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How Strong Is Your Business Audio Book 

It’s not always easy to take a couple of hours out to read an eBook no matter how 
valuable the information. 

 

To help you in your busy schedule, I’ve recorded the eBook into an audio book so that 
you can now listen to it in you care or, say from your phone when walking your dog. 

 

Click here or the image to download the audio book. 

 

If you listen to this audio book it is still worth referring to the eBook to see diagrams 
and important links. 

 

Thank you 

 

Chris 
 

http://bit.ly/hsiybabdlp
http://bit.ly/hsiybabdlp
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Strong Businesses are Successful - Weak Ones are Not 

Imagine you are at a networking meeting and you’re talking to someone who turns out 
to be an angel investor and who is just the person you’re looking for to invest in your 
business.  

Now, this investor likes your ideas, knows your sector well and so could also 
mentor you and open doors.  

Imagine the excitement and tension you are feeling. You’re doing your best to look 
calm and collected when really, you’re buzzing with excitement and nervousness. 

Where could your business be in the next 3 to 5 years, how much bigger and better 
would it be, with the backing of this investor?  

This is the break you’ve been looking for – this is it!  

Put yourself in this position and feel the excitement, the butterflies, your racing 
heart and dry mouth. 

There and then, you swap details, promise to email your business plan and arrange 
a meeting. It doesn’t get much better than this. 

You meet again and you’ve gone through your business plan, you’ve presented 
your products and services and what you would do with the investment. You feel 
that the meeting has gone well and the investor wants to invest in your company 
and you’re ready to negotiate terms. You can almost hear the drum roll. 

Your potential investor thinks for a moment then looks you in the eye and says, 

“So, tell me, how strong is your business?” 

How strong is my business? Mmmm....what does he mean? I’ve shown that we can 
fulfil the needs of the market and that we’re confident we can compete with our 
competitors and have won business over them. What more does he want to know? 
Say something! 

As excitement turns to panic, what do you say? Do you ask the person to be more 
specific to give you more time to formulate and answer? But if you do, do you risk 
jeopardising the positive meeting and the ‘yes’ decision that this person is close to 
making? If you say you believe it’s a strong business, that’s not the same as 
knowing. If you confidently say the business is going from strength to strength 
then are you ready to show how? 

Do you refer the investor to your business plan and the markets you’re targeting, 
the products and services you’re delivering, how you compete with competitive 
solutions and the financial projections you’ve made? But you’ve covered all this. 

You see the investor frown and you know you’ve missed something. “Sorry, Mike, 
you’re going to have to help me. Could you be more specific?” Ok, good…the ball’s 
back with him…relax. 

Mike leans forward and quickly lists a number of market leaders who have either 
taken a huge turn for the worst or are no longer around. He mentions global 
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technology companies, like Nokia and Kodak, UK institutions like Woolworth’s and 
Marconi –that had been around for decades - and more recent failures like 
Phones4U. 

If these multi-million and even billion-dollar companies, with their market share, 
vast resources and assets are now a fraction of what they were or gone completely, 
why should yours be any different? He then reassures you that he’s not looking for 
guarantees, but just needs to know that you’ve done a thorough assessment of how 
strong your business is. After all… 

If you don’t know how strong your business is, how can you know 

that it can handle what may come? 

What will you tell him that will convince him that you have a strong business that 
will achieve the aims and the vision that you have set out? 

“How strong is your business?” has suddenly become the most 

important question you have ever had to answer. 

Imagine any scenario like this where getting a ‘yes’ would have a massive positive 
impact on your business. It could be the best prospect you’ve ever had, the most 
lucrative contract you’ve ever won, the most exciting joint venture.  

Whoever that person is, getting a ‘yes’ from them, at that precise moment in time, 
would be the most important thing in your life.  

It would transform your business beyond anything you dreamed.  

Now imagine that you do know the answer to the question. Actually, imagine that 
not only can you answer the question, you can answer it to a far greater depth and 
in far greater detail than Mike, the investor, would expect or had actually done as 
part of his due diligence, or that a prospect could answer about her own company. 

Imagine being able to show actual measurable results of your own assessment. 
Imagine being able to show exactly where your business is strong and where you 
have identified weak and vulnerable areas.  

Imagine that you can show an assessment that you did 3 months ago and can 
compare the improvements like for like. Imagine being able to show a plan of what 
you intend to do over the next 3 and 6 months to strengthen your business further. 

How powerful would that be? How confident would you feel?  

In fact, you wouldn’t even wait to be asked. You’d be chomping at the bit to show 
Mike. “Mike, before we talk terms, I want to show you exactly how strong my 
business is. 

And then you do just that and to a detail and depth that he has never seen before. 
You see the look of surprise that turns into a smile. He’s never seen anything that 
has convinced him so much that you are in control of your business, that you know 
where it is going and that it is safe in your hands.  
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Mike looks you in the eyes, smiles and holds out his hand and says ‘yes’ as you 
shake on the deal. 

How good would that feel? 

How on top of the world, how excited would you feel to get the ‘yes’ from an 
investor or bank, a key prospect or customer or whoever you need to hear that 
word from? 

How certain, how much in control would you feel knowing exactly how strong your 
business is and how much stronger you plan to make it?  

In fact, if it makes you feel this way, wouldn’t you want to know anyway? 
Wouldn’t you want to know how to make your business as strong as possible 
so that it stands the best possible chance of riding out any storms and being 
the best it can be? In fact, forget needing to know this for investors or 
prospects –  

You need to know this for yourself. 

So, I ask you - do you know how strong your business is? Is it strong enough to: 

• Get it to where you want it to be? 
• Get there around the time you planned? 
• Get there taking as direct a route as possible? 
• Get there with as few surprises as possible? 

If you don’t know that your business is strong enough to meet your 

aims how do you know you can meet them in the first place?  

More to the point do you know: 

• Where your business is weak and vulnerable?  
• What could knock it off course?  
• How you would get back on course?  
• What course you’re actually on? 

Not knowing how strong your business is takes away certainty 

and control.  

Imagine you’re in one of those creepy houses in a horror film. The house is filled 
with dark corners that look too dark and open doorways to rooms that you just 
can’t see into and in which could be lurking something you really don’t want to 
encounter. 

I know that sounds a little dramatic but it illustrates nicely the feeling of 
uncertainty that comes with not knowing what might be out there that could knock 
your business off course and of not having enough control over the situation you’re 
in. 
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If you don’t know your business is strong enough to handle the hazards ahead, how 
will you be able to overcome them? If you don’t know where your business is weak 
and vulnerable, how will make those areas strong and resilient? 

If you haven’t identified what could hurt your business and prepared against it 
then you cannot know that it won’t get hurt. The overarching point is… 

If you don’t know how strong your business is then it’s not strong 

enough. 

“Hang on Chris… my business is fine… 

• Our customers love us; 
• I know who my competitors are and I can compete with them; 
• I’ve got a good team around me; 
• The bank loves us ‘cause we’re making the loan payments. 

It all sounds great. But what if? What if… 

• Your top customer hadn’t told you of their struggles and can’t pay? 
• Your competitor introduced a new product or service way better than 

yours? 
• A key member of your team left? 
• Your bank decided it needed to increase the payments to cover its liquid 

asset requirement? 

What if? What if? What if? So many scenarios could hurt your business. Are you 
sure it is as strong as it needs to be to overcome all the obstacles and to reach your 
long-term ambitions? 

As we’ve seen, even huge globally known brands have suffered and closed and 
some like Nokia may still yet. And if you still aren’t convinced then think of 
possibly the most well know company in the world, Apple. Even Apple nearly 
didn’t make it. 

No business - not yours, not mine - is invulnerable. 

My point – negative though it is – is that, if you are going to give this the attention it 
deserves. If you’re going to put the effort in to make your business as strong as 
possible then you need to agree that it is vital that you do this. 

If you mitigate for the things that can harm your business and if you worked on 
making your business stronger, then the positives will be so much better. 

