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THE (HABITS OF

OManagement is doing things
right; Leadership is doing the
right things.O

Stephen R. Covey

_PEOPLE_

Powerful Lessons
in Persona] Chang
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Stephen R Covey




My Approach

Shift IDEAS to creates Results
Firehose= Increased Anxiety
Create PAIN NOW = Actions
End with Simple Solutions

What is ONE thing you will DO after this
workshop?
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Review Common Business Owner / CEO Issues
Business Assessment Across 6 Key Sectors

" Marketing & Sales

" Financial

" QOperations & Productions

" People

" Suppliers

" Innovation& Technology

Key Performance Indicator (KPI) Audit

# Quantifiable Measurements & Action PlanEach Area

Leveraging Technology
# A System to grow faster
Next Steps



IN THIS INTERACTIVE WORKSHOP WE WILL REVIEW
A COMPREHENSIVE STRATEGY FOR TAKING YOUR
ORGANIZATION TO THE NEXT LEVEL. BUSINESS
OWNERS ARE OVERWHELMED AND DISTRACTED
WITH DAY TO DAY ACTIVITIES AND TASKS. OWNERS
NEED TO MAKE IMPORTANT DECISIONS, QUICKLY,
WITH GREATER CONSEQUENCES, AND OFTEN WITH
LIMITED INFORMATION ON HAND. OWNERS
CONCENTRATE ON THE TACTICAL DECISIONS AND
OFTEN NEGLECT THE STRATEGIC ONES

LEARN THE KEY PERFORMANCE INDICATORS AND
QUANTIFIABLE MEASUREMENTS THAT REFLECT THE
CRITICAL SUCCESS FACTORS OF A BUSINESS. THIS
SESSION WILL PROVIDE REAL WORLD EXAMPLES
AND TECHNIQUES FOR LEVERAGING EXISTING
RESOURCES AND A SYSTEMATIC APPROACH FOR
GROWING YOUR BUSINESS.
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1 50% of businesses only survive the first 4 or 5 years

1 Poor management has been stated as the #1 reason for fall
businesses

I Companies who revise their Key Performance Indicators
(KP1Os) by 10% are much more likely to reach their goals
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The profitability of the business depends on how well the
employees consistently perform critacaivities

Employees perform best when they understand how their
performance effects the bottom line, and how their
performance is measured

Small changes in critical areas can have a great imgaet o
bottom line

What gets measured gets done, and what gets rewarded ge
doneagain



TRIGR BUSINESS

KE2Y SECTORS

Marketing &ales
Financial

Operations& Production
People

Suppliers

Innovatior& Technology

OXg IS S COMR DR

Which Is Your Companies
Strongest Sector and why[?




SECTOR 1: MARKCET

SALES

" Market Share

" Brand Awareness

" Referrals

" Customer Loyalty

" Lifetime Value of a Customer
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Are Yod Iindispensable?

Binabig saltut o Pape Ciw. Ny rp a2 Db

OThe problem with competition
IS that it takes away the
requirement to set your own
path, to invent your own method,
to find a new way.O

- Seth Godin



E@IRIV FAN, AL TS A NQ H o -

VA I, RASST VLB AR BICAS MY B S S5

1 Can be a powerful way to
expand quickly.

1 Can generate positive PR &
possibly another business
name to associate yourself
with.




SECTOR 2: FINSANCIAL

OWhen | was 17 years old

and just starting the business_
my mother said to me, ODonOt
chase the money. It runs

really fast. Do the right thing
and it will follow you.O After
that | spent all my time
perfecting the model.O
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FINGANCIAL

' Revenue

I Profit Margin
I Gross Margin
I Cash flow

| Bad debts

| Depreciation
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Measures that matter across indus

Banking

Customer retention Capital expenditure Capital expenditure

Customer penetration Exploration success rate Store portfolio changes

Asset quality Refinery utilisation Expected return on new stores
Capital adequacy Refinery capacity Customer satisfaction

Volume of proven and probable
reserves

Assets under management Same store/like-for-like sales

Loan loss Reserve replacement costs Sales per square foot/metre

C B

More information on the Corporate Reporting Framework and our supporting industry-specific frareworks is available at
www.corporatereporting.com.
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Enhanced Narrative Reporting

