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The Five Critical
Fundamentals which
will Keep Your
Business Growing

ELOISE PASIANOTTO, CPA, CMA, MBA

BEFORE WE GET STARTED...

“How’s Business?”

Are You:
•

Achieving the financial objectives you expect from
your business?

•

Satisfied with the results you are getting for the time
and money you are investing in your business?

•

Able to clearly define and execute your next strategy to
keep your business growing?

•

Attracting and retaining the right customers who
increase your profits and referrals?

•

Able to attract and depend on your employees who
know what to do and do it right?

•

Staying ahead of the competition?

If you answered “No” to any of the above questions, please keep reading.
If you read this report with an open mind, and seriously consider implementing
the ideas contained within it, you will be able to make a difference and be on
your way to reaching new levels of success in your business.
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Knowing your
gaps is the
first step to
improving
your business.
Building a successful business requires five fundamental
building blocks. Together, these fundamentals will reinforce a
strong foundation which will generate sustainable results now
and into the future.
Keeping your eye on these five critical fundamentals which I will
explain in the following pages will keep your business growing.
Thank you for taking a few minutes to read this report. This is
time for you to work on your business. Please take this time to
evaluate your business and identify your strongest and weakest
areas because knowing your gaps is the first step to improving
your business. This process will help you prioritize what needs to
be addressed to ensure you have the critical fundamentals in
place to keep your business growing and moving forward.
If, after reading this report and evaluating your business, you
find you need some help, support, or advice in fixing your gaps,
then please contact me. You’ll find my contact information
at the end of this report, along with a link to special mini
assessment. We can set up a complementary 30-minute virtual
meeting and discuss what actions you can take to increase
your business success.
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CRITICAL FUNDAMENTAL 1

Clarity

Clarity is key to business success. In business, it is
the one thing you can never have enough of.
Ask yourself the following:
1

What is your vision for your business? Where is
it going now? Where do you want to take your
business to?

2

What are your goals for this year? Next year?
Next five years?

3

What are the right products and/or services
which can generate profits now and into the
future?

4

Who are the right customers and do you have
a unique selling proposition which clearly
supports why they should buy from you?

5

Do you have the right employees and
resources in place which can competently
support and move your business forward?

If you can’t answer these questions, then I am concerned about the success of your
business in both the short and the long term. The answers to these questions are
quite simply fundamental to your business success. You have to be clear about what
your business is all about, where you’re at, and, perhaps most importantly, where you
are headed. If you want to stay in business, start with making sure you have the right
products and services for the right market, delivered profitability, to the right customers by
employees who know what to do and do it right.
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Only when you are clear about this can you and your employees define what needs to
be done today, tomorrow and six months from now. Without a clear sense of business
direction, you have no roadmap to follow and can get easily distracted by frequent
detours, or “shiny new objects”, which may not be the most profitable and sustainable
direction to undertake. Or even worse, you may find yourself letting crises determine
business direction, putting out fires along the way, leaving an inconsistent and charred
path to follow. This is not uncommon and, unfortunately, I have seen various businesses,
regardless of size, lack this kind of clarity with their business direction. They start producing
products and services without clarity on fundamental elements, such as of the ideal market
and employee resources needed to sustain and keep growing profitability. Inevitably,
cracks begin to show which affect business growth and profitability.
Your answers to the questions above will help you create a road map to success – and
allow you and your business to stay focused on the road ahead, without veering off the
path. This is the clarity needed – be specific and focused. Only then will you be able
to define the cascading activities to build a plan across the company, departments,
and individuals, and ensure alignment to support where your business needs to grow
profitability. It can start with building a mission statement once you get clarity, to define
what your business does, for whom, what the benefit is for them, and how stakeholders like
your employees fit in – basically what the company is really all about.

What can you do?
1

Take the time to ask yourself the questions above
– look at your business as objectively as possible.

2

Carefully review your responses and identify
where you don’t have clear answers – these are
the gaps in your business clarify.

3

Take each gap and create a plan to get clarity.
Identify what needs to happen or change to
resolve it. Define the steps and set deadlines.

4

Define your business’s purpose or mission – what
is your business all about?

