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Carry out a review of your 
business

If you regularly review your business you will 

have a clear idea of how it is doing. This will 

help you to spot problems quickly and deal with 

them before they get out of hand, see what 

opportunities there are for your business, see 

what threats it will need to combat and also 

identify what changes and improvments need to 

be made. 

This involves:

1. whether your business is doing what you 

expect

2. analysing the things that affect it

3. deciding how to change or improve things

What you need to do

• find out what changes, opportunities or problems (factors) your business faces

• assess the effect of different factors on your business and decide which are affecting your 

business the most

• decide what the strengths and weaknesses of your business are

• assess the current market position and image of your business

• look at how you sell your products or services and if you need to promote them more to 

customers

• assess the products or services and identify ways to improve productivity and quality

• identify ways you can improve your existing products or services and think about developing new 

products or services

• accurately assess the financial state of your business

• decide what you want and need from yourself and check that any staff have the skills they need to 

perform well

• use suitable ways of checking to give you accurate and fair information

• find out why the performance of your business varies from what you expected

• consult relevant people to confirm your results
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• seek help when you need it

• keep records so that you can use them to help plan future business activities

• make a list of improvements for your business

What you need to know and understand

Business focus

• what factors outside your business are important and how they affect business. (For example, 

customer demand, competition and laws or regulations)

• what inside factors are important and how they affect your business. (For example staff 

organisation, attitudes, training and work environment, business management and organisation, 

product or service design, quality, marketing and sales)

• how to measure and assess each of the things that affect your business

• what possible opportunities there are for your business and how to keep up to date with them. 

(For example moving into new markets, improving products or services, simplifying your business 

and increasing profits)

• what possible threats there are for your business and how to keep up to date with them. (For 

example market changes, competitors actions, new laws or problems with suppliers or backers)

• how to make sense of any differences between the targets you set for your business and the 

actual performance

Marketing and sales

• how the current market position can be identified

• how to assess the image of your business by investigating what other people think of it and how 

image affects your business (for example, the way staff behave, what customers think of the 

premises and how suppliers respond)
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Products or services

• how to assess the effect of products or services on your business. (For example by reviewing what 

your customers think of the products or services, the quality of products or services and the length 

of time each take to produce, the range of products or services, costs and overheads and unique 

selling points [USPs])

• how to identify different opportunities regarding products or services

• what quality standards are available and necessary

Finances

• how to assess the financial state of your business (for example, by examining profits, cash flow, 

assets and liabilities, break-even point, and estimating the risk of losses or less-than-expected 

returns) and what financial information you can use (for example, basic cash flow, profit 

statements, high and low profit and loss forecasts, break-even point and basic balance sheets)

Skills and abilities

• how to assess what skills and abilities you and any staff may need

Information and advice

• where to find help and advice. (For example business associates, business advice centres, business 

advisers, mentors or counsellors, specialist consultants, non-executive directors, accountants and 

other professionals.)

Business improvement

• what types of improvements are possible and what information can be used to identify them. (For 

example, financial statements and accounts, order books, customer records, budgets, feedback 

from staff and customers, information from suppliers, guidelines on the law and other regulations)
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Carry out the plans for your 
business

Making sure your plans for your business are 

carried out properly is a valuable thing to do to 

make sure that your business actually goes in the 

direction you want it to.

This involves:

1. deciding how to judge success

2. deciding who does what and when

3. thinking about possible problems

4. monitoring and controlling progress 

5. evaluating your plans to make sure they 

achieved what you wanted them to

What you need to do

• decide what needs to be done, and when, to put your plans into practice

• decide what you need to carry out your plans, and how you will get it

• make sure the results of your plans will not harm your business

• think about any problems that might prevent the results of your plans being achieved and identify 

ways to deal with them

• decide when and how you will monitor progress against your plans and regularly check progress

• make sure that everybody concerned with your business knows about your plans and will help to 

make them successful

• make sure resources are being used efficiently and in the best possible way

• regularly check with the people who are involved with putting your plans into practice to see what 

they think about progress

• identify problems with putting your plans into practice, and take prompt action to solve them and 

to change them, if necessary

• check what resources are still available if plans do not proceed the way you expect them to

• identify any new opportunities that emerge, and make any changes that are needed to your plans

• assess the costs, benefits and success of plans in a fair and accurate way.

• decide which resources were of the most use in meeting the aims and targets set.