Financial

Adjusted basic
earnings per share
(EPS)

Adjusted basic
sarnings per share ponca

Ao TS 3 SS0Uses anG mooncied
¥ena 17 O page 84

This measune of performancs
& calouEted as prollt befors
excapltional Rerma and cenan
m-meesunsarts for tha

yaar, sttributabia 10 aquity
shansholders of the panant
company, aiided by the
weignted sverage numiter of
sharea n issue durng tha year,

To cahvar growth i adjusted

Measuring our performance
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= Non-financial

= Lost-time injuries

(LTH

' Loat-time injurfes

— por 108,000 houms worana
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ot Sy paye 26 for CoOYraisty

Vo mpasure o5t time injuries
par 100,000 hours worked
The maornity of thase as
ncurrad through sips, ¥ips,
falls and manual randirg. YWe
uSe both ircidence rates and
acive ndcators 1o monitor
e aftaciveness of the health
anc salety (HAS) preventative
programmes that we run
throughous the Group.

Comnua 1O tarpat the reduction
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SECTOR 33
PRODUCT

OP=RATIDNS &
LN

Cost Per Unit
# Number of Employees

' Response Time

# Quality Data
" Timeliness
| # of orders failed before delivery

| # of orders not delivered on time
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Businesses with manufacturing or distribution activities
use IFOTIS (In Full, OnTime, In $pec

In_Full : 100% when a delivery is complete, and 0% if only fotre order
arrived, thus not meeting the custoragpectations.

# Forexample: if 125 chocolate Zclairs were ordered anavégdelivered
the score is®

1 OnTime : 100% when a delivery is made as agreed with the aerstom
otherwise the score is 0%.

# Forexample: if the customer wanted the delivery to be matihe in
morningand the product or service is delivered at 1.00pnsdbee is 0%.

1 In Spec : is a quality measure. If the product or service meetguality
requirement of the customer, score 100%, othersaeec0%.

PIEDMONT

. Va4
For a single order to score 100%, then all 3 elements must sc@ S S
100%



Jeffrey Gitomers

LITTLE BLACK BOOK
of GONNECTIONS

OAIl things being equal, people w
to do business with their friends. /
things being not quite so equal,
people STILL want to do business
with their friends.O

- JeffreyGitomer

=== (.5 ASSETS o=«
for Networking Your Way to
RICH Relationships



1 Help inspire employees to identify
what they are passionate about at
work, then provide them with projects
in their area of interest.

I Make sure everyone understands the
key role they play in contributing to
the success of the department;
creating positive team energy.

' Empower your employees to succeed
and provide them with opportunities
to learn and grow.
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Harvard Business Review Article:

How great companies think differently

Traditionallyeconomists and financiers have argued that #he sol
purpose of business is to make mdh#ye more the better. That
conveniently narrow image, deeply embedded in the American
capitalist system, molds the actions of most corporations,
constraining them to focus on maximizing steont profits and
delivering returns to shareholders.Their decisions are expresse
financial terms

If companies are to serve a purpose beyond their business
portfolios, CEOs must expand their investments to include
employee empowerment, emotional engagement, vahsesl

leadership, and related societal contributions U



MOTIYATIEG TTHE SUVLHINWNESS

OW/WNER

1 ldentify & remind yourself what you are passionate about a
work

I Be open to growing & expanding your vision, but also a

strong leader who knows how to focus on the key vision at
alltimes

1 Make time to take care gburself



SECTOR 33 SUPPLIZ RS

Satisfaction with Suppliers
# Responsiveness
I Costs compared to competition
# On-time delivery
" Overall satisfaction
| Defects (#,%)

Supplier Satisfaction
# Opportunity for profits while providing quality
I Responsiveness
# Payment




DIVERSF B Prodluact & Ssevvice

Examples of ways tdiversify:

Identify additional needs of the
demographic that youOre currently
targeting

Sellcomplementary products or
services to your existing customers
Expand into new geographies
Design Reseller Programs
Integrate othersO products

1 New revenue streams from multiple
markets
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SECTOR S: IMINOVYAT)ON &

TECei WD CCEGY

1 Online expansion to leverage a strong i
online presence arfdotprint (=

| Establishficient wagto keep in
contact & interact with new or existing
clients

I Designcontentmarketingstrategy
based on usdvehavior f
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(Key Performance Indicators (KPI) are
quantifiable measurements that reflect the critical
success factors of an organization.O



I A business may have one of its

KPIs be the percentage of its
iIncome that comes from
returning customers

1 A school may focus its KPI on

graduation rates of its students

A KPI for a social service
organization might be number of
clients assisted during the year
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KEY PERFORIMAMNCE

N O AT RS

I Reflect the organizatiomgeals
1 Are key to itssuccess
1 Are guantifiable (measurable

Withouta way to accurately define and medisere@mvalue to &PI.

Forexample, "Generate MoRepealCustomerswould not work as a KPI
without some wayo distinguish between new arabeat customers
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ST LF STO IMPLEMENT

A KEY PERESVAMANCE INDICATOR

STEP 1 Define your strategy
STEP 2 Audit existing measures
STEP3 Develop new measures
STEP 4 Analyze and Report
STEP S5 Continuous Improvements




Step 1 £Define Strategy

| StrategyreflectsVision, Mission & Values
1 Set Goals

1 Align team members on strategic issues
1 |dentify barriers
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Identify available data
Reviewmeasurement processes

- Accuracy
- Timeliness

ldentify gaps
QUANTIFIABLE MEASUREMENTS

# What is measured?

# How often it is measured?

# What does the measurement tell us?
# How is the measurement used?

# Action plan?

) ‘CONSULTING



Step 3 EDevelop newmeasures

' Bridges the gap identified in Step 2
I Measures must reflect performance and progress of business
I Must be quantifiable
1 Must be comparable with another number
- Last year
- Budget
- Goal
- Trend



Step 4 tAnalyze andeport

1 Writtensummary and graph of actions to be taken
1 Easy to read

foarcis

Adjuated basc Total sterwnckier

I One page summary ] eemn stormanc

Graph

Financial
Adjusted basic
earnings per share
(EPS)
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Non-financial

Lost-time injuries
(LTH

Loat-time injuries
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The maority of thase ans
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falls and marual randirg. We
use both ircidence rates and
8cive NACAors 10 Montor
1he eftacthenees of the health
anc salety (HAS) preventatve
programmes that we run
throughous the Group.
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Step 5 BContinuousmprovements

| Setpriorities based on strategy
1 SMART goals

1 Assignaccountability

1 Track improvement

1 Set new goals!




ST LF STO IMPLEMENT

A KEY PERESVAMANCE INDICATOR

STEP 1 Define your strategy
STEP 2 Audit existing measures
STEP3 Develop new measures
STEP 4 Analyze and Report
STEP S5 Continuous Improvements




KPIs AUDIT

Sectors:

Marketing & Sales
Financial
Operations/Production
People

Suppliers

Innovation

Quantifiable Measurements:

$ What is measured?

$ How often is it measured?

$ What does the measure tell us?
$ How is the measure used?

$ Comments action plan
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Goals of Marketing & Sales

Communicate witlyour
customers to:

I Create Brand Awareness
1 Strengthen Customer Loyalty

1 Generate New Opportunities

Copyright Piedmont Avenue Consulting. All Rights Reseed. www.PiedmontAve.com




SALES & MARKETING  HAS

CHANGED
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Online Marketing OA@Marketingy

Aldany to Many Ay
Audience C%D423% Audience

Email Newsletters Company Mesg Social Media

0%-)/?'7.82.%'
@A32,2B-32+.
597@6

Audience

Audience
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Increasing Lead#®rospecting Efforts
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ACTIVE MARKETING PASSIVE MARKETING
Referral
troductig

e' NS
Cold Strategic \"g
Calling Partners .
Website § Print Ad
Email
arketing a’ @
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FACETO FA(EMEETING ‘( ’, A
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Call to Action:
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Tracking & Analysis

The Key Benefit of Online Marketing Is the
ability to track and analyze results, then
quickly iterate and adjust for optimal

performance
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WEBSITE | ONLINE
& BLOG DIRECTORIES
[Wordpross Google Ranking. (Google Map Lu<al
SEQ, Blogger) Yellow
YOUR SCORE YOUR SCORE
AVERAGE SOORE 52 A F SO,
SOCIAL MICRO-
NETWORKS BLOGGING

