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Hello, Andrew Griffiths here, CEO and Founder of the 
Small Business Academy of Success and in this ebook 
I’ve got 15 strategies, or pillars that I want to talk 
about. 

I believe these are the fundamentals of taking a good 
business and making it a great business and I want to 
introduce you to the concept of the “ONE 
PERCENTER” business. Building a business on solid 
foundations is important, but equally important is the 
desire to build a great business not a mediocre one. 
This may sounds strange, surely everyone wants to 
build a great business? But the reality is that many 
people accept average, but unfortunately their 
customers don’t. 

Today’s consumer is very demanding. They expect a 
lot and why shouldn’t they? They also want great value 
for money, but they are prepared to pay for what they 
get. To succeed with these modern and demanding 
consumers (which we all are), a business can no 
longer be happy to be a good business, they have to 

become an exceptional business and this is where the 
concept of being a “ONE PERCENTER” was born. 

A ONE PERCENTER business is one that seems to do 
everything right. Their branding is great, their 
premises are professional and inviting, they offer 
exceptional service, they are consistent, they do the 
little things that their competitors won’t do and they 
treat their customers with absolute respect. In return 
their businesses grow through solid word of mouth 
(and now word of mouse) recommendations and lots 
of little “thumbs up” symbols. 

The reality is that very few businesses aspire to this 
degree of excellence, but those that do, enjoy not just 
good results but phenomenal results. They get far 
more than their fair share of customers who are 
incredibly loyal, they can charge more, they attract the 
best staff, they get their pictures in the paper and 
best of all, they make more money. 

It’s my view that only about one in every hundred 
businesses is really that good, hence the name, the 
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ONE PERCENTERS. One thing I have no doubt about is 
that it takes a lot of commitment from the business 
owner to build a business that is this good and that is 
why most people don’t. It is a state of mind that 
revolves around 15 pillars or strategies that I am 
going to share with you here. 

Theses pillars need to be adopted by you the business 
owner and if you have staff, you need to explain to 
them what you are doing and why you are doing it. Not 
everyone aspires to being the best but those that do 
get to enjoy the rewards. . 

I would certainly be suggesting that the 15 Pillars 
need to top of mind for you. Perhaps put them up on 
the wall in your office, workshop, van or in your 
notebook. Think about them often, talk about them 
often. The overall aim is each week your business 
needs to be better in some way than it was last week. 

Do this over a year and you will have made a lot of 
positive changes and I have no doubt that your bottom 
line will reflect this. 
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If you want to become a ONE PERCENTER, these are 
the strategies/pillars you need to know about and 

focus on. 

What phase is your business 
going through right now? 

What is the #1 priority for 
your business?

Creativity is a vital 
commodity in an business.

Are you sending the right 
messages to your 

Creating powerful moments of 
truth. 

It’s time to get serious about 
selling. 

We need to be bold when it 
comes to marketing our 

Public relations is a big 
opportunity small business.

We need to be amazing 
corporate citizens.

 If you don’t take the internet 
seriously don’t expect your 

Social media has always been 
there, its just gone digital. 

The importance of having an 
awesome network around you. 

If you’re not growing your dying. 

Be clear about the end game 
for your business.

Know your numbers. 
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PILLAR ONE - WHAT PHASE IS YOUR 
BUSINESS GOING THROUGH RIGHT NOW?

The military does a lot this. They take time and 
commit resources to source intelligence so that they 
can then take specific action in an informed and 
strategic way. It is no different in business. What stage 
is your business at now? How can you define it? Are 
you a start up business? Are you in a business 
building stage?  Is your business stagnating? Is it out 
of control? Is it fantastic? Is it exactly where you want 
it to be? What are your competitors doing? What are 
your customers doing? 

We need to put some words and a positioning on 
where our business actually is, right here, right now. 

Another question to ask yourself here is where have 
you come from? This is something I don’t think we do 
often enough, actually stop and acknowledge where 
we have from and how much progress we have made. 

