
WAYS TO SET UP YOUR
BUSINESS THAT IT CAN
SUCCEED WITHOUT YOU 5



Get Your Employees to
Act Like Owners

Get Them To Walk In Your
Shoes

Audit Your Offerings

Put Sales On Autopilot

Write An Instruction Manual
For Your Business
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GET YOUR EMPLOYEES TO
ACT LIKE OWNERS
Author of The Great Game of Business, Jack Stack advocates creating an
ownership culture inside your company. 

Key attributes include being transparent with financials, helping staff with
financial literacy, and ensuring they can participate in your financial
success. 

Incentives and bonus structures, profit share & shadow equity can be worth
exploring here.
 
Having employees who act like owners when you’re not around is a win:
win.



Most people are familiar with incentives and bonus structures.
Incentives are designed to motivate others to do something or act in a
certain way. There are various different ways to incentivise including
compensation, recognition, rewards and appreciation incentives. Bonus
structures are incentives that are tied to an employee's salary.

INCENTIVES & BONUS STRUCTURE

Profit-sharing is a method for employers to distribute a portion of their
profits to their workers. Depending on the nature of the agreement, a
distribution of company shares or profits may be viewed as an Employee
Share Scheme (ESS) by the Australian Taxation Office and there are tax
implications for employees and employers to consider.  

A Phantom Share Plan, also referred to as 'shadow equity' is a type of
incentive, often given to upper management, that gives them the advantages
of holding business stock without actually owning or transferring any
shares. Rather than receiving actual stock, the employee is given mock
stock to ensure that other shareholders' equity is not drained.

In this scenario, an employee is to be paid a certain amount based on an
increase in the company's share price or value. It is a much simpler plan to
implement than an ESS and the treatment of tax is less complicated. As no
equity interests being issued or transferred, the employee receives a
payment when a specific time or event is reached, like a cash bonus. When
the employee receives a payment, tax is deducted under the PAYG system. 

It is important to get professional advice on these matters to choose the
pathway best suited to your personal and business needs.

 PROFIT-SHARE



Business owners pride themselves on
solving problems. So when employees
come to us with an issue, our natural
instinct is to jump in and solve it.
 
The problem is, when you are
constantly solving problems for your
business, you are actually limiting your
growth.
 
It sounds counterintuitive and hard to
accept but you need to stop fixing the
problems!
 
What would happen if you responded
to every question with:

"If you owned the company, what would
you do?"

It might sound overly simplistic.
But it encourages people to walk in
your shoes and starts to build the habit
of thinking like an owner.

Will it be easy? No. Will it take
more time? Yes.
 
It's hard to resist the urge to just
'solve it' and difficult to accept
solutions different from yours.

But over time, with some
coaching, employees will start
solving their own problems and
this will free up your time.

GET THEM TO WALK IN
YOUR SHOES



AUDIT YOUR OFFERINGS
Identify the products and services which require your personal involvement
in either making, delivering or selling them.
 
Make a list of everything you sell and then score each on a scale of 0 to 10
on how easy they are to teach an employee to handle. Assign a 10 to
offerings that are easy to teach employees and give a lower score to
anything that requires your personal attention. 

Items that are 10 (and closest to 10) are easily teachable, so go and
TEACH. These are the things to quickly handover to others on your team.

IFor items scored in the middle there will be ways to standardise these (or
parts of). Standardisation is the key to scaling. Processes, procedures,
project management tools, roles & tasks, checklists.

For the lowest scoring products and services, your aim should be to stop
selling these eventually - especially if it’s only you that can deliver on them.

Repeat this exercise every quarter, free up more of your time, and get closer
to that outcome.



Are you the company’s best salesperson? If so, you’ll need to fire yourself
as your company’s rainmaker in order to get it to run without you. 

If you are a business owner, and the company is reliant on you for sales (as
well as the many other things you need to juggle) then you’ve got a lot at
risk.

You know what it’s like, you take your eye off sales and things can start
plummeting really fast. 

One way to do this is to create a recurring revenue so you know there is a
future stream of income coming in. Income that is reliable and predictable.

There are various forms of recurring revenue from service contracts to
membership models. Even companies like Harley Davidson and CAT
Machinery have implemented them.

Our series on the 9 Models of Recurring Revenue will give you some great
insights into ways companies are achieving predictable income.

PUT SALES ON
AUTOPILOT

https://exitadvisory.com.au/9-ways-to-set-up-a-subscription-business-model/


DEVELOP SYSTEMS &
PROCESSES FOR YOUR BUSINESS
We all face the same problem - there’s too much to do; and too little time.
When we’re pushing ahead in business, we find ourselves in situations
where the pace can get really fast. Sometimes it gets out of control. Balls
get dropped, people feel like they are failing, goals are not met.

Systems and processes will not only save your sanity as you build your
business, they also have a number of other benefits.

1) They help you build a valuable asset - investors will see that there is
structure to how you do things, which leads to a guaranteed result
(income or outcomes), which means less risk.

2) You can leverage and scale the business faster.

3) You have consistency - customers won’t turn up and have a bad
experience one day and a great experience the next. People
underestimate the power of consistency.

4) You improve efficiency - technology can often handle much of the
mundane and repetitive tasks.

5) You gain more productivity - people have clarity on how to execute
key tasks. If someone leaves or is sick, the business won’t collapse. 
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START GETTING ORGANISED TODAY! HERE'S A
STANDARD OPERATING PROCEDURE (SOP)
TEMPLATE YOU CAN USE

Step-by-step description of how to
reach the SOP goal. 

This can be accompanied by a SOP
flow chart to assist the user in
understanding what the steps are,
who is involved and where decision
points are.

STANDARD OPERATING PROCEDURE

OVERVIEW

Goal

Procedure

Responsibilities

Tools and Supports

Goal Why is this SOP being developed? 
What is the desired outcome of this SOP? 

Who is responsible in this process? 
Who is driving it to reach the desired outcome? 

What tools and supports does the user need to meet the SOP
goal? E.g. training, coaching, supervisor approval, leaflets. 

LANE 1

LANE 2

LANE 3



25 DIFFERENT FORMATS TO IMPROVE YOUR
BUSINESS SYSTEMS AND PROCESSES
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Intranet 
accessible by 
all staff

On-site safety 
& instructional
signs

Customer
Relationship
Management
Software
e.g Pipedrive

Performance
Evaluations

Worksheets 
& forms

Online 
communication 
& messaging tools 
e.g Slack

Checklists

Escalation
procedures

Screen 
recordings

Screenshots
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Time tables

Scripts

Hierarchical
charts  
e.g organisational charts
and reporting structures

Educational &
Instructional
Videos

Process maps 
& flowcharts

Online 
E-learning tools

Online project 
management
software
e.g. tools like ASANA

Briefing 
templates
e.g Marketing briefs or
vendor briefs

Templates 
e.g for Budgets & Reporting
or staff onboarding

Calendars 
e.g Marketing calendars,
rosters, team calendars

Step-by-step 
instructions

Run sheets

Diagrams

Job 
descriptions

Written 
guidelines



About Us
At Exit Advisory Group we help business owners maximise
the value of their company and exit at the top of their game.

Scaling Up | Exit Strategies | Business Sales

1300 133 540

ask@exitadvisory.com.au

www.exitadvisory.com.au

"We weren't born to do business.
We were born to live life. 
Let your business be the vehicle
to help you achieve what you
want in life!"

Let's start a conversation


