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‘This book is straightforward, factual and to the point. Any Leader
responsible for business growth should read it! A blueprint full of
practical ideas and tools to inspire you into action’— Craig Donaldson -
Chief Executive Officer , Metro Bank (RANKED NUMBER ONE IN
GLASSDOOR’S HIGHEST RATED CEO 2016) If you asked a cross-section
of business leaders, business owners and entrepreneurs what their
biggest business challenge is, you would probably hear the same
recurring thought: growing their business in a sustainable, predictable,
yet profitable way – quickly. It’s a reality that most businesses and
individuals never reach their full potential, always yearning for the
‘thing’ that will catapult them into significance, but never really finding



it. Whether you’re an entrepreneur starting out, or a director, executive
or business leader climbing the corporate ladder, the building blocks of
Built to Grow are universally applicable. Developed in the real world
laboratory of thousands of businesses in twenty-seven countries
spanning over two decades, Built to Grow is a proven, time-tested
model to unlock the real potential in your business. Avoid the common
pitfalls of a trial and error approach to business growth. Built to Grow is
full of practical strategies, tools and ideas, backed up with real world
case studies to illustrate what can be achieved - leaving you equipped
to transform your businesses performance and drive tangible results.
Built to Grow is destined to become your handbook, your ‘go to’ guide,
your roadmap to accelerated, sustained and profitable business growth.
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The story of the Lockerbie tragedy from the build-up of the terrorist
threat in the summer of 1988 to the indictment of Libyan agents for
their part in the bombing. It examines the facts surrounding the
sabotage of the flight and the weaknesses in Pan Am's communication
and management policies.


