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Abstract 
Ringwood, Melbourne, is a thriving business hub with immense growth potential. To expand 

successfully, businesses should leverage local networking opportunities, collaborate with nearby 

enterprises, and stay updated on market trends. Digital marketing, including SEO and social media, 

helps attract a wider audience, while excellent customer service ensures repeat business. The area's 

strong infrastructure and accessibility make it ideal for retail and service-based businesses. 

Understanding Ringwood’s economic landscape and consumer demands is crucial for sustainable 

growth. By optimizing business strategies, embracing innovation, and building strong customer 

relationships, businesses can establish a solid presence and achieve long-term success in Ringwood. 

1. Introduction 
Expanding a business in Ringwood, Melbourne, requires careful planning, market insight, and strategic 

execution. This guide provides essential steps to help businesses grow successfully in this thriving 

commercial hub. From leveraging local networking opportunities to utilizing digital marketing and 

customer engagement strategies, we cover key factors that drive expansion. Understanding 

Ringwood’s economic trends, consumer demands, and competitive landscape is crucial for sustainable 

growth. Whether you’re a startup or an established business looking to scale, this guide offers practical 

insights to navigate challenges, seize opportunities, and build a strong presence in Ringwood’s dynamic 

business environment. 

Ringwood Demographics (VIC) Local Stats 

Ringwood (3134) is a suburb of Melbourne, East, Victoria. It is about 22 kms from VIC's capital city of 

Melbourne. Ringwood is in the federal electorate of Deakin 

In the 2011 census the population of Ringwood was 16,009 and is comprised of approximately 51.9% 

females and 48.1% males. 

The median/average age of the population of Ringwood is 37 years of age. 

67.4% of people living in the suburb of Ringwood were born in Australia. The other top responses for 

country of birth were 4.1% England, 3.4% China , 2.8% India, 1.7% Burma , 1.5% New Zealand, 0.8% 

Malaysia, 0.8% Vietnam, 0.7% Sri Lanka, 0.7% Scotland, 0.7% Italy, 0.6% Poland, 0.6% South Africa, 

0.6% Germany, 0.6% Thailand. 

74.8% of people living in Ringwood speak English only. The other top languages spoken are 4.5% Other, 

3.4% Mandarin, 3.1% Language spoken at home not stated, 2.0% Cantonese, 1.1% Punjabi, 1.0% 

Italian, 0.9% Hindi, 0.7% Greek, 0.7% Vietnamese 

The religious makeup of Ringwood is 26.4% No religion, 22.5% Catholic, 12.4% Anglican, 6.9% Religious 

affiliation not stated, 5.0% Uniting Church, 4.1% Baptist, 3.3% Christian, nfd, 2.9% Buddhism, 2.8% 

Presbyterian and Reformed, 2.0% Hinduism. 

46.2% of people are married, 33.5% have never married and 9.8% are divorced and 3.0% are separated. 

There are 980 widowed people living in Ringwood. 

60.4% of the people living in Ringwood over the age of 15 and who identify as being in the labour force 

are employed full time, 29.1% are working on a part time basis. Ringwood has an unemployment rate 

of 5.2%. 



 

The main occupations of people living in Ringwood are 23.6% Professionals, 16.8% Clerical & 

administrative workers, 14.4% Technicians & trades workers, 11.5% Managers, 10.0% Community & 

personal service workers, 9.7% Sales workers, 7.9% Labourers, 4.3% Machinery operators & drivers, 

1.9% Occupation inadequately described/ Not stated. 

The main industries people from Ringwood work in are 13.0% Health care and social assistance, 11.0% 

Retail trade, 10.5% Manufacturing, 8.7% Construction, 8.3% Education and training, 8.2% Professional, 

scientific and technical services, 5.2% Public administration and safety, 4.9% Accommodation and food 

services, 4.9% Financial and insurance services. 

31.3% of homes are fully owned, and 31.4% are in the process of being purchased by home loan 

mortgage. 34.5% of homes are rented. 

The median individual income is $576 per week and the median household income is $1133 per week. 

The median rent in Ringwood is $281 per week and the median mortgage repayment is $1733 per 

month. 

Check out FY 2013 Tax Stats for Ringwood postcode 3134 

Source: https://localstats.com.au/demographics/vic/melbourne/east/ringwood 

Ringwood 

About the Area 

The location of Ringwood in Victoria, Australia, boasts a harmonious blend of urban living and natural 

beauty. Known for its thriving commercial centers, this suburban area is home to shopping complexes, 

contemporary cafes, and fine dining restaurants. Its family-friendly atmosphere offers top-notch 

educational institutions and well-maintained recreational facilities, such as parks and sports clubs. In 

https://localstats.com.au/demographics/vic/melbourne/east/ringwood


addition, the lush green surroundings and numerous picturesque walking trails create a serene 

environment that effectively combines the best of city living with a charming, village-like atmosphere. 

Source: https://areasearch.com.au/vic/ringwood 

2. Business Expansion 
The economy is notoriously cyclical. It expanded forcefully in the 1990s reaching a peak growth of 7.3 

percent in the fourth quarter (Q4) of 1999. Growth then dipped to 1 percent in the Q1 of 2000 and hit 

a negative growth rate of -0.5 percent by Q3 of that year. Growth remained anemic until late 2003 but 

has not, since, matched “irrational exuberance” as Alan Greenspan, the outgoing Chairman of the 

Federal Reserve, labeled market behavior late in 1996. Expansions and contractions are thus a normal 

part of economic life; most businesses expand in good times and contract somewhat in bad. Not 

surprisingly, a look at business literature for the late 1990s shows scores of articles dealing with the 

“problems of expansion” and how to deal with them. In 2005 and 2006, such articles were conspicuous 

by absence. Instead, here and there, an article appeared suggesting how a business might plan to 

trigger its own growth. 

Business expansion thus has two aspects. One is planned and carefully managed expansion at the 

business owner’s initiative. The other, which can be much more problematical, is sudden and 

involuntary expansion that simply happens for various reasons—among them economic expansion or 

simply because the business caught the market’s eye with a novel product or service. Careful 

management of such good fortune may be even more vital than planned growth. Somewhat 

surprisingly for the layman, the Small Business Administration lists “unexpected growth” as one of 10 

causes of business failure. Expansion carries risks, whether it is planned or involuntary. 

PLANNED EXPANSION 

Especially in small business, not all owners wish to expand—sometimes because they started their 

small business precisely to maintain what they wished to have in the first place: close contact with 

customers, employees, or the product/service itself, freedom from the burdens of administrative 

management, and the autonomy that sole-proprietorship often provides. Those who plan expansion 

tend to have a different vision of the business, one in which “smallness” is not in itself a goal but a 

necessary starting point. Others plan to expand because the very logic of the business indicates that a 

larger size is desirable to achieve the full potential of the enterprise. Every situation is unique, of 

course, but in broad strokes the methods will largely involve one or the other of the following 

categories of actions: 1) sell more of the same, 2) expand the range of products or services sold, 3) sell 

something very different, and/or 4) change the underlying business concept. These strategies are listed 

roughly in the order in which most small businesses consider them. As we move from 1 to 4, each step 

is more difficult and requires more comprehensive changes and larger investments. 

Each strategy, of course, implies additional alternatives some of which may be quite risky. By way of 

an example, the first choice, to sell more of the same, may involve one or a combination of the 

following: a) regional expansion of outlets, b) significant expansion of production facilities, c) vertical 

integration whereby more of the product is made in-house, d) revamping the distribution system, and 

more. 

In one of the few recent articles on planned expansion, Julie Monahan, writing in Entrepreneur, lists 

seven expansion strategies with very similar characteristics. These are 1) introduction of a new 

product, 2) taking existing product to a new market, 3) licensing the product for others to make, 4) 
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starting a chain, 5) turning the business into a franchise, 6) growing through acquisition or merger, and 

7) seeking foreign markets. 

 

In essence, planned expansion—particularly one based on more complex strategies—is essentially the 

same as starting a business from scratch with the exception that a running business provides the owner 

with a minimum base from which to start. Important administrative structures are already in place—

even if they have to be expanded. For these reasons the same financial, planning, and business skills 

are needed as were necessary to found the original business. On the whole business owners who stay 

closest to their experience will have the fewest regrets. 

MANAGING UNEXPECTED GROWTH 

Along with much positive reinforcement, unexpected growth also brings danger: it is exuberance. 