ITwilter, Friendfoed)

[Fucehool, Linkedln)

YOUR SCORE YOUR SCORE
But what is a Social Media Score? What is the ciriteria? ‘ s AVERAQE SCORE 10
And what does it mean?
MOBILE INDUSTRY
APPLICATIONS SPECIFIC
{FoarSquure, Urhanspoon. Bay Express; San F
Yelp, tPhono)
A maximum o YOUR SCORE YOUR SCORE
B I 0 1 o
AVERLGE SCORE- 52 Xy E )
POOR FAIR
120 - 259

310

PH 510 7615895 E INFO@PIEDMONTAVE.COM
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v
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REVIEW
SITES
(Yolp, Zagat

Chw, Bavrah|

YOUR SCORE

40

\WWERAGES o

RICH
MEDIA
YouTube Vidvos
iTunes. Audio Padcast

YOUR SCORE

30

EVENT
PROMOTION
Meetup, Zvents, Eventiul,
Erventheite. PlanCust]

YOUR SCORE

10
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PIEDMONTAVE.COM
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Google Ranking, Alexa Page Ranking,
SEO/CRO, Blogger, TypePad, Wordpress
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WebsitebThe Hub Of Your Online Strategy
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Website

Build your Website Today
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@DavidMitroff

WIX Templates Explore Features My Account Premium Support

E.g music, photography

O NEW!
O Most Popular
O Blank Templates

=

100s of Stunning
HTML5 Templates

Whichever template you pick,
your website will look amazing

o

Sell Your
Stuff Online

Add an e-shop to your website
with our eCommerce solution

PWix.com

Pick the Blog website template you love

Food Blog ® Fashion Blog
£ S ANDSFepnon =
A 2 [}
f vao
y [o-amee }
J =
H
Customize Anything Simple Drag n’ Drop Secure and Reliable
You Want Website Builder Free Hosting
Your own text, pics, videos, Have fun creating your free website Our industry-leading CDN cloud
layout, background & more exactly the way you want technology keeps you worry free

N | >/

Look Great on Make Your Website Dedicated Support
Mobile Devices Google Friendly 24/7
Get an optimized version of So people can find you via Contact our Support Team
your website for smartphones Google & other search engines and get instant answers
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Brand & Purpose of The Site
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private dining
event

# ()+F21%'D-/=8)+W.1 5
# ()+1W/34 1'9%)F2/%4" |

ZOth t

Location
2401 Harrison St (8

San Francisco CA,
M E-826-7000

Hours
Sunday - Thursday
530 -11

Friday & Saturday
5.30 - Mchight

. Reserve a Table
=== DpenTable

*
[:%-):&'1%*2.%1
# C?-3-)%'0%'-D+W3 i
Cur fiends in Bologna,
Sluons prowds gourmst
Piedmont Avenue Consulting is a San Francisco Bay Area based culloary soursofHaly,
business development and marketing consulting firm who creates sosion iz
brand awareness, strengthens customer loyalty, and increases lead B3 wetting Lia
generation by leveraging new technologies and streamlining
business processes.
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Calls to Action

DETVICES ADOUt
ACSBDC Leadershi

Free Counseling

z = : = Business Seminars Advisor Profiles
Small Business Developrment Centers

! C?_3'_) %'&+W)' . %a3' of Northern California [ Events Success Stories
43%A47')%6W%4347 -/ |
# U)%'4%)F2/%4:A)+1W/3
-D%:%1'-.1'A)+,+3%1'
A)+A%): &Y

Oakland Let's Make Room, Oaklas

Tue, 11/27/2012 - 12:00pm - “Having access to a small busi
1:30pm possible for me to get the i
T T e e R e P e R ety e business...I still can’t believe I ¢

The Alameda Coun

fcting success Through Development Cent
creativejinsight and
measurable results.

