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MESSAGE FROM THE EDITOR
So here we are, “Welcome to 2021!”
A fresh new year that will be welcomed by so many business owners
across Australia, if the not the globe. 2020 proved to be a challenging
year for many in business but also proved to be a prosperous year for
some industries too.
With a new year brings new challenges, new opportunities and a new
outlook on where to take your business for the next 12 months. This is
what makes the beginning of a new calendar year so exciting and in some
ways, refreshing.
Traditionally, the new year starts with planning and goal setting. For
those of you that haven’t spent time beginning this process, now is the
time to look forwards.
You can start by deciding on what sort of goals, achievements and
progress you would like to see in your business this year. It’s critically
important to set some time aside to plan out what it is that you want to
achieve and how you will “reverse engineer” your outcome. It has been
said before that failure to plan is planning to fail, so now is the time to get
started.

Business planning is high on the priority list for our clients too. We spend
a decent amount of time with them early on in the year mapping out what
is important to them in their businesses.
The most common areas we advise on is:
•
•
•
•

Setting financial goals & targets
Marketing/sales and lead generation objectives, in order to
reach those targets
Cashflow, budgeting and profit engineering
Managing time & priorities

This January issue has been dedicated to just that, to help you build the
perfect foundation to attack 2021. In this edition, you will find articles on
Visioneering and what that looks like for your business, how to prepare a
budget that actually works and leadership principles that will assist you
to lead your teams this year. We have another fantastic story from a
successful Upcoach client and a guest contribution on how to set up your
sales strategy to experience great results.
So kick back, grab a cuppa and dive in to learn how you can prepare your
business for a successful and memorable year.
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THE SUBTLE ART OF
VISIONEERING
HOW TO STAY ON COURSE FOR 2021

Imagine having a crystal ball for your business. A level of
foresight that you knew one hundred percent that what
you applied would yield a result. That every plan, every
meeting, every campaign would bring fruit.
Now it’s time to wake up. Cause you’re dreaming. Here's why,
According to research by Digital Marketer (one of the world's leading
marketing authorities) over 88% of all marketing campaigns fail. The saying
shit happens is for real in business!
So what can you do in order to stay on course and get to your objective?
Enter the word Visioneering.
Now you may be thinking, what is Visioneering? Well, let me give you some
context...
Throughout my time coaching (over 20 years now) I have noticed that action
plans at varied levels either worked well or failed dismally. Regardless of what
they were for, be it personal weight loss or scaling a business, they were met
with various stalls and dives that would make ﬂying a Messerschmitt in WW2
childsplay. It wasn’t about effort or timing or even using the power of
intention. It just seemed all too random to me. So what is it really that made
a difference?
I knew I had to go deeper. I wanted to dive into the mechanics and see what
made the goals that were successful come to life. I needed to bridge the gap
between the tactical element of setting a goal and the vision of the goal itself.
I have traditionally been taught that ﬁrst you set a goal and then you work
towards it. However no one ever really said how much or for how long?
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I mean I know I want to lose weight but now what ? What’s the plan, what are
the next steps and when should I start? Question after question started to pop
up. It was confusing for me until I asked myself: What if I could have a
construct or a model that I can use to replicate and duplicate goal setting in
business and in my personal life?
Voila, the birth of Visioneering.
It started by breaking down the elements of the goal itself into segments.
First, a goal is a time and place in the future. It was all about projected
thinking. About creating an Outcome that I could picture in my mind. I then
needed part two. Belief. I mean if I didn't believe that I could achieve what I
wanted, then it sought to defeat the purpose...right? Without belief in
anything you do, very rarely are you going to get there.
What I have learnt after speaking to thousands of business owners is an
emerging pattern. People that set a goal very rarely truly believed it. I mean
they wanted to “get out of debt” but they didn’t believe that they actually
could. I don’t need to tell you the outcome for that .
With that in mind, now I had 2 key elements
1. A goal at a future time and place
2. Belief that I could actually achieve it
But wait there’s more...
I needed a mechanism that could be measured and adaptive. I mean you’ve all
heard the saying “ shit happens''. Yep it happens equally in life and in business.
The unexpected. COVID is the perfect example right there. No one predicted
it or expected what it was about to do. This is why I needed a Model that is
agile. The ability to move and change course.
I thought, how would I best explain it to my students, how can I really have
something that still gets you to the prize regardless of how you got there.
Making sure that it didn't take you an eternity in the process.
Boom, I had it...use a GPS approach!
Set the course and the GPS reverse engineers the approach. It gave you the
time and predicted obstacles ahead of schedule, plus in the event that
something unexpected happened, it gave you alternate routes in order to get
there. Brilliant isn’t it?
Now having all 3 elements, I just needed one more touch. The details on what
to do next.
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You see so many people have the best intention of setting goals and going for
them but they fail to read the signs along the way. The planning does not cater
for trafﬁc, obstacles on the road and delays to stop in for food and fuel.
It’s the attention to detail that a GPS can bring to the table. This is how
Visioneering works too.
Visioneering is a construct. An opportunity for the user to set their own pace.
The ability for them to get clear about the outcome and then create a
roadmap to actually get to the destination efﬁciently. Be it personal or
business, Visioneering allows you to calculate everything no matter what. Set
parameters and then measure your progress, just like a GPS unit. So let me
break down the key elements to look at using the Vision part of the
Visioneering formula.

