
Uel Readioff set up his own business,

First Aid Today, in 2007. Following the

creation of an online shop the business

secured 400 new customers with 30%

placing regular repeat orders.
E-business has proved crucial to First
Aid Today, and Uel intends to maximise
his current online facilities to continue
building the company.

Being made redundant was the spur for
Uel Readioff to set up his own business,
First Aid Today, in 2007.  Now operating
throughout the UK, the business is a
specialist supplier of first aid, medical
and health and safety products, and also
provides customer service training. 

Uel started off by building his customer
base and, with the help of a new laptop,
delivered presentations to potential
customers and prepared real time
quotations, which quickly led to sales.

Keen to project an image of a large,
professional company that would be
taken seriously, Uel realised that he
needed to adopt an e-commerce
approach and began looking into creating
an online shop. 

Working with a web designer, Uel built
the company�s website. A crucial part of
the development included training to

ensure that Uel could regularly update
the website, edit the web pages, upload
graphics, and work on ensuring that the
website would appear at the top of
search engine results.

Uel said: “I treat my web shop like a
member of staff, but he never phones in
sick, he works 24/7, and he’s there seven
days a week. While I’m in bed sleeping he’s
still out selling. He never lets me down.”

The website has supported Uel�s
face-to-face marketing strategy, and
customer numbers continue to grow.
He explained: “I’ve now got 400 customers
who have bought products. From August
2007 to Christmas 2007, the business
sourced about 100 customers, and from
January 2008 to August 2008 numbers
tripled with approximately 30% placing
repeat orders.”

Uel uses the website tools to review the
most popular products and pinpoint
where website visitors come from. This
lets him focus on the needs of his
growing customer base. The technology
has also helped him to increase
productivity through the careful selection
of profit-making, popular items.

Direct e-commerce sales of products
such as signage, footwear and high-
visibility clothing; continue to grow with
customers able to make online payments
through PayPal or by cheque. The
company now supplies first aid and
health and safety training for the leisure
industry, hotels, motor industry, three
major football grounds and builders�
merchants.

In the near future, Uel is also keen to
develop new standards in Customer
Service Training. While this part of the
business is taking a little longer to
develop, as each customer requires
bespoke training, the company has
already achieved a 67% conversion rate
from quote to training delivery. 

E-business is crucial to the future of
First Aid Today and Uel intends to
maximise the current online facilities
which will include launching an online
newsletter to boost communication with
his current customers which will help him
to continue building the company.
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