
+255 742 850 702

www.lysonlaw.co.tz

Dar es Salaam

Why Are We So Willing to Accept

Mediocrity in Our Business?

Why are we so willing to accept mediocrity in our
business and unwilling to invest in some help?



WHY ARE WE SO WILLING TO
ACCEPT MEDIOCRITY IN OUR
BUSINESS?

It is a blunt question, but it is one
every business owner should ask
themselves.
Mediocrity rarely announces itself. It
arrives quietly: another month where
the numbers are “fine”, another week
where the owner is still the
bottleneck, another meeting where
everyone agrees something needs to
change but nothing really does.

For many law firm owners and
professional service business owners,
this is the danger. The business may
be profitable enough to survive,
respected enough to win work, and
busy enough to feel successful. Yet
beneath the surface it may still be
over-dependent on the owner, under-
managed commercially, and lacking
the structure needed to grow, scale, or
eventually transfer value.

That is not failure. But it is not
excellence either.

The uncomfortable truth is that many
owners tolerate this middle ground for
years, even when the cost of staying
there is far greater than the cost of
getting help

The Real Cost of “Good Enough”

“Good enough” feels safe because it
does not demand immediate change.
If the firm is paying salaries, serving
clients, and producing a reasonable
profit, it is easy to convince yourself
that the business is broadly on track.

But good enough has a price. It costs
you in lost margin when pricing is not
properly reviewed. It costs you in lost
time when every important decision
still comes back to you.
It costs you in missed opportunities
when there is no clear growth plan,
no consistent performance rhythm,
and no accountable structure.

In law firms, this problem is especially
common. Many firms begin with the
owner’s  technical skill, personal
reputation, referral network, and
determination. Those qualities create
the first level of success. But what
creates success at one stage can
become the constraint at the next.

If clients only want the owner, the firm
has a problem. If staff wait for the
owner to approve routine decisions,
the firm has a problem. If the
workflow, pricing logic, client
standards, and growth strategy sit
mainly in the owner’s head, the firm
has a problem.

Not because the owner is doing
something wrong, but because the
business has not yet been built to
stand strongly enough without them

Why are we so willing to
accept mediocrity in our
business and unwilling to
invest in some
help?



Most owners do not avoid help because they are careless. They avoid it
because they are capable.

That is the irony. The same traits that made the business possible resilience,
independence, problem-solving, commercial instinct, and sheer persistence
can become the very traits that stop the owner from asking for support.

They tell themselves: “I should be able to work this out.” “It is not bad
enough yet.” “I do not have time.” “I do not want another cost.” “I just need to
get through this busy period.”

Some of that may be true. But if the same issues keep recurring, the problem
is probably not a lack of effort. It is a lack of structure.

And structure is hard to build from inside the day-to-day noise of the
business.

A good business coach does not simply add more tasks. The value is in
helping the owner
see the business clearly, separate symptoms from causes, prioritise the work
that actually moves the numbers, and create a practical rhythm of execution.

The first step is not to buy a complicated strategy or hand over control. It is
to admit that “fine” may no longer be good enough.

WHY OWNERS DELAY GETTING HELP.

If you are really keen to start to transform your business, have go on this 15
question analysis tool, with my compliments.

https://theprofitcoach.com/score/taff-kara
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