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Thank you for taking the time to read my newsletter.
About once a week I will pick various topics and add valuable advice
to help you and your business achieve excellence.
Enjoy the newsletter and look forward to catching up soon
PS - Each week, I will also try and share a success story or coaching
video from the ActionCOACH UK team - which showcases some of
the great results that are achieved, when working together with a
business coach.
Regards
Karl

The 6 Steps to Building a Better Business

"Business Essentials" workshop - October 15th @ 1030am

“Your webinar was a completely new topic and a gave me a new way to
look at things. I think the topics covered we of the right depth and
moving forward I would like to learn more about each step in more
detail”
“The presentation I felt was extremely motivational and gave me a
boost”
“It always feels a bit cheesy when you give a 10 out of 10 however I do feel its deserved not only from
an educational view but also from a motivational aspect as well”
“It was edu-taining!”
So consider these questions....
Are you currently a business owner or perhaps a senior team member?
What would be the 1 thing you would like to achieve within your business this week?
What is holding you back from achieving your goals?
Do you have your goals written down as part of your business plan?
Do you have a business plan and when was it last updated?
and more.......
These questions and many more will be part of a hugely informative and practical, short 50 minutes
or so, workshop that I will be running on October 15th starting at 1030
Attendance costs nothing - all I ask you bring is a pen and note pad and be prepared to make a change
and please bring a friend or colleague
Always focus on change that will result in greater results and achievements.
What are your 'Must Achieves' for this month?
Register now for FREE - https://actioncoach.co.uk/coaches/karl-morris/events/63419-2/#

What are your Strategies for gaining business?
Thinking about your 'marketing strategies' - how many do you
have?
And out of 10, score how successful they are

Now deduct 1 point!!! What score are you left with?
Now give some thought as to how you are currently measuring the
success of your strategies?
Facebook Advertising might be one of your strategies.
Recently, working with a client we tested and measured their
Facebook advertising campaign. We calculated that for every £x
spend it delivered 1 client which in turn delivered £XXX of lifetime
value.
How did we do this - we initially calculated the lifetime value of a
client.
We then ran 2 campaigns and studied the results closely - testing
and measuring the wording through to the time of posting and so
on.
With this information we can make an objective decision as to
whether to continue or stop the campaign.
What other marketing strategies do you have?
If like many businesses, its only 1-3 then is that enough?
And are they performing or like many businesses do you suffer from
the 'roller coaster effect' of sales - the feast or famine!
Knowing your strategies, having a good number 5-10 in place and
continuously testing and measuring them, will allow for a atter
sales curve.
Remember, the marketing activity you are doing today, will most
likely not deliver until 90 days time as a minimum.

What are your business challenges?
Over the years, customers that I work with, fall into one (or more) of the
following camps:
1. Your business has hit a ‘glass ceiling’ and you can’t seem to get it to
where you want it to be?
2. You’re not paying yourself what you deserve for the effort you’re putting in?
3. Your time is not your own, and getting time off is a huge struggle?
4. Your team or suppliers are not performing to your expectations and you can’t work out why?
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If you can answer yes to one or more of the above - lets chat.
If you email emmamurray@actioncoach.co.uk - she will happily book an appointment for you, to have
an initial complimentary chat with myself.
"10/10 – Karl shows his passion for helping business owners the best ways to be a success"

How Smart are your Goals?
Think about the goals you are setting
We always talk about them being SMART - now consider making them
SMARTER

