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MESSAGE FROM THE EDITOR
We all start in business for different reasons whether it be for financial
gain, to create more time for ourselves and our families or to achieve a
sense of freedom so that we can do what we want to do with our lives.
But more often than not, many business owners get stuck in a trap.
They get stuck in the grind of business. As they slowly try to grow their
business, their business becomes more dependent on them and
removing themselves from the day-to-day often becomes the challenge.
Over my time coaching business owners, I have seen many business
owners that fall into this trap. Working seven days a week trying to
juggle everything from sales and marketing through to operations and
cash flows, and sometimes the reason why they started their business
seems to slip away. To some, it can seem like an unachievable task - to
reach the audacious freedom goals they had set at the outset of their
business.
But I’m here to say that it IS absolutely possible to grow and scale your
business. Thousands of business owners have done it before you. The
only difference between them and yourself is that they stepped back for
a moment and started to think differently about what it will take to
make the change for future success. And you can too!

Now more than ever, there is opportunity everywhere. All we need to do
is take a look at our own backyard and see what is happening with the
world right now. Nationwide there are innovative business owners
changing and shifting their business models to adapt to the current
environment. You see, growth isn’t just about increasing sales. There are
many different factors to consider and manage, right throughout your
business. The opportunity for you now, however, is to observe how YOU
do business and to determine what sort of change you need to create.
These times have already shown us, that those business owners that put
in the work, that plan well and execute well are the ones that will enjoy
the fruit of success in the future.
In this edition, we discuss everything growth & scaling. From preparing
your mind to take the next steps with your business right through to
tips on how to successfully receive business funding. We outline the key
strategies in order to grow and develop your team and reveal what the
tell-tale signs are when your business is ready to scale. PLUS, we dive
into another successful Upcoach Tribe members business and learn
what they have done to their to grow their business over the last four
years.
As you turn through the pages of this October edition I encourage you
to think about the growth of your business and where you want to take
it in the future.
Whether you are small and starting
out, or you are looking to double your
revenues, I hope this magazine
provides you with the tools, the ideas
and the advice to help you take your
business to where you want to go.

