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Company profile 
 

 

 

 

 

At Exceptional Thinking, our aim is to work with small business owners on their 

marketing, helping them to realise that it doesn‟t have to be complicated or hard work. 

Instead, we think marketing should be an enjoyable experience which actually results in 

customers! Yes, it is possible! 

You see, most of the small business owners 

that we meet don‟t really like marketing all 

that much (well, ok we did meet one last 

week that did). And I‟m not at all surprised! 

Although most of us would accept that we 

need to do marketing if we want to get 

customers, small businesses often don‟t 

know where to start; think marketing is 

expensive, time consuming – oh and don‟t 

forget frustrating when it doesn‟t work. 

Is it any wonder that small business owners 

rely on referrals and word of mouth as their 

main way to get business and leave the 

“marketing” bit well alone? 

Our aim at Exceptional Thinking is to help small business 

owners realise that there is another way 

As well as training small businesses on how to do their own marketing, we also actually 

DO the marketing for business owners too. We‟ve been in business for 8 years and 

love what we do! 

 

Take a look around our press and speaking pack to find out more or check out our 

website at http://www.exceptionalthinking.co.uk  

 

We look forward to hearing from you. 

 

Helen 

http://www.exceptionalthinking.co.uk/
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Key person biographies 
 

 

 

 

The team at Exceptional Thinking are: 

 

Helen Dowling 

 

 

 

Nick Dowling 

 

 

 

Trudi Hayden 

  

 

  
Nicky Benton 

  

 

 

 

 

Helen started the business back in 2003 and is Exceptional 
Thinking‟s main driver. She is a professional marketer and 
specialises in working with small businesses. She has recently won 
Midlands Networker of the Year in the Midlands Business Awards 
and been nominated as a finalist in several awards including 
Cotswold Life Awards and the Barclays National Business Plan 
Awards. Helen also sits on many panels including being one of the 
experts on the Business Startup Community. Helen can be 
contacted on helen.dowling@exceptionalthinking.co.uk 

Nick became a partner of the business in 2006 and is responsible 
for operations , IT and communications in the business. He also 
has a full-time job as a teacher, so is helping build the training side 
of the business too. 

Trudi joined us in October 2007 and as a small business owner 
herself (she runs a successful business as a freelance artist), she 
understands how tough marketing can be. She is an expert in 
creative thinking, cold calling, online marketing and promoting 
workshops and can be contacted by 
emailingtrudi.hayden@exceptionalthinking.co.uk 

Nicky has had many years experience in promoting her husband‟s 
small business (Benton Fine Art) as well as being employed by 
Gloucestershire Media so she understands PR and marketing for 
the small business. Nicky joined us in September 2009 and is an 
excellent addition to the team. She can be contacted by 
emailingnicky.benton@exceptionalthinking.co.uk 

mailto:helen.dowling@exceptionalthinking.co.uk
mailto:trudi.hayden@exceptionalthinking.co.uk
mailto:nicky.benton@exceptionalthinking.co.uk
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Speaking engagements 
 

 

 

 

Helen has spoken at a number of events and regularly runs training workshops 

and calls for small business owners on marketing. Below is a sample of the 

organisations that Helen has been the guest speaker for: 

 

Affinity Networking:  “7 secrets to doubling your turnover” 

Business Link WM:  “Networking Made Easy” 

Cascade Training:  “Marketing Plans Made Easy” 

     “Social Networking for Beginners” 

Cotswold Business Club: “Get into social networking” 

CIPD:    “How to get more sales” 

Downend Business Club: “Market Research” 

     “How to get business through networking” 

GBBC:    “How to get started with social networking” 

Gloucestershire First:  “How to tender to the Public Sector” 

NRG:    “PR Made Easy” 

     “How to get more sales” 

Sole Traders United:  “How to promote your business” 

Stroud Business Women: “5 top tips to get your business off to a flying start” 

SWIB:    “How to get more done in less time” 

     “Social Networking” 

SWBC:    “7 secrets to doubling your turnover” 

     “Social Networking” 

     “Convincing customers to use you” 

Women Mean Biz:  “How to get business through networking” 

     “Email Marketing” 

 

Comments after the event include: 

“I just wanted to thank you again for doing today's talk. It was really inspiring 
and there were lots of very positive comments flying around afterwards. Even 
people who felt they knew a lot about marketing, were happy to be reminded. 
It seemed to go down really well with everyone. Heather Gunn, Affinity 
Networking” 

