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7 Keys to Business Success

This article by Carol McGowan is an authorised adaptation of an original document written for
—see full attribution at the end of this document.

A study was undertaken in the later half of 2007 by Deloittes on behalf of the Victorian Small
Business Commissioner and the following 7 keys to business success were identified in relation to
key factors contributing to the success of companies irrespective of whether they were large or
small. It was found that being able to forge positive relationships with clients and service providers
were crucial. The seven keys identified are listed and explained below.

1. Alignment with business that share the same values

If you align yourself with business that share the same values as your organisation then you increase
the likelihood of finding synergies between your two organisations. This means that the ability to
form a long term relationship will be significantly enhanced.

Having the same values means you place the same emphasis on what is important. Eg: If providing
good quality service to clients is a shared value then you will both do everything possible to ensure
the clients requirements are taken care of it will drive and define the actions you take. Whereas if
one is about profit and the other is about service then it will be about doing it cheaply and not
necessarily what is best for the customer

2. Commitment to operate from a position of trust

What this means is that all actions taken between the interacting organisations are honest and
ethical. There is a transparency between the two organisations and there are never any secrets that
might adversely impact the relationship or cause to damage the on-going relationship that has
been established.

3. Mutual interest of each business to achieve a common goal of a
profitable, sustainable and on-going relationship

What this implies is that all parties within the business relationship treat it as important and act in
accord with that belief. They value the relationship that has been established and take active steps
to ensure that it is maintained.
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4. Communication that is clear, transparent, frequent and at the right
level

This means that there is a consistency and honesty in communication between the two
organisations. There is no maneuvering without the knowledge of the other party and where
practicable to do so information is shared in order to maintain the health and viability of the on-
going business relationship.

5. Accountable and responsible: agreeing to obligations and
responsibilities and immediately alerting business partners of
problems or mistakes

This means there is an overt commitment by the parties within the relationship to respect it and
treat it as important. There is accountability and responsibility and a willingness to raise issues and
obstacles for mutual resolution rather than keeping them out of sight of the other party.

6. Professional conduct in all interactions

This means there is no inappropriate behaviour or language in the interactions between the
respective business partners. eg: no swearing, tarnishing the name of the other organisation etc.

7. Pre-agreed dispute resolution mechanisms is essential so that any
disagreements can be dealt with quickly and the relationship can
continue with minimum disruption

This means a process has been established whereby if a dispute arises there is a defined escalation
process of how these types of issues are to be resolved either through bringing it to the attention of
senior management or the engagement of a neutral third party. These requirements will have been
defined, documented and agreed as part of establishing the initial business relationship. They are
usually formulated as part of the ground rules to operate between the organisations party to the
business relationship. It is likely these will have been appropriately signed off prior to the
organisations commencing their business relationship.
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These 7 keys show how to establish a firm foundation for healthy on-going business relationships
either with other businesses or clients. The benefits of this are it can help reduce the potential for
disputes, litigation, damaging a brand name or a number of other important factors related to
effective business operation.

Skill Development Exercises

Here are some exercises to help you take the information from this document and apply it to your
situation in a practical manner. Having a diary or journal to document your discoveries can be most
helpful.

o Re-read through the 7 keys. If you are already in business consider how you have applied
these seven keys to your business relationships. If you are in the processes of establishing a
business how you might be able to implement each of these keys in the relationships you
establish with your suppliers and/or clients.

o Taking each key separately write down how you have applied these keys. Then list what is
working well and what might be some opportunities for improvement in relation to the
particular key under review? For what is not working well what actions might you be able to
take to rectify this situation? What help might you need in order to implement the
identified opportunities for improvement?

o Do you know how to write SMART goals? A first step to take would be to define a SMART
goal in relation to your business relationships. What this means is that the goal is Specific,
Measurable, Achievable/Attractive, Realistic and Time-bounded. A sample goal could be I
am going to sit down with my business partners in the next three months and re-define our
business relationship parameters in accord with the 7 keys identified?

o What are two actions you can take within the next week that would take you closer to being
able to enhance the success of your business based on what you have understood by
reviewing these 7 keys?
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Disclaimers and Other Important Information

High Ideals Pty Ltd is committed to ensuring that all of our services, products and information we
share is foremost designed and delivered in a manner which has the potential to support others.
Our values are focused on giving, being supportive and making a positive difference in the world.
We are also dedicated to ensuring that we are at all times ethical demonstrating integrity at all
levels. Therefore this Disclaimers page is necessary to provide clarity on a number of key points, as
follows:

o AllHigh Ideals Pty Ltd documents are for information purposes only.

o Clients and all who read these documents are responsible for their own decisions and High
Ideals Pty Ltd will never provide advice or direct you what to do. Our services include sharing
these resource documents, which are focused on assisting clients to raise their own awareness,
by which they can make their own decisions and be responsible for their own actions. It is the
responsibility of anyone who receives an High Ideals Pty Ltd resource document, whether they
are a direct client of ours or were forwarded this document from a third party, to read our full
terms and conditions available on our website:
www.high-ideals.com

o The client and/or reader of this document are responsible for engaging in their own research,
further reading, and exploration. This document is simply an information sharing starting point
only.
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o All of our High Ideals Pty Ltd personnel and members can contribute to our Resource Library,
and share the responsibility for writing all of these documents. As a collective, we have a huge
range of backgrounds and areas of expertise. We also take great care when sharing information
to ensure it is accurate, useful and a product of sound research as well as our own personal and
professional experience. Therefore many of our comments are born out of our many years of
experience in a large number of areas of endeavour or interest and the successes of our clients is
the evidence behind these strategies and techniques. If we are providing personal opinion, we
make that clear, and take care to validate why and/or how this personal opinion may be useful
in the total picture of self exploration of the client/reader. When we do share personal opinion,
it is typically in the form of sharing from our relevant experience, ideas of strategies we feel may
be helpful, and potentially have been helpful for us personally. Personal opinion never includes
giving advice or providing specific direction to the client/reader. If we are referencing the work,
thoughts or opinions of others, we also make that clear and give full attribution and
acknowledgement to those other sources of information. We also share our validation for why
we feel this information may be of benefit to the client/reader.

o We adhere to the Harvard Referencing System in providing reference information and
acknowledgement for all books, websites and other information sources. We are continually
updating our documents to match this standard. If you ever notice a reference which you feel
does not meet this standard, please let us know by writing to info@high-ideals.com with this
feedback so we can attend to it immediately.

o High Ideals Pty Ltd never makes any endorsement or recommendation of any websites, books,
companies, products or services. Instead, we provide ideas for the client/reader to explore
certain websites and books in particular. We review and carefully select which websites and
books we feel may have some potential value to our clients/readers. Then, when we raise these
ideas with the client/reader, we also provide our justification for why we feel the idea may have
some merit. For example, if we raise the idea to the client/reader to explore a particular
website, we will indicate what it is about that website which we feel has the potential to be
useful to the client/reader. It is then the responsibility of the client/reader to make the final
assessment as to whether or not it is actually useful.

o We also take no responsibility for the content of any website other than High Ideals Pty Ltd.
We cannot control the accuracy, security or technical performance of any website other than
our own. Similarly, we have no control over the content of any books we raise ideas for
exploration about, or the availability of those books. It is the total responsibility of the
client/reader to determine whether this information is for them to pursue further.
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