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Introduction

Having a great management
system is crucial to the success
of any business. Implementing
a management system
provides structure and
direction, helping employees
to understand their roles and
responsibilities within the
business. Brad Sugars,
founder and CEO of
ActionCOACH, emphasizes
the importance of having a
well-defined management
system in place, as it enables
businesses to effectively
allocate resources, monitor
progress, and make informed
decisions.

A great management system
also promotes accountability
and teamwork, as it
establishes clear expectations
and fosters a culture of
continuous improvement. By
implementing a great
management system,
businesses can increase
productivity, efficiency, and
profitability, ultimately
achieving their goals and
realizing their full potential.
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Defining your core purpose is the foundation of implementing a great management system in your
business. Your core purpose is the reason why your business exists beyond just making money. It
defines your reason for being and the impact you want to make in the world.

Start With Why

Your why is the reason why you do what you do. It goes beyond just making a profit and gives your
business a sense of purpose and direction. Simon Sinek famously said, "People don't buy what you
do; they buy why you do it."Defining your why will give your business a sense of purpose and
direction that will guide your decision-making and ensure that your business objectives align with
your values and beliefs.

Identify Your Values

Your values are the principles and beliefs that guide your decision-making. They define what is
important to you and shape your business culture. To identify your values, think about the things that
you stand for and the principles that guide your behavior. For example, if you value honesty,
transparency,and accountability, these values should be reflected in your business practices and
communicated to your employees.

Understand Your Impact

Your impact is the difference that you want to make in the world. It goes beyond just making a profit
and defines the legacy that you want to leave behind. To understand your impact, think about the
problems that you want to solve and the impact that you want to have on your customers, employees,
and the world. For example, if you want to make a positive impact on the environment, you might
focus on sustainability practices and reducing your carbon footprint.

Identify Your Unique Selling Proposition

Your unique selling proposition is what sets you apart from your competitors. It defines the value that
you offer to your customers and why they should choose your business over others. To identify your
unique selling proposition, think about what makes your business different and why your customers
choose to do business with you. This might include factors such as exceptional customer service,
unique products or services, or competitive pricing.
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Align Your Core Purpose With Your Business Strategy

Once you have defined your why, values, impact, and unique selling proposition, the next step is to
align your core purpose with your business strategy. Your business strategy should reflectyour core
purpose and ensure that all of your actions and decisions align with your values and beliefs. Use
your core purpose to guide your decision-making and ensure that your business objectives align with

your long-term vision.

Defining your core purpose is the foundation of implementing a great management system in your
business. By starting with why, identifying your values, understanding your impact, identifying your
unique selling proposition, and aligning your core purpose with your business strategy, you can
create a sense of purpose and direction that will guide your decision-making and ensure that your
business objectives align with your values and beliefs. By following these tips, you can createa
culture of excellence and achieve your business objectives.
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Create SMART Goals

Creating SMART goals is an essential component of implementing a great management system in

your business. SMART goals are specific, measurable,achievable, relevant, and time-bound, and they
provide a roadmap for achieving your business objectives.
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Be Specific

The first step to creating SMART goals is to be specific. Your goals should be clearly defined and
specific to your business objectives. Vague goals like"increase sales" or "improve customer
satisfaction" are not specific enough. Instead,you should set goals like "increase sales by 10% in the
next quarter" or "improve customer satisfaction ratings by 15% in the next six months." Specific goals
help youto focus your efforts and allocate resources effectively.

Make Them Measurable

Your goals should be measurable so that you can track your progress and make adjustments as
needed. Use metrics such as revenue growth, customer satisfaction ratings, or website traffic to track
progress towards your goals. This will help you to identify areas for improvement and ensure that you

stay on track towards achieving your objectives.

Ensure They Are Achievable

Your goals should be achievable within the resources and time available. Setting unrealistic goals
can be demotivating and set you up for failure. Be realistic about what you can achieve within the
resources and time available. Use past performance data to set achievable targets that are
challenging but attainable.

Make Them Relevant

Your goals should be relevant to your business objectives and align with your long-term vision. Ensure
that your goals support your core purpose and are aligned with your business strategy. Avoid setting
goals that are not relevant to your business objectives, as this can lead to wasted time and resources.
Creating SMART goals is an essential component of implementing a great management system in
your business.

