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How to be a 
business owner of 
good standing

The world and South Africa are plagued by scandals of corruption and alleged 
wrongdoing in politics and business alike. We all have a recollection of the 
ENRON scandal in the nineties and, more recently and closer to home, the 
Gupta saga and the overnight challenges faced by Steinhoff. The latter two 
examples have not even being put to trial, but the collateral damage is done 
by tainted reputations and a share price demise.

These examples are known because they are exposed in the public domain. There are also many SME 
businesses and their owners who face the same wrath of the consumers and markets in which they operate 
that we never hear about. 

The reality is that one wrongdoing can ruin it all.

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

In his book, Ethics 101, John Maxwell (American author and 
leadership specialist) coins the “Golden Question” which I think is 
very relevant in applying ethics in our lives and business. He asks

“How would I like to be treated 
in this situation?”

Mariam Diedericks 
Coalition Cabling and Electrical
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What is ethical 
behaviour?
This is acting in ways consistent with what 
society and individuals typically think 
are good values. Ethical behaviour tends 
to be good for business and involves 
demonstrating respect for key moral 
principles that include:

 Fairness – to treat all people reasonably 
and justly

 Equality – to show no prejudice when 
dealing with people; for example, no 
stereotyping 

 Dignity – to treat people the same way 
you we would like to be treated – with 
respect

 Diversity – to embrace the diversity of 
and in people

 Individual rights – to acknowledge that 
every person has constitutional rights and 
that a business act, product, service or 
decision should not infringe on that

 Trustworthiness – let your “yes” be your 
“yes”

 Excellence – to excel and always try to 
add more value than what is expected

 Loyalty – to be faithful to your business 
partners/associates/employees and 
clients 

 Law abiding – to operate according 
to and within the parameters of the 
applicable rules, guideline and laws

Source: Adjusted from Businessdirectory.com

The reality is that ““ethical behaviour is doing what is morally right – when 
nobody is looking”.

Ethics applied in business
Firstly, it is important to understand that personal 
ethics and business ethics are one and the same 
thing. Unethical behaviour of an individual will surely 
lead into unethical business outcomes.
Here are some of the benefits if ethical behaviour is 
part of the people and business fabric:

 Good reputation
 Clear conscience
 Retaining good employees
 Positive work environment
 Avoidance of legal challenges
 Competitive edge 
 A moral compass in difficult times

Ethical practices come to the front in things like:
 Negotiations – are we looking for a win-win 

outcome where all parties benefit?
 Taxes – do we comply with all requirements of the 

taxman?
 Invoicing – do we bill for actual expenses and a 

reasonable mark-up or do we charge some clients 
more than others?

 Creditor payments – are we paying our creditors 
on time, or are we using them as a bank?

 Government regulations – are we operating 
within the ambit of all local authority regulations?

 Software piracy – do we have official licencing 
agreements in place to use proprietary software?

 Staff – are we paying our staff a market-related 
salary for their services and do we have formal 
employment contracts and job descriptions in 
place, with associated written and agreed-upon 
key performance measures?

 Business partners and associates – do we choose 
them to meet our ethical standards? If not, you 
might be setting yourself up for future challenges.

To support business owners with the important task of business planning, Sanlam gives you free access 
to the book, Your Annual Business Game Plan for Success, which provides an easy and straightforward 
framework needed to draft a well-crafted game plan that will create the positive change and growth 
necessary for business success.

Go to www.sanlam.co.za/gameplan to download your free copy.

How to quantify the most crucial financial 
planning risks in your business. FIND OUT MORE

Licensed Financial Services Provider

http://www.sanlam.co.za/businessowners/business-tools/1-2-3of-business/Pages/1-2-3-of-business-owners.aspx/?tp=1&sp=79&cp=001&bp=001
https://www.sanlam.co.za/gameplan
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Why responsiveness 
will pay off 
handsomely

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

Marlene Sathekge  
Cherry Blossom Communications
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It is my sentiment and that of most people I engage with that the 
experienced levels of service delivery and the workmanship quality 
of businesses have deteriorated over the last couple of years. 

