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The Business Accelerator 

 

 

Helping ambitious owners become great leaders by delivering 
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The program objectives 

• To create an environment which allows the participant to move from a position of working 

in the business to working on the business. 

• To improve the organisation in the organisation so your time is gradually released and a 

virtuous circle created. 

This will be achieved by using tools like the Activity Inventory and the Delegation Driver, amongst 

many others, in order to free up your time for more value adding activities by identifying the things 

you love doing and jettisoning the things you don't. 

The program 

Essentially all sessions take the form of a board meeting where actions are agreed, assigned and 

reviewed in the following meeting. 

The initial sessions are semi structured around the program detailed below, the objective of which is 

to first fully understand you and your personal aims and ambitions, in detail, before we seek to 

understand the business and what you are trying to achieve with it.   
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Session 1: Let’s start with the end in mind 

Issues addressed during this session typically include: 

• What is your end game? 

o Company sale, management buy in, hand over to the next generation, something 

else? 

• What is your current (financial) position? 

• What's your number?  

o How much do you need (or want) to live the life you want to live? 

• What's the gap? 

It is recognised that some of these questions are very personal so you may prefer not to answer 

them.  However, should you feel able to answer them, they allow us to offer the best possible advice 

for your given context.  Without this information we are working partially blind, and we have 

previously found that in these cases: 

• In discussing these issues, individuals passionate about their business that find themselves 

already financially secure, and with a margin of safety, set themselves even more ambitious 

goals and targets. 

• Individuals passionate about the lifestyle their business can deliver who find themselves 

already financially secure simply hand over the business and wander off into the sunset! 

Session 2: What's the current company position? 

Issues addressed during this session typically include: 

• Current and historic sales revenues 

• Current and historic growth rates 

• Current and historic profitability 

• Current staff and their capabilities 

Session 3: What's the aim or ambition? 

Issues addressed during this session typically include: 

• Do you want to be the biggest, the best or the most profitable? 

o Company vision 

o Company mission 

o Company values 

o Company purpose 

Session 4: Marketing - What's the market and value proposition? 

Issues addressed during this session typically include: 

• Your products and services 

• The market for your products and services 

• Your market growth rates 

• Your competition 

• How you differentiate your offering 

• What works well? What needs to improve? 
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Session 5: Sales - What's the sales pipeline? 

Issues addressed during this session typically include: 

• Your current sales strategy 

• Your current routes to market 

• Your current conversion rate(s) 

o The effectiveness of your current sales strategy 

• Your sales team 

• What works well? What needs to improve? 

Session 6: Operations - What's the delivery mechanisms? 

Issues addressed during this session typically include: 

• Your current capacity 

• Your current delivery mechanisms 

• Your current facilities and infrastructure 

• Your current productivity and performance 

• What works well? What needs to improve? 

Session 7: Finance - What's the current position? 

Issues addressed during this session typically include: 

• Your current financial processes 

• Your current management reporting 

o Profit and loss, balance sheet and cash flow 

• What works well? What needs to improve? 

Note: It will be appreciated that different companies, different cultures and different personalities 

each at different stages of development may need to expand, contract and overlap sessions as 

individual needs dictate.  The above is a guide only. 

However, at some point the position will be reached where all or most of the above information has 

been collated and we need to start creating and then delivering on your plan. 

Session 8: Annual & quarterly planning and execution  

Thereafter there will be annual and quarterly planning sessions where detailed action plans are 

developed and put into place, each action being assigned both time scales and responsibilities which 

will be defined so that they can be monitored on an ongoing basis and corrective action taken where 

required. 

  



 

Issue: 1 Date: September 2021 Page | 5 

 

Partner companies  

You may already be in a position where you're entirely comfortable with a network of partners you 

have.  Alternatively, you may have some gaps, where you do, should you wish us to, we can put you 

in touch with a variety of partner companies, including: 

Company  Area of expertise  

• Jarrovian Wealth Management Ltd • Experts in financial planning for entrepreneurs 

• Dash Recruitment Ltd • Recruitment consultants 

• Crescent Digital Ltd  • IT infrastructure development  

• Talent Dynamics • People / team assessments  

• Tracey Ann McRoberts  • Grant investigator  

• ItSettled  • Automatic invoice reminding service  

 

 

 

 