Monitor and Measure Results

The fifth and final tip for knowing your target marketis to monitor and measure your results. This
involves tracking key metrics such as sales, customer acquisition, and customer retention. By
monitoring your results, you can identify areas of opportunity and make adjustments to your
marketing strategies and products or services. By measuring your results, you can identify what is
working and what is not, and make adjustments accordingly.
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A strong value proposition is a critical component of any successful business plan. A value
proposition is a clear statement that communicates the unique benefits andvalue that your products
or services provide to your target market.

Focus On The Benefits, Not The Features

The first tip for developing a strong value proposition is to focus on the benefits, not the features.
While features are important,it is the benefits that customers are ultimately interested in. Benefits are
the specific outcomes that customers will experience from using your products or services. This means
identifying the specific problems that your target market is facing and explaining how your product
or service solves those problems.

Identify Your Unique Selling Proposition

The second tip for developing a strong value proposition is to identify your unique selling proposition
(USP). Your USP is what sets your products or services apart from your competitors. It is the specific
aspect of your business that makes it unique and desirable to your target market. Brad emphasizes
the importance of identifying your USP. By identifying what sets you apart from your competitors, you
can develop a value proposition that communicates your unique value to your target market.

Use Clear And Concise Language

The third tip for developing a strong value proposition is to use clear and concise language. Your
value proposition should be easy to understand and communicate the specific benefits of your
products or services in a clear and concise manner. Avoid using jargon or technical language in
your value proposition. This can make it difficult for customers to understand the specific benefits of
your products or services. Instead, businesses should use simple and straightforward language that is
easy for customers to understand.

Make It Customer-Focused

The fourth tip for developing a strong value propositionis to make it customer-focused. Your value
proposition should be designed to appeal to your target market and communicate the specific
benefits that they will experience from using your products or services. Brad recommends focusing on
the customer'sneeds and desires when developing your value proposition. By doing so, you can
communicate the specific benefits that your products or services provide in a way that resonates with
your target market.

Test and Refine Your Value Proposition

The fifth and final tip for developing a strong value proposition is to test and refine it over time. Your
value proposition should be a living document that is continually evaluated and refined based on
customer feedback and market changes. You should test your value proposition by gathering
feedback from customers and make adjustments as necessary. This can help to ensure that your value

proposition is effective and resonates with the target market.
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Create a Realistic
Financial Plan
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Creating a realistic financial plan is an essential aspect of developing a successful business plan. A
financial plan outlines the costs, revenue projections, and cash flow for your business, helping you

to determine the feasibility of your business idea and identify any potential challenges.
Develop A Budget

The first tip for creating a realistic financial plan is to develop abudget. A budget is a financial plan
that outlines the expected income and expensesfor your business over a specific period. A budget
can help you to identify potentialfinancial challenges and ensure that you are allocating your
resources effectively.You should create a budget that is realistic and based on accurate financial
data.This means gathering information about your startup costs, ongoing expenses, andrevenue
projections.

Your budget should also include a contingency plan in case of unexpected expensesor changes in
the market.

Identify Your Funding Needs

The second tip for creating a realistic financial planis to identify your funding needs. Depending on
the size and scope of your business,you may need to secure funding from investors, lenders, or other
sources. To identify your funding needs, you should determine your startup costs and ongoing
expenses. Brad recommends identifying your funding needs early on in the business planning
process. By doing so, you can ensure that you have the necessary resources to get your business off
the ground and achieve your goals.

Creating a realistic financial plan is an essential aspect of developing a successful business plan.

Create Realistic Revenue Projections

The third tip for creating a realistic financial plan is to create realistic revenue projections. Revenue
projections are estimates of the income that your business will generate over a specific period.
Revenue projections should be based on market research, industry trends, and your business's unique
value proposition. Overly optimistic revenue projections can lead to financial challenges down the
line and undermine the success of your business.

Monitor Your Cash Flow

The fourth tip for creating a realistic financial plan is to monitor your cash flow. Cash flow is the
amount of cash that your business has on hand at any given time. Monitoring your cash flow can
help you to identify potential challenges and ensure that you have the necessary resources to meet
your expenses. Brad emphasizes the importance of monitoring your cash flow regularly. This can
help businesses to identify potential cash flow challenges early on and take steps to address them
before they become major issues.
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Revise Your Financial Plan Regularly

The fifth and final tip for creating a realistic financial plan is to revise it regularly. A financial plan
is a living document that should be updated regularly as your business evolves. As you gather more
data about your expenses, revenue, and cash flow, you can adjust your financial plan accordingly.
Revising your financial plan regularly can help businesses to stay on track and adjust to changes in
the market. It can also help to identify areas of opportunity and take advantage of new revenue

streams.

