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Introduction 

 
It’s a sad fact… 

 

… that 97% of new businesses fail. 

 

 In the first 5 years, over 80 percent will simply not survive.  

 In the next 5 years, over 80 percent of those that remained will also disappear. 

 

And, what’s more… 

 

…of those that remain, most will simply “survive.”  

Very few actually thrive to achieve the promise, potential, and purpose that they originally started out with. 

 

 

For years, I’ve been observing why this is… 

 
You know how if you run your own business, 

 Most people start up very positively, primarily fuelled by their adrenalin – and their dreams, plans and aspirations… 

 But then, after about three-to-five years, or sometimes even after just 6 months, or perhaps about a year, they hit a wall, and the 

business plateaus. 

 because they can’t sustain the initial impetus, and they are unable to make the step up to the next level, they get stuck.  

 and in fact the business sometimes starts to sink down, collapse, or even to implode 
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Many businesses simply end up repeating year one - perhaps a little better, but in some cases a lot worse! 

 

 They certainly don’t feel like they are doing the sort of great work they started out hoping to do,  

 but end up doing low-grade, low quality, non-profitable business, just to keep the wolf from the door 

 

What I have found is that fundamentally it boils down to just  

 

 

 

 

9 Reasons Why Businesses Fail to Achieve Their Full Potential… 
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The Real Problem 

 

If a business cannot sustain the initial impetus, and cannot break through to the next level, it gets stuck… 

Which means that… 

 

They inevitably start to drop down off their plateau… 

Because, as you and I know, nothing stays still in business. 

 

So 

 They start to lose sales turnover 

 Profitability plummets  

 they even start to lose clients, and getting new ones seems like a struggle 

 The best early clients move on… leaving the business exposed  

 and it rubs off on the team too, so that they lose staff – and again it’s often the best ones who leave first – and it’s so expensive 

to replace them. 

 

And, if you are the business owner… 

 It’s inevitable: you end up putting in so much extra time and effort - just to stand still 

 It feels like you’re in a quagmire, only just managing to keep your head above water, dealing with the day to day 

 and without getting justly rewarded for all your efforts 

 Your decision-making can suffer too; so opportunities are missed, and “luck” fails. Some even end up “paralysed”, unable to “risk” 

moving forward. 

 This often leads to stress, worry, concerns about the future which can spill over into other areas of life – home, family, personal 

life… 
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And the biggest pain is the terrible feeling of failure… a feeling of a loss of respect from others as business people – a sense that you 

haven’t quite made it! 

 

You know, I’m often asked … 

….when business people first come to me, “where did the plan go wrong?!” 

 

And, in over 30 years in business  

… in sales in probably the most challenging business environment, and in leadership in possibly the most challenging leadership 

environment,  

and in running my own businesses and in consulting with and coaching thousands of business owners, SMEs and professional practices… 

 

… I’ve discovered that it comes down to a just a very few key factors, and that most businesses are in fact  

 

 not generating enough leads  – not finding enough potential clients of the right type 

 not converting these potential clients into long term profitable relationships – clients who love what they do, and value what they 

do, so they can continue to do that great work. 

 

With the result that  

 most businesses are not doing what they set out to do – their true potential - and certainly not reaching the levels they really 

could achieve. 

 And most business owners don’t achieve their true purpose. 
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And, what’s more… 

 In the past 15 years of working with business people, from small one-man businesses and professional practices, up to some of 

the world’s largest organisations, I’ve developed a number of tried and tested and proven tools and techniques and strategies to 

help businesses, and business-owners to address these issues. 

 

 

Let’s now turn to those  

 

 

 

 

 

9 Reasons Why Businesses Fail to Achieve Their Full Potential… 

 
 
 
 
 



 

 

Reason #1:  Lack of Purpose and Vision 

 

This applies to well over 90% of businesses. 

 

Oh sure, many have “Mission Statements” and have “done” 

Vision and Values. But few have genuinely compelling Causes, 

crystal clear Visions, and a living, breathing Purpose in the 

business.  

 

Businesses that have no sense of purpose, and no clear vision, 

find their marketing lacks clarity, their team lacks clarity about 

what the business is really about, and their potential customers 

are less certain what the business really stands for.  

 

Without a clear purpose, a sense of direction, a plan is very 

difficult to formulate, and the business descends into a series of 

daily “chores”. 

