
When “Good Decisions” Lead to Poor Results

How to Make Better Business 
Decisions as a Business Leader



As business leaders, we always strive to make the right decisions for our 
businesses and our employees. Unfortunately, not every “good decision” we 
make leads to the desired results we intended.

In many cases, our “good decisions” were made with the best information 
available to us at the time, unfortunately it simply wasn’t good enough.   
Basing critical business decisions on incomplete, outdated, or inaccurate data 
can have catastrophic impacts on your business.  

Perhaps inaccurate data is what lead to this cataclysmic business decision 
by Excite.com® CEO, George Bell. In 1999, Bell, CEO of one of the original 
internet portals, rejected an offer to acquired Google for $750,000.  Shortly 
afterwards, in 2004, Excite was acquire by Ask.com (AskJeeves.com). Today, 
Google is worth more than $350 billion USD and Excite.com is only a search 
result within Google’s universal search engine.

Bell was a highly capable and well respected business leader, and at the time, 
likely felt he had made the “best decision” for Excite based on the business 
data available to him. Unfortunately, the data wasn’t good enough to help 
Bell make the right decision for the business.

While Bell ran an enterprise business, not a small-to-medium sized business 
(SMB), many of the challenges enterprise businesses face are the same, such 
as poor data quality and/or lack of data all together.  In truth, small business-
es face the same grave consequences as enterprise businesses that make 
bad decisions based on bad data with approximately 50% of new small  
businesses failing in the first five years.

Without access to accurate and complete data, the “good decisions” we 
make can lead to poor results. To avoid making “good decisions” that lead to 
poor results, let’s look at the top three reasons “good decisions” go awry: 

INTRODUCTION
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INACCURATELY PREDICTING 
CASH FLOW OR  
WORKING CAPITOL

[1]

Trying to base sound business decisions on inaccurate cash flow or 
working capital projections is like collecting sand in a sift. If you can’t 
trust the historical cash flow data, you will struggle to accurately  
predict future cash flow requirements. 

Even worse, when you’ve made a “good decision” based on the  
available information, then you run into cash flow/working capital 
challenges, the situation is seldom easily fixed and usually leaves 
you, the business leader, having to make yet another (hasty) decision 
based on what you now know is suspect data. 

Not clearly understanding your working capital requirements, on a 
day-to-day and quarter-to-quarter basis adds significant business 
risk and no end of frustration and anxiety. It can be the difference 
between buying Google or being bought by Ask Jeeves, just ask 
George Bell.

Clarity into your cash flow and working capital requirements only 
comes with having the right systems in place, one that accurately 
tracks your business data and presents it in a way that leads to in-
sights and sound decisions. A comprehensive Customer Relationship 
Management (CRM) system can be invaluable for tracking, reporting, 
trending and forecasting your cash flow requirements, predictions 
and projections. By collecting accurate sales and business data, you 
can more confidently make more of your “good decisions” the right 
decisions.

A comprehensive CRM system 
can be invaluable for tracking, 
reporting, trending and  
forecasting your cash flow  
requirements, predictions and 
projections.



HIRING TOO FAST, 
FIRING TOO SLOW

[2]

As business leaders, we often find ourselves in a bind during critical 
phases of growth and contraction.  We are often in a rush to find 
the “perfect candidate”, but when that candidate turns out to be a 
“squatter” rather than the “owner” we thought we hired, we are slow 
to recognize and evacuate the invader before our house is damaged. 

So why are our hiring practices inherently flawed? The data on which 
we base our human resource practices is often inaccurate, leaving us 
ill prepared and uninformed when making critical business decisions 
about the resources responsible for the very future of our business. 
For clarity, the best sales campaign many sales professionals run is 
the one that leads to them getting hired. Unfortunately for these in-
dividuals the largest commission check they often cash is their sever-
ance.

In reality, the best hiring decisions are made based on actual met-
rics, not gut feelings or personality fit. As such, when hiring new 
members to your sales team, you use the behavior and successes of 
your current sales professionals to find new professionals that are 
likely to have the same success by “testing” the new hires for similar 
strengths based on the sales metrics you have collected with a CRM 
system.

Ultimately, the timing of our hiring and firing decisions are often 
based on business data. If the data is inaccurate, we may hire pre-
maturely or too late, to avoid a cash flow crunch or revenue decline. 
Bad data models or structures is business poison; that can seep into 
every artery and process, making all your data unreliable and “good 
decisions” accidental.

To reverse the erosion of reliable business data you must have the 
right systems in place for accurate checks and balances. A properly 
structured CRM system is instrumental in tracking organizational and 
individual performance. It identifies outstanding and underachieving 
employees and delivers the information and insights required to pro-
actively manage and control your business. CRMs deliver a myriad of 
tools to help you market, sell, and service your clients more effective-
ly but ultimately it provides the critical information required to confi-
dently make choices that drive predictable business results. 06

“ “The best hiring decisions are 
made based on actual metrics, 
not gut feelings or personality 
fit.



[3]

Inventory stock-outs often lead to good companies losing both new orders and 
important customers. Excess inventory on the other hand can tie up your work-
ing capital and negatively bias sales order and proposal recommendations. 

Without access to the right inventory data, smart leaders often find themselves 
making bad decisions. Blockbuster, an inventory heavy enterprise with more than 
3,000 brick and mortar stores in the United States alone, guaranteed videos/
DVD availability at each and every location. In the late 1990s, non-brick and mor-
tar competitors like Netflix were entering the marketplace with alternatives to 
traditional storefront DVD rentals. In 2000, Blockbuster had the opportunity to 
purchase Netflix for a mere $50 million; an opportunity the seasoned Blockbuster 
leaders passed on. 

Unfortunately, Blockbuster did not accurately interpret the trends in the market-
place. While Netflix clearly saw the expansion and availability of the worldwide 
internet could enable streaming online video, Blockbuster was focused on his-
torical data and failed to accurately project the future needs and desires of their 
customers, and ultimately the direction of the market.

Again, Blockbuster is not SMB, but as a SMB leader you can relate to the issue 
of having little insight into industry trends and customer preferences. If Block-
buster had the right systems in place, perhaps their leaders would have chosen 
to acquire Netflix, which would have giving them a prominent role in the future 
direction of the content industry. With a properly configured CRM system  in 
place, Blockbuster may have been able to observe  trendlines  that showed their 
customers renting fewer and fewer DVDs each month (specifically in regions with 
higher bandwidth availability), which may have provoked them to ask important 
question about “why”?  

With a CRM system, Blockbuster could have also conducted early adopter surveys 
of their customers to determine if they would like to receive DVDs in the mail, 
instead of visiting a physical location, and if that option was still preferable if it 
meant waiting a few extra days. The point is, without access to the right data your 
market share could be slowly eroding, leaving you in blissful ignorance.

POOR FORECASTING 
CAUSING EXCESSIVE/ 
INADEQUATE INVENTORY

“ “Without access to the right data 
your market share could be 
slowly eroding, leaving you in 
blissful ignorance.
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Bad decisions are seldom made by bad decision makers. It’s the quality or the limited 
availability of the data that is often to blame.  

Consolidating data into a single system to provide business leaders with a reporting 
and forecasting infrastructure they can depend upon to make smart choices; which lead 
SMBs to accelerated growth and higher profitability.

Find out what a Customer Relationship Management (CRM) system can do for your 
business from the CRM experts that have helped hundreds of smart leaders make better 
decisions based on accurate business data. Leave the bad decisions to the bad leaders. 
Schedule your 20-minute, risk-free discussion with an CRM and reporting expert today.

BAD DECISIONS AREN’T MADE BY 
BAD LEADERS

[Schedule your     
  free consultation]
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(whycrm.powerobjects.com/contact-us.html)


