The Cycle of Business

In 2015 Uber, the world’s largest taxi company
owns no vehicles, Facebook the world’s most
popular media owner creates no content,
Alibaba, the most valuable retailer has no
inventory and Airbnb the world’s largest
accommodation provider owns no real estate.
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Strategy. Execution. Leadership.

“ommoommnoo ( intel )
100,000.000000.00
10,000,000 000.00
000,000, 000.00
100,000 000.00
10,000,000.00
oo
oo
10000.00 e & i
1000.00 _-Fentiu
0000 x
10.00
100
o0
001 7
1970 1075 1080 1085 1900 1005 2000 2006 2010 2045 2020 2005 2030 235 2040 2045 2050 2055 2060 2065

RESULTE

MIPS




It is not the strongest
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The rate of internal
innovation must
exceed the rate of
external innovation” !
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Example of a “well known” firm’s values:

Communication
» We have an obligation to communicate. Here, we take the time to talk with one
another and listen. We believe that information is meant to move, and that
information moves people
Respect
> We treat others as we would like to be treated ourselves. We do not tolerate
abusive or disrespectful treatment
Integrity
» We work with customers and prospects openly, honestly and sincerely. When we
say we will do something, we will do it.
Excellence
> We are satisfied with nothing less than the very best in everything we do. We will
continue to raise the bar for everything we do. We will have fun discovering how
good we can be




To make people happy
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“To solve unsolved problems’ i ind
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An Accident Free World

By 2020 No one will die in a new Volvo
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Core Values - How we behave

“There is only 1 winning strategy.

Numencal

Carefully define
the target market
and direct a superior offering
to that target market.”

Core Purpose - Why we do this:

Professor Philip Kotler

Target Market Customer's greatest needs;

Core Activities — What is our business? What should it be?

Core Values - How we behave

Numerical Targets

Core Purpose - Why we do this:

Geographic Focus:
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Generic Strategy (va

337 What should it be?




Warren Buffett

Peter Drucker

Humerical Target

It’s good to know someone

will be fighting for you at claim time.

Core Purpose — Why we do this

BHAGe - What we want to achieve:

>

Geographic Focus

Target Market Customer description:

Target Market Customer's greