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What you'll learn today

The difference between Foundational 
Business Practices and Key Growth 
Strategies (and why it matters)
 
The six most dangerous gaps in your 
business practices that may be 
holding you back or putting YOUR 
business at risk
 
Four rules to help prioritise your 
business improvement plan so you 
don’t waste time, money or 
resources.
 

You want your business to be more 
profitable, sustainable and 
saleable.
 
You are willing to invest 3 - 5 hours 
on reviewing the current state of 
your business practices and 
developing a plan to improve
 
You are prepare to take ongoing 
monthly action to implement your 
plan

This is for you if: 



The difference between 
Foundational Business Practices 

and Key Growth Strategies
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Key Growth Strategies are the strategies, tactics and activities you 
undertake to grow your business... the things you typically include in your 
strategic plan.

Launching new products or services
Creating new partnerships
Entering new markets
Testing new marketing strategies
Implementing new technology
and so on

Foundational Business Practices are all the things you need to have in 
place across all aspects of your business to ensure the success of your 
Key Growth Strategies.
 
And YES they are often boring.
 
For example, if a key growth strategy you are planning for the year is 
launching a new product or service then the foundational business 
practices you need to have in place to ensure that launch is a success 
include:

In the planning Key Result Area (KRA) – making sure you have a 
launch plan in place that fits in with all of your other activities
In branding and marketing  - ensuring that you  are clear on your ideal 
client and that the product is consistent with your overall brand 
promise
In financial management – ensuring that you understand all of the 
numbers around the new product
In systems and technology – ensuring that you have all of your 
operating systems in place to support ongoing production
In Human Resources (HR) – making sure that your staff are trained 
and that they have all of the job documentation and info they need 
for ongoing production
And finally in risk  - that you have protected your Intellectual Property 
(IP). 

Having strong foundational systems in place across all of your organisation 
ensures that none of those vital things gets forgotten.



The BIPlan System Story
and

What the numbers told us

(c) The Better Business for Good Company 2020

The BIPlan System Story

What the numbers told us

Developed by business 
specialists
39 checklists
272 items 

Participants:
101 business owners
In business  from >1 to >20 years
Range of industry sectors: 
manufacturing, service, retail, B2B and 
B2C
Turnover:  $250K to $70 million

Interesting Statistics
Everyone with scores of less than 30% 
were losing money
All businesses with scores of >50%  were 
at least breaking even
All businesses with scores of >80% were 
making money
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Your Checklist for Success

Lack of Planning1. 

“I have worked with some successful 
firms who have not planned well or just planned in some 
areas, BUT..... the common theme across 100% of those 
businesses who I have seen fail - was the absence of 
quality planning.”
 
 

Stewart Clark
SCS Performance

1. A clear vision for your business
2. A documented 3 – 5 year strategic plan
3. A written one Year action plan
4. A regular (at least monthly) review process
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Your Checklist for Success

Taking a tactical approach to marketing2.

“The single biggest mistake most businesses make with 
their marketing is thinking that marketing is the 
implementation of a series of tactics and activities”
 
 

Tanya Lund and Kate 
Coleridge, 
Hadleigh and Co
 

An overall marketing strategy and implementation plan
A mix of marketing activities which:

Align with plan and objectives
Fit your ideal client
Fit your brand identity
Are realistic and achievable

Monthly: test, measure, review and revise
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Your Checklist for Success

Not knowing or understanding your numbers3.

“Running a business without understanding your finances 
is like driving a car blindfolded. There’s nothing to show 
your speed, fuel reserves, or warning lights, whether you 
are going in the right direction or what you are going to 
hit.”
 
 

Robin Snelling 
Virtual CFO Group

KNOW AND UNDERSTAND YOUR NUMBERS:
1. Breakeven sales numbers
2. Monthly cash-flow forecast
3. Overhead costs and profit margins 
4. Outstanding debts and debtors
5. Available finance
6. Marketing numbers
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Your Checklist for Success

Lack of Systems4.

“Every business has the capacity to become a tool of 
freedom and empowerment for the owner if they 
prioritise the development of management systems.”
 