These are some of 
the experiences of 
consumers:   

 When contact is made with a business (mostly 
SMEs) via phone, it takes very long for someone  
to answer or it keeps on ringing. When messages 
are left for a call back, many are not returned.

 The same goes for website-driven or general 
e-mail enquiries.

 When complaints are lodged, business owners 
shy away from addressing them immediately.

 When appointments are made for quotations, 
people don’t pitch up or arrive late without 
pro-actively informing the client.

 Quotation feedback usually takes too long.

 Workmanship on average is shoddy.

 After sales service is slow.

 Websites are outdated (critical contact 
information is wrong, or product/service-related  
information is outdated).

Can we use this 
information to set our 
business apart from 
the rest?
The answer is “yes”, if we can step up and make sure 
all our staff are responsive to client engagement, we 
keep our promises and we provide quality service 
and superior workmanship. I suggest that you take 
each experience above and evaluate your own 
performance against it. This will highlight the gaps 
which need to be addressed.

How can I entrench 
responsiveness in my 
business?
The most obvious action is to define what the 
service standards are for your business and then to 
train all staff in service excellence, where after their 
performance is measured against contracted key 
performance indicators.
Use every opportunity to request client feedback 
in respect of their experience with your staff. Every 
element of the client value chain in your business 
should be closely monitored. Use the client feedback 
to openly reward good feedback, but also to apply 
remedial action when required. 

The benefits for our 
business if we can get 
it right

 Our satisfied clients will spread the word within 
their personal networks, hence leading to more  
qualified referrals for business.

 In the absence of our competitors, we will have 
less competition when quoting for new business  
and upselling to existing clients.

 There will be fewer client complaints about 
inferior service and workmanship.

 More quotes will be accepted, leading to 
increased turnover and ultimately profit.

Business Owner, are you financially fit?  
Get a free Financial Fitness Analysis FIND OUT MORE
Licensed Financial Services Provider

www.sanlam.co.za/businessowners/business-tools/Pages/financial-fitness-analysis.aspx/?tp=2&sp=79&cp=001&bp=001
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How to build 
lasting business 
relationships

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

Neil C Berry 
Mazikhula Projects

It is my observation that the golden thread, which distinguishes lasting 
business associations from the rest, is the authenticity of the relationship; in 
other words, how genuine the business association is.
In a world where time is of the essence and results the only benchmark of 
success, it is difficult to develop enduring business relationships.
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How to build 
lasting business 
relationships

Here are seven elements to consider when you want 
to build business relationships which will stand the 
test of time:
01

 
Move beyond technology

 e-Mail, WhatsApp, sms, Facebook and Twitter 
are all communication elements which we use 
to engage with other people. It is a “faceless” 
environment, which can work well when a 
business relationship is well vested, but there 
is no substitute for spending “face time” with 
people to develop a deep understanding 
of the person we want to vest as a client/
business partner, or supplier. This means that 
we need to invest the time to develop and 
vest a new business relationship and maintain 
existing ones. 

02
 

Build rapport
 The word any person loves the most is their 

name. Get this one right and people will 
pay attention to you. It is also productive 
to get an understanding of their immediate 
family ties (spouse, children, parents). Ask 
their names and dates of birth and log this 
into your database and calendar for future 
reference. Also determine what the person’s 
interests and hobbies are. This will provide 
you with a much-needed conversation 
opener going forward.

03
 

Add value
 Once you have made a first sale, it is a 

productive practice to provide useful tips for 
using your product or service. If you have 
access to, or if you pick up, useful information 
about the industry the client/business partner, 
or supplier, works in, then consider forwarding 
this information for their knowledge and 
application. Information that can be applied by 
them for personal and business development 
can also be beneficial. Sometimes people 
merely need a word of support, or an 
alternative perspective. In this way you also 
become a trusted resource for your client/
business associate, or supplier. A sure way to 
receive goodwill from people is to send them 
business – i.e. to refer people needing their 
product or service to them.