CHRIS HERBERT
EDITOR OF UPCOACH MAGAZINE
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BY NICK PSAILA

PREPARING YOUR MINDSET
FOR BUSINESS GROWTH
Why sharpening your mind for the journey ahead
is so important!
Everything in this incredible universe is connected. The tides, the seasons,
the people, the plant life and everything in this ecosystem has a way of
ﬂowing together.
It’s evident in the synchronicity between man and everything around us. So
could it be possible that in business, which I believe is a simple extension of
the person you are, you are ultimately connected between what and how we
think and business success?
The answer I believe is a 100% yes! So why is it then that so many fail to pay
particular attention to the thoughts they have and how they inﬂuence the
current and future status of their business?
I think it’s because many of us get caught up in the “doing” rather than the
“dreaming”. Now for the majority of business owners the dreaming part is
for people that are not busy or that are not in the “real world”
We have heard this over and over again from our parents… get your head
out of the clouds, stop dreaming and get real. Your nothing but a dreamer...
and so on and so on. You know exactly what I am talking about.
It’s as if it’s wrong or “not business like” to dream about your business. It’s
all about hard work, get into it and stop wasting time. Funnily enough all of
this takes a toll on our creativity and imagination and hardens us at some
levels to not even consider the power of the six inches between your ears…
In an article published in Hack The Entrepreneur, the deﬁnition of business
mindset is: a way of thinking that enables you to uncover and see problems
as opportunities, and then turning those opportunities into a business.
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(cont.) It is an understanding that everything around us is the result of
someone having an idea and then executing it.
I think this is only just scratching the surface of what the mind can do if it is
programmed correctly and allowed to grow and dream. Have you ever
noticed things that looked impossible, the things that everyone said were
crazy until it happened, have literally shaped the world around us?
With this in mind and the concept that everything around us is completely
connected and intertwined, it makes a solid argument that in order for you
to reach the success you are after both personally and in business, you must
also ensure the mind is prepared for the journey ahead.
To the untrained eye, success looks like it happens overnight, however for
anyone that has been in the game long enough we all know it is a 10 to 15
year rollercoaster of massive highs and lowest lows. Interesting though that
the only thing that got you through it all, is your internal thoughts.
The same thoughts that either found a solution or buried you deeper into
despair. Either you were in control of your mind at the time or it was running
the race.
If you look throughout history at the giants who have built anything worth
noticing, they will undoubtedly relate their success to how they were
thinking. Take any athlete, olympian or Fortune 500 CEO, it’s 95% mindset
and 5 % mechanics. The power of the mind just can’t be underestimated.
Now like any tool or magic wand, you can use it well to serve you and help
you grow OR you can use it to bash nails in with it. It still creates an outcome
but it has such a variable to it that it’s crazy!! I have noticed that every time I
interview people that are stuck in a rut or having a real tough time in
business or their life, when I ask how's their mindset, the response is usually
along the lines of “It’s bad” or “I can’t even think past the drama etc”.
The reverse to that is also evident. The people that are accomplishing their
goals, that are dealing with what’s thrown at them and that are experiencing
a high level of personal and business success, have shared with me that they
have a mindset that is open to possibility, they accept responsibility and
have an attitude of gratitude rather than expectation.
Guy Kawasaki, entrepreneur and The New York Times bestselling author of
13 books shares: “The growth mindset should be an obvious business hack
and it is essential to you succeeding as an entrepreneur. You need to have
the mentality that you can teach yourself to do anything, and as long as you
push yourself hard enough and try enough things, success is just a matter of
time”.
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The growth mindset is not a mystery, it’s based on the principle that If you
believe you have a limitation to a certain capability and level of
accomplishment, then you’ll never achieve anything more. However, if you
believe you can get better, that growth mindset will enable you to
accomplish more. This idea has been further explored and validated by Carol
Dweck in her classic book simply titled Mindset: The New Psychology of
Success. Have you ever noticed that whether you think you can or you can’t
you are 100% correct?
You dictate your own thoughts, even though you are inﬂuenced by
everything around you. At the end of it, you still have the ﬁnal say. So the
thought process around growing business is directly inﬂuenced by your
mindset. Dream big and you will ﬁnd a way. Think small and you will ﬁnd a
way to limit yourself to the level of success.
So what do you need to do to the mind in order to really create success in
your business?

1. Believe in yourself and what you are doing
There is nothing greater than the belief’s you have and that you stand
behind what you believe in. I mean history is littered with incredible people
that no matter what was thrown at them, accomplished incredible success.
Even though the odds were against them they persevered, believed in
themselves and went on to greatness.

2. Deal with the negative by giving gratitude
We often get stuck in a negative cycle , something happens that's
unexpected, we get some bad news and then for the next number of hours
or days you just seem to keep repeating the scenario in your head. I have
learnt that trying NOT to think about it has the reverse effect...you think
about it more. So I have discovered that rather than ﬁght ﬁre with ﬁre,
actually accepting and thanking the negative thought, actually dissipates the
energy from it. Crazy right?
Try that for yourself and you’ll be amazed by the outcome. You see the
negative thought wants to take up space and be the centre of your mind,
like being on stage at Madison Square Garden. It competes for relevance and
tries everything in order for it to thrive. When you give gratitude it just
becomes another thought to deal with in the queue so to speak.

3. Think big and small
This is tough. Some of us are designed to think big while others are very
detail orientated so it’s difﬁcult as business owners, as we have to do a little
bit of both.

PAGE 6

I mean you need to do the work, right? You can’t just sit there and hope it
will get done., However in the same breath, when you get to envisage where
the business is heading, you create the map of how to get there. You need
detail and planning together.

