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Most Businesses Fail  

More businesses struggle and eventually fail than achieve long-term success - this is a fact.  

According to the Federation of Small Businesses, there were 5.5 million private sector 

businesses at the start of 2016 – an increase of over 97,000 over 2015 - of which over 99% 

or 5.4 million, were SMEs (Small to Medium Enterprises. Of that, 5.3 million or 96% of all 

business were micro businesses (0-9 employees). Globally there are around 100 million 

start-ups launched each year. 

According to research from insurers RSA, the majority (55%) of small to medium enterprises 

do not survive more than 5 years. And, according to the UK business advice site 

smallbusiness.co.uk, a shocking 93% of all businesses will eventually fail. “Put another way, 

when setting off on your journey of creating your own business, you have a one in 200 

chance of making a success of your venture.”  

Two thirds of UK small business owners admit that they struggle to grow their business. 

So, we know that most businesses struggle and fail but what we really need to know is why. 

Why do most businesses struggle and fail? Only by knowing why something happens can you 

hope to do anything about it. 

The most common reason given for business failure is that it ran out of cash. Well of course 

it did – but that’s the end result, not the reason. What we need to know is why this business 

to ran out of cash. And we need to keep on asking why until we eventually reach the source 

of the problem. 

Running out of cash and the myriad of other ‘reasons’ are the results that led to closure, the 

symptoms of an underlying problem. They are effects not causes. 

What are the real causes for business failure? Focus on 

reducing these and your business will far more likely 

succeed and not fail. 

So, how do we discover these causes? You have to work back from the result - from the 

effect - and ask what caused that effect. And you keep working backwards until you find the 

root cause because it’s that root cause that needs to be addressed.  

And this is exactly what I did for this report.  
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In this report, I will take you through a step-by-step logical 

progression that finally gets to the fundamental causes of 

business failure.  

And by identifying exactly why most businesses do fail it becomes blatantly clear as to what 

you must do in order to be one of the few that succeed.  

I will guide you through my logical argument that gets us to the root cause of business 

failure so that you see this cause for yourself. Once I’ve done that I will use these findings to 

reveal what is required in order to give your business the best possible chance of success. 

Again, this will be based on logical reasoning that stems from the results we find for failure.  

For you to be convinced you therefore need to read through this entire report and not 

simply jump to the end and to the conclusion I reach. You must follow the reasoned 

argument and establish your own conviction of why most businesses struggle and fail and 

how to avoid becoming one of them. 

My hope is that somewhere towards the end of this process you’ll enjoy a “eureka!” 

moment and see for yourself these fundamental causes and what you need to do to reduce 

their chances of ever hurting your business. 

Of course, you can turn the question around and ask why some companies innovate, grow 

and achieve long-term success, regardless of the economic climate, and see if we reach the 

same conclusion. And so that is what I’ve done in this report. 

To come to the same fundamental reason from both sides would really cement the validity 

of the reason and so once we’re clear on the ‘struggle and fail’ question, we’ll see if the 

answer explains the ‘innovate and grow’ question.  

Before we launch into this journey to find the cause of business failure I just want to address 

why, even without the statistics, basic reasoning will support the claim that most businesses 

struggle and fail. I think it’s important to do this in case anyone thinks that most businesses 

struggle and fail because most business owners are dumb or inept. 

Even the most successful business owners and leaders have failed, often many times, 

because the cards are stacked against us from the start… 

It is far more likely that your business will fail than 

succeed simply because you’re building a complex system 

and as such so much more can go wrong than will go right. 

A business, like any system, will naturally lean towards going wrong because everything 

leans that way – it’s called Entropy. 
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Entropy states that a closed system (one with no energy being applied to it) will naturally 

tend towards disorder than order; food will decay, a machine or a building will wear down 

and fall into disrepair and our own body will start to shut down as our organs fail. This 

happens even on a cosmic scale with stars burning up their fuel and dying.  

If energy is not applied to a system, then that system will 

deteriorate and eventually fail.   

Your business is such a system. If it is not looked after and run in the right way then it will 

naturally reduce in its effectiveness until, without intervention, it too will eventually fail. 

To add some meaning to this idea that your business is far more likely to fail than succeed 

I’d like to take a moment to describe some of the challenges a business owner faces when 

building a business from scratch. 

Now, I’d just want to caveat at the start that anyone who has started and grown a business 

will have their own stories and experience and I of course can’t cover all of these (many of 

which will be very personal). So, I’m going to take a huge brush and paint a very broad 

overview, which I think most entrepreneurs and business leaders would be able to relate to 

if not actually experienced first-hand.  

Growing a Business is Hard 

When you start and grow a business it consumes you, it keeps you awake at night and it 

demands your attention over everything and everyone else, including your family and 

friends. (For some, this may sound a little exaggerated but for others it’s a pretty accurate 

reflection of reality. (Remember my broad brush.)) 

You have expertise and start a business with the aim to deliver a product or service that’s 

based on this expertise.  

Soon you realise that being an expert in your field is actually a rather small part of what it 

takes to build a business. You need to wear all the hats that, when employed, others usually 

wore.  

You come to appreciate that there are many things you don’t know or have little experience 

of and which, if you don’t address, will start to impact your business. 

For example, you have a great product or service so why aren’t prospects rushing to buy? Oh 

yes, marketing – not your forte. Now it needs to be. 
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As well as being a marketer you also have to be the sales guy, the logistics manager, the 

financial controller, the customer support manager, the problem solver, the legislation 

expert for your industry and so on. 

You come to realise that you need to be far more than you previously were and finally, you 

need to become an expert at spinning plates and being really, really productive. 

With the realisation that people aren’t buying your products or hiring your expertise as you 

expected, or as you need them to, you start to feel what so many other small business 

owners start to feel – fear. 

The limited time and money that you have to get this business to work starts to press down 

on you and stress becomes an almost constant companion.  

You fight time to get as much done in the hours available, you fight the feeling of isolation, 

you fight the fear of failure and you fight the pressure that builds from within and from 

friends and family who “have your best interest at heart” and compel you to stop and get a 

“secure”, regularly paid job. (Yes, I had that too.) And you fight to establish an income 

before you run out of cash. 

There is still so much you don’t know, that you find yourself reacting to and instead of flying 

straight as an arrow you’re bouncing around like the ball in a pinball machine. 

This is where many small businesses call it a day. It’s been 2 or 3 years of hard work and it’s 

been an emotional rollercoaster. The money has all but gone, the stress has been exhausting 

and possibly even damaging to your health and relationships and your family have worried 

about you and their future. Understandably, you say feel enough is enough.  

But, say you survive this initial journey and overcome this first hurdle that takes out so many 

of your fellow entrepreneurs; you finally turn the corner (or “Cross the Chasm” – Geoffrey 

Moore) and you start to build an income.  

Business is now growing and you need to outsource more work and hire people to first do 

the mechanical things you shouldn’t be doing, followed by those who have expertise that 

you lack and then those who you want to pass your expertise onto. 

At last you can sit back and relax now that the pressure is off, right? Wrong. You may have 

money in the bank and others wearing some of those hats but the challenges you faced 

haven’t disappeared – they’ve simply been replaced with new ones. 