• review your long-term plans for your business using the information you have gathered



CHECKLIST

IOEE Checklist  |  Copyright © 2017 IOEE

What you need to know and understand

Planning

• how to break down large targets into activities with timescales and deadlines that can be achieved 

and measured

• what problems could prevent your plans being achieved (for example, changes in the market, 

competition, lack of resources, staff changes or changes to laws or non-statutory regulations)

• how to plan ways of avoiding any uncertainties (contingency planning)

Resources

• what resources are needed to carry out your plans, how you will get them and how much they 

will cost (for example, products, staff, finance, premises, plant, equipment, marketing and 

administration)

Motivating others

• who should be involved in putting your plans into practice, and how and why they should be 

consulted

• how to communicate with everybody involved in your business about your plans and how to 

motivate people and encourage them to put your plans into practice

Monitoring

• how to set deadlines for achieving goals and targets, chasing and reviewing progress

• what monitoring arrangements are suitable (for example, why, when, how and how often) and 

who to involve

• how and when to review the resources used for your plans and how to assess their effectiveness

• how to make fair and accurate assessments by using other people’s views and balancing them 

with your own, as well as gathering other information about your business

• how you will judge the costs, benefits and success of your plans
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Business focus

• how to identify new opportunities and what they are likely to involve (for example, new markets, 

products or services, changes in competitors’ activities, local or government issues)
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Check the likely success of a 
business idea

You need to check a new business idea to see if it 

will succeed. This will help you know that an idea 

is worth developing further and stop you wasting 

time and money on an idea that will not succeed.

This involves:

1. looking at your business idea as a whole, in an 

open-minded way and identifying how it will 

work in practice

2. developing a clear understanding of your 

customers’ needs, your competitors activities 

and the market for your business idea

3. identifying the implications of any laws you 

will need to meet, resources you will need and 

skills you or others will need to develop

4. deciding whether your business idea is likely 

to make you enough money to cover your 

costs and any profits that you need to make

What you need to do

• describe your business idea and why it will be successful

• understand the kind of market your business idea will be in

• research to make sure there is room for your business idea in the market

• find out who your competitors would be, what their strengths and weaknesses are and how you 

might compete with them

• check up on market trends, business trends and anything else beyond your control that might 

affect your proposed business idea

• check what laws and regulations would affect your business idea and how you would meet them

• identify what skills, abilities or knowledge you or other people will need to deliver your business 

idea

• identify what equipment, tools, materials or additional people you would need to deliver your 

business idea and how much they would cost you
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• find out how much it is likely to cost you to deliver your business idea, how you will pay for it and 

how you will pay early running costs

• work out how much you can charge your customers to cover your costs and meet your profit 
targets

• judge your business idea and decide whether you should pursue it, adapt it or discard it

What you need to know and understand

Business focus

• how to identify a business idea’s unique selling point and why it will be successful

• how to judge whether a business idea is worth developing or adapting

Market research

• what you need to research, how you can get hold of published market research and how you can 

carry out your own

• how customers’ actions and choices might affect the success of your business idea

Competitors

• how you can tell if your competitors will affect your business

Market and business trends

• what political and commercial changes could affect your business idea

• what local, national and international events could limit or improve your business opportunities

Law and regulations

• what laws will affect your business idea and how

Skills and abilities

• how you can judge your own and other people’s skills, abilities and knowledge

• different ways that skills, abilities and knowledge can be developed
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Resources

• how to identify resource needs and how much they will cost

Finances

• how much profit you hope to make, how to cost a product or service and how to work out a selling 

price

• how to understand and use cash-flow forecasts and profit and loss accounts and what information 

you would need to produce them
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Define the product or service of 
your business

You need to properly define a product or service 

before you offer it so that you are offering the 

right product or service for the market, charging 

the right price for it and selling enough to achieve 

what you want to achieve.