 

Decision making is very difficult without a clear purpose, and risk 

cannot be assessed because the true overall purpose, the true 

outcome, is not available to give context to strategic decisions. 

Opportunities are missed, and sometimes false opportunities 

distract… because the purpose is, at best, cloudy.  

 

Without a clear Vision, motivation can slump amongst the team, 

and for the business owner, who literally loses sight of the end 

game, and simply ends up in the daily quagmire of “busy-ness”. 
 

 

 Does this strike a chord and sound familiar to you? 

 

Do you sometimes wish you had a much more powerful Vision – 

more clarity of Purpose? 

 

Do you sometimes feel you are purely focused on the day to 

day, or week to week “busy-ness”? 

 

Notes 

 

 

 

 

 

 

 

 



 

 

Reason #2:  Lack of Systems 

By this I don’t mean IT systems (although that could be part of 

the problem), but business processes and procedures. 

 

Many people find it difficult to do business because they haven’t 

systemised the way business is to be processed. The best 

businesses run smoothly because they have a set pattern of 

activity which gives predictable results, leading to further actions 

and further results and so on, all through the business process.  

 

No activity is draining. They operate effectively and smoothly. 

 

But most businesses simply don’t have a series of processes that 

allow the business to run in this fashion. Every piece of work is 

cumbersome and the completion of that work becomes an 

encumbrance, taking more time and energy than it should, 

draining the business’ resources, and costing more in terms of 

time, energy and money than it should. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Does this strike a chord and sound familiar to you? 

 

Do you sometimes wish you had a simple system that just 

flowed effortlessly, and predictably, that you could operate 

easily? 

 

Do you sometimes wish everything in your business had a clear 

process that the team could follow, to get things done 

smoothly? 

 

Notes 

 

 

 

 

 

 

 

 

 

 



 

 

Reason #3: Overdependence on Specific Individuals 

 

This is particularly the case in small businesses where the 

operation of the business rests with the actions of specific 

individuals… and in many cases this may be one or two people 

only. 

 

This presents seemingly insurmountable challenges when those 

people become unavailable or indisposed for whatever reason… 

illness, or absence. Or simply because they can’t be in two places 

at once. 

 

It’s also the case that many businesses fail because they were 

dependent on just one client, or one joint venture, or one 

strategic ally, and that presents a significant exposure to risk.  
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Does this strike a chord and sound familiar to you? 

 

Do you sometimes feel your business is at risk if the key 

person/ people are not available, or you are overly exposed to 

losing key clients, allies, suppliers? 

 

Does important work sometimes stall, or get held up, because it 

relies on a key person completing an aspect of the project 

before it can move forward to the next stage? 

 

Are some people in the business overloaded, while others are 

under-employed? 

 

Notes 

 

 

 

 

 

 

 

 



 

 

Reason #4:Poor Marketing Strategy (or no marketing strategy) 

 

At the start many businesses simply go after any business to fill 

the coffers and get things moving. 

 

There comes a point, however, when a specific marketing 

strategy is required to move the business up to a new level. 

 

Many find this difficult to put in place, not knowing where to 

start, and deeming such things as “strategy” as merely the 

domain of the big organisations. The result is that they don’t 

attract the right type of clients, to provide the best service 

possible, at the appropriate price for the value given. 

 

Many small businesses have a roller-coaster sales profile. One 

month things are going great, the next month there’s no work. 

Of course, this is when they get busy “doing a bit of marketing” 

to drum up business. Bingo! Along comes some business, and lo 

and behold they stop doing any marketing because they don’t 

have the time anymore – they are too busy delivering the 

business! So when the current crop of business has been 

harvested, there’s no more work… and so it goes on. 

 

 

 

 

 

 

 

 

 

 

 

 

Reason #5: Failure 

to Communicate 

Company Goals 

Reason #5: Failure 

to Communicate  

 

 

 

 

 

 

Does this strike a chord and sound familiar? 

 

Do you sometimes feel your marketing is an ad hoc activity, or 

something you wish you had more time to get right? 

 

Do you find it difficult to deliberately attract clients who love 

doing business with you, who value what you do, who pay 

willingly and on time for your service, and who become 

advocates for what you do? 

 

Notes 

 

 

 

 

 

 

 

 



 

 

Reason #5: Failure to Communicate Company Goals 

 

Clarity of what needs to be achieved in the long-term, the 

medium-term, and the short term is often missing from small 

businesses, which are focused on fighting fires. 