I make a point of encouraging my clients to take lots 
of photos of their business over the years, to keep old 
brochures and to keep anything that can be used 
down the line to measure growth. If we don’t do this 
we tend to forget where we have come from as the 
past becomes one big blur. 

A friend of mine who ran his own business for 35 
years had wonderful photos of every stage of his 
business, from his first beaten up ute right through to 
a fleet of 200 plus vehicles and turnover in excess of 
$200 million per year. 

Numbers on a page show one kind of growth, but a 
picture really strikes home just how far we have come. 

The first manuscript that I sent to my then potential 
publishers fits into this category for me. Honestly, it 
was just atrocious and I will never let another human 
being look at it. In fact I still can’t believe my 
publishers even published it. Whereas, now, I look at 
my first manuscript and compare it to my latest book 
and I see how far I’ve come in a relatively short 
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amount of time and it certainly makes me feel good 
about my writing abilities. Most importantly it makes 
me feel like I am getting somewhere, not just treading 
water. This is a particularly good exercise to do on 
those days where you feel like you are beating your 
head against a brick wall. 

So this is a two-pronged kind of pillar where we need 
to collect information about where our business is 
right now and at same time, taking stock of where we 
have come from to get to this place. 

Why do we need to know where we are right now? 
Because just like my military example, if you have the 
right information now, you can move forward in a 
smart and strategic way. You are in control of your 
business, not the other way.

If you’re in a wind-down mode, well then how do you 
wind down successfully? If you need to expand your 
business, then what actions do you need to take to 
get to where you are heading? We have to say actually 
say the words and define where we are. For example  

“my business is in a growth stage” or “my business is 
in a maintenance stage” or “I’m starting to plan my 
exit” – whatever it might be.

PILLAR TWO -  WHAT IS THE #1 PRIORITY 
FOR YOUR BUSINESS RIGHT NOW. 

If there was one thing you could change in your 
business right now, what would it be? For most people 
this #1 priority tends to be around more money (or 
specifically more cash in your pocket), it could be 
more customers or different customers, perhaps you 
need quality staff or even more hours in your day. 

I always ask this question whenever I meet business 
people: “what’s the one thing you want to change in 
your business right now if you could?” 

Similar to the first pillar, I think that by defining the 
priority and really giving it a name and saying, “this is 
the one thing I want to change more than anything 
else in my business,” then we actually start to make it 
happen. That’s why it becomes a pillar, and that’s why 
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it’s such an important issue to quantify and it is a 
question we need to ask ourselves on a regular basis 
as our #1 priority will change over time. 

PILLAR THREE - CREATIVITY IS A VITAL 
COMMODITY IN ANY SUCCESSFUL 
BUSINESS.

Do you embrace creativity in your business? How 
much creativity are you letting into your business? 
These days, business success is so much about our 
creativity, and all too often we’re too tired, too 
exhausted, too battered and bruised, and too busy 
doing what we’re doing to actually let ourselves be 
creative.

I believe that creativity is one of the greatest 
commodities that any business can have and if we 
don’t have a conducive environment for being 
creative, then it’s going to be really hard to grow our 
business and get the things we want and deserve. 

Do you have regular brainstorming sessions? Do you 
put aside a certain amount of time each week just to 
think about your business and to think about what it is 
you need to do to grow it? And are you being creative 
at the right time of the day? Is 9:00pm on a Friday 
night the right time to be thinking creatively (and no, 
alcohol doesn’t play a positive role in the creativity 
process).  

We need to dedicate really good quality time and 
space to being creative. In this time we should be 
doing nothing but thinking about the things we want 
to do in our business to make it grow, develop, and 
become that business of our dreams. 

Part of this, of course, is trying to make sure that 
we’re committed to constant and never-ending 
improvement. We’re trying to make our business as 
great as it can be and to do this we need an open 
mind and an inquisitive mind. 
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PILLAR FOUR - KNOW YOUR NUMBERS

The fourth pillar is a really important one, particularly 
for those people who hate book work (which for many 
years included me). There are certain numbers you 
need to know in your business and if you don’t know 
them, you are heading for big trouble. 

To me, the most important number that we really do 
need to know in business is: how much does it cost to 
open the doors? 