 

 

http://www.cascadetrainingplus.co.uk/?Cascade%26nbsp%3BTrainers_%26amp%3B_Associates
http://www.cotswoldbusinessclub.co.uk/
http://www.cipd.co.uk/
http://www.gbbc.org.uk/
http://www.glosfirst.co.uk/
http://www.nrg-networks.com/
http://www.soletradersunited.co.uk/
http://www.stroudbusinesswomen.org.uk/
http://www.swibonline.co.uk/
http://www.swbc.co.uk/
http://www.womenmeanbiz.co.uk/
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Speaking and interview topics 
 

 

 

 

We are happy to speak or be interviewed on any aspect of marketing or key 

issues impacting small businesses. Having said that, we are most commonly 

asked to speak or comment on the following topics: 

 

How to get more customers through the door fast 
Getting new customers on board is hard work! And if nothing seems to be 
working for you, it‟s easy to feel demoralised and frustrated with marketing. 
This workshop aims to change all that around for you. Find out quick and easy 
ways to promote your business and get customers calling you rather than you 
chasing them.  
 
Grow your business successfully 
What‟s the best way to grow your business successfully, handle all the 
customer‟s in the world without jeopardising quality and know what your 
business will look like 10 years from now? Our February workshop aims to 
help you put a structure in place that will support your business going forward 
and really take you to the next level. 
 
Cold Calling Made Easy 
Many business owners think cold calling will work for their business, but dread 
the thought of making those calls. But, it doesn‟t have to be like that. On this 
workshop, we‟ll be covering some simple tips and techniques that can really 
make you change from hating the thought of picking up the phone to not 
minding it at all.  
 
How to get business through networking events 
There are oodles of networking events every month that you could attend to 
grow your business. But, there‟s little point in going if you‟re not getting 
business from them. This workshop shows you which events you should be 
going to, how to explain what you do, working the room effectively and how to 
get business from them. 
 
Email Marketing 
Emails are a great way to market and promote your business. They‟re quick, 
easy and more importantly, they‟re free. Our May workshop shows you how to 
make email marketing work for you – we‟ll cover what to send, when to send it 
and how to get your email read – so that your email campaign really works! 
 
PR Sorted! 
Many small business owners would like to do some PR in their business, but 
are not sure where to start or what to do. On this workshop, we‟re aiming to 
change your view of PR and make you realise that it can be much easier to do 
than you think – in fact, there‟s no need to even speak to the press at all! 
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Following up with people effectively 
We have to follow-up with people in our business all the time – from meeting 
someone at a networking event to phoning someone after you‟ve sent them a 
proposal. If you‟re not a fan of following up, you‟re not alone. Find out the 
best, easiest and stress-free ways of following up effectively and never have 
this problem again. 
 
Social Networking 
The last couple of years have seen an explosion of new ways that you can 
market your business. If you‟re not sure how to use them or how they could 
work for you, come along to this workshop and find out how to incorporate 
them into your business and reap huge rewards as a result.  
 
How to position yourself as an expert 
Being seen as an expert really is a powerful way to get more business – 
people pay more for an expert and they‟re more likely to want to work with you 
too. Join us on this interactive workshop to learn how you can become an 
expert in your field and reap the benefits that go with this new found status. 
It‟s a lot easier than you think! 
 
Getting business through word of mouth & referrals 
Word of mouth and referrals really is the best way to get business. It means 
your contacts like and trust you and are happy to pass you business. So, how 
do you encourage more people to refer work to you? Our November workshop 
shows you how to get your contacts to do the hard work for you and refer 
clients over time and time again. 
 
How to complete more work in less time 
I‟ve never met a business owner yet who has got enough time in the day – it‟s 
one of the biggest problems in business. Come along to this workshop to find 
out the secrets of getting more done in less time without getting stressed. 
You‟ll be amazed at the results. 

 

Selling for Success 
When I first started my business, selling was the skill that I lacked! Gradually 
though I learnt how to sell, what to do and say and how to get around 
objections. I now turn 80% of the people that I see into paying customers. On 
this workshop, I‟ll show you how to be more effective in selling not only face to 
face but also on paper. You‟ll find out why you cannot start selling when 
you‟re in front of the person and how to sell even if you hate it with a passion! 
 