In short, it starts
with clarity.
Don’t overlook
this fundamental
element of business
success.
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CRITICAL FUNDAMENTAL 2

Crucial Business Systems

Take a moment – think about the businesses
which are in your area. How many of them
are franchises? I bet a lot of them are!
Do you want to know why franchises are such
a popular and successful type of business?
It’s simple. It can be explained in one word:
systems. The secret of success for the
franchises lie in their systems – and it’s the
secret to your success too (even if you have
no intention of franchising your business).
A system can be a process or procedure
– manual, automated and everything in
between. It can be as simple as a specific
customer service script, or as complex as
a full-blown computerized manufacturingto-order fulfilment system. Systems are
necessary to be able to reproduce the
activities and actions which result in creating
products and/or services consistently in
your business. Your customers depend on
this. When you create a system for those
actions, you will increase the efficiency
and profitability of your business because
your business can run more smoothly.
These systems are also critical to allow
your business to run with and without you.
Without systems, you won’t have predictable,
reproducible, quality control or the ability to
monitor how well your business is running.
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To start creating systems, define the specific activities and resources
which your business is dependent on for driving profitability. Because
every business has limited resources, it is important to determine what
business systems are most needed by focusing on what activities are
necessary to deliver your profit first. I call this starting with the end in
mind. What is the process which drives the profit for your business as a
result of a customer purchasing a product or service? What this means
is to think of your business in terms of a series of activities or links in a
chain which ultimately ends with producing your profit. Define these
activities (those links in the chain), resources and steps necessary to
complete this process and you will have the framework for the crucial
business systems you need to have in place. These are the systems
critical to your business, not only because they support the producing
of profits, but will often also be key elements in defining what is your
business’s competitive advantage.

It is important to
determine what business
systems are most needed
by focusing on what
activities are necessary to
deliver your profit first.
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From there you can prioritize by asking this question: “What activity in this framework
has the greatest impact on your business’s bottom line?” This will help define what is the
most critical activity in your business which needs to have a system created first. The next
question to ask is “What is the most cost-effective way to create it?” You want to create
a system as cost-effectively as possible but also ensure it’s robust enough to continue to
support your business direction. You then are in a position to break down the steps in the
activity selected, detail the processes, resources, sequence and timelines, and don’t forget
checkpoints – to ensure the system you create can be monitored and checked.
Whether your systems are simple or complex, making sure you have the right systems
in place and keeping them up to date to ensure your business growth and profitability is
protected is critical. This also means you need to identify the key success metrics you need
to be monitoring in each system, so the business “pulse” can be checked. These systems
need to be well documented, communicated, backed up, and reviewed regularly – think of
these as your business’s central nervous system.

What can you do?
1

Create a list of all activities which drive the profit
in your business.

2

Prioritize the list by asking which ones are the
most critical to affecting your bottom-line profits.

3

Start with the most important activity on the list.
Create a system which captures the processes,
resources, sequence and timelines, along with
measurements and checkpoints necessary to
ensure which particular activity is done correctly
and effectively.

4

Identify the critical success metrics which need to
be checked regularly.

The right business
systems are those
which provide
and drive the
profitability for
your business.
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CRITICAL FUNDAMENTAL 3

Measuring the Right Things

“So… How is business going?” It’s a question I’m sure you get
asked all the time.
And most of the time you probably just nod and smile and
say something like, “Pretty good” or “Doing well!” but are
you sure?
I want to you to take a moment and really think about this
simple question. How is your business? More importantly,
how do you know if your business really is doing well or not?
Are you going on your hunches and how things feel? Or are
you measuring various aspects of your performance and
results to determine your level of success, and where you
still need to grow or improve?
I hope you answered, “The latter.” But if it’s “The former,”
you are like many of the business owners I meet. You are
missing a foundational building block which will hinder the
success of your business.
There are two main types of measurements – results and
performance based metrics. The right combination of
these two types of metrics will provide you, the business
owner, with a meaningful dashboard to better manage
your business and, most importantly, proactively identify
gaps in performance which could affect business growth.
Think of the dashboard in your car – one look and you
are immediately aware of a number of measurements
which are critical to keep your car running. The right
measurements will also help ensure your business’s
critical success factors or key elements crucial to the
business’s success are kept on the radar and reviewed
regularly so corrective action can be taken. You want to
know when to put gas in before the tank is empty!
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There are three main categories in your business which should have
appropriate results and/or performance metrics defined and assigned.
Financial – traditional (cash flow, sales, profitability,
industry specifics, etc.)
Customer Satisfaction and Retention – after all, the
whole purpose of a business is to attract and keep a
customer!
Crucial Business Systems – those which produce
and drive the profitability in your business (sales,
manufacturing, customer service, etc.)