You need to expand and grow market share. You need to stand out more in a crowd that’s 

getting larger. And as your business grows, so do the number of risks and their potential 

impact on it. 
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You have customers to support who rely on your products and services for the success of 

their own business. You also have competitors paying closer attention to you and your 

offerings.  

You are also now responsible for the welfare of the people who work for you. They need an 

income to support their family and have put their faith in you and your company to provide 

that income. It is no longer just about you. 

You have stakeholders who have expectations and you need to spend investments, loans 

and income wisely, to meet them and to generate a return. 

And at some point, as happens with all companies, your business growth tails off and it 

reaches a plateau. The products no longer sell themselves and your competitors are working 

harder in your customers to design you out and with their customers to keep you out. 

This can be a dangerous time and many companies have sunk because they were not 

prepared for this flat phase in their business cycle. They didn’t know how to leap to the next 

level and, during this phase of uncertainty, the plateau began to turn downwards as they 

lost market share and revenue and failed to recover. 

To complete the story, let’s say your company has overcome these early years and that it 

continues to grow. Even then you cannot rest on your laurels; you need to have all round 

20:20 vision so you can spot the myriad of potential events that could de-rail your business. 

What have you missed? What could hurt your business? What don’t you know? What are 

you not doing? 

And as your company continues to grow and expand into other markets and regions, new 

challenges and pressures present themselves and on it goes. 

Ok, that may have seemed a pretty harsh picture to paint, especially for the early years, but 

it is reality for many thousands of business owners everywhere. 

We see that there are numerous risks and threats to a business, any of which can knock it 

off course. So how do you mitigate for them and stay on course? 

Find the Real Reason 

If you spent some time to list all the things that could go wrong with your business you’d 

probably come up with a decent sized list from personal health to losing key customers to 

earthquakes. Of course, some you can dismiss, depending on whether you live in an 

earthquake zone or not, but if you list all that could possibly go wrong with your business, 

you will end up with a pretty long list. 
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Bear in mind also, that we live in a complex, disruptive, analogue world and so things that 

you hadn’t thought of could catch you out. And also, consider that as your business grows 

and your sector evolves, new hazards maybe aren’t relevant now could become real issues 

in the future. 

Having identified all the things that could go wrong, what do you do? How do you prevent 

them? How do you prepare for them? Well, you could try and mitigate for each possible 

thing that could impact your business but that would consume you and be nigh on 

impossible. Or you can mitigate for their root causes.  

What if you could find a cause behind whole bundle of ‘reasons’ and eliminate or at least 

drastically reduce their chances of occurring by focusing on this cause? How much better 

would that be?  

People talk about the ‘reasons’ for business failure when they aren’t actually reasons at all – 

they are in fact outcomes. Running out of cash is an outcome, a result that led to a business 

closing. 

Behind that outcome is an actual reason. We need to move on and try to identify the actual 

reasons. And once we’ve done that we need to find the reasons for those reasons and keep 

going until we find the fundamental cause that led to the eventual outcome. 

Mitigate for these fundamental causes of business failure 

and you will mitigate for any number of reasons and 

outcomes. 

Now, there’s something I want to make clear. 99.9% of the time a failed business did not 

need to fail. The ‘reason’ given could almost always have been prevented. 

For example, the most common reason given is that the business ran out of cash and since 

the crash in 2008 more businesses than usual failed. We have seen companies large and 

small go under, shops close, people laid off, budgets slashed and hatches battened down, all 

because of ‘the economy’. 

But if the economy really was to blame then all companies would have gone out of business 

or at least struggled to maintain market share and profit levels. But they didn’t; they 

survived and some (across all industries) even thrived.  

This tells us that a tough economic climate, or any other external factor that is blamed for 

business failure, can only accelerate and exaggerate an existing problem within a company. 

And it’s finding this problem, or this root cause, that is the key to your business survival 

because anything else is simply painting over cracks that will only grow over time. 
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So, rather than try to mitigate for each possible bad outcome, it would make far more sense 

to try and identify the root cause for a whole bunch of possible outcomes and manage the 

cause so that you eliminate or reduce the possibility of these outcomes occurring. 

To do that we need to categorise potential undesirable outcomes. We need to try and group 

them based on a common cause.  

To try and find these commonalities and to progress towards a common cause, we have to 

of course work through the kinds of issues struggling businesses face and see if can actually 

reduce them to common categories. We can’t list them all, so let’s outline a few examples to 

work on. Here I’ve outlined 11 examples... 

• Losing a large contract: For an SME this can be particularly painful and many small 

businesses have folded because one contract accounted for too large a percentage of 

their revenue. Even large companies feel the pain as those contracts will be 

proportionally larger. In some industries like automotive and aerospace, it can take 

years to win back such a contract. 

• Not attracting and converting enough of the right customers: If you haven’t 

attracted enough prospects and then converted enough of them into paying 

customers then you’ll of course miss your revenue and profit targets. 

• Not spending enough time focused on your customers: Small business owners can 

easily become overwhelmed simply running their business that they struggle to give 

enough time and attention to finding, converting and supporting customers. They 

simply don’t make enough revenue because they’re too busy working in their 

business and spinning plates. 

• Too reactive to outside influences: It’s especially easy for SMEs to be distracted by, 

and go after, unexpected opportunities that, although potentially lucrative, don’t fit 

their ideal customer profiles. Small businesses can also be distracted by “how to” 

offers with things such as using social media to build awareness, improved SEO for 

your web site and so on which, even though useful, can distract a small business 

from the course it’s on. 

• Losing a key member of the team: As a start-up or SME this can have a massive 

impact on a company and delay its growth because, with fewer people, the 

importance and responsibility of each is greater. For a larger company it will take 

time and money to find a replacement and there could also be justifiable concerns 

over the knowledge and relationships that the person leaving will take to a 

competitor. 

• Missing a new product launch window: Whether the problem was technical, one of 

resource, because of a superior competitive launch or down to exceeding budget, 

missing a product launch can have serious consequences for a company. The 
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financial impact can be enormous but so too can the impact on confidence within the 

customer-base, market sector and employees. 

• A Serious technical problem with a new product: This can severely hurt a company 

and cause so much damage that, even if it survives, it can take years to recover 

financially and even longer to regain its good reputation. 

• Veering off course: Too many companies don’t check progress regularly enough and 

struggle to get back on course once they finally realise they have veered off it. 

Getting back on course can be an extremely costly exercise. Not only do you need to 

expend time and energy doing it, your attention is diverted and your original 

milestones more likely to be missed. You have to get back on the right course and 

then catch-up to where you should be. 

• Taking your eye off the ball: It’s all too easy to become complacent when things are 

going well. Then one day you find your top customers are talking to your 

competitors, that market drivers have shifted and that better solutions are being 

launched.  

• Not differentiating: ‘Me-too’ companies, by definition, can only be mediocre and will 

at best get by. This is no basis for long-term success. Only those that are innovative 

and different will continue to grow and increase market share. 

