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Introduction
I have written this book for all the amazing people whose
livelihoods are currently, or are about to become, dependent
upon their wits and hard work. That is, those of you who are
reviewing an existing business or starting a new one. Be it your
first or twenty first venture, this book is designed to help and
support you on your journey.
If you are brave enough to take the step into business, you
deserve all the help you can get. If you value your business and
those who love you, this book is for you.
I was fortunate enough to start running my own businesses in
my mid-twenties, which means that I now have some 30 years’
experience of the joy and exhilaration of getting it right and
the loneliness and frustration of getting it wrong.
This experience tells me that learning to run a business is a bit
like learning to ride a motorcycle, rewarding and exhilarating
when you get it right, but painful and potentially dangerous
when you get it wrong.
My overriding objective in writing this book is to help you
succeed by :1. Identifying the likely future challenges for your
business.
2. Thinking through with you, which skills you have, and
which you need to find.
3. Finding you those support skills before you encounter
the challenge.
4. Ensuring that you are prepared for the challenges you
may encounter.
5. Stopping you taking the wrong advice, that could cost
you your business.

x

Thrive and Survive in Business

I have thought long and hard about my own businesses and
the manner in which, full of youthful enthusiasm, I ran
headlong into various traps. This book shares with you some
of those experiences. If I had my time again, I would have
sought out more real business people with real business
experience and the right contacts. If I had met those people
earlier, they could have helped to steer me through the maze,
leaving me free to grow my businesses.
There are three themes that run through the book that are
designed to protect you and provide you with a guiding light
when you need it.
Those themes are:1. The WHY? - WHY you are in business
WHY your business is a Force for Good.
WHY your staff and customers should believe in what
you do and support you in good times and bad
2. The WHAT? – WHAT you do today
WHAT you do to generate cash.
WHAT you do today to keep your staff, customers and
suppliers happy.
WHAT you do to maximise your gross profit.
and
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3. THE HOW? - HOW you will build a better tomorrow.
HOW your staff, customers and suppliers support your
vision and make it their own
HOW you build the right team around you
– You are not alone.
HOW you define the stepping stones to reach your
vision of a better world.
HOW you engage with your customers to understand
their changing needs.
HOW you empower your staff to develop the skills to
deliver against those needs.
HOW you continuously reinvent yourself.
HOW you build a skills base that lets you drive the
agenda by being a thought leader.
HOW you ensure that your thought leadership aligns
with WHY you are in Business.
Some 90% of UK start-up businesses fail, 50% in the first 2
years - I don’t want you to be one of them.
This is not the sole preserve of start-ups. 80% established
businesses fail within 10 years, and there are some very
predictable reasons. My first business survived for over 10
years, and I have the scars to prove it. I will share some of
those experiences with you.
I will try to show you how the quantifying and measuring
aspects of your business, the systems and accounts, can
provide guidance to the human elements that actually make
things happen.
I will show also you how aligning the values of your brand
The WHY – The Force for Good, with the current, future and
evolving, needs of your staff and customers, will build a
community that wants to be part of your success.
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In this manner you can all join in the evolving reality, of the
steps towards your shared vision. This evolutionary process is
one of continual learning. There is a cycle of engage, learn,
grow and repeat.
This is how you remain relevant in a changing world and
ensure your business survives and thrives.
At this point I would like to acknowledge that there are many
people out there better placed to help you than I. So, in each
Chapter I will try to put you in touch with an expert in your
required area. You will be able to consider their suitability by
reading their e-books to see what they have done and that
they understand your issues. Their e-books may well help you
solve your problem, but if they don’t you can either contact
myself or the authors for more detail, should you need to do
so. Always Remember You are not alone.
To this end, my team are building a network of experienced
business people, who have demonstrated their skills by
producing their own books which have been vetted and
vouched for by experienced business people. If you feel that
you can help other peoples’ businesses to thrive, please get in
touch with me on nick@welhatchamber.co.uk .
As you will see throughout the book I am inviting you join up
with existing communities, so you can build your own. I revisit
this in the final chapter, but for the minute let’s get on with
building your business.
May the Force for Good be with You!
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Reader Guidance
When should you read this book?
This book is designed to be kept by your bedside and on your
mobile phone, so when you are planning your next ¼’s activity,
trying to think through a particular problem or just looking for
a source of ideas, you can pick it up, read the relevant chapter
and, where necessary, find some help.

