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Keep your business going strong by being a business changer.

What does it take to be a business changer? In the 10 Points that 
follow, I’ll share the bottom line on how to leverage your business to 
move it forward in a big way. If you apply these points, you’ll get the 
most out of your business NOW and realize great results!
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Introduction

10 
Point Business Changers
1. Know Yourself

2. Know Your People

3. Go Outside for Insight and Support  

4. Train Your Team

5. Maximize Technology

6. Acknowledge Your Customers

7. Ask For the Business

8. Mystery Shop Your Business

9. Utilize All Your Resources

10. Celebrate The Victories

B usiness is a very complex subject. Thousands of books and 
articles have been written about it. Blogs are dedicated to 
it. There have even been movies on the topic. Despite all 

the mega-information out there, it’s still relatively easy to spot 
a good business when you see one. What is it that separates a 
great business from the rest of the pack? Why is it that some 
businesses rise to the top while others get derailed? 

Many things can derail your business, but there are things you 
can do to minimize the likelihood of derailment. It is imperative 
that you develop a strategic plan that spells out what you want 
to accomplish, what tools you will need to reach your desired 
outcome and how much cash you will need.  After that, the 
success of an organization is rooted in these two areas: 

• Your system 
• Your people

Your system of operation is the key to your success.  
Determining how your systems will function is critical, because 
one day they should allow you, as owner, to leave and have the 
business function better and generate more cash, members and 
programs without you being present.  

Your people are your most important asset. Decide what 
your management team will look like. Surround yourself with 
people who have the knowledge you will need to achieve your 
objective. They will become your trusted inner circle of advisers. 
Discover who your hires and volunteers really are -- uncover 
their true talents and how you can best use and enhance those 
talents to grow them and your business.  What happens when 
you have a business with strong teams using their special talents, 
strategically focused on company objectives, working together 
on how to best achieve those objectives? You have people who 
are willing to go the extra mile for one another; people who feel 
a sense of loyalty to one another, to their leadership and to the 
business.  

Success is measured by the system implemented and the people 
put in place to operate within that system. Have a plan and 
clearly communicate your ideas. Surround yourself with a great 
team and remember to measure your results. 

 Power of 10
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1 Know Yourself 2Know Your People

H as anyone ever asked you, “Who is that MASKED  
man/woman”? Seriously, do you know yourself? If you don’t 
know YOU, your values, your weaknesses and your strengths, 

how can you expect to effectively run your business? Without know-
ing who you are, true self-expression, acceptance and change is 
impossible. Know yourself to lead your business from a position of 
self-knowledge and strength. Dr. Joyce Brothers said, “It is no exag-
geration to say that a strong, positive self image is the best possible 
preparation for success in life.” The overall success of your business 
depends on you understanding who you are and what your true role 
is in the business and in the community your business operates lo-
cally or globally.

What Can You Do?
Answer the following Action Makers:

• What is the unique gift that you bring to the table?
• How do you use your gift to help your team?
• How do you use your gift to enhance your community?

Knowing the answers to the above questions will put you in an even 
better place to run your business.

T he Bible says that leaders should know, nourish, lead and help 
their people. To know is to understand, to nourish is to feed 
and watch grow, to lead is to give direction and to help 

is to sincerely care for. If anyone on your team is disjointed, the 
entire team is disjointed. Understand the individual needs of all team 
members -- their ability to handle stress, their learning styles, their 
weaknesses and strengths. Without knowing your team members as 
individuals, the true potential of your people and your organization will 
never be realized. Know your people to get the best from your team.

What Can You Do?
Do the following Action Makers:

• Talk to my team and create a list of career aspirations for each.
• Place each team member’s birthday on my calendar and 

prepare to celebrate it.
• Create a list of outside interests for each of my team members.

Completing the above puts you in a place for greater success in 
working with your team members. 
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3 4Go Outside for Insight 
and Support

Train Your Team

As a business owner, you are a key player in the growth of the 
economy locally, regionally and nationally. Therefore, it is 
essential that you are aware of what business development 

and trends are on the horizon. The key to your success is to get 
out of the office and actually work on your business. You can do 
this by attending small business webinars, workshops, seminars and 
conferences. 

You should also take time for retreats to reflect and plan what is next 
for your business – do this AWAY from your business. Solicit help from 
friends, coaches and mentors to get ongoing unbiased feedback to 
help sustain and grow your business. The circle of support around you 
will determine your next level of advancement.

What Can You Do?
Complete the following Action Makers:

• Select a date when the retreat will take place. 
• Select a location to hold a retreat to work on your business. 
• Select a business coach, as your support on the outside.

Completing the above puts you in a place of greater success with your 
circle of support.