 

Now, fire-fighting isn’t the goal (although it can feel as if it is the 

only item on the daily agenda). 

 

Often even if businesses do have a sense of purpose and clarity 

of vision, if that is not cascaded into a set of clear goals, and 

communicated to everyone associated with the business, there 

will be problems… and this will lead to further frustration at not 

getting closer to the vision. 

 

And when it comes to communicating those goals, it’s not just 

the team, but also suppliers, allies, and customers who need to 

have a sense of where the business is heading. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Does this strike a chord and sound familiar? 

 

Do you sometimes feel people just aren’t “getting it” or aren’t 

really onboard with you? 

 

Do you sometimes feel you, and your team, are purely focused 

on the day to day, or week to week “busy-ness”? 

 

Notes 

 

 

 

 

 

 

 

 



 

 

Reason #6:Lack of Knowledge about Competition 

 

Of course, it’s essential to know your market. 

 

But competition does not just mean the market for your product 

or service. 

 

Your competition is not just those competitors who are selling a 

different brand of what you sell. 

 

As a seller of goods and services, you are also competing with 

other sellers of goods and services; competing for the limited 

resources at your potential clients’ disposal. 

 

Very few business-people understand the very nature of 

“competition”, and particularly the psychological aspects of the 

sales process. This means they miss out on many opportunities, 

simply because they were not able to place their product or 

service as “competitive” in the mind of the potential market. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Does this sound familiar and strike a chord? 

 

Do you know your market? 

 

Do you sometimes feel you are unable to position what you are 

offering in the right place in the market? 

 

Do you understand why clients choose to/ choose not to do 

business with you? 

 

Notes 

 

 

 

 

 

 

 

 



 

 

Reason #7: Absence of Performance Standards 

 

Many businesses do not have set performance standards in 

terms of quality and quantity and frequency of action required to 

produce the desired result. 

 

Taking this to the most fundamental level, let’s imagine a 

business that wants to make 4 fresh sales per week (let’s say it’s 

a business-to-business service of some sort). To achieve those 

sales, a certain number of meetings will be required. A certain 

number of approaches will be needed to secure those meetings. 

A certain number of prospective clients will need to be generated 

to make those approaches… 

 

And so on… 

 

Now at each stage , the business has a clear number to achieve. 

And, at each stage, the way the action is performed will need a 

certain standard in order for the action to be successful and lead 

onto the next step. 

 

But very few businesses know what these numbers are, and 

fewer set down the standards as to how the numbers will be 

met. And even fewer monitor those performance standards. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Does this strike a chord and sound familiar? 

 

Do you sometimes feel you are not able to focus on the key 

results, day by day, week by week, that you need to achieve in 

order to reach the goals you have set?  

 

Are your team clear about the performance standards required, 

and do you measure and monitor these?  

 

Notes 

 

 

 

 

 

 

 

 



 

 

Reason #8:The IN/ON/OFF dilemma 

In his marvellous works on the “E-Myth”, Michael Gerber offers 

the concept of the difference between working ON the business 

and working IN the business. 

 

Working ON the business is doing the strategic work that will 

grow the business. 

 

Working IN the business is doing the day to day operational 

activity of the business. 

 

The challenge for most small businesses is that they get so tied 

up with working IN the business, delivering the operational 

technical aspects of the business service/ product, that the ON 

work gets neglected. Hence they are unable to grow, beyond a 

certain level. 

 

This is especially the case with owner-managed businesses, 

where the owner is also the person who carries out the technical 

elements of the delivery of the service or product. So, for many 

professional practices (lawyers, accountants, financial advisers, 

consultants), this is particularly true. 

 

There’s another dimension that we can consider part of the same 

challenge: as well as seldom getting time to work “ON” the 

business, there’s so much “IN” work to do, the business owner 

often doesn’t take enough time OFF the business, to relax, 

recharge, re-energise. This is essential in the modern business 

world in order to keep levels of energy high. 

If time OFF is not taken, this can lead to burn-out, stress, and an 

inability to focus and function. 

 

 

 Does this sound familiar? 

 

Do you sometimes wish you were able to invest more time and 

energy into thinking, planning, and putting into place those 

strategies that will grow the business? 

 

Do you sometimes feel you are unable to devote time, energy, 

focus to identifying and developing fresh business 

opportunities? 

 

Do you sometimes feel you are almost at “burn out”? 

