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                                       A Living Five Year Plan 

 

 

 
Out of business school, one of our clients took two years and created a five year business plan 

for a business that he hoped to open. Financing was arranged and suppliers were secured, in a 

large part because the plan was so well thought out and researched.  The five year plan was right 

on the mark, amazingly the projected numbers and financial results were as close to identical as 

one could hope for.  We wish we could say that they all lived happily ever after. 

 
What went wrong were years six, seven and eight. There was a feeling that having been 

successful in years one through five somehow guaranteed future successes, the business was 

operating on auto pilot, just keep repeating what had been done. Autopilot assumes that there is 

a course or route mapped out and by making small course corrections periodically the 

destination will be reached in the end.  

 
The five year plan was a great start, one of the best that we have seen as professional business 

coaches. The plan would have been complete had it been a living plan. A living plan is one that 

has no expiration date, as one year is lived another is added on the far end keeping the ultimate 

destination in view. In this case, when year number one was close to completion a year six 

would have been planned. Each year as the results are reviewed, adjustments to the five year 

plan are made, always keeping a five year perspective. Adjustments can take into consideration 

changes in the market, competition, technology, pricing, economy, but ultimately adding a new 

last year to the plan. 

 
Make planning a part of your routine, and compare results with the plan, by doing so you can 

objectively critique both the planning and the actions that produced the results. Most important, 

as we end another year and start 2010 anew, make sure your five year plan still has at least five 

future years. 

 

 

*** 

 

The secret of making something work in your lives is, first of all, the deep desire to make it work: 

then the faith and belief that it can work: then to hold that clear definite vision in your 

consciousness and see it working out step by step, without one thought of doubt or disbelief. 

 

                                                                                                            - Eileen Caddy 

 

 

 

 

www.TitanBDG.com   email: information@TitanBDG.com   973-601-3275 

Page 1 of 3 

Proud member  of the 

Professional Business Coachôs 

Alliance 

December 2009 

 

Inside This Issue: 

 

Page 1:  A Living Five                                                

Year Plan 

 

Page 2:  The Top Eight 

Easiest Ways to 

Increase Your Referral 

Business 

 

Page 3:  Training and 

Motivating Your 

Employees: A Concept 

Checklist  
 

If you are not already 

subscribed and you or 

someone you know 

would like to be, please 

send an email to: 

newsletter@TitanBDG.com 

 wi th the words 

ñsubscribe meò in the 

subject line and we will 

gladly add you to our 

newsletter distribution 

list. 



                                                TITAN TIMES  

 
 

The Top Eight Easiest Ways to Increase Your Referral Business 

 
In last monthôs issue, we talked about asking those you network with how you can help them.  

This month we take a look at eight more easy ways to increase your referrals: 

 
1.  Tell you clients just how important their referral support is to your success:  People love 

to know when they are doing good and when they have been a key player in something 

successful. 

 
2.  Ask for them! I know, obvious, but so many people are afraid to simply ask.  Here is some 

sample dialogue for you to try: Address one of your clients/customers today and simply ask - 

"Of all the people in your office (or of all of your closest friends) which person do you think 

would be the most interested in the product/service I offer?" 

 
3.  Begin at the beginning:  Instead of waiting later in a client/customer relationship to ASK for 

referral support....(which for some can be uncomfortable) begin TELLING your prospects/new 

clients at the very beginning that receiving referral support from your clients is HOW you do 

business. 

 
4.  Express yourself!  Let your clients know ALL that you do. Most will think the only thing 

you do or offer is what they get from you. Explain through stories, examples, and other offers 

the FULL RANGE of what you are able to offer. 

 
5.  Keep improving - go for mastery:  The better you become at what you do or know, the 

more confident you naturally come off to others - thereby creating more confidence in THEM to 

easily refer you to the people in their life as "THE ONE to go to." 

 
6.  Create Exclusivity!  Create an experience for your customers/clients that feels (and is) 

exclusively just for them. HOW you do business should definitely stand out (and apart) from 

your competition. It doesn't have to be a lot. Keep it simple - yet clearly beneficial to your 

clients/customers. 

 
7.  Go Long (think Life long relationship):  Let your clients/customers know you are 

interested in serving them for the long haul. Sometimes it won't occur to a client/customer to 

return to you for your product or service. Let them know you would like to serve them as long 

as they need the product or service you are exchanging with them. 

 
8.  Keep it Easy - Keep it Simple: People love easy and simple (isn't that why you are reading 

this top ten?). Whatever your product or service, make the experience of working with you as 

easy and simple for your customer/client as possible. 
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0    Maintain employee handbook (aka Policies and Procedures Manual) 

0 Have complete job descriptions for all positions 

0 Introduce organizational chart 

0 Use training schedule for first month 

0 Introduce all team members 

0 Share mission/vision 

0 Introduce customers 

0 Product training 

0 Prepare training system utilizing VAK modalities 

0 On-the-job training 

0 Keep regular communication 

0 Educate on responsibilities and accountabilities 

0 Make all employees accountable 

0 Set goals for all job functions 

0 Hold regular meetings 

0 Survey Employees 

0 Use motivational techniques and models 

0 Get to know employees personally 

0 Catch employees doing things right 

0 Establish conflict resolution procedures 

0 Conduct Exit Interview when an employee leaves 

 

 

 

 

Happy Holidays and a Prosperous New Year! 
 

From all of us at  

Titan Business Development Group  

Training and Motivating Your Employees: A Concept Checklist  
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