Unless kept in check, it may lead to careless decisions and a temporary relaxation of the very disciplines 

that made the business successful in the first place. For this reason, management experts counsel 

caution when sales suddenly surge. Furthermore, unexpected growth is a challenge that may be 

unavoidable: the business choosing deliberately not to respond to strong demand may, as a 

consequence, be left behind and find itself contracting. Growth must be managed. Paul Hawken in his 

popular book, Growing A Business [Simon and Schuster, 1986], says that problems are normal to 

business. “What’s the difference between a good business and a bad one?” Hawken asks. “A good 

business has interesting problems,” he answers, “a bad business has boring ones.” Unexpected growth 

is a business problem, but it is an “interesting problem.” Most business owners would rather face 

growth than empty stores or silent phones. 

The chief challenge presented by surging growth tends to be financial. Capacity may have to be 

expanded and money must be spent to purchase inventory way above normal levels. Capital for either 

purpose may be difficult to find—or expensive to borrow. In service-providing businesses, new people 

must be hired rapidly and as rapidly trained. At the same time, the business may be able quite 

accurately to calculate its immediate financial needs but be less able to assess the sudden demand. 

Will it continue? Is this a flash? The business owner must retain a certain sobriety and look at the 

situation—which may involve talking to a lot of people—before deciding to invest. 



Most business failures due to unexpected growth are triggered by cash-flow problems. The business 

will have great sales and high profits, but cash in hand may be inadequate because of the time lag 

between sales and cash collections from the customer. Customers will expect to purchase on credit; 

commercial customers may be slow in paying. In a rapid growth situation cash receipts tend to lag sales 

and deliveries in any case. If growth continues to expand, the business may find itself unable to pay 

bills even though it has more than adequate resources coming in—later. This can lead to bankruptcies. 

Added to potential cash-flow problems are a host of other managerial problems that can occur simply 

because the business is operating now at greater speed, with more people (many not yet fully trained), 

and a stressed management less likely to find time to examine financial control systems which, in their 

turn, may be over-taxed. Some problems, caused by intense activity, may show up later to cause 

trouble. Thus customer service may be neglected and brand equity may be damaged as a 

consequence. Minor disagreements—perhaps even simply temperamental differences—may intensify 

into outright disagreements and divided loyalties within. The small business owner, accustomed to a 

hands-on-operation, may find himself or herself pushed into a much more distant and corporate role 

without adequate preparation or willingness to change. 

Problems of this nature have no simple or single formulaic solution. Management experts universally 

counsel a “go it slow” approach to the situation, the maintenance of established disciplines, openness 

and flexibility in meeting problems, close work with employees, drawing in expert help and using its 

recommendations, and, if necessary, “leaving money on the table” today so that it can be safely picked 

up tomorrow. 

CHOOSING NOT TO GROW 

Unwelcome rapid growth is, in fact, just another business challenge similar to the sudden appearance 

of a formidable competitor. Many successful businesses adapt to stay small. Invariably, however, they 

will also change. For example, management may decide that, rather than trying to handle the new 

demand, it will cut back on its product line and retain a portion of it in a new niche. The adjustment of 

the business may take the form of concentrating on one kind of customer, for example the household 

market, whereas the company formerly also worked with corporations. It may mean staying in the high 

end of a market and repositioning the enterprise accordingly (through changed advertising, signage, 

sales strategy) while letting others serve the larger but lower-priced segments. 

3. How To Plan A Business Expansion 
If you plan to expand your business—by serving new markets, extending your portfolio of products or 

services, or adding staff—you have much to think about. In this article, we’ll discuss a few talking points 

business owners should consider as they strive to grow their companies. 

5 key considerations when growing your business 

1. Forming an LLC or corporation 

Many small businesses start as sole proprietorships or general partnerships because those business 

structures offer administrative simplicity and no statutory compliance requirements. However, they do 

not provide protection for business owners’ personal assets or give any tax treatment flexibility. 

Business growth aspirations prompt many entrepreneurs to change from a sole proprietorship or 

partnership to a limited liability company (LLC) or corporation. 



 

Rightly so! Forming either of those business structures creates a separate legal entity for the company. 

That means the owner’s personal assets (home, vehicles, retirement investments, etc.) receive 

protection from the debts and legal liabilities of the business. 