4. Have a mission in life that keeps you focused
Today we are all aware that the earth isn't ﬂat and that planets are within
our grasp and as such we don't have to believe that we are alone. The
possibility of life beyond the stars is becoming more and more accepted.
However, unfortunately, today we are also suffering with information
overload. Focusing on one mission for yourself has now been made much
harder due to too many choices. I'm not saying you have to be obsessed
with accomplishment however I am saying that when you have a bigger
reason for WHY you want to achieve success other than just money, then
the game changes. Your focus becomes more intense and just like looking
through a telescope the objects become closer than you think.

5. Never give up trying
My book Up-ology was written from the core belief that in order to create
the outcome you are after in life, you need to simply keep going. So many
people have failed and then they just give up. To be honest they give up way
too easily and then spend the rest of their days with the baggage of failure.
If only they tried once more. The truth behind all the greats on their journey
to greatness is that they got up one more extra time than anyone else.
Incredibly they found a way to do it better, to take that extra risk, to go for it
like it was their last time and through the power of miracles and the hard
work of a bull ant, their goal become their reality.
Success is truly only measured by you. We may think
that others actually care to measure us because of our
success. This is usually true for the feeble mind. When
you are successful you have an inner knowing that you
did whatever it took to get to what you were trying to
accomplish. It was all for you anyway. You already have
the DNA for success. All humans do, it’s simply a matter
of what you are willing to do to make it happen.
“The winds of change and opportunity are always
blowing, however it is you that must set sail”
- 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.

FROM BACKYARD BUILDER
TO GLOBAL ENTREPRENEUR
INVALUABLE LESSONS FOR SCALING SUCCESS
WITH COREY TOZER

A lot can happen in almost 20 years. Starting out as a hardworking
subcontractor, its mind-blowing to hear how Corey Tozer from
Tozer Construction Group has managed to grow his business empire
and move from strength to strength. With a relentless vision and
view of the future, Corey is determined to push the business’s
boundaries and set forth to create a $100 million dollar enterprise
over the next ﬁve years. I dug a little deeper to ﬁnd out how.
Much the same as every aspiring builder begins their construction journey,
Corey’s was no different. Setting up as a subcontract builder/carpenter in
Wagga Wagga in early 2002, Corey put in the hard work by completing
small building projects, whilst slowly growing his lead ﬂow and developing
his reputation. Then in 2003, a new apprentice was added to the growing
business and the same again in 2007. But it wasn’t until 2008 that the hard
work and dedication started to pay off.
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With a name for quality workmanship
and professionalism now catching on
locally, Tozer Construction Group was
beginning to get a lot more work from
the insurance sector. Within a year,
Corey had established his business as
the “go-to” builder in the local and
surrounding areas for all insurance work
and projects. It was over this time too,
that the larger out of town insurance
companies started reaching out to
Corey to complete their works and in
2016, Tozer Construction Group joined
its ﬁrst insurance panel.
They say that Momentum leads to
Success, however, it was the hard work
early on that helped grow the business.
Corey’s words on work couldn’t be more
honest. “Anyone that says you can be
successful without hard work is full of
shit! You have to be the hardest working
person in the room, do the work and
reap the rewards” And if you look back
over Corey’s life, it’s easy to see that the
hard-working ethos is in his blood!
Being born and bred in Wagga, Corey
grew up in a working-class family with
his Mum being a hairdresser and his Dad
was a builder. From the age of four,
Corey started to follow his father to
work but it didn’t take long to realise
that he never wanted to be a builder.