• A lack of motivation and productivity: People are a most valuable asset and a de-

motivated work force can really hurt a company. Customer relationships can suffer, 

new and innovative ideas dry up and productivity slide. If this happens at the top 

levels of the company then the effects can spread to the rest of the organisation 

leaving it to meander and be overtaken by rivals. 

Of course, this list barely scratches the surface but it gives a broad enough set of examples 

for us to work on as we progress through this report.  

Your turn...what are the top three issues that could impact the growth and success of your 

business? Be specific and be honest. Think about issues in your business and write them 

down. Simply defining the issue will be a huge step towards doing something about it. Of 

course, feel free to detail more than three if you wish. 

1. _____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_______________________________________________________________ 

2. _____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________
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_____________________________________________________________________

_____________________________________________________________________

_______________________________________________________________ 

3. _____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_______________________________________________________________ 

These are just a few of many issues that can cause a company to struggle and go under and. 

As I said earlier you can’t identify and mitigate for all of them - there are simply too many – 

but neither can you ignore them and hope that they won’t happen as far too many business 

owners do.  

So, we need to try and find commonalities that lead us to identifying a common cause for 

their occurrence. Do that and you have a chance of either eliminating that possible outcome 

of or reducing its chance of occurring. 

This is key so worth repeating. You can’t prepare for every possible eventuality and so you 

need to eliminate, or at least reduce as far as possible, that eventuality from happening in 

the first place. 

We need to group possible issues into possible reasons for their occurrence and then group 

those reasons into further reasons until we reach common causes. Ideally, we’re able to 

reduce these numerous issues into a much smaller manageable group of causes. 

When trying to manage a large number of ‘things’ you find something in common and 

reduce the overall number into a smaller number of groups. 

Can we group the 12 issues outlined above? Maybe we could group the issues by the role 

such as engineering or marketing or by the task such as product development or customer 

service? This, however, would simply categorise the issue without getting us any closer to 

eliminating it. 

So, let’s try and find common reasons for the 10 issues I outlined above and see where we 

get. I’ll also try to define the possible reasons with key-words that will help us group the 

issues. 

• Losing a large contract: A contract can be lost for so many reasons. Maybe a 

customer falls on tough times and doesn’t have the budget to spend on your 

services. Customers can be lost because the provider of the product or service no 

longer met their needs. Or maybe the customer’s demands were simply too great.  
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If needs aren’t being met then a breakdown in communication may be a reason, was 

the relationship not as strong as it should have been? Was the supplier unprepared 

for the demands that the customer would place on them. If a business struggles 

because it lost a key customer then the business clearly relied too much on that 

customer and should have been better prepared and spread its risk across more 

customers. Planning, relationships, communication. 

• Not attracting and converting enough of the right customers: It doesn’t matter how 

good your product or service is if you can’t attract and convert enough of the right 

customers. If enough of the right leads haven’t been generated, was the ideal 

prospect thoroughly defined and the business value propositions matched to create 

the right set of marketing messages (planning and communication)? Prospects are 

often attracted but then not converted because there was no effective follow-up 

system in place (processes). Planning, communication, processes. 

• Not spending enough time focused on your customers: Micro business owners 

especially struggle to raise their heads from the daily demands of their business 

(reactive). They don’t work to make the mechanics (processes)of their business run 

efficiently and effectively without their manual intervention so that their business 

keeps running whilst they focus as much of their time on their customers (planning 

and systems). Reactive, planning and processes. 

• Too reactive to outside influences: To be less reactive and to reduce the distraction 

that come in on a daily basis, business owners must know exactly what they need to 

do (planning), stay focused to do it (discipline) and hit their milestones.  Planning, 

discipline. 

• Losing a key member of the team: Research has shown that the vast majority of 

people don’t leave because of issues like pay, but because of a problem with a 

colleague or a boss. Relationships, communication. 

• Missing a new product launch window: Looking back at the few possible issues I 

described I would connect technical problems, exceeding budget, a lack of resource 

or delays because of a superior competitive launch as problems with planning. If we 

delve into the problems further we may find relationship and communication 

problems behind some of them. For example, a lack of resource could be a planning 

issue or down to a key person leaving due to relationship issues or because a 

strategic partner hasn’t delivered a key module on time because the schedule wasn’t 

clearly communicated. In this case three key words jump out. Planning, 

relationships, communication. 

• Veering off course: To stay on course it’s vital to have a destination from the off 

(planning) and to have milestones that are set regularly enough and monitored often 

enough to notice any change in direction and to initiate a course correction 

(processes). Planning, processes. 
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• Taking your eye off the ball: To keep on top of customer demands and changes in 

the market you need to have the mindset that stops complacency, processes and 

relationships in place to provide the information you need and the discipline to act 

on that information. Attitude, processes, discipline, relationships. 

• Not differentiating: To differentiate takes creative thinking, an element of risk-taking 

and strong marketing messages (attitude and planning). Creativity doesn’t happen 

on demand but must be part of an on-going process. Most business owners don’t set 

aside enough time to think creatively because they’re often too busy spinning plates 

(processes) and they don’t always appreciate how vital it is. Instead of doing 

something different they simply repeat what they’ve done previously and hope it’ll 

be enough to keep growing. If others in the company have new ideas, they must be 

able to voice them and have them properly considered (communication). Attitude, 

processes, planning, communication. 

• A lack of motivation and productivity in your people: There can be any number of 

reasons for this including issues with peers or managers or a lack of inspiration 

(attitude). People commit a huge amount of their lives to a company and need to 

feel inspired, important and encouraged (relationships and communication). Only 

then will they give their best and work well together. Attitude, relationships, 

communication. 

Other keywords may have sprung to mind and certainly did for me whilst carrying out this 

exercise on these and other examples. But I was conscious that I needed to limit the number 

of keywords whilst keeping them relevant. 

For example, with the issue of not differentiating and the need to be creative, I first settled 

on the word “creative” and then flipped between “creative” and “thinking”. 

Creative thinking is actually pretty hard and most don’t do it well enough. Now, you can’t 

make yourself more intelligent or more creative but you can decide that you’re going to try 

to think about your business more and so set the right environment that could spark 

creativity.  

And you can decide that, because this is so important, you’re going to set aside the time to 

do this and if you have people in your business that you’re going to give them the 

opportunity and environment and encourage them to do the same.  

In other words, you need the right attitude for this to work. I also said that risk-taking was 

important and this too came down to attitude. Hence. I grouped these attributes (creative 

thinking and risk-taking) under ‘attitude’. 

Now you carry out this exercise on the issues you wrote down; outline possible reasons and 

see if you can group them as I did. If you come up with different key words that’s fine but if 

any of my keywords work then use them. 
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As you see, for the examples above, I’ve reduced the possible reasons behind the issues to 

one or more of six key-words or elements; planning, processes, attitude, discipline, 

relationships and communication. Of course, what I’m really saying is that the issues are not 

down to these elements but down to a lack of them – a lack of planning, a lack of processes, 

a lack of the right attitude and so on. 

In the case of these and many other examples I’ve carried out this exercise on, I can 

confidently say that.... 

The vast majority of issues that cause a business to 

struggle or fail can be eliminated or drastically reduced 

with better planning, effective processes, the right 

attitude, discipline, the ability to build strong relationships 

and to communicate well. 

If that statement sounds a little obvious, well maybe it is when written down as a sentence 

like this but do you as a business owner actually think about this? How many business 

owners appreciate that these key elements need to be present and make sure that they are?  

When was the last time you looked at your business and checked that these elements were 

in place and working effectively? 

Let’s recap on what I’ve done so far.  

• The common ‘reasons’ given for why companies struggle or fail are actually 

symptoms or outcomes – they are not causes. (Running out of money is an outcome 

and not a cause.) 

• There are many issues that can result in these outcomes.  

• There can be numerous reasons for each issue.  

• These reasons can be grouped into a small number of elements.  

• It is the lack of these elements that cause the business issues that result in the 

symptoms of business failure. 

So now, instead of trying to predict and mitigate for all the things that can go wrong you can 

eliminate or drastically reduce these ‘reasons’ for failure by making sure these 6 elements 

are present in your business.  
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The lack of any one of these elements can cause a 

business to struggle. 

Again, you might know implicitly that companies are stronger with these elements in place 

(of course you want strong communication and a positive attitude) but imagine how much 

stronger businesses would be if these elements were explicit and effort was made to make 

sure they were present and working. 

Let’s define these elements so that we’re clear on what they are and explore the impact of 

their absence on a business. 

The Fundamental Elements 

Planning 

When you plan for something you have an end in mind – a target, goal or outcome that you 

want to achieve – and you figure out the best way to achieve that result. 

Say you want to visit an unfamiliar place. You arrange when you will do this and where 

exactly you’re going to go (end in mind), you decide to use the car (what you need), you map 

the route and you drive (how to do it). You’ve planned the visit. 

If an aim or an activity isn’t planned then there can be no expectation of the outcome, no 

foresight into, or preparation for, what may occur along the way and no knowing where 

you’ll end up. You cannot be certain that you’ll achieve your aim; you can only hope that you 

will. And you have little control over what’s actually going to happen. 

Processes 

A process is a set of tasks that will have a known outcome. We have processes in everything 

we do, whether it’s getting ready for work, getting the kids ready for school, cooking a meal, 

making a cup of coffee and so on. 

The bigger or more complicated the task the more complex the process is and needs to be. 

Group a number of processes together and you have a system. 

Systems work 99.9% of the time. The system that is the engine in your car works. The system 

that separates the oxygen from the air you breathe and carries it around your body works. 

They need specific inputs (fuel, air, etc) and deliver a known output. 

A business that runs according to a well-defined and working set of systems runs far more 

efficiently and effectively than one that doesn’t. 

A working system provides the certainty of knowing that if you do X the outcome will be Y. A 

business that does not have key systems and processes running through it will be less sure 
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of the results of actions and as such will have less control over what it is achieving and 

where it is going. 

Attitude 

You can have a positive or a negative attitude which will in turn affect the way you feel, the 

way you go about doing something or the way you act towards another person. 

People who have the “wrong” (negative) attitude are less likely to work well in a team, to 

consider the effect they have on others, are more likely to de-motivate rather than inspire 

and to damage relationships instead of build them.  

A CEO needs to control the direction of the company and keep it on course. People with the 

“wrong” attitude can make that so much harder and the higher up they are in the company 

the bigger the negative impact they will have on the business resulting in greater 

uncertainty. 

Discipline 

This is about having the self-discipline to do what needs to be done to achieve your aims. To 

stay focused and use your limited time and resource takes discipline, especially in this noisy, 

disruptive world we live in. 

A company’s leader and people need to drive forward together, stay focused and effectively 

execute their responsibilities to meet targets. This takes discipline. Without it deadlines are 

missed, quality falls, costs increase and the company struggles to maintain course.  

Control over where the company is heading becomes harder to maintain and again there can 

be no certainty that goals will be met and the vision ultimately realised. 

Relationships 

Strong relationships are vital to the success of a business. A company must know what its 

customers need and meet them. It may not be able to do this alone and needs close 

partners to deliver the required solutions. It will also need the continued support of 

investors and other stakeholders.  

If strong relationships with customers, suppliers and other stakeholders can’t be built and 

maintained, then a business will be less certain that it can achieve its goals and will have less 

control over its destiny. 

Communication 

A company needs people and partners who work well together and strive towards an 

inspiring vision set by its leader. Customers, prospects and shareholders need to understand 

why they should engage with the company.  

To inspire, to establish cohesion, to attract and engage, strong communication skills are 

vital. Without them you cannot be sure that your people and partners will deliver what you 
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need, that you will attract and engage with the right customers or that you will have the 

support of stakeholders.  

Without this your ship is rudderless; you have no control over your heading and no certainty 

of your destination. 

The Fundamental Truth 

As you can see these elements are crucial to long-term success. If, when carrying out this 

exercise, you came up with different elements then define them as I have done. Next I want 

to see if these elements can be grouped further. 

You probably noticed that, in the definitions, I highlighted two words; certainty and control. 

It would appear that a lack of one of the elements can result in a loss of certainty and/or 

control. 

Can these elements and any others that you may have defined, be grouped according to the 

impact their absence can have on a business? If an element is missing, is the impact a loss of 

certainty and/or control? 

Ok, let’s test this by going back to my examples and those that you detailed. Rather than 

look at the reason for the issue, let’s look at the possible impact on certainty and control. 

• Losing a large contract: Again, a business will be less certain and more reactive (less 

control) as it fights to save the contract or scrambles around trying to find a new one 

to plug the gap. 

• Not attracting and converting enough of the right customers: If your original 

methods for attracting and converting customers didn’t reap the results you needed 

then you’ll naturally be uncertain about what you’re doing and what you should be 

doing. This self-doubt could very well hit your confidence, which will affect how well 

in control you feel. 

• Not spending enough time focused on your customers: Not spending enough time 

with your customers because you’re too busy running around in your business 

demonstrates a lack of control in how you run your business and how you have set 

up your business to run without you. This lack of focus on your customers risks 

creating a widening gap between their needs and what you deliver. You will become 

more uncertain in your ability to meet their needs and whether you risk losing them 

to your competitors. 

• Too reactive to outside influences: Being too reactive is directly linked to a lack of 

control. Not being able to do what you should be doing will undoubtedly reduce your 

confidence and hence your certainty. 
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• Missing a new product launch window: Undoubtedly this would impact the business 

financially, but by how much and what the long-term effect on growth would be is 

less clear. I also highlighted how confidence with employees, customers and other 

stakeholders could be eroded. Certainty will drop as the business is affected and 

milestones and targets are missed. Control will diminish as the business reacts to this 

missed launch works harder to stay on course.  

• And so on… 

Follow the same thought processes for the other examples and each time you’ll see that the 

result is a loss of certainty and/or a loss of control. 

Now, let’s turn this argument around. We see that because these issues result in a loss of 

certainty and control, in order to eliminate them we need to make sure that we have 

certainty and control. Therefore... 

