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SYMPTOMS

BUSINESS RUNS YOU

NO PERSONAL TIME

YOU ARE OVERWHELMED

YOU SEE NO PATH FORWARD
WORKING [N NOT ON BUSINESS
LACK GOALS & STRATEGIES




SYMPTOMS

NOT ACHIEVING GROWTF
POOR COMPANY CU LTMRE
LACKING COMPANY
ORGANIZATION AND SYSTEMS
YOU DON’T MANAGE BY KPIs
SALES IS UNFOCUSSED

PLAN




HOW YOU SEE YOURSELF




YOUR RELATIONSHIPS ARE CHALLENGED



M;a\yLb e It’s Time




L

MY APPROACI

THE WHY
PHILOSOPHICAL &
ACADEMIC CONCEPTS

THE HOW
PRACTICAL EXECUTION



3 PILLARS FOR
_BUSINESS SUCCESS

Sales & Financial
Marketing & Admin
Competency  Competency

Operational
Competency




OPERATIONAL
COMPENTENCY



SYSTEMS

RUN BUSINESSES

WELL TRAINED
EMPLOYEES OPERATE
THE SYSTEM



SYSTEMS

' P@é ORDER ENTRY

- PRODUCTION FLOW

+ INSTALL CHECKLIST

- SALES SCRIPTING

c MARKETING SYSTEMS
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SALES AND
MARKETING
COMPENTENCY




WHO GETS
TO BE YOUR
CUSTOMERS?




FEACRITERIA

PROFITABILITY GROWTH

SIZE OF JOB POTENTIAL

SIZE OF CUST GEOGRAPHY

PAY AS AGREED EQUIPMENT
RELATIONSHIP TALENT/SKILLS
VALUE US CULTURE/VALUES
FUN OR PIA MARKET ENTRY






THE BFD SALES SYSTEM

B Benefit to the prospect (motivator)
What's in it for them?

F Feature or fact of the product/service
Shows how the benefit is delivered

Differentiator
Shows how you are different







MEASURE
SUCCESS

(



Peter = Dr4ucker

=




KPI Dashboard

Revenue 2016 Net Profit Margin | 2016 vs 2015

E— ¥12.59% in 2016

... compared to 14.5% in 2015
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HIGH VALUE TIME

Three things you do that bring HIGHEST VALUE

to our business.
How much time do you spend (hours per week)

The three things that bog you down most.
How much time do you spend (hours per week)

Where can YOU improve to make you more
efficient and your company more profitable?
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ACCOUNTABILITY

) IMPROVING ADVANTAGES MUST soLvine
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BOSS OR LEADER

LEJ\DER

Demands Coaches
Relies on Authority Role Models Behavior
Issues Ultimatums Generates Enthusiasm
Uses People Develops People
Takes Credit Gives Credit
Places the Blame Accepts Blame
Says “Go” Says “Let’s Go”
My way is the only way I’'ve got your back







CHARACTERISTICS OF SMART GOALS
* Specific
e Measurable
* Accountable
* Realistic

e Time Bound






Livx

| .\uﬁ.ﬁ .' —_
——— N A u
ETAL - ""“Jt,'i‘ '
NOXCETS SEMRLA
e ”": \ l ' /-
- Y, J—
o‘ L'& \ ~ _) 'h?_‘;.‘.';:r(‘_ "* A‘A; l“(a
.. TREARSC y. -
a - f A \ ‘. ‘
SOCIAL ~ |' : '
\ T welyS | \
~ ]
“Sfaop

IS your —
Strategy?




z — =
. AT s a0 Ao 57 S e COUS et

- - PERGETT st P R A e E i
< o RO chemd S S T e Sos LT FERATS. 2
z S 5T L e e S SRR EVE e iy R e R e o
=5 S e PRy ST ol 2 PN . Tos oSS o ~ RS -5 & 3oty e &2 DR e SfC S A R
= LS S R O o % A o il S8 R e >

; TR . ) . el e et 2 S Pk S

B e e 1 A e - = 05 % o= =
i3 o LR o B s Rt B o s B L N AR b - =4 7=
T i L o ey s Py s A SRR aenlpll S X TR . el e
oy ¢ S S ate et Y A et s Sty B S e A5 AP g

= —_— T T DA g e sy N b A R R ) SR
Tl i i el i e, g G e R e
T el LSRRG e e -






ACCOUNTABILITY






INVESTMENT

TWICE MONTHLY COACHING SESSIONS - $800/Mo
2 — 2 hour Skype sessions each month
Phone and email support
Planning, evaluating, coaching



CURRENT SIGNWORLD
CLIENTS

SIGNS FOR SAN DIEGO — FRANK MURCH

SEQUOIA SIGNS — TOM & MEGAN SCHNURR

DIAMOND SIGNS & GRAPHICS — MARK BAILIN
SUNRISE SIGNS — ADAM SOKOLOFF

G-FORCE SIGNS — GREG GHEZZI

SPECIALTY GRAPHIC SOLUTIONS — KELLEY CAMPBELL



Peter Wolf

Wolfpack Business
Coaching
(619) 606-7139

© 2018 Peter Wolf