This involves:

1. defining your product or service in detail and 

how it is different to other similar products or 

services

2. deciding how much to charge for your 

product or service

3. setting targets of how many or how much you 

will sell or distribute

What you need to do

• decide on the detail of your business product or service and how it could be provided

• find out who your competitors are and how their product or service differs from yours

• work out who your customers will be

• work out the likely demand for your product or service

• decide how many you expect to sell or distribute

• research all the costs of providing your product or service

• decide what price to charge for your product or service

• work out how much profit you may make from your product or service

• work out and decide when and how you could sell or distribute the product or service

• make sure you can achieve what you want to achieve from your product or service
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What you need to know and understand

Products or services

• how to describe a product or service

• how to find out about the market and its prices in a sector

• how to work out the cost of providing products or services

• different ways to price a product or service and their benefits

• how costs affect a product or service

• how price affects sales

Competitors

• where to find out about your competitors products or services

• how competitors’ products or services may differ (for example price, quality, delivery times, 

payment terms, level of service)

• how to analyse the market and competition

Market research

• how to find out who your customers might be

• how you can find out what customers want

Selling

• where and when a product or service can be sold

• how to set realistic sales targets

Business focus

• what you want to achieve from your product or service
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Evaluate an existing business 
opportunity

Buying an existing business may be a viable 

option for anyone who wants to run a business 

but doesn’t have their own business idea. It is 

advisable to carry out a considerable amount 

of research into the business you are looking 

to buy; to make sure you can make it a success. 

This includes learning about the matters that 

make buying an existing business different from 

starting a business from scratch.

This involves:

1. deciding what you want to gain from the 

business

2. researching and understanding the nature of 

the business you are looking to purchase

3. assessing the value of the business

4. assessing all the costs involved in the 

purchase of an existing business

5. understanding your legal responsibilities

What you need to do

• consider the type of business you want to purchase and the business sector you want to join

• consider what skills, assets and investment you can bring to a business

• decide what you want to get out of the business

• identify a number of suitable business options and assess the strengths and weaknesses of each 

of the potential options

• investigate why the current business owner is selling the business

• evaluate whether you are the right person to take on the business

• assess the financial health, and potential for growth of the business

• consider the value of the intangible assets of the business

• seek advice from appropriate professionals to help you negotiate arrangements that are based on 

an appropriate valuation of the business

• make detailed records of all contract negotiations

• understand your commitments to any existing employees and their value to the future of the 

business

• take into account your responsibilities to begin due diligence, and consider taking assistance to 

help you identify risk areas
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• make sure you understand all the conditions of sale, including existing obligations, and that you 

are in a position to meet them

• seek legal and other professional advice before signing contracts, leases and other legally binding 

documents

• do not allow yourself to be hurried into making a purchase before you have all the information 

you need, and decide it is what you want

• make sure you consult any employees and employee representatives about changes you plan to 

make

What you need to know and understand

Business focus

• what type of business you want to buy

• where to find information about the business sector you want to join. (For example, market 

trends, competition, and issues and opportunities the sector is facing)

• how to value intangible assets of the business such as reputation, relationship with suppliers 

and goodwill of customers. (For example reputation, relationship with suppliers and goodwill of 

customers.)

• how to assess the value of existing employees to the business

Yourself

• what assets you can bring to the business that will be of value including an existing customer base. 

(For example investment, existing customer base and relevant skills.)

• your motives for wanting to own a business. (For example make more money, be your own boss, 

or spend more time doing the things you enjoy.)

• your own strengths and weaknesses as a potential business owner and how these may affect the 

type of business you seek to purchase



CHECKLIST CHECKLIST

IOEE Checklist  |  Copyright © 2017 IOEE

Buying a business

• how to assess the strengths and weaknesses of potential business options including any 

responsibilities or liabilities you will inherit from the previous owner. (For example location, cost, 

projected income, investment required, existing staff, and responsibilities or liabilities you will 

inherit from the previous owner.)

• why the current owner is selling and how that may influence your decision to buy

• the additional costs that will be incurred if you decide to buy the business. (For example, legal 

costs, repairs to premises or new equipment required.)

• how and when to consult with existing employees about your future plans

• what Transfer of Undertakings and Protection of Employment (TUPE) Regulations are and how 

they might affect your future plans

• what due diligence entails and where to get assistance to manage the process

• the conditions of sale and all your contractual responsibilities. (For example verification of financial 

statements and transfer of leases, existing contracts and licences and for the financial liabilities of 

the business)

Information and advice

• where to get advice on assessing the value of a business and its potential for growth. (For 

example, business advisers, property advisers, accountants, valuation experts and solicitors.)

