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The Principles of Business Best 
Practice

Creating a High Performing Agri-Business  
Applying the 5x Golden Rules 
via
Some personal work.

RMA Network Conference – Hobart

www.abdi.com.au
© ABDI 2018

Introduction – to ABDI (www.abdi.com.au)

• Who am I, Landmark, GAIAC, our Team
• The ABDI niche – Programs / Advisory

Your Worksheets

Whatever is said today has a message:

As you go, please jot down thoughts 
relevant to you …

The setup

Program Principles

Our Aim (mantra): 
“Creating high performing, self-managing, 
profitable and saleable / investor ready 
agri-businesses“

Why: Thinking mainstream business principles.
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Today – Agenda

3x Parts:
Quick introduction to ABDI:

1. Business Best Practice – key principles (a Framework)
What’s going on in the Global Marketplace?

2. A SME / family business – making it real
Handy Hints for today’s market – including having a Plan

3. The 5 Golden Rules of a High Performing, Best Practice Agri-
Business
To guide your own direction and plans (How To Get Started)

Working ON Your Business. The worksheets – Why, How and Q’s.

Part 1:

Business Best Practice – key principles 
What’s going on in the Global Business 
Marketplace?

© ABDI 2018

Business Best Practice

• Starts with YOU, the business owner / 
manager / entrepreneur… and the intention 
– Take personal responsibility
– Become the CEO / MD 
– And the Leader

• Stand out from the crowd – be the Tall Poppy
• Of these key business principles – what is 

most relevant to you now (and possibly in 
the future)?
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Today’s Business Environment

• A more Formal:
– Professional
– Structured 
– Measured
– Orderly 
– Corporate-like way (“size appropriate”)

Resulting in a systematic way of doing things.

The Why?

Why a more formal way of operating?
– Banks more willing to lend
– Customers more willing to be part of what you 

are doing
– Good people want to be involved
– Less stress to you

The How
Through orderly planning – 10-year, 5-year, 3-
year, Annual Plan and 180-Day Plan.

The 12-Pillars – of Business Best Practice

1. Vision – personal and business

2. Markets, products and customers

3. Thinking and acting – as a corporate entity

4. Finances and financials

5. Teams – workers, contractors and families

6. Systems 
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The 12-Pillars – of Business Best Practice

7. Risk – business, markets and operations

8. Contract management – understanding legals of 
today

9. Succession – successfully handing over the 
business, transitioning out, or setting it up for sale 
(or investment)

10. Value adding / leverage – JVs and alliances

11. Sales and marketing

12. Communication.

Building a High Performing Business – a 
process

Foundations:
Business Direction, Business Culture, Personal Responsibility, Mindset, Paradigm Shift

Operating like a 
Corporate

Managing Human 
Aspects of 
Business

Financial Strategy 
and Management

Engaging with the 
Marketplace

Managing and 
maximising 
profitability

Business growth

Foundations:
The basis of direction, 
and business 
positioning, including 

values and culture

Fundamental business 
building elements –
internal:
Building the basis for growth

Building profitability –
external:
Once the internal 
fundamentals are established

Business growth:
Confident that the 
foundations have been 
laid

Your Worksheets:

What actions could you take … to think 
Business Best Practice – in the global 
marketplace?

Introducing: 
Phil Ruthven, Chairman, IBISWorld
https://www.youtube.com/watch?v=kqkIm-JP9dY
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More on Our Framework

1. Stick to one business at a time 

2. Aim to dominate some segment(s) of your market

3. Be forever innovative – things are changing

4. Don’t own hard assets

5. Intellectual Property (IP) ‘does the work’

6. 25% return on capital

7. Outsource non-core activities

8. Unique organisational culture – uniqueness – to retain 
good people

9. Leadership vs management.

Take-home messages for me:

Your first Worksheet:

• What actions could you take … to think 
Business Best Practice – in the global 
marketplace?

Part 2:
A SME / family business – more key 
concepts 
Handy Hints for today’s market – including 
having a Plan.
http://www.abdi.com.au/managing-challenges-family-business/

© ABDI 2018
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A more Formal Approach 
To running the business

• A snapshot:
– CEO / MD + Management Team – take 

responsibility and drive the bus
– Customer focussed – products / services 

developed in response to market needs
– All people with formal Job Descriptions, success 

measures, etc – including family members 
– Systems – a business that can run itself
– Advisory Board – accountability and advisers.

An orderly, structured Plan
Formally and collectively to:

• Ensure you consider all aspects of the 
business – and any proposed future venture

• Provide a baseline to work from 
• Define viability of the business / future plans
• Raise funds from banks, investors, etc
• Decrease risk = increased value
• Planning helps execute your ideas
• Take out stress and uncertainty from the 

business – or business unit.

Structuring a plan

Goals Strategies Actions
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Where are you going?

In general … personal and business
Then, aim to be specific – SMART:

– Simple
– Measureable
– Attainable
– Realistic
– Time-Bound.

Where are you going?
Example

• By 20XX, 50% of this business will be supplying a group of 
high value butchers in Brisbane with top-quality animals 
achieving a premium price, resulting in an increase in 
profitability of 15% to $xxx, thereby allowing us to employ 
key personnel to run the operations, while we (X and Y) 
continue to expand the business and travel extensively while 
doing so.

Business Plan Template  

1. Executive Summary 
2. Introduction (inc. Purpose etc)
3. Business Profile
4. Business Environment
5. Business Proposition
6. Legal Obligations
7. Marketing Plan
8. Operations Plan
9. HR Plan
10. Finance Plan
11. Succession Plan
12. Risk Management Plan
13. Implementation / Action Plan
14. Performance Measures
15. Communication and Review

1. Where are you now?
2. Where do you want to be?

3. How will you get there?

4. Monitor and Review
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Take-home messages for me:

Worksheet: My session outcomes?