Certainty and control are fundamental requirements for a 

successful business.  

By carrying out this exercise on many examples, together with my engagements with 

businesses and looking back over the last twenty years of my career I have seen time and 

again problem arising because business owners, CEO and directors lacked certainty and/or 

control. And hence… 

The reason why most business fail or struggle to achieve 

their full potential is because they lack certainty and 

control. 

This is the fundamental truth for business success and I don’t know of anyone who has 

stated this so clearly before. 

The need for certainty and control may be known implicitly, as it is in all we do in our lives, 

but by making it explicit you can make it central to your business and all that you do in it. 

Soon I’ll show you exactly how. 

So, instead of worrying about the hundreds of possible issues that could arise and impact 

your business, you can eliminate (or drastically reduce) that list by making sure there is as 

much certainty and control in your business.  

Let’s look at a couple of everyday examples to really clarify and cement this key message. 

In a sport like squash or tennis, the player who is about to receive the ball isn’t listing all the 

possible ways that ball could return and thinking through each move. He or she has the 
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certainty in his or her ability and equipment and experience to know that they will be able to 

play the shot however the ball is returned and the control to make it happen. 

When driving, you don’t think through and worry about all the things that could happen 

before you reach your destination and what you would need to do about them. You have 

the certainty that comes from your experience and driving ability and the quality of the car 

and the control to stay relaxed, drive well and reach your destination. 

Of course, things can go wrong and certainty and control don’t make for guarantees. But if 

we waited for guarantees then we would do nothing. However, certainty and control can 

dramatically reduce the impact of something going wrong. An experienced driver is far more 

likely to handle an unexpected event such as a car pulling in front of them or hitting ice on 

the road, than a newly qualified driver. 

If you’re still not convinced, then let’s look at the alternative. If you’re uncertain that you 

will achieve a desired outcome you can only hope for that outcome. If you don’t have 

control over a situation you hope that it will turn out fine and with luck it will. Hope and luck 

are the alternatives to certainty and control. 

Too many new companies are started, new products launched, new markets targeted and 

mergers take place with leaders hoping that it will all work out fine.  

Start-ups hope that they can establish a customer-base of early adopters before funding 

runs out. New products are launched against the hope that the needs of the customer will 

be met and that the product is adopted before competitive solutions appear. New markets 

are targeted with the hope that market share can be quickly secured. And mergers take 

place in the hope that the companies can efficiently work together and build on their 

combined strengths. (Even large, experienced companies get this last one wrong time and 

time again.) 

All hope that they have got it right and that, with luck on their side, nothing unexpected will 

happen to knock them off course. But there is a clear problem with hoping that all will be 

well because... 

Hope is the positive face of uncertainty and evident when 

you aren’t in control. 

Of course, hope is great to have in some aspects of life. For example, you hope that your 

loved ones have a safe journey, that your child does well in their exams, that your partner 

loves the surprise you have arranged his or her birthday. And that’s fine because even 

though these are things you can’t influence it’s ok to hope they’ll come true. (Hoping to win 

the lottery to secure your family’s financial future isn’t fine.) 
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But you don’t base something that you can influence on hope; you don’t close your eyes 

when you cross the road and hope that you’ll make it. You don’t turn your car headlights off 

in the dark and hope you don’t have an accident. You don’t eat something that could make 

you ill and hope it won’t.  

When you can influence the outcome you will naturally do what you can to reduce the 

uncertainty and increase your control. So you keep your eyes open when you cross the road, 

keep your headlights on and don’t eat anything that you have any doubts about. 

So, if you hope for something to happen then there is uncertainty and a lack of control which 

implies that there is something you’re not doing which could lead to an undesirable result 

which could hurt your business. 

With so much at stake the uncertainty of hope and the 

lack of control that goes with it is the last thing you need. 

Time for another recap... 

• The reasons for issues can be defined and grouped into a small number of elements;  

• It is the lack of these elements that cause the business issues that result in a business 

struggling and ultimately failing;  

• The absence of any of these elements results in a loss of certainty and control hence;  

• Maintaining certainty and control is therefore vital to business success. 

Having reached this conclusion, the next question is... 

How do you make sure your business is built with 

certainty and control? 

Before continuing, I should define what I mean by certainty and control. 

Certainty comes from knowing. Knowing (as far as possible) what it is you need to do to 

achieve your aim (returning a squash ball/driving through traffic), that you are prepared for 

and can handle obstacles ahead (ability and experience) and that you have the equipment 

and resources (racket and fitness/good car and fuel) needed to achieve your aim. 

Achieving this level of knowing takes preparation. It takes hours of practice on the court and 

learning the strategies and tactics of the game and of players better than you. It takes 

learning how to drive, the experience built from years of driving and the proper planning of 

long journeys. 
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Control comes from having the skills and attributes to actually return that ball and to 

actually drive responsibly and safely to your destination; to implement that which you set 

out to achieve. 

Certainty and Control are intangible requirements that are achieved by having the tangible 

elements we identified earlier, in place. But there may be other elements that I didn’t define 

(that you may have) so we need to keep going and identify that ‘one thing’, that I spoke of at 

the beginning of this report, within which these and any other elements will reside.  

Let’s continue this logical argument... 

From the examples we’ve analysed, including the two everyday examples, we see that 

certainty comes with preparation (your equipment, experience and training as a 

player/driver) and that control is dependent on the quality of the implementation (ability as 

a player/driver).  

The intangible need for certainty is realised by the 

tangible act of preparation and the intangible need for 

control is realised by the tangible act of implementation.  

Preparation 

To have as much certainty as possible you need to prepare as much as possible.  

Even simple things, such as preparing for the day ahead, a journey, a holiday, a surprise 

party or a meeting, take some form of planning. And of course, more complex projects such 

as revising for exams, or building an extension on your house or training for a marathon 

takes even more planning. 

Building and running a business is no exception; you must know what it is you want to 

achieve, how you’re going to achieve it and how you’re going to do it better than any other 

company. To do this right, you therefore need a plan. Hence... 

Certainty = Preparation = Planning. 

But there are plans and there are plans. Simply creating a plan that comprises a collection of 

targets isn’t enough and doesn’t actually constitute a plan.  

But, this is what many, even large, companies do and then wonder why the targets were. 

And it’s not just businesses; I’m sure we can all think of public organisations and government 

projects that have not met expectations or been cancelled altogether because they 
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exceeded budget or were simply too far behind schedule. Millions and even billions of 

pounds are wasted because of bad planning. 

For a plan to work it has to be thoroughly prepared and follow a process or blueprint that 

ensures every aspect is considered. The plan needs to be creative, it needs to be balanced 

and connected and it needs to be based on solid reasoning with the certainty that it can be 

achieved.  

It needs to be strategic. 

Strategic Planning is the process for the formulation and implementation of a strategy plan. It 

is the process for developing the plan, monitoring its progress and adapting it if necessary to 

keep it on course. 

A good strategic planning system will take you through the steps needed to help you identify 

and define where you want to get your business to be and exactly where it is now. It will 

help you to find the right path to get from where you are to where you want to be, the 

possible risks and hurdles ahead and the skills and resources required. 