• what assistance you will need to negotiate contracts
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Get support for a creative business 
idea

Your idea may be for a completely new product 

or invention, a change to an existing product or a 

new service. Whatever your creative idea is, you 

will need the help and support of others to realise 

it, either through giving their time to help you 

crystallise your thoughts, money to develop the 

products and market or reputation to open doors 

that would otherwise be closed. 

There is a lot of support and advice available so 

it is important that you can clearly explain your 

idea.

This involves:

1. clearly defining your idea

2. working out the commercial application

3. finding out what types of support are 

available

4. defining what type of support you need

5. presenting your idea to others

What you need to do

• clearly define your creative idea, describing what the product or service is in detail

• discuss your idea with a few trusted people to help think of things you have missed

• protect your business idea using appropriate means

• research what business support options are available to you

• find out what finance, grants and loans are available and how to apply

• decide what type of support you need

• decide who needs to be involved to turn your plans to reality

• write a clear simple proposal explaining why you think people should support your creative idea

• produce any supporting information, prototypes or samples you may need to help explain your 

idea

• Ppresent your creative idea to potential backers and supporters
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• make sure your presentation contains the key information they need to decide whether to give 

you their support

What you need to know and understand

Creative ideas

• how to describe your creative idea simply and clearly

• how to define the target market. (For example age group, gender, social status, geographic 

location and buying preferences.)

• what direct and indirect competition there is to your product or service and what the potential 

impacts are

• what makes your creative idea different or better to other similar products or services on the 

market

• how to write a clear, simple proposition describing why you think your creative idea is a good one

• what supporting information you may need to help explain your idea and what the resource 

implications are. (For example a prototype or sample.)

• what the most appropriate methods of protecting your creative idea at different stages of 

development are. (For example non-disclosure agreements, Intellectual property rights, 

copyrights, patents and trademarks.)

Finance

• how to prepare a financial forecast including estimated expenditure and projected income and 

any borrowing requirements

Information and Advice

• where to go for advice on legal issues involved in protecting your creative idea
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Getting support

• what support options are available to you. (For example mentoring schemes, access to business 

advice or incubator units.)

• what financial support options are available to you. (For example loans, grants or venture capital.)

• how to assess what type of support is most appropriate for your needs

• how to brainstorm your idea effectively with others. (For example discuss the strengths, 

weaknesses and the issues and risks involved in bringing your idea to market.)

• what roles you would like others to have in turning your idea into a reality

• how to prepare a presentation on your creative idea aimed at potential supporters and backers

• what type of questions potential backers or supporters will ask and how to respond

• how to present your idea enthusiastically to others so that they will give you the backing you need
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Improve the quality of products or 
services

Quality can give your business a competitive 

edge and can help you to keep and gain more 

customers. It can affect the performance of 

your business overall, your marketing and 

sales activities, how you develop and produce 

or provide your products or services, how you 

keep business records and how you deal with 

customers.

This involves:

1. making sure you give your customers the level 

of quality they expect

2. making sure your quality is equal to, or higher 

than, that offered by your competitors

3. continually monitoring and improving quality

What you need to do

• find out what quality your customers expect and if they would like your business to have a quality 

award

• check what you currently do to measure and improve quality in the operational, technical and 

management parts of your business and compare it to what your competitors do

• set or review targets for quality for all parts of your business that take account of your customers’ 

expectations

• plan how to deal with faults and complaints and use the information you get to improve products 

or services

• decide whether to use a quality recognition scheme to improve your business’s performance.

• take advice from experts when you need it

• check that quality improvements are happening as you wanted

• regularly check progress by sampling products, services and processes and asking for the views of 

all those involved

• assess the skills and attitudes of any staff to improving quality

• check whether resources are helping to improve quality

• identify any problems in making improvements, and take prompt action to deal with them

• identify new opportunities and threats and change quality plans as necessary

• use the results of monitoring to review the effectiveness of your business
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What you need to know and understand

Quality management

• how quality helps your business aims and targets and how to bring it into your business

• what information from your business is useful when looking at quality. (For example, views of staff 

and customers, information about the products or services you deliver)

• how to explain what quality and quality management are to those people involved. (For example, 

staff, customers, backers and professional advisers)

• how to measure quality. (For example, the number of faults in products or complaints about 

services.)

• how you can find out what your customers expect in relation to quality and how they view poor 

quality

• how you can find out about what your competitors do about quality

• where to look in your business for quality improvements, staff skills and attitudes in day-to-day 

activities. (For example production, service delivery, sales, marketing, customer relations, supplies, 

maintenance and administration.)