VISION
Critical Numbers:
What is the projected turnover for the business that you are looking to
achieve over a 12 month period. Now just to be clear it’s actually not the
turnover I'm really worried about as you could be losing money with a
negative proﬁt. However I like an overall ﬁgure to aim towards. It's a gauge
that shows you whether you are on track or not.

Model:
This is basically the engine room for the business. In the visioneering process,
instead of looking at every little detail (this is more in the engineering part of
the equation) you want to concentrate on the Vision. So the look, the feel, the
hours that you want to work. The culture you want, the lifestyle that the
business can support and so on. The more detail you put into this area the
easier it is to set sail towards. You really want to envisage what you want the
business to become.

Organisational Chart:
The reason why this is important to look at is that it sets the plan moving
forward for what personnel you need to onboard over the next 12 to 18
months. Having a vision of the type of people, the role, the skills needed and
so on really helps with making the vision a reality. Remember very rarely can
you do everything in business, especially if you are looking to scale.
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Time and Holidays:
Now most people that I know very rarely factor in down time or holidays to
the business year. However it makes logical sense that you plan for your break
or breaks. I like to work 12 weeks and take 1 week off. I plan that into my
business calendar. Whatever it is for you, it needs to go into the plan to use as
a format to work towards. Remember visioneering is about a place and time
in the future, then you are reverse engineering the steps to get to that
objective.
Part two is (you guessed it) ENGINEERING
This is where we get to unpack the vision and turn it into a reality. The steps
here are all about detail. It’s the “how to“ of the process. Many business
owners have grand dreams however forget that it takes blood, sweat, tears
and some luck to actually get to the goals. I think it also takes clever planning
and a massive amount of application. You can create all the vision you like but
if you don’t get to work...then good luck !!
Lets keep it simple. For the engineering step I believe the best way to break
down the vision is into 90-day milestones and then, create 30 day goals that
break down the milestone itself. Why? Well I think 90 days is a good length of
time to make sure you are on track but not too long in case you need to pivot
from the direction you are heading (pivoting for COVID is a perfect example)
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Let me show you an example here:
90 Day Milestone: Get all accounting reports in order
30 Day Goal Steps
1. Identify what reports you need and what you have currently
2. Identify the GAP between what you have and what you need
3. Learn how to update all data and run reports frequently
Please note this is a basic breakdown but hopefully you understand the ﬂow.
The daily and or weekly activity can then be diarised for you to personally
connect with the accountant or bookkeeper to ask for help. You may need
to set time aside for data entry to get all the software up to date. Finally you
will want to run a report and observe the results.
The goal here is to break the milestone down and keep breaking it down till
the goal steps/actions are easy and in bite sized chunks. Then take action by
completing the steps which in turn will lead you to success.
What I love about the Visioneering process is it’s elegance. You set the
overarching vision and then you have a tool to reverse engineer the
outcome. Rather than hoping for the best and working without a map of the
terrain, you are using the GPS model to set your goal and then hop in the
car to get you there via a planned out route.
Finally I want you to practice this. Version 1.0 will be different to version 5.0.
The more you think about and practice Visioneering the better you become.
Solid planning and application are the key to advancement
in any endeavour.

“The winds of change are blowing,
however it is you at must set sa”
~ Nick Psaila

Nick is the Founder of Upcoach Business Growth
Programs. As a celebrated business speaker, coach,
thought leader and author of Up-ology, Nick has helped
thousands of business owners to achieve success.

GROW YOUR BUSINESS FAST WITH LESS WORK

PROVEN GROWTH
HACKING METHODS
& SHORTCUTS

Inside UP-OLOGY, internationally renowned business coach,
speaker and thought-leader Nick Psaila, lays out a holistic
approach to business and personal success using his proven
growth system.

Get your FREE copy today at upcoach.com.au.

THREES COMPANY

HOW A MODEST TILING BUSINESS BECAME
A MAGNIFICENT SUCCESS

The old saying goes, “it takes a village to raise a child”, and to some
extent that’s true. In the case of Better Tiling, one of Sydney’s leading
tiling companies, it takes three dedicated individuals to raise a
formidable business. With an expanding workload, distributing new
products and building tiling showrooms, things are getting busier and
busier for the hard-working trio. I caught up recently with the guys to
discover their secrets to success.
Better Tiling is driven and directed by John Debes and Elias & Suzie Tohme
and was founded back in 2007. Back then both Elias and John were working
as independent tiling contractors and knew each other through family. After
helping one another out over a six-month period, they decided to form a
partnership and Better Tiling was born.
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“That was a big decision,” says John “but
an easy one to make”. “Elias and I knew
each other through family, and Elias also
completed his apprenticeship with my
Dad and Uncle. I knew Elias’ work ethic
and he knew mine”.
From that moment, the boys went from
strength to strength. It didn’t take long
for the duo to become the most sought
after tilers locally, known for their
attention to detail and quick turnaround
on projects. As their reputation grew,
they became recognised as the “go-to
tilers”, working extremely hard to look
after their customers and to never let
anyone down. Soon they faced a turning
point, however, realising that this sort of
hard work, couldn’t go on forever.
The attitude towards hard work and
determination was ingrained at a young
age for the pair. John, the son of a tiler,
started professional tiling at 21, after
working in real estate for a short time, he
jumped into tiling and naturally learnt
the process quickly through TAFE. Elias
has “always been a tiler” and earnt his
stripes by completing his apprenticeship
under the careful watch of John's Dad
and Uncle’s eyes.

John now has a beautiful family and is
supported by his wife, Marie and his two
sons George and William. “I love
spending time with my wife and the
boys,” mentions John. “At the moment
my “spare time” involves ﬁnishing the
landscaping to our home. I like to get up
early and go to the gym in the morning
before coming into the ofﬁce. I also play
competitive basketball on Wednesday
nights, it’s the perfect way to release
some energy.”
Family is also a big part of life for Elias
and Suzie. Happily married and with
three children of their own, (Abraham,
Jayden and little miss Hannah Rose), it’s
easy to see the strong work ethic is
demonstrated to the kids through Mum &
Dad.
Coming from the tourism sector, Suzie
wasn’t initially grounded in the tiling
industry, but has taken on her role ‘boots
and all’ and manages both family and
work-life together.
“Once Elias and I started our family, I
started working from home as a mobile
travel agent” mentions Suzie. “This gave
me the opportunity to assist my husband
with the paperwork side of the business.
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As our family grew and Better Tiling grew
I noticed more of my attention was shifted
from travel to Better Tiling”. And when
Suzie isn’t keeping the force together at
the ofﬁce, she enjoys nothing more than
packing an overnight bag and heading
away with the family for a night. Travel is in
her blood!
Now steadily growing, Better Tiling is
moving from milestone to milestone.
Specialising in all aspects of tiling, the
teams are capable of completing any tiling
project from large commercial projects to
small residential works. The guys have also
leveraged the Better Tiling brand by
delving into the adhesive market with their
new
line
“Joreco
Smart-Grip
Tile
Adhesive”.
In addition to tiling, the trio launched into
the bathroom renovation market earlier
this year by setting up Better Bathrooms
and are now working on a couple of
renovations a month. They also have plans
underway and are currently working on
opening a bathroom & tiling showroom in
Yagoona, Sydney, featuring the latest tiles
and bathroom trends, allowing their
customers and the public to create the
bathrooms of their dreams.
“We have found that having the industry
background separates us from all the other
stores
who
only
have
the
retail
experience,” says Elias. “Our intention is to
create a seamless experience when it
comes to selecting tiles and designing a
bathroom
that
perfectly
suits
the
customer”
Prior to starting with Upcoach, Better
Tiling was already achieving $2.2 million in
sales a year, however, after working with
Nick they managed to increase their
annual sales growth to $3 million at the
end of 2019.
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Looking forward, the guys have set a $6
million dollar projection for the 2021
year, breaking that down to $3 million in
tiling works, completing $2 million in
bathroom projects and selling $1 million
in Joreco Adhesive. Pretty impressive to
say the least.
I decided to ask a few more in-depth
questions, to listen to the challenges,
the highs & lows and ﬁnd out what the
business has lined up for the future.
Tell me guys, what do you enjoy most
about running Better Tiling?
“The most enjoyable thing would have to
be the “challenges” we face in our
business. Our reputation is based on not
letting our clients down, and somehow
we always manage to make it happen”.
“Elias works the best under pressure so
we like to challenge him and load on
multiple jobs of different sizes”.
“We feel that to become successful the
most important thing is hard work and
dedication. You need to know why you
do what you do every day, and that
ultimately, you are responsible for the
success or failure of the business”.

