BUSINESS CUBE LOGIC - SME DECISION GUIDE

Avoiding the 4 Single-Dimension

Decision Traps

With BCL — from firefighting management to a systematic winning game

One-dimensional decisions solve a small problem — and ignite a fatal crisis.

See every move through three cubes, and rebuild your power to decide.




INTRODUCTION

Why "Single-Dimension" Decisions Quietly Kill Your Business

Running an SME means dozens of decisions a day — and many owners fall into a firefighting, single-dimension mode.

Q. Sales slipping? Q. Cash flow tight?

Slash prices and run a promotion! Cut the marketing budget!
Q. A hot trend appears? Q. Orders surging?

Expand the product line overnight! Buy equipment and hire fast!

Treating the head when the head aches ignores the fact that business is a highly interconnected 3D system.

BCL shows: every move triggers chain reactions across Company.Cube - Market.Cube - Regional.Cube + Global.Panel.

Lacking the 3D view, you "solve" one small problem — and ignite a fatal crisis.
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TRAP 1 - THE SALES TRAP

Blind Price Wars — Trading Profit for Volume

THE BLIND SPOT

When rivals cut prices or sales dip, the reflex is to cut prices to pull
customers in. This single-dimension view stares at Volume (V) — and
ignores unit Profit (P) and the industry's profit room (Market Price —

Industry Cost).

THE CONSEQUENCE

Thin-margin volume is an illusion. Without scale-based cost advantage,
margins get crushed — and once raw materials (IC(P)) or rent rise, you
enter the bleeding state of "the more you sell, the more you lose", until

Continuity (C) is destroyed.

BCL 3D SOLUTION

Segment high / mid / low-margin markets — Ic

Market.Cube — judge whether the target marke
Low-margin arenas (street-side coffee, deep-d

extreme cost control and huge scale (high V)

Company.Cube — check whether your produc
industry average. If not, protect a fair unit pro

through differentiation and service — not pric



TRAP 2 THE EXPANSION TRAP

Chasing Market Hotspots — Ignoring Internal Capacity

THE BLIND SPOT

A hot track (healthy baking, Gen-Z check-in products, cross-border e-
commerce) or a big one-off order triggers new lines, new equipment, new
hires. The view sees only external demand (Market.Cube) — and ignores

internal capability (Company.Cube).

THE CONSEQUENCE

When the peak or hype passes, the new equipment sits idle (e.g. ovens at
70% idle) with heavy depreciation and fixed costs. Unstable processes and
a mismatched marketing team make the new products "made poorly, sold

worse" — draining the core business's cash flow.

BCL 3D SOLUTION

A 3-layer checkup to assess your real capacity.

Layer 1 - Financial capacity — compute the ROA and depreciation risk of the

new fixed assets.

Layer 2 - Four-function fit — can management, finance, production and

marketing actually cross over?

Layer 3 - Make-or-Buy — for uncertain demand, prefer flexible capacity (OEM
/ outsourcing / process optimization) over heavy-asset bets. Keep the

business agile.
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TRAP 3 - THE COST-CUTTING TRAP

Across-the-Board Cost Cuts — Killing Future Growth

THE BLIND SPOT

When results slide, owners "stop the bleeding" by slashing marketing, R&D
budgets or core staff across the board. The view sees only today's expense

(Cost) — not the operating efficiency and future value behind it.

THE CONSEQUENCE

Cutting marketing cuts off future customers (Customer); cutting R&D and
quality control weakens the product. Spending drops in the short term —
but Volume (V) collapses next, dragging the business into a deeper vicious

cycle.

BCL 3D SOLUTION

Diagnose "function efficiency" precisely — at layer 2, not the surface.

Compute ROl — don't cut blindly. Measure the real return of each of the four
functions (revenue + marketing cost, profit + management cost). Cut low-yield

admin waste; keep high-return acquisition channels.

Find the real source of the bleed. Cash tightness rarely comes from “doing
marketing" — it usually hides in layer-3 processes: receivable terms stretching
to 4-5 months, or raw-material inventory piling up. Treat the root cause, and

the bleeding stops precisely.
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TRAP 4 THE COMPLIANCE & ENVIRONMENT TRAP

Heads-Down Work — Blind to Macro & Policy Shocks

THE BLIND SPOT

Many owners treat GDP, government policy and global supply chains as
"big topics" unrelated to a small business — heads down making products,
ignoring shifts in Regional.Cube + Global.Panel and the industry conditions
(IC).

THE CONSEQUENCE

Supply-chain shocks spike raw materials (e.g. wheat / butter +20%) and
profits vanish before prices can adjust. Ignoring food-safety rules, labeling,
environmental policy or minimum-wage changes can mean heavy fines —

or even shutdown.

BCL 3D SOLUTION

Build an IC(P) / IC(V) early-warning transmission mechanism.

Separate IC(P) from IC(V) — identify whether an external factor hits Volume
(IC(V): logistics limits, upstream supply) or Profit room (IC(P): raw-material

hikes, compliance costs, minimum wage).

Build the defense chain early — when compliance tightens or costs are set to
rise, respond in advance: process improvement (less waste), product-structure

upgrades (higher value-added lines), or hedging to absorb the pressure.
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CONCLUSION - UPGRADE YOUR BUSINESS OS

From Single Dimension to the PVC Balance

SME competition is, at its core, a competition of decision dimensions and resource-allocation efficiency. Single-di

experience and luck — 3D decisions run on logic, data and structure.

Company.Cube Market.Cube Regional.Cube - :

The internal cube — the real capacity of your 4 The market cube — the dynamic balance of The environmenf (
core functions and 9 process stages. Market Price, Industry Cost, Customer, Competitor and global trend

and industry conditions.

Only with a three-dimensional view can you achieve steady, long-term growth in

P Profit V Volume C Continuity




NEXT STEP - GO DEEPER

Escape the single-dimension traps —

build three-dimensional competitiveness for your business.

The BCL Executive 3D Decision Masterclass is designed for SME owners and executives — the same

framework, applied to your company's real numbers.

In the course, you will learn to:
— Full-body checkup: find your bottleneck with the BCL 3-layer diagnosis
— Precision positioning: segment markets and claim blue-ocean space beyond price wars

— Dynamic resource allocation across management, finance, production and marketing

Content in English Content in Cantonese

Scan to enter the course page
https://business-cube-logics.teachable.com/p/sme-3d-decisions
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