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PLANNING FOR SUCCESS

As Mary Kay says, “Most people plan their vacations better than their lives.” What follows is a synopsis of how careful planning can benefit your practice.

Some quotes about planning:

Think Before You Act.

Aesop

The only thing we know about the future is that it is going to be different.
Peter F. Drucker

Every moment spent planning saves three or four in execution.

Crawford Greenwalt, President, DuPont

The preparation of an annual plan is in itself the end, not the resulting bound volume…to prepare and justify [a plan], people go through a lot of soul-search analysis and juggling, and it is this mental exercise that is valuable.

Andrew S. Grove CEO, Intel Corp.

It is a capital mistake to theorize before one has data.

Sherlock Holmes

If anything can go wrong, it will, and at the most inopportune time.

Murphy's Law

Everything takes twice as long and twice as much money.

Anonymous

Plans are worthless, but planning is invaluable.

Peter F. Drucker

I. The Importance Of Planning For Your Future

· Fact: Most businesses fail because they fail to plan and create systems - not because they have a product or service not in demand by the market.

· Fact: Management failure is a gradual process. It is not something that happens over night. Because it is a gradual process most businesses don't realize when they are in failure mode. They in effect die a slow death by a thousand cuts. 
· Fact: Most professionals are very good at working “in” their business, but terrible at working on their business. Those who work “on” their business through the process of planning have sustainable and profitable practices. They also have a greater level of personal satisfaction. If you haven’t done so, read the e-Myth by Michael Gerber. 
· Fact: We have provided you with most of the tools that you need in order to properly plan for a successful practice. The failure to use these tools reduces the value of your membership and chances for success.

· Fact: Without planning, marketing strategies and tools can often be used out of context or without interrelationship.

· Fact: One of the most important aspects of planning is the ability to focus. That is because you get what you focus on.

· Fact: Planning for success is an inside-out job. The world is a reflection of your inner self. “What comes to you comes from you.” How successful do you really want to be? How clear are you about your outcomes? Do you spend time “in the future” to see how it looks and feels?
· Read the greatest book on success ever, Think and Grow Rich by Napoleon Hill. Then read it five more times. 

II. Vision - Without A Vision, Your Business Will Perish!
· As the Sioux Indian saying goes "if you don't know where you are going, any road will get you there.”
· The greatest factor in success is a “burning desire for a particular purpose.” -Hill

· Fact: Visionary companies have out returned non-visionary companies by a six to one ratio on the New York Stock Exchange over the last thirty years. (Collins and Porras, Built to Last)

· How do we go about the defining our vision? - Start with your Primary Aim (e-Myth) and personal Wish List. In the best of all possible worlds where would you like to be in six months, one year, three years, five years, ten years, and at retirement? What acts of adventure or of service do you want to perform in your lifetime? What type of home would you be comfortable with, car, travel plans, etc. What will you be able to provide your loved ones, your spouse, your children, grandchildren, church and community? 
· What do you value most? Is it strong relationships, money in the bank, a sense of adventure, the ability to be of service, personal growth, spiritual needs, etc. Clarity in this area is essential. Why do you want to be successful? Note: Nobody has ever wished on their deathbed that they spent more time at the office.

· What is your highest and best use? What is your purpose of being here? The Dalai Lama says it's to be happy. What do you say? 
· Get outside your head to make sure that you have the right vision - Having the wrong vision is almost as bad as having no vision at all. To what degree is your vision consistent with changes in the marketplace, technology, demographics, etc.? What would somebody that you greatly respect say about your vision? What would your spiritual icon say? What would your business icon say? What do members of your family have to say? See The Visionaries.
· Consider "going into the gap" and tapping into the Field of All Possibilities. Give the universe your intention and let it help work out the details. This means you must sit in silence without distraction and without prejudgment. Not an easy thing to do when we are running so hard! What is your heart or intuition telling you to do?

· How do I get my employees to "see my vision"? - Don't assume that your mind map is the same as anyone else's. Show them your vision. A picture is worth a thousand words. Let it be their vision too. Vision is a fluid concept that changes all the time. Half of the businesses on the Inc 500 did not end up where their original plan was taking them. Remain flexible.

III. Create A Mission Statement - Reliance On The Fundamental Principals Of Stephen Covey.

· Begin with the end in mind.

· Go into the “state” of already “being there”. Get super clear. Spend some time there (15-30 minutes at least). Then step back and ask: What did I have to do to reach my vision?

· Again, involve the workforce.

· Keep it simple.

IV. The Power Of Goals.
· The number one factor of success.

· Increase in performance by 16%. (AON Consulting)

· The 80/20 rule. (Pareto Principle) Focus on the critical, not the trivial.

· That which gets measured gets done. Benchmarking. Pat Riley.

· A continual series of incremental victories. One step at a time.

· Constant and never ending feedback. Survey. Question. Improve.

· Celebrating success.

· Never more than seven goals at a time. Don’t over-commit! 

· What are your goals? Are they in writing? Who can see them? What are the goals of all your team members? Are they in alignment with the overall vision and mission of your firm? Where are their goals? Are they in writing?

V. Business Plan
· Never underestimate the importance of developing a business plan. For an individual, think career plan. 
· Do you have one? For those who don't, why not? What's it going to take for you to do one? Do you work hand in glove with your CPA? Who’s checking your head?
· What's good for big business is good for yours. Planning is good for big business. Planning provides the reference that helps you to define the structure for carrying out your operations. Strategic planning, your marketing plan, financial planning and so on are subcategories of an overall business plan.

· You have been provided an excellent set of resources to help with the planning process. Do you have any questions about how to use these materials?

VI. Strategic Plan
· Gerber says that a strategic plan is a set of simple and clearly stated standards such as: how much money you want, who is the central demographic model and when will your prototype firm be created?

· What will be the annual sales revenue of your office? What will be your net profit? How many employees will you have? How many locations? What is the "end" you have in mind?

· Make sure that your planning takes into account all of your stakeholders including yourself, your family members, your partners, your employees, clients, strategic partners and vendors.

· Remember Gerber's point – You are creating a system. The philosophy of your system will means as much to you as it did to Japanese manufacturers over the last 50 years. The Japanese took away the bulk of our auto and electronics businesses not because of cultural aspects of their society but because they had a better system for doing work. This means best practices and standard operating procedures for everything you do. 
VII. Marketing Plan
· Focus on the benefit to your client base and identify your unique selling proposition. What is your message? What is their benefit?

· Test, test, test and use a database management program to support any assumptions and generate findings.

· Understand the "lifetime value" of a client. Use marketing dollars with the fourth sale in mind. 
· Fact: It's much easier to gain a percentage of an existing market than to create a new one.

· Try three marketing techniques at a time. For example, Referral Program, local speaking opportunities, article in local paper with plug for Free Report.

VIII. Financial Plan
· It's not what you make, it's what you keep.

· Read The Millionaire Next Door.

· Develop proformas for the next 12 months and 3 years.

· Cash is King. Managed growth is the key. Every new dollar you earn comes at a lower cost.
· Monthly accounting. Quarterly CPA meetings.

· Automatic tax savings and investment. 
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