Nine out of ten businesses cannot answer that 
question. Now this is a scary figure. They don’t know 
how much it costs them to run their business each 
day, week, month or year. I find this terrifying because 
it means that most businesses don’t know how much 
money they need bring in the front door just to keep it 
open, they are flying blind. 

This is especially important if you’re one of those 
people who says things like “I don’t like doing my 
books. I’ll wait until the accountant tells me the 

information I need to know.” I was like this for many 
years, until I had some rough periods in my business 
and I realised that I had to stop playing ostrich and 
take my head out of the sand and take responsibility 
for my business. 

It doesn’t mean you need to be an accountant, but 
what it does mean is you need to know if you’re 
making money or not. It’s as simple as that. Each 
week, each day – whatever it might be. An accountant 
can tell you if you have made money or not in the 
past, but I think it is much more important to know 
something as important as this today. Specifically we 
need to know if we made money today!

I’ve encountered a surprising number of businesses 
that simply don’t charge enough for their products or 
services. No matter how much work they do, or how 
many customers they have, there are not enough 
hours in the day for them to do enough to make a 
profit. Clearly this is a big realisation and it requires 
the business owner to turn their business into 
something that makes money not something that 
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takes money. You need to have good figures and 
understand your figures to be able to identify this 
problem. 

A while back I was asked to work with a publisher who 
produced specialist magazines for the craft industry, 
They had subscribers all around the world and the 
business really looked very impressive but they were 
out of cash and unable to pay their bills and they 
couldn’t understand why? 

I looked through all of their promotions and marketing 
and I noticed that they had run a very successful 
subscription drive in the past six months and they had 
attracted close to 10,000 new subscribers. But 
something didn’t feel right. They were offering a yearly 
subscription where the customer received 6 bimonthly 
magazines for the price of 4, a very attractive offer.

But as I sat down and looked at the numbers, how 
much the promotion cost, the actual cost of fulfilling 
the order, it soon became clear that someone hadn’t 
done their numbers correctly and every new 

subscription was actually costing them about $30 - 
resulting in a loss of close to $300,000, on top of the 
$100,000 they had spent on the actual campaign. 

It was easy to see why they had fallen on tough times 
and it took some serious effort to turn the business 
around from here. 

With the increase in coupon sites, I am hearing some 
similar horror stories of businesses offering great 
deals that really don’t stack up. 

If you do nothing else, understand what your break-
even figure is. How much money do you need to make 
each week, each day, each month – whatever it might 
be – and then set that target to obviously break even, 
but then you need to be ambitious and say, “Well, 
breaking even is okay, but obviously we want to be 
making a profit. 

Really successful businesses know their numbers 
really well. 
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PILLAR FIVE - SENDING THE RIGHT 
MESSAGES TO YOUR CUSTOMERS

What messages does your business send to potential 
(and existing) customers? Interestingly enough, an 
example I’d like to use here relates to something I saw 
recently. 

I was driving along a city street and I pulled up next to 
a station wagon at a set of traffic lights. The car was 
heavily sign written, promoting the sale of water filters 
and purifiers, a nice healthy and wholesome kind of 
product. 

But the car itself was absolutely filthy, the guy driving 
was puffing on a cigarette (and he threw the butt out 
the window), the tyres were bald and the stereo was 
blasting some loud and obnoxious music for everyone 
within a 10km radius to enjoy! It just looked horrible. 

The business is selling the concept of pure, clean, 
crystal-clean sparkling, safe, healthy kind of water, yet 

look what message is being sent by the car and the 
driver. 

We need to be very aware of what messages our 
businesses are giving off. If it’s grimy, if it’s faded, if 
it’s worn out, if it just really looks unloved and uncared 
for, that sends a big message in its own right and that 
message if one of “we don’t care”. 

When I go into a business, I can tell within a minute or 
two if that business is making money or not. I can tell 
you whether or not the owners have lost interest. I can 
tell whether they really care about their customers or 
not. So can you, if you really think about it, because 
there are lots of signals. 

