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Introduction
The business world is tough. It is difficult to survive for many businesses. Success in the business 
world usually takes a lot of blood, sweat, and tears. It takes planning, leadership, persistence, 
and even some luck.

It also takes money. Money is what makes businesses go.
With these things in mind...

There are certain signs and symptoms that appear in many different businesses that will 
eventually spell disaster for those businesses if the symptoms and their underlying causes 
are not addressed. In this report, we’ll talk about those signs and symptoms, and—more 
importantly—about what can be done to CURE them once and for all.

What These Symptoms Mean
We’re about to discover a sort of barometer of business health. Unlike many similar 
measurements, this one doesn’t focus solely on financial aspects (though most of the factors 
we’ll cover are closely tied to finance in one way or another).

When I use the word “SYMPTOM”, I’m talking about a sign of trouble. Symptoms in and of 
themselves aren’t usually fatal as long as we take note and address the symptoms along with 
any underlying causes. For example, if you have a cold, you have certain symptoms. While you 
can’t cure the cold, you can take steps to address your symptoms. Failing to take steps to address 
your symptoms can often result in more serious illnesses, such as bronchitis or pneumonia. 
Ignoring symptoms can, in many cases, lead to death!

A similar thing happens in business. Many businesses display some or all of the symptoms that 
we’re about to cover. For the businesses that do, the key is to address the symptoms before they 
lead to more serious problems and consequences.

A symptom is a sign that action needs to be taken.
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As we consider the following list of potentially “fatal symptoms”, keep fresh in your mind the 
necessity of a cure for any such symptoms that your business suffers from. If we address the 
symptoms and the underlying causes of those symptoms, we will help to ensure your business’s 
success for the long haul.

Symptom #1: Improper Focus
When a company lacks vision, it often also lacks proper focus. This in turn is reflected in the 
leadership, and can be frustrating for everyone involved from the cleaning crew up to senior 
management.

Improper focus is a common but serious symptom for small businesses. A lot of small 
businesses suffer from it, especially when just starting out. New business owners sometimes 
make the mistake of focusing on relatively minor details at the expense of the big picture. They 
overemphasize the importance of a lot of little things, which in turn hurts the “big picture” 
success of the company.

Overemphasis on certain small details can (and often does) result in a kind of fatal tunnel 
vision. Small problems become big. Small observances about possible roadblocks become 
overwhelmingly huge barriers to success. Business owners and leadership end up failing “to 
see the forest through the trees”, and miss the possibilities and opportunities that could be 
grasped by simply stepping back and taking a look at the bigger picture.

In order for a business to be successful, the people running the business must be capable of 
seeing the big picture.

This is a MAJOR KEY, because it ties into just about every aspect of the business. It can affect 
the finances of the business (positively or negatively) in a major way. It can affect morale. It can 
affect the daily operations of the business, the customer satisfaction achieved by the business, 
and the eventual success or failure of the business.

As we continue with this report we’ll lay the foundations necessary to help you broaden your 
view and take in the big picture. This will, in turn, help you not to miss the many opportunities 
that will become available to your business as a result.
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Symptom #2: Insufficient Client Contact
Once there was a business owner who built his entire business around a single highly successful 
product. The product sold well for many years, resulted in the employment of many people, 
and from that single product the business owner enjoyed a certain level of success. He enjoyed 
it, that is, until changing technology lead to the demand for his product declining sharply. The 
business ultimately failed, and the business owner went on to start from scratch on another 
business venture. When asked about how he would handle this new business differently, he did 
not hesitate a second when he said:

“I will find ways to keep selling to the same customers over and over. I’ll make the most of 
existing customer relationships.”

A serious issue that many businesses face is that their product focus, or more specifically, their 
source of revenue, is too narrow. They don’t maximize the value of each customer by offering 
up sells, down sells, and related services or products. The man with a single successful product 
may have a good thing going as long as that product remains successful, but what happens 
when sales start to decline?

