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Learning From The Past, 
Assessing The Present, 
Creating The Future 

Running a business is complex. Making 
decisions in a fast-paced world, a volatile 
economy and a shifting employee landscape 
requires more planning, reflection and thoughtful 
decision-making than ever before. 

As you consider the past, the present reality and 
the future, some questions that could arise are: 

Can you grow your business even if it is losing 
money and operating in a traditional 
marketplace? Should you grow just because you 
are making profits? Can you go against the flow 
and beat the odds, or are you better to ride the 
horse in the direction it’s going? If you’re in a 
mature business, in a mature market and you’re 
losing money, when do you pull the plug? What 
is the impact of your decisions on your 
employees? Especially the ones who have been 
with you for 20+ years? What’s the impact on 
your family? 

These are tough questions. And it’s hard to 
answer them without context, reflection and good 
data. If the answers are uncomfortable or 
challenge our view of reality, our natural 
(emotional) tendency is to avoid rather than face 
up to the situation.  

So we’ve developed a thinking/decision process 
to help you follow a more rational path to get the 
answers that are best for you and your business.  

First, assess your past three years profits. 
Assuming you were paid a reasonable wage for 
your efforts, on average, did your business make 
money, lose money or stay relatively flat?  

For some industries the past three years have 
been tough and you may expect the market to  

 

 

 

come back. But what if it doesn't? Or what if it’s 
too slow and you’re running out of breathing 
room? What can you do about it?  

If on average, profits have been level at about 
break-even, what does the future hold? Is the 
market going to improve? Is it going to get 
worse? Was it the market’s fault or have your 
employees become complacent or unable to 
keep up with the changes? 

If profits are good, do you keep doing what you’re 
doing? Do you sell your business soon while you 
have a good track record to show? If you sell it, 
how do you feel about leaving it when it’s doing 
well? Or, do you reinvest and grow the business 
with your earnings? Do you leverage it by 
purchasing better equipment, hiring more people, 
buying a competitor? 

No one is suggesting you can’t go against the 
flow, but is it the right idea for right now? Is 
procrastinating or keeping the status quo a 
reasonable option? Not making a decision about 
your future is a decision to wait and see. Is that 
what’s best? Maybe, but it’s a decision best 
made with some conscious processing of the 
information available to you at this time.   

In the end, what are the outcomes and 
expectations you have for 3-5 years down the 
road? Will your current reality, thoughts and 
plans get you there? If not, what needs to 
change? What action steps are required? 

  

By following the steps on 
the next page, you’ll begin 
to articulate a clearer 
view of your current 
reality and your options 
for the future.  
 



2 The Business Transition Coach Forum™ ©Wayne Vanwyck (519) 654-2368 Wayne@TheBusinessTransitionCoach.com 

 

 

 

 

 

 

 
 
 
 
 
 
 
 

Current Reality 

1. 
My Business Is:

2. 

Our Market Is:

3. 
For the immediate 
future I Choose to:

❑ Profitable 

❑ Break-even 

❑ Losing Money 

❑ Growing and Strong 
❑ Evolving and Hard 

to Predict 

❑ Traditional and Flat 

❑ Old and Shrinking 

❑ Grow 

❑ Status 

Quo 

❑ Downsize 

❑ Upgrade products and services 

❑ Upgrade facilities 

❑ Reduce Risks 

❑ Cut costs 

❑ Pull out cash 

❑ Lay off employees 

❑ Sell assets 

❑ Close it down 

❑ Retire 

❑ Continue to run business part-time 

❑ Get a job 

 

 

 

 

 

 

 

 

 

 

 

 

4.  Check all options that could work for 

your business and add others you can 
think of that are not listed. 

❑ Organic growth 

❑ Growth through mergers or acquisitions 

❑ IPO 

❑ Grow through private investors 

❑ Grow through bank loans 

❑ Add a partner 

❑ Set up Employee Share Ownership Plan 

❑ Bring relatives into family business 

❑ Hire new employees 

❑ Replace current employees 

❑ Hire more salespeople 

❑ Improve marketing 

❑ Reinvest more personal cash 

❑ Borrow more from the bank 

❑ Sell business ASAP 

❑ Sell the business in 3-5 yrs 

❑ Increase efficiencies 

❑ Hang on and hope for the best 

❑ Turn a blind eye 

❑ Upgrade/train employees  
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List your top 4 goals here: 

 

 

 

 

 

 

 

 

 

 

 

When I reach these goals, I expect the following results and outcomes: 

 

 

 

 

 

 

 

 

 

 

5.  Goals – What Do I Want? 

6. Expected Results 
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Based on my past experience, my assessment of the present and my goals for 
the future, here are the action steps I need to take to create the future I want for 
my business, my family and me. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

7. Action Steps 