• how you should state the detail of quality you expect in products, services and processes

• the schemes for recognising quality that are relevant to your business, the benefits of each and 

where to find out about them

• how to judge that your products or services meet the level of quality that you have set

• how to sample products, services and processes to carry out quality checks

• what potential problems you could face when you try to improve quality in your business. (For 

example, change in market conditions, resource difficulties, staff or competitor activity.)
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Make changes to improve your 
business

There are many times when you will want to 

make changes to improve your business. It is 

important that you make them effectively so that 

they disrupt your business as little as possible 

and achieve what you want.

This involves:

1. identifying what changes you need to make 

and how to make them

2. making sure they do not have a negative 

effect on the people or your business

3. monitoring and evaluating the changes to 

make sure they happen as you intended

What you need to do

• use reliable information to identify changes in line with what you want for your business

• think about anything that may stop you achieving the changes, and identify ways of dealing with 

them

• decide what risks you are prepared to take and make sure they are worth it

• give opportunities for relevant people to comment on proposed changes and contribute to 

planning change

• explain proposed changes clearly, accurately and in good time to anyone who needs to know 

about them

• plan changes accurately and in detail and clearly identify the implications for all those involved

• think about what resources you need to make your change happen

• check and confirm people’s understanding of the implications of the change and their 

commitment to their role in the process

• allocate resources and support so that the changes can take place

• monitor the changes and solve any problems that arise

• make sure that work is not affected whilst the change is happening

• make sure that changes have achieved what you wanted them to
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What you need to know and understand

Planning

• how to assess changes, before they are made to make sure they are likely to achieve the results 

you want, by reviewing the costs, benefits and risks that you are prepared to take

• what problems could prevent your plans being achieved and how you might deal with them

• the importance of planning for the management of change and how to plan for it

• what resources are needed to carry out your plans, how you will get them and how much they 

will cost (for example, products, staff, finance, premises, plant, equipment, marketing and 

administration)

Motivating others

• the value of consulting all relevant people (for example, business advisers, partners, shareholders, 

stakeholders, staff, customers and suppliers)

• how to communicate with everybody involved in your business about your plans and how to 

motivate people and encourage them to put your plans into practice

Monitoring

• the importance of monitoring and evaluating change and how to make sure it does not have a 

negative effect on current work or your business
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Monitor the social performance of 
a social enterprise

Monitoring the social performance, or social 

return, of a social enterprise is key when making 

sure that it is achieving what it was set up to 

achieve. It is also an important way of showing 

stakeholders that you are achieving what they 

want you to achieve and thereby strengthening 

your relationship with them. Stakeholders 

might be board members, sponsors, funders, 

customers, members, staff members or 

volunteers.

This involves:

1. making sure the social objectives are right

2. developing new social objectives if necessary

3. making sure there is no conflict between 

social and commercial objectives

4. deciding how to measure social performance

5. setting up systems to measure social 

performance

6. identifying people with the skills required to 

measure social performance

7. collecting and analysing data on social 

performance;

8. preparing reports on your findings; and

9. deciding how to improve social performance 

in the future.

What you need to do

• review the social enterprise’s purpose, vision and values

• identify possible areas where the social enterprise could develop new social objectives

• encourage stakeholders to feedback on, help to develop and support social objectives, social 

performance targets, reports on social performance and plans to improve social performance

• identify how to judge that the social enterprise is meeting its social objectives and how the social 

enterprise’s activities can help achieve the social objectives

• identify any possible conflicts of interest between the social objectives and commercial objectives 

and how commercial activities can be changed so that the social enterprise can achieve its social 

objectives
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• assess the commercial costs and benefits of trying to achieve the social enterprise’s social 

objectives

• identify the different skills needed to monitor social performance and who has them within or 

external to the organisation

• prepare audited reports on social performance for stakeholders

• set up a system to regularly measure social performance, making sure that it will check that the 

information is accurate

• find the reasons for any difference between social performance targets and actual social 

performance and decide how to improve social performance in the future

• find out how the improvements will affect the organisational and business plans
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Plan the exit strategy from your 
business

At some point you will leave your business 

and need to prepare to handover to someone 

else. Whether through retirement, sale of your 

business, passing it on to a family member, 

floating or merging your business it is important 

to plan your exit well in advance so you can move 

on when you are ready with the least disruption. 