Getting your website higher up the search engines 
Would you know how to get your website higher up the search engines – ideally to 
the front page of Google? You know what, it‟s a lot easier than you might think and 
it doesn‟t have to cost the earth either. On this workshop, I‟ll be showing you my 
top ways to get your website noticed by Google and some great tools and tricks 
that you can use straight away in your business. 
 

If you‟d like us to speak or comment on another subject, please don‟t hesitate to 

contact us on info@exceptionalthinking.co.uk or by calling 0845 644 9371. 

 

mailto:info@exceptionalthinking.co.uk
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Sample articles 
 

 

 

 

We write a number of articles and over 100 of these can be found at 

http://ezinearticles.com/?expert=Helen_Dowling. A sample article is included 

below so you can see an example of our style: 

 

I often get asked about the process of marketing and how to speed things up. 
Many business owners get frustrated by the fact that any marketing they do 
today can take up to three months to get results and ask what is the secret to 
getting business in through the door fast. 
 
Well, actually there are several things that you can do to create instant cash, 
but all do rely on getting organised and taking time to act on these ideas. Here 
are my top ideas on creating cash fast when you need it: 
 
Speak at an event and create an offer 
One of the best ways to create instant cash is to speak at an event which has 
your target market in the room and make an offer at the end of your talk. Most 
audiences will recognise that you only have a limited time to share your 
expertise at the event and some people will want the opportunity to take 
things further with you. A contact of mine offered to work one-to-one with 
companies helping them set up their social networking for a £295 fee. Six 
businesses signed up there and then instantly bringing £1,700 into the 
business. 
 
Approach your past customers 
Your past customers are a great quick source of income and many 
businesses don‟t bother to catch up with them after work has finished. Touch 
base with anyone you‟ve worked with previously plus people who were 
interested in the past but never actually started working with you and see how 
it‟s going for them. You‟d be surprised how quickly this can generate cash for 
your business. 
 
Create a pre-launch product 
One way to create quick cash without doing a lot of work is to create the basis 
of a product but sell it on a pre-launch basis i.e. this is the product I‟m creating 
and to get it before the launch is £x, but once it‟s launched it will sell for £y. 
Doing things this way does two things. Firstly, it tells you whether your 
customers are interested in this product. If they‟re not, great – you‟ve just 
saved yourself a whole lot of work. Secondly, if they are interested, you‟ve got 
cash in the bank as an incentive to actual create the product. 
 
Create a seasonal offer that expires shortly 
One thing I‟ve used in the past is to create a seasonal offer that expires 
shortly. We did this before Christmas 2010 where we told our list about some 
old CD stock that was taking up space and that we wondered whether people 
wanted this. This was a great campaign as we got rid of the stock and brought 
in some quick cash too. 
 

http://ezinearticles.com/?expert=Helen_Dowling
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Go back to your current customers 
Your present customers have already bought from you and hopefully like 
working with you now. It‟s always worth going back to your current customers 
and making a special offer just to them to see if you can give them more 
products and services. You can make current customers feel special as the 
offer will just be for them and hopefully bring in some instant cash too. 
Generating instant cash in your business is just a matter of thinking outside of 
the box a little bit. Hopefully the ideas above will give you some ways of 
making marketing work quickly for you without creating a lot of additional 
work. 
 
Exceptional Thinking (http://www.exceptionalthinking.co.uk) provides help and 
advice for small business owners on their marketing. For 50 free ideas on 
marketing your small business, visit our homepage.  

 

If you would like us to write a specific article to match your needs, please do not 

hesitate to contact us on info@exceptionalthinking.co.uk or call 0845 644 9371. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.exceptionalthinking.co.uk/
mailto:info@exceptionalthinking.co.uk
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Media coverage 
 

 

 

 

 

We have been featured in a number of publications, on radio and also 

interviewed for Entrepreneur Exhibitions and Conferences. Two sample articles 

from “The British Journal of Administrative Management” and “Staffordshire 

Business Magazine” are included below:  
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Case studies 
 

 

 

 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 

 

 

 

 

 

 

 

Challenges Faced 

The business had a small number of very satisfied clients who 
kept returning, but they needed more customers and more 
business to keep them busy. 