T he most important assets you have are the individuals working 
with you. As your business grows, your team should also be 
growing in knowledge. Your business will only be as good as 

the individuals managing it and working in it. During the growth 
stage of your business, it’s essential that all levels of employees, 
especially management, are being prepared for the next level of 
business growth. To move ahead, you must plan for and consciously 
introduce structured training that not only solves current problems but 
also fits the next phase of growth for your business. Continual training 
of your team is essential to your success. Offering the appropriate 
training requires considerable self and business awareness.

What Can You Do?
Schedule the following Action Makers:

• Schedule your team for future growth training, (technology, 
        management, etc.)
• Schedule your team for leadership training.
• Schedule yourself for leadership training on how to work 

with other leaders and how to manage and grow your 
business.

Doing the above puts you in a place for improved future growth. 
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O ne of the great advantages you can create for yourself is to 
leverage technology. Today’s small businesses can appear 
large and remain very personable through technology. It’s the 

best of both worlds. Use technology to your advantage -- increase 
business efficiency and expand without adding brick and mortar. 
Technology discussions and direction should be a big part of your 
yearly strategic planning. Discover how technology can work  
for you.

What Can You Do?
Complete the following Action Makers:

• Create a list of ways to make your website more interactive.
• Create a list of ways you can leverage social media and  

cloud technology.
• Schedule a meeting with a technologist to discuss ways to 

collect viable leads over the internet.

Understanding the above areas puts you in a place of greater success 
related to technology use.

Maximize 
Technology

Acknowledge    
Your Customers

W hat does acknowledge mean? According to Webster, 1. 
Accept or admit the existence of; 2. Recognize the fact or 
importance of. Acknowledge the customer -- recognize the 

customer. It doesn’t get simpler than that. Then why isn’t it happen-
ing? It’s the main reason customers are defecting. We have all heard it 
before, “they acted like I did not exist.” Your role as owner or manager 
is to ensure everyone understands the importance of the customer. 
Every customer should be acknowledged on a regular basis. Use tech-
nology to say happy birthday or we appreciate you, or drop a note to 
say have a happy day today. It’s the little things that make a huge dif-
ference. Customer acknowledgment is key to the growth of your 
business.

What Can You Do?
Complete the following Action Makers:

• Create a customer acknowledgment policy.
• Track lost sales due to unhappy customers or lack of  

inventory.
• Send appreciation notes to your customers via email, card  

or in person. 

Taking action on the above tasks will place you on the right track of 
building your customer base.
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T he amount of business you generate is determined by your 
ability to ask for the business. Your level of ability in asking 
depends on three things -- confidence, timing and rapport. 

Are you confident in your ability to ask the right questions? Are you 
confident in your knowledge of your product? Have you spent enough 
time with your customers to understand what they are looking for 
or the outcome they envision?  Each area requires a commitment on 
your part to learn to listen actively and ask open-ended questions and 
to have a genuine interest in the customer. Increase your customer 
base by asking for the business.

What Can You Do?
Complete the following Action Makers:

• Create a list of open-ended questions. 
• Create a list of ways you can get to know prospective 

customers.
• Practice the process of asking for the business. (Role-play 

with team members.) 

Building lists (above) and role-playing will better prepare you to ask for 
the business.  

M ystery shopping is about measuring the quality of service 
your customers are receiving on a daily basis. How does it 
work? A mystery person unknown to your staff attempts to 

do business with your company. While the event takes place, the 
mystery shopper takes notes about the quality of service. For example, 
were they acknowledged promptly and courteously or were they 
acknowledged at all? Mystery shopping can also take place over the 
phone and the Internet. Give your business a call or submit a lead via 
the Internet and see what results you receive. Mystery shop your 
business and find out the real story.

What Can You Do?
Look out for the following Action Makers (Mystery Shoppers look for):

• How long did it take for the customer to be greeted 
(acknowledged)?

• What was the level of product knowledge?
• What was the quality of service?

Knowing the answers to the above questions will put you on the right 
track of building your customer base.

Ask for The Business Mystery Shop Your 
Business
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W hat do we mean when we say “resources”? Merriam Webster, 
The Free dictionary, defines resources as:  A stock or supply 
of money, materials, staff and other assets that can be drawn 

on by a person or organization in order to function (necessary for 
effective operation). Let’s review a list of the resources most people 
have available to them. 

1. Your Team
2. Colleagues
3. Mentors
4. Business/Life Coaches
5. Technology
6. Current customers and lost customers
7. Your Competition
8. Seminars, workshops, etc.

Resources are all around. Your role as the business owner is to 
determine how to best access, create and utilize the resources 
available. Because resources abound, your success will be found  
in the way you determine how you will or will not use the resources  
at hand.

What Can You Do?
Do the following Action Makers:

• Create a list of your resources (minimum 60).
• Create an execution plan around your top 10 resources.
• Assign a date to each and do it.