“I swore I’d never be a builder, I hated
every minute of it”. But that never
hindered the entrepreneurial spirit
within. Starting with pumping gas at the
local servo, then transitioning to a
bouncer at a nightclub at only 17, Corey
was directed by his Dad to “go get a
trade”, so reluctantly started a
carpentry apprenticeship a year later.
Continuing to bounce doors and look
after patrons throughout his
apprenticeship, Corey then moved to
Sydney and became a security guard for
events, shopping malls and even went
out on the road protecting some of the
worlds biggest touring music artists.
After living the fast life for a number of
years, Corey returned to Wagga and
jumped in where he swore he’d never
return. Fast forward almost 20 years
and Tozer Construction Group now
employs 20 people and works with over
100 contractors across three states with
forecasted sales looking to exceed more
than $10 million dollars over the next
ﬁnancial year.
Now operating as a group, Tozer
Construction Group encompasses a
wider variety of construction-based
divisions including renovations, new
home builds, insurance work and
commercial shop ﬁt-outs.
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More recently, Corey has also expanded
his entrepreneurial outlook with the start
of TCG Property Development (with the
focus on building units & townhouses)
and also delving into the retail arena with
the new venture Zali Girl, (zaligirl.com.au)
a girls hair accessory, parties and giftware
business servicing Wagga and the greater
Riverina region.
With annual sales steadily increasing, the
most signiﬁcant growth has been seen
over the last ﬁve years. Hitting
approximately 30% growth year on year
since working with Upcoach, the team
have new strategies in place for Tozer
Construction Group to make a formidable
impact on 2020 and beyond. I managed
to grab some time with Corey, to ask a
few in-depth questions about his outlook
on business, what he does in his spare
time and his valuable advice around
scaling.
So Corey, let’s kick off with the heavy
stuff. What do you do in your free time?
“In my “spare” time I love to kick back,
have a beer and a punt on the horses. I’m
a big fan of going to the race track and
have quite an eye in the mounting yard. I
own and have owned a number of
racehorses, thoroughbreds and pacers.
I also don’t mind a game of golf and I love
going to the gym. Lifting is my release. I
go about 4-6 times a week.”
We can see that Tozer Construction
Group has become a successful
company. Tell us what you think it takes
to make a business successful.
“A few things...ﬁrstly, you have to get
your MINDSET right. If you don’t have the
right mindset, you are light years behind
your competition. I see so many business
owners with such a poor mindset around
their business. They need to go and work
with Nick to sort that out because it's
holding them back”.
PAGE 11

“You need to be willing to take some
RISKS. I am by nature a very risk
-tolerant person. If you are not willing to
take the risks it's very hard to move
forward in life. With RISK also comes
OPPORTUNITIES. So many business
owners do not take their opportunities.
If an opportunity is knocking say yes
and ﬁgure it out later on”.
“Also, build your TEAM. If you are to be
successful you will require a team to do
it. Make sure they are like-minded and
ﬁt the mould. A team in unison is a very
very powerful tool. Lastly, you must be
COACHABLE. If you think you know
everything and are uncoachable you
have lost even before you have begun”.
How has Coaching helped you to grow
Tozer Construction Group?
“Back in 2016, I attended a seminar put
on by Nick and Upcoach. As soon as I
heard him speak, I knew I needed to
work with him. Without coaching, Tozer
Construction Group would not be where
it is today. The return on investment is
unparalleled. Think of it like if you were
a boxer in the ring, sometimes you get
dazed, overwhelmed or king hit. You
need that person in your corner to
straighten you up and give you direction
and strategise on what to do next.”

“I've been in some pretty sticky
situations along the way and without
coaching, we wouldn't be here, let alone
be what we are today. In today's world
in business, everybody will try and take
advantage of you. You need someone in
your corner with the knowledge and
expertise to guide you through. As far
as I’m concerned coaching is the best
investment you can make in your
business”.
Can you share your most memorable
business achievement?
“Two of my most recent achievements
include being invited to talk at a
business summit in Johannesburg,
South Africa and being invited to speak
on a panel in Los Angeles at a business
event that had attendees from over 140
countries. I shared the stage with the
likes of Vanilla Ice aka Rob Van Winkle,
Fred Fishback, (Billionaire and inventor
of computer-based testing programs),
Erik Simons (Billionaire and inventor of
the world's ﬁrst online casino) and JT
Foxx who is a mega property investor.
To be put in the company of these guys
really does make you realise that all
your hard work is paying off. These
types of connections are invaluable in
today's business world.”