Our Objectives 

 Contact potential customers & raise awareness 

 Gain interest in services 

 Get requests for quotes for shipping 

 Increase potential customer base 

Results: 

We contacted many potential clients for the business, and 
gained so many requests for quotes that they were inundated 
by potential work.  Awareness of the business was increased 
dramatically, and extra staff were taken on to cope with the 
upturn in trade. A very satisfied client.  

The Business 

A small shipping company, specialising 
in exporting and importing goods.  Providing a high level of 
service to their clients, they take care of all shipping 
requirements from the client‟s address to the end location. 
A large variety of goods transported, tracked and arriving 
safely   All documentation and successful problem solving 
taken care of by their experienced team. 
 
 
 
 

Case Study 
1 
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Challenges Faced 

As with other pubs and restaurants, there has been a slight 
downturn in trade during the recent recession. The business 
also attracts more custom from out of the village than in it. 

Our Objectives 

 Create a database of customers to tell of offers 

 Entice more local customers in 

 Raise the profile of the pub in surrounding areas 

 Gain more regular customers 

Results: 

Loyalty reward scheme a great success, custom slowly 
increasing as marketing takes effect.  

The Business 

A country public house and restaurant. 
It boasts an attractive 16

th
 Century 

building situated in a picturesque  
Cotswold Village.  A choice of menus is available and a 
good selection of drinks, including  real ales. 
Takeaway meals and off-licence sales are available, and 
the pub can host parties and other events. 
 
 
 
 

Case Study 
2 

 

Testimonial: 

“Helen really listens to what we want and provides a simple, 
practical & affordable solution. No problem is left unsolved or at 
least put to rest. Everything is dealt with efficiently & amazingly 
quickly. The design work is worth paying for as it is very 
professional and worth the money.  I would recommend 
Exceptional Thinking to any size business.” 
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Challenges Faced 

The company‟s success across all fields put serious time 
constraints on the business owner.  This meant she was just too 
busy to organise and populate her medications workshops. 

Our Objectives 

 Create a database of care homes/ home-care providers 

 Design marketing material for workshops 

 Ongoing contact of database by phone/email to gain 
attendees for workshops 

 Source, book and liaise with venues 

Results: 

Bookings for workshops achieved, good relations built with 
interested organisations from database. 

The Business 

A professional coaching & training  
company.  Specialities include both  
personal development coaching, (including 
NLP), and medications training. Workshops from a half 
day‟s training up to more extensive courses of 10 days are 
offered.  In-house training and bespoke courses are also 
presented. 
 
 
 
 

Case Study 
3 

 

Testimonial: 

“It has been a pleasure to work with the team at Exceptional 
Thinking, and my workshops have gone from strength to 
strength.  My clients were very happy with the whole booking 
service, leaving me free to do what I do best!” 
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Challenges Faced 

Initiating a large-scale Award created its own challenges – 
gaining entrants, sponsorship and the necessary media 
coverage to make the Awards a success are just a few. 

Our Objectives 

 Raise the profile of the Awards in the region 

 Create a Social Networking Strategy 

 Promote Awards through Social Networking 

 Provide general support 
 

Results: 

Entrants and sponsorship have increased and the Awards are 
growing in general as part of our ongoing programme. 

The Business 

Having run a successful events business 
for years, our client struck out and created 
a new Business Award for companies in  
the region.  The aim was to gain recognition for local 
businesses. With glittering events before and after 
the main ceremony, the awards have become an important 
part of the calendar for many local businesses.   
 
 
 
 

Case Study 
4 

 

Testimonial: 

“Exceptional Thinking has really raised our profile across the 
West Midlands using Social Networking. We now have a 
presence on all the main channels including Linkedin, Twitter, 
Facebook and YouTube. ” 
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Further testimonials 
 

 

 

 

 

What people have said about Exceptional Thinking: 

 

Building a business alongside another became daunting, but Helen helps me to 
plan my activities and encourages me to prioritise putting me back in control. 
She enables me to see things more clearly with her practical approach, drawing 
on her own experience from years in business. Helen has become a much-
appreciated advisor, working with me and supporting me. 
Jacky Lawrence, Your Exchange Network 
 
________________ 
 
Working with Helen is a pleasure - so many marketing and sales consultants 
talk a lot but actually say very little. Helen offers practical advice that is easily 
understood and implemented. What's more you never get the hard-sell from 
Helen, even though Exceptional Thinking offers an additional portfolio of 
services. We'll continue to work with her while the results continue, as I am 
sure they will. 
Carl Spiby, Profess Ltd 
 
