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The information in this book is derived
from a broad cross section of resources
(research, reference materials
and personal experience) from the
authors and editorial assistants in the
academic department of ACS Distance
Education. It is, to the best of our
knowledge, composed as an accurate
representation of what is accepted
and appropriate information about the
subject, at the time of publication.
The authors fully recognise that
knowledge is continually changing,
and awareness in all areas of study
is constantly evolving. As such, we
encourage the reader to recognise
that nothing they read should ever
be considered to be set in stone.
They should alway strive to broaden
their perspective and deepen their
understanding of a subject, and before
acting upon any information or advice,
should always seek to confirm the
currency of that information, and the
appropriateness to the situation in which
they find themselves.
As such, the publisher and author do
not accept any liability for actions taken
by the reader based upon their reading
of this book.
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PREFACE
Most businesses fail, but they do not have to!
This book shows you ways of improving the odds of success when a business
appears to be failing.
It helps you understand common problems that arise in businesses. It provides
tips for you to analyse and determine both what you are doing well and what you
could improve upon. By considering your own strengths and weaknesses, and
that of your business, you can seek to improve what you have to offer.
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CHAPTER 1 RECOGNISING PROBLEMS WHERE DID THINGS GO WRONG?
Successful businesses do
not remain stagnant. A good
business manager recognises
this fact, and is aware that a
business only has two realistic
options – to get better, or worse.
Remaining the same is never
an option.
It is important to recognise
problems as early as possible.
Delays in recognising problems
often makes them worse and
can cause delays to finding
possible solutions.
A business will fail for a number
of reasons. It may fail because
your idea is not a good one
in the first place. It might fail
because there are too many
similar products on the market,
or because you have not
marketed your product well
enough. Whatever the reason
is, this book is going to help you
to save your business before it
reaches the point of no return.

How to Recognise
Problems
Problems can either be external or internal.
■■ External problems - are problems

created by the world outside of the
business. They may have social,
economic, or political origins. They
may be caused by other changes
like a recession, amendments to
government regulations, a new
competitor entering the market
place, or demographic changes in
your customers (e.g. relocation of a
major customer to a different city).

■■ Internal problems - are issues that

are created by the business itself.
They might be related to insufficient
or inadequate choices made such as a poor marketing strategy,
overspending which has resulted in
unmanageable debt, or not updating
soon enough. Internal problems
can also occur when leadership
is poor, time and resources are
underutilised, or the business offers
goods and services which it does
not have the capacity to deliver.

These are only some of the problems
that can arise. Surprisingly, most
business managers will have some
degree of awareness about what is
going wrong but more often than not,
fail to take the time to properly reflect
upon and understand the problem.
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