04
 

Continuous contact
 The old saying goes “out of sight, out of 

mind”. Keep this in mind when dealing with 
people. Make a concerted effort to meet 
with your bigger clients/business partners, 
or suppliers, on a pre-determined frequency; 
for example, monthly, quarterly, or bi-
annually. Diarise these meetings and develop 
a standardised agenda so that both parties 
know what they can expect from the meeting 
and also what they need to prepare.

05
 

Go the extra mile
 To do something beyond the normal call of 

duty goes a far way to show people that you 
care. If we give before we expect to receive 
it creates the platform where people will 
tend to repay the favour. Going the extra mile 
should, however, not be confused with being 
at the beck and call of your clients/business 
partners, or suppliers. Know where to draw 
the line and set boundaries.

06
 

Exemplify integrity
 Integrity is seen as a quality in a person 

which speaks to good moral standards. It 
takes a lifetime to build and a second to 
destroy. Always endeavour to speak the 
truth, honour your word, be respectful to 
all you meet and seek mutual beneficial 
outcomes in all business transactions and 
engagements. 

07
 

Be responsive
 Few things are less irritating than when a 

person on whom you depend on to get 
something done is not responsive to your 
voicemail, sms or e-mail. Try to be that 
person who is responsive. Even if you have 
to let the other person know that you cannot 
respond immediately, rather commit to a 
timeline and then keep to this commitment. 
Leave them the option to indicate the 
urgency of the matter to address. Open 
communication lines go far in managing 
expectations.

People are bound to relationships. The same applies to business associations. 
If we put in the effort to see and understand the person behind a transaction/
sale, we will be rewarded with their goodwill and continuous flow of business.

Buy & sell Business Owner  
Who will be your new business partner if 
your current partner passes on?

FIND OUT MORE

Licensed Financial Services Provider

https://www.sanlam.co.za/businessowners/buyandsell/Pages/default.aspx?tp=1&sp=79&cp=001&bp=001
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Mzoli Ngcwuzele
Mzolis

How to convince 
more clients to buy 
from you

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

Most of the time our actions speak louder than our words when we want 
to make a lasting and positive impression on a customer, or a prospective 
customer. It is also a reality that one action has the ability to ruin a good 
reputation and client experience. This article will give mention to a couple 
of ideas to consider which, if implemented diligently, may convince more 
clients to buy from you.
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01
 

Pricing
 We do not have to be the cheapest in the 

market, but there is a place for what I will call 
strategic pricing. Examples include:

 deep discount on selected products for a 
limited time or as long as stock lasts; 

 buy 2 products and get the third one free; 
 bundling products and services 

associated with one product/service (from 
a customer perspective it is easier to justify 
a single upgrade than it is to consider 
purchasing multiple elements as part of an 
upgrade decision).

02
 

Superior service/product delivery
 Social media forums are creating platforms for 

clients to speak their mind about our business. 
It is mostly service delivery and product/
service quality which are scrutinised. Are we 
sure that our customers have a consistently 
good experience from the moment they enter 
our business premises, while they shop, when 
they pay for their merchandise and when we 
render after sales services? These are all touch 
points to exceed client expectations.

03
 

Knowledgeable staff
 We might take this element as a given, but if 

a person`s CV states that they have certain 
skills or experience, it is no guarantee that they 
will be able to deliver the output you expect 
of them. Invest the time, effort and money to 
upskill your staff continuously. This will enhance 
the reputation of your business and attract 
new talent to your business. If we can get this 
right, we may become the “go-to place” in our 
industry.

04
 

Know your competition
 If we choose to ignore our competition, they 

might be eroding our client base without us 
even knowing it. Keep an ear on the ground 
for new developments, sales, product/service 
innovation and advertisements. Forewarned 
is fore-armed as the saying goes.

05
 

Convenience 
 Think of the things we can do to make it 

convenient for clients to choose us for their 
next purchase. 

 Can we offer free delivery? 
 Do we have an online purchase 

capability?
 Is it possible to provide longer warranties? 
 Can we schedule appointments with 

customers at a time convenient for them 
and do we arrive on time?