Completing the above list and plan will put you on the right track of 
building your business and increasing your cash flow.

Accomplishing goals and reaching milestones takes a lot of 
thinking, planning and hard work. So, when you reach an 
objective, take the time to stop and celebrate your achievement. 

Celebration makes us feel good, gives us a sense of accomplishment 
and shows the team we appreciate and value their work. Relaxing 
and having fun is also a huge part of moving forward in a big way 
-- celebration makes it easier to take on the next big thing. The next 
time you hit a sales target, open a new branch, or meet a business 
objective, go out and celebrate.

What Can You Do?
Complete the following Action Makers:

• List five things you’ve accomplished in the last 30 days.
• Now CELEBRATE.

Complete the above and have fun while you do it.

Utilize 
All Your Resources

Celebrate The 
Victories
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Summary Resources

The PRIDE Summit
The summit is based on Elton Pride’s new book, The Ultimate Small 
Business Owner’s Guide. This two-day seminar takes the book to the 
next level of WOW. You will enjoy the expanded stories and have the 
opportunity to work through all the self-help tools developed from the 
book. After two days of self-discovery, you will be equipped to step 
into your call and run your business and life better and with  
more passion.

PRIDE Speaks (Keynote)
What outcomes are you or your company looking for? If you are 
looking to increase your customer base, sales or the joy of your team, 
I would enjoy giving your company, organization or church group my 
very best of service. You have what it takes -- good products and great 
ideas. Maybe you’ve taken class after class, attended all the seminars, 
met with consultants, talked to all your friends and colleagues, and 
you are still experiencing failure or struggling to get to your next 
place. If so, Creating Your Own Economy is for you. By participating in 
this program, you can look forward to a transformation that will 

DRAMATICALLY INCREASE YOUR: 

• Competitive edge
• Value of YOU
• Bottom line (more sales, more profit, more money)

    

You’ve had the opportunity to walk through all 10 Points. Now 
what? Dynamic leaders and business owners are implementers. They 
make positive things happen for their people and their business. 
Make a positive change by putting into action the things you’ve been 
reminded of or learned. If you applied just one idea from this paper, 
you would be on your way to improving the business you have. 
Remember, when you continue to do the same thing you’ve always 
done, your future is very predictable. You must be willing to change 
your approach to get a different result and reach your next level. It is 
completely up to you to take action and MAKE THE CHANGE.

      “Tomorrow, you promise yourself,   
  will be different; yet, tomorrow is  
       too often a repetition of today. “    
                                                James T. McCay
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PRIDE, Flash POINTS, Newsletter
Discover the truth about discipline and sacrifice, the importance of 
leadership, the glory in the message of change and how building a 
business and building your life require the same skills and personal  
attributes that help in the development of your greatness.
The “Flash POINTS” Newsletter is no hype, just proven facts in an 
easy-to-understand format to help you make the most of past 
achievements to achieve future success. “Flash POINTS” is all about 
helping you attain your role in business, entrepreneurship and in  
personal development.

PRIDE Mastermind
Nothing feels better than knowing what you want in life or in busi-
ness, taking that first step, carrying it through to the end and finally 
crossing the finish line. “The Feeling of Victory” coaching links disci-
pline and diligence to produce your desired results. This motivational 
and inspirational coaching program is designed to create passion, 
confidence and enthusiasm in you as a participant.
The program objective is to stir you to take action now to increase 
your income, unfreeze your business and boost profits, while propel-
ling you as an individual to new heights. With this coaching program 
you can experience success with business and personal initiatives to 
produce increased cash flow, revenues and profits.

Elton Pride, is your “Personal Maximizer” workshop leader and best 
selling author of  “The Ultimate Small Business Owner’s Guide”, who shows 
business owners and entrepreneurs how to eradicate insufficient use of their 
gifts and talents so they can create MORE -- reach more people, develop more 
deep relationships, generate more sales and put more money in their pock-
ets. 

Elton is founder and CEO of Pride Global Management, a company specializ-
ing in training, coaching and business development. He encourages you to 
use what you already have to rapidly create what you need in your business 
and life. His passion is to see business owners and individuals walk in their 
purpose and create a competitive edge for themselves while creating person-
al transformation and improving their personal economy. 

Elton created “The Three Faces of Business” to help entrepreneurs attract 
clients, build relationships, create impact, broaden influence and increase 
their income. His essential advice is this -- lean in and fail fast, while moving 
forward and upward, making corrections along the way -- Be NOW The Story 
YOU Want To Tell Tomorrow.

To book Elton and/or get more information about Elton Pride and 
Pride Global Management, 

go to www.prideglobalmgmt.com
or call 954-415-9482
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