The way to address this issue is pretty simple on paper. “Offer more to your clients and prospects.”
But more of what? That’s the tricky part. You’ve got to find ways to expand your business with 
your existing customer base, but keep your development costs to a level that the business can 
afford. 

The two approaches to accomplish this are to either offer products and services with little 
to no development costs (such as affiliate products which are essentially referrals to outside 
companies for which your company gets a portion of the profits), or to increase your capacity 
to develop products and services by raising the necessary capital to reach your product 
development goals.

There is a way that many businesses can do this and use both of these methods. For B2B based
businesses, the Business Finance Suite is a tool that can be offered to business clients in order to 
help those business clients build business credit and obtain funding, improving their financial 
health. For all businesses, the Business Finance Suite is a useful tool for building business credit 
and obtaining $50,000 cash for the operation of the business.

support%40creditsuite.com


7
©2014 Credit Suite, all rights reserved. No reproduction or use of any portion of the content or work or the entire work is permitted 
without the express written permission and authorization of the publisher. However the publisher of these materials routinely grants 
authorization for reproduction or use of this work, in whole or in part. If you would like to use any portion of this material in a book, article, 
e-zine, newsletter, radio, or television broadcast, pod cast or in any other seminar teleconference or other events or publications please 
e-mail: support@creditsuite.com or Call 855-504-4122

The Seven Deadly Symptoms of a Struggling Business

Imagine a business that offers a service to consumers and businesses. All prospects have to 
qualify for the service, and not everyone makes the cut. For those that do qualify, each client 
represents about $500 in revenue.

Now take that same business, and add in some extra products and services. The business sells 
some products related to their service for $100 or less. The business also adds in a “big ticket” 
service for their business customers (which make up about 50% of their client base). Let’s also 
say the business adds a yearly seminar for loyal customers with a $1000.00 price tag. What 
will the results be?

Example:

By taking these simple steps, our hypothetical business could double (or even triple) their 
average revenue per client. See below for an example breakdown...

Business Without Client
Follow Up And Offers

Business With Client
Follow Up And Offers

ITEM AVG. REVENUE PER
CLIENT ITEM AVG. REVENUE PER

CLIENT

Main Product Revenue
Per Client $500.00 Main Product Revenue

Per Client $500.00

2 in 10 clients purchase
a high ticket ($2,000)
item

$400.00

3 in 10 clients purchase
additional materials for
$100

$30.00

1 in 10 clients attend
the annual seminar at
least once

$100.00

Avg. Revenue
Per Client: $500.00 Avg. Revenue

Per Client: $1030.00
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Why This Works
Offering more products and services to people who have already purchased your product 
or service is extremely profitable. The reason is because once someone has purchased from 
you, you have already elevated yourself and your business in that person’s eyes. Even a small 
purchase can open the door for huge purchases later. This is what is known as the “foot in the 
door” marketing tactic. It means that people are more likely to say “YES” to you when they have 
already said “YES” to you once before. 

Response rates and conversion rates are much higher when you market to existing customers. 
Your marketing costs will be less, and your returns will be greater. 

Once someone says yes to you, do you ask them to buy again? If not, you should! It’s the one 
and only cure for this potentially fatal symptom.

How To Develop And Find Complementary Products 
And Services
The key to finding and developing the right selection of services is understanding your current
customers or clients.

Many organizations take the approach of “just asking”. They keep it simple, and send a 
questionnaire to their customer base asking what other services or products they might be 
interested in. This is surprisingly effective, and many failing businesses have turned around with 
this simple step as the pivot point.

You can also come up with ideas on your own. Ask yourself questions like: Why do my clients 
come to me? What other services are they likely to use regularly? What products do they buy? 
What other problems do they have that I might be able to help solve? Asking questions like this 
will help you get on the road to a new and exciting expansion of your business.
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Symptom #3: Insufficient Follow Up
I once saw a Q&A session with a well known marketer. He was asked about how many times a 
company should follow up with qualified prospects. The conversation went something like this:

Business Owner:  How many times should I mail a qualified prospect before I consider it a   
 lost cause?

Marketer:  Well, that depends. How much is a single customer worth to your company?

Business Owner:  Each customer is worth about $2,000 to the company.

Marketer:  Then I would keep mailing them until they buy!

I imagine you get the point. The last symptom we discussed was all about customer value, and 
not offering more to your existing customers. Once you have “cured” that symptom, you’ll be in 
a position to address this next one.

A lot of businesses have a weak follow up plan for their leads and prospects. Once you have 
increased your average value per customer, the next thing to do is to increase your contacts 
with prospects accordingly to create more and more customers!

What should your follow up efforts include? How much follow up should there be? That will 
depend on how much the follow up costs, and your average customer value. Direct mail is 
expensive but very effective if done right. Phone follow up is great for big ticket services and 
products. Email follow up is both the most common form of follow up businesses use, and also 
the weakest. (Don’t rely on it too heavily.) It’s also the cheapest, though, and that’s one of the 
reasons it is so popular. . For bigger ticket services and products, your follow up MUST consist 
of more than an email campaign.

It’s just a waste of a good lead when you consider that only about 10% of your emails will 
actually be seen by your prospects. If your customers represent a health value to your business, 
then work hard to get them. Use the phone, the mail, fax, in-person meetings, free gifts, and 
more. Use the resources you have, and follow up with them like your life depends on winning 
their business.
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It probably won’t surprise you to learn that this ties in with the idea that we’ve already discussed—
about expanding your product and service offerings, and in turn developing multiple streams 
of revenue for your business. When you start to ask yourself the question, “How can I save this 
prospect?” The “answer” of added products and services won’t be far behind.

The bottom line is that if you have more to offer, there is a much higher likelihood that any 
given prospect will be converted into a customer.

The Business Finance Suite is one tool at your disposal that can increase your average customer 
value, can increase what you have to offer your prospects, and in turn can help you to address 
the potentially fatal symptom of Insufficient Follow Up! (It can even help you find the necessary 
resources to finance your own marketing campaigns and further expand your business!)

Symptom #4: Lack of Credit
When business is good, business owners often neglect to prepare for the times when things 
aren’t so good. They act as if the well of financial “water” that gives their business life will never 
dry up. They neglect to realize that the good days they are experiencing right now can never 
translate into an eternity of financial stability. All businesses will struggle in some way at some 
point. Smart business owners know this, and prepare accordingly.

This simple lack of foresight is the most likely underlying cause for the “Symptom” that I’m 
calling “Lack of Credit”. This is a common problem with small businesses especially. They simply 
fail to build business credit and give themselves a safety net to fall back on.

When you hit a dry spell in your business, how will you pay the bills? If the economy tanks 
tomorrow and stays that way for the next year, how will you weather the storm?

Many business owners make the mistake of assuming that the cash will keep coming in 
consistently. They don’t anticipate gaps. They don’t consider the possibility of recessions. They 
don’t appreciate how delicate the economical balance in which their business thrives really is.

As a result they neglect certain aspects of their long-term business financial well being. Namely, 
they neglect to build credit for their business, and when the time comes that they need it they 
are ill-equipped to handle the financial stress that their business is facing. Luckily, the “lack of 
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credit” is one symptom for which there is a ready-made cure. It’s a cure that is available to you 
right now.

You see, the Business Finance Suite was designed to help businesses build business credit and 
obtain $50,000 of usable business credit. Would $50,000 help your business in a crunch? You 
bet it would.

Lack of credit is a curable symptom, for sure. But it is usually accompanied by another serious 
symptom, which we’ll talk about next...