What do you ﬁnd most challenging
about running Better Tiling?
“There is so much to do, and the work
just does not stop. I often hear people
say that they would love to run their own
business because they can do whatever
they like… that is certainly NOT the case”
laughs Suzie.
“One of the ﬁrst developers I worked for
told me that if you want to run a
company and have people work for you,
you need to work 10x harder than you do
on your own. At the time this didn’t make
any sense to me… If people are working
for me, why would I need to work
harder? Now I understand”, mentions
John.
“Honestly, we feel that there are many
daily challenges in the business, but the
management of on-site issues and
ensuring adequate cash ﬂow to help
grow the business probably tops the
list.”
How has Coaching helped you to grow
the business?
“Coaching has been amazing.
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We always knew we had so much potential, we just always struggled to ﬁnd it.
After meeting with Nick from Upcoach, and listening to his advice, we knew we
had found the right person to push us forward towards our goals.”
“What we have found most helpful through coaching is how to stay on track
towards our goals, and continuing to look forward and GROW. Since teaming
up with Nick, we have put admin structures into place, understood our
individual roles, realised the businesses potential, and have gained a strong
sense of business acumen, not to mention hitting some incredible sales targets
along the way. We have also made some great contacts through the Upcoach
network which has been awesome”.
What’s your best piece of planning or strategic goal-setting advice you can
share with us?
• You need to believe that you will do it. If you can see it and believe it, it
will happen. (I know it sounds cliché but it is absolutely true).
• Don’t try and multitask everything, your brain is not actually designed to
do that. Get the help you need to run the business so that you can focus
on business growth and expansion.
• Set mini-goals every 60 – 90 days, and look over your achievements to
keep the motivation moving.
• Spend as much time as you need to get a system working efﬁciently so
that you can afford to work on the business.
• Use a calendar. Learn how to use it. It will help you become more
organised and will help make yourself aware of what you are doing all
day when it seems like there is so much to do.
What does the future look like for Better Tiling?
“Now, it’s 2021, we want to focus heavily on expanding the brand in all ways.
We want to improve our on-line presence, keep up the networking and will
continue with our growth through education and business coaching.”
“Within the next 5 years, we will have our Better Tiling Showroom set up, with
full-time staff open to the public. We intend to have the bathroom renovation
division working on 20 renovations per month and our “Joreco” adhesive range
expanded throughout reputable hardware suppliers across Australia.”
“The future looks great from where we are sitting. Throughout all the
roadblocks and hiccups we have had to date, we are also very aware of all the
progress, achievements and lessons we have learnt along the way. As a team,
we are looking forward to the challenges to come.”

WRITTEN BY CHRIS HERBERT

JOIN OUR FREE
ONLINE COMMUNITY TODAY!
The Business Growth Advice Australia exclusive Facebook
group was created to help every hard-working entrepreneur
and business owner to grow & scale their business.
We deliver "real" strategies, tools, lessons, resources and
valuable advice to help you take your business further, faster.