 Is it possible to customise our product/
service offer?

 Is our location at a convenient place from 
a customer perspective?

06
 

Marketing message
 Do we speak with a “forked tongue” 

or are we clear in our marketing and 
promotion messaging? Customers are 
easily disappointed when they respond to 
an advertisement and want to purchase the 
product or service, and it differs from the 
advertisement; i.e. they cannot get what they 
understood the product or service was. It 
is wise to always be factually correct when 
marketing a product of service. Clients need 
to get exactly what was advertised.

In the end it all boils down to what we do and not what we say we do. This quote by Palmer Luckey 
(American businessman) summarises it very well: 

“Don’t be afraid to convince yourself that your business is incredible, 
but don’t expect others to be convinced without solid data to back it 
up. Ideas can be a worth a lot, but they are usually not. Execution is 
everything.”

Tools you can use immediately
Sanlam offers you two free tools that can be downloaded from our website to assist you with 
the planning process. 

 The Business Plan Book in English and Zulu

 The Business Turnaround Book in English

 Your Annual Business Game Plan for Success in English

https://www.sanlam.co.za/businessowners/business-tools/Pages/your-annual-business-game-plan-for-success.aspx?typeparm=3&sparm=79&cp=001
https://www.sanlam.co.za/businessowners/business-tools/Pages/creating-a-business-plan.aspx?typeparm=1&sparm=79
https://www.sanlam.co.za/businessowners/business-tools/Pages/the-business-turnaround-book.aspx?typeparm=2&sparm=79
https://www.sanlam.co.za/gameplan
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Are your employees a 
troublesome necessity, 
or your biggest asset?

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

 This statement is made by many owners/managers of businesses; 
maybe not in those actual words, but by implication. However, there are 
few business owners who do not experience challenges relating to their 
employees. This is a reality for us all.

The question remains as to what goes on behind the scenes in a business 
where employees are seen as a troublesome necessity; or as the greatest 
asset, in the alternative.

“A company’s employees are its greatest asset 
and your people are your product.” 
— Richard Branson

Edwena Small / Nazeema Roman 
Eve Travel

LISTEN

https://documents.sanlam.co.za//JUNIE%20%20Are%20you%20employees.mp3
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One or more of the 
following practices can 
be found in businesses 
where employees are 
seen as a troublesome 
necessity:

 The business’ strategy and value practices have 
not been clearly articulated and communicated 
– employees do not know where the business is 
heading, or what the moral compass (values) of 
the business is.

 Not all employees are being paid a market-related 
salary.

 Work has not been clearly delineated – employees 
do not know what is expected of them.

 Employees receive few or no fringe benefits 
(provision for retirement, medical care, leave).

 The work offers few or no prospects for 
advancement.

 The business makes no effort to improve the 
employees’ level of skill.

 Management practices appear draconian and may 
have unrealistic expectations of the employees.

 Employees do not feel respected.

 Staff turnover in the business is high.

 The physical working environment is inadequate 
(work station, work aids, relaxation area).

On the other hand, 
many of the following 
practices can be found 
in businesses where 
employees are seen as 
an asset:

 Note: The list above could also be used as 
a guideline on which practices should be 
considered if employees are seen as an asset.

 All employees have written job descriptions and 
contracted key performance indicators (KPIs) – 
employees know what is expected of them.

 Continuous performance evaluation of employees 
takes place to monitor progress against 
contracted outcomes and to make adjustments 
where necessary (extra assistance, further 
training).

 Employees receive market-related remuneration.

 There are clear and regular communication 
practices in the business – employees feel 
informed.

 A bonus structure is in place to reward employees 
who perform according to their contracted 
outcomes.

 A share incentive scheme could possibly be 
utilised to reward senior employees and to let 
them share in the growth of, and increase in, the 
marketable value of the business.

 There is mutual respect among employees on all 
levels of the hierarchy.

 Management practices are participatory – the 
input of the employees is valued and used 
sensibly.

 The business is a ‘learning organisation’, where 
time, effort and money are spent to equip all 
employees to be able to do their work.