Symptom #5: Financial Weakness
Lack of capital is one of the major causes of failure for new small businesses. Businesses often 
just run out of money. I’m sure you’ve heard the statistics from the SBA and other places about 
how many businesses fail in the first few years. A big reason for these failures is the symptom I 
call “financial weakness”. It is a deadly sign of trouble for small businesses just starting out. For 
any small business owner with a new and blossoming business, listen up: Getting cash has to 
be your first priority!

Businesses require money to run. Most businesses aren’t profitable when they first start out. 
Many go years before they become profitable. If they are ill prepared, they will close their doors 
and the game will be over.

So how can this financial weakness be addressed? Business owners attack this issue in many 
different ways. Some use their life’s savings to fund their business venture, which sometimes still 
isn’t enough. They end up personally broke AND out of business. Others rely on their personal 
credit, racking up tens or even hundreds of thousands of dollars in debt on their personal credit 
for their business. If the business fails or struggles, often the individual who financed it using 
their own credit ends up bankrupt. (This is, unfortunately, all too common.)

Having money to invest in a business is great. But you shouldn’t do it if you aren’t independently 
wealthy enough to weather the storms that are sure to come along.

It will be easier for your business to thrive and grow if you have a healthy amount of capital to 
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finance the business until it becomes profitable. It will be easier for your business to survive 
into the future if you have a healthy amount of capital available to finance various business 
operations through the common ups and downs that your business is sure to experience.

This is one more area where the Business Finance Suite is well suited to cure the problem at 
hand. Through the Business Finance Suite, you can build business credit and get up to $50,000 
or even $150,000 in unsecured credit to help grow and maintain your business. From accounts 
receivable financing, to unsecured credit cards, to Net 30 accounts and more... business credit 
can provide the resources your business needs to succeed.

Of course “credit” is only one side of the financial picture. You need revenue to survive. 
Remember our discussion about developing multiple streams of revenue for your business? 
We talked about client follow up and how having more to sell to your clients is an important 
key to business health. As you can see, all of these symptoms are really intertwined with one 
another. They are related... it’s hard to address one without affecting the others. If you tackle 
the “Insufficient Client Contact” symptom wholeheartedly, you will help to address the financial 
weakness symptom as well. And the Business Finance Suite can help to address both symptoms 
by providing both an additional source of revenue, and additional sources of funding for your 
business through the smart use of business credit.

This leads us to the next point in our discussion, which is exactly WHY so many businesses end 
up suffering from financial weakness.

“Why,” you ask?

Because of a certain kind of chronic neglect...

Symptom #6: Neglecting Opportunities
One painful truth about business failure is that in many cases, if a person looks back, they will 
recognize the symptom of having neglected numerous valuable opportunities along the way. 
This is usually reflected in the “if only” statements about the failed business venture.

“If only I had done ________ differently...”
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“If only I had paid attention when...”

“If only I could do it over again, I would...”

Statements like this mean that there were opportunities along the way that were missed. There 
were opportunities along the way that, in the business owner’s mind (and probably in reality), 
could have made the difference. The business could have been saved. The dream could have 
been realized. If only the symptom of “neglecting opportunities” had been addressed before it 
was too late!

The root cause of this symptom is usually fear.

When someone starts a business, the business is like a new baby. It’s a prize. It’s a dream come 
true. It’s an end and a means to an end all bundled up into one. It is usually borne out of passion. 
There is a fire inside; a desire to succeed.

The sad reality is that the burning passion for the business is sometimes slowly snuffed out by 
the failure to act on opportunities when they arise. Opportunities are neglected due to fear. 
That fear breeds failure, which in turn leads to more fear. This cycle continues until both the 
business and the passion whence it came are both lost.

The good news is that if you’re reading this, it probably isn’t too late for you and your business. 
You may have some “if only” statements of your own, but it isn’t too late to learn from them and 
to change course.