• More revenue and profit; 
• More spare time for family and friends; 
• More creative and energetic; 
• More time and money to take up something you’ve always wanted to do; 
• More relaxing holidays; 
• More of all the things you want in your life. 

Now, you might be thinking, hang-on…two points here: 
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1. Yes, protecting my business against things that can hurt it is pretty obvious.  

YES IT IS. So why don’t most business owners do it? Why do they do the 
equivalent of crossing the road with blinkers on? Why don’t we protect our 
business to the same degree that we protect our family and ourselves? Isn’t 
it precious enough? 

2. Mitigating for the kinds of things that could go wrong alone isn’t going to 
make my business the success I need it to be to give me the life I want.  

YOU’RE RIGHT. But it will vastly increase the probability. And notice, I said 
if “you mitigated for them and if you worked on making your business 
stronger…” 

In other words, identifying weaknesses and threats to your business is a huge step 
to making it stronger. But it’s not the complete answer. It is in fact a quarter of the 
complete answer. 

There are in fact 4 ways you can strengthen your business. I call them Levels of 
Strength because they build on each other to give you strength in depth. The 
taller a building is the deeper its foundation is and the stronger it is. These levels 
do the same for your business. 

A strong successful business has 4 levels of strength and each 

level strengthens your business, not just a little bit but 

strengthens it massively.  

Each level is vital because it adds to that depth – to the strength of the business - 
and it supports the other levels. They rely on each other. As you’ll see, if you didn’t 
have Level 1 then Level 2 would be weak. If you didn’t have Level 2 then Level 3 
would have little impact on your business success. If you didn’t have Level 3 then 
Level 4 would be tough to establish and if you didn’t have Level 4 then the other 
levels would make little difference to the success of your business. 

A weak or missing level will reveal an Achilles heal and expose your business to 
harm. 

Establish these levels and: 

• You will be able to avoid or eliminate as many of the risks that could hurt 
your business as possible; 

• Your business will work more efficiently and effectively than ever before; 
• You’ll spend far less time in your business reacting to and solving problems;  
• Your business will be able to handle those problems that do happen far 

better; 
• You’ll spend far more time, thinking how to make it even better and making 

sure it stays on a true course; 
• You will enjoy a greater return for your efforts; 
• Your business will be worth more. 

Establish these levels of strength and you will have a far greater chance of 
achieving all you dreamed whilst those around you struggle year after year. 
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And that’s what I want your business to do for you. So, in this ebook, I’m not simply 
going to reveal how you can strengthen your business from harm, but how all 4 
levels can give you the successful, extraordinary business you desire. 

This report is packed with useful guidance that, if you follow, will make your 
business far stronger and far more likely to be everything you dreamt it could be. 

At the end of this report I have added a snapshot of statements – 25 in total - that 
will provide a quick test of how strong your business is. But before you can assess 
your business strength you need to understand these 4 levels that this strength 
should be tested against. 

So, let’s get started with level 1. 
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Level 1 – Strength against Harm 

Life is a risk and there are a countless number of ways we can be physically 
harmed through disease or injury. Fortunately, since the caveman days we’ve been 
getting better and better at protecting ourselves from them. Our ancestors had 
little beyond their immune system, their senses and their brain to combat danger 
around them. Today, to support our immune system, senses and bigger and better 
brain, we have medicines, technology and knowledge, which are continuously 
expanding and improving. But we are not invulnerable. 

Likewise, a business has natural defences in the form of its assets, resources and 
capabilities. But leaving it at that and you’ll have a business that is protected to 
‘Neanderthal’ level instead of ‘21st Century Human’ level. You might be fine for a 
while but it wouldn’t take much to harm you. 

If you want to protect your business beyond ‘Neanderthal’ level you need to be 
smarter and make an effort to be stronger than those things which can hurt you. 
And to do that you first need to identify them.  

If you don’t know what can hurt you how can you protect yourself 

against it? 

No business grows and succeeds without being hit with a problem or setback. It’s 
the strong businesses that handle them and it’s the weak and vulnerable ones that 
are hurt by them. 

As I’ve said and as history proves, it doesn’t matter if you have a small business 
that you started a couple of years ago, or a medium sized business that you’ve been 
growing the last 10 years, or if you’re the head of a large corporation, history 
shows that companies of all sizes have struggled and failed to overcome obstacles 
and setbacks. 

Having agreed that no business is invulnerable, regardless of their size, where size 
does matter is when we look at the type of risk and its possible impact. 

A small business is far more vulnerable than a large one. Of course, it is. Swat a fly 
and it won’t be too healthy, swat an elephant…well worry about your own health. 
Many more things can hurt a small business and hurt it far more than a large 
business. 

Hence, it’s not surprising that more small businesses struggle and fail. You know 
the stats – half fail in the first couple of years, 3 out of 5 business fail in the first 5 
years and so on.  

A small business has little mass and a relatively small setback (my hand - that fly) 
can easily knock it off course. Unfortunately, with few resources and little in the 
way of assets it can be knocked off course enough to not recover. 

As a business grows, it builds momentum and mass and fewer things can hurt it 
and knock it off course. It has a stronger base made up of resources, assets, 
customers, relationships, strategic partners and so on. Setbacks that can really hurt 
a fledgling business, like losing a customer or a key person in its team, can simply 
irritate a large company. But that doesn’t make it invulnerable. 

http://bit.ly/lawsofphysics
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There will always be something (or someone) bigger than you that could hurt you. 

Sometimes speed can be a bigger advantage than size. A large company that needs 
to change the way it does something because of new legislation will do so far more 
slowly than a small company and at much greater expense. 

Large, well-known companies will also suffer far more if their reputation is tainted 
because of something they did than will a smaller relatively unknown company. 
The bigger they are the harder... 

There can be times when it’s preferable to be David and not Goliath. 

Events will happen that could hurt your business. 

But what if you could eliminate or at least drastically reduce the chance that a 
damaging event will occur? Imagine how much more productive you (and your 
people) would be if you could stay focused on driving forward whilst avoiding or 
eliminating the hazards ahead. 

This must be your aim and in this eBook I’ll show you how. 

There are in fact 3 kinds of hazards to your business and before we look at how 
you can strengthen against them let’s look at what they are. 

Now, here’s a statement I would expect you to initially disagree with…  

Almost any hazard that hurts your business will almost always be 

your fault! 

What? I know. Being English I don’t really like exclamation marks, but that 
statement almost received two. 

The first kind of hazard is of your making – where something goes wrong directly 
because of something you (or one of your people) did or didn’t do.  

The second kind of hazard is not of your making – you didn’t cause the economic 
crash for example. Even though you didn’t cause the event, there are things you 
could have done to avoid it or to minimise its impact so that it didn’t hurt, or at 
least hurt less. 

The third kind of hazard is the natural cycle of your business – natural and 
therefore not of your making but the shape of that cycle can be. 

Causes of Your Making 

Yes you (and your people) do create problems and there really is no need. Of 
course you can be forgiven for a first-time problem arising, provided you learn 
from it, such as with marketing campaigns, or in the case of losing a key customer, 
the problem is less likely to happen again. 

These problems of your making tend to be internal to the business – there’s a 
direct link between something in your business and the problem hitting it. For 
example: 

http://bit.ly/strugglingbiz
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• You could launch a marketing strategy that doesn’t attract as many 
prospects or customers as you hoped; 

• One of your people could do something that upsets a customer and damages 
relationships; 

• You might lose a customer to a competitor because you didn’t keep your eye 
on their needs and they did; 

• You might have a relatively high turnover of staff. 

So, could you prevent something like this from happening or learn from the event 
so that it didn’t happen again or at least its impact was minimised? Let’s review the 
four above examples. 

• Your marketing strategy - If your marketing strategy didn’t work, did you 
know your target prospects or customers well enough? Did you really 
create the right messages that stood you out from the crowd and attracted 
them? Did your offering meet their needs? Did you communicate to enough 
prospects to statistically receive the amount of interest you were looking 
for? 

