Is it Time to Re-Assess Your Business?
If so, Here are the Top 10 Questions to Answer

Do you find your organization in one of the situations below?

4.

Is your internal and external brand positioning clear?

• Your business has stabilized and you need to increase

5.

How do you stack up against your current competition?
Are you prepared to take on up-and-coming competitors?

efficiency.
• It’s time for growth, and you need to make sure you

6.

profitable product assortment—or service—that is brand

have the structure in place to expand.

right season after season?

• Your organization is feeling out of control in the midst
of growth.
• While acquiring or adding another business or category,

7.

Are you able to manage and control inventory?

8.

Do you have a good understanding of your current
customers—demographics, psychographics, and behavior?

you want to understand how it will fit into your existing
organization.
• Your business is struggling so you need to identify the issues
in order to explore options and map out your next steps.
Just in the last few months I have seen all of these scenarios.

Are you able to develop and/or deliver a saleable and

9.

Are you able to effectively market, that is to get new
customers and retain current customers?

10. Do you have a strategy in place for your channels of
distributions? Are you executing it?

Wouldn’t it be great to take a step back and assess your

When answering these questions, and developing improve-

business so you can move it forward in the most productive

ment solutions, an assessment of people, processes, and

way? It’s a tall order, sometimes it can seem like there aren’t

systems must be included. People includes the organizational

enough hours in the day to accomplish such an involved task.

structure, or boxes along with the talent or people hold-

But it is worth doing. Having worked with many organiza-

ing the positions, boxes. Both are critical to any assessment.

tions to re-assess their business, I have seen it pay back big

Business processes must map to the organization. Pain points

dividends—sales, profit, and productivity.

should be identified in order to begin to simplify processes.

In any multichannel retail or wholesale business, objective an-

Computer systems are often pain points and also must be

swers to the ten questions below are crucial to success. With

included in an assessment. Most often buying a new system

answers—along with detailed descriptions of pain points

is not the best answer. People and processes come first.

where things are falling short—you can begin to map out

No organization can solve every opportunity all at once. Once

your options for improvement. I know we’d all agree the shot

the opportunities have been identified, priority setting comes

gun approach or crisis de jour mentality both have limited

next. We have all seen many organizations fail by trying to do

effectiveness. Everything is just too connected. Now for the

too much at once. With objective answers—to the ten ques-

ten questions:

tions—and careful prioritization, your organization can begin

1.

What are your current metrics and goals? How is your

to map out a realistic game plan for improvement. Wouldn’t

performance measuring up to these goals?

that feel good!

2.

How is your profitability? What are the challenges or
opportunities in the categories of sales, margin, and
expenses?

3.

Do you have enough cash or financing to either grow
or continue operations?

I’d love to hear about your assessment successes and needs. I
can be reached at Janice@JLSearsConsulting.com or at
206.369.3726.
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