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MANAGEMENT

EASY

NEARLY 65,000 BUSINESSES OF VARIOUS SIZES ARE
REGISTERED IN THE REPUBLIC OF CYPRUS. Micro, small

and medium-sized enterprises (SMEs) play a central role in
the island’s economy. However, Cypriot SMEs do not have the
necessary in-house knowledge and skills to manage all the
elements of running a business. Furthermore, the majority of
businesses in Cyprus are family owned and managed.

THE FOLLOWING ARE EASY-TO-FOLLOW STEPS
THAT CAN LEAD TO A MORE SUCCESSFUL BUSINESS
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Though this may appear easy, its imple-
mentation is not. Political, economic,
social,technologicalandpersonalfactors
influence the everyday life of a business.
Being a manager, therefore, means hav-
ing to deal with all these factors and to
anticipatedevelopmentsbeforetheyoc-
cur. The role of a manager is similar to

FAMILY

« Emotion based
« Unconditional love -Unemotional
-Inward looking FRICTION _ R¥ees! looking
« Averse to cha CONFLIC?YS change
« For life erform or leave

« Task based

unning
a business can be one of the most remark-
able, challenging, worthwhile and fun
activities. But at times it can be very lonely,
demandingandfrustrating,requiringawide
range of decisionsandactions.Tobeableto
enjoysuccessinbothyourbusinessand per-
sonallife,itisessentialtomanageabusiness
effectively.

thatofanaeroplane pilotwho hasto cor-
recttheflightpathofhisaeroplaneusing
the instruments on the plane’s control
panel; a manager has to use forecasting
and Key Performance Indicators to esti-
mate, measure, monitor and correct the
course of his business.

Asin other countries micro, small and
medium-sized enterprises (SMEs) play a
central role in the economy of Cyprus.
Theyareamajorsource of entrepreneur-
ial skills, innovation and employment.
Thereare65,000registeredbusinessesin
the Republic of Cyprus of various sizes,
asindicated below. The table also shows
the equivalent percentages in Europe.

« Personal nurturing

..DOESTHEFAMILYRUNTHEBUSINESSOR
DOESTHEBUSINESSRUNTHEFAMILY?

The dichotomy in the two systems can be
overcome by “normalising” a family busi-
ness. The key steps are:
- Separating family issues from the busi-
ness. This can be achieve by resolving
any family issues through a family council
(usually made-up, of the “wiser” members
of the family)

. Size in number of employees Cyprus Europe
(approx number of

MANAGEMENT CAN BE companies: 27 3/4 million)
DEFINED AS FOLL@OWS .

Micro (1 - 9 Employees) 89.1% 90.3%
1 Small (10 - 49 Employees) 9.1% 8.1%

e . Medium (50 - 250 Employees) 1.5% 1.3%

The informed and ongoing assessment

Large (>= 250 Employees) 0.3% 0.3%

of the company’s present situation;

2.

3.

The design and refinement of the ap-
propriate strategies to achieve these
objectives and goals;

4,

The rational design, organisation, ap-
plication and the control of the actions
required to implement the strategy;

5.

6.

The coordination and conflict resolu-
tion of any interdependencies of the

above elements.

The percentage profile of the number of
employees between Cyprus and European
SMEs is very similar. Having said this, each
countryhastoovercomeissuesspecifictoits
economy and social culture. Cypriot SMEs
do not have the necessary in-house knowl-
edgeandskillstomanagealltheelementsof
runningabusiness.Theyarepredominantly
inward looking and have short-term vision;
thereislackofawarenesswithin SMEsabout
the benefits and opportunities in research,
technical development (RTD) and innova-
tion. Their restricted resources may also
reduceaccesstonewtechnologiesorinnova-
tion.Furthermorethereisageneralinability
torunthecompanyusingitsowngenerated
wealth (usually high borrowings).

Oneofthemostcommoncausesofprob-
lemsis thatthe majority of businessesin Cy-
prusarefamily businesses—thesearefamily
owned and family managed businesses.

Can a family owned business fulfil all
the characteristics of a good business? The
tendencyisfora pullinopposite directions,
asdemonstratedabovebytheoverlappingof
the two systems — Family Vs Business:

- Managing power and resources thought-
fully

- Managing transitions (especially
succession)

« Talking (and LISTENING!) to each other

« Preventive maintenance (fix before it be-
comes a problem)

- Take on a specialist adviser on family/
business matters

+Have a family constitution. This will pro-
vide harmony and conflict resolution,
send clear messages to both family and
staff and generate the right level of
expectations.