For me, a dirty business and a really run-down 
uncared for business tends to indicate that the 
owners are over it. There’s no excuse for that kind of 
stuff but it happens a lot. Low levels of stock, like 
when the shelves are bare, says the same thing but 
also indicates financial problems. And a business that 
looks like it is going broke soon will be broke. 
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We need to be big enough to look at our own business 
and say, what messages are we really sending? Do I 
dress appropriately? Is my car clean or appropriate? 
Are our toilets clean? Are our products, our brochures 
our websites – everything like that – sending the right 
message? Do we treat our customers with the respect 
they deserve?  

Again, it’s a hand on the heart kind of concept, but if 
we don’t send the right message, then we can’t expect 
our customers to really take us seriously. 

PILLAR SIX - CREATING POWERFUL 
MOMENTS OF TRUTH

This is big. It’s about the moments of connection that 
we have with our customers. I call them moments of 
truth and I have no doubt that they are the most 
important element in our overall business success. 

Moments of truth are the interactions where our 
customers form their opinion of our business. 
Whenever a customer (or a potential customer) 

interacts with a business, they give a mental brownie 
point or take away a mental brownie point based on 
the experience. These brownie points all combine to 
form their overall opinion of the business. 

All businesses have a long list of moments of truth 
and our goal has to be to make each one as good as it 
can be. Moments of truth include everything from how 
easy it is to find our business to our after sales follow 
up. 

I read an article recently where an American airline 
identified that they had thousands of moments of 
truth and they set about trying to improve as many of 
them as they could. Whenever a business is struggling  
to grow, this is the place I start. 

All of these moments of truth are opportunities where 
we form an opinion about a business, and customers 
form an opinion about our business.

So what we need to do is look at those moments of 
truth and go, “Wow.” There are big moments of truth 
and smaller moments of truth, which form bigger 
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opinions or smaller opinions. The real key here, for us, 
is to go through and map out what our own moments 
of truth are and then look at ways to make them 
bigger, make them better. Earn more brownie points is 
really what we’re trying to do. Every time we connect 
with our customers, we need to ask ourselves how 
can we do it better? 

We connect with our customers when they ring us, 
when they walk into the store, when they touch our 
products, when they feel stuff, when we e-mail them. 
When we do all of these things, how can we make our 
e-mail better? How can we make our walking in the 
store experience better? How can we make delivering 
our products better? Something as simple as that.

A friend of mine runs a large printing company and 
they went through this process. They looked at every 
single stage of the buying process and did things like: 
put lollies in with the brochures as thank you notes, 
sent out handwritten cards after the job to say, “we 
hope your new brochures have helped your business 
to grow”. 

They also gave every customer a personal print 
consultant so they always have a real person who they 
could contact and talk to rather than just the usual big 
company anonymous type of contact. Every customer 
received a card from the printer introducing their 
personal print consultant. The card included a photo 
and a message along the lines of “Bill is your print 
guy. You talk to him whenever you want anything to do 
with printing, he’s the guy that you talk to and he’s 
always ready to help” It was very affective in many 
ways and the business certainly built lots of personal 
connection and engagement with their customers 
which in turn created a very noticeable increase in 
revenue. 

We need to get serious about our moments of truth 
and be committed to constantly making them better. 

PILLAR SEVEN - IT’S TIME TO GET SERIOUS 
ABOUT SELLING.

Who are you selling to and what are you saying to 
them? This is an interesting point, which is really 
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addressing the concept of our selling skills and 
abilities. What kind of messages are we sending in our 
sales process? 

The reality is that most businesses have very poor 
sales skills. In the past there was a lot more emphasis 
put into training in the area of sales, but there started 
to be a backlash to the concept of selling, when sales 
training started to created pushy sales people. I still 
hear this statement very often - “oh now, we don’t 
want to be used car salespeople and we certainly 
don’t want to be high-pressure salespeople. We just 
want to let people make their own decisions because 
that is what they want.” 

The reality is that for many people, and many 
businesses, this means your customers are going to 
be serving themselves. So what do we need staff for? 
Set up an automatic teller and let the customer do the 
whole thing themselves. 