PAGE 10
12

“I also have to say that working with Nick is also very high up on my list of
business achievements. It is one of the best business decisions I have ever
made. Nick has taught me so much about business that I am forever indebted
to him and his knowledge. Those doors listed above would never have
opened had I not been under Nick's guidance”.
What’s your best advice for someone looking to SCALE their business?
I once listened to the great Arnold Schwarzenegger and I love the six things
that he lives by in relation to success. I live by these also:
TRUST YOURSELF - In business, you've got to have a vision of what you—not
your mother or father—want to do.
BREAK SOME RULES - Break some rules, not the law.
DON'T BE AFRAID TO FAIL - When you fail, you can always get back up. You
have to take risks. Without taking risks, you can never break a record. Relax!
Don't be afraid. A failure is someone who falls and never gets back up. A
winner falls, gets up, dusts himself off, and keeps moving. Don't be afraid to
fail! Everyone around the world fails. Don't be afraid to attack that goal.
IGNORE THE NAYSAYERS - Don’t listen to people that tell you that you cant
do something. If you have a clear enough vision, and you work hard, you can
make it your reality.
WORK LIKE HELL - Work like hell. Work your butt off. No one has ever been
successful without working hard. There are no shortcuts. Work like hell and
you're going to make it.
GIVE SOMETHING BACK - Do something for your community, your state, your
country. Give something back.
What does the future look like for Tozer Construction Group?
The future looks really bright for us because we have created it that way. Life
by design. I am working towards my vision of Tozer Construction Group in
ﬁve years to be generating over $100 million dollars in sales. We have a clear
game plan, so now its time for execution. To get to our target, the growth will
be achieved through our four construction divisions across NSW, ACT and
Victoria.
Along with Tozer Construction Group, I'd like to add some other businesses
to diversify my business portfolio. I have already started with Zali Girl but I’d
really like to add some restaurants, and property to the fold.

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 TO SCALE YOUR TEAM
WHEN GROWING YOUR BUSINESS
BY CHRIS HERBERT

Any form of growth occurs through friction and challenge
and when you’re growing your business, this is the same.
However, to do so, you’ll need PEOPLE. So get ready for
multiple challenges, ongoing headaches and ‘sand-chafing’
levels of friction. Because this is where the rubber meets the
road.
In my opinion, you need two things to grow and scale a business. Systems
and People. Systems are fantastic, they help you to streamline your
operations & processes, they make you more efﬁcient and help you to scale
your production, BUT you will always need PEOPLE as you grow.
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I don’t care if you sell landscaping services, online pet products or the latest
COVID-safe facemasks, the more you grow, the more important PEOPLE
become in your growth strategy. Here’s what I mean:
Let’s say you sell a product online. You place some ads, manage to build a
loyal email list and create a recurring revenue stream where people buy your
things regularly. That’s great. Because it’s just you, there are no HR
headaches (yet). At this stage, you manage the website, process the orders,
pack the goods and ship them yourself. A failsafe process (unless you want a
day off). For the following year, you decide you want to double your sales, so
you place more ads, which drives MORE trafﬁc, which means you sell MORE
and your revenues grow.
In order for you to keep up with the new demand, you decide you need an
extra pair of hands to help you out. So you hire someone to pack the goods
and deal with shipping. BOOM! You have now scaled your workforce. And
this is where things usually get tricky.
Failure to train effectively, no onboarding procedures, lack of
communication, poor leadership and inadequate systems all lead to new
employees feeling out of place, confused and undervalued. Sadly, this
happens more often than not.
So if youre looking at growing your business or youre on the path to scaling
things or you just need another pair of hands, then the following
considerations may come in handy:

HIRE WELL - Now I know what you might be thinking, “Chris,
hiring a superstar is the hardest part” and guess what, youre right.
However, we can do a few things to help optimise WHO we are
hiring. Try Hiring the right person for your business by:
• Cross-checking their resume - what skills do they have that will
help you to grow your business?
• What experience do they have in order to help you grow the
business in the areas they will be working?
• Do they share the same sort of values and future that you do?
• Ask them how they will help you to achieve the goals you
have set
• Test them out - how can you get them into a trial so that we can
see if the resume matches the output.
• Sometimes you can even get them to do a quick “quiz”. I used
to quiz any new applicant by giving them 10 easy questions on
basic skills and capabilities for the role. If they couldn’t give me
10, it was sayonara!
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• Please please please reference check the candidates too.
(Hardly anyone does this well)