• Customer relationships - Customers aren’t always right and they can be 
fickle but relationships shouldn’t be damaged. Are all your customer-facing 
people trained in how to build relationships, to manage angry customers or 
to diffuse difficult situations?  

• Customer needs - When was the last time you checked on the current and 
future needs of your top customers? How well does what you offer meet 
their needs? It’s amazing how many businesses drop the ball here and don’t 
make sure that they know what their customers priorities are and strive to 
align what they offer to those priorities. 

• Staff turnover - If you have a high turnover of staff do you put it down to 
the nature of your business or do you take responsibility and aim to stem 
the flow? Some industries like in the service sector, which has more young 
people on minimum wage, have a higher turnover of staff than others. But 
having a business in that sector shouldn’t automatically mean high staff 
turnover. People don’t tend to leave a job because of pay they leave because 
of a lack of training or a lack of support or the lack of a career path or 
because of bullying. They leave in the main because of things that you, as a 
business owner, should have addressed. 

If you look at past issues like these in your business can you hand on heart say that 
they couldn’t have been prevented? Learn from what has happened in the past and 
reduce the chance of them reoccurring in the future. 

Causes Not of Your Making 

Problems that are not of your making tend to originate from outside your business 
and have no direct link to anything you do or have done. 

We live in an ever-faster changing world. Industries evolve and introduce new 
standards, new legislation is made and new technologies emerge and evolve at an 
ever faster-rate. The economic crash that started in 2008 has had a huge impact on 
millions of businesses all over the world and many hundreds of thousands have 
disappeared because of it. 
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Now, even though these causes aren’t of your making that doesn’t mean that you 
have no control over their impact on your business.  

You are not at the mercy of these forces.  

You can prepare for them and mitigate for them. Instead of being a leaf blown 
about by the wind you can be a solid rock barely noticing it. 

Take the economic crash. The entire spectrum of businesses, from micro to 
corporate giants, failed because of it. But not all did. Many continued to thrive and 
grow. This wasn’t luck – the economy didn’t pick and choose where it would have 
an effect and whom it would pick on. 

The businesses that survived did so simply because they were 

strong enough to do so. 

So, even if an external force, not of your making, hurts your business the effect it 
has on it is under your control. 

Business Cycles 

All businesses run in cycles. At some point your business will flatten off – it will 
reach a plateau. It doesn’t matter how successful it is, this will happen. It’s not 
about how you stop it, because you can’t, it’s how you prepare for it or even control 
it that makes the difference. Don’t fight it – use it. 

The image below shows the kinds of cycles experienced by successful businesses 
and average businesses. Notice, the plateaus of the successful and highly successful 
businesses; they are shorter than the ‘average business’ curve and end with an 
upward turn in the curve rather than a downward turn. 

Unfortunately, because most businesses fail, most businesses follow the red 
‘average business’ curve. 

Let me take you through it in more detail - and bear with me, as I introduce a little 
bit of physics here. 
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When you start a business you have to overcome its inertia. It’s at a standstill, it 
doesn’t want to move (like a teenager in the morning when the alarm goes off) and 
extra effort is needed to get it moving. But, being a new business, it has little mass 
and so the effort required to get it moving is far less than it is for a larger business. 

Let’s say you’re an accountant or a lawyer and you want to start your own one-
person business. You would need a website, marketing collateral, equipment, 
Internet broadband and then put some effort into finding customers. You find a 
customer, receive your first payment and you’ve overcome the inertia. And you 
wouldn’t need that many customers in order to start making a profit. 

Now, let’s say that this time you want to start a larger financial or legal firm 
comprising a team of experts. The effort to get this moving will be far greater as 
you’ll have to overcome its much greater mass. You need office space, more 
equipment, a support team, payroll systems and so on. You need more money in 
the bank to get it started and need to bring in more customers and revenue to 
build momentum. 

As you see in the image above, a new business with little mass can make relatively 
big gains. But as the business grows, as it gets bigger, it will need more and more 
energy to maintain that rate of growth.  

But inevitably, at some point something will happen that pushes against this rate 
of growth and causes a business to flatten. The business either faces an unexpected 
problem or purposefully does something to cause it, like initiating an expansion 
programme or phasing out a current product to launch a new one. 

The successful business prepares for or actually creates the plateau. It knows 
exactly what to do when it reaches it and moves off it and upwards as quickly as it 
can. Their plateaus are controlled and planned for. 

http://bit.ly/lawsofphysics
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Unfortunately, the average business doesn’t think about plateaus until it 
unexpectedly reaches one. This is bad for a business; the business owner isn’t 
prepared for it, has no control over it and hasn’t figured out how to get off it. A 
small business is especially vulnerable and an unexpected plateau can really hurt. 

This situation is shown as the ‘Average Business’ line in the above image and it’s 
the line that you don’t want to be on. Unfortunately, most businesses and hence the 
average business does follow that (red) line because, as statistics show, most 
business struggle and fail. 

If your business flattens and doesn’t receive the energy it needs to grow then it 
won’t stay flat forever but will start to follow the red dotted line shown in the 
previous image. It will obey the law of Entropy, which basically means it will start 
to fall apart. If it doesn’t get off the plateau, something – guaranteed – will happen 
that will hurt it and push it down the dotted line: 

• You could lose a key person, customer or supplier; 
• Your bank might pull in its loan; 
• A vital piece of machinery could break down and need costly repairs or 

replacement; 
• You could fail an inspection from a standards authority; 
• … 

The list is long.  

A flat business is a vulnerable business regardless of its size. 

Once a business starts to fall along that dotted line it needs to focus all its attention 
on halting the fall and then on getting back to where it was, back to that plateau. 
Imagine, falling along that dotted line – all that effort that was focused on growth is 
now focused on survival and on getting back to where you were before the fall. 

Since of the economic crash of 2008 it’s taken years for companies to do just that 
and many are still trying to get back to the level they were at before it all went 
wrong. Even entire countries have followed this pattern and several years later, 
those like Greece, are still trying to get off the dotted line. 

To bring all this together…your business will flatten - it will plateau.  

The difference is whether it does so under your control or 

unexpectedly because you weren’t prepared for its inevitable 

occurrence. 

Now, obviously you can’t identify all the possible things that could go wrong with 
your business…that would be crazy, never mind pretty much impossible. So, 
relax…breathe. There are only two things you must do. 

1. You must mitigate for the big risks and weaknesses that you can identify 
and 

2. You must make your business strong enough to handle, avoid or eliminate 
the rest. 

http://bit.ly/lawsofphysics
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Yes, you need to identify some of the things that could hurt your business, but only 
the biggies…the ones that would really hurt. If a supplier couldn’t supply a vital 
component that would probably hurt right? If you failed an inspection from an 
industry authority, that would hurt. How much would it hurt if you lost your top 
customer? What about a key player in your business? 

Think about these big impacts that would really hurt your business and prioritise 
them so that you have a list of possible events that you should mitigate for. 

The events with the highest probability that would have the highest impact should 
be top of your list. For example, if you source a vital component from a 
manufacturer whose factory is in an earthquake zone then I would mitigate the 
risk by identifying a 2nd supplier. If losing a key person in your team would hurt 
your business make sure you have someone with enough experience and expertise 
to take their place. 

This first level of strength is all about damage limitation. 

The first level of strength is in managing, avoiding or eliminating 
the threats and risks to your business and the weaknesses within 

it. 

Once you have mitigated for the top risks, your business will be that much 
stronger. But what about the rest…the other things that could still hurt you? Well 
that’s where the other levels come in.  

As you build the other levels of strength, more and more of the things that could 
stop your business achieving its full potential, and you achieving your dreams, will 
become irrelevant. 

So what’s the next level of strength? Your business is on a journey and will 
encounter these harmful hazards along the way. The more purposeful that journey, 
the better mapped out the path your business needs to take, the stronger it will be. 
Hence, it needs to have purpose. 

