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 Dun & Bradstreet estimates the start-up business failure rate is greater than 80% after five years, with 9 out of 10 of these failures occurring because of poor management.   Recognize the signs of business trouble …





 1.   Closed mind to opportunity


 2.  No business plan / vision


 3.  Shrinking gross profit margins


 4.  Failure to focus on customers


 5.  Poor cash planning


 6.  Ignoring operating reports


 7.  Poor supplier relations


 8.  Price as the sole marketing tactic


 9.  Inventory growing faster than sales


10. Lack of communication w/employees














Managing Your Business





Too many companies grow themselves right into bankruptcy.  Unmanaged growth can kill.  It causes companies to lose control over inventory, receivables and cash.  Customer service suffers because you don’t have the time anymore.  You pay more attention on how much stuff you sell instead of how much you earn.  





Did you know?


♦ Poor management closes more companies than any other reason.  Good business planning and control practices really are that important.  Do you want to bet your business they’re not?





♦ The average company loses up to 70% of their customers over a five year period.  Most of these customers are actually run off because of the indifference shown to them.  It costs five times more to get new customers than it does to retain them.





♦ The average number of days new products stay on retail shelves before prices are discounted is less than 10.  A 70% discount requires an original markup of 233% just to recover the cost of the product.





♦ If business isn’t going like you want it to, don’t blame the competition, your computer, fickle customers or those unresponsive suppliers … look into the mirror.  You’re in charge!
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Business Plans:  Manage your company’s 


profitability – if you don’t, who will?





Break-even Point: Know how much business 


you’ll need to pay all company costs next year – 


or do you prefer to be surprised?





Ratio Analysis: Do the terms Working Capital, ROI 


and Debt Coverage Ratio mean anything to you?  


They mean a lot to lenders and investors.





Customer Loyalty:  100% customer satisfaction is 


only the beginning.  Your customers expect to be 


treated well. 





Survey Analysis: With all the information available through public and private sources, you would think market surveys wouldn’t be necessary.  Think again.  











● If customers can’t come to your business and expect special attention, why should they come at all?  


● If you don’t plan for profitability, it probably won’t happen.


●If you’ve been told that it’s normal for new businesses to lose money, you were told wrong.











Many times small businesses grow to a certain level and then slow down or even decline.  What worked before doesn’t anymore or at least not as well.  Owners spend more time on the job just to stay even.  Customers are harder to satisfy and they no longer demonstrate loyalty to your company.  Too much of the business is done at discount prices and company profits suffer.  In addition, most of your customers don’t even live in your community.





If this sounds all too familiar, don’t complain, get help.  After all, you are the boss.
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Contact Information:





 


Jim Watters


(405)306-8635





� HYPERLINK "mailto:wattersjg@gmail.com" �wattersjg@gmail.com�








A Guide to Better Business
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