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Running a service business can get to 

be a grind if you're in it for the long 
haul. Here's some advice that will help 

scale your business. 
 

Owning a service business can be 

tough, and running a service 

business day in and day out can be 

even tougher. 

 

For many owners, building a 

service business stopped being fun 

a long time ago and somehow 

mutated into a "job." 

 

Having coached so many service-

business owners, not to mention 

owning multiple services 

businesses, I understand. 

 

Here are 6 tips to help you scale 

your service business and get your 

life back. 

 

Recognize you're in for a 

fight, and that it's normal and 

expected. 

Over the years, my company, 

Maui Mastermind, has coached 

thousands of service businesses, 

helping them overcome the typical 

obstacles that keep so many of 

these labor intensive companies 

small. 

 

This is such a common challenge 

that we even have a name for it. 

We call it the "Self-Employment 

Trap." This is where you are so 

consumed by your daily role 

running the company that you 

don't have the time or energy to 

focus on building your service 

business as a business. In essence, 

you've built a self-employed job 

for yourself, not a business. 

 

Whether you're working 

business-to-business or business-

to-consumer, service businesses 

just may have the highest rate of 

"owner reliant" companies of any 

type of business (I wish the Small 

Business Administration would 

track this statistic). 

 

Statistics: the US Census Bureau 

does track show that 88.6 percent 

of businesses require the owner 

to be there as the primary person 

responsible for core functions 

such as producing their product 

or service, managing the day-to-

day business, and managing the 

financial aspects of the business. In 

other words, they are owner 

dependent. 

 

So relax if right now your 

company needs you there every 

day. You're not alone. And you 

can solve this challenge and, over 

the next two to five years, work 

yourself out of the job of running 

the business. 

 

 

 

Don't let your "expectations" 

and "perfectionism" trick you 

into thinking that only you can 

meet your own standards. 

The high expectations of your 

clients, combined with the 

difficulties in finding and managing 

a work force that can deliver up 

to your high standards, trick many 

service-business owners into 

thinking that only they can do 

things the right way. Hence, they 

better make sure that they check 

everything. 

 

That means you, the business 

owner, are forced into the role of 

catching last-minute mistakes, or 

"fires" that you have to rush in 

and fix--often at a high cost to 

your family and personal life. 

 

But here's the thing: While it may 

be hard to find any one employee 

who can do things as well as you 

can, the solution isn't for you to 

stay in the mix. The long-term 

solution is for you to refine your 

systems so that you can take a 

talented team member and 

integrate him or her in a stable 

structure (read systems) for 

producing your service offering, 

then give them simple controls 

that let them effectively self-

manage. Then, not only can you 

improve on your quality but you 

finally have a scalable business, 

too. 

 

David Finkel  

6 Tips to scale your service business 

 

                                                                                                                                                                       

“The high expectations of your clients, 
combined with the difficulties in finding 

and managing a work force that can 
deliver up to your high standards, trick 

many service-business owners into 
thinking that only they can do things the 

right way.” 

http://www.inc.com/david-finkel/10-tips-to-leverage-business-coaching-to-grow-the-right-way.html
http://www.mauimastermind.com/inc
http://www.inc.com/david-finkel/why-control-is-a-trap-that-will-slow-your-business-growth-and-what-to-do-about-i.html
http://www.inc.com/david-finkel/why-control-is-a-trap-that-will-slow-your-business-growth-and-what-to-do-about-i.html
http://www.census.gov/
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Take the example of Klayton 

Tapley, owner of The Fireplace 

Place in Atlanta, Georgia USA. 

When we first started coaching 

Klayton, his business was stuck at 

$750,000 a year in sales, with 

Klayton playing the key role in 

managing operations, leading sales, 

and doing the financial pillar of the 

business at night and on 

weekends. 

 

Today, Klayton's team produces 

over $2 million in revenues, with 

key staff who, in combination with 

their internal systems and 

controls, keep quality and 

consistency of work product 

better than ever. 

 

So don't let your own distorted 

beliefs about how you're essential 

for doing all the key functions in 

the business stop you from 

working your way out of the "job" 

of your business. 

 

100 percent of a great team 

member is better than 20 

percent of you. 

In Klayton's case, he is a great 

sales person, but because of the 

other demands of the business, he 

was spending less than 20 percent 

of his time focused on sales.  

