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How has your experience shaped your methodology?

I have been involved in 11 different start-up busi-
nesses, and in each of those situations, we had to
create a business plan for bankers and investors. The
creation of this approach grew out of frustration in
going through an exercise that not once ever helped
us grow a successful business. It was only after we
started focusing on the specific things we needed to
do to grow our businesses did we achieve success. The
Business Funnel Approach takes the business owner
down a step-by-step path that gets down to the basic
actions that need to happen in order to reach their
goals. In working with businesses and sales practices,
I have found that most of the time they focus on a
goal, when they would be much more successful in
focusing on the specific actions that need to happen
to reach that goal.

Considering the current state of the economy, what kind of

hope does this book offer to small businesses?

There will always be up and down cycles in the econ-
omy. If history is our teacher, we know that the econ-
omy will be up and it will be down. I tell business
owners to focus on what they can control and quit
worrying about what they can’t. If the product or ser-
vice is fundamentally good, then creating focus on all

the things you need to do to get that product or ser-

vice in the hands of the customer is absolutely criti-
cal - no matter what the state of the economy is. The
business approach helps business owners and man-
agers stay focused on what they can control and, with
that, achieve the results they are looking for. Success-
ful businesses are not nearly as affected by bad econ-

omies as unsuccessful ones.

What is the one thing you’d want people to keep in mind
whilereading about and using the Business Funnel

Approach?

The Business Funnel Approach is only as good as
how it gets used. If you go through the exercise, cre-
ate your plan and then never look at it again it won’t
work. This process is simple and straightforward, but
the key is using it day in and day out. Once the planis
created, it should be looked at every day initially and
then at the very least every week after that. In order
for any plan to work, it has to be implemented. The
focus should be on the tasks and timelines and track-
ing the key milestones. In order for this approach to
work for any business there also needs to be care-
ful consideration of where the business is at today
and what are the specific priorities that need to be
focused on to achieve the desired results. The Busi-
ness Funnel Approach can work for anyone with the

right commitment to the plan.
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