
 

 

 

 

THE 71 POINT CHECKLIST TO WORKING ON NOT IN  

 YOUR BUSINESS! 

Every business owner steps out on their own and works for themselves for the 

following reason.  

 

They want to determine their own success, draw an income from their business 

without necessarily having to be present and live their life on their terms.  

 

However time and time again I’m seeing business owners hustle and work harder than 

any of their employees but slowly get dragged into the machine of their business. 

 

In some cases  

- Working longer hours than their staff for less pay.  

- Not even having a super contribution for their retirement. 

- All the while not being with their family, watching their kids grow up from a 

distance and continually stressing about their security.  

 

I’m sure at this time you are starting to see this is my passion, I firmly believe that a 

business owner is braver, more ambitious and stronger than the average person.  

 

Going out there and pushing not just their limits but the limits of their industry. I love 

seeing business owners harvest the results of their hard work. Enjoy the fruits of their 

labour for both their family and their friends.  

 

And it breaks my heart to see business owners allow their dream to slip away from 

them….  And it is for this reason I have developed this checklist to ensure that 

Business Owners have a road map to achieving their success and achieving an 

appropriate reward for their efforts.  

 

Business owners are a resilient bunch and if they know where to target their energies 

they will generally achieve what they are seeking.  

 

So… Get stuck into the checklist below, see what areas you need to focus on and get 

on the road to having your business work for you, not the other way around.  

 



NEW BUSINESS STRATEGY 

 

☐  I have a 10 year goal. 

☐         I have a 5 year goal. 

☐ I have a 1 year goal. 

☐ I have a 90 day goal. 

☐ I know our vision. 

☐  I know our mission. 

☐ I know our values. 

☐ I know what structures represent my business’s values. 

☐ I know what actions represent my business’s values. 

☐ I have a Business Plan to map my goals. 

☐ My staff know their targets to ensure we achieve our goals. 

☐ I subscribe to prospective market trends. 

☐  I know my areas of weakness. 

☐  I know my areas of strength. 

☐  I know when to act on my key hires over the next 12, 18 and 24 months. 

☐  I know my key hires over the next 12, 18 and 24 months. 

☐  I know the required financial returns from my key hires at 12, 18 and 24

 months. 

☐ I know prospective & current opportunities. 

☐ I know prospective & current threats. 

☐ I know the one area of my business that if it improves and everything else 

 remains the same I will see the greatest overall improvement.  

 

DOWNLOAD YOUR STRATEGIC BUSINESS PLAN HERE 

 

 

 

 

 

 

 

 

 

 

 

http://www.keystoneexecutivecoaching.com/lp/strategic-business-plan/


BUSINESS GROWTH 

 

 

☐  I know how much money each lead costs me to generate. 

☐ I know how much money each sale costs me to generate. 

☐ I know how many closed sales I can up sell into another product. 

☐ I know the maintenance costs of each customer. 

☐ I know where my customer spends the rest of their money. 

☐ I know how much I can expand our workload without increasing expenses. 

☐ I have three strong sales funnels. 

☐ I know my key advertising relationships. 

☐ I know where to get support.  

☐ We turn our mistakes into points of difference. 

☐ I have at least three referral partners. 

☐ Our employees understand our company values, vision and mission. 

☐ I know our sales cycle. 

☐ I know if I am a value market, intermediate market or competitive market. 

☐ I know how I deliver a point of difference in my market place. 

☐ I understand our brand. 

☐ I know where our clients hang out. 

☐ I know how to protect our Intellectual Property. 

☐ I know our weekly targets to achieve our yearly targets. 

☐ I know how my competitors sell their product. 

☐ I know where our competitors are investing. 

☐ I know where our competitors have failed. 

☐ I know how our market is responding to political and economic predictions. 

☐ I know what our market hate. 

☐ Our customers know what we love about them. 

 

 

 

 

 

 



BUSINESS AUTONOMY 

 

☐ I know the core pillars of my business (sales, product development etc). 

☐ I know who is to maintain these pillars in my absence. 

☐ I attend to mentoring and coaching of my key staff around the maintenance of 

 these pillars. 

☐ I allow my staff to fail. 

☐ I support my staff to learn from their failures. 

☐ I employ staff development resources. 

☐ I know how to properly motivate my staff. 

☐ I know the exact tasks that I need to delegate to remove myself from the 

 business. 

☐ I have a mentor / coach to guide me through the process of systemising my 

 business. 

☐ I have employee development and appraisal planning. 

☐ I have a policies and procedural manual. 

☐ I know 3 things that my staff love about their job. 

☐ My staff know three things that I love about them. 

☐ I understand the legal requirements of my business. 

☐ I can leave my business for two weeks without concern. 

☐ I know my ongoing employer obligations. 

☐ I know and have a list of my personal limitations. 

☐ I have a clear picture of how I intend to live my life. 

☐ I know what volume of work I need to process with my current profit margin 

 to achieve this lifestyle. 

☐  I know what my family and friends will notice in me when I achieve this 

 lifestyle. 

☐ I understand the associated Tax implications to my business when I achieve 

 this lifestyle. 

☐ I have a way to defend my assets and capital personally to sustain my growth 

 outside of my business.  

 

 

 

 

 

 



WHERE TO FROM HERE? 

So you now have a list of the key areas required to finally take yourself out of your 

business as an employee and into your business as a consultant.  

 

I trust you have gone through and checked as many of these boxes that you can and 

are acting on the ones that you can’t.  

 

However if you want to step it up and lock in some hard and fast strategy to get you 

moving I want to invite you to contact us for a 7 figure Strategy call with one of our 

consultants.  

 

There are some exclusion criteria however as I’m sure you can appreciate we need to 

invest in businesses that can get the greatest growth from our strategies.  

 

 

 

BOOK YOUR COMPLIMENTARY STRATEGY SESSION HERE 

http://www.keystoneexecutivecoaching.com/lp/strategy-session/