 

When he made a few key hires in 

sales and integrated them into his 

budding system, he got all of 

several solid team members. This 

has led his company to grow at 50 

percent per year for the past 

several years. 

 

So if you struggle with the belief 

that you could ever find someone 

as talented as you, remember that 

all of a solid person is better than 

a mere distracted fraction of you 

for that specific area of the 

business. 

 

Intelligently hand things off in 

a progressive way to an 

individual empowered by a 

system with simple controls 

in place. 

Time to get concrete. If you want 

to scale your business and get 

your life back, it's critical that you 

don't just hand off to a person, 

but make sure your business gives 

that person the tools to do an 

excellent job.  

 

 

This means the systems and 

controls to see that the work is 

done the best way possible, and 

the feedback to make adjustments 

on the fly. 

 

Sure, you may have handed things 

off to team members in the past 

and they may have screwed up, 

but does that mean that handing 

things off was the problem, or was 

it the specific way you handed 

things off? 

 

For Klayton this meant giving his 

service team clear operational 

procedures to follow, and the 

training to help them become 

fluent in them. It also meant 

helping create the training system 

all new sales team members go 

through so they gain the company, 

product, and sales-process 

knowledge they need to be 

successful. 

 

The most expensive words you'll 

ever say are, "If you want something 

done right, you've got to do it 

yourself." Too many business 

owners use this as an excuse to 

keep doing too much for their 

company, which only weakens the 

business long-term. 

 

Systematize the production 

of your core service offering 

so you can optimize how it 

works. 

When you take the time to 

formally process out the 

production of your core service 

offering, you can start to break it 

down and refine it to be better, 

cheaper, faster, more consistent, 

and more scalable. 

 

We've seen time and time again 

that when our business coaching 

clients implement systems and 

sound business controls, their 

team enjoys more success, 

retention increases, and the cost 

of replacing any one team 

member drops dramatically. 

 

One of the core components 

you need to scale your service 

business is a system to hire 

and on-board your team. 

It's not enough to be able to find 

good people one-off, you need a 

solid system in place to reliably 

find and on-board new people as 

you grow. 

 

Plus, you'll also need a sound 

system to manage your team 

(emphasizing ways for them to 

self-manage their own behaviours 

wherever possible). 

 

Remember, your company will be 

hiring and managing staff forever-

that's just a core part of a service 

business-and as such, you need to 

make it a real strength of your 

company. And that means 

systematizing your knowledge of 

exactly how to do it. 

 

For a free business-owner tool kit 

with 21 detailed training videos to 

help you scale your business and 

get your life back, click here. 

 

© Copyright, David Finkel 
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http://fireplaceofatlanta.com/
http://fireplaceofatlanta.com/
http://www.mauimastermind.com/inc-coaching
http://www.mauimastermind.com/inc-toolkit
http://www.amazon.com/Scale-Seven-Proven-Principles-Business/dp/1591847249/ref=cm_cr_pr_product_top
http://www.amazon.com/Scale-Seven-Proven-Principles-Business/dp/1591847249/ref=cm_cr_pr_product_top
http://www.amazon.com/Scale-Seven-Proven-Principles-Business/dp/1591847249/ref=cm_cr_pr_product_top
http://www.mauimastermind.com/
http://www.mauimastermind.com/
mailto:%20memberservices@mauimastermind.com
mailto:%20memberservices@mauimastermind.com
mailto:%20memberservices@mauimastermind.com
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Important Notice 
© Copyright 2015, Bizezia Limited, All Rights 

Reserved 

 

This article appeared in Better Business Focus, 

published by Bizezia Limited ("the publisher"). It 

is protected by copyright law and reproduction 

in whole or in part without the publisher’s 

written permission is strictly prohibited. The 

publisher may be contacted at info@bizezia.com 

(+44 (0)1444 884220). 

 

The article is published without responsibility by 

the publisher or any contributing author for any 

loss howsoever occurring as a consequence of 

any action which you take, or action which you 

choose not to take, as a result of this article or 

any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness. Any hyperlinks in the article were 

correct at the time this article was published but 

may have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant primarily within the 

United Kingdom but may have application in 

other locations. 

 

These disclaimers and exclusions are governed 

by and construed in accordance with English 

Law. 
 

Publication issued on 1 September 2015 

  

  

 

 