 The business offers its employees opportunities 
for growth and promotion. 

 Employees are good ambassadors for the 
business. 

In conclusion
The key questions that all business owners 
should be asking if we want to place 
ourselves in the shoes of our employees, are: 

“What would my expectations as an 
employee of the business have been and 
do my current employment practices meet 
these expectations?”

Business Owner? Signed surety for 
business debt? FIND OUT HOW TO REDUCE THIS RISK

Licensed Financial Services Provider

https://www.sanlam.co.za/businessowners/signsurety/Pages/default.aspx?tp=1&sp=79&cp=001&bp=001
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How to gain more 
time to work on your 
business

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

We live in a world of technological advancement and engineering 
progression. The unintended consequence is that business is becoming 
more complex and, because of the increased flow of information, it also 
makes us very busy. Whilst caught in the “busyness” trap, we might not be 
paying enough attention to the things that can propel our business forward.

The opening statement says it all – we need to strive towards simplicity, 
because our ultimate goal is to get things done which will contribute 
towards the success of our businesses. 

“Simplicity is the ultimate sophistication.”  
— Leonardo Da Vinci

LISTEN

Reghard Houssard 
Neal Richardson

https://documents.sanlam.co.za/JULY%20How%20to%20gain%20more%20time%20to%20work%20on%20your%20business.mp3
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Here are a couple of considerations which can 
simplify our lives as business owners and also free up 
time to spend where it matters most:

 Invest in a week of time accounting
 Do you know how much time are you spending 

on what? Chances are that your answer will 
be something like “I know more or less, but I 
cannot really pin-point it exactly.” Have you ever 
considered that you might be wasting time on 
things which are really not that important for your 
business or can easily be delegated to another 
person in your business, thus freeing up your time 
to focus on the things which can support your 
business to reach the results you anticipate?

 Here is a thought – make a concerted effort to 
write down how you spend every minute of your 
working day for at least 5 consecutive days. Then 
categorise the different elements and tally the 
time spent on each category. This will be an eye 
opener to you. Now decide what you can stop 
doing, delegate or better manage to be less time 
consuming.

 Deal with e-mails and delete them
 One of primary stressors in business is the speed at 

which our inboxes are filled up and cluttered. The 
best advice I received to manage my inbox was to 
(1) allocate time in my diary (as an appointment 
with myself) to work on my e-mails; and (2) to deal 
with every single one (not leave it until later) and 
then to delete it.

 Filter your to-do list
 In his book, “The Seven Habits of Highly Effective 

People”, Stephen Covey presented his now 
renowned “Time Management Matrix” where 
a distinction is made between “urgent” and 
“important” tasks and responsibilities. When 
we look at our to-do lists, we can improve our 
productivity and output by deciding in which 
category each task resides and then deal with it 
accordingly. 

 Measure your most valuable metrics
 In big business it is called a “balanced scorecard”. 

I wish to refer to it as a “business dashboard”. 
What are the main elements you want to monitor 
and manage in your business? 

 Some elements to consider are:
• Number and source of leads
• Conversion rate of leads
• Number of transactions per client per year
• Size in Rand value of transactions per client per 

year
• The most appropriate financial figures relating to 

turnover, cost and profit

 Re-engineer your meetings
 We have all attended and even chaired meetings 

which goes nowhere, is counter-productive and do 
not stay within the confined timelines. Make sure 
all the meetings you attend and chair meet the 
following guidelines:
• Is a meeting really needed – can it not be 

addressed by telecon/e-mail?
• Is the purpose of the meeting clearly defined?
• Have you verbalised the expected outcome(s)?
• Is there a written agenda to govern the meeting?
• Have you invited the key decision makers 

needed to meet the expected outcome(s)?
• Have you time-boxed the meeting?
• s the chair person (if not yourself) duly briefed 

w.r.t. the purpose and expected outcome(s)?
• Have you seconded someone to minute the 

outcomes of the meeting?
These points might be conventional wisdom at its 
best, but in my experience most meetings lack this 
structure.

