
Revenue Performance
& Metrics

Art & Talent Optimization

How we develop

How we measure

Science & Strategy

Process & Customer
Engagement

Who we hunt

How we hunt

Profitable
Growth

“We have a lot of reporting, but
does show how or if we are doing
better.”

“We have to develop our
people. We can’t afford the
cost of turnover. Talent is
hard to find.”

“My profitability is going down and
we keep on talking about the doing
the same things.”

“Our pipeline of business is
dependent on leads from
expensive sources.”
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How we have the right
metrics for the right
behavior

How do we
separate
people
performance
from the 
market -
“wheat from
shaft”

Performance
plans for
revenue built
off of
Operational
Mindset How to build

skills to
mastery with
teams &
leadership

Focus 

Framework

Foundation 

Legacy
processes
that don’t
work today

Revenue pillars
are silos and
focused on how
we sell vs.
customers
buy

Single source of financial
detail, strategy, and
reporting

Teams have difficulty
applying financial goals to
strategy
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Marketing

Retain

Attract
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