  



 

18 | P a g e  
 

How Strong Is Your Business? 

Level 2 – Strength of Purpose 

Alice asked the Cheshire Cat, who was sitting in a tree, “What road do I take?” The cat 
asked, “Where do you want to go?” “I don’t know,” Alice answered. “Then,” said the 
cat, “it really doesn’t matter, does it?” 

“If you don’t know where you’re going any road will do.” 

If I asked you about your up-and-coming holiday, you’ll know when it starts, where 
you’re going, where you’ll be staying, how you’re going to get there and so on. If I 
asked you about your personal ambitions, you might have a detailed plan set out to 
your retirement and what you intend to do later in life.  

So, what if I asked you about your business? What are your long-term plans for it? 
How detailed are these plans? Where will your business be in say, 2 years or 5 
years? What will it look like? How big will it be? 

Unfortunately, if you’re like most business owners, you’ll think for a second or two 
and then give me a vague description off the top of your head. If I ask you to show 
me a written statement of where your business will be then chances are you’ll tell 
me you don’t have one. 

Why? Why do you know so much about things like your holiday plans but so little 
about the thing that could literally change your life? 

Leaders of strong, successful businesses know the answers to those questions I 
asked because 

Strong businesses have a strategy – a strategy that defines where 
the business currently is, where it is going to be and exactly how it 

intends to get there. 

A good strategy shows you how to get from where you are now to where want to 
be. To do that it needs to do 3 things.  

1. It needs to show you how to eliminate or avoid the top risks and 
weaknesses you’ve identified. 

2. It needs to show you how to overcome your key challenges. 

3. It needs to show the route you’ve set and the milestones along the way and 
how you intend to reach these milestones 

A good strategy is a map – a guide that shows you the way to your 
destination, how to avoid or eliminate the hazards and overcome 

challenges along the way. 

 



 

19 | P a g e  
 

How Strong Is Your Business? 

 

You are not strategic if you have no plan for reaching a particular goal and for how 
you intend to do that. And if you can’t plan for this then you can only hope for it. 
You can only hope that you’ll get there and that nothing will stop you. 

If you can only hope your business will be successful – it won’t be. 

If you don’t have a strategy then what you achieve isn’t purposefully planned for 
but gained as much by luck as by judgement. It’s like hitch hiking and hoping you’ll 
get to your destination in time, which you invariably don’t, instead of planning and 
driving and knowing you will. 

You could argue that as a small business owner you have built a nice local business 
and acquired enough customers through your networking efforts and referrals. 
And that’s fine. But how much of those customers did you happen to gain simply 
because you were talking to the right person at that networking event or a 
customer happened to speak to someone else who happened to be looking for 
what you offer? 

Are your business gains a result of strategic purposeful actions or 

of opportunistic, hopeful actions? Are you certain your actions 

will make a difference or can you only hope they will? 

I know small business owners whose businesses are run based on hope and who 
have periods when no new opportunities have appeared from networking or 
referrals. They hope the dry spell won’t last too long as the money they’ve saved in 
the bank will only last a few short months. Even if new business is usually won in 
time, it’s not a cycle I would want to depend on. 

Remember that holiday I asked you about? It wouldn’t have happened by accident. 
You’ve booked the location, sorted out how you’re going to get there, made 
arrangements for your pets to be looked after and you know on the day what you 
need to do and where you need to go in order to successfully reach your 
destination. You have a plan – you have a strategy. If you didn’t then the chances 
that you’ll have a holiday at that location during that period is drastically reduced. 
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A strategy doesn’t guarantee success but it dramatically increases 

the chances of success as hope and luck is replaced with certainty 

and control. 

A good strategy will show you exactly the route to take and the priorities to focus 
on. It will get you from where you are now to a specific destination that is usually a 
massive milestone and possibly a planned for plateau in your business cycle.  

A good strategy will connect the dots from the core purpose of your business to the 
things you physically do (your tactics) as defined by your objectives, which if 
correctly implemented will meet the goals you’ve set that will get your business 
closer to your strategic destination and your ultimate vision. 

 

A good strategy will help you focus on the things you should be doing so that you 
get more done in less time. It helps you make hard choices. It helps you stay 
focused on the few key things you need to do. 

A good strategy will address weaknesses in your business and the threats to it so 
that they can no longer harm it. 

A good strategy will give you the confidence to create and tread your own path and 
not follow someone else’s. It will give you the confidence to not try and be 
everything to everybody. It will give you the confidence to stop worrying about the 
competition and the need to emulate them. 

A good strategy will: 

• Give you clarity; 

• Inspire you and others; 

• Drive you towards your goals; 

• Guide you and help you stay on course; 

http://yourbusinessfoundation.co.uk/blog/if-you-value-your-business-no-3-define-it/
http://bit.ly/strategymeanshardchoices
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• Help you overcome key challenges; 

• Reduce risks, threats and weaknesses to an occasional manageable level; 

• Keep you from being distracted by others demanding your attention and 

time.  

A good strategy will give you the certainty of knowing where 

you’re going and how to get there and the control to stay focused 

on doing just that. 

Because they don’t have a guiding strategy, so many business owners try a myriad 
different ways to get someone interested in what they have to offer. They network, 
tweet, post their status, comment, cold call - anything that will get them heard by 
anyone who may need their product or service. They try all these tactics and more, 
without a supporting strategy, in the hope that something sticks. 

Imagine, instead of hoping that your business will grow and that you’ll reach some 
vague target that you’ve set in your head, (Even though you haven’t mapped out 
exactly how you’re going to reach that target.) you know quarter by quarter, month 
by month, week by week and day by day exactly what you should be doing and 
why and how by doing them you will move closer and closer to your destination – 
purposefully to the next big plateau in your business. 

How much more relaxed would you be? How much more positive and confident? 
How much more creative and productive? How much more successful? 

The answer is a lot more, tons more, a shed-load more.  

You will be more relaxed because you will know that by implementing the tasks 
in the plan, you have moved a step closer to your destination. You will be more 
positive and confident because you won’t doubt what you’re doing is the right 
thing for your business. And you will certainly have more time because you will 
stay focused on the key priorities that will move your business forward.   

You will no longer be distracted by all the other things you think you should be 
doing or by shiny objects or by those demanding your attention. You will no longer 
work long hours and have no idea if half of what you’ve done will make a 
difference to the growth of your business or not. 

So, at the risk of asking a stupid question, do you want to be the opportunist who 
can only hope that all the long hours and effort that you put in is making a positive 
difference?  

Or would you rather be the strategist who knows exactly where 

they are going and what they need to do in order to get there? 

Are you happy with not really knowing where your business is going as long as, 
with luck, you have enough customers to pay the bills and have the holidays and 
things you want?  
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Or do you want your business to be the best it can be and give you 

the lifestyle you’ve always dreamed of.  

Do you accept that to be a successful entrepreneur you have to work long hours 
and at weekends, to struggle to switch off, to have little time to relax and to 
sacrifice your family time? 

Or, do you want to be relaxed, healthy and enjoy plenty of time 

with family and friends and still lead a successful business? 

The second level of strength is having that strategy and knowing 
where you are now, where you want to get to and exactly how 

you’re going to get there. 
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Level 3 – Strength in Motion 

Think of a river. There is a start to it – a source – there is an end - a sea or a lake – 
and it flows between the two. At times the river might be full and raging, at others 
low and calm. It will hit obstacles and flow around them smoothly, push them aside 
like they weren’t even there or change direction because of them. 

The river will be full of plants, animals and minerals – an eco-system that is healthy 
and strong. It has direction and balance and all of its elements are aligned. It is 
always moving and it is constantly evolving. 

The best businesses flow like the healthiest rivers. 

Making your business flow like this is crucial to its success. Instead of thinking 
about your business in the traditional way – in terms of vertical silos called, ‘Sales’, 
‘Marketing’, ‘Product Development’, ‘Logistics’, ‘Administration’ and so on, think of 
it in terms of the horizontal steps you take to sell and support your products, 
services and general business. 

