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If You Can't Measure It - You Can't Manage It
"What gets measured gets managed" is one of the truisms of the business world. In our view, the best business owners 
are those who measure their performance, and don't rely on "feel" to make and justify their decisions. 

So, making a commitment to measuring your performance is an important first step. But what do you measure? 

Most business owners who measure performance measure output activities - things that follow the generation of sales 
orders - like cash and debtors. 

This is very valuable but, if you stop there, you will be left driving your business looking through the rear-view mirror! 

So, go further and start looking through the windscreen to drive your business by measuring inputs or the things that lead  
up to the generation of sales orders. Measuring these is far more valuable. 

Output Measures - Looking Through the Rear View Mirror 

Here is an example “scorecard” showing sales, profit, cash and debtor performance at a glance. 

Add in a Budget as the year starts and a forecast as you go along and you are on the road to getting control of your  
business. 
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If You Can't Measure It - You 
Can't Manage It …..continued

5 Important 
Numbers For 

Your Business
How much time and money have you 
spent on the lottery hoping that you 
will  become a  millionaire?  You only 
have a 1 in 14 million chance every 
week of winning – you are 24 times 
more likely to get struck by lightning. 

For  any  given  industry  or  market 
place that you are operating in, these 
numbers  provide  an  indicator  as  to 
successfulness  of  a  business  as 
follows: 

• 1%  of  businesses  will  be  super 
successful and are likely to be very 
wealthy 

• 4% will be rich and doing very well 

• 15%  will  be  getting  there  and 
making good money 

• 60% will be getting by 

• 20% will be struggling or failing 

So where are you in comparison?

More  than likely  in  the bottom 80% 
statistically  or  possibly  in  the  15%; 
either  way  if  your  ‘swimming  in  the 
same swamp‘ as the 80-95% of most 
businesses,  that  is  where  you  are 
likely to stay. 

What you need to do is  identify the 
top 5% of businesses in your industry 
or sector and find out what they are 
doing  differently  and  change  your 
business accordingly. 

The good news is with nearly 95% of 
businesses getting by or struggling, it 
shouldn’t be too difficult to stand out 
from the crowd.

Input Measures - Looking Through 
the Windscreen 

These  are  the  things  -  like  leads, 
active contacts  and proposals  -  that 
generate  sales  orders  and  so  drive 
your business. 

Measuring  them  puts  you  in  the 
driving  seat  looking  through  the 
windscreen  to  see  a  view  of  the 
future. 

Once  you  start  measuring  these 
inputs, you will find yourself engaging 
actively in improving results. 

Ask  yourself  how  many  orders  you 
need  to  achieve  your  sales  target, 
how many proposals you must write 
to create that many orders and how 
many  leads  you  need  to  generate 
those proposals. 

Then, think about what you need to 
do with each of your target groups: 

1. Existing customers

• Do  they  have  new  business 
coming through? 

• Are  you  performing  to  their 
satisfaction? 

• How  well  are  you  staying 
connected with them? 

2. Lapsed customers

Stay connected with a regular e-mail 
or  newsletter  with  a  periodic 
telephone call to see if they are ready 
to become a customer again. 

 

3. Prospective new customers 

Generate  a  list  of  those  you  think 
might do business with you and call 
them  using  professional 
telemarketers  to  determine  whether 
they are worth pursuing. 

If  they are,  add them to your  active 
contact list and stay in touch until they 
are ready to buy. 

The key is  to find an approach that 
works for you and your business. 

Keep working at it  and, pretty soon, 
you will find that you have created a 
"Business  Development  Machine" 
that  generates  a  steady,  consistent 
stream of new orders. So that's it. 

Climb  into  the  driving  seat,  give 
yourself  a  clear  view  of  the  road 
ahead  and  keep  checking  the 
rear-view mirror. 

You are in for quite a journey.

UK Business Advisors is a group of over 100 independent and experienced, 
professional business men and women offering practical business advice covering a 

range of skills covering all industry sectors and pillars of business: 

Finance | Sales | Marketing | Operations | Resources | Management | Strategy 
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