 Fix your outdated business processes
 These business processes are the ones where your 

intervention is needed, e.g. invoicing, payments, 
approvals and quality assurance. There might be 
more efficient ways to address the tasks without 
your direct intervention. Identify the elements 
which you can delegate, with the appropriate 
authority, mechanise with a technology 
implementation or manage by exception.

 Get yourself organized – really organized
 About 25% of us are organised by nature; the rest 

of us have room for improvement. To be organised 
can be very empowering. Think of:
• Planning you week/month and next quarter in 

advance – make adjustments when needed, but 
try to stick to your planning.

• Planning and preparing yourself for tomorrow 
before the end of today.

• Making sure your filing is up to date.
• Cearing out your desk – clutter adds to the 

perception of “chaos”.
• Making notes of the things you need to 

remember or do.
• Knowing your numbers – the financial facts and 

figures that matter most to your business.
• Using your networks and specialised support 

when needed. 
• Delegating whenever possible.

Are you a Business Owner? 5 reasons why 
you should consider a retirement annuity

FIND OUT MORE
Licensed Financial Services Provider

https://www.sanlam.co.za/businessowners/retirementforbusinessowners/Pages/default.aspx?tp=1&sp=79&cp=001&bp=001


14

How to get 
non-sales staff 
to sell

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

Glynn Mashonga 
Globescope Security Solutions
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When I read the quote below, I came to the realisation that we might not be 
leveraging a ‘hidden’ resource which can actually serve us well in attracting 
new opportunities to our business.       

“I have always said that everyone is in sales. Maybe you don’t 
hold the title of salesperson, but if the business you are in 
requires you to deal with people, you, my friend, are in sales.”  
— Zig Ziglar (American author, salesman and motivational speaker)

01
 

Educate staff that everybody is in sales
 The best way to do this is to set an example 

from the top. Does the management team 
engage actively with clients? This will go a 
long way to spur non-sales staff into action 
as well. Client engagement is firstly and 
foremostly a mindset and secondly knowing 
how to engage with clients in respect of 
the product/service value proposition of 
your business. Basic knowledge about the 
value proposition of your business will help 
to match a client need to an appropriate 
product/service.

02
 

Look for opportunities
 The marketing staff might pick up consumer 

trends or competitor information whilst 
they are scanning the external environment 
and considering options to include in their 
marketing mix. There should be a direct line 
of communication between the marketing 
and the sales departments. 

03
 

What doe the statistics say?
 The finance department has access 

to previous client purchases made on 
credit. By doing an analysis per client, it 
can be determined what up- or cross-
sell opportunities might be available to 
pursue. There should be a direct line of 
communication between the finance and the 
sales departments.   

04
 

Incentivise referrals which lead to business
 People almost always do what you pay 

them to do. Implement an incentive 
program paying between 10 and 20% 
of the sales fee as a referral fee for any 
internal referrals which lead to a sale. 
Also give public recognition to non-sales 
staff who gave referrals which lead to 
new business closure.

05
 

Include a sales/referral target in everybody’s 
Key Performance Indicator (KPI) contract

 It will also not do any harm to have a generic 
sales/referral target linked to the KPI contract 
of all non-sales staff. A 10% weighting should 
suffice.

When it comes to business success, 
it should be a case of “all hands on 
deck”. Once our staff understand that 
the existence of their jobs depends on 
sales and they are co-responsible for 
it, it will support the behaviour needed 
to act as a sales organisation.

Here are five ways to leverage non-sales staff to sell: 
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Ester Van Der Westhuizen 
Butterfly World

Recession proof 
your business

Economic realities impact businesses directly. In South Africa we are in dire 
need of economic growth to stimulate the business sector to flourish, expand 
and create much needed employment opportunities.
The Entrepreneur of the Year Competition (sponsored by Sanlam and Business Partners – 
(see www.eoy.co.za) celebrates entrepreneurial excellence in the midst of tough economic times. 
Some businesses manage to grow and flourish even in these times. 

A dipstick analysis was done by asking the finalists of the 2018 competition the following question: “What 
are you doing to steer your business through the current maze of economic and political uncertainty?”