 

Each step is in fact a key stage in the business and each key stage receives input 
from a previous stage and feeds into the next stage. These cause-and-effect stages 
make up your business flow. 

Think of your business like this… You need expertise, capabilities and an 
infrastructure (stage1) with which you can create products and services (stage 2), 
which you then need to be able to deliver to prospects (stage 3), who you need to 
attract (stage 4) and then convert and retain (stage 5) in order to meet your 
financial goals (stage 6), some profits from which you can feed back in to building 
your resource and capabilities (stage 1). 
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Get this flow working and you can step back from your business and focus on 
making sure risk-mitigating plans are in place and that you have a great strategy 
and that it’s being properly executed. So, how do you do that? 

You do that by letting go of the more mechanical aspects of growing a business 
whilst retaining overall responsibility for the direction and results. You need to do 
this in a controlled manner so that your business works on autopilot. 

You systemise it. 

When the parts of a larger entity work well together they form a system that has a 
distinct 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.  

Take the human body, possibly one of the most complex and efficient systems 
there is. It’s a prime system made up of a huge number of sub-systems - 
respiratory, digestive, reproductive, lymphatic and so on. These break down into 
more sub-systems and eventually into a set of individual processes. 

You don’t have to have to think about breathing - about the processes that go on to 
extract and transport oxygen throughout your body. 99.9% of the time the system 
that is us just works.  

And that’s what you want your business to do – you want it to just 

work as far as possible without you being in it to make it work. 

Think about it – if you can make your business flow like an efficient, effective 
system, you can step out from it and focus on setting it on the right path towards 
the right destination and on keeping on course. You can have control over it. 

Ok, maybe 99.9% is an unrealistic goal. So, what would be a realistic goal? Have 
you even thought about it? How well does your business actually work? How much 
better could it work? 

Let’s do a quick and very rough exercise – answer these questions. 

• How much of your time is spent reacting to and handling problems?  
• What percentage of leads turns into sales?  
• How many customers need more support than planned for?  
• How many targets and goals are being met as planned? 

Let’s say... 

• You spend half your time handling problems – 50% effective;  
• That 2 out of 10 leads become sales against a target of 3 out of 10 – 66% 

effective; 
• That a quarter of your customers need far more support than you’d like – 

75% effective; 
• That half your targets and goals are being, or will be, missed – 50% 

effective. 



 

25 | P a g e  
 

How Strong Is Your Business? 

Overall these numbers indicate your business is working effectively around 66% of 
the time. Or if you prefer…it is 66% effective. 

Now of course this is rough and but no less a useful exercise to do...not least 
because it makes you question how well your business actually does work. And it 
does something else... 

It gives you an indication of how much harder it will be to stay on 

course and reach your destination. 

If you are spending half your time fighting fires then you are not spending that 
time leading from the front and steering your ship. If you are not converting as 
many prospects as you need to hit your plan then you need to work harder at 
increasing that conversion rate or at attracting more prospects or at increasing the 
spend of your current customers. If a quarter of your customers need more 
support than planned then that effort is taking you and your people away from 
more proactive, business-generating actions. 

If things are not working as well as you need them to then it stands to reason that 
you will struggle to stay on course and to reach your destination as planned. 

There is no point in creating a well thought through strategy if it 

isn’t then successfully executed. 

If you map out how your business flows and break its cause-and-effect stages into 
systems, sub-systems and processes, you will see inefficiencies that can be 
improved, bottlenecks and problems that can be eliminated, and manual tasks that 
can be automated, delegated or outsourced. 

The image below shows an example of marketing system whose aim it is to attract 
prospects. It is broken down into two sub-systems – online and offline – which are 
further broken down into smaller sub-systems, which are then broken down into 
individual processes. 
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Systems and processes will reduce the number of problems and 

their impact on your business. And they will vastly improve the 

running of your business – they will keep your plates spinning. 

Because processes flow in a step-by-step manner it makes much more sense to 
show them that way. It also helps you compare how something should work with 
how it actually works. 

Instead, describing a process in text with bullet points, draw the process as a 
simple flow diagram, which is much clearer to understand and remember. This is a 
powerful way to get your people following processes and making few, if any 
mistakes. 

A process flow diagram comprises a few simple elements. There’s a START/END 
box, an ACTION box, a DECISION box, arrows and swim lanes. 

Here is a simple process flow for arranging and running a supervision meeting. 
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The other beauty of a process flow like this is that it’s a template for all process 
flows; same boxes, same colours, etc. That way, individual styles stay out of the 
equation and staff get used to seeing and interpreting them. 

Reducing the number mistakes that happen and the number of fires you have to 
put out will of course not happen overnight. But remember, each fire you do put 
out for good is one less you have to worry about. And in the process you gradually 
increase the amount of productive, proactive time you have. 

Look at the risks you identified and try and create a system and processes that will 
reduce the chances of them happening or the impact they can have should they 
happen.  

For example, to mitigate the risk of losing a key person in your business or the 
impact that could have, create a ‘people development system’ that develops your 
best people and prepares them for moving up to the next level. 

Identify the weaknesses in your business. Actually, when you map out your 
business flow and these stages broken down into processes, finding weaknesses 
becomes easier because you’re essentially looking for weak links in the process 
flow - like the weak links in a chain. Look for where a process breaks down and 
strengthen that part of it. 

For example, if your attraction (marketing) system isn’t attracting enough leads 
and getting them to the point of making a sale, work through the process and 
identify at which points in the process you lose prospects. 

Over time the number and scale of the problems that demand 

your time will reduce to a level that you can easily manage. 

Having reduced these problems you’ll have far more time to focus on being 
proactive. And here too you can find ways to improve efficiency and increase 
effectiveness. 
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Think of your business as a set of systems and processes and start 

to put key ones in as soon as possible. 

Think of huge global businesses like MacDonald’s. Each outlet delivers the same 
kind of food every day with almost no variation. Burgers, fries, wraps look and 
taste the same and the portions are the same. The entire operation is a set of 
systems, which are broken down further into sub-systems and eventually 
processes, which detail how a particular task should be done. Everyone knows the 
processes applicable to their job and mistakes are rare. And if mistakes do happen 
there will be a process for handling or one will be created. 

Successful companies are built on systems and processes that 

keep their businesses flowing. 

With these systems and processes in place you can focus on hitting milestones and 
staying on course and to do that, you need one other system. You need a system 
that shows you exactly where you are on that course at any point in time. 

Remember, you have a good strategy showing you the way to your destination, but 

Creating that strategy is one thing and executing it successfully is 

quite another. 

 “9/10 strategies fail to achieve all their original goals.” (Renaissance survey 
conducted in 1996).  

Of those strategies that fail, “In the majority of cases, we estimate 70%, the real 
problem isn’t bad strategy, but bad execution.” (Forbes magazine 1999, based on a 
survey of CEO failures.) 

What’s the point in creating a well thought through strategy if it 

isn’t then successfully executed? 

You might set off well and in the right direction, but you cannot assume that you 
will stay on course. In fact, it’s best that you assume that your business is always 
gradually veering off the course you have set. 

During its flight, a commercial airline is almost always off course. Every few 
seconds, the course is checked by the autopilot and slight corrections made to it. 

You want a strategy that can flex and adapt. If a fallen tree blocks your path you 
find an alternative route and go around it. If your plan has veered off course you 
adapt it and get back on course. It’s not set in stone. 

But you need to know that it has veered off course. You need to 

know exactly where you are and where you’re supposed to be. 

You need to know exactly where your business is to the right level of detail and 
often enough so that you can make strategic decisions about the progress you’re 
making. 
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That requires systems, processes and tools that bring the data 

together and present the information you need when you need it. 

You can’t accurately know where your business is if you don’t have accurate 
information. You need results you can measure and compare. That means… 

Goals, objectives and tactics need to be measurable. 