An integrated strategic planning process will help you identify where your business is at any 

given time. Hence... 

Certainty = Preparation = Strategic Planning. 

Strategic planning, as I’ve said, is a system for creating and implementing a strategy plan. 

But the strategy itself needs to be the right one and so this preparation is more than the 

planning process, it’s also the result that comes from it – it’s the strategy itself. Therefore, to 

be more precise… 

Certainty = Preparation = Strategy. 

Implementation 

As I’ve shown, the amount of control you have over your business depends on how well you 

implement it. Implementation is action, which stems from your capabilities. These 

capabilities are born from the attributes you possess and hone and the skills you learn and 

develop. 

To control your business and keep it on course takes particular leadership skills and 

attributes. And these are essentially the skills and attributes all strong leaders possess. 

Hence... 
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Control = Implementation = Leadership 

But, as with planning there is leadership and there is leadership. Bad leadership can 

seriously damage or even destroy a business. Bad leadership is reactive; impulsive decisions 

are made which are based on nothing more than a current situation or an event or simply on 

a leader’s fragile ego. Bad leaders are too weak to recognise and admit their limitations, to 

seek help, to be receptive to ideas that are better than their own and to now that they are 

fallible. 

Strong leaders use skills and attributes that ensure decisions are thoughtful and based on a 

strong vision, a clear set of goals and view of the big picture. In other words,  

strong leaders are strategic. 

As a business leader you are the face of the company to those outside and an inspirational 

force to those within. You must stand at the helm and know that where you lead others will 

follow, that when you speak others will listen and that they will trust in your judgement. You 

must be impressive, credible and trusted.  

You need to be in control of your business, think creatively, build relationships and 

communicate clearly. You must possess a collection of skills and attributes without which 

your work will be harder, your company mediocre, your relationships weak and your people 

uninspired.  

With strong strategic leadership you see the wood for the trees, you see the big picture and 

you know where you need to be and how to stay on course to get there.  

You know you can’t do this yourself and that you can’t know everything and so you bring in 

people with the skills and attributes you don’t have, you build strong, lasting relationships 

and you bring out the best others.  

Hence, to be more precise... 

Control = Implementation = Strategic Leadership 

Having defined it explicitly, for the sake of simplicity, from now on I’ll refer to leadership and 

we’ll assume that ‘leadership’ means ‘strategic leadership’ as that’s the only kind of 

leadership that can run a successful business. 

Strategy focuses on preparation; it prepares you for the journey, sets out the course and 

provides the mechanisms to help you stay on course. But it will do nothing for the company 

on its own (a car doesn’t drive itself) and needs people with the right leadership qualities to 

work together and turn the strategy into reality. 
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Now we have two tangible components that can give us the two intangible requirements a 

business needs. 

To attain the intangible requirements of certainty and 

control a company needs the tangible components of 

strategy and leadership. 

We have now connected the original six elements to the intangible requirements of 

certainty and control, which we have connected to tangible components of strategy and 

leadership.  

Linking certainty to strategy and control to leadership implies exclusive relationships which 

of course they aren’t.  

Strong leadership will also increase certainty because only with this kind of (strategic) 

leadership will the right strategy be created, will all the angles be considered and fully 

discussed, decisions made with confidence and the way forward communicated for all to 

understand and embrace. 

A coherent strategy will of course help increase control because it sets the course and gives 

the information leaders need to stay on that course, such as measurable objectives and 

tasks with milestones and targets and the mechanisms to regularly monitor, review and 

adapt. 

A Missing Component 

Undoubtedly, certainty and control are achieved with a coherent strategy and strong 

leadership. But in order to successfully create the right strategy and to be able steer the 

business and keep it on course you, as its leader, need to be able to step back from your 

business and for your business to continue to run efficiently and effectively without you in it 

every day.  And for that…  

Your business needs to be systemised. 

Establishing effective systems and processes is often a strategic priority for large companies 

who need to drive down cost. This priority would therefore get lumped under strategy.  

But making your business run as efficiently as possible isn’t strategy. Whilst systems will do 

little to differentiate your business and attract more customers, without them in place no 

strategy will be effectively created and implemented because no leader will be able to step 

away from the daily running of the business to see where they want to be and hold the 

course to get there.  
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Systemising your business is just as important as having 

the right strategy and the right leadership to make it 

happen. 

When the parts of a larger entity work well together there is a flow to it. The organs in 

your body working together to keep you alive, the elements of an engine that create 

drive and thrust, the individual musicians playing together in an orchestra.  

T he system can be broken down into cause and effect processes. Your lungs expand, 

take in air and oxygen from it is absorbed into the blood heading for your heart, which 

then pumps it and the oxygen around your body. Something happens which causes 

something else to happen and so on. It’s a system comprising processes. 

A good business also has a flow to it. It attracts new prospects and converts t h e m  into 

customers. It launches new products that attract and convert more paying customers. 

These products are delivered on time and they work. Everything flows from one stage to the 

next like an efficient system. Hence… 

A business is a system that can be broken down into sub-

systems and processes that flow from one cause and 

effect stage to the next.  

Get this right and your business will naturally flow through key stages and your aims will 

be realised. A good strategy will guide you through this flow and show you what to do at 

each stage.  

Completing this Logical Argument 

With my ‘definitions’ for these components in mind let’s complete the argument with a final 

re-visit to the list of example issues and see if strategy and/or leadership is the answer to 

addressing them. (I won’t include systems because remember, they must be in place if 

strategy and leadership are to be effective and is therefore implied.) 

 Of course, having connected the dots from issues to where we are now via elements, we 

can be pretty sure that strategy and/or leadership can be attributed to these examples. But 

this is such an important concept that it is worth carrying out this final check. 

• Losing a large contract: A breakdown in communication or a less than strong 

relationship could result in the loss of a contract which points to a leadership 

problem. A competitor presenting a better solution points to a weakness in the 
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strategic planning process which should include an assessment of competitive 

activity. Strategy and Leadership. 

• Not attracting and converting enough of the right customers: Too many business 

owners simply try different ways to market and sell their business. There’s no real 

strategy that links value propositions to ideal prospects, to understand the real needs 

of customers or market sectors or to talk to them in their language. Strategy and 

Leadership. 

• Not spending enough time focused on your customers: Without a guiding strategy, 

it’s all too easy to simply fill your days being busy, to pick reactive low hanging fruit 

that helps you feel that you’ve achieved but which in reality does little to move your 

business forward. Without planning what you need to do, to drive your business 

forward each year, each quarter, each month, each week and each day, you’ll not 

spend enough time focused on the revenue-generating part of your business – 

focused on your customers. If you have planned what you should be doing, then you 

need the discipline to stick with it. Strategy and Leadership. 

• Too reactive to outside influences: Without a quality strategy plan in place that 

clearly shows what needs to be done and how to do it, then reactive is exactly what a 

business will be and easily distracted is what the people in it will be. Only with focus 

and discipline (leadership attributes) can you efficiently implement what needs to be 

done.  Strategy and Leadership. 

