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Fiona Walsh

was recently sitting over an

espresso with Gail Conzatti,

owner of KAIROS Designs, a

Vancouver company that designs
and produces handbags which are
sold in nearly 200 stores across North
America. Gail started the company
four-and-a-half years ago, spurred
on by a desire and decision to leave
behind corporate life and follow her
passion.

Most entrepreneurs I meet have
a story like Gail. They got sick of be-
ing employed, they had a vision, they
started a business. That is what is so
exciting about the economy today
— more and more people are opening
their own business. They are follow-
ing their dreams, taking the plunge
and opening the doors. What makes
Gail stand out from so many of the
small business owners out there is the
attention she pays to business plan-
ning.

Most business owners I encounter
have no business plan in place. They
have no idea what they are build-
ing or how they are going to build it.
And in case you think this is restricted
to small business only — think again.
Research shows that only10 percent
of US businesses plan on a yearly ba-
sis; of that 10 percent, only 10 percent
write down their plan and follow it.
Of that one percent of all US busi-
nesses that write down their plan and
follow it, the success rate is 98.75 per-
cent.

Whether you own your company
or work for someone, business plan-
ning is essential for success. There are
three common mistakes I see people
commit when it comes to business
planning.

1. You don’t have a business plan be-
cause you don’t need funding.

Imagine if I told you to get in your
car and drive to Chicago without us-
ing a map. You might end up get-
ting there, but not without using a
lot more time and gas than if you
had used a map and planned a direct
route there. Needing funding is not
the main reason for writing a business
plan. Knowing where you want to go
and how you are going to get there is.
Savvy businesspeople develop a plan
so they know what next steps they
need to take to build greater success.
Gail wrote a starting-business plan be-

Without business plan,
plan for heartache

Most companies lack vital roadmap

fore she even opened her doors. Now
she updates her business plan twice
a year — for the spring/summer and
fall/winter seasons. As she says, “If
you don’t have a plan, you can’t adapt
to change. Without a plan, you end
up being reactive and simply putting
out fires.you lose control of the busi-
ness.”

2. You have a plan, but you don't
write it down.

It is amazing how many times I
hear this comment — “I have a plan; it
is all in my head. I don’t need to write
it down.” Itis not a plan if it is not
written down,; it’s a dream. To have
substance you have to write it down
and then you have to review it on a
regular basis. This is the only way you
will be able to track your progress and
know when you need to adjust your
course.

3. You have a plan but you don't fore-
cast sales, cash flow or overhead.

That is like trying to drive your
car without filling the gas tank. How
successful can you be if you have no
idea how much money you need to
be making or where it is being spent?
I have seen many businesses where
sales increase year after year, but the
overhead is out of control so the own-
er makes little or no money and they
can’t figure out what isn’t working.

Gail attributes the success of KAI-
ROS to good financial forecasting.
“We know that revenue generation is
key to cash flow so we forecast and
track sales, production costs, mar-
keting expenses and our bottom-line
costs. It is essential that we know
what is selling and what isn’t. Because
of this, we are always able to offer
handbags that our customers love and
continue to buy.”

We all have busy lives and it often
seems like there is no time for busi-
ness planning. Success doesn’t hap-
pen by accident; it occurs when you
plan for it. So make the time to write
down your plan and then pull it out
and look at it every month.

Fiona Walsh is one of only three business
coaches in North America approved to
provide the highly successful and popular
Ghost CEO coaching program. An expert
in sales and business development, she of-
fers tips for growing your business at www.
fmwalsh.com.

1. Too many prospects wanting to “Think it over”?

2. Do you find you are doing “Unpaid consulting”?

3. Are your prices getting “Shopped” around town?

4. Ts your Sales Cycle far too long?

5. Problems being assertive (You lose control of the sale)?
6. Cold calls are ineffective so you just don’t make them?

7. Prospects lie when you thought they were being truthful?

If you answered “Yes” to any of these questions
we will boost your sales. Guaranteed.
Call Barrie today at 604-681-6757.

q Sandler Sales Institute”
Finding Power In Reinforcement
You can’t fail in sales because we won’t let you!

Do you want more sales?

Attend the BNI Breakfast Seminar Tuesday October
30th to find out how to master relationship selling.

Featuring Don Morgan, BNI National Director and
Darrell Ross, BNI Executive Director for BC.

This will be an exceptional networking opportunity.

Call 604-689-0553
for details and to

register.

Read Don Morgan'’s (and BNI
founder lvan Misner’s) top
selling book, Masters of
Sales - #1 best seller on
Amazon.com and The Wall
Street Journal, and a USA
Today best seller.
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The World'’s Largest Referral Organization
www.mastersbooks.com and www.bnibc.ca
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