
Leadership

Vision Vision
Your promise. How you get jobs 

How you create stability -Sales Plan
How you manage growth Differentiation -Production
How you fund growth -Delivery
How you manage cash -Customer Service

Measurements Measurements
Budget Number of prospects Quality control measures
Projections Number of contacts
Cash Plan -Where they are located

-What they need

Systems Systems
Organizational chart Accounting Market research Scheduling
Job descriptions Financial statements Competitive analysis Materials acquisition
Policies & procedures Purchase orders Positioning strategy Machinery and equipment
Management meetings Inventory control Company look & feel Assembly
Training Payroll -Signage Quality control
Succession planning Benefit/Retirement Plans -Fleet Processes
Leadership development Financial plan -Uniform Shipping
Management strategy Financial ops strategy Marketing strategy Delivery strategies

Human Capital Human Capital

                                             Strategic Business Model  SBM                                                      

How sales connect back 
to financial planning and 
projections

How you keep the promise 
throughout

How you attract 
customers 

Product design and 
innovation

Vision

How will you achieve your vision?
How will you measure your progress?

Delivery

Vision:

What exactly needs to 
be done and what 
systems need to be in 
place to perform the 
work consistently and 
efficiently.

Goals for each 
department and work 
function

Key reports from each 
department

The intelligence and 
reports which measure 
success.

Systems Systems

Collections

Client AcquisitionManagement Financial

Vision

Marketing

Spirit:
Why is it worth doing?

How do you communicate the spirit?

Implementation:

Human Capital Human Capital

Systems

Vision Vision

Measurements Measurements

Customer retention and 
referrals

and estimating                 
Number of sales

Systems

The vision, implement- 
ation, and spirit you 
bring to the business.

Customer satisfaction 
measures

Data collection on your 
ideal customers:

Profit-centered bidding

Measurements Measurements

What success will look 
like to you, your 
employees, and your 
customers as it relates to 
the owner's vision

How you fuel the vision

What is your vision of the company?
What will success look like?

Development and 
implementation of a 
delivery system

Who does what and 
how can it be 
constantly improved.

A common thread 
woven through every 
department.

Client acquisitions 
strategy

Channels:  where you 
advertise

Estimate and bid/proposal 
process

Messages:  how you 
advertise the offer

Human Capital Human Capital
Development and 
implementation of a 
management system

Development and 
implementation of a 
financial system

Development and 
implementation of a 
marketing system

Development and 
implementation of a client 
acquisition system
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