What we want as customers is product knowledge.  
We want sales staff who can help us to make a smart 

buying decision, who can make recommendations, 
who can give us the pros and cons of various products 
or service items – whatever it might be. That’s what 
customers want and the reality is that for customer 
service to be great, we need really good sales skills. 

PILLAR EIGHT - WE NEED TO BE BOLD 
WHEN IT COMES TO MARKETING OUR 
BUSINESS

The biggest risk that a business can face is being 
what I call beige. This is where your business blends 
into the background of other businesses. If your 
business doesn’t stand out from the crowd, and get 
noticed, look out. You need to be big, you need to be 
bold. You need to make bold statements. You need to 
be bright, you need to have fun, you need to have all 
of these kinds of elements that are gutsy.

If you look at these days a modern business 
environment, little businesses get a lot of splash by 
being bold. They stand out; they get a lot of word of 
mouth. That’s what bold marketing is about. It is not 
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about money. We’ve got to get past that perception 
that we have to spend a whole pile of money to 
become successful with marketing. I don’t think that’s 
true.

To be bold we need to be confident and believe in 
ourselves. Here is a great example of how this works. 

The company that invented Zippo lighters formed 
around 1930. I am sure you will be familiar with Zippo 
lighters, they are made of metal and come in a host of 
colours and styles.

When they were first made, they were a dismal failure. 
People didn’t want to pay all this money for a lighter, 
because they were very familiar with matches which 
were throwaway items and cost next to nothing.

The man that started the Zippo lighter company was 
in terrible trouble. He was going to lose everything. He 
put all of his money into the business which was 
proving to be a disaster. He did something which I 
thought was very gutsy and bold to turn the business 
around. 

He believed in his product so much that he offered an 
unconditional lifetime guarantee on every single 
lighter the company produced. This one act completely 
turned the company around to the point where today 
close to $800 million worth of Zippo lighters have 
been sold. That’s a lot of lighters. 

Another story I came across a while ago was with a 
hotel group in England, north of London. They had a 
couple of hotels and occupancy rates were struggling 
in the midst of a terrible winter and the global 
financial crisis. To stand out from the crowd and to 
generate some word of mouth and word of mouse talk 
they offered a wonderful service of free bed warmers. 
I thought, what a nice idea. I imagined a big hot water 
bottle being delivered to my room, just before going to 
bed. But I was way off. 

What actually happens is that you request a bed 
warmer at a certain time and your bed warmer arrives, 
but it is a person in a special bed-warming suit, who 
then proceeds to climb into your bed for a half an 
hour, and then leaves. You get into a nice, warm bed.
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Now, I know it’s bizarre, it’s crazy, you’ve got to laugh 
– and obviously it’s more of an advertising stunt than 
anything else. But it worked. The occupancy rates at 
that hotel went through the roof, because they got a 
lot of free publicity. 

The nice thing about being bold is that any business 
can do it. It isn’t reserved for large companies and I 
tend to think that the public are particularly open to 
the innovative nature of Small Businesses being bold. 

PILLAR NINE - PUBLIC RELATIONS IS A BIG 
OPPORTUNITY FOR  SMALL BUSINESS

Without a doubt there are so many mediums for 
businesses to get public relations in terms of blog 
sites, magazines, even TV. There are far more cable 
TV channels, far more radio stations including internet 
stations and a whole world of social media just 
waiting to hear about you and your business. I don’t 
think we have ever had this many public relations 
opportunities before. 

What is your business doing to capture these public 
relations opportunities? What are the opportunities 
for your business? I’ve yet to meet a business that 
doesn’t have something newsworthy to share. It might 
be a tenure – how long you’ve been in business. It 
might be a new invention, it might be winning a 
contract, it might be reaching a financial milestone or 
growth in the number of employees, or just a quirky 
kind of a story.

I know that the Pack & Send Corporation here in 
Australia ship and pack everything all over the place. 
The tagline is “We Send Anything, Anywhere.” They 
have great stories. They’ve actually made up a booklet 
of all of their stories about unusual things they’ve 
been asked to move around the world. They’ve had to 
move a couple of motorbikes between two cities, so 
the owners of one Pack & Send got on the bikes and 
rode them to 2000km to personally deliver them. 
Amazing stuff.

