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Key Business Success Questions

Ask yourself the following four key business success questions. 

Don’t spend too much time on your answers.

Your first, immediate responses are best. 

You may wish to do this exercise with your partners or colleagues.  

Collate and compare your answers.

Note your answers to the questions and then act on the results.

Question 1.  Your Personal and Business Goals

Without clear, documented measurable goals you don’t know where you are going or if and when you have arrived.

Ask yourself…


What are your personal goals or aspirations for the business?

…or to think about it another way,

What is your vision for the business in five (5) years?

Set and monitor S.M.A.R.T. (Specific, Measurable, Actionable, Realistic and Time framed)

objectives. Remember, you cannot improve and achieve what you do not measure.

Question 2.  Creating a Saleable and Valuable Business

All businesses should be for sale at a price. 

Businesses should undertake activities to produce a more saleable business because 

highly saleable businesses are highly valuable businesses.

How saleable is your business?

What needs to be done to make it more saleable?

Ask yourself…

In two years time, you are going to sell your business...

What will you do now to maximise the business sale price?

…or to think about it another way,

What are the major things which, if done, would increase the value of your business?

Now, do it.

Question 3.  Your Business Systems

It is vital to business success to turn the business into a business and not a job. 

You must control your business…it should not control you.

Make yourself redundant to the business and you will have a business and not a job….

….you will control it, it will not control you.

Develop the best business systems and procedures as the best businesses have the best systems.

Ask yourself…

In six months time, you are going on a holiday for six months…

What do you need to do now to ensure that your business will continue to survive and thrive during your absence?

…or to think about it another way,

If you were to franchise your business what would you do?

Remember, you do not need experts in your system what you need is an expert system.

Question 4.  The Solution to the Problem Lies in the Problem

We need to address the challenges and constraints that prevent progress.

The solution to the problem lies in the problem. 

Defining the problem is the start of solving it.

Some typical problems that face many businesses may include:

Not enough customers

Lack of sales

Competitor activities

Price competition

Lack of skilled employees

Difficulty getting employees focused

Difficulty hiring suitable employees 

Problems with suppliers

Production problems

Slow paying customers

Cash flow

Lack of capital for expansion.

Taxation and compliance

Government regulation

State of the economy

Lack of time to do what needs to be done

Business management and/or motivation

…..other:

Ask yourself…

You have just been appointed as the Chairman of the Board of your business.

You are about to address the shareholders  at the Annual General Meeting...
 
What are the major Problems, Issues or Challenges that must  be addressed in the months and years ahead?

 or to think about it another way...
 If you could wave a magic wand and suddenly solve your business’s major Problems, Issues or Challenges...what would they be?

“We can’t solve problems using the same kind of thinking we used when we created them.”    Albert Einstein.

Work “on” your business and not just “in” it.  Take the required actions. Do it now.

Some Key Lessons for Business Success:

1. Without goals you don’t know where you are going or if and when you 

    have arrived.

    Set S.M.A.R.T. (Specific, Measurable, Actionable, Realistic, Time framed) goals.

2. Highly saleable businesses are highly valuable businesses.

    Undertake activities to produce a more saleable business because all    

    businesses are for sale. 

3. The best business’s have the best systems.

    You do not need experts in your system what you need is an expert system.

4. You control your business…it should not control you.

   Turn the business into a business and not a job. Make yourself redundant to it.

5. The answer to the problem lies in the problem.

     Defining and understanding your challenges is the start of solving them.

6. Work on and not just in your business.

    Work on improving they way you work and not just doing the work. Work smarter.

7. The fish smells from the head.

     Business leadership and direction sets the path for future success.

8. Plan your work and work your plan.

    Document and “drive” an action plan that clearly states “who” is going to do 

    “what” and “when”. Then do it.

THE 10 THINGS THAT I WILL NOW DO ARE:

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