Results based metrics can be both financial and non-financial.
They show a snapshot of how your business is working. Revenues or
sales are examples of financial results based metrics. Non-financial
results based metrics examples are customer complaints, occupancy,
turnover, number of late deliveries, etc. Results metrics are usually
measured monthly, quarterly or annually and can be compared to
previous year periods. They also can be monitored for trends.
Performance based metrics are non-financial, can be measured
frequently (often in real time), and are based on a single activity
which can be directly attributable to a specific individual, team or
department. These are the main differences between performance
versus results based metrics and why they are so important to running
a business. The frequency and ability to directly link the metric to a
particular individual or department allows your business to respond
more quickly and address the problem before it negatively impacts
a result based metric. You want to know who or where to go to and
which corrective action can be taken. Examples of performance metrics
are customer call response time, calls per day, waste as a percent of
finished product, returns as a percent of sales, etc.
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When a performance indicator has been identified along with an
acceptable benchmark or minimum level of acceptance to compare
against, your business has implemented a front line of scouts which
can signal quickly, both positively and negatively, how your business
is doing. By monitoring the right performance based metrics, you can
take immediate and corrective action to minimize the negative impact.
Failure to determine the right performance based metrics or indicators
will ultimately impact results negatively, so the process to determine
which activities are critical to business success is important. To determine
whether a particular activity should be considered a Key Performance
Indicator (KPI) or not, ask how significant the activity is to the bottom line
results of the business. Once a KPI has been identified, review it frequently
so corrective action can be initiated as soon as possible.
In order to create a business which will succeed now and in the future,
you’ve got to be measuring your performance and results which are
critical to your business success.

What can you do?
1

First and foremost, determine which metrics are
the right ones to measure as this is critical to your
business success. (Include at least three in each
of the categories defined on page 9).

2

Determine which ones are the key results and
performance metrics and incorporate into a
dashboard.

3

Monitor and track regularly and watch for any
variations and trends so you can correct the
course of direction.

Measuring the
right things at the
right time will
keep you and your
business focused in
the right direction
to successfully
grow revenues and
profitability.
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CRITICAL FUNDAMENTAL 4

Effective Engaged Employees

It’s true, no one cares more about your business
than you. But, as you know, you cannot do everything
in your business. Therefore, you have employees.
Your employees are not you, but they represent
you in every aspect of your business. If you want
your employees to represent you respectfully and
effectively, they must be engaged and empowered
within your business. Engaged employees are able
to represent you and your business and move it
forward effectively.
Another reality is that the market, technology,
competitive conditions and the environment are
constantly changing, and this is happening faster
than ever before. You need employees who are
effective, engaged and empowered to adapt, so
your business can stay afloat and move forward
profitably. Your employees will be able to respond
more quickly and in alignment with business direction
when they understand and connect with the purpose
or mission of your business. If you are the business
leader, it starts with you. How clearly have you
communicated not only the business’s purpose but
also what values the business is based on?
Values help define “the Why” behind the business. When a company’s values are defined,
your employees can better understand its purpose and mission. Clearly define your
organization’s values. Model and communicate them to your employees consistently
and at every opportunity. This will ensure your employees understand your organization’s
“why”. Fully engaged and effective employees understand and align with the
organization’s values. They use these values as a compass to guide themselves forward.
It motivates their beliefs, their behaviors, and their actions when they understand the
“Why”. Recognize and report when you see your employees embrace and uphold your
business’s values, and you will see your employees become more effective and engaged.
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Start with defining the five key values which your business is based on. What
do you base your decisions on for your business? Yes, you are in business to
make money - which is a result- but what are the guidelines you consider
beyond profits? Which values are so important that you will remain true to
them? My clients often find this one of the most difficult areas to define, but
the results are significant, because once you have defined them, you are able
to communicate and reinforce them. I can also tell you that when these are
defined and incorporated into the hiring process, you will attract the right kind
of employee, one who fits with what you want your business to be all about.
How often have you heard when someone is let go that they just didn’t fit in?
Well, this is because they were not in alignment with what is important to your
business and what you “value”.
Another benefit from defining and communicating these values is not only will
your employees reward you with increased effectiveness and engagement,
but your customers will as well. Why? Because incorporating values into your
business creates consistency in the minds of your customers and reinforces
what they believe to be true about your business and often underlines why
they will purchase from you. People connect on the why – it is the emotional
link, and this drives most behaviour.

What can you do?
1

Ensure the business’s purpose and values are
communicated to all employees.

2

Review the values which your business is based
on and determine what needs to be developed or
preserved in your business to reinforce these.

3

Communicate regularly with your employees on
these values and why they are important to your
business’s success.

4

Recognize and celebrate when you see these
values upheld.

Communicate
clearly on your
business’s values
and you will
experience a
higher level of
effective engaged
employees.
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CRITICAL FUNDAMENTAL 5

Focused Continual Improvement

The one constant in life is change, and
in today’s business world, change is
even more rapid than ever before.
To keep up with the pace of this change,
you must practice “Focused Continual
Improvement”, through an objective
view of both the internal and external
environment which impacts your business.
At a minimum, I recommend reviewing
your business using the S.W.O.T. and
P.E.S.T. framework to systematically go
through your business from the inside
out. By answering these questions from
the perspective of your products and/
or services, suppliers, customers, and
employees, you will learn many things
about your business which will help you
keep it moving forward and growing. I find
that the best information can come from
your customers, suppliers, and employees.
Good business practice is to ask these
questions from their perspectives and
get their input. It will also strengthen
your relationships when you involve
them, which will also help your grow your
business successfully.