Join our FREE online community today by heading to
www.facebook.com/groups/business.growth.advice.australia
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HOW GREAT LEADERSHIP
BEGINS WITH YOU!
Have you ever noticed that the most successful companies are
driven by the most successful teams? This is no accident.
However, great teams (or individuals) don’t just create
themselves. It takes powerful LEADERSHIP to inspire, train
and lead people to help a business to become great.
Now I know what you’re thinking, not another article on Leadership! I agree
it’s one of the most discussed and dissected topics on the internet, and for
good reason. A recent article from Forbes Young Entrepreneur Council listed
Leadership as the sixth most crucial skill that every business owner needs
from day one.
However, I see it time and time again, where business owners struggle with
challenges such as poor retention, performance issues, low employee morale
and non-existent company culture.
It can deﬁnitely take its toll on the performance of the business AND the
health of the business owner.
But it is the beneﬁts of powerful leadership that clearly shows how
important developing your skill in this area truly is. Any organisation will
experience greater forms of productivity, better team retention, happier
employees, stronger company culture and more effective teams as a result
of investing time and energy into Leadership. A leaders role is to create more
leaders, so the investment in your people plays a big part in relation to the
companies ongoing success.
Ultimately, prioritising Leadership as an ongoing practice is entirely up to the
business owner and that change is completely up to YOU.
So now we know how powerful leadership can be on our teams, its time to
take a look at how we can make it work for us in our businesses. The
unfriendly news is that Leadership skill itself takes time to develop. As you
lead others, you not only learn from your efforts but much like practising a
skill, you get better at the delivery and impact of your leadership on others.
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Below are a number of skills and competencies that I teach to business
owners, to help them develop their ability in leading others and creating
powerful teams:

LIVE by Example
This is, without a doubt the greatest piece of advice I could give to
anyone when it comes to leadership. It is said that the standard that
you walk past is the standard you are willing to accept.
Therefore, LIVING by example (as opposed to leading by example)
means you set leadership standards that you aim to LIVE by, every
day. Leadership is not something you turn on and off when at work,
its something that deﬁnes your character - who you are as a leader.
That’s why LIVING by example becomes such a powerful attribute
to deﬁning great leadership.

Communicate Well
I often ﬁnd that miscommunication between business owners and
their employees is what creates the biggest barriers in supporting
alignment and business growth. Whether its lack of training,
direction, delegation or general updates, if there is a lack of
communication you can almost guarantee there will be a lack of
support and comprehension from both sides. The solution here is to
implement easy to use communication platforms or processes to
ensure any messages are easily received and acknowledged by all
parties. Think of it like a footy team - if everyone knows the game
plan, they tend to win the game.

Listen Intently
As leaders, it is perceived that we must give the direction and the
orders for the rest of our teams to follow. We must be the voice for
others to hear. But what I have learnt from coaching is that listening
is the true secret weapon to great leadership. By listening intently
to our teams and managers, this encourages others to raise their
ideas, share their voice and feel safe when doing so. This, in turn,
builds greater trust, earns respect, helps develop more meaningful
connections with our people and allows us to make more informed
decisions instead of shotgun responses. Listening intently too,
takes practice, as sometimes we are operating with knee-jerk
habits, so to help you with this skill, when you engage a
conversation, practice becoming the last person to speak, and
remain present throughout the entire conversation.

Praise Often
Sometimes this one gets left off the page. Its alarming how little
employees are praised and congratulated in the workplace.
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I realise that the business owner is usually head down, bum up and
working hard to make the business a success, but a business will
never be able to scale ( or in some cases even function) without the
help of great people. It’s vital that business owners prioritise the
importance of praising their employees. The most rewarding praise
comes as a surprise. Little gestures like a gift card, a bottle of
something nice or even “lunch on the boss”. This helps to foster a
great culture within the business and employees that feel loved
tend to stay longer and become your greatest advocates.

Encourage Autonomy
The role of a leader is to create more leaders - so by encouraging
autonomy you are assisting your employees to think and act for
themselves. From very early on in our lives, we are taught to “put up
our hand and ask for the answer”. In a way, we are re-wiring the way
we want our employees to think and act. By allowing them to create
solutions for themselves, do what they think is right and take
responsibility for their actions, we are supporting them to “take the
reins” and practice using the solution-driven part of the brain, and
not to rely on the business owner for all the answers. Obviously,
your support and guidance are essential for this to work, however,
if you do not encourage it, your employees will turn to you for the
answers forever.
My suggestion here is to read Ken Blanchard’s book - Leadership and the One
Minute Manager as it breaks down the Situational Leadership model and
guides you on how to lead your employees through the development levels
they will transition through during their training and development.
So there you have it. The golden answer to great leadership
and inspired teams, lies in actually practising the principles
of great leadership and inspiring your team.
We have established that Leadership is actually a skill,
much like riding a bike, and that it takes time to master. By
practising the competencies above, you will be enhancing
your own ability to lead and in the process, helping to
create future leaders to push your business forward.