 

Notes 

 

 

 

 

 

 

 



 

 

Reason #9:The FTI Virus 

 

Have you ever been on a course, seminar, or training event, or 

read a business book, or listened to an audio programme, come 

away filled with ideas and inspiration, but never got round to 

implementing even ten per cent of the ideas? 

 

Yes?  

 

Don’t worry, you are not alone! 

 

The final reason businesses fail to achieve their true potential is 

the FTI Virus… 

 

FTI = Failure to Implement. 

 

The challenge for most business people is not that they don’t 

know what to do to grow their business but that there’s a barrier 

between knowing and doing. 

 

I’ve met hundreds, nay thousands, of business owners, all full of 

great ideas to take their business forward, but simply suffering 

from this pandemic – the FTI Virus. 

 

The result is a deep sense of frustration at not getting to do what 

they know they should/could be doing. 

 

 

 

 

Implementation comes from a desire to act… but more than a 

desire, it’s a compulsion that happens without thinking about it. 

To break the psychological barrier requires a fresh psychological 

approach. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Does this resonate with you too, and seem somehow familiar? 

 

Do you sometimes feel frustrated, knowing what you could do, 

but that you are unable to put into practice half of what you 

know? 

 

Notes 

 

 

 

 

 

 

 

 



 

 

An ACTION Plan…   

 

 

 

So, how do you overcome these challenges to make a breakthrough? 
 
Well, here’s a roadmap to follow. 

 

By adopting this fresh approach, which may seem a challenge at first, you will notice a significant change in the way you are operating 

your business. In fact, when following this track with my clients I expect a noticeable improvement and tangible results on the bottom 

line within 28 days… it really is that quick. 

 

So… 

 
  



 

 

1. First up, set aside time. 
 

 

This is the biggest shift required right up front. It may be that you feel you have no extra time to give. There’s only 24 hours in each day 

after all… and the reason you are reading this report s that you are already maxed out! 

 

So, it’s not a case of finding more time, but of allocating your time better: find the time to shift into Strategic mode: That means setting 

aside some ON time… a structure: Annually, Quarterly, Monthly, Weekly, and Daily  

 

And allocating separate Focus time. The time you need to set aside to be “over target”… doing those things that lead to your results. And 

at those times, doing ONLY those things. 

 

 

 

2.  Create your Vision 

 
All successful businesses, all successful business owners, all successful teams, and all successful individuals in any field, begin with a 

clear Vision. And that Vision, that sense of Purpose, drives them to achieve things others just simply cannot achieve. 

 

The heightened sense of Purpose, of significance, impacts every day on the way they behave, the way they perform, the actions they 

take, the results they achieve, and ultimately on the levels of success they reach. 

 

Make the Vision clear – use mindmaps, write it out, or maybe use one of my unique Stratagrams (Strategic Diagrams). 

 

 

  



 

 

3.  Create your Growth Strategy 
 

 

First, decide on certain Strategic Principles of how you will go about building the business, based on the type of business you are, the 

field you are in, the values of the business. 

 

Once you have a clear Vision, and a clear approach or set of strategic principles, create an outline plan, working back from the Vision to 

now.  

 

This is an outline plan… it’s a strategy not a strait-jacket. 

 

Create a plan for the next 3 years, with significant waypoints along the way.  

Make this a one-page, highly engaging, visual plan. Again I use a very specific Stratagram for this. 

 

Once your 3-year plan is clear, decide on (and commit to) between 1-3 immediate goals to achieve in the next 90 days. These must be 

goals that: 

 

a. have an immediate impact on results  

and 

b. a lasting effect on the growth of the business.  

 

 

4.  Track through your business, left to right, top to bottom 
 

Marketing – Sales – Operation/Delivery – After Care 

 
Admin + Finance 

 

Have a business upgrade – clear the clutter, open up the business arteries, remove blockages to doing business.  

And clear out the environment… is it world class? Remember, little things make big differences. 



5. Create a manual of performance standards

…for every function in the business

This should be in fine details - even the way you answer the phone, right through to how you perform the delivery of your product/ 

service. 

6. Create an authentic marketing strategy

Consistent with your Values, Purpose, Vision… and with the Strategic Principles you set out above. 

Know who you want to do business with and why, 

and why they will want to do business with you,  

and why, how, and with what you are going to attract them. 

7. Create a bullet-proof “shop window”

a. Your marketing platform: website, brochures etc.