• Losing a key member of the team: You can’t always avoid losing someone. If the 

relationship is strong then at least that person should feel he or she can talk to their 

superiors and an attempt be made to reach a mutually satisfactory resolution. Most 

people leave because of a problem between the person and peers or managers. If a 

person is that important then a contingency plan should be in place and a second 

person trained to fill his or her shoes. Strategy and Leadership. 

• Missing a new product launch window: Developing a new product is complex and of 

course has to be planned. The process needs to be more than just about developing 

the product on time and within budget; it also needs to make sure that the right 

features are going to be implemented to meet the needs of the key customers. All of 

this undoubtedly requires a coherent strategy. The leadership skills of the key 

people involved is also important to communicate with key customers and manage 

the project stages, and the people and partners involved. Strategy and Leadership. 

• Veering off course: It takes the attributes of a strong leader to see the way forward, 

and stay on course. It also requires an efficient and effective monitoring and review 

process, which is a key element of an integrated strategic planning system. Strategy 

and Leadership. 

• Taking your eye off the ball: A vital part of strategy is to make sure you’re meeting 

the ever-changing needs of your customers as well as keeping up with changes that 
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can impact you from areas such as technology and legislation and of course 

competitors. Highly motivated people, who enjoy what they do, feel they make a 

difference and are inspired to do their best, will ensure they do their bit to help keep 

the company to the plan and on course. Strategy and Leadership. 

• Not differentiating: These days it’s not enough to be good, you have to be different 

in order to stand out. The need for strategic creative thinking is vital if you wish to 

innovate and do just that. This is a crucial part of the strategic planning process and 

quality of the resulting strategy. It takes strong leadership to commit time and 

energy to it and to help bring out the creative best in yourself and others. Strategy 

and Leadership. 

• A lack of motivation and productivity in your people: If your people lack motivation 

then this reflects a problem with their leaders whose responsibility it is to inspire and 

bring out the best in your people. Most people don’t leave because of money, they 

leave because of others in the business and, ultimately, that responsibility lies with 

the person at the top. Leadership. 

And so it would appear...  

Strategy and Leadership (together with Systems) are the 

vital components for long-term business success.  

And so we have come full circle. I have shown how common ‘reasons’ for business failure, 

like running out of cash, are actually symptoms or outcomes arising from potentially 

hundreds of possible issues which themselves can be attributed to any number of reasons.  

I have gone on to show how these reasons occur due to a lack of one or more ‘elements’ 

and how the lack of one of these elements can cause an outcome, which can be attributed 

to having little or no certainty and/or control.   

And finally I have shown that... 

Certainty and control can only be achieved through having 

the right strategy and means to implement it and the right 

leadership to make it happen, all supported by a 

systemised business. 

I recognise that there will always be issues arising that no amount of planning or leadership 

could prevent. But, the vast majority of issues that impact businesses can be mitigated for 

and eliminated with these components in place. 

http://www.yourbusinessfoundation.co.uk/


Why Most Businesses Fail 

29 | P a g e  
©Christopher Briggs 2017 I Why Most Businesses Fail | Web: www.yourbusinessfoundation.co.uk 
 

Flipping the Coin 

We now see how strategy, leadership and systems can prevent a company from struggling 

and ultimately failing. But using these ‘components’ to address the conflicts in a business is 

only one side of the argument; what about the positive side of a business?  

Remember I said at the beginning of the report that once we’re clear on why companies 

struggle and fail we’ll flip the coin and see if the same answers can be linked to why others 

innovate and grow. Do these components help a company innovate and grow and are there 

other components that we haven’t identified? 

To find out, instead of listing some example issues we should now list some of the “must 

haves” a company needs in order to grow and achieve long-term success.  

If it’s clear from the description that if a coherent strategy or great leadership don’t play a 

vital role in achieving this “must have” then we need to carry out the same logical 

progression I did previously to identify any new components. 

Here is a short, and by no means exhaustive, list of “must haves”. Is each clearly achievable 

with one or more of the identified components in place or is a new component required?  

The Systems component is again implied because without it no strategy can be created and 

successfully implemented and leadership will be less effective because of diminished 

control. 

A successful business needs: 

• An inspiring vision and the right goals to get there: Strong and clear purpose, vision 

and mission statements guide you to your ultimate destination and help inspire you 

and others. Creating this and establishing and achieving the right goals is the result of 

a strong, coherent strategy and the skills of the people. Strategy and Leadership. 

• Differentiating products and services: You shouldn’t compete on price and therefore 

you need to stand out as the provider of choice for your ideal customers. To do this 

you must know what your customers need and what your competitors are offering. 

Then you need to develop and launch the differentiating product or service on time 

and within budget. This won’t happen with luck, it must be planned and be part of an 

overall strategy.  

You also need to have the creativity, confidence and communication skills to create 

and present such a differentiating solution, to gain customer interest and stakeholder 

support. Strategy and Leadership. 

• Creativity and innovation: Creative thinking is so important and not done enough. 

This should be a key part of the strategic planning process. Thinking creatively is 
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actually very hard and only possible with the right attitude, the right guidance and 

the right environment. Strategy and Leadership. 

• The right customers: You need to identify ideal customers and know their needs and 

you need to know the key drivers of your target market(s). This is part of the initial 

assessment phase of the strategic planning process. The marketing strategies 

themselves need to be based on the certainty of knowing your prospects and what 

kinds of messages will attract them. You then need to have the creativity and 

communication skills to create and deliver the right messages that stand out. 

Strategy and Leadership. 

• Strong relationships and support that maintain them: Having won a customer you 

need to build strong relationships and provide the support they need. You also need 

to build and maintain strong relationships with suppliers, strategic partners and 

investors. Leadership 

• Great people working together and driving forward as a unit: For a coherent unit to 

work, strong motivation, great communication and the alignment of effort is vital. 

This needs a coherent strategy, the right processes in place that cross vertical 

functions or departments and effort to align the work needed. It also requires strong 

leadership to communicate, motivate and bring out the best in everyone.  Strategy 

and Leadership. 

• Strong shareholder return: Your business needs to run effectively, your value chain 

needs to be strong and efficient throughout and the maximum value returned from 

each customer. Knowing exactly what you need to do (supported by effective 

processes) and building strong relationships with all stakeholders is vital.   Strategy 

and Leadership. 

Go ahead and write down three “must haves” and see if you reach the same conclusion. 

1. _____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_______________________________________________________________ 

2. _____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_______________________________________________________________ 
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3. _____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_____________________________________________________________________

_______________________________________________________________ 

From the exercises we have worked through it’s clear that… 

Strategy, leadership and a systemised business give you 

the essential certainty and control needed for success. 

Fundamental Building Blocks 

Because these 3 components must be present in a business, if it is to grow and achieve long-

term success, I call them building blocks and because no other components are needed I call 

them fundamental.  

Strategy, Leadership and Systems are the fundamental 

building blocks on which a successful company is built. 

I understand that ‘fundamental’ implies the smallest constituent of an object and that these 

building blocks can be broken down into the elements described earlier. But in this case, I 

use the word to emphasise the absolute need for them to be in place.  