Continuously Review And Revise Your Plan

Developing a comprehensive business plan is a crucial component of launching asuccessful business.
However, a business plan is not a static document. As yourbusiness evolves, you will need to

continuously review and revise your plan toensure that it remains relevant and effective.

Set Milestones

The first tip for continuously reviewing and revising your plan is to set milestones. Milestones are
specific goals that you set for your business to achieve over a specific period. Milestones can help
you to track progress and identify any areas that may need additional attention. Brad recommends
setting milestones that are achievable and measurable. This means breaking down larger goals into
smaller, more manageable steps. By doing so, you can monitor progress and adjust your plan as
needed.
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Monitor Your Progress

The second tip for continuously reviewing and revising your plan is to monitor your progress
regularly. This involves tracking key performance indicators (KPls) such as revenue, customer
acquisition, and customer retention. By monitoring your progress, you can identify areas that are
performing well and areas that may need improvement. According to Brad, businesses that monitor
their progress and make adjustments as needed are more likely to achieve their goals and remain
competitive in their industry.

Gather Feedback

The third tip for continuously reviewing and revising your plan is to gather feedback. Feedback can
come from a variety of sources, including customers, employees, and industry experts. Feedback can
help you to identify potential challenges and areas that may need improvement. Gathering feedback
is essential for businesses that want to remain competitive and innovative. By listening to feedback
from customers and other stakeholders, you can identify areas of opportunity and develop strategies
to address any issues.

Identify Emerging Trends

The fourth tip for continuously reviewing and revisingyour plan is to identify emerging trends. The
business landscape is constantlyevolving, and staying up-to-date on emerging trends can help you to
remaincompetitive and relevant. This can include trends in technology, customerpreferences, and
market conditions. Make sure you're keeping up-to-date on industrynews and attending industry
events and conferences to stay informed aboutemerging trends. By identifying emerging trends, you
can make adjustments to yourplan and take advantage of new opportunities.

Revisit Your Plan Regularly

The fifth and final tip for continuously reviewing andrevising your plan is to revisit it regularly. Your
business plan is a living documentthat should be updated regularly as your business evolves.
Revisiting your planregularly can help you to identifypotential challenges and adjust your strategy
asneeded. According to Brad, businesses that revise their plan regularly are more likelyto remain
competitive and achieve their goals. Revisiting your plan can also help youto identify areas that may
need additional attention and take corrective action beforethey become major issues.
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A Bit About Us

Our History

Founded by Brad Sugars in 1993,
ActionCOACH has served thousands of
businesses and their owners worldwide
and in every category imaginable. By
showing owners how to get more time,
better company teams, and more money on
their bottom line.

Vision and Purpose

We want you to succeed. At
ActionCOACH, every individual within our
team commits to our vision of “World
Abundance through Business Re-education,
purpose “A Coach in Every Business,” so
together we can make a difference.

Making Business Ownership Easy

It is time to make a change... With 98% of clients saying they would recommend ActionCOACH, this
will be a change we are certain you will be proud of when looking back at your business growth.

A Commitment to C.A.R.E

ActionCOACH clients, whether they be small, medium, or large, will have a desire to have us help
them achieve their goals and be able to take on our commitment to them by returning their
commitment to ActionCOACH. They will be forward-thinking, willing to learn and grow, and willing
to work as a team player in the development of an organization of “people.”

Our clients will be selected more on attitude than size and they will want to deal with us because we
understand people are important, systems should run a company, we offer the most practical, most
applicable, and fastest strategies on growth, and most importantly, because we mean what we say.
We will give people back their spirit and freedom through business development.

Finding a Coach

If you would like to act now and start your business coaching journey with our committed team,
simply reach out to us at actioncoach.com.

GET RESULTS actioncoach.com Copyright © 2025. ActionCOACH IPCo Ltd. All rights reserved. 14



	E-Book
	25 TIPS FOR IMPLEMENTING A GREAT MANAGEMENT SYSTEM IN YOUR BUSINESS
	actioncoach.com
	actioncoach.com
	actioncoach.com

	Define Your Core Purpose
	actioncoach.com
	actioncoach.com
	actioncoach.com

	actioncoach.com


	Develop A Strong Value Proposition
	actioncoach.com
	actioncoach.com

	actioncoach.com
	actioncoach.com
	actioncoach.com

	actioncoach.com
	actioncoach.com




