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The Difformnce

The views and opinions expressed by presenters or others who have provided materials to and for this meeting are
not necessarily those of PPAI. PPAI assumes no responsibility for, nor endorses any of the comments,
recommendations or materials that are provided.
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Breaking Down a Company

Foundation for Success

Jason Black - Boundless Network
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Goals for Session

¢ Formula for Repeatable & Sustainable Business

* Breaking down f(x) of business (M, S, HR, P)

Customer and Employee Lifecycle (R, A, D)

Company Lifecycle (I, G, M, D)
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Core Functions of Business

sll! s @ Procurement

MARKETING  yyman Resources
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Goal
Make Money &
Save Money

Internal
Employee Facing
‘Saving Money

Marketing
Drive

e Happy
Money Sales Employees Money

Procurement
Save
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Developmem

(Grow)

Retentlnn

(Keep)

(Get)

Acqulsltlon
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Examples

Company Life Cycle

~

Introduction — Launching the business
Growth — Sales growth at fastest rate
Maturity — Sales at peak, growth is slowing
Decline — Sales begin to fall
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RAD w/n Life Cycle of Company

Acquisition | Development Retention
Intro 80 20 0
Growth 60 30 10
Maturity 20 50 30
Decline 10 30 60

Tips N\
@ Introduction — don’t go too early
@ Intro/Growth — where you can build loyalty (and grow with the company)
@ Growth/Mature — is the “sweet spot” where you can make a lot of money
(@ Mature — big and established budgets... lots of reorders
(@ Decline — don’t stay too long A

HR Example
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Interview programs
Brand Company
New Employee Kit

Introduction Growth Maturity Decline
Goal Attract right talent, “Train and develop | Retain and morivate OFf board talent

establish the culture | right talent, maintain talent

the culture

Acquisition % 80% 60% 20% 10%
Develop % 20% 30% 50% 30%
Retention % 0% 10% 30% 60%
Types of Recruiting Programs | Recognition/Reward | Years of Service OFf boarding Programs
Programs Job Fairs Training Programs | Compliance Programs | “Hall of Fame”

Service awards
Corporate Dress
“Team Building
Company Outings

Motivational Programs | Change management
Special events / partics
Annual Meetings
Wellness Programs
Safety Programs
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Your Call 2 Action

#1 =) ook in the Mirror
#2 w=mp Breakdown Customers by Phase
#3 mmp Define the RAD by Relationship

#4 wmp |dentify Repeatable Programs that drive/save $

The Goal

Repeatable Sales Predictable Business




“Live as if you were to die tomorrow.
Learn as if you were to live forever.”

&
QO be boundless

Gandhi
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