Chris is the curator of the Upcoach Magazine and is a
Business Growth Expert with Upcoach. Chris oversees
the coaching programs at Upcoach and personally
works with over a dozen clients to help grow and
scale their businesses.
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TAKE YOUR BUSINESS
FURTHER
WITH THE PEOPLE PROFITS
& PURPOSE PODCAST
The People, Proﬁts and Purpose podcast is
brought to you by celebrated business
speaker, coach, author and thought leader
Nick Psaila. In this podcast. Nick dives deep
into the minds and businesses of his guests
on the show and shares his concepts, tools
and tips to help increase your proﬁts and to
build your personal and business life UP!

DOWNLOAD & START
LISTENING TODAY!

UpCoach
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SIMPLE STEPS TO ACHIEVE
YOUR SALES GOALS IN 2021
BY GUEST AUTHOR, JULIE MASON

Ahhh, January! That special time of the year where people
make their goals for the year, ditch them before Valentines
Day and wonder why they didn’t achieve what they wanted as
another Christmas speeds towards them.
As Benjamin Franklin famously said ‘If you fail to plan, you are planning to fail.’
But you’re not one of those people are you? Of course not! You are reading this
magazine. That tells me that you are already an above-average person. And
while you may not achieve every single goal you set, you give it a red-hot crack.
So here are some simple steps to help you achieve your sales goals this year.

Start With The Big Picture Then Chunk It Down
Here’s a simple exercise. Write down your revenue target for 2021? Next, write
down what is the average cost of your product or service? How many would
you need to sell in order to achieve your revenue target? Then divide that
number by 52 weeks to ﬁnd out how many sales you need to achieve weekly.
Most people get a surprise when they do this simple breakdown and discover
that their goal is much more achievable target when they see it in a weekly
target than feeling overwhelmed trying to achieve the yearly revenue target.
It also makes it easier to monitor so you can stay on track for your goals.
If you know the average conversion rate (how many leads convert into sales) for
your sales team then you can factor that in and then you can determine how
many leads you need to generate with your marketing strategy.
You can download a free Lead Generation Activity Calculator that will quickly
help you work out exactly how many leads you need to achieve your revenue
goals in 2021 at Http://bit.ly/LeadGenCalculator

Know Your Ideal Client And Where They Are Hanging Out
If you want to catch ﬁsh, you go where the ﬁsh are – the same goes for your
ideal clients. Focus your marketing efforts on the platforms where your ideal
clients are hanging out. Most businesses spread themselves thinly across
multiple platforms rather than focussing their efforts on key ones where they
will get greater exposure to their ideal clients.
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Whatever the platform – Facebook, LinkedIn, Google Ads, Instagram, Email –
have a strategy to attract, nurture and convert your ideal clients. If you don’t
know how to create a strategy for that platform, ﬁnd an expert that can help
you.
If for example, you have an
automotive business trying
to attract ﬂeet owners, you
might consider a LinkedIn
strategy where you can
clearly identify them via
LinkedIn search, connect and
start to build a relationship
through that platform. A
simple search on LinkedIn for
the keywords Fleet Manager
and ﬁltering to People
located in the Greater
Sydney Area generated over
12,000 results.
Now you can start to build strategic connections, add value and build the
relationship and potentially win more business.

Freshen Up Your Sales Process
Today’s buyers are more sophisticated than ever and according to
SiriusDecisions, 70% of the buyer’s journey is complete before the buyer
reaches out to sales.
Salespeople who have been trained in traditional sales concepts of a hard sell,
overcoming objections and always be closing may need to refresh their skills
to best serve prospective customers and their needs in today’s environment.
The top four factors that buyers consider when looking to engage a vendor all
relate to how a company demonstrates their knowledge. This is where a great
content marketing strategy can do much of the heavy lifting of the sales
process, then your sales team can build upon it in their conversations.
Remember in sales to listen twice as much as you speak and ask questions
that will help the prospect guide themselves into the sale. Here are some
examples:
•
•
•
•
•
•

What are your greatest challenges related to…..?
How are you currently attempting to solve these challenges?
What are your technical requirements?
What would an ideal situation look like/feel like?
How would your life be better when a solution is implemented?
Who are the internal stakeholders that are responsible for inﬂuencing,
deciding and implementing this solution?
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Be Accountable & Give Yourself A 33% Advantage!
Dr Gail Matthews, a psychology professor discovered in a study regarding goal
achievement that people who wrote down their goals AND shared it with a
friend AND sent them weekly updates were on average 33% more successful
in accomplishing their stated goals than those who merely kept their goals in
their head or on paper.
I’ve had an accountability partner for the past 8 years and it has made a
signiﬁcant difference to my business. Here are 7 powerful reasons to get
yourself an accountability partner in 2021:
• They keep you motivated and encourage you to keep moving forward
• They are a great sounding board to bounce ideas off and bring a fresh
perspective
• They highlight your blind spots and reﬂect things back to you that you
may not be able to see yourself
• They are often your biggest cheerleader and remind you that YES you can
do it!
• They will make sure your goal remains a priority
• They will celebrate every milestone on your journey no matter how small –
it’s important to have someone who will recognise and celebrate the big
and important small wins that help us arrive at our goals
• You don’t have to go it alone – this is one of the best reasons…having
someone in your corner!
This past year, I implemented accountability calls with my clients and they love
that it helps them to keep on track and do the work they know will get them
the results they want to achieve.
These simple steps will help to remove overwhelm by chunking it down,
remove unnecessary work by focusing on the key platforms your prospects
are hanging out on, make the sales process easier and more elegant for both
parties and give you the motivation to achieve your goals with an
accountability partner.
Here’s to your success in 2021!

Julie is passionate about helping
businesses generate leads and
sales using LinkedIn easily and
elegantly and is the Founder of
Linked Sales Formula, the most
comprehensive online course for
SME's.

Position Yourself
As An Authority &
Generate Quality Leads
For Your Business On LinkedIn
If you know your target audience is on
LinkedIn but you are unsure the best
way to approach them, book a 30
minute LinkedIn Strategy Session
with Julie today to discover how to
leverage this powerful platform to grow
your business.

BOOK NOW AT: http://bit.ly/30minchatwithJM

Eliminate Your
CASHFLOW Worries
without Spending Hours sitting next to
your Accountant - Within 30 Days or Less!
Specialising in bookkeeping and financial education,
the team at Better Business Mastery can assist you to
get your cash flow back on track. With over 20 years of
experience, we help small business owners identify
their cash flow troubles and create failsafe plans to
achieve financial prosperity.

BOOK YOUR FREE 30-MINUTE
CASHFLOW CATCHUP WITH KATIE
TODAY BY CALLING 0433 988 742
info@katiehurst.com.au | katiehurst.com.au

TIRED OF
BORING VIDEOS?

SUBSCRIBE TO THE UPCOACH YOUTUBE
CHANNEL AND LEARN FROM THE
EXPERTS FOR FREE
Learn from Nick and the team by viewing over 100 videos loaded with
golden nuggets of inspiration, best business tips and real-life lessons.

Search Upcoach Business Growth Programs on
Youtube to start watching today.