Their responses are enlightening and worth consideration.

Article written by Jannie Rossouw, 
Head: Sanlam Business Market



17

The winner of the 2017 Entrepreneur of the Year Competition, 
Willem van der Merwe, stated that our decisions can either lead to 
excuses or to results. Will difficult economic circumstances be our 
excuse not to grow our businesses or the reason why we manage our 
businesses to further growth and success?

Business Area: Operations
 Rethink how you are doing business. This might even require that you need to reconsider your 

business model, target market, business lines and pricing model.

 Optimise your business. Determine what is required to ‘sweat your resources’ to their maximum 
capacity and productivity levels.

 Consider offshore expansion as a way to hedge your business against an inconsistent Rand.

 Provide products and services to customers which are safe, cost effective and delivered timeously.

Business Area: Marketing and Sales
 The crux of the matter is to maintain your current customer base. One way is to develop value adds 

which can lead to higher levels of customer loyalty and secure consistent sales from them.

 Develop well-targeted and ‘fresh’ marketing initiatives and campaigns which are driven by 
innovation, creativity and adaptability.

 Endeavour to keep your marketing budget intact – most businesses decrease their marketing spend 
during challenging times. If most businesses are following this route, then your business will stand 
out from the crowd, as your visibility will increase.

Business Area: Information Technology
 How can you apply technological advances to develop digital products and services? This will 

lower the cost of ownership for your customers, enable you to deliver in real time and make it more 
convenient for your customers to transact with your business.

Business Area: Human Resources
 One of the most challenging decisions to make is to determine how many staff to employ during 

difficult economic times. Once you have ‘right-sized’ your staff component, you can consider 
appointing skilled contract workers to fill the resource gap as business flows fluctuate. In this way 
you will be more flexible to respond to market movements.  

Business Area: Management
 Align all your actions with the business purpose, values and vision. Experience has taught business 

owners that there is a direct correlation between performance and the alignment of employees to a 
higher business purpose.

 Focus on what you can manage.
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How to optimise 
for Business 
Success 

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

Jason Stewart / Ryan McFadyen 
Have you heard

“Optimisation simply means that you take a bunch of little 
things that don’t seem to be very difficult to change and all 
of those little changes have a multiplying effect and you get a 
giant change from all of those tiny changes.”  
— Tony Robbins (American author, entrepreneur, philanthropist and life coach)

Business optimisation is the process of measuring the efficiency, productivity and performance of a business 
and finding ways to improve those measures.
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Here are a couple of pointers to consider when we 
think about optimising our businesses:
01

 
Start with ourselves

 Is my skill set still relevant to lead my business 
into the future? There is a risk of becoming 
complacent and relying on our experience 
and vested skill set. First of all we need to 
understand what the main future trends 
in our industry are and then we have to 
determine if we as a collective (me, my staff 
and infrastructure) will be relevant in the 
years to come. This might necessitate us to 
reinvent ourselves and our business to be fit 
for purpose for the future. When business is 
slower it provides us with the opportunity 
to prepare ourselves for the next upswing in 
business and future prospects.

02
 

Our business premises
 Are our premises located in close proximity 

to our target market? (Or is this not 
important?) Do we rent the premises or own 
it outright? What is the best option for us? 
Are our premises too big, or too small for 
our operational requirements? Do we need 
to consider subletting a part of our premises 
to another business (if our rental agreement 
allows that, or if we are willing to do that as 
owners of our premises)?

03
 

Stock
 A product-focused business needs to put in 

a concerted effort to make sure that stock 
levels are optimal (not too much, too little 
or aging stock) as this ties up our cash flow. 
Aging stock should be moved – consider 
a sale at discounted prices. If stock was 
purchased on credit – make sure you have 
the best (i.e. longest term and cheapest) 
payment terms. 

04
 

Our staff
 If things are tight, we can consider letting our 

staff work shorter shifts or decreased hours. 
Another option is to replace staff who resign 
with contract workers, which will give us more 
staff capacity flexibility. It is also prudent 
to use ‘down time’ or a slower economy to 
upskill our staff.  

05
 

BEE credentials
 In the South African business context it is 

important to manage and improve our BEE 
credentials. This can be structured in a way 
to benefit our business with regard to cash 
inflows and access to new markets.

06
 

Optimise business opportunities to pursue
 We might be chasing many business 

opportunities with a remote chance 
of materialising in business. To list all 
opportunities and to rank them in order 
of likelihood of coming to fruition can be 
a productive action to focus our limited 
business resources more effectively.

07
 

Optimise upselling to existing clients
 Many of us are merely chasing the next 

new client for our businesses, forgetting 
the fact that we already have a current 
client base. Capturing client information 
to direct marketing messages and special 
offers to may seem cumbersome at first, but 
worthwhile once we have their information 
on record, knowing that they will be more 
likely to purchase another product or service 
from us.

08
 

Capital structure
 There might be an opportunity to re-capitalise 

our businesses to improve cash flow and 
business growth. Leveraging our assets 
and debtors books (if we have) may just 
finance our next big transaction or business 
expansion.

09
 

My circle of advisors
 Robert Kiyosaki calls it our “Mastermind 

Group”. They include our accountant, banker, 
property advisor, financial planner, business 
coach and other successful business owners. 
Use their collective expertise and experience 
to help you solve your most difficult business 
challenges or that big opportunity you cannot 
crack. Mutual trust and respect is of critical 
importance and all should be willing to repay 
the favour. 

I trust that this article will motivate 
you to look at business 
optimisation from a positive 
angle and that it will help you to 
find ways to propel your business 
forward in any economy.

Business Owner, are you Financially Fit? 
Get a free Financial Fitness Analysis here!

Licensed Financial Services Provider
FIND OUT MORE

www.sanlam.co.za/businessowners/business-tools/Pages/financial-fitness-analysis.aspx/?tp=2&sp=79&cp=001&bp=001
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How to regroup when 
the chips are down in 
your business

Article written by Jannie Rossouw, 
Head: Sanlam Business Market

Jennifer Classen 
Ngaphaya 

Many business owners will identify with the saying that “it is lonely at the 
top”; especially when the chips are down and the business is struggling to 
stay afloat.
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If you have been, or are currently in a dire situation, 
you might be inclined to do the following:

 Feel deeply responsible for the situation and refuse to speak to a confidant about the challenges you face

 Be too proud to ask for help

 Postpone the inevitable

This can lead to:
 The decline of your health
 Getting too little sleep
 Relationship challenges (at home and work)
 Unmitigated actions
 Wondering if everything is worth it …

Here are some thoughts to consider when faced 
with such a situation  
(the list is in no way complete): 

 Mind over matter – this too shall pass. Life is full of challenges and victories. See it for what it is and try to focus 
your attention on possible and productive solutions to the challenges you face.

 Engage with your life partner and involve him or her in the conversation.  

 Create an inner circle of people you can trust. Table your challenge with them and seek their guidance on how 
to resolve it.

 Appoint a qualified business coach to work with you in finding solutions.

 Maybe you know what to do, but you are burned out or depressed. Seek the support of a qualified 
psychologist.

 You can also opt for ‘business rescue’. Here is a link to the CIPC web page where the business rescue process is 
explained in detail.

 You can also make use of The Business Turnaround Plan which you can download for free from the our 
website at www.sanlambusinessturnaroundbook.co.za

Most of us will be able to site an example of someone we know who either lost their business, marriage, or even 
their life, because their business failed and their livelihood was destroyed. If you have ever been in a situation where 
you do not know if your business is going to see month end, or you do not know if you will be able to foot the bills, 
you will also know that desperate times call for desperate measures. You might consider attracting an investor 
merely to float the business, or setting the business up for a fire sale, or even just closing the business and walking 
away from the challenges you face.

I trust that this information will motivate you to stand strong as a 
business owner and consider all options before the realities of a 
business struggle gets the better of you. 

May you go from strength to strength.

http://www.cipc.co.za
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