The Alameda County SBDC provides

REQUEST FREE @ SCHEDULE FREE ©
Social Media Report Consulting Interview
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A ‘CONSULTING

Copyright Piedmont Avenue Consulting. All Rights Reseed. www.PiedmontAve.com




Call to Action BPvCita

Online Scheduling Software and Business Calendar

AVAcCita
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" Right Tox' o

Mike Wright
Tax Consultant
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— %' Let’s talk! 2
% G%43'GW42.%44'E-:%.1-)"*+)' ST o
_+W)'>O/O-1 Uene O meet of leave your detalls and Nl get back to
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Contact

Program
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Online Directories

Google Local/Maps, Yahoo Local,
Yellow Pages, CitySearch, Chambers
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GOOGLE D GET YOUR BUSINESS ONLINE
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G OOGLE *+ one Googléccount for everythinGoog
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OYowcan make more friends in
two months by becoming
Interested in other people than
you can in two years by trying to
get other people interested in
you.O

- Dale Carnegie



Review Sites

Yelp, Zagat, Chow, Lawyers.com
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Social Networks

Facebook, Linkedin, Biznik,
VentureStreet

I E+,,W.2/-3%'0237?'/:2%.34I
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(GAcquaintances, in sort, represent
source of social power, and the
more acguaintances you have the
more powerful you are.O

- MalcolmGladwell
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Personal Profile

I Custom URL
1 Title = Story
1 Websites
I Summary
# Keywords
# Include Contact info
LION
1 Privacy Settings
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Company Profile

%ind individuals you
know
in a professional capacity

YCompanyProfile
%Participate in discussions

%dRecruit attendees to
your events

%nvite people to join
your mailing list

@DavidMitroff www.PiedmontAve.com
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1 Join GroupsE 50 of themE Increasé?3 evel Connections!
| Create your own GroupE for Free
1 LION (LinkedirOpen Networkers)
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Micro Blogging

Twitter, Friendfeed
I 0.3%)-/3'0237'1-2:&'%F%.34I
# +0'/-'&+W")%:-3%'3+'0?-3'
?-AA%.2.8Y
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Rich Media

Youtube Videos, iTunes Audio
PodCast, Flickr Pictures

! UAA%_:'3+'3?%l4%.4%4||||||||||||||||||
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Mobile Apps

FourSquare, Urbanspoon, Yelp,
iPhone, SMS Text

! 93_&'2.|/+.3_/3|IlIIlIIlIIlIIlIIlIIlIIlIIlII
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Just send your email address
! C+I3f?%l%a.3)_l’2:0/0Illlllllllllllllllllllll by teXt message: :,..,',’l,/ltﬂ

b>?24'4?+04'3?-3'& AW’ o st
*+::+02.8'37)+W8?

DAVID

0 to et started.

Y (PIEDMONT

AV ENUE
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Industry Specific

East Bay Express, San Francisco
Chronicle, DiabloMag.com

| Q%30+)='02372.'&+W)'8)+WAI
# c%3'3?2%'4/++A'+.'O?-8'3?2%'
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Industry Specific Example - <w12-0.1wa3)

@F%)'Sg'923%4d
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Industry Specific Example CBest

ofEO Sites




Event Promotion

Meetup, Zvents, Constant Contact
Events, PlanCast, FullCalendar.com

| ()+,+3%'0?-3'&+WARS+3
# U.'%F%.3'-.-33)-/3',+)%'
DW42.%44]
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EventPromotionEmail Marketing

Y (PIEDMONT
AV ENUE

. . . . ) CONSULTING
Copyright Piedmont Avenue Consulting. All Rights Reseed. www.PiedmontAve.com » 4




Event Promotiomwitter

Y (PIEDMONT
AV ENUE
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Event Promotiomacebook

Y (PIEDMONT
AV ENUE
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Event Promotiomninkedin Groups

Y ( PIEDMONT

AVENUE
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Event PromotiomeetupGroups

Y ( PIEDMONT

AVENUE
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Time Managemer& Monitoring Tools:

%cCc++8:%'U:%)34
% ++39W23%
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%N99
YQW347%:.<-2.




Track your Page Insights

928."WA'*+)'-1)%%
QW34?%::<-2: U/[+W.3I
OO0O0I.W34?%::,-2:1/+,

Read Fan comments
Reply from your Inbox

Y (PIEDMONT
AV ENUE
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VIONITORING




~ESOURCES t)DISCOUNTED




Key Areas of Social Media
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