By incorporating an exit strategy in your business 

plans it demonstrates to others that you are 

thinking strategically for the long-term as well as 

strengthening your business. 

Whatever your reason it is important that you 

plan your exit carefully to make sure that your 

departure leaves your business in the best 

possible position.

This involves:

1. deciding how and when you want to exit your 

business

2. taking advice on the exit options

3. checking the feasibility of your plan by 

involving others

What you need to do

• make sure that you have set goals and objectives of your business well in advance

• investigate and assess the different exit options

• plan for your preferred strategy, while considering what may happen if the situation changes and 

you are compelled to take a different route

• take advice on the implications of your preferred exit options

• decide who needs to be involved in the planning process

• consult with relevant people on the implications of your plans

• build the exit strategy into your business plan

• be aware of the value of your business, how the value will change over time and the factors that 

affect it

• keep your business in good shape by making sure finance administration is up to date and that 

you are complying with all relevant laws and regulations that effect your business

• review your exit strategy regularly
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What you need to know and understand

Aims and objectives

• how to set the aims and objectives of your business

• how the aims and objectives can influence your exit strategy. (For example are you growing your 

business to eventually sell on for maximum profit.)

Information and advice

• where to find professional advice on planning your exit strategy. (For example a business adviser, 

accountant or lawyer.)

Business focus

• what the value of your business is

• what factors affect the value of your business. (For example capital assets, customer loyalty or 

goodwill, strength of order book, potential for growth and profitability.)

• how to keep your business administration in good order. (For example keeping finances up to date 

and ensuring compliance with laws and regulations.)

Exit strategy

• what the different exit options are. (For example selling, family succession, closing, floating your 

business or a merger.)

• how to plan an exit strategy, including contingency plans if things change

• who needs to be consulted with when developing the plan. (For example family members, 

employees or investors.)

• how your proposed exit strategy will affect the way you run your business.

• how and when to review your exit strategy
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Plan where your business is going

Taking the time to think about where you want 

your business to go and how you want it to get 

there will mean that your business is much more 

likely to do what you want it to do. The most 

important part of this is thinking everything 

through. It is up to you whether you will find it 

useful to write all or parts of your plans down but 

if you want to use your plans to help you get 

funding or other support you will need to write 

them down.

This involves:

1. being clear about where you want your 

business to be in the future

2. setting targets of what you want it to achieve

3. working out detailed plans to help it get there

4. deciding what parts of your plans need to be 

written and how they need to be presented

What you need to do

• assess the current market position and image of your business

• decide where you would like your business to be in the short, medium and long term

• set targets for the different parts of your business and make sure that they do not conflict with 

each other

• plan in detail how the different parts of your business will work and how the targets will be met

• design a framework that will allow you to monitor the performance of your business against your 

plans

• make sure your plans are in a format that is suitable for their future use

• make sure you obey all the laws and regulations that apply to your business and plan how to keep 

up to date with any new laws and regulations

• seek advice when you need it

• decide how you will put your plans into practice and how you will deal with things that don’t go to 

plan

• make sure that everybody concerned with your business understands your plans and will help to 

make them successful
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What you need to know and understand

Business focus

• the current market position and image of your business if it is already trading

• how to identify the current market position and image of your business

• how to define where you want your business to be in terms of market position and success

• how to set realistic targets for the different parts of your business. (For example finances, 

production, sales, marketing, customer service, quality, staff recruitment, reward, appraisal or 

training and development.)

• how the different parts of your business affect each other. (For example financial targets can affect 

productivity, income and costs.)

Business planning

• how to make plans that are practical and useful and help you achieve what you want to

• what resources are needed to carry out your plans, how you will get them and how much they 

will cost (for example, products, staff, finance, premises, plant, equipment, marketing and 

administration)

• how you can review and monitor the success of your plans

• who will use your plans, how they will be used, whether parts or all of them need to be written 

and if so, what they need to contain, how they need to be formatted and how they need to be 

arranged

Law and regulations

• what laws and regulations affect your business and how

Information and advice

• where to find help and advice. (This could include business associates, business advice centres, 

business advisers, mentors or counsellors, specialist consultants, non-executive directors, 

accountants and other professionals.)
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Motivating others

• how to communicate with everybody involved in your business about your plans and how to 

motivate people and encourage them to put your plans into practice