What actions? Who? When? How?
General notes…

“How do those characteristics apply to me” –
(and they can change).

Remember the Business Plan.

Part 3:

Business Direction 
Thinking about Creating your Future

(Getting started on change)
© ABDI 2018

Business Direction

So, getting started with the:

Business Direction
… and …. 

The Roadmap
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Business Direction

• Vital to have clarity around the ultimate 
Direction of the business

• Often termed Vision – in reality it’s part of 
the End Game

• Then have the Roadmap to achieve the End 
Game / Vision of the Future 

• Using a set of steps, or Goals – to get there.

5x Golden Rules of a High Performing 
Business

5x Golden Rules – something to aspire to as 
you think about the future of your business

1. Clarity on Direction
2. Work ON the Business, not In the business
3. Developing systems  
4. Be Remarkable
5. Celebrate Success

Take-home messages for me:

Your Worksheets:

• What actions could you take … 
• Around each of the 5 Golden Rules of a High 

Performing Business?
• Make notes as we go!
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Golden Rule #1 – Clarity on Direction

Why is Direction important? 

• Provides a Target – Direction is always more important 
than speed. By nature people in agri-sector are action 
orientated, as things get tough … “they plough faster”

• Directs Effort – A Clear Vision helps direct effort. No one 
wants to do things for the practice – we've all been up 
‘too many dry gullies’

• Develops Process – Clarity on the future leads to 
strategy, which creates plans, which in turn, allocates 
resources.

Take-home messages for me:

Turn to Your Worksheet #1:

• Jot down ideas on your Direction – make it as 
SMART as possible

• What actions could you take to become 
crystal clear on Your Direction, the Roadmap, 
the Steps, etc… 

• Who else needs to be involved?
• Make notes – and we can discuss.

Golden Rule #2 – Work ON your business

The helicopter view
• Work with your head ….. Not just your hands
• The plan .... The Most Money .... In the Least Time ... 

With the Least Effort
• Clarity leads to Power
• Setting an Intention
• Clearly define Outcomes
Successful businesses set aside some time each week 
to identify the big rocks and make sure they go in your 
weekly plan first. 
https://www.youtube.com/watch?v=ciBRcrOgFJU 
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Take-home messages for me:

Turn to Your Worksheet #2:

• What actions could you take To Work ON Your 
Business … 

• Define a Game Plan – an orderly process
• Who else needs to be involved?
• Make notes – and we can discuss.

Golden Rule #3 – Systems

Systems are a way to … anticipate challenges … manage 
resistance … keeps things on track … flag unforeseen and 
unwanted consequences. 
And – provide an opportunity to identify successes. 

Systems provide the ability to:
• Predict – make plans & budgets which is about 

predictability and accountability. Risk management.
• Control – business must be managed to keep things 

lurching out of control … or off a cliff
• Report – ‘Knowing the score’ at all times is critical. It 

affects day to day tactics … while still sticking with the 
game plan (vision and strategy).

Take-home messages for me:

Turn to Your Worksheet #3:

• What systems could You Implement or Fine 
Tune… 

• What, when and how – an orderly process
• Who else needs to be involved?
• Make notes – and we can discuss.
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Golden Rule #4 – Be Remarkable

Consider this:
… The opposite of being remarkable is to be forgettable !!

The characteristics of a remarkable organisation include:

1. Know what makes them Unique = USD 
2. Strive for Excellence
3. Being Creative
4. Sticking to Core Values
5. Prepared to invest in Relationships – and consider 

relationships as Assets … and treat them as such
6. Not being afraid to adapt and evolve – when necessary
7. Above all – Are great Storytellers … with developed 

communication skills to share that story with important 
partners, stakeholders and  … Customers.

Take-home messages for me:

Turn to Your Worksheet #4:

• What makes You / Your Business / Your People 
Unique or special… 

• How can you capitalise on that insight?
• Who else needs to be involved?
• Make notes – and we can discuss.

Golden Rule #5 – Measure Progress and 
Celebrate Success

What you measure is what you will do – so be careful what 
you measure.

Successful organisations know their numbers.

Obvious
• (in the case of cattle enterprise) Stocking rate, calving ratio, 

average weight gain, cattle prices …

Not so obvious
• Profit and loss, balance sheet, aged trial balance, customer 

enquiry, sales conversion, customer satisfaction.
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Take-home messages for me:

Turn to Your Worksheet #5:

• How to measure progress – what baseline, 
what measures of success …

• What regular (how often) benchmarks to 
show progress over time?

• Who else needs to be involved?
• How to celebrate success – and how often?
• Make notes – and we can discuss.

Open discussion:

Wrapping up the Session

Take some time to distil your top 3x learnings 
from the Session:
• What’s new?
• Why is it relevant?
• How can I use it?
• What action can I take – to cause change?
• Who else ought to be involved – part of the 

solution and part of the problem?
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More on the Top 5x Golden Rules:

Alot to take in??

Would you like an e-book on the Golden Rules?

If so; just use your phone to download it.
http://www.abdi.com.au/rma/

Privacy rules and courtesy means you’ll be asked to 
enter your email address, name, etc.

Contact details

• Gordon Stone – 0408 063 229
• David Stone – 0438 135 862
• Contact point: info@abdi.com.au
• Other team members – as introduced 

earlier.

Disclaimer

This information is general in nature, and is no 
substitute for seeking specialist input for your own 
circumstances. 

© Agri-Business Development Institute 2018