How to use this book
The book has been structured to help you identify, which
challenges you are likely to encounter next, what might be
involved and if you would like some guidance, where to find it.
The Chapters have been set out in the order of the types of
challenges, or growth stages, you are likely to encounter. Each
Chapter has four sections:1. Some often asked Questions, a checklist, to see what
you know and what you don’t.
2. Some things to Think About, to help you identify likely
challenges.
3. Some Sources of Help, access people, often authors,
that we know, and online sources of information.
4. Some Further Reading, links to books we recommend.
Scan the Questions and see if they apply to your current or
future plans. If they do, read on, if not, skip to the next
chapter.
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I will have succeeded when you can say:I understand my current growth stage.
I understand the potential challenges.
I know the skills I have on my team and where the gaps are.
I know when and where to find the skills to fill those gaps.

Where your questions remain unanswered, please contact me
on nick@welhatchamber.co.uk and where appropriate we will
try to source someone to help you, or to write an e-book
addressing your concerns.
Specialist terms are shown in Italics and are explained in the
Glossary of Terms at the end of this book.
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Introducing George
Periodically you will come across George.

George is our mutual friend. He provides some “Take Home”
or more accurately “Take to Work” thoughts that are designed
to give you a phrase that embodies certain concepts.
As you build your teams you can use these phrases to describe
a sphere of Shared Knowledge and learning within the team.
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Review
I was so taken by the clarity and truthfulness of Thrive and
Survive in Business that I read it in one sitting. With a
remarkably light touch, you distil three decades of your own
experience into a dozen individual but connected chapters,
providing a handful of clear conceptual frameworks – the
waterwheel, the product cycle, customer adoption phases repeated across the sections so that they gradually become
easy to use touchstones for business leaders.
Three things make your narrative really compelling. The first is
to start with customers: unless their needs (and indeed
aspirations, as you rightly identify) are met, unless we find
customers ready to pay for our services, none of us has a
business in the first place. The second is your rightful
insistence on the ‘WHY’ as much as the ‘WHAT’ and the ‘HOW’
of business: much (dull) management writing focuses on only
‘doing things right’ and leaves out ‘doing the right thing’,
which Thrive and Survive in Business instead properly points
out is based on ensuring customers and staff are aligned in
recognising that your business must be ‘a force for good’.
Further, your explanation of gross profit and its centrality to
cash management is so straightforward it leaves no room for
excuses on the part of business founders, especially when
pitching for new business.
Finally, Thrive and Survive in Business will help entrepreneurs
overcome the sense of loneliness inherent in new ventures
even for the most missionary founders. I wish I had had its
simple guidance when I first started managing teams nearly 30
years ago. Your calm, realistic advice will restore a proper
sense of enjoyment to business – and with luck even help
ignite an export surge. As you say to your readers,
‘May the Force for Good be with you!’.
David Gill. Managing Director
St John’s Innovation Centre, Cowley Road,Cambridge
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Learning how to negotiate the pitfalls, at each growth stage, is all part
of the challenge of being in business. If you know in advance that you
are going to need a mountain bike, a ladder, a canoe and an umbrella,
it feels like an adventure, if not it can be daunting. A crystal ball is
always helpful.
Successful businesses don’t necessarily have all the skills, but they do
know which challenges are coming up, and where to find the
necessary skills to address those challenges - which is pretty close to
a crystal ball.
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