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The most successful business owners 

set aside time each quarter to plan 

out their goals and action steps for 

the upcoming quarter. Not only does 

this allow you to focus your energy 

and attention on the things that 

propel your company forward, but it 

will also help you strategise the best 

way to leverage your team to reach 

your goals.  
 

So now I want to talk about the 

way that you, as a business owner, 

strategise to reach your company 

goals each quarter. And I will 

share with you some of the tips 

and tricks that I have learned over 

the past twenty-five years, to get 

there faster.  

 

Find Your Key Strengths 

The best strategies have three 

things in common and you want 

to look at them each in their own 

light before proceeding with a 

chosen strategy. The first thing 

you want to look at is the strategy 

founded on one or more of your 

key business strengths. Odds are 

that you will only be successful if 

your strategy relies on things that 

you are already very good at, so 

make sure you review your 

strategy and ask the key question: 

In order for this strategy to work, 

what are the strengths on which we 

must rely? 

 

If, in order for your strategy to 

work, you’ve got to rely on 

something that isn’t a strength of 

yours, and you can’t buy, build, or 

otherwise acquire this strength, 

then I strongly advise you to pick 

another strategy.  Just as the best 

athletes play to their strengths, so 

do the most successful companies 

play to their best abilities.  

 

Seize The Opportunities 

Second, the best strategies seize 

one of your biggest opportunities 

and play into it.  Seizing a key 

opportunity is the offense that lets 

you score points and win the 

game.  This may be investing 

heavily into a specific product or 

service line, or market niche, or 

delivery strategy.  This is the 

concept of feeding your winners 

and starving your losers. The key 

is that any winning strategy must 

help you seize a key opportunity 

that has the real potential to yield 

big results.  

 

Mitigate Your Business 

Threats 

Third, the best strategies mitigate 

or make irrelevant your gravest 

business threats.  For example, if 

one of your biggest threats is that 

58 percent of your business is 

with one customer, then if your 

strategy fits for criteria one and 

two, ideally it will help you grow 

other customer relationships so 

that you have some protection 
from the loss or diminishment of 

this goliath customer. This is 

perhaps one of the hardest areas 

for many business owners to look 

at, because we don’t want to 

recognise our flaws or 

shortcomings, but by identifying 

our weak points, we can then 

form a strategy to overcome 

them or mitigate their impact on 

our growth.  

 

So as you plan out your year or 

quarter, look at your strengths, 

weaknesses and opportunities and 

lay out a focused plan to achieve 

your goals and reach the next 

level within your business. 
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Important Notice 
© Copyright 2021, Martin Pollins, 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  

 

Some images in this publication are taken 

from Creative Commons – such images may 

be subject to copyright. Creative Commons is 

a non-profit organisation that enables the 

sharing and use of creativity and knowledge 

through free legal tools. 

 

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 within the United 

Kingdom. These disclaimers and exclusions 

are governed by and construed in accordance 

with English Law. 
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