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HOW	YOU	SEE	YOURSELF	



YOUR RELATIONSHIPS ARE CHALLENGED 
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 3 PILLARS FOR 
BUSINESS SUCCESS 

Sales	&	
Marketing	
Competency	

Operational	
Competency	

Financial	
&	Admin	

Competency	
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THE BFD SALES SYSTEM 
Benefit	to	the	prospect	(motivator)	
What’s	in	it	for	them?	

F 
B 

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

 D Differentiator	Shows	how	you	are	different 











•  NEW ORDERS  
•  BILLED ORDERS 
•  WIP 
•  DAYS AND $$ A/R 
•  CASH FLOW 
•  P&L COMPANY 
•  P&L CATEGORY/CUSTOMER 
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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? 

2 
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CHARACTERISTICS	OF	SMART	GOALS	
•  Specific		
•  Measurable	
•  Accountable	
•  Realistic		
•  Time	Bound	















 
 TWICE MONTHLY COACHING SESSIONS -  $800/Mo 

 2 – 2 hour Skype sessions each month  
 Phone and email support 
 Planning, evaluating, coaching 



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 
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