COMPANY STRATEGY
Another common cause of problems is the
absence of a company strategy, that is the
absenceofasystematicselectionoftargets,
goals and other objectives for the future
direction of the business and how they will
be achieved. Because of this, “fire-fighting”,
reactive managementand protracted deci-
sion-making become a way of life.

By adhering to a strategy for your busi-
ness you will be able to avoid most of the
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above; you will be focusing on planning and
preparingthegroundforabetterimplemen-
tation of things to come.

The strategy and action plan for a busi-
ness can be set out in the Business Plan. It
willexplainyour objectivesand how you will
achieve them; you will have the opportunity
to involve your employees in the planning
process,and to continue to build up success-
fulandcommittedteams;itwillsave precious
time by identifying priorities, while non-
priorities can bediscarded;itwill provide the
framework for all your sales, financial and
other projections. Once written, the plan
thenbecomesabenchmarkforthe perform-
ance of your business. The act of writing the
planis to help you crystallise and focus your
ideas, and identify your priorities; itis a “live”
document and can be updated at anytime.
You alsoneed to know your basic marketing,
and this should be part of your plan. Market-
ing is simply identifying, anticipating and
satisfying customer needs profitably!

Every business will face competition. You
must have a clear picture of your product or
service,and the benefits your customers will
gainfrombuyingit. Yourmarketingandsales
operationsaredependentuponyourcustom-
ersunderstandingthebenefitsyourbusiness
will offer to them. This is what the customer
buys, not the product. For example, a con-
sumerdoesn’twant thedrillhe buys, butthe
holes the drill creates. The features/benefits
ofyour productisyouruniqueselling propo-
sition (USP) and could be any number of
benefits you will offer to your customers.

USPs can be easily identified by complet-
ing the phrase: ‘Customers will buy from me
because my business is the only one that...

Onceyoucanarticulatethesestatements
convincingly and you are perfectly happy
with your messages, then you are ready to
communicatetothemarketplace.Yourcom-
munication campaign becomes an integral
part of your business. Every time your busi-
ness has a contact with a customer, you are
marketingyourbusiness.Rememberthatitis
easierandcheapertokeepexistingcustomers
than it is to get new ones (it costs 10 times
more to find a new customer than what it
costs to keep an existing one).

Electroniccommunicationmustbepartof
your campaign in reaching your customers.
Modern, contentmanagementwebsitesare
notjustwebsites, buta“tool ofthe business”.
You can do “e-everything” if you use such a
website to its full potential.

Runningyourbusinesseffectivelyrequires
good decision-making based on manage-
mentinformation. You needto monitoryour
company’sperformanceviaKeyPerformance
Indicators. Selectand calculate theseindica-

percentage
of employees
between Cyprus
and European
SMEs is
very similar

tors carefully, using your monthly manage-
mentaccounts.Focusonahandful ofindica-
torswhicharemeasurable,canbe compared
to a standard or target, can be acted upon,
andcanreflecttheperformanceandprogress
of your business.

To be able to effectively use the Key Per-
formancelndicators,youalsoneedtounder-
standandmonitorthe‘keydrivers'thataffect
your business; for this, you need to know
yourmarketplacewellandanswerquestions
such as: What drives the sales figures up?
What drives the costs down? Whatimproves
cash flow? What drives ‘anything you want
to know?’

You may then decide which figures to
present/monitor and how frequently. Use
exceptionreportingmethodsandaone-page
summarysheet,backed-upbydetailsupport-
ing sheets listing your chosen Key Perform-
ancelndicators, plus the top five drivers. You
can present the information according to
functionsorcostcentres,and makecompari-
sons with the past to establish trends.

Organise your time. Allocate time for
all the activities you need to carry out, to
avoidbeingdistractedbyday-to-dayissues.
Knowyourmanagementroutinesandyour
permanent priorities. Keep constant track
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of three crucial areas:

»Winning and keeping customers.

« Improving your understanding of custom-
ers and the competitive environment,
refining your marketing plans and taking
advantage of new opportunities.

- Promote your business and your products.

Cash flow is the balance of all money
flowingin and out of your business, with the
main inflow usually coming from sales. The
morewarningthereisof cashflow peaksand
troughs, themoretimeyou havetodeal with
them. You must know when to focus com-
pletelyonsalesandtogetyourinvoicespaid.
Planningahead will make iteasiertoarrange
any additional funding you may need.

Makesureyouremployeesareperforming
effectively and dealing with any problems.
Start by recruiting the right people. Lead
and motivate your employees. Monitor
yourteam’s performance by holding regular
reviews. Develop your selling skills. Make
surethatyou,andallemployeeswhointeract
with customers, have the right training, at-
titude and approach. And, finally, consider
the easiest way to improve your short-term
profitability: Controlling your costs carefully.
Good luck!
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