     Make these consistent with Values, Purpose, Vision 

b. Your environment… your team needs to believe you are ready for the next level, so create an environment that’s a step above

where you are now… already at the next level. Your clients, and your team, need to “see” you as world class.

“People cross a threshold in their mind  

before they cross the threshold of your business.” 



 

 

8.  Design and set up a lead generation system 
 

a. To attract clients of the right type – consistently, continuously, and with minimum effort. 
b. To deter “clients” of the wrong type! 

 
 

The danger for many businesses in the past was in having too few clients. 

The danger for many businesses now is that they have  

too many non-profitable clients. 

 

 

 

9.  Create a low-cost marketing engine 
 

To turn those leads from your lead generation system into genuine prospects. 

 

Your marketing engine should have several “cylinders” of activity, so you are not over-relying on any one source of business. 

 

Make this engine something that can be easily monitored, easily measured, and easily maintained. 

 
 

 
  



10. Create a streamlined sales process

a. To turn those genuine prospects into clients.

b. to turn those clients into advocates for your business.

For many small businesses, this is the missing link. They do some great marketing, catch people’s attention, but do not have a system 

for turning that attention into genuinely profitable business. 

This sales process may be a mix of face to face engagement, or via telephone, or email. The fact is, for most small businesses, you must 

engage directly with your prospective clients in order to convert them. This process may have a lead time of several months, or it may 

simply be a few days. And that may vary in each case. But you do need to know where in the process you are with each prospective 

client. 

11. Create operational systems

to allow you to deliver your products/ services brilliantly, without fail, and in the most effortless means possible. 

“Systemise the 90 percent, to humanise the 10 percent.” 

To ensure the relationship you have with the client is smooth and effortless. 

So that, rather than spending your time and energy wrestling with cumbersome systems, you can focus on making a difference for them 

in terms of the service you provide- so your attention is where it matters, making the most difference for the client. 

This means being thoroughly well-organised. 



12. Systemise the administration and financial controls

Similarly, many businesses have either no financial plans and controls or very cumbersome administrative systems in place.  

Many small businesses don’t know where they stand in terms of finances. 

Yet, control of the finances is imperative, particularly in the early stages. 

That’s not to say that you penny pinch… far from it. But, every penny must be an investment in the further growth of the business. 

Set up simple systems and checks and balances to allow the regular monitoring of expenditure and income. 

13. Communicate your values and goals…

Consciously and subliminally… to your team, your allies, your suppliers, your clients and customers. 

Websites and brochures… yes your values and goals must shine through in these… 

But also at the basic level: the way you act, the words you use, the way you communicate with your team, yourself, your clients, your 

suppliers, your strategic allies and partners.  

Even the way you answer the phone… Is this in line with the professionalism you want to convey? As an aside, there is a psychologically 

tested and proven “best” means of answering the phone, and most businesses don’t get it right! 

Similarly, many a time, have I visited a business, and I’m sure you have too, and right there at the front line is the receptionist (aka The 

Director of First Impressions, as I like to call them), chewing gum… 

You get the point, I’m sure. 



14. Set up measurement and monitoring systems

… for the marketing, sales and operational aspects of the business –

“what you can measure you can manage.” 

Understand your performance standards especially in your Key Result Areas: those activities that produce the result. This is all about 

creating accountability for results at every level. 

Make your measurement and monitoring systems simple, colour coded, and visible.  

15. Maintain high levels of Self – Efficacy

Business is all about energy. 

In fact the scientific definition of the word “energy” is “the capacity for doing work”. 

So, in the business world where demands are high, it’s essential to maintain high levels of energy, and this means maintaining your self-

efficacy. 

So, put OFF time in your schedule… and stick to it. 

Make sure you have time to recharge, regularly. 

Set an example to your team, your clients, and indeed anyone you come into contact with. That’s highly attractive. No one wants to 

associate with a burn-out merchant! 



16. Upgrade the mindset of everyone in the business

– from the business owner to every “foot-soldier”. This is all about belief and desire… all about what you, and your team, believe at your

core. 

The subliminal beliefs about what you are doing as a business, the level you can reach and why you are doing it will have a huge impact 

on the actions you take, the way you perform, on every behaviour, on every result, and ultimately on the levels of success you reach.  

If you genuinely believe, and expect, the business to grow, you will take action on those things you need to do… and you will do it with 

urgency, with energy, with enthusiasm, with clarity of focus. 

The key rests in upgrading what you, and everyone associated with the business, believes. 

