
Every Failing Business makes these Three 
Mistakes 

Businesses that fail are often run by very sincere people doing what they believe at the time, to be doing 
the things necessary to grow and make a profit. If your business is not making a profit or not growing, 
then perhaps you need to look at the three most common mistakes small business managers always make. 
 
Years ago, when it was not politically incorrect to talk of such things, I read an article that said the 
number one cause of juvenile delinquency among teenagers was the absence of a father living at home, or 
the presence of a weak father. The message was clear - fathers must be in the home and be a strong 
influence in establishing values, rules and guidelines. 
 
Running a business could be viewed as similar (though the analogy may be unpalatable for some). 
 
THE #1 CAUSE OF EVERY BUSINESS FAILURE IS THE ABSENCE OF A STRONG LEADER OR 

THE PRESENCE OF A WEAK ONE. 
 
Successful businesses do not run themselves. Profitable businesses are run by key executives or 
managers, not committees of advisors or employees. These key people may wear either a blue collar or a 
white collar, but regardless of the color, they will be doing these three things well. If they are not doing 
them well or excuse themselves or their company as not needed to do these things, then failure may not be 
immediate, but failure is inevitable. 
 

1. Keeping inaccurate financial records 
Well run and profitable companies keep accurate financial records and refer to them often to 
make financial decisions. Thinking that “if there is money in the bank that we must be doing 
OK,” will always lead to business failure. Although having money in the bank is better than 
having no money, having money in the bank is not an accurate indicator of financial health. 
Reading and understanding the details of your companies financial statements is critical to 
financial success. All successful companies do this, failing companies do not. 
 

2. Not having a Sales System to Increase Sales 
The life blood of a growing and profitable company is understanding who your customer is and 
the value your products or services provide. Failing businesses fail to understand their customers 
and worse have not developed a proven system to continually bring in new customers willing to 
pay top dollars. 
 

3. Lacking the Courage to Fire Unprofitable Customers and Employees 
Yes, both customers and employees can be unprofitable. Firing customers that are unprofitable is 
just as firing employees that are not carrying their own weight. This is not as cold hearted as it 
may sound. Properly done this can actually turn bad customers into good customers and poor 
employees into productive employees. 

 
On these three issues hangs the success or failure of every business! Do these three things well and your 
business will succeed. Ignore any one of these and your business will struggle, sputter and eventually die. 

If you would like some help with these, or other, issues, schedule a call with my consultants! 
- Ralph Little 


