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	Chapter 1

	Planning

	 

	It's important to have a destination in mind and a route to get there. For Bob Wilson, a business expert, who assists small and medium-sized businesses with their banking needs, a business plan serves this purpose. Accurate evaluation of risks and opportunities is critical to the task. There will be a lot of people who may want to review your plans, but Wilson stresses that the main purpose is for yourself: "It will be your guidebook on how to reach where you are going."

	Having a written business plan helps a company's owner think through and comprehend their business's challenges. When contrasted to a long term strategy, this is the short term 12-month plan. Wilson explains that the shorter term allows for better accuracy in executing the action tasks to attain the key objectives. For example, buying a complementary company, establishing new and innovative products, and franchising can all be considered as ways of "expanding the business."

	A company plan would be incomplete without an understanding of the competitors. According to Stoney, in order to be competitive, you must know what your competitors are charging and what their service levels are like. There may be additional activities your organization should engage in as a result of these findings. Your own company or the industry you work in may have a need that you can fill."

	An advisory board can also be beneficial to a business owner. With an advisory board, the business owner surrounds himself with experts in a variety of sectors, and it becomes his touchstone on a go-forward basis," Stoney adds, noting that many business owners lack this kind of support network. In addition to increasing accountability for the business plan, an advisory board can also assist in identifying additional measures to be taken.

	 

	 

	 

	Chapter 2

	People, Processes, and Benefits Management

	 

	To paraphrase Stephanie Waldrop, a company's capacity to engage and keep outstanding personnel, the company's "face," is a key factor in how well it does in the marketplace. As part of a firm's remuneration package, a benefits program is a means of fostering employee loyalty. It demonstrates how concerned a company is for its employees. Employers who give a damn hire people who are genuinely interested in their work."

	  The most important thing employees desire in a benefits program, according to Waldrop, "is stability." Employers must have a strategy in place to achieve that stability, which includes anything from cost management to developing a three to five year vision for the program. "By doing this, they can prevent a knee-jerk reactions, such as cutting benefits to balance a rise in the cost of renewal."

	You may establish a win-win situation for your company by conducting an employee satisfaction survey and only allowing your employees to choose from a list of items that the company already has decided are within its budget and that it's willing to implement.

	In addition, there are several benefits that an employer can provide to employees at no expense to the company while still sponsoring them and making them available to employees on an opt-in basis. Waldrop explains that items like income protection and life insurance may only be provided in an employer settings, or they may be more generous than that which is available elsewhere. 

	Waldrop points out that there are other aspects of corporate culture that aren't connected to compensation. One of the ways to empower employees is to provide them with the necessary training. Having a well-trained and empowered workforce improves the morale of employees.

	Making employees feel like they have a stake in the organization's success, like awarding revenue sharing or rewards based on the company 's revenue and retention targets, is a further benefit. These can be arranged to fit well within company's budget and in accordance to the employee's salary. 

	 

	 

	Chapter 3

	Keeping Customers Satisfied Through Consistent Engagement

	 

	 Customer care is the key differentiation. There are Thirty businesses that can clone everything you produce today in six weeks. Customers - the relationship with your clients  — cannot be duplicated.

	I think this is often overlooked, the most important thing is to develop a bond, not just to execute a deal.  The first step may be to go above and beyond the original reason for the contact. Using GoDaddy as an example,  in order to understand how a customer relies on GoDaddy, service specialists ask the consumer what his business goals are.  Figure out why they are utilizing your company.  What can you do to help your customers succeed with your service or product? That's when customers start to feel a connection to your business. In both proactive and reactive contact, this is critical to success.

