SFEDI HEALTHCHECK QUESTIONNAIRE


	The greatest and most interesting ‘you and your business’ questions in the world…ever!
	low/high
	level of action

	
	1
	2
	3
	4
	A
	B
	C
	D

	Do you have procedures in place to just handle your customers or love them to death?
	Just handle
	
	
	Love ‘em to death
	
	
	
	

	If you lost your best customers and needed to get heaps more business in the next month, would you know that you and your team had the skills and persistence to do it?
	Oops!
	
	
	No sweat!
	
	
	
	

	If you asked a potential customer to describe what was best about dealing with you, how confident are you that you would like their answer?
	!I don’t believe it!
	
	
	No worries!
	
	
	
	

	In order to become competitive, do you believe that most businesses need a winning brand , or would you leave branding on the shelves with the soap powders?
	What’s branding?
	
	
	In the basket already
	
	
	
	

	If you agree that there are things that you can control and things that you can’t , how much of an expert do you think you are in controlling the things you can and predicting the things you can’t?
	Novice
	
	
	Expert
	
	
	
	

	If you had a choice between a smaller business for the same income but more free time, and building a bigger business for more income but more work and more staff, which would you choose?
	Small is beautiful
	
	
	Size does count
	
	
	
	

	If your best mate offered to take you on the holiday of a lifetime for a year, is there anyone to whom you could hand over the reins in you business to ensure your business is just as successful when you get back?
	Too risky
	
	
	Pack my suitcase now
	
	
	
	

	Without resorting to violence, are you sure that the money you are owed is always coming in as quickly as possible?
	Slow trickle
	
	
	Steady Stream
	
	
	
	

	If you needed to find more money quickly (and legally!)  in order to break into a new market, how much of an expert do you feel about knowing where to go and what to do to get the money?
	Novice
	
	
	Expert
	
	
	
	

	After looking after the people, getting the work done for existing customers and looking after the money matters, how much of your time is left each week to win more business?


	Not a lot!
	
	
	I’m looking round for things to fill the space
	
	
	
	

	Can you think of anyone you know in business that is better than you at listening, questioning, presenting or influencing?  If so, would it make sense for your business to try to be as good, or is it just not worth the effort?
	Why bother?
	
	
	When can I start?
	
	
	
	

	If your  main competitor scrutinised your systems (admin/accounting) and other ways of doing things, would they be more likely to copy your way of doing things, or crack open a bottle to celebrate their superiority?


	I hear the sound of corks popping


	
	
	No contest!  We’re the best
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	Think back to the time when you most enjoyed developing your business.  Is that similar to how you feel now, or do the words ‘more knackered’ spring to mind?
	Ready to retire
	
	
	Raring to go
	
	
	
	

	Let’s assume you have a friend/colleague/professional adviser/relative (or even a cat or dog) whom you trust to help you review where you are in business and help you set new goals for the future.  Are you more likely to seek their help now or save their help for a rainy day
	Save it for a rainy day
	
	
	Always use all the help I can get
	
	
	
	

	Of course no-one’s a poor motivator, in the same way that no-one’s a bad driver, but  what do your staff would say if we balloted them secretly?  Are you the ‘ultimate motivator’ ensuring they can’t wait to come to work and contribute to the progress of the business, or do you tend towards the Genghis Khan approach, making them nervous about making mistakes and how you might react if they do?
	Genghis Khan
	
	
	The ‘ultimate motivator!
	
	
	
	

	Given the choice, would you prefer to back yourself in person to sell and negotiate a high price for an order for your product or service, or are you more likely to discount the price so you get some telephone orders from a mailshot?
	Prefer arms length
	
	
	Head to head every time
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