Having identified these three building blocks, to test if they really are ‘fundamental’, if they 

are all a business needs, we should question if a company can grow with only one or two of 

these blocks in place.  

A start-up, micro or very small business that has created a disruptive product that people 

want, could grow without a strong marketing and sales initiative because the product sells 

itself. But, eventually, this initial desire will be satisfied, the revenue will plateau and the 

effort will need to become more strategic to get the business to the next level. 

Without a coherent, long-term strategy even a good leader won’t know which direction to 

take and will struggle to drive the company to the next level. Without a strong leader, even 

with a strong strategy plan in place, a start-up may not even get off the ground because he 

or she cannot communicate well enough, build the required strategic partnerships or inspire 

enough to get the investment required. And without the right systems and processes for 

things like manufacturing, test and logistics, a small business leader will be too busy stuck in 

the business fulfilling orders to create an implement and growth strategy. 

http://www.yourbusinessfoundation.co.uk/


Why Most Businesses Fail 

32 | P a g e  
©Christopher Briggs 2017 I Why Most Businesses Fail | Web: www.yourbusinessfoundation.co.uk 
 

Even a one-person micro business should start systemising as soon as possible and in 

readiness for when the business starts to grow significantly. 

An SME may have established a strong market presence due to the success of its new, 

disruptive technology. But now its business is slowing and starting to plateau and without a 

coherent strategy plan and a framework to monitor progress and adapt, even a strong 

leader could find himself unprepared for the attention the business begins to receive from 

competitors. 

Even with a strong plan, if the SME lacks the key leadership qualities and skills required to 

drive the business forward to the next level, then the business will remain on the plateau 

and eventually start to lose market share and position. 

Again, without the right systems and processes a strategy is unlikely to be successfully 

implemented because the business leader is unable to step away and keep the business on 

course. 

A large corporation may continue to do well simply because of its size, even with a poor 

CEO, because it is well established, has many good people in it who drive the business 

forward and can afford to make mistakes. But eventually the company will suffer from a bad 

decision or from being hit by an unexpected event. History is littered with companies that 

folded because of the direction the CEO drove it down. Marconi’s demise in 2002 is a classic 

example. 

Even with strong leadership in place the business will at some point start to plateau as part 

of its natural cycle and without a good strategy could veer off course. To get to this size, 

systems and processes must be present and have been working for some time. 

So, for long-term success you need all three building blocks, which is why I call them 

“fundamental”. Without a great leader a strategy plan is likely to remain as paper ware. 

Without a strategy plan and a strategic planning framework in place even the best CEO can 

head in the wrong direction. Without systems in place a strategy will be weak and poorly 

implemented and the business owner will struggle to step away and be the leader the 

business needs. 

Your Business Foundation 

If you pick any company that stands out, innovates and grows, even in tough economic 

times, you’ll see a company that is strategic, that has strong plans, systems and processes in 

place and great people to implement them. In other words, you’ll find a strong foundation 

comprising these fundamental building blocks. 

And just in case I haven’t made this statement strong enough...  
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Strategy, Leadership and Systems are the only 

fundamental building blocks needed. Together they 

establish the strong business foundation upon which to 

build and grow a successful business. 

With this foundation in place you will have the certainty of knowing exactly where you are 

on your business cycle at any given time and the control to ensure each plateau is as short 

as necessary and turns upwards as you push to the next one.  

Last Word 

So, there you have it. I have taken you step-by-step through a logical argument that answers 

the original question of why most businesses fail and, in doing so, I have also shown why 

others innovate and grow.  

It was important that I showed you this through a logical progression rather than ask you to 

take a leap of faith and simply believe me. I haven’t tried to sell you a concept so you will 

buy my products or services, but presented a logical argument that you can follow and test 

for yourself. 

If you didn’t before, I hope you now see how vital this foundation is to the success of your 

business and how with it you will have the certainty of knowing exactly where you are, 

where you want to be and exactly where to focus your limited time and resource on in order 

to get there. 

If you have any doubt then look back at the issues you described earlier in the report, issues 

that you have experienced. Would these issues exist if these blocks had been in place?  

In reading my report you’ve taken the first step; you now understand what most business 

leaders don’t. Knowing this will give you an advantage over your competitors provided you 

do something about it. 

Some of my clients have implicitly known the need for this foundation and have asked me to 

help them make it stronger. Others didn’t get it until I explicitly laid it out for them, which 

led me to writing this report. Once they understood then they made establishing this 

foundation a priority.  

It doesn’t matter what size your business is; if you’re on your own or run a company of 

thousands, this foundation is vital. The only difference is how complex the blocks within the 

foundation need to be. 
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Establish certainty and control by building this vital foundation. Set off in the right direction 

and drive towards your vision. This is the only way to ensure your business is one of the few 

that succeeds and not one of the many that struggles and fails. 

And Finally… 

Understanding the concepts in this report and the importance of establishing these building 

blocks is the start. You need to establish this foundation in your business. So, where do you 

start?  

The next step is to understand how this foundation will make your business strong. What 

does “strong” mean? Strong how? 

It will make your business strong in 4 vital ways. Your business needs to have: 

1. Strength Against Harm – You are prepared for the hazards that lie ahead and you 

know how to avoid them or eliminate them. Without the resilience that this strength 

gives you, your business will be more easily knocked off course and will take longer 

to get back on course.   

2. Strength of Purpose – You know where you want your business to be and how to get 

there. Without this strength, you will waste time, resource, money and energy 

meandering towards distant, unclear goals instead of being focused on reaching 

clear, ambitious goals that propel your business to the next level. 

3. Strength in Motion – Your business works efficiently and effectively for you. If you 

work hard in your business reacting to problems, issues and demands, just to keep 

things working, then it’s not working for you and you can’t step back and be in 

control of your business. 

4. Strength in Control – You are able to keep your business on course and steer it to the 

destination you have set. Without this strength your business will lose its way and at 

best get by but never reach its full potential. 

I take you through these 4 levels or strength in my report How Strong is Your Business? If you 

haven’t seen it you will find it in my library of free resource. If you haven’t accessed that then 

click link and download this report. (There is also an audio version available so you can listen 

in your car if you prefer.) 

Once you’ve done that I hope you’re ready to make your business strong. Well, the first step 

then is to assess just how strong your business is now. Here, you have a couple of options, 

actually you have three. 
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You can do it yourself and take a few weeks to figure out what you should be assessing and 

how. You can hire a consultant to do this for you and write you a report or you can use my 

Business Foundation Health Check Tool, which will give you a clear, accurate picture of how 

strong your business really is in about an hour. 

The tool comes with a short course which covers the material in the report, brings it all 

together and also provides videos on how to use the tool and how to assess your results.  

You’ll find this course here. 

 

Thank you again for taking the time to read this report and if you care to share your 

thoughts with me, I’d love to hear from you. Drop me an email at 

chris@yourbusinessfoundation.co.uk 

 

Best wishes 

 

Christopher Briggs 

If you think others could benefit from reading this report please share this with them. 

 

www.yourbusinessfoundation.co.uk 
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