For example, to hit a particular financial goal for a product or service, you need to 
convert a certain number of prospects, who have a required average spend, 
which means you need to generate a specific number of leads (based on a 
historical conversion rate). And you’ll attract these prospects and generate those 
leads by these (measurable) methods, which means you’ll do these particular tasks 
(which are also measureable). 

Because everything is measurable, you only need to concern yourself with top-
level metrics, which you compare against your strategy plan. And you only need to 
concern yourself with lower metrics if the top one has been missed. 

Remember, you have created a strategy plan that has connected all the dots. 
Because of that you can trace a missed goal to a particular missed objective and a 
specific missed action. 

Everything is connected and forms a cause-and-effect flow. 

This means that, with everything connected you should be able to trace the reason 
for a missed goal to a specific, badly implemented tactic. 

You need monitoring and reviewing systems and processes and reporting tools for 
gathering and presenting this important information.  

Do you have the systems in place to set measurable goals, objectives and tactics 
and to monitor them? And do you review progress on a regular enough basis in 
order to quickly see if your business is veering off course so that you can adapt 
your strategy if necessary and get back on course? 

Put these in place and give yourself that visbility. 

Right now, you spin most, if not all, of the plates that make up your business. 
Imagine, being able to step away and those plates continue spinning and hence 
your business continue working.  

Systemise your business in the way I’ve described here and that’s 

exactly what you’ll be able to do. 

Another, vital benefit to you being able to step away and your business work 
without you is that it will be worth far more. If your business depends on you, if 
your business cannot function without you then if and when you decide to exit and 
sell it you will either get very little for it or you will have to sign-up to a lengthy 
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contract that keeps you in the business until it has been systemised and can be 
taken over by someone else. 

Without effective systems and processes (including tools) in place your business 
will not flow smoothly and you will not be able to step away from it to set and steer 
the right course and be that leader your business needs. Without you being that 
leader the right destination and course won’t be set and any strategy will be weak 
and badly executed. 

A business is never too small, and it’s never too early, to start systemising. How 
you do this isn’t within the scope of this e-book. (My book, Your Business 
Foundation, talks about this in detail.) The point is that systemising your business, 
this 3rd level of strength, is vital if you are to be able to step away and be the leader 
your business needs you to be. 

It takes time to systemise your business but as soon as you start you will see a 
difference and soon notice that you don’t have quite as many problems as you used 
to. 

 

The third level of strength is in having the right systems in place 
so that you can stay in control and stay on course 
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Level 4 – Strength in Control 

You can strengthen your business if you identify and mitigate for those threats and 
risks to it, and weakness in it that could knock it off course and damage it.  

You can further strengthen your business by giving it a firm destination to aim for 
and a route to take. 

And you strengthen it further still if you systemise your business so that it works 
without needing you in it all of the time. 

For these 3 levels of strengthening to work and to ensure your business does get to 
where you want it to be, a 4th level is needed. 

Nothing in your business will happen without you making it 

happen.  

It’s you who will need to: 

• Identify those forces that can hurt your business or who will lead a team of 
people to do that; 

• Set your strategic destination and priorities and create the strategy that will 
get you there and keep it from harm; 

• Map your business flow and systemise it; 
• Keep your business on course. 

Yes, it is you. The same you whose days are already filled with solving problems, 
promoting, selling and supporting your products, providing services and managing 
the running of the business or with managing other people to do these things or a 
combination. Either way, your days are full. 

So, as your working days are already long and full, how are you going to strengthen 
your business in the way I’ve shown? 

First, you start with the determination that you will make this happen. Decide now 
that you are going to establish these levels of strength because doing this is as 
important to your long-term success as is acquiring customers.  

Successful businesses and organisations of all sizes do this – 

struggling ones don’t. 

Any long-term goals, like losing weight, stopping smoking, learning a language or a 
musical instrument or growing a successful business requires focus, determination 
and willpower and it starts and ends with your mindset. 

Second, you need to find the time without finding extra hours. 

We can all be more productive. I’ve achieved a high level of productivity but it has 
taken time, effort, discipline and focus. I can almost guarantee that you can quickly 
improve your own productivity and focus and that you can find enough time to 
start strengthening your business without increasing the hours you work. 



 

32 | P a g e  
 

How Strong Is Your Business? 

Take control of your own time - don’t give your time over to others by opening 
yourself up to being interrupted.  

Don’t... 

• Open your email software the moment you start work unless you need a 
specific email...in which case close it straight after;  

• Automatically answer the telephone. If it’s important, they’ll leave a 
message that you can listen to during a break; 

• Simply have an open door policy – have one during set times; 
• Start the day without knowing exactly what you want to achieve; 
• Agree to or set a meeting without a firm agenda and schedule and required 

outcome; 
• Check your social media accounts without a specific work-related reason; 
• Don’t work through breaks or skip lunch. 

Do... 

• Your most important work when you’re at your best. For most, including 
me, that’s at the start of the day; 

• Have your quarter, month, week and days mapped out with ever increasing 
detail; 

• Fill your calendar with all the regular tasks that have to be done each 
month; 

• Record all you do and how long it takes. Get your people to do the same. You 
will find areas that can be improved; 

• Make sure all that you and your people do links to your strategy; 
• Look at what you can delegate or outsource; 
• Set the timer on your phone to 50 minutes or an hour and focus on your 

task at hand until the alarm goes off. Take a break and then reset the timer. 

Check how you spend your days and improve your productivity. With the extra 
time that you find, start to follow the guidance in this eBook and start to 
strengthen your business. 

And start to give yourself space. 

When you are busy carrying out a task that requires some thought and attention, 
your mind is focused on that task and nothing else. Just think of anything that 
requires your concentration like reading a train timetable, playing squash, 
preparing a new meal, walking a tight rope or driving a formula1 car. Ok, you don’t 
do all of those things everyday (I rarely read a train timetable.) but hopefully you 
see my point.  

If you are focused on a task that needs your attention then your mind isn’t going to 
be open to new thoughts and ideas because it won’t be allowed to drift. 

It’s the same if you’re too busy running around in your business, reacting to the 
demands of others and having no time for yourself. Under these conditions there is 
no way your brain can be creative beyond solving the immediate problem. 
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When you’re doing something that doesn’t require your full concentration and 
focus, like walking your dog, driving or gardening, your mind drifts off to other 
places and your creative side wakes up. So, you need to have that space, that time 
away from your business. 

You also have time to help bring the best out in your people as you can give more 
of your attention to their needs. This goes beyond their practical needs such as 
training, but also their psychological needs, such as the need to feel that what they 
are doing is valued and that they contribute to the success of the business. You’ll 
have more time to:  

• Communicate, inspire and motivate; 
• Involve and empower; 
• Listen and help; 
• Bring out the leaders in them and find future managers; 
• Value them and be valued in return. 

Your business will benefit in so many ways if you are able to step out of it and be 
that leader it needs. You will finally be able to: 

• Set the right destination and the right priorities so that effort isn’t wasted 
but instead all goes to building the business; 

• Stay on course so that time, effort and cost isn’t wasted fighting to recover 
and get back on it; 

• See obstacles that might lie in wait so that you can avoid or eliminate them; 
• Bring out the best in your people so that they give you the best in return; 
• Create and innovate so that you stand out and make your competitors 

irrelevant; 
• Align your people and effort so all are driving forward in the same 

direction; 
• Relax, be healthy, energised and love what you do because you are in 

control and it no longer feels like a job. 

A great leader does this and more. A great leader also knows what he’s not good at 
and doesn’t seek to hide that but will happily acknowledge it and find someone 
who can fill that gap. A great leader is the biggest asset to a business but can be its 
greatest risk. 

With you becoming far less reactive to the day-to-day challenges of running a 
business, you will find yourself transform from someone who has been working as 
if they still had a job (only longer hours and probably for less money) into a real 
business leader who can see the big picture and the way forward. 