People in media are craving public relations stories. 
So if you’ve got anything that’s kind of interesting to 
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say, you’ll find someone who’s prepared to publish it 
in some format. Often all it takes is an email or a 
telephone call to the right person. 

PILLAR TEN - WE NEED TO BE AMAZING 
CORPORATE CITIZENS

The tenth pillar that is essential for a good business 
and making it great is that we need to be the perfect 
corporate citizens.  Corporate citizenship is a really big 
topic and it’s certainly something I’ll be talking about 
a lot in the Small Business Academy of Success. 

What I mean by that is consumers these days want to 
know that they’re dealing with a great business. It 
doesn’t matter how big or how small it is. They want to 
know that you’re ethical, that you do the right thing in 
your environment, that you support your local 
community, you create jobs and that you care. 

We’re much more aware as consumers. We’re asking 
much better questions about the types of things your 
business or my business does. We want to know we’re 

dealing with good organizations. If you can’t answer 
that and if you’re not a good organization, then I think 
the writing is on the wall. It’s only a matter of time – 
things are going to get tough.

One of the biggest problems that people have, though, 
is telling their customers what they do to be a good 
corporate citizen. Often, if we donate money or if we 
support charities in some, shape or form, we might 
not feel comfortable telling people that we do that. 
But, we have to get comfortable and tell people what 
we do on our websites, on our brochures, in the office, 
whatever it might be. If you’ve got certificates of 
appreciation, put them up on the wall. Be proud. Let 
people know what it is you’re doing and spread the 
word that you are actually a great corporate citizen.
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PILLAR ELEVEN - IF YOU DON’T TAKE THE 
INTERNET SERIOUSLY, YOUR CUSTOMERS 
WON’T TAKE YOU SERIOUSLY. 

The heading really says it all. There isn’t a business 
out there that wouldn’t benefit from having a solid 
web presence and as consumers become more 
sophisticated, the opportunities to generate more 
business with the internet just keep increasing. 

I find it hard to believe, but there are still a surprising 
number of business owners who think the internet is a 
waste of time. There are also those who think the 
same about social media, which I understand a little 
more, even though I am believer in the value of social 
media. But the reality here is that every statistic and 
anecdotal story reinforces the fact that internet usage 
is increasing and as we get smarter about using the 
internet, it will keep increasing. 

So if your business doesn’t take this opportunity 
seriously, you will become a beige business online. 

Websites are never finished. As our business grows 
and develops so should our website. This means 
we’ve got to revise and update our websites on a 
regular basis. We need to have great images, video 
footage, current information and it all has to be very 
easy to use. 

PILLAR TWELVE - SOCIAL MEDIA HAS 
ALWAYS BEEN HERE, IT’S JUST GONE 
DIGITAL. 

Social media has always been around. In the past it 
was things like sitting around the camp fire or painting 
on a cave wall. Now it is online, or via mobile phones 
or ipads. In other words social media has always been 
here, it simply changes form. Today it is digital. It is 
certainly here to stay. 

I do know that the sheer number of social media 
options out there can be overwhelming and after all, 
whose got the time to be constantly updating these 
sites. And of course, what do we say? 
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Today there are great services where you can make an 
update on one social media site and it will be 
automatically sent to your other sites. For example if I 
post a business update on my blog, it automatically 
gets sent to Twitter, Linkedin and facebook. 

My philosophy on social media is simple. If you’re 
confused, great! You’re doing something right. If you’re 
not confused, be alarmed, because it probably means 
you haven’t put enough thought into it.

I spend a lot of time in the social media space. There 
are times I’m kind of overwhelmed by it, but the reality 
is that it is a way to promote your business. The best 
thing about social media is it’s free! It costs you 
nothing but time. I don’t know about you, but I’ve got 
to say, I think that’s a wonderful proposition. 