There are many ways of doing this, involving a degree of self-reprogramming, and many psychological tools are available. I have 

developed a set of techniques which I know work, as I’ve used them many times with business people to dramatically increase their 

results. This is not just about feeling better, but about creating a noticeable shift in behaviour, performance, and results, fast. 

Start off by asking the Magic Wand question, and engaging that business Vision as if it had already happened. Go on, cast yourself 

forward, as if the wand has been waved. What does it look like and feel like, to have that business? Are you genuinely engaged with that 

expectation… in your gut? 



YOUR Action Plan…  

Time to download… 

Now, this is not just a chance to write down the things which have been confirmed, and the things that have been learned (note: If you 

have been reminded of something that you already knew, but had never done anything about, it should be classed as newly learned) -It’s 

a chance to commit to action, and step into… 

The ACTION Zone: What am I going to do about all this..?



Sustaining it… 

Of course, you want to rapidly boost your business, to make that breakthrough… to reach up to the next level. 

And once you’ve got there, you don’t want to slip back. 

Building in sustainability to your business growth plans is therefore essential. 

Wishing you Every Success… 

FOCUS on Purpose 

Phil Olley 

"The UK's leading specialist on business and personal FOCUS" 

Phil’s new book: “RESULT! Think decisively, take action, get results” published by Pearson, is available in all good bookshops and 

on Amazon. 

http://www.amazon.co.uk/Result-Think-Decisively-Action-Results/dp/0273779486/


Phil Olley Consulting 

www.PhilOlley.com  

Twitter: @Phil_Olley 

LinkedIn: www.linkedin.com/in/philolley 

Facebook: www.facebook.com/philolleyunlimited

http://www.twitter.com/phil_olley
http://www.linkedin.com/in/philolley
http://www.philolley.com
http://www.facebook.com/philolleyunlimited


To attend one of Phil’s Breakthrough Business Seminars 

email info@PhilOlley.com 

To book a 20 minute exploratory discussion

on how Phil may be able to help you grow your business, email Sharon, Phil’s Business Manager, sharon@PhilOlley.com
Phil works very closely with select clients on a 1-1 bases to help them achieve their business breakthroughs. These sessions are not 

booked lightly, and we respectfully request that such exploratory discussions are booked with the intent of establishing whether, and 

exactly how, Phil is able to work with you, rather than to discuss it as only a vague possibility. 

mailto:info@PhilOlley.com
mailto:sharon@PhilOlley.com


About Phil Olley 

Following an exciting military career, including the rigours of 

Officer training at Dartmouth, tours to The Falklands, Gulf, 

Northern Ireland, and much of the rest of the world, Phil entered 

business in 1990. From his subsequent wide experience of sales 

and business, he began to distil the ingredients of success into 

clearly understandable principles and following a Life-threatening 

(and life-changing) near-death experience, established Phil Olley 

Consulting in 1999, working with a number of businesses and 

individuals to help them set goals, grow their businesses and 

generate peak performance.   

He quickly became a sought-after inspirator, coach and presenter 

and has worked with business people throughout the world, from 

SME owner-managers to strategic leaders in international brands 

helping them become “result-aholics”.  

As well as working with many commercial organisations, Phil's 

performance coaching methods and processes have been 

adopted in Leadership and Strategic Development programmes 

with UNICEF and The World Food Programme. 

His first book, Counting Chickens – The ‘Nexus’ principles 

for personal and professional development”  has already 

“gone international”, a second edition being specially produced 

for an Asian audience. 



His new book, RESULT! Think Fast, Take Action, Get Results, 

was published by Pearson, and already negotiations have been 

agreed for it to be translated and published in Japan and China . 

Phil regularly features on BBC radio and contributes to national 

press articles, and prime-time TV programmes, including a 

number of appearances on the Richard & Judy show! 

He has written articles and columns for business magazines, and 

most recently, a regular contributor to The Market magazine, 

headed up by James Caan of Dragon’s Den fame. 

In addition to speaking at conferences and business events, and 

running masterclasses and seminars, he works 

with select individual clients on a one-to-one basis; in both the 

UK, and throughout the rest of the world; from Europe, to USA, 

and to the Far East. 

www.PhilOlley.com 

http://www.philolley.com/
http://www.amazon.co.uk/Result-Think-Decisively-Action-Results/dp/0273779486/ref=sr_1_1?s=books&ie=UTF8&qid=1351603334&sr=1-1



