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3 'System’ is not a dirty word

Many business owners treat the idea of
systems with suspicion and disdain. For some
they smack of faceless, uncaring corporatism.
For others they suggest inflexibility, a
particular concern perhaps for those who
pride themselves on personal service.

Yet my experience helping countless
business owners franchise their operations
has convinced me that failing to systemise is
to pass up real opportunities for increasing
productivity, improving profit and reducing
stress.

In fact, systemisation can enhance any
business, whatever its type, sector, or size -
it will even work for micro-businesses and
solopreneurs — and you can create viable
systems for every element of your business,
from sales, marketing and stock control
through to customer service, fulfilment and
manufacturing.

A system is actually no more than a
repeatable way of doing things to achieve
a particular outcome. In other words, with a
system, when ‘A’happens, ‘B'is done and ‘C’
results.

With a system, when
‘A" happens, ‘B’ is done
and ‘C’ results.

It's a simple equation that produces
significant business benefits, like these:

One Systems ensure the consistency of your
service or product by removing the variables
that affect quality, performance and delivery.
Systems take the best of what you do, then
make sure the same happens not by chance,
but every time.
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Two Systems remove unnecessary ‘think time’.
Because you know what needs to be done,
you can begin work immediately without
having to reinvent the wheel each time.

Three Systems stop mistakes happening.
When there’s a set sequence to follow, tasks
don't get forgotten or missed.

Four Systems remove uncertainty, the
enemy of good business, because they make
clear to everyone what tasks and activities
must be done to generate a successful
outcome.

Five Systems help you make the best use of
resources by cutting out time-consuming
and expensive duplicated or unnecessary
tasks. So systems streamline businesses and
make them more efficient.

Six The very act of setting up a system
makes you think afresh about your business
- what it does, and how it does it. This forces
you to reassess how core functions could
work more effectively.

Seven When systems are up and running,
it becomes easier to spot when things are
going wrong. If everybody is doing their
own thing, you are never quite sure whats
working and what'’s not.

Eight Systems create a basis for future
improvement and adjustment. You can see
much more clearly where inefficiencies and
bottlenecks are slowing things down or
impacting on quality.

Nine Systems are teachable. Contrast this
with the small business where lmonw

is kept inside people’s heads, and only b
transferred to others slowly and on 2 nesd
to know'basis. In this environment. new

employees take far longer to leam the ropes.
When there are systems, anyonecanbe

shown ‘the way we do things. i

Ten Systems can add value toyou’hﬂ :
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