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First Of All, Introduction 

ABOUT @EZAdvisory

EZAdvisory is the global business consulting 
arm of Equilibrium Zone. We work with 
innovative businesses to solve complex 
business problems and achieve daring goals.

The heart of our offering is business analysis: 
helping businesses make informed and 
profitable decisions across Strategy, Marketing, 
Sales, Structure, Operations, and Technology 
leverage.



WHAT YOU WILL GET FROM THIS MASTERCLASS

◉ Learn what data is
◉ Understand the place of data in growing your business profit
◉ Figure out which area of your business to audit and what to 

look out for
◉ Learn how to use your growth audit to increase business 

profit



Laying The Foundation 
Being on the same page 1



Are you in business for 
the profit?



Is your customer’s patronage 
the main driver of profit?



Do you know the best platform that gets 
you the most customers?



Do you go back to check if your 
customers are happy with your offering?



Do you know the number of first time 
customers that come back to do business 

with you again?



Do you know how many times typical 
customers do business with you?



Those that didn’t come back, do you 
know why?



Are you certainly sure if serving those 
customers (the way you are) leaves you with 

some good profit?



Do you know if someone else is serving 
your customer better than you are?



Do you know if there is one particular thing 
turning off your customers from you?



Are you constantly aware of what’s changing with 
your customers?



When last did you make adjustment to how 
you do business based on those knowledge?

_______________________________________
 



What was the % increase in result 
when you made those adjustment?

_______________________________________
 



“
Should I continue my questions? 



“
What I simply asked you with all the 

questions are:



“
1. Do you collect data in your 

business?
2. Do you use the data to grow your 

business?



So you need a 
Growth Audit!

A growth audit is the report you get from a careful 
walk-through of your business activities and result so far and 

the strategic deductions you make from it. 





So Which Area Should You 
Perform A Growth Audit?

Where you should focus on 2



EVERYWHERE
From marketing, to accounting, to business 

operations, to logistics, to customer experience 
etc. 



But there are 7 major areas that matter the 
most.  

Majorly because every other areas of business 
are built around it.



1. YOUR CUSTOMERS 
Here you want to audit and find out:
● What’s changing with your 

customers?
● Are they still who you think they 

are? 
● Do they still want what you think 

they want? 
● Are they still where you think they 

are?



◉ Your customers need to constantly find value in your 
offering, for them to keep paying for that service.

◉ Your customers are the main driver of cash inflow (yes, 
Investment and external funding at certain times, but 
eventually it’s your customers you are serving).

So How Does This Matter To Your Growth & Profit?



2. YOUR MARKET 

Here you want to audit and find out:
● Are there still opportunities in the 

market?
● Are there enough customers to drive the 

type of sales volume you are looking at?
● Are you at the location?
● Are there any major occurrence that is 

changing your business landscape? E.g 
How COVID 19 changed some space. 



First, your business growth cap is directly proportional to 
your total addressable market! So, your market audit helps 
you:
◉ Know if that niche or space is generally profitable 
◉ Also helps you know how much profit is possible, and
◉ Also, if you need to change niche for better profitability

So How Does This Matter To Your Growth & Profit?



Here you want to audit and find out:
● Is our model of doing business still 

profitable?
● Is it more profitable for us to outsource than 

produce in house or otherwise?
● Is there a much better business model that 

can leverage the resource we have and 
produce more profit?

● Are there alternative income generation 
channels?

3. YOUR BUSINESS MODEL  



Here you want to audit and find out:
● If your marketing channels are still working 

out?
● What your cost per acquisition is?
● How much marketing budget you need to 

have in other to generate a certain amount 
of prospect 

● How well your marketing strategy is working
● How much result you are generating from 

each channel and the overall mix. 

4. YOUR MARKETING



Here you want to audit and find out:
● If you actually have a working sales plan 
● If your sales process is working out 
● If your business offering is reaching the key 

decision makers
● How many deals you are closing
● How long it takes to sign on a new customer 
● What’s your customer lifetime value
● Which customer segment is actually more 

receptive to your offer
● Which activities help you sell more to each 

customer (discount, loyalty reward, etc)

5. YOUR SALES



6. YOUR COMPETITORS

Here you want to audit and find out:
● Is someone else serving your customers better 

than you do?
● What’s working for your competitors?
● What’s your SWOT analysis?
● What is your business ‘vulnerability’ that can be 

easily taken over by your competitors?



