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Setting Your Key Business Priorities For 2023/24 & Beyond

Here are some key priorities for businesses to focus on for the current financial year (and beyond) together with a
checklist that can help you ensure you’re prepared for the business year. As you read through these key priorities

businesses should focus on, we encourage you to rate yourselves on how you think you’ll do in each of them.

Scenario Planning Risk Management:

Imagination and suspension of any disbelief
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Especially in evolving environments, tracking the evolving market and economic conditions and ensuring there are
sufficient mitigation strategies, is critical for the performance of the business. It’s also important to focus on addressing

increasing technology risks.
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Sustainable Growth and Expansion:

EXTERNAL DRIVERS

INTERNAL VARIABLES
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The key word here is ‘sustainable’. Businesses need to ensure they are building a foundation that can sustain continued
growth — a holistic and strategic platform pillared by the right people, processes, suppliers, clients, and strategy.

Maintaining Financial Discipline:

G+P=E1+E2+E3

G = Growth

P = Profitability
E1 = Economy

E> = Efficiency
E3 = Effectiveness

For the small business to be successful and grow and prosper in a profitable manner,
the small business owner must operate the business using the least amount of scarce
resources (economy), using sound business practices in its operations (efficiency) to
achieve the optimum results of success (effectiveness).

Maintaining financial discipline is a vital trait that companies must cultivate to achieve lasting success and enable them
to weather economic uncertainties, seize growth opportunities and build a solid foundation for long-term prosperity,
ensuring their sustainability and competitiveness in a dynamic business landscape.

Adapting and Excelling at Lead Generation and Sales:

Sales leaders must have
if they want to transform their sales organizations
from functional to high-performing:

} n which markets do | have the right to win?

nd to new markets, do | have the visibility
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You can’t be in business if you’re not “being in sales”. With markets and consumers evolving, it’s critical for companies
to ensure they are investing in continually improving and oiling the sales machine of the business and taking a holistic
approach by establishing effective processes, upskilling and training, reviewing and having the right tools and resources
available.
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Customer Experience Enhancement:

Balancing between what customers expect and what an organisation should deliver plays a direct role in the value CX brings to a
business. Both under and over delivery of customer experience negatively impacts economic value.

Economic value is lost Customer
when ex perience_fails Experience
to meet expectations

resulting in lost revenue
and share.’

:

+1X

Customer
Expectations

Economic value is
Economic value is lost when experience

maximised when significantly exceeds
customer expectations expectations resulting in
and experience are in higher than necessary
alignment. operating costs*

The negative impact of undar-dalivery can ba up to twice as great as the positive impact of over-dalivery ®

Source: McKinsey & Company

Businesses need to understand that consumers who buy from you also likely buy groceries from the local grocer or visit
a hairdresser or buy from an electronics store etc, so the customer expectations are often also influenced by experiences
outside of their specific industry. So with major businesses continually improving their CX and UX, it’s important for all
businesses to ensure they are not perceived to have a poor customer focus nor have a significant gap in fully
understanding and excelling in delivering on their needs. CX = Customer experience UX = User experience

Continued Digital Transformation:

Lead with the problem to be solved and lay the groundwork for success in your digital productivity
transformation

Clearly define the pre
solved

See the links between
Without a clear view of the systems
problem, we risk starting with
a technological solution
looking for a problem and
may implement systems and
processes we do not need...
potentially at significant cost

Understand what levers are
available to pull and how they
interact

j lterate steps 1, 2,
and 3 as required

*  Understand how changes
cascade

*  Reducerisk

*  Clarify the view of the
problem

Re-engineer processes prior to
automation

*  Adopt deployment staging that

k facilitates smooth scaling

Embracing Al and digital technologies and leveraging them to transform business processes is a priority for organisations
especially with major advancements in Al recently. Companies shouldn’t shy away or fear new technology especially Al,
but educate themselves, learn and plan to integrate these tools to add greater value, where appropriate.
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Talent Management and Development:
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In most cases, companies need to understand that they are not a manufacturing or retail business for example, but they
are a people business that specialise in those areas. So having the best functional team structure enables a business to
achieve its goals more effectively and efficiently, to scale and grow sustainably.

Operational Efficiency:

STRONG DRIVERS OF BUSINESS CONFIDENCE ARE PERENNIAL
BUSINESS BASICS

Across all mid-market businesses, the top Locking at high-confldence businesses, the

three drivers are: second and third most important drivers are
different to the owverall mid-market, being:
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AND STRUCTURE
o/ OPERATIOMNAL
,.f"{:I EFFICIENCY In a world that is experiencing speed of
change greater than any time before, it is

heartening to know that the fundamentals
of great, successful businesses continue
to hold true.

Source: Business Survey Results

Today’s business game is very much about efficiency and the most effective organisations win. Optimising internal
structures, processes and systems must be a priority for businesses. Ensure you are always reviewing and continuing
improve and streamline workflows, review operating costs, improving supply chain management, and enhancing overall
operational efficiency.

Business Plus+ Page 4 of 6




Supplier and External Team Relationships:

Internal External Stakeholders
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With so many aspects to be experts in, successful businesses build strong external teams that support their business.
Having trusted advisors help businesses to stay on top of trends, apply best practice and enable strong supply
relationships.

Innovation and R&D:

Innovation process for driving successful product development strategies

Evaluation and Optimization

Ideas
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Source: Wunder/Bausch 2014a: 49; adapted

With how quickly things are changing, companies need to stay ahead of the curve to remain competitive and relevant.
Hence it’s critical to invest in research and development activities to drive innovation — exploring new technologies,
investing in product/service improvements, and fostering a culture of creativity and experimentation.
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Decisive and Adaptable Leadership:

Leaders have a role beyond communication in resilience, sometimes “yesterday’s style” does not
match today’s challenges
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autonomous teams will technologies for planning for “normal’ and empowerment and
become “disconnected” communication and "extreme” conditions devolution of
information flow responsibility (but not a
free for all)
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processes are properly
resourced

LEADERS SHOW THE WAY> 22
WIS and light the path for others

- Nicola Burgess - ®

\S,,PJPEE.SH”? 15 A PRUCE;S-..

X /8/:8 IF LEADERSHIP IS A PROCESS,
@ @' then leader behaviours can be
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WORDS
Persuading others to participate in training and enable a culture of
and engage in improvement requires leaders continuous improvement
themselves to have invested their time and

ottention

‘ ’ CHANGES TO LEADERSHIP STYLE ARE ESSENTIAL FOR DEVELOPING IMPROVEMENT CULTURE WITHIN AND ACROSS AN ORGANISATION
LEAPING CHANGE ACROSS HEALTHCARE SYSTEM: HOW TO BUILD IMPROVEMENT CAPABILITY ANP FOSTER A CULTURE OF CONTINUOUS IMPROVEMENT

Disclaimer:

Business Plus is distributed monthly by CBSW Tax & PTOViding you
Business Advisors to provide information of general interest professional

to our clients. The content of this newsletter does not
constitute specific advice. Readers are encouraged to
consult their CBSW advisor for advice on any specific

business matters.

direction

Our liability may be limited by a scheme approved under Professional Standards Legislation.
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