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Processes & Systems 

 

Brooke: In this video we're going to tell you about processes and systems. 

 Well, a lot of people think processes and systems are very boring, but once you 
utilize them in your business, they are the sexiest thing that you will ever do. I 
promise you, once you've laid the groundwork and you have them in place, they 
make your business such a joy to run. So what are some other reasons we need 
processes and systems? 

Kris: Well, when you think about growing and scaling your business, processes and 
systems are the way that you're going to be able to replicate the things that 
work to help you grow and get the results that you want over and over and over 
again. In the absence of them, then you're just sort of making it up, and the 
thing is, is if you don't have a process and system in place for whatever it is that 
you're working on in your business, you don't even know why something went 
well, let alone why something didn't go well. 

Brooke: Yeah. I think the most important thing when it comes to companies that are 
growing is this idea of scalability. And we kind of referenced in an earlier 
module is that what you grow is going to grow. So the good is going to grow and 
the bad is going to grow. And this is why if you have a system that is producing 
success, you want to be able to repeat it and grow it at the same time. So we 
recommend that you use systems, you start with your business model and what 
you've decided are going to be the products that you create and sell, and then 
have systems for the front of that process, the middle of that process, and the 
end of that process. And be constantly improving those processes so you can 
scale. So scalability is determined by either increasing your pricing on something 
or increasing the number of people you sell it to. Those are the two ways to 
scale. 

 And sometimes that will be by adding products to it and increasing the 
customers and the price of those products. But we want to recommend that if 
you're going to scale your business, you max out your first product before you 
offer your second product. And what that means is that you dial in those 
systems on that first one so the second one you can use that meta-skill of 
creating processes to then scale the second process. 

Kris: It's such good advice because I meet so many clients when we first start working 
together who have probably had a really strong year. They've had a breakout 
year, for example, and that's why the wheels start feeling like they're coming 
off. But they have no idea why they were successful. And so we've talked about 
in previous modules, we talk about setting a revenue goal. We talk about 
achieving whatever it is they want to achieve this year and there's no 
confidence that they can replicate it. And so much of it has to do with the fact 
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that they didn't develop a system, they didn't develop the processes along the 
way. 

Brooke: One of the other things that you want to think about with your business is 
profitability. And when you have systems in place that are scalable, what you're 
able to do is add more customers or charge more without increasing the cost. 
So if you are dependent on processes, you can always trust those processes. If 
you're only dependent on people and them hustling and running around, as you 
scale, you're going to scale your problems, which means you're going to have to 
scale the number of people solving them. So a lot of organizations will try to 
grow without having processes and they have to just keep growing their base of 
employees, which means they have to grow their base of management, which 
means that they're spending so much more money as they're scaling, so their 
profit margin doesn't increase. Processes helps solve that. 

 So in this module we are going to break down the entire process that we use to 
create processes and systems that you can rely on. The last thing I want to say 
about that is if you ever want to sell your business, you can't be people 
dependent. Tell them what I mean by that. 

Kris: So many founder led businesses are completely dependent on the founder for 
the success. The business is completely encapsulated around the founder. 
There's no way to sell that. You haven't created anything that is systematized, 
that is a process that someone else can buy and then implement and get better 
results than you have. So if it's totally dependent on you being there or a few of 
your employees being there, it's not something other people are going to buy. 

Brooke: So even though you may never have the intention of selling your business, we 
highly recommend that you build your business as if you would leave someday. 
That will help create the freedom for you to not have to be there all of the time 
and it'll give you the systems that you need to be able to be system dependent 
instead of people dependent. And that means you can hire less people to 
execute on the systems and processes that you have in place. So let's get 
started. 