ONBOARDING IS CRITICAL - SHOW THEM THE
VISION - Now you have the right person, you MUST onboard
them well and induct them into the business so they understand
the standards, rules, expectations and realise how they “ﬁt” into
your growth plan. Ensure you have an onboarding process that
helps them transition into how your business works and what they
will be responsible for.
They MUST have a clear position description so they know exactly
what to do and I recommend to set aside some time to “paint the
picture” to help them see the future of the business. Remember,
PURPOSE is powerful for your team, so they understand WHY
they are coming to work and what the end goal looks like.

TRAIN RELENTLESSLY - Your team will only be as good as
you allow them to be, so its the business owners responsibility to
TRAIN their team well. (I cannot stress this point enough). Start
off with a structured form of training (using an app, resources or
video) and utilise a 70:20:10 training model that allows theoretical
learning, assisted learning and on the job application.
Ensure you have someone that can ‘buddy’ your new employee
and provide feedback to help them improve and become
competent in their role much faster. Also, keep in mind that
training doesn’t stop after the ﬁrst four weeks. As the employee
continues to work for you, their training will continue. Try to
prepare an ongoing form of workplace training that drip feeds
learning so they gradually learn over time.

CONTINUAL INVESTMENT - This part is the most fun and
the most rewarding! Once a new employee has embedded
themselves into their position and your business, it’s now up to us
to continually develop that person so they become more
productive and valuable for the business.
Continual Investment relates to the ongoing training, support,
coaching and development of individuals and teams to help them
reach their full working potential. By doing this you create a
healthy pipeline of employees that become more versatile, and
productive for the business but also act as great mentors for the
next generation of newcomers after them.
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CULTURE IS KEY - We have all heard about how company
culture is important to help drive the business
and retain team members. And it’s true. In a recent Deloitte study,
it was shown that 88% of employees believe strong company
culture is key to business success.
How do you instil great culture? You can start by LEADING BY
EXAMPLE. Set the tone for the business by being really clear on
the core values that you operate by and act loudly by living these
each day. Its human nature to want to be part of something bigger
than ourselves, so in order to create powerful and inspired teams,
business owners must create the foundation for that to happen.

These steps will not only help you to onboard the employees and create
the groundwork for the crew that you have always wanted, but in turn, will
help you to lead a group of inspired people that will help you take your
business to a whole new level.
PEOPLE ARE a critical ingredient to growing your business but often
become secondary behind things like marketing & sales.
By putting your people ﬁrst, you help to leverage your time, get more
done and serve more customers, resulting in experiencing new levels of
growth that you simply will never achieve on your own.

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.

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

UP People Profits Purpose

5 TIPS TO SUCCESSFUL
BUSINESS LENDING
BY GUEST AUTHOR, NELSON BEDOYA

When it comes to businesses and business lending it can
sometimes be a love-hate relationship between the business
owners and the banks. Here’s why...
Banks love businesses because of their continued relationship with them and
the different types of products they can provide from business loans to
merchant facilities, to cars and asset loans. However, business owners will
sometimes dislike those banks as they will often turn away applications. The
main reason - “you are simply not declaring enough”.
At some point in a businesses growth, there will be a need for an injection of
capital. This money is usually required to invest in equipment, purchase
inventory or move into a larger premises. But quite often, business owners ﬁnd
it difﬁcult in arranging ﬁnance, as they are not aware of what sort of
preparation is required to successfully secure a loan.
The good news is that not every bank is the same. Some banks understand
the intricacies of how a businesses cash ﬂow and income work and go a little
bit deeper in their analysis, rather than just looking at tax returns. It’s
important to know that banks will shift their preferences for businesses
depending on the type of risk appetite and the type of business that they are
looking to take on at any given time.
If you are currently preparing to take your business to the next level and you
are seeking a bank or require lenders assistance with funding, then here are
my key tips to help you take the next step:

1. SEEK ADVICE
It is important to know your options. Here at Build Invest Grow we have access
to a lending panel of over 62 different lenders with numerous full doc and low
doc lending products and solutions that can assist any sized business with
either large business loans, car and equipment ﬁnance or even quick cash-ﬂow
solutions. Having more options means you can often look across lenders offers
and decide which offer best suits you.
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2. LOOK AFTER EXISTING DEBT
Ensure all your existing debts are paid on time and managed accordingly.
Lenders will use this to formulate your internal credit score and will look at the
management of existing debt when making decisions to approve a loan.

3. BE OPEN TO WORKING WITH OTHER LENDERS OUTSIDE
TRADITIONAL BANKS
Traditional banks will normally want to rely on information such as tax returns
and company ﬁnancials when deciding on an approval. It is advised then, that
you try to keep your returns and accounts lean and be open to working with
lenders outside the traditional banks. These options are generally more
expensive but it’s important to weigh up the return on investment by having
your loan approved as opposed to not having the funds needed to invest into
your business.

4. KEEP TAX DEBT AND TAX RETURNS UP TO DATE
This is especially true if you want to work with traditional lenders as they will
look into your tax debt position and will want the most recent ﬁnancial year
tax returns and company ﬁnancial statements.

5. HAVE A BUSINESS PLAN & CASHFLOW FORECAST
Depending on the lending you are seeking, some lenders will want to see a
business plan and cash ﬂow forecast and will use this to make their decision
on a loans approval.
There are many solutions and options to consider
when it comes to business lending and seeking funds
for your business. The ﬁrst step is to speak to an
expert and get the right advice as you never know
what options are actually available to you. There are
many ways to help get the funding you need to invest
in your business and help take you to the next level.
If you have any lending enquiries then one of our
expert brokers at Build Invest Grow will be ready to
assist you with any enquiry you may have.

Nelson is the Director of Build
Invest Grow, a financial brokerage
company that helps business
owners by creating financial
lightbulb moments. You can reach
out to Nelson by emailing him at
theteam@buildinvestgrow.com.au
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Do you want to GROW
YOUR BUSINESS but
need capital to do so?
Speak to the team at Build Invest Grow
today to find a tailored lending solution
that will perfectly suit your business.
With over 62 different lenders to choose
from, we’ll compare the options to find
one that’s right for you.

For your FREE Financial Health Check
contact us today by calling 02 8321 8884.
Build Invest Grow - Creating Financial Lightbulb Moments

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.