Step 1: “S” – Speci c
The rst step in setting S.M.A.R.T.E.R. goals is to be speci c – very speci c. The more speci c you are
about your goals, the better and more able you’ll be to accomplish them no matter what method you
use. This means that you don’t just say you want to make more money or lose more weight, you have
to say exactly how much money you want to make or how much weight you want to lose. You have to
put a real and exact gure on it. Make it measurable.
Why is this so important? Well, in goal setting, in order to make it instinctive to the mind and more clear,
you have to be able to quantify that goal. Without speci cs, there’s no real target, just some obscure
direction. When the goal is obscure, it allows the psychology of your mind to override your goals. You
succumb to things like emotion-numbing activities, to easily avoid doing something that wasn’t that
concrete in the rst place.
Speci cs are the fuel in the engine of your goals. You have to provide speci cs if you’re going to
achieve anything at all. When you write out your goals, be absolutely as speci c as possible. And never
be afraid to be too speci c.
Step 2: “M” – Measureable
The second step in setting S.M.A.R.T.E.R. goals is to set goals that are measureable so that you will
know clearly when you have achieved them or how far you still have to go. In addition you can then
break down bigger, longer term goals into smaller but measureable parts so you can measure you
progress to achieving the goal and to feel satisfaction as you tick off the various milestones along the
way.
A common example is someone who is looking to lose 35 pounds in weight. 35 pounds is a lot but if
the individual looks at it and breaks it down into measureable pieces; e.g. 2 pounds a week then, they
know that if they stick with it in around 17 - 18 weeks, they will have achieved their goal and they can
see their progress along the way during those 4 – 5 months. This is just as true with setting business
goals as it is with personal development goals and personal goals.
Step 3: “A” – Achievable
The third step in setting S.M.A.R.T.E.R. goals is to set goals that are achievable. Now, there’s certainly
a school of thought out there that says that you can accomplish whatever you want, whenever you
want it. But, when you’re setting goals, especially when they’re short-term goals (i.e. within 1 year),
make sure that they’re achievable. This doesn’t mean that you can’t shoot for the stars in your longterm plans, such as 5 years down the road or even 10 years down the road. It just means that you also
have to pick goals that you can achieve in the short term.
Step 4: “R” – Realistic/Relevant
The fourth step in setting S.M.A.R.T.E.R. goals is to set goals that are relevant to your life. This means
that the goals should be in-line with and in harmony with what you actually want out of life; they
should match up with your core values. If your core values are contradicting your goals, then you’ll
nd yourself merely getting frustrated and giving up.
Equally, when setting goals at work, these should be in line with the overall organisational or divisional
goals. It is important that you do this as if you set goals that are in con ict with what your division or
company is trying to achieve all that will happen is increased stress and the possibility of having to reset your goals. This is why communication both up and down the organisation is an important aspect
of goal setting. Even when you set individual goals you should always check and be able to
communicate how they t into the bigger picture.
Step 5: “T” – Time-Bound

The fth step in setting S.M.A.R.T.E.R. goals is to ensure that they’re time-bound goals. You have to
set an exact date on when you plan to achieve these goals. Focus on goals that are in 3-month
intervals. If you plan to achieve a 35-pound weight loss within 6 months, then break that down into 1
month intervals. That’s 6 pounds every month or 1½ pounds a week..
When your goals are time-bound, they’re measurable, and you should hold yourself accountable by
measuring those goals on a daily, weekly, and monthly basis. How close are you to achieving your
goals? How much further did you get from achieving your goals? Without making your goals timebound and measurable, you won’t be able to see your progress.
Step 6: “E” – Evaluate
The sixth step in setting goals using S.M.A.R.T.E.R. is to ensure that your goals are evaluated. By
evaluating your goals on a regular basis you’ll be much more likely to achieve them. Why is that? Well,
long-term goals (and also goals that are 3 months or 6 months out), can easily be ignored if they aren’t
evaluated regularly.
Make sure that you setup a system for evaluating your goals and you make the evaluation of your
goals habitual. Don’t ignore this all-important step. Your mind has a very clever way of allowing you to
ignore your goals by pushing you into emotion-numbing behaviours when those goals aren’t closely
evaluated.
Step 7: “R” – Readjust
The nal step in setting goals with S.M.A.R.T.E.R. is to re-adjust your approach. If, for example, you
nd yourself pursuing a goal but continuously hitting a brick wall, readjust your method and
techniques. For example, when a plane has a goal of ying from Glasgow to London, it has to
constantly evaluate its progress and readjust its approach to ensure that it reaches its target. The
plane’s crew constantly evaluate and readjusts its course along the route until it arrives in London. You
should be doing the same for your goals.
Readjust doesn’t mean that you have to throw your goals out and start all over. What it means is that
you have to try different approaches until you nd yourself getting closer and closer to your goals.
That’s why constant evaluation on a regular basis is so important. If you don’t evaluate you can’t
measure your progress.
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