_________________ 
 
I had the opportunity to participate in a seminar presented by Helen and 
sponsored by Business Link entitled "Networking Made Easy", at Edgbaston 
County Cricket Ground in May of 2010. Although I've been an attendee at 
Business Networking Events for a number of years, in a few short hours, Helen 
had taught me and the other attendees some fantastic advanced techniques to 
make the most of business networking events that have since been actively 
using. I'd like to thank Helen for delivering a great session that was of real 
value to me! 
Richard Tubb, James Cash 
 
__________________ 
 
I went on Helen's workshop about how to use social media more effectively to 
promote the web presence of my business. I learned loads and now feel much 
more confident, especially what to share on the web.  
Sanni Kruger, Holistic Money Manager 
 
__________________ 
 
Helen presented a course on "Networking Made Easy" for BusinessLink 
Midlands. I found the course very informative, lots of user interaction and great 
ideas and tips. Helen was easy to talk talk to, focused, didn't let the course or 
people overrun and full of enthusiasm for the subject. 
Russell England, Russell England IT Support 
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__________________ 
 
 
I recently had the pleasure of attending one of Helen's workshops "Cold Calling 
Made Easy". It was delivered in a very professional yet relaxed manner and 
proved extremely useful. I came away with far more practical pointers than I 
had anticipated, and found it focussed me so much more in areas I had not 
expected. I can wholeheartedly recommend Helen to anyone considering 
attending a marketing workshop. 
Graham Cornfield 
 
_________________ 
 
Helen is consistently working on how her skills and experience can help others 
progress their business forward. I have attended one of her courses and have 
benefited from her material over several years now, tried and tested to 
success. I would highly recommend her as a truly talented professional in her 
field. 
Karen Wilson, Colour Matters 
 
_________________ 
 
Helen is highly focussed, knowledgeable and professional: these qualities are 
enhanced by a warm person with the interests of others and sustainable 
working relationships underpinning her approach. 
John Dooner, Coady Consultants 
 
__________________ 
 
Helen was able to help me get complete clarity on my business focus and 
direction. Her small business workshops on a variety of subjects always leave 
me with something to think about and action immediately. 
Kim O‟Rourke, Merrie Marketing 
 
__________________ 
 
Thank you for a superb seminar. There was some really useful information in 
there. 
Andrew Tranter, Lucid Productions 

_______________ 

Thank you for a superb seminar the other day. Your contribution, feedback and 
personal advice was invaluable. I came away feeling refocused on my 
business. 
Usha Sidhu, Real U Coaching  

_______________ 

Thank you for a very refreshing and useful workshop. I came away with lots of 
good suggestions and tips that are easy to implement and follow through. 
Marleen van Lookeren Campagne, Eluiquo Consulting 
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_______________ 

I just wanted to say thank you for today's teleseminar. I learnt lots from you and 
the call contained loads of relevant hints and tips - just the information 
reminding me to keep a portfolio of previous speaking engagements will be 
worth its weight in gold - literally! So, thank you once again. 
Sharon Nicholl, Nicholl Consultancy  

_______________ 

Thank you for your marketing tips. I have already gone through them and will 
keep them to remind me again and again. Since your talk, I have done 5 
minutes of marketing everyday and keep hearing 3 months gestation period… I 
was inspired by the comment about „Expert‟ and realise that I take it for granted 
that I have a well established local yoga business (11 years) and have it added 
it to my promo!! Your talk motivated me – fabulous. 
Claire Beeley, Claire Beeley Yoga 

_______________ 

Just listened to the first recording and impressed! Your natural style means I 
can absorb what you‟re saying rather than having to keep „rewinding‟ to review 
what you said. 
Angela Podmore, Kinetic Communications Ltd 
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Contact details 
 

 

 

 

 

If you would like to talk with us about any media or speaking opportunities, 

please do not hesitate to get in touch. You can contact us at: 

 

Exceptional Thinking LLP 

10 Orchard Road 

Alderton 

Glos 

GL20 8NS 

 

0845 644 9371 

info@exceptionalthinking.co.uk 

www.exceptionalthinking.co.uk 

 

Please ask for Helen Dowling or Nicky Benton. 

 

We look forward to hearing from you. 

 

 

 

mailto:info@exceptionalthinking.co.uk
http://www.exceptionalthinking.co.uk/

