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Our Aims

Our aim in this programme is several fold. Here's what we want to do:

. Ask you to take a close look at your business to determine how it
might be made to achieve its true :
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2. Look at ways of increasing your without .
thousands of dollars on high risk marketing activities.

3. Look for ways of working not harder.
4. Discover how it's only ever the things that make
differences

5. Discover ways of working your Business, so that youcan .
choose ___ towork _ your Business.

6. Demonstrate how the phrase "What you can s
“EAET0 *can have a profound effect on your Business. - - - -

7. To make sure you don’t catch FTT disease....

... more about that later.
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The programme is not designed to give you specific how to’s at this point (although you
will get a lot of key ideas). It's designed to make you think in perhaps a different way
about your Business and your quality of life for that matter.

The programme really is a start of a very special joumey. [U's a joumey that all of us
here are delighted to be a part of with you.

So that you get the most from the programme, we'll be asking you 1o complete the
remaining sections of this Action Plan Guide as we go through the programme. For
now, sit back, relax and enjoy discovering the first steps o making your business really
fly.



Getting Into Eusiness
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1) What did 1 specifically want to achieve when I first went into this Business?

2)

The Little Things e ) L
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45 O & scale of | to 10, how recognisably different are we from our competitors?

1 2 3 4 3 G 7 B 9 10

Same Different
Starting to Get Systems in Place ey R

As Wally reflects back. be mentioned the questions that be kept getting asked over and over again. He
mentioned how he developed systems 10 handle them. Think within your own business...
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Marketing

Wally mentioned that Marketing is like a whee| barrow, if you doa’t push it, it doesn't ;n anywhere. 80 "
ask yourself..

() When was the last time that [ undertook a specific Marketing activity?

2) Huwmm;rhmn:nchmtdu[mlﬂmi:mhhtﬂhg?


































