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Entrepreneurial Score
Where are you on your journey from being self-employed to truly being an entrepreneur?
Rate yourself from 1-5 between each of the nine pairs of statements below to get your Entrepreneurial Score.

A,
1 Always
rarely B

A,
2 Mostly
sometimes B

STATEMENT A

evenly split
3 I’m
between A & B

MY SCORE

B,
4 Mostly
sometimes A

B,
5 Always
rarely A

STATEMENT B

I spend my me reac ng to requests from
customers personally and ‘pu ng out ﬁres’ as
needed.

Ac vi es of my business are broken down into
repeatable and scalable processes which have been
documented in the form of training manuals.

If I took next week oﬀ, the ac vi es of my business
would grind to a halt un l my return.

The day-to-day ac vi es of the business are carried
out whether I’m present or not, even when I’m
away unexpectedly.

Even though I have a list of things I need to get
done today, my inbox will ul mately decide how my
me will be spent.

I spend my me analysing the recent performance
of the business, uncovering opportuni es for
improvement and planning future growth.
My business plan is well documented and all
members of my team have a clear picture of where
we are headed, and how we’re going to get there.

My business plan is clear in my head, but not yet in
wri en form.

My customers have a direct rela onship with me
personally - any connec on to the brand of my
business is secondary.

My business has a strong brand because the
experience provided to my customers is always
consistent, regardless of who is providing service.

My business provides me with a job in the business,
doing the work of the business.

I am a shareholder in my business. The purpose of
the business is to provide me with a return on my
investment, while crea ng jobs for others.

I can’t imagine selling my business. It’s my baby
and it will never be for sale.

My ul mate goal is to sell my business, and I am
open to oﬀers at any me.

The total revenue my business is able to generate is
a direct reﬂec on of the amount of me I'm
able/willing to put into it.

My business model can be scaled up indeﬁnitely
and I view the present version of my business as a
training ground for what it will become tomorrow.

I do not create a monthly Proﬁt and Loss statement,
rather I use my total sales as the sole benchmark to
determine how my business is performing.

Revenue streams are just one indicator I use to
gauge the performance of my business. Proﬁt
margin and cri cal KPIs are more important.

TOTAL
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It’s important to understand that a higher number is not necessarily ‘be er’ than a lower one, but rather a
reﬂec on of where you’re at on the scale between me spent in ‘self-employed mode’ and me invested as
an entrepreneur. Nobody is en rely one and none of the other - we’re all a blend between the two.
For the purpose of this exercise, we’re assuming entrepreneur is ul mately the goal. Below oﬀers a snap
shot for where you are on the scale and what your focus should likely be right now.

5-12

12-24

25-36

36-50

You are likely in the early stages of star ng your company, or are a one-personshow. Think of this as the ’proof of concept’ stage - a prototype of sorts. Your focus
right now should be on how best you can u lize your ﬁrst employee(s) (or contract
help), and how will you ensure they are able to carry-out the day-to-day ac vi es
of the business in a consistent fashion while maintaining proﬁt margin.

Your business has started to gain some trac on. Congratula ons! Ge ng past the
proof of concept stage is an accomplishment in itself. You’re likely s ll doing some
of the key work of your business personally, so your focus right now should be on
documen ng all the systems that make our business ck. The goal is a series of
training manuals that allow any process/ac vity/service of the business to be
performed by rela vely green staﬀ with rock-solid consistency.
By now you’ve go en a taste of what it’s like to truly be an entrepreneur disconnec ng yourself from the day-to-day ac vity of your business. This can be
one of the most exci ng mes in the evolu on of your venture, since now you have
some control over where you invest your me. By now, your business plan is likely
out of date. It’s a great me to revisit and rejuvenate your strategic plan.
Whoa - you’ve made it to the stage where the majority of your me is spent
improving and growing your business, versus reac ng to the day-to-day demands of
the business. Congratula ons! You’ve likely also picked up some bad habits along
the way. As entrepreneurs, we o en become mesmerised by top line growth. Now
is a great me to assess the quality of revenue in all areas of your business. Do a
real gut-check and make some tough decisions - it’s absolutely necessary to prune
away unproﬁtable product lines and service oﬀerings as well as cu ng loose
deadweight customers (yes, that likely feels a li le uncomfortable to read, but it
really must happen).
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