We need to stop hiding from social media and get 
smarter it. We need to ask “how can I use Social 
Media in my business? What are some of the things 
that I could promote? How can I use it to grow my 
business? How can I educate my customers? How can 

I promote what I do? How can I do all of these things 
by utilizing social media and all that it offers? What 
type of information do people want to know about my 
business? 

PILLAR THIRTEEN - THE IMPORTANCE OF 
HAVING AN AWESOME NETWORK AROUND 
YOU. 

I just love the saying “if you lay down with dogs, you 
get up with fleas”. This means that if you don’t have 
the right kind of people in your life, t you really are 
going to struggle to achieve what you want in your 
business.

We all need to have a positive group around us that 
form our network. This includes our mentors, 
suppliers, supporters, advisors, family, friends and 
anyone else who can help us to achieve our business 
goals.

Building a network is something that we have to do 
consciously. We have to take the time to build these 
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relationships with people. And it can’t be a one-sided 
relationship. If you’re going to ask someone to help 
you as a mentor in some shape or form, you’ve got to 
be prepared to give something back. For example if 
you are going to ask for mentoring help, be prepared 
to offer mentoring help to someone else. That’s what 
mentors love to see, play it forward. 

We need to consciously decide who we want in our 
network and how we’re going to get those people into 
our network. That’s why we need to spend time and 
energy to build our network. 

PILLAR FOURTEEN - IF YOU’RE NOT 
GROWING YOU’RE DYING. 

Are you learning new skills on a regular basis? Are you 
pushing yourself to learn? Are you investing in your 
business and yourself? 

Recently I met a man called Darren Hardy, who is the 
publisher of “Success Magazine” in the USA. He’s an 
incredible guy. Every year Darren invests 10% of his 

annual earnings into his own personal development 
and growth. Now Darren makes a lot of money so this 
is a considerable investment and he spends it in many 
ways including personal development training, 
retreats with other successful people, buying books 
and products, online training, physical fitness and 
much more. He believes that every dollar he invests  
on himself will deliver a $100 return. That is a great 
investment whichever way you look at it. 

Going back to the concept of being a ONE PERCENTER 
and a common characteristic that they all share is a 
commitment to investing in themselves, their 
business and their staff.

PILLAR FIFTEEN - BE CLEAR ABOUT YOUR 
END GAME FOR YOUR BUSINESS. 

Last but not least, and this is kind of an interesting 
pillar, what’s your end game for your business? How 
will you know when you’ve reached that target? It 
might be, “I want to sell my business,” or “I want to 
give my business to my kids,” or “I want to join with 
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another company.” I think it’s really important for all 
business owners to have a destination that they are 
heading for and a mechanism of some sort to know 
when they arrive. 

Most businesses just kind of bumble along, passively 
dealing with what occurs with no real plan of attack or 
exit strategy. Spell out your exit strategy and make it 
very clear. If you know where you are heading, clearly 
your chances of getting there are dramatically 
increased. 

I know that’s a lot of information here, and I know I’ve 
rattled through it pretty fast, but there are 15 of those 
key pillars that make the difference between good 
businesses and exceptional businesses. This book is 
designed as an introduction into these key strategies, 
not the be all and end all. I will be covering them all in 
videos, other topic specific books, media interviews 
and much more. 

For now, take a few minutes to read through the 
profile of a ONE PERCENTER over the page and let 

this concept soak in. If you really are committed to 
building an exceptional business that not only meets 
but exceeds all of your expectations, do whatever it 
takes to join the very exclusive ONE PERCENTER club. 
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HOW CAN YOU RECOGNISE A 
“ONE PERCENTER” BUSINESS? 



It’s not that hard to recognise a “ONE PERCENTER” 
owned and operated business when you know what 
you are looking for. My advice is that you should 
actively seek businesses like this out and learn from 
them. Take some time and study them, talk to their 
customers and talk to the business owners to find 
out what makes them tick. 

ONE PERCENTER business owners know what’s going 
on in their business; they know what’s going on in 
their industry. They are across everything that is 
happening and they have really kept track of how their 
business has grown and developed and performed 
since it began.  