HASSLE-FREE BUDGETING SUCCESS
SIMPLE STEPS TO CREATING A BUDGET AND TAKING CONTROL OF 2021

For many of us, spending time making a budget for our business seems like
a daunting and fairly stressful task. I know it was for me. But once I
understood that a budget could help me get a handle on my ﬁnances, my
views immediately changed.
Instead of picturing your business budget as a scary list of restrictions,
imagine it as the path to a happy and well-organised business that has clear
targets and steps in place to achieve success. You wouldn't build an IKEA
wardrobe without the plan, so why would you try to run a business without
a plan for your money? That would be crazy right? Well, here’s how to do it:
Firstly, what is a Budget?
A budget primarily is a snapshot of the money you have coming into your
business (income) and the money you plan to spend (expenses). Think of it
as a map of your businesses ﬁnancial situation. There is no “one-size-ﬁts-all”
approach to making a budget, but there are some simple steps you can take
to build your own business budget planner.
Remember that a budget isn’t just a way to keep track of your own
spending habits. A good budget will also outline your businesses ﬁnancial
goals and what steps you need to take to achieve them.
Why do you need a Budget?
A budget can be helpful if you want to take control of your ﬁnances - it’s a
great ﬁrst step to helping you manage your money better, by clearly
showing how much you’re earning, how much you should be spending and
what you’re spending your money on.
By understanding where you’re spending your money, you can then identify
areas where you may be overspending or could invest a bit more. This could
help you to prioritise between essential (non-discretionary) and
(discretionary) expenses. In short, a budget can serve as a reminder of
what’s a necessity and what’s simply an indulgence that could lead to
overspending and ﬁnancial stress.
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Surplus vs Deﬁcit
Your business budget will also help calculate either a surplus (meaning you
have the right amount of income to cover projected expenses) or deﬁcit
(meaning your expenses are greater than your income). If you have a surplus,
then your budget can help you identify the right amount of money to set
aside each month to reach your savings (or proﬁt) goals. If you have a deﬁcit,
then you can look at each of your spending categories and determine where
you might need to tighten your belt to help reach those end of year goals.
Managing your budget and aiming for a healthy surplus (saving more than
you spend) can help your ﬁnancial success for the business.
How to Create a Budget in 3 easy steps
1. Calculate your income
Income can come from many sources, such as your sales/income, any other
side income you have or government assistance you might receive. To get an
accurate ﬁnancial picture, make sure you account for every source of income
you have, even if it’s only temporary income or a small sum.
You can do this by using last years P&L and extracting the ﬁgures from the
previous 12 months. This can be used as your baseline budget. Then calculate
what you think you can do this year and increase each month by that
percentage. However, the trick here is to increase your sales and lower your
costs. This will increase the net proﬁt for the business month on month so
identify where cost savings can be made across the business.
2. Work out your expenses
Figuring out where your money actually goes can be eye-opening, though it’s
not always easy to get a grip on all of your spending. Start by reviewing your
bank and credit card statements, bills and receipts to work out what you’re
spending money on and how much you’re spending.
Your expenses will include things such as:
• Your cost of goods and services
• Fees paid for services like banking accounts and bookkeeping services
• Insurances and administrative expenses including Workcover
• Vehicle expenses, fuel and maintenance
• Building rent, repairs and maintenance
• Stafﬁng expenses, wages, super, tax and training
• Subscriptions, consultants, computer IT and other fees
• Don’t forget to include expenses you may pay for on a quarterly or
annual basis, such as insurances, car registrations and servicing or
property rates.
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3. Set up your budget
Below is a really good example of a budgeting tool, it can help you easily
build a budget and get a better understanding of your ﬁnances.
By simply adding your income and expenses, and how frequently you earn or
incur them, you can create a view of your total weekly, fortnightly, monthly
and annual income and expenses.

As you can see in the example above, I have created a sample budget by ﬁrst
adding in the total sales from last year ($750k in 2020) and for 2021, I want it
to increase to $1 million (which now sets our budget). This shows us a 25%
increase in sales.
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What you will also be able to see is that last year we made $112k net proﬁt
whereas in 2021 we are budgeting to make $150k proﬁt. However, our actuals
reﬂected that we achieved $161K net proﬁt for the year.
To prepare a budget of your own, use the template planner included in this
magazine and start by following the previous steps for setting up a realistic
budget that gets you to where your business needs to be.
So if you want to improve your cashﬂows in 2021, make more money and
sharpen your ﬁnancial understanding for your business, then using a clear
ﬁnancial budget will help you to achieve that. I believe, it is a fundamental
responsibility of any business owner to plan and manage one of the most
important reasons why you are in business….making money. Use my advice,
tips and the template included to make 2021 the year for change.

Tony is one of the Business Growth Experts at
Upcoach. Specialising in business finance,
Tony is a regular contributor to the Upcoach
Magazine and personally coaches clients to
grow and scale their businesses.
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BUDGETING TEMPLATE
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BUDGETING NOTES

If you wish to unsubscribe from the Upcoach Magazine, please let us know at ask@upcoach.com.au
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GROW YOUR BUSINESS FASTER
THAN EVER BEFORE!

Our Business Growth Programs are designed to
help take your business to the next level UP!

Today, 50% of all small businesses fail in their fifth year. The
reality is, that it takes years (and countless mistakes) to learn
how to grow a business – and that’s where we come in.
Our highly experienced business growth experts work with you,
using our proven business growth programs, to help increase
your profits and scale your business fast.
Discover work-life balance and the freedom that a successful
business can provide for you and your family today.

Book your FREE 30-minute Coaching Session
with a qualiﬁed Business Growth Expert,
by calling us on 1300 459 302.