 

Kerry Anne Nelson
Operation Verve

1. Comprehensive operations manuals/task 
lists/instruction documentation.  

2. Automated workflow and/or project management 
software

3. A centralised electronic resource library 
4. A regular review process
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Your Checklist for Success

Focussing on the SALE instead of the CUSTOMER5.

“Companies are obsessed with getting new clients, 
whilst existing customers leave. 
Research by F Reichheld of Bain & Co (inventor of the net 
promoter score) shows that increasing customer 
retention by 5% increases profits by 25-95%.”
 
 

Frances Pratt 
Metisan

1. An effective communication system
2. Effective sales processes
3. An effective customer feedback system
4. A customer centric customer service and support  

model
5. Strong reputation management processes
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Your Checklist for Success

Not understanding the risks that may impact your business6.

“The key to risk management is to never put yourself in a 
position where you cannot live to fight another day.  
Most businesses are “too busy” to manage risk properly 
and then risk manage by crisis. 
Structured risk management is the key to success.”
 

Harvey Bowlt 
Bowlt Commercial 
Lawyers

1. An up to date Disaster recovery plan
2. Appropriate insurance cover 
3. Right legal and financial structures
4. Adequate IP protection
5. Adequate cyber-security protection
6. Regular reviews
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Analyse the benefits, costs, risks & feasibility

Track the implications

Before you implement any Key Growth Strategy or 
Foundational Business Practice you need to conduct 
a cost benefit analysis. 
Ask yourself:

What are the costs of doing this now?
What are the benefits of doing this now?
What are the risks of doing this now?
What are the risks and opportunity costs of not 
doing this now? 
Do we have the resources (time, money, 
personnel) to do this now? And if not, can we 
get them? 

One of the biggest mistakes many business owners 
make when implementing a new strategy is failing to 
track the implications across other areas of their 
business.
Spending money on marketing without a strong sales 
process in place
Ramping up sales when your pricing, customer service or 
production capacity may put you at risk
 Implementing new technology without ensuring it fits 
with your existing systems. 
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Review the timing in relation to your Strategic Plan

Review the timing in relation to the external 
environment

While all Foundational Business Practices are important, 
some are less important than others, and their priority 
and timing depends on the maturity of your business and 
the proposed activities in your strategic plan.   
For example if you are planning on expanding into 
overseas markets you may need to consider: 

your pricing model
manufacturing and shipping implications
any legal implications 
marketing in different languages 

 

The recent national disasters impacting so many 
businesses in Australia and around the world

bushfires
floods
The Corona Virus pandemic

should make us all alert to the importance of being 
prepared to manage external risks 
However, we also need to be aware of and prepared for 
external opportunities. 
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RECAP and NEXT STEPS

The difference between Foundational 
Business Practices and Key Growth 
Strategies (and why it matters)
 
The six most dangerous gaps in your 
business practices that may be 
holding you back or putting YOUR 
business at risk
 
Four rules to help prioritise your 
business improvement plan so you 
don’t waste time, money or 
resources.
 

RECAP NEXT STEPS
Visit BB4G.co to get 14 days free access 
to the BIPlan System: 

1. Review your business practices and 
identify the gaps that may be holding you 
back or putting your business at risk.

2. Make an appointment to discuss your 
Foundational Business Practices with 
one of our business coaches or 
specialists

3. Create your own customised business 
improvement plan based on your 
business goals and objectives and your 
current business situation.

4. Ongoing access to the BIPlan System for 
your business is only $97 per year. 

 

https://venngage.com/
https://venngage.com/


What users say about the BIPlan System 

(C) The Better Business for Good Company  2020
BB4G.co

The Better Business for Good Company is a social enterprise.
 

We donate 100% of our profits to organisations which help people trapped in 
extreme poverty or living with systemic inequality to start their own small 

businesses or gain fair and equitable employment, so they can create a better 
future for themselves, their families and their communities.

About the Better Business for Good Company

"So often you don’t know what you don’t know in your business. Working 
my way through the BIPlan System made me excited about the next few 
years in my business because I can see that I finally have a tool to guide 
my strategic development across every area. Now I have a guide that 
shows me exactly what I didn’t know before, which has turned those 
black spots into a specific list of action steps I need to take to create 
growth that lasts."
 
Kerry Anne Nelson
Operation Verve

https://bb4g.co/