The only possible cure for neglect is action. “Action banishes fear”, as one author put it. Action 
not only seizes opportunities, but it multiplies them as well. Become a person of action, and 
learn to take decisive action in the face of fear, and you will be well on your way to overcoming 
the root cause of this symptom.

Symptom #7: Inattention to Important Legal Details
We already talked about the issues of improper focus and about how “not” to get caught up in 
unimportant details.
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But what about the times when the details matter?

When a small business is starting out, the legal details can sometimes be overwhelming. Some 
small business owners neglect many legal details of business set up that are both necessary 
and beneficial, often due to a lack of funds or a resistance to spending money on such details.
An example is the process of setting up a corporation and accounting system for a business. A 
lot of people don’t know where to start, and instead of hiring professionals, they wing it. This 
can result in tax and legal problems down the road, such as audits, tax liens, credit problems, 
personal liability for lawsuits, and more.

The expense of these preliminary steps may seem like a nuisance, but these things are very 
necessary for success in business.

Simply addressing the other symptoms that we’ve covered will often free up a business owner 
to give these important details the attention that they deserve. Business owners who suffer 
from “Improper Focus” (which we discussed earlier) often miss a lot of important legal details 
that actually need their focus. Obviously, they’re just focusing on the wrong things.

By putting your business in the best possible position to achieve success, you will allow yourself 
the time and energy you need to focus on the right things. If you’re buried in the day-to-day 
operations of your business, answering phones, making phone calls, buying office supplies, 
and cleaning the bathrooms, there is a good chance the important legal details that could 
cause serious harm to your business if left unattended are being neglected.

What can you do about it?
Take the steps we’ve talked about and address any of the symptoms we’ve covered that apply 
to your business. Give yourself financial room, give yourself breathing room, and make sure 
you are focusing on the parts that matter. Hire other people to help with the things you don’t 
understand or that overwhelm you. Contrary to popular belief, you don’t have to be or even act 
like a jack of all trades in order to start a business. You just have to be able to find and manage 
the people that are skilled in all of the areas you are not.
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Conclusion
Where there are symptoms, there could be serious illness. It’s always wise to look closer and 
see what the underlying causes are of the symptoms we experience. If you, like many business 
owners, find that your business displays some of the symptoms we’ve discussed, the best 
thing you can do to fix the situation is to take a closer look, and then take action to cure each 
symptom and its root cause.

In this report I’ve presented the case to you that the Business Finance Suite is a powerful tool in 
addressing almost all of these common symptoms of a sick and struggling business. It won’t fix 
all of your problems, but can drastically reduce the effects of many of them.

Building credit so that you have funding available for your own business is huge. How much 
is $50,000 or $100,000 worth to a business just getting off the ground? A whole heck of a lot!

And for your business clients, offering the Business Finance Suite gives a secondary (but 
possibly major) source of additional revenue. That’s not credit, either. It’s cash in your pocket, 
month after month, that can help your business grow and thrive. In as little as a couple of short 
months, you could as much as triple your income using the Business Finance Suite.

One of the best parts about the Business Finance Suite is that it is a turnkey system. There are 
no accounts to service, and no customer service issues to attend to. You simply provide your 
business clients with a resource that will help them build business credit and obtain funding for 
their own businesses, and you make money doing it. We provide you with materials to market 
and sell business credit.

You’ll have numerous tools at your disposal. In this way, we absorb most of the marketing costs 
for you... so everything you make promoting the Business Finance Suite is pure profit.

For more information on the Business Finance Suite, visit www.BusinessCreditExpert.com today.

support%40creditsuite.com
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The Seven Deadly Symptoms of a Struggling Business

Complementary as Part of this Guide…

Schedule Your FREE 30-Minute Business Credit and Financing Consultation 
($497 Value)

http://www.creditsuite.com/free-business-credit-consultation

support%40creditsuite.com
http://www.creditsuite.com/free-business-credit-consultation
http://www.creditsuite.com/free-business-credit-consultation
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