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Before diving into this PDF, learn the “why” behind this 
exercise in one of two ways. Either:

Read the blog post 
Click here to start reading1

2 Listen to the podcast episode  
Episode #43

http://buildingastorybrand.com/episode-43
https://itunes.apple.com/podcast/id1092751338?mt=2&ls=1
https://itunes.apple.com/podcast/id1092751338?mt=2&ls=1
https://itunes.apple.com/podcast/id1092751338?mt=2&ls=1
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What if there were a roadmap that showed you all the major milestones your business 
was going to hit as it grows? Wouldn’t it be great to know what’s coming next and how 
to navigate well?

That framework exists, and we’re going to explore it in depth on this week’s episode of 
the Building a StoryBrand podcast. Donald Miller sits down with David McKeown of 
PredictableSuccess.com. He and his father Les have developed this framework over 
decades, and they’ve seen it prove out in countless companies, regardless of their size 
or industry.

When you understand these seven stages, you’ll understand how to strike a perfect 
balance between innovation and processes. And when that happens, the success of 
your business becomes a lot more predictable. 

Stage 1 - Early Struggle

If you dread payroll every two weeks, you’re probably in the “Early Struggle” phase 
of growth. In David’s words, this is “all about a pursuit for a profitable, sustainable 
market.” Is your product viable? Does it work? Can you finance it? 

Stage 2 - Fun

In the second stage, simply called “Fun,” there’s a little more money in the bank at the 
end of the month than there was at the beginning. You’ve figured out your product or 
service, and now, as David puts it, “fun is all about mining the profitable, sustainable 
market.”
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Stage 3 - Whitewater

Part of what makes the Fun stage so fun is that everything is relatively simple. As a 
visionary and an operator, you can say “yes” to every idea and implement it quickly. 
But over time, your business gets more complex.

You drop the ball a bit more. Orders fall through. Quality suffers. Your teams aren’t 
aligned. And that’s when you know you’ve hit the “Whitewater” phase -- when you’ve 
got “a systemic issue with complexity,” as David puts it. All these mistakes and poor 
communication cost you money, so all that great profitability you were enjoying in the 
Fun stage has diminished a bit.

Stage 4 - Predictable Success

This fourth stage, “Predictable Success,” is the goal you’re trying to both hit and stay 
at. 

David defines it as “a balance between the the creativity that grew the business in the 
early days, and the systems and processes that allow for repeatability and scalability.”

You’ve figured out your processes without losing sight of the vision, and now you know 
you’ve got everything in place to succeed.

Stage 5 - Treadmill

Hopefully everybody reading and listening will reach and stay at Predictable Success. 
But what happens if you don’t? That’s when you hit the “Treadmill” stage. It’s the polar 
opposite of Whitewater.

As David explains it: “In Whitewater, we’re under-processed for the first time in our 
existence for the need of the business. In Treadmill, we’re over-processed. We’re 
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a little bureaucratic. We’re a little arthritic. Form becomes more important than 
function. Completing a checklist becomes more important than what the checklist is 
supposed to enforce.”

Stage 6 - The Big Rut

This next stage, “The Big Rut,” is just like Treadmill, but in this case, the bureaucracy 
has been entrenched and accepted.

This is the DMV. And you hate going there because of it. Organizations in this stage 
don’t really care about customers. The mentality here, as David puts it, is: “We’re 
over-processed, but nobody really cares. Everybody’s fine with it, apart from the 
people that have to deal with it.”

Stage 7 - The Death Rattle

This is the bitter end, “The Death Rattle” of the company. The visionary is long gone. 
The operator has left, too. 

Now all that’s left are processors who are there, David quips somewhat darkly, “to 
make sure we go bankrupt on time.” Think of Blackberry. Blockbuster. Soon enough, 
Sears.
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Reflection
Which of these stages do you identify with? 

Why?

What can you do to move toward Predictable Success (if you’re not already there)?
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http://www.storybrand.com/workshop
http://amzn.to/2q5o6Pm

