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Our Agenda Today

* The 3 Barriers to Profitable Growth
— Leadership
— Systems and structures
— Market dynamics
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Barriers to Growth

* 41.4 million companies in the U.S. file tax returns

* 98% have fewer than 10 employees

17,000—

$500 million

$50 million 1,000 + FTEs

$10 million 200-400 FTEs

$1 million 50-75 FTEs

10 FTEs
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Predictable Barriers to Growth

« Leadership

« Delegation
« Systems & Structures
« Market Dynamics (Fundamentals)

Issues that impact a company as it moves
through transitions to the next level
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Barriers to Growth

Leadership

.
$500 million

$50 million 1,000+ FTEs

$10 million 200-400 FTEs
$1 million 50-75 FTEs - pad \ayers
10 FTEs
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Delegation and Collaboration

So why is it so tough?
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Why is Delegating So Hard?

Pinpoint (flowchart)
Feedback

Measure (accountability matrix)

Recognition

“Great leaders delegate results, not tasks”
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Client

Places order online

through MarketPlace
1
| 1
BULK ORDER STOCK ORDER
| 1
SUPPORT Warehouse

Downloads order
from MarketPlace

Downloads Daily
Orders in Back End

Client

Client

Calls to find out
status of order.

Requests a return
or an exchange on
STOCK orders only

Warehouse

Warehouse

Looks Order up in
MarketPlace and
communicates

if it isa Bulk order.

Receives a
return/exchange

form from Client.

status to Client. OR

forwards to Support

Warehouse

SHORT STOCK?
1

Facilitates return
or exchange

Client
General Customer
Service Question.
| |
| 1
VIA PHONE VIA EMAIL
I 1
Warehouse Warehouse
Answers any Q's Emailsany Q’s
or forwards to or forwards to
appropriate person appropriate person
to answer question. to answer question.

Warehouse

Updates in MP
as necessary.

ORitisemailed of MarketPlace
1 |
SUPPORT Warehouse
Processes order. Picks Order from
SEE DROP SHIP MP Packing List -
CHART Prepares to ship.
1
Warehouse

Warehouse

Uses StarShip to
prepare shipping
labels.

Warehouse

Usesdeductive
reasoning to determine
why stock is short.
Checks MarketPlace,

recent spot counts, etc.
1

Ships order.

Warehouse

Warehouse

Contact A/E to
explain situation and

reason behind shortage.

Sends shipped
status emails and/or
2nd status emails for
those with freight
changes.

A/E

Contacts Client to
determine best course
of action.

Warehouse

Facilitates course of
action as determined
by A/E and Client.

MARKETPLACE STOCK
AND BULK ORDER
FLOW CHART



Account team
product development
(sourcing products,
idea gathering,
quoting, requesting
samples, sew outs

Requirements
gathering for store —
meeting /conference

Send Requirements
Definition form
to client

call

for approval)
T

Hotlink Depts.

A/E

Account team creates
product price proposal

Internal Meeting to
get all depts.on same
page. Sales,Imp, Inv,
Acctg, Support

XX XKXKKKKX
Account Executive A/E A/E - Impl - Client] A/E - Impl
- A/E - Impl
Prospecting- cold call, fuu Eatlead bl Meeting: Proposal {reéteq or P!
networking, marketing/ [ | ¢ 0o Tech demo / [Espense ac onllicns Contract Drafted
advertising, referrals ermesting Capabilities deliverable to client.
presentation Get Buy-in from Impl,
EHXEXEXXXKXXKXKR CEO, & Acctg.
A/E - Impl A/E - Impl CEO - Accounting
Contract 7| cContractsentto || Co(r;tract Rev(iie:ed
negotiations Client for Approval ana approved by,
CEO/Accounting
I | 1
A/E A/E - Impl A/E -Impl

SALES PROCESS
FLOW FOR

CONTRACT CLIENT

based on items selected
Impl
Store is built
| |
Impl Accounting
Launch date set Mon:")ﬂl
_ -MarketPlace Recs
EURROILSATE I -Invoice Skid Fees,
Product Order Process Client =1 -Invoice Management
SEE DROP SHIP CHART Emall Blast ~Launeh Fees
OR INVENTORY ORDER [ -Invoice Shipping/
CHART. (drafted, approved, Handling or offset to
send out) Rebate.
Accounting Accounting
Invoice Client for store set-up. k=1 Quarterly:
E -Rebate Checks Sent
A/E - Impl - Client
Client training Impl - Acctng
(Create documentation,
webinars, onsite training) Reports created & sent
1 - monthly, 1/4ly-yearly|
1 1 1 |
AE - Support A/E - Impl - Support| |Warehouse A/E - Impl A/E - Impl
Drop Ship Orders Customer Service Fulfill Store Orders, PmduFts.-adds &terms, - |Promotions- Group Buys,
SEE DROP SHIP CHART Process Returns, permissions, budgets store offers, emails,
Field Gustomer | e-newsletters, sales / discounts
R Service Calls Impl |
A/E - Support SEE WHSE CHART. - A/E - Support
Tt Brers General Maintenance ———
roupBuy Orders
SEE INVENTORY CHART SEE GROUPBUY CHART
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Priority

Percent
Time

Success Factors

Customer Service
* Check & Return Email
¢ Check & Return Phone call
* Check online store inventory
« Follow up on quote to customers
.

40

e o o 0 0 o

Administrative
* Quoting
« Placing Marketing & online store order
¢ Order sample
« Handling store issue
» Approving Invoices & Preprint

| Helping Sales People with quotes & ideas

40

Prospecting
« Making phone call to existing Clients
« Developing Groupbuy items
« Sending catalogs and email specials
« Developing New relationships with old buyer at new
company

e o o 0 0o o

Vendor Relations
* Schedule Vendor meeting

%

e o o 0 o o




“What is one thing you are

doing today that you should
delegate to someone else?”
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Barriers to Growth

Systems & Structures

2,500—
17,000—

:/

$500 million
$50 million 1,000+ FTEs

$10 million 200-400 E

$1 million S0-75 FTEs 3 - M
10 FTEs \nieara'e usines®
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It Is About Complexity!

o T="
T=T A X% vA
| Ll

An arithmetic increase in headcount, locations or
databases leads to a geometric increase in complexity
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Barriers to Growth

Market Dynamics

4% —

$500 million

98% 1,000+

$10 million 200-40
$1 million 50-75 FTEs :

10 FTEs

flow Strategic Macro
Revenue Figure positionin SconOmics
Get next out g
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Where is Your Company?

Level I [ [ IV
Leadership Founders do it Delegate Grow middle Add layers
Add partner CEO/COO/CFO management
VP S&M

ice unctiona stems ntegrate ulti-

Systems & Offi Functional Syst Integrated Multi
Systems Systems Business Unit

Structure Systems
Market Revenue Cash flow Gross Margin Predictable
Dynamics profitability
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Summary Barriers to Growth

» The 3 Barriers to Profitable Growth
— Leadership
— Systems and structures
— Market dynamics

NEXT WEEK: Successful Habits
— Priorities
— Rhythm
— Metrics
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Contact Information

Donna Hover
Mighty Underdogs
520-500-6616

donnahover@mightyunderdoags.club
www.mightyunderdogs.club

mlghty underdogs COLLECTIVE 17 Copyright © Mighty Underdogs Company

ARIZONA
SMALL
BUSINESS
BOOT CAMP &

RESPOND - PLAN-» RETURN STRONGER



	Untitled