Your crucial leadership skills and attributes will start working for you. 

• Your positive attitude will keep you energised and passionate and will 
inspire others and it will come across in the way you communicate; 

• Your confidence will help you see the way forward and make the right 
decisions; 

• Your self-awareness will guide the way you act around and impact others; 
• Your self-reliance will keep you driving forward, keep you focused and 

resolute and will help you make the tough decisions; 

http://yourbusinessfoundation.co.uk/blog/if-you-value-your-business-no-7-take-time-out/
http://yourbusinessfoundation.co.uk/blog/if-you-value-your-business-no-7-take-time-out/
http://bit.ly/biggestrisk
http://bit.ly/biggestrisk
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• Your empathy will help you bring out the best in others, negotiate better 
and communicate in the best way for your audience; 

• Your optimism will pick you up when you get knocked down and keep you 
going. 

You will be more creative, productive, decisive, disciplined, focused, inspiring, 
effective, determined, engaging and more of all the things that great leaders are. 

 

Imagine, getting up in the morning, knowing what it is you will do that day, feeling 
in control, relaxed, confident and energised. Imagine a day where your efforts 
actually contribute to the growth of your business and where problems are few 
and usually easily resolved. Imagine finishing when you want to and spending a 
decent amount of quality time with family or friends. Imagine going to bed, relaxed 
and enjoying a good night’s sleep. 

Now you have the opportunity to make your business work even better. You have 
the opportunity to not only bring out the best in you but to also bring out the best 
in your people. 

Even if you are your business and you have no people, systemise through 
outsourcing and automate as much of your business as you can, so you can step 
back – this is absolutely vital.  

No matter the size of your business, it will only succeed in this noisy world we live 
in if it can stand out from the crowd and deliver what its customers want. You need 
to differentiate to attract your target customers and you need to meet their needs 
better than your competitors.  

And you can only do this if you have the space to set your mind to 

it. 
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Are you a good leader? Do you have the necessary skills and attributes to build a 
strong, effective business? 

The fourth level of strength is being the leader your business 
needs to make it work. 

Protecting your business from harm and knowing where you want to be and how 
to get there will replace hope with certainty. 

Having your business work without you in it reacting daily and you being able to 
focus on keeping on course to your destination will replace luck with control. 

These 4 levels of Strength will give you this vital certainty and control. 

If your business… 

• Is prepared for that which can hurt it; 
• Has a clear destination and route to take; 
• Can keep moving efficiently and effectively without you; 
• Stays on course with you steering it… 

Then you have a strong business. 

  



 

36 | P a g e  
 

How Strong Is Your Business? 

Establish These Four Levels of Strength 

Your business needs to be as strong as possible if it is to achieve long-term success, 
to be extraordinary instead of ordinary and to give you the return you deserve and 
that you always dreamed of. 

To be that strong you need all four levels of strength.  

These levels support one another and without them all, the whole is severely 
weakened.  

• Without Level 1 your business will not see the events that could hurt it 
until it is too late.  

• Without Level 2 you will waste time, effort and resources hoping what you 
are doing is making a difference but having no real certainty. Level 2 needs 
Level 1 to ensure any strategy isn’t too easily knocked off course. 

• Without level 3 every day you will be busy in your business, being reactive, 
putting out fires and achieving little. Level 3 needs levels 1 and 2 if it to 
have any chance of setting up the systems and processes that make any kind 
of difference. 

• Without Level 4 nothing will change because the business will not have a 
leader who will be effective and who can make any real difference. Level 4 
needs the other 3 Levels so that you can step away and be that leader. The 
other 3 Levels won’t be established without Level 4 and your leadership. 

Successful businesses are built on this strong foundation 

comprising all 4 levels - struggling businesses are not. 

There are 3 fundamental building blocks that establish these 4 levels of strength 
and this strong foundation. These building blocks are Strategy, Systems and 
Leadership. 

The first 2 Levels of strength are covered by the Strategy building block and the 
remaining two directly correspond to the Systems and Leadership building blocks. 

Build this foundation - build these 4 Levels of Strength - make it as strong as you 
can and instead of struggling like most, your business will thrive and grow and 
achieve all you want from it. 
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How Strong Is Your Business? 

Right now, how strong is your business? Having read this ebook this far are you 
thinking that it might not be a strong as you first thought? Are you ready to see? 

Here are 25 statements for you to score yourself and your business against. The 
idea of scoring, say out of 10, how closely you and your business relates to the 
statement, is to inject a degree of accuracy over simply, saying, ‘yes’, ‘no’ or ‘don’t 
know’. 

In this case the higher the score, means the stronger the ‘yes’ answer, the lower the 
score the stronger the ‘no’ answer and a middle score means ‘don’t know’. 

Give this a go and please do be as honest as you can. If you aren’t then you’re only 
fooling yourself. 

1. Your purpose is clear, well defined and acts as a guiding light for you and 
your stakeholders. 
Defining the purpose of your business is a powerful way to stay focused and on 
course. By defining why your business exists you create a core reason for all 
that you do and a guiding light or principle that will help keep you heading in 
the right direction. 

Score:     /10 

2. You know where you ultimately want to get your business. 
You have a big compelling Vision, which paints a clear picture of what you 
dream your business will ultimately look like and do. Along with your Purpose, 
your Vision statement will guide and inspire you and your people. 

Score:     /10 

3. You have a clear destination to aim for, which will bring your business 
closer to your overall Vision. 
A strategic destination is a major milestone on the way to reaching your Vision. 
It is like a more detailed specific mission that your strategy is going to aim for. 

Score:     /10 

4. You have identified the key strategic priorities that you need to focus on 
to reach your destination. 
You have 3 to 5 clear strategic priorities that will keep you focused on what you 
need to do to get to your destination. 

Score:     /10 

5. The risks and threats to your business have been identified and 
mitigating plans are in place should they be needed. 
There are numerous examples of companies and institutions being caught out 
because they did not carry out a thorough risk analysis. Make sure you know 
your key risks and mitigate for them. 

Score:     /10 

 



 

38 | P a g e  
 

How Strong Is Your Business? 

6. You know the external factors that could impact your business and are 
prepared for them. 
You have checked which these Political, Economic, Social, Technological, 
Legislative and Environmental factors that could impact your business. 

Score:     /10 

7. You have identified and addressed the weaknesses in your business. 
Internal weaknesses, such as relying too much on too few customers can 
severely impact a business and must be addressed. 

Score:     /10 

8. You have mapped out how your business should flow. 
Only by mapping how your business flows from one stage to the next can you 
systemise your organisation and align it so that it runs efficiently and 
effectively. 

Score:     /10 

9. You have identified the key systems, sub-systems and processes for each 
cause-and-effect stage in this flow. 
You have systemised your business so that every aspect, from creating and 
delivering your products and services to attracting and converting prospects 
works without your manual intervention. 

Score:     /10 

10. You have identified and eliminated bottlenecks and weak links in this 
flow. 
Mapping out your business flow and establishing the necessary systems and 
processes will highlight where areas don’t work well – where there are 
bottlenecks and weaknesses. Eliminating these will result in a more efficient 
and effective business and far fewer costly mistakes. 

Score:     /10 

11. Your business flows well without you needing to be in it all the time. 
Achieving this enormous milestone is the only way you can truly step back 
from your business and be able to focus on making it extraordinary and on 
keeping on course. 

Score:     /10 

12. You have created a top-level one-page strategy map that aligns your 
strategic destination and priorities to your business flow and shows key 
areas to focus on. 
A strategy map shows the key areas of your business from a high-level, the flow 
of the business through key stages and the strategic priorities you will focus on 
to reach your destination. 

Score:     /10 

13. Your strategy is ambitious and differentiates you from your competitors. 
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Your strategy needs to take your business to the next level. If it doesn’t then 
you will find it hard to stay ahead of your competitors, inspire others and stand 
out as a business people want to engage with. 

Score:     /10 

14. You have broken down your strategy map into a strategy plan that 
connects the dots from your purpose to your tactics. 
This strategy plan details specific milestones that you need to reach and how 
you intend to reach them that will take you along the paths (priorities) shown 
in your strategy map. 

Score:     /10 

15. You have broken your strategy plan into a number of 'SMART' goals, 
objectives and tactics. 

Your goals define what you're going to do and your objectives and tactics define 
how you are going to achieve them. All must be Specific, Measurable, 
Achievable, Realistic (and Relevant) and Time driven. 

Score:     /10 

16. You have the resources, capabilities and tools to make your strategy 
work. 
There is no point is setting strategies and goals that you don’t have the 
resources and capabilities to make happen. Assessing risks and weaknesses, 
mapping out your business flow and systemising will help highlight whether 
you need to either increase or improve the resources and capabilities at your 
disposal or whether you need to change your strategy to align with the 
resources and capabilities that you do have. 

Score:     /10 

17. You are able to stay on course 
You need to have the necessary systems, processes and tools that give you the 
information you need to know if you have veered off course and know how to 
get back on it. This mean you need to be able to step out from within your 
business so that you can stand on the bridge, at the helm and steer the course. 

Score:     /10 

18. You know exactly where you are on your strategy now and at any time 
during the year. 
You should know exactly where you are in the year against parameters and 
metrics that you have set. These parameters should cover all aspects of your 
business and not just the financials. 

Score:     /10 

19. You can step away from your business and focus on being creative, 
innovative and on differentiating your business. 
Your business needs you leading it, innovating, and inspiring, setting 
destinations, driving towards them and staying on course. If you are too busy 
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solving problems and reacting to demands of others then you cannot be 
inspiring and creative and you don’t so much have a business, but a job. 
Your creativity goes beyond new products and services. You also think about 
your business models, how to increase productivity and reduce cost. Give 
yourself the time needed to step away from your business so you can get those 
creative juices flowing and keep innovating. If you lose your creativity you will 
lose any advantage you have as you lose what it is that makes your business 
stand out from the crowd. 

Score:     /10 

20. You have the positive attitude that keeps you going and you inspire 
others to give you their best. 

The better your attitude is, the more confident, optimistic, and empathetic you 
become. A positive attitude can give you energy and drive and it can lift others. 
A negative attitude can just as easily do the opposite; it can bring you and 
others down and affect yours and their performance. 

Score:     /10 

21. You are confident in your abilities and confident enough to know your 
weaknesses. 
The more competent you are the more self-confident you become. You also 
become comfortable in highlighting what you are not good at. Confidence, 
without arrogance can inspire and lift others. 

Score:     /10 

22. You have strong communication skills, whether presenting your Vision 
and inspiring or listening and debating with others. 
Your communication skills are vital if you are to get your message across, help 
others see your Vision, inspire, build relationships, resolve problems and to be 
able to express your feelings and receive any support you need. 

Score:     /10 

23. You don’t get overwhelmed or distracted and you can stay focused on 
what it is you need to do. 
When you have the right strategy in place and when your business works well 
without you in it you will have that certainty of knowing that you’re doing the 
right things and the control to stay focused on them and not be distracted by 
‘shiny objects’ or self-doubt. 

Score:     /10 

24. You focus on what you are good at and will bring in help if you need to. 
Too many leaders waste time and effort trying to figure out how to do 
something that they have little knowledge or experience of. They impact the 
growth of their business by doing this instead of bringing in help so that they 
can focus on generating business and driving forward. 

Score:     /10 
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25. You maintain a balanced lifestyle and have enough time to relax and 
enjoy your family and friends. 
Being able to do this is vital. Business owners will kid themselves that they 
have this when they work 12 or more-hour days and struggle to switch off. Or 
they accept that they don’t because the stage the business is at demands this 
time and attention. Without a balanced lifestyle, owners will struggle and their 
business will suffer.  

Score:     /10 

Overall Score:    /250 

How did you do? 25 statements aren’t in themselves enough to accurately assess 
just how strong your business is but enough to give you an idea of the kinds of 
statements you should be measuring the strength of your business against.  

It is well worth carrying out a full assessment against more statements than I’ve 
listed here. If you struggled to score highly then, in a way, that’s good, because you 
now see how strong your business is compared to how strong it needs to be and 
you can now do something about it. 

Having done the exercise and scored your business against these statements, do 
you see the power of carrying out an assessment like this?  

Instead of thinking your business is probably pretty strong against some vague 
notion of what that means – or worse, trying to convince an investor or customer it 
is – how much more powerful would it be if you could show that you had carried 
out a thorough analysis and can show the results of that analysis? 

How powerful would it be if this analysis showed that you have established these 4 
levels of strength, that make your business strong today and that it will continue to 
be strong every day that it exists? 

Well, now you can carry out and show this level of analysis. 
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The Business Foundation Health Check Tool 

Scoring against 25 statements will give you an idea as to how strong your business 
is. But it won’t give you the whole picture to the necessary depth and granularity. 
It’s the equivalent of dipping your toe into a cold lake versus diving off the jetty. 

A thorough assessment that will accurately highlight weak and vulnerable areas in 
your business requires more than 25 statements. How about over 100 
statements?  

To dive into that lake and carry out this thorough assessment - to be able to 
answer that most important question, “How strong is your business?” - I’ve created 
the Business Foundation Health Check Tool.  

 

This tool has helped many business owners identify and address weak and 
vulnerable areas in their business. It has helped them to focus on the things they 
need to do to strengthen their business and for some it has made the difference 
between success and failure. 

Click here to find out more.  

This tool will give you the most accurate assessment of exactly how strong your 
business is. Based on 123 statements for you to score your business against, the 
tool will reveal just how strong each level of strength is in your business and the 
weak and vulnerable areas that you need to address. 

Use this tool to: 

• Assess how strong each of the 4 levels are in your business; 
• Accurately identify your business strengths, weaknesses and 

vulnerabilities; 
• See where to focus your efforts to strengthen your business more quickly 

and effectively; 
• Learn about the 3 fundamental building blocks that establish the 4 Levels of 

Strength and a solid foundation for your business; 
• Track how stronger your business is becoming over a 2-year period. 

Heat maps and charts will clearly and accurately reveal the strong, weak and 
vulnerable areas of your business and where you need to focus your efforts.  

https://buildyourbusinessfoundation.com/p/your-business-health-check
https://buildyourbusinessfoundation.com/p/your-business-health-check
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It’s the most detailed, accurate and useful assessment you can give your 
business. 

Don’t waste months figuring this out for yourself and worry that you’ve covered all 
bases. Don’t spend thousands on bringing in a consultant to assess your business 
strength. 

In one hour you could have this accurate assessment of how strong each level of 
your business is and where you need to focus your efforts on making it as strong as 
possible. 

I use this very same tool with my new clients – it is the fastest and most accurate 
method for identifying what you need to do to make your business as strong as 
possible in the most efficient and effective way possible. 

It’s never too late to do this, it’s never the wrong time of the year. Start 
strengthening your business now – every step you take to strengthen your 
business will benefit you as its owner and increase its chance of achieving 
extraordinary success. 

Click here to find out more.  
 
 
 
 
One request from me...if this eBook has helped you, it could help others. Please 
help them too and share this report on your social media pages by clicking the 
links below. Thank you. 

 

 

https://buildyourbusinessfoundation.com/p/your-business-health-check
https://buildyourbusinessfoundation.com/p/your-business-health-check
http://www.facebook.com/sharer/sharer.php?u=http://bit.ly/BusinessStrength
http://www.twitter.com/home/?status=I+just+read+this+excellent+report+on+how+to+strengthen+your+business+from+@chrisbriggsybf+http://bit.ly/BusinessStrength
http://www.linkedin.com/shareArticle?mini=true&url=http://bit.ly/BusinessStrength
https://plus.google.com/share?url=http://bit.ly/BusinessStrength
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