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Questions & Answers
Ideal Clients

My ideal clients are B2B business owners. They are interested in expanding business communications but don’t have time to pursue a web-related project. They have little or no technical knowledge and don’t know how or where to begin. 

My existing clients are from the Milwaukee area as well as the East Coast (New York City, New Jersey, Bucks County, PA). On average they’ve been in business at least more than a decade, have a good grasp of their businesses, and understand their customers. 
Another group I enjoy working with are self-published authors, who are highly motivated, articulate, and eager to connect with readers. 
All of these small business people are great to work with because they’re eager to brainstorm any and all ideas about how to expand their businesses. That in turn has allowed me to venture beyond website design / maintenance and into email marketing, research and editing services, LinkedIn profiles, and blogging on their behalf.

Ultimate Outcome

Over time, my core competency (web design) has evolved into new areas of communication (see above). Each of these new areas can dove tail into an enlarged sales funnel that results in larger projects and recurring business. These days, I offer a more well-rounded service package that I can customize and in turn charge a larger fee for the whole.
Core Client Question

“How can I make sure my website is best able to attract prospects and clients?” Specifically, as we transition from Covid-19 business restrictions, “How can adapt that site and other communication tactics to reassure my target audiences that we’re preparing for the return to normalcy and reassure them about working with us?”
Success Story

Frog Hollow Farm B&B – Bucks County, PA

An historic bed and breakfast situated in rural Bucks County, PA had an issue attracting guests because of their isolated location. In 2004, I created their first website that featured two major attractions: 1) gorgeous images of the 18th-century B&B farmhouse, including guest rooms, parlor, and other attractions like the barn, farm animals, and antique autos; and 2) maps with directions to guide visitors from all points of the compass. In a 2012 redesign, the maps were updated to Google Maps and online reservation software was installed. From the very beginning, guests remarked that they came back because the stunning images on the website matched their actual experience. The B&B developed loyal followers who kept coming back. Innkeeper Mitch Adler sums up the value he got by testifying, “If it wasn’t for Cavanaugh Interactive, we wouldn’t be in business.”
Values

An honest approach in trying to do the very best I know how; timeliness in meeting deadlines; having an upfront and forthright approach; cultivating a friendly give and take with people who don’t always trust new technologies; willingness to listen and offer helpful ideas.
Business Vision

To provide an online business communications for clients who must adjust to the post-Covid-19 “virtual reality” world. 
Over the next 5 years, I’d like to: 1) at least double my business to at least $100,000 per year so I can finish restoration on my historic house; 2) keep the same kind of client I’m comfortable working with now; 3) stay in my house, which has a great location; 4) travel more to visit friends and family. When everything is working well, my health improves and I’m more motivated to spend more time thinking ahead.

High-End, Outcome-Based Program

By packaging a new range of services, I can set up a pyramid of increasing project price points. The packages can still be customizable, but have higher rates depending on what the client wants to accomplish. The lower range can attract prospects (“entry-level”); the higher range can attract clients who want to build on what they already have/need.
Strengths & Weaknesses

My strengths are: 1) I already have the skills and experience needed for each of the services; 2) my background/talent as a teacher, so I make my clients comfortable learning/adjusting to new technologies; 3) I have a great “stable” of suppliers with whom I have long-standing relationships.
My weaknesses are: 1) Sometimes I spread myself too thin; 2) I get so focused on one project that it’s hard for me to transition to another project that needs to be done at the same time; 3) I have a tendency to delay getting started on something until I’m sure there’s a clear, logical pathway for me to proceed. That limits creativity and causes mental blocks. (I realize I’m a “Type A” personality like my father but I’m trying hard to loosen up a little.)
Commitment

I’ve become sensitive to ideas about how small business people in my state can make a comeback. They need ideas for transitioning, and I need to once again “get into their heads” and help them get through it. 
This crisis naturally makes me double down on my efforts to help business people through it.