THE TIPPING POINT

THE TELL-TALE SIGNS YOU'RE READY TO
SCALE YOUR BUSINESS
BY TONY CROSSIN
It's the million dollar question - when is the best time to start scaling my
business? It's what every business owner aspires to reach - THAT point in
their business where it all seems to be going well and now it's time to move
to the next level. So I thought I would share with you what the tell-tale
indicators are, if you are wanting to take that leap of faith, to the next
chapter of your journey in business.
I’m going to begin by turning back to basics and reminding you of where
you started. Generally speaking, if you have the right business model when
you start out, then it’s much easier to replicate in the future. So let's start
with this...
Let’s talk Business Planning
Breaking out of the small to medium business owner mindset is not that
easy and getting the balance right between working on the business and
working in the business is a real challenge for many business owners.
Establishing a business plan for proﬁtable growth is the ﬁrst step and
hopefully, you are at that point already, as we simply cannot scale a model
that isn't scalable or is broken.
For example, if you sell a service, how easy is it to scale that service in the
future? Yes, this will involve hiring people, and a great deal of time spent on
systemisation, but our ﬁrst observation is to see whether our service is
scalable or not. The business planning process enables you to consider all of
the factors for growing your business and more importantly, creating a
business plan roadmap that puts the plan into actions along with timelines
and key milestones.
Put simply, a business plan roadmap is like a list of objectives you want to
achieve in the future, and what steps are required to achieve those targets?
Make sure you include areas such as your sales process, hiring people,
operations, systemisation and the investment needed to scale. As the saying
goes, failure to plan is planning to fail. If you're about to grow, you want a
clear roadmap you can refer to.
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Is there the market for your product or service?
We like to think that thousands of customers are queuing up daily for our
product or service, but often the primary barrier to scaling a business is the
lack of customer demand. Building customer demand therefore is essential to
becoming a bigger business. To do this, try immersing yourself in the right
networks as this will prove to you the true demand for what you sell.
Let’s say you own a lawncare and garden maintenance business in Sydney.
No doubt there ARE thousands of customers for you, however, the demand
would be greater out in the Western suburbs than in the City. So in this
instance, you will need to build your networks in the right areas, as client
relationships are critical in growing your customer demand. Growing your
network has become increasingly more important as companies begin to
scale, as they are seen as a major source of customers, suppliers, partners,
employees and investors.
Do your systems and processes allow your business to run without you?
Every business that is ready to scale must have the right systems and
processes in place to help support the growth. Tried and tested systems help
any business become more efﬁcient, lower operating costs and improve
productivity. This is why it’s so important to have these in motion before you
start dealing with ten times the numbers of customers and employees.
An easy way to test this is to see how your business operates without YOU.
Does it have the infrastructure that allows your customers to be served,
consistently, and still remain proﬁtable while doing so? Do you have software
programs that allow you to oversee business operations by way of reports or
dashboards? Are there replicable and failsafe processes that your team can
follow to ensure your standards maintain your reputation? Answering YES to
these questions, will help you determine the autonomy of your business.
It is also important to note that your systems & processes be ﬂexible and
evolve over time, as the structure that supports a $100,000 business will
become ineffective for a $5 million dollar business. You simply cannot scale
successfully if your systems are inadequate.
Is your team ready to grow?
When it comes to scaling your business, you need the right team, ﬁlled with
the right people with the right capabilities. In practice, this often means that
you have to hire well ahead of when you actually need them.
In addition to Chris’s article on How to Scale your Team when Growing your
Business (in this edition) a simple organisational chart works best for
planning how many employees you’ll need and when you’ll need them. As
your sales grow, you will need to onboard and train a team to help stabilise
your businesses growth.
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If you already have a team around you, an org chart will also beneﬁt you with
knowing where your current team is positioned right now and what sort of
positions will be required in the future.
Another important element to consider is whether your current team
members have the necessary skills and abilities right now, to help your
business move into the future. Be aware that as your business scales, it is
likely that it will outgrow some of the founding team and early employees.
Using an org chart to help identify the skills shortages will help you realise
these sooner and allow you to prepare or train the team as needed.
Are you still working in your business, or on it?
The ﬁnal step is to establish a professional structure to the business that
allows for you to work on it, not in it. The business now needs to be
recognised as an autonomous vehicle, driven by a motivated, well-informed
pool of talented people, with clear plans and KPIs to monitor performance.
Setting up an advisory board also contributes signiﬁcantly to the scaling up
of the business by providing sound, objective, independent advice.
As mentioned previously, the implementation of effective systems &
procedures will help to remove you from the business. I must also mention
that this does TAKE TIME. Ensure you build the right foundation with tried
and tested systems, then follow by training your employees to manage the
systems for you.
Successfully scaling up your business can provide long-term sustainability
and ﬁnancial reward. As I mentioned, failing to plan can sometimes lead to
failing to grow, so it's really important you assess your businesses current
position and decide what growth levers require the most attention.
Working with a business coach to help
understand how to scale your business can
smooth the process, save you time and save
you money. If you are thinking of growing or
scaling your business in the near future, it is
highly recommended you discuss this with an
expert that has done so many times before.

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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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 “Find my Hidden Proﬁts”
Coaching Session with a qualiﬁed Business Growth Expert,
by calling us on 1300 459 302.