Also, LLCs and C Corporations that meet the IRS’s qualification criteria may choose to be taxed as S 

Corporations. In the case of an LLC, the S Corp election helps minimize a business owner’s self-

employment tax obligations. The primary benefit of S Corporation election for a C Corp is that it avoids 

the double taxation of income distributed to shareholders. 

2. Getting the required licenses and permits 

If you’re expanding your product or service lines or extending your reach to other locales or market 

areas, you may need to apply for new licenses or permits. States and local government agencies’ rules 

and regulations vary for different types of business activity. Examples of the possible licensing 

requirements include the following: 

 General business license 

 Sales tax license 

 Alcohol license 

 Bakery license 



 Food and beverage license 

 Zoning permit 

 Music license 

 Health license 

 Landscaping license 

 Sign permit 

 Entertainment license 

 Professional licenses (e.g., accounting, attorney, physician, engineer) 

As you can imagine, there are many more applicable to different industries and business activities. 

Entrepreneurs need to research the requirements for any locations where they will conduct business. 

3. Hiring employees 

If you can no longer do everything on your own—or you want to do more but don’t have the time or 

specific skillset to accomplish it—it’s time to get help. Hiring employees can take some of the 

administrative and operational pressures off of you. Of course, adding employees to the payroll adds 

some new responsibilities, which includes: 

Processing payroll 

 Here’s a summary of what most companies need to handle payroll: 

 A federal tax ID number (EIN) from the IRS 

 Payroll tax registration with the state (and possibly local) tax agencies. 

 Employee information and tax documents (e.g., obtaining W-4 and I-9 forms from employees, 

and sending W-2 forms to employees) 

 Salary and wage information (e.g., wages, salaries, overtime pay, paid time off compensation, 

tips, bonuses, commissions) 

 Health insurance documentation 

 Retirement plan documentation 

 Employee bank information (if direct depositing wages into employees’ bank accounts) 

 Workers’ compensation insurance policy 

 Payroll software or payroll services vendor 

Managing payroll, particularly handling payroll taxes properly, is essential for ensuring employees get 

paid accurately and on time. Moreover, it’s critical for keeping a business in good standing with federal, 

state, and local tax agencies. 

Employers must withhold certain taxes and other payments from employees’ pay and then submit 

those monies to the appropriate tax agencies or organizations. Also, some employment-related taxes 

are paid directly by employers. 

Payroll withholdings from employees’ pay 

 Federal income tax 

 State income tax 

 Local income tax 

 FICA tax (Social Security and Medicare)—Half of this tax is deducted/withheld from the 

employee’s pay, and the employer pays the other half. 

 Wage garnishments (e.g., alimony, child support, loans, bankruptcy payments) 



 Benefits deductions (e.g., retirement fund contributions, employee’s portion of health and life 

insurance premiums, union dues) 

Employment related taxes paid by employers 

 

FUTA tax—The Federal Unemployment Tax Act is a program that provides compensation to workers 

who lose their jobs through no fault of their own. FUTA tax is a cost to the employer; it is not deducted 

from employees’ pay. 

SUTA tax—States also have unemployment programs. Most require only employers to pay into the 

fund, but some states also require employees to contribute. 

Other payroll taxes—Some other taxes (such as for short-term disability and family medical leave) may 

exist depending on the state or municipality. Employers should contact their local tax agencies and the 

state revenue department to determine all their payroll tax obligations. 

4. Outsourcing to independent contractors 

Working with independent contractors and freelancers can improve your business’s efficiency and 

productivity by bringing in people with specialized skills and expertise to handle tasks you aren’t 

personally proficient in. However, it's important to be aware that independent contractors are NOT 

employees. Businesses must not mistakenly treat individuals as independent contractors when they 

should be classified as employees. 

So, what’s the difference? The IRS has classification rules for differentiating between independent 

contractors and employees. Some states have even more definitive parameters for distinguishing the 

two. Generally, independent contractors are self-employed professionals who enter into an agreement 

(written or verbal) with a business or individual 

They are not on their clients' payroll but issue invoices to request payment for their services. 



Unlike company employees, independent contractors do not receive benefits or paid time off from 

their clients. 

Independent contractors are mainly in control of how and when they work, whereas those things are 

usually dictated to employees by their employers. 

Typically, contract workers are responsible for providing the tools and equipment needed to perform 

their assignments. 

While the business paying an independent contractor may set the goals and deliverables for projects 

and assignments, the independent contractor decides how to best accomplish their assigned tasks. 

