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Five Reasons Why Your Business is Terrible

Written by Drew Stevens - 4/18/17

One of the greatest experiences of American life is working at or creating a
business from a hobby, passion or desire to solve an issue. Business product
or service is operated by a core of individual’s intent on changing lives and
participating in an open economy. However, simply creating a product or

service does not translate into success.

During the last 10 years, you may have experienced some iconic businesses
and brands close their doors forever. Radio Shack, Circuit City, Pan Am and
many others ended their brand history. And, there are many on the doorstep
of closure such as Sears, Kmart, etc. Just as important take a peek at many
strip malls or community avenues where vacancy signs replace once popular

retail shops.

What began as a great idea and vision, disintegrates into broken dreams.
What creates such events? What ideas or theories create a reversal of

fortune?

There are a number of issues from leadership, to vision, to misdirection to

plain ole’ stupidity. Here are five to make you think about your business:

1. Core Demographic - your product or service will not amount to
anything but inventory unless you have a core demographic to
sell to. There is nothing new, just altered. You have to create
messages to a market that will hear you and if you do not have

a market do not expect the entire world to become attentive.



2. Value - You may think you have the best invention/widget under
the sun. I cannot tell you how many individuals ask me to
invest, request I become their CEO, help them find a CEO but
when I ask them to tell me about their product I hear the same
rote statement, "My product is the best because, feature,
feature, feature, feature....” No one cares about features. If you
cannot articulate the value of your product and what it means to
the potential client just take it and lock it in a closet because you

will sell nothing.

3. Strategy - There is a large difference between strategy and
tactics. Strategy is the what of the business. Without a vision
and driving force you are running your business like a mouse on

a wheel. Step back and develop the reason for being in business.

4. Misdirection — You are not in business to create a windfall of
cash. Peter Drucker stated it best, "The purpose of business is
one thing - the customer!” If you are not operating your

business on customer acquisition and retention - close shop!

5. Customer Satisfaction - I attended an event this past weekend
and when I asked a staffer a question I was verbally attacked by
a cynical rude woman. I paid for the conference - I paid her
salary! Managers, Executives and employees do not get it — your
entire existence is to kiss the ass of the client and ensure their
contentment. A customer is not a barrier to business- they are
the purpose of it. Customers pay the utilities, the company
furniture, the office parties and the benefits. Customers when
happy tell other customers thereby reducing marketing costs.

Coincidentally, the companies mentioned at the beginning of this



article no longer exist because they fell away from customer

focus.
Conclusion

It is very easy, focus your business on those items that make your business
great and growth oriented. A lack of focus will simply make you part of
history. 9 of 10 businesses fail in the first year, and it continues to get
worse. If your business is not creating the revenue and market impact
desire; you need change. Unless you change direction and create new

actions, you will be out of business.
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