ONE PERCENTERS  are very clear about the one thing 
that they want to change in their business at any 
particular time. They focus on that one thing 
absolutely. They fix that one thing, and then they move 
on to the next big thing, they are not bouncing around 
from idea to idea, never really getting anything of 
significance done. They have absolute focus and total 
clarity.

ONE PERECENTERS understand the power of 
creativity and they allocate time to be creative. They 
build conducive environments to encourage creative 
thinking and creative action. They encourage creativity 
within their business, within themselves and within 
their staff. They are open-minded and that to me, is a 
big for their success. 

ONE PERECENTERS know their numbers. They know 
whether they’re making money (or not). They know 
their profit margins, they know how much it costs to 
operate their business. They have the right 
information at their finger tips. 

ONE PERECENTERS give the right messages to their 
existing and their potential customers. These 
businesses look the part and there is an integral 
alignment between what they say and what they do. 
The messages that they give revolve around respect. 
They respect themselves and their customers and 
they are good at what they do. And they go out of their  
way to do the little things that their competitors won’t 
do.  
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When you walk into a ONE PERCENTER business you 
will be impressed. You will get the subconscious 
message that this is a good business to spend your 
money with, and that it is safe to buy from this 
business. 

ONE PERCENTERS are serious about their connection 
with their customers. When you look at their moments 
of truth you will find that dealing with these 
businesses is easy and enjoyable. In fact, sometimes 
it might not be that memorable because it is so easy 
to deal with them, but we get the message loud and 
clear. We tend to remember the most difficult 
interactions and irritating businesses because they 
drive us crazy! 

ONE PERCENTERS are committed to always finding 
better ways to connect and engage with their 
customers and it shows. 

ONE PERCENTERS are great at selling. They ask smart 
questions, they listen to what their customers want 

and they make good recommendations, which is a 
rarity in the modern world. 

Just by doing a couple of simple little things in the 
sales, they dramatically increase their revenue 
unbelievably. Most businesses I encounter could 
dramatically increase their income simply by being 
better at selling but the exact opposite is happening. 
Sales skills are getting worse not better. 

All you have to do is follow three very simple steps - 
ask better questions, listen to the answers and make 
a good recommendation.

ONE PERECENTERS are not afraid to be bold when it 
comes to marketing. They have fun, they don’t mind 
being a little bit crazy, and they are certainly not afraid 
to do what the others won’t do. They have fun with 
their marketing campaigns. They get their staff 
involved, they get their customers involved, and they 
make big, bold statements.
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ONE PERECENTERS always seem to get in the paper, 
but this isn’t an accident. They understand public 
relations and how important a business building tool it 
is. 

ONE PERECENTERS take being a great corporate 
citizen very seriously, they don’t just make a token 
effort. They give to the community where they operate 
from and they do this willingly. They are generous with 
their time, their money, their expertise and anything 
else that might be needed. You always see their logo 
next to good causes and they are often the first 
business to put their hands up to get involved. 

ONE PERECENTERS embrace the internet and they 
fully understand that it is a vital tool to help them 
keep their business ahead of their competition. Their 
website might not be the biggest in the world, it might 
not be the flashiest in the world, but it is current, the 
information is relevant, there are no spelling mistakes, 
they have video footage and it’s a good solid place to 
find relevant information. As a customer you feel 
encouraged and safe in using that business.

ONE PERCENTERS get the fact that social media is 
here to stay, even if it manifests into new formats from 
time to time. They act accordingly to ensure they get 
people talking about their business through social 
media. Word of mouth and word of mouse are both 
taken very seriously by these types of businesses. 

ONE PERCENTERS build exceptional networks, which 
means they have great people around them. They 
actively contribute to their networks and support 
others wherever they can - they don’t just take. Their 
treat the people in their network with a lot of respect. 

ONE PERCENTERS invest in themselves and their 
business. They understand the need to strive for 
constant and never ending improvement in their 
business in their own personal development. 

ONE PERECENTERS know their end game. They know 
where they are heading and even if they don’t quite 
know how to get there, they are prepared to figure that 
out along the way. 
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