Here you want to audit and find out:
● If your staff are in the right place
● If there is any pitfall that is making customer 

experience or service delivery drag 
● If your staff are actually delivering to 

optimum
● If a process you are adopting to get each task 

done is producing the result you envisage.

7. YOUR STRUCTURE



Repeat customers is the lifeline of a business. And here is why? 
◉ It simply means you are doing something right 
◉ Acquiring a new customer comes with acquisition cost, think 

marketing budget, sales and closing efforts budget, time etc. A 
repeat customer keeps your business growing, hence increase 
in profit.

◉ Your structure and business efficiency directly affects your 
business profits

So How Does This Matter To Your Growth & Profit



What Do You See?
Growing your profit in your business is not just 
about ‘making more sales’, it’s a mix of a lot of 

other crucial things. 



THIS IS WHERE THE COMPLEXITY IS
Tracking The Right 
Things
This is really crucial, 
tracking the right things 
gives you the right 
information, tracking the 
wrong things give you a 
totally wrong information.

Drawing The Right 
Parallels From Your Data
You want to make sure you 
are combining the right set 
of formation. 

Making The Right 
Deductions
This is also really 
important, your 
deductions are eventually 
what you build your follow 
up action around.



Let’s Review a Real 
Business

Getting practical 3



So How Do You Use This 
Audit To Grow Your Profit?

Growing with data 4



3 SIMPLE PROCESS

Digest the 
audit 

Follow up 
immediately 

Observe result 
and optimize



WHAT YOU WANT TO KNOW FROM EACH AUDIT SECTION IS:

Flywheel

These are things you are not 
sure about yet. If you are 
doing this audit yourself, you 
might need to book a call with 
a consultant to find out more. 
Or you just search for industry 
benchmarks.

What Needs Further 
Confirmation 

Here is what can wait. 
Usually, they will be things 
that will increase your profit 
on the long run. You also want 
to fix a date to get it done (or 
else, you might forget)

What Should Change 
Later + When

Here you put things that looks 
great, may be things that are 

working or those that don’t 
need any adjustment.

What Should Stay

Here is what you need to work 
on RIGHT AWAY. 

What Should 
Change NOW



◉ How that insight threaten your existence as a business
◉ How much profit is at stake (whether in addition or 

removal)
◉ What is possible structurally 
◉ How does it align with your goals and values
◉ Do you have the runway/resources (cash, time etc) 
◉ If there are other alternatives

YOUR FOLLOW UP ACTION CONSIDERATION WILL BE AROUND



OVERALL,
A great audit + 
right analysis + 

ruthless implementation of follow up action =
 constant business growth & profit increase



So How Can We Help? 5



Place your screenshot here

EZADVISORY’s BUSINESS 
GROWTH AUDIT WORKBOOK: 
● Exhaustive checklist of data 

points  to audit 
● Clear information on where 

to find it
● Insightful narration on how 

to interpret it. 
Price: $25
Link: advisory.equilibriumzone.org/shop



EZADVISORY GROWTH AUDIT SERVICE

Would you like to have an expert carefully 
analyse your business growth and then make 
insightful suggestions on how to grow your 
business?

Book a free 15 minutes call to help us learn 
about your business.

advisory.equilibiriumzone.org/freecall



CLARITY CALL
Get on a call with one of our 
expert and ask anything around
● Business model 
● Market analysis
● Marketing
● Sales
● Technology
● Business Innovation

Price - $100 / Hour
Link: advisory.equilibiriumzone.org/claritycall



Place your screenshot here

EZADVISORY’s BUSINESS 
GROWTH STRATEGIC PLANING 
WORKBOOK: 
● Step by step guide to 

planning 
● List of strategic ideas
● Clear guidelines to know 

which to pick and apply to 
your business.

Price: $50
Link: advisory.equilibriumzone.org/shop



THANKS!
We hope you got value! 

We deeply care about your business growth!
Do not hesitate to let us know how else we can help

Email: advisory@equilibriumzone.org
FB, IG, Twitter, LinkedIN: @ezadvisory
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