Independent contractors are responsible for reporting and remitting their taxes (including self-

employment taxes) to the IRS, state, and local tax authorities. 

When working with independent contractors, there are two tax-related forms businesses must pay 

attention to. 

They should request a Form W-9 from the independent contractor, which identifies the individual’s 

personal information for tax purposes (Compensation paid to independent contractors is tax-

deductible for a business.) 

Businesses should issue Form 1099-NEC to any independent contractors to whom they paid more than 

$600 in the year. 

5. Expanding your business out of state 

What if you want to expand your business operations beyond your home state (where you initially 

formed your business)? When a business created in one state meets the definition of “conducting 

business” or “nexus” in another state, it must seek authorization to operate in the new state. Typically, 

that means completing a process called “foreign qualification.” 

A business is considered a domestic entity in the state where it’s initially registered and a foreign entity 

in any state where it’s foreign qualified. 

Definition of conducting business 

What constitutes “conducting business” varies by state. Generally, states consider that a company is 

conducting business if it meets one or more of the following criteria: 

 Has a physical presence (office, warehouse, or retail store) in the state 

 Has employees working in the state 

 Holds in-person meetings with clients or customers in the state 

 Has reached a certain sales threshold in the state 

The following activities alone usually do not qualify as doing business in a state: 

 Defending or settling a lawsuit in the state 

 Collecting debts in the state 

 Conducting internal business activities, such as holding LLC member meetings in the state 

 Having a bank account in the state 

 Selling services or products through independent contractors in the state 

 Engaging in isolated, non-repeated transactions completed within 180 days in the state 



What does nexus mean? 

Nexus implies that a business has a physical or economic connection to a state. Determining nexus can 

get complicated because different states have their own interpretation of what nexus is. 

General characteristics of nexus 

The company has a physical presence—such as an office, warehouse, store, or employees—in the 

state. 

The company has reached a certain sales threshold, with or without a physical presence, in the state. 

Many states consider a business to have economic nexus if it has $100,000 in sales or 200 sales 

transactions (or both) in the state during the year. 

The rules for determining nexus change often and vary from state to state. So, it’s critical for business 

owners to research and stay on top of nexus rules in any states where they have staff, physical 

locations, or sell their products and services. 

Where to turn for guidance 

Most state and local government websites provide business registration, licensing, and tax 

information. They also post contact information for the agencies that oversee business activity in their 

jurisdictions. For federal tax-related information and employer issues, the IRS and Department of Labor 

websites are excellent resources. 

Business owners should also consult knowledgeable legal, accounting, and human resource experts 

when expanding a company. Every business’s situation is unique from others in some way, and trusted 

professionals can offer insight and information tailored to your specific circumstances. 

If you’re looking for a business for sale in Ringwood, check out online platforms that make the search 

hassle-free. These platforms allow you to filter options by location, price range, industry type, and 

more. With intuitive interfaces and comprehensive listings, they offer a convenient way to discover 

and invest in the perfect business opportunity in Robina. 

Below is a recent listing on Business2Sell that you can checkout- 

Award Winning Italian Restaurant In Ringwood 

Location:Ringwood, Melbourne, Victoria 

Category:Restaurant 

Asking Price:$900,000 

Sales revenue :Undisclosed  

Net profit :Undisclosed  

Furniture/Fixtures value :Undisclosed  

Inventory/Stock value : Undisclosed 

Business description 

Available for acquisition is a renowned, award-winning restaurant specializing in pizzas, pastas, and 

other Italian cuisine, with dine-in and takeout options. Its strong reputation as an award-winning 

establishment has cultivated a loyal customer base. Located in a high-traffic area, the business attracts 



a wide range of patrons. This opportunity is perfect for buyers seeking a well-established brand in a 

prime, high-demand location. 

*Annual revenue of $3,068,000 

*State-of-the-Art Fit-Out valued at over $2,000,000 

*216 indoor and 40 outdoor seating 

*Strong brand reputation 

*Loyal customer base 

Nick Kolaitis and the team at LINK Melbourne are excited to present a successful Italian restaurant in 

Melbourne. It has been operating since 2016 and has become known for its Neapolitan-style pizzas 

and pasta. The business appeals to a wide range of clientele due to its strategic positioning in a high-

traffic location. Despite the broad market appeal, Italian food and casual diners are its primary target 

market. 