“In life, change is inevitable.
In business, change is vital.”
- WARREN G. BENNIS
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S.W.O.T. Framework
STRENGTHS

WEAKNESSES

• What do we do exceptionally
well?

• What could we do better?
(It is amazing what customers,
suppliers and employees will
tell you).

• What advantages do we have?
• What valuable assets and
resources do we have?
• What do customers, suppliers
and employees identify as our
strengths?

• What do we get complaints
about?
• Where are we vulnerable?
• What internal roadblocks exist
that block our progress?

OPPORTUNITIES

THREATS

• What opportunities do we know
about but have not addressed?

• Are weaknesses likely to make
us critically vulnerable?

• Are there emerging trends on
which we can capitalize?

• What external roadblocks exist
that block our progress?
• Is there a significant change
coming in our industry?
• Are there economic conditions
or changes which will affect our
business direction?
• Are there new direct or indirect
competitors or substitutes we
need to consider?
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P.E.S.T. Framework

POLITICAL
INFLUENCERS

ECONOMIC
INFLUENCERS

SOCIETAL
INFLUENCERS

TECHNOLOGICAL
INFLUENCERS

• What impact do you anticipate from each of these external influencers? Make sure you
consider different influencing levels, for example – local, regional, provincial, federal, and
international.
• What impacts from technology – inputs, outputs, systems, processes – may affect your
business? Think in terms of your business direction and crucial business systems.

What can you do?
1

Review your current business direction in the context of
these frameworks. Ask yourself the questions from various
perspectives (e.g. your customers).

2

Look for new opportunities to leverage your businesses
strengths and take advantage of changes in your business
environment which can improve your sales and profitability
with existing and new customers and/or markets.

3

Plot out a new plan with specific action steps and timelines
to address the areas of opportunities, or to chart the new or
enhanced course in business direction.

Practice
focused
continual
improvement
– you will be
rewarded with
more clarity
and business
growth!
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In Summary
Congratulations for taking the time to work on your business! Keeping a business
growing and moving forward is a challenge at the best of times. Throw in the rapidly
changing market and other ever-changing conditions and you have a real melting
pot brewing. It takes courage and focus to start, build, and grow a business. These
attributes, though, are not enough to ensure sustainability and growth.
By ensuring you are focusing on these five critical fundamentals in your business, you
will be well ahead of many others. You will be building a strong foundation which will
generate sustainable profits now and into the future.
Make it a best business practice to review these critical fundamentals of your business
regularly. Make it a priority to identify where your business is weak and put an action
plan in place immediately to strengthen your business foundation and to keep your
business growing.

The Five Critical Fundamentals which
will Keep Your Business Growing
1

Business Direction Clarity

2

Crucial Business Systems

3

Measuring the Right Things

4

Effective Engaged Employees

5

Focused Continuous Improvement

Review your business
against these five
critical fundamentals
to assess which gaps
need your attention.
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Are You Inspired to
Take Action Now?
If you are ready to grow your business, I encourage you to take the next step, and take
action. Complete the following mini assessment designed to help you prioritize what areas
you need to work on first, and receive a complementary virtual call to discuss your results.
Not in
place

Could be
better

In place
and okay

In place and
working well

You have a clear vision for your business
Your business’s purpose and values are upheld by
your employees
Your business is optimizing its strengths and pursues
opportunities
Your business is mitigating its weaknesses and is aware of
changes in its environment (PEST)
You have business goals in place for this year and the next
You regularly review your business performance versus
your business goals
You regularly communicate with your employees on
company performance
You know which product/services are profit makers
and which are profit eaters in your business
You have the right employees in place who completely
support and move your business forward
You have documented the critical activities and processes
necessary to profitably deliver your products/services
You have the right processes and systems in place to
support your complete lead to sales and service fulfillment
You are monitoring and measuring critical success
metrics in your business
You are monitoring and forecasting cash flow
You are monitoring and measuring customer satisfaction

Name

Company Name

Years in Business

Email

Industry

# of Employees

SUBMIT
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Thank You
Thank you for reading this report and
allowing me to share some suggestions
with you. I hope you have taken the time
to review your business against the five
critical fundamentals.

Need More
Information?
Focusing on Success,
Please don’t hesitate to contact me at
info@effectiveprofessionalconsulting.com

Eloise Pasianotto
Eloise Pasianotto, CPA, CMA,
MBA, is a Certified Business
Coach, Consultant and Trainer.
She specializes in working with
Business Owners and Executives
to increase results in sales,
profits, time, people, and next
phase strategies.
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