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Why are you here?

The Great Race

2009 Business Assessment

2010 Off-site Planning Session



The Great Race

Is my 

business 

viable?

Managing 

problems and 

opportunities

Focused on 

Strategy and 

Tactics

The entrepreneurôs dilemma:

When did you come to the fork?
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When to hold on; When to let go

Sometimes I worry Iôm not 

doing this job properly.

Me too
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70% of your Revenue go towards 

Inventory and Payroll

The Roadmap to your business health

Jul 09
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But Parker, 

Iôm not a numbers 

person!
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Business revolves around 2 things
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Mathematics

& 

Relationships
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-Abraham Maslow
Hierarchy of Needs (1947)

Stability

Fulfillment
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Revenue per Foot

2010 Sales Plan $800,000

Sq. Ft. 2,000

$400 per foot
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Retail is a highly reactive business.  

As a result you must be highly proactive

Building a Strong Foundation

It all starts with the 

Sales Plan
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Getting Proactive:  Establishing a Sales Plan

QUICK TIPS

The one certainty about the plan is that 

it will be WRONG!
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Your plan is The Measuring Stick
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Now, how are you going to get there?

The only 2 ways to increase business...

1.  Sell more to each customer

2.  Sell to more customers
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Increasing the Average Sale 

requires emphasis on what 

capacity of the business?
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Training

What specifically are you going to do to 

improve staff training?
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Increasing the # of Transactions of 

a business requires emphasis on 

what capacity of the business?
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Marketing

What specifically are you going to do to 

improve marketing?
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The Rearview and the Windshield

1.  Turnover tells you how you didé

Cash Flow

2.  Months of Supply tells you what to expecté

Customer Satisfaction