Apart from its award-winning status, the business's success is partly owed to its state-of-the-art fit-out 

that offers patrons an upscale experience. Its fit-out features a large commercial kitchen, cool room 

and spacious dining areas. 

In addition, the premises are divided into indoor and outdoor areas, with 216 and 40 seating capacities, 

respectively. It benefits from an excellent location, well-appointed fit-out and significant seating 

capacity. 

Notably, it has an absentee owner, supported by a dedicated and experienced team of 8 full-time, 18 

part-time and 22 casual staff, highlighting its straightforward model and turnkey operations. 

Listing ID: ME03119 

Broker: Nick Kolaitis 

Source: https://www.business2sell.com.au/businesses-details/award-winning-italian-restaurant-in-

ringwood.php 

If you are looking for a profitable business for sale Ringwood, you can visit the link: 

https://www.business2sell.com.au/businesses/vic/melbourne/ringwood 

4. Strategies for Quickly Expanding Your 

Business 
Let's face it. Scaling your business is hard. It takes considerable effort. In the beginning, it means 

wearing different hats. It means dealing with sales and marketing. It means understanding taxes and 

corporate compliance. It involves having to interact with customers on a daily basis. And so much 

more. At the end of the day, it takes its toll on you. 

If you're struggling to grow your business, there is light at the end of the tunnel. Sure, it's hard. But, 

what's the alternative? A life-sucking 9-to-5 job? Surely not. Okay, maybe you're longing for the 

security of a guaranteed paycheck. But, at what mental or emotional price will that come? 

https://www.business2sell.com.au/businesses-details/award-winning-italian-restaurant-in-ringwood.php
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The truth? If you buckle down, clear your mind, and just look at things in perspective, you can easily 

identify ways you can grow your business and make more money quickly. While hundreds of business 

growth strategies likely exists, the following 15 will take your business to the next level quickly and 

efficiently. 

Roland Frasier, a business growth strategist, has a unique approach to scaling businesses. As a principal 

of Digital Marketer and Native Commerce Media, and CEO of War Room Mastermind, he knows a thing 

or two about the online marketing world. 

Frasier, who builds and scales seven, eight and nine-figure businesses tells me that there are loads of 

ways to grow a business quickly. But, only 15 core strategies that will truly make a real impact on your 

bottom line. Some are time intensive at the outset. That much should be expected. But, the benefits 

and profits will ultimately make them well worthwhile. 

 

Like anything else in life or in business, you have to put in the time if you're looking to reap the benefits. 

Don't focus on the short-term outcome of your work. Look to the long term. Build sincere value and 

look to help your customers. Genuinely care. That should be the foundation. After that, it's simply a 

matter of taking action and putting in the work to scale. 

1. Build a sales funnel. 

The first way to quickly grow your business is by building a sales funnel. If you don't have a sales funnel, 

you're making a monumental mistake. Sales funnels can help to automate your business. It helps you 

to scale and grow quickly and easily. Sure, there's some front-end work involved. Obviously. But, once 

those processes are in place, it's smooth sailing from there. 

Frasier says that every sales funnel needs to be carefully conceptualized before it's created. Consider 

the different funnels first and foremost. Whether it's a free-plus-shipping offer or a high-ticket 

coaching funnel, it's important to build your automated selling machine to quickly scale and grow your 

business. 



2. Utilize a customer management system. 

Manually tracking transactions is hard. No one wants to do that. It gets too cumbersome as the 

business grows. If you want to scale quickly, use a customer management system. There are plenty to 

choose from. But, it really depends on your line of work. Of course, cloud-based software like 

SalesForce is always a viable option. 

Quickbooks can help you with the accounting. InfusionSoft can also assist with sales and marketing. 

There are plenty of CMS systems, most of which integrate with other cloud-based services. Find what 

works for you and utilize it. 

3. Research the competition. 

When going to market, and you're really looking to get your offer to the masses, you need to research 

the competition. Frasier says he uses two platforms to conduct his research. The first is Similar Web. 

The other, AdBeat. Both provide competitive intelligence. It's your chance for x-ray lenses into all 

landing pages, ad copy, and other stages of the funnel. 

This allows you to uncover any advertiser's online strategy. Find the ads that have been running for the 

longest and emulate those. That's the quickest way you scale any business. If it's proven and it's 

working for your competitors, it's likely it'll work for you. 

4. Create a customer loyalty program. 

Loyalty programs are great ways to increase sales. It costs up to three times more money to acquire 

new customers than it does to sell something to an existing customer. Other resources pin this number 

anywhere from four to 10 times more. However, any way that you slice it, acquiring new customers is 

expensive. 

Frasier says that building a customer loyalty program will help you retain customers. It might also help 

you attract new ones as well. If there's a clear incentive to spend more money with you, it'll pay off in 

the long run. Build an attractive loyalty program and make it accessible to your existing customers and 

watch sales skyrocket over time. 

5. Identify new opportunities. 

Analyze new opportunities in your business by understanding your demographic better. Understand 

everything from distribution channels to your direct competitors, and even an analysis of foreign 

markets and other potential industries. There are likely dozens of new opportunities you could pursue 

immediately with the proper amount of analysis. 

6. Build an email list. 

One of the most best and most effective ways to grow a business quickly is to build an email list. Clearly, 

that means you need to have a lead magnet. Why else would people subscribe to your list? And, with 

a lead magnet, comes the necessity for a sales funnel. Look into companies like Aweber, 

ConstantContact, ConvertKit, Drip, GetResponse and others for building and managing your list. 

7. Form strategic partnerships. 

Strategic partnerships with the right companies can truly make a world of difference. It could allow 

you to reach a wide swath of customers quickly. Identifying those partnerships might be easier said 

than done. But, look out for companies that are complementary to your own. Contact them and 

propose opportunities for working together. 



8. Leverage global platforms. 

In the ecommerce business selling products? Why not use Amazon's FBA service? In the business of 

selling services? Why not use Upwork? In the business of renting vacation homes? Why not leverage 

AirBnB, InvitedHome, HomeAway or other global platforms? Find a platform that's reached saturation 

and use it to grow your business quickly. 

 

9. Licensing deals 

Doing licensing deals is a great way to grow your business without too much added effort. If you have 

a product that you can license to others and share a revenue of, that's an ideal way to grow quickly. 

Taking a popular or successful product and bringing it to a company with a large footprint can help you 

achieve market saturation quicker. 

10. Consider a franchise model. 

If you have a successful business, and you're really looking to grow quickly, consider franchising it. 

Although franchise costs are high and moving to a franchise model is complex and takes a lot of 

marketing know-how, it could make all the difference if you're truly looking for quick growth. 

11. Diversify your offer lineup. 

Look into diversifying your offers. What complementary products or services or information can you 

offer in your business? In order to grow, you need to think about expansion. Identify new opportunities 

within your niche. Uncover the pain points. What else can you sell to your clients. Where else can you 

add value in the exchange? 

 

 



12. Build passive income streams. 

Growing a business takes significant effort. If you're dealing with razor-thin margins, consider building 

passive income streams. This way, you don't have to worry so much about keeping the lights on, so to 

speak. Passive income will afford you the opportunity to make mistakes and not have to lose your shirt. 

It'll keep you in business and provide a basis to grow and market and scale quickly by giving you ample 

resources. 

 

13. Acquire other businesses. 

Sometimes, acquiring other businesses is a very quick way to grow your own business. If you can find 

competitors or businesses in other industries that would complement your own, you could use them 

as platforms to scale fast. Take a look within your industry and even outside of it to find potential for 

potential opportunities. 

14. International expansion. 

Can you expand internationally? Can you take your existing offers and scale them internationally? What 

would it take to do business in Canada or Mexico or Europe? If you have a converting offer, 

international expansion could be a quick way to grow. You'll incur some costs. Sure. But, the potential 

for profits could be massive. 

5. Conclusion 
Expanding your business in Ringwood, Melbourne, presents exciting opportunities for growth and 

success. By leveraging local networks, embracing digital marketing, and understanding market trends, 

you can establish a strong presence in this thriving region. Prioritizing customer satisfaction, optimizing 

operations, and staying adaptable will ensure long-term sustainability. Success in business expansion 

requires strategic planning, continuous learning, and a commitment to innovation. With the right 

approach and persistence, you can navigate challenges, seize opportunities, and achieve lasting 

success in Ringwood’s dynamic business environment. Stay proactive, build strong relationships, and 

watch your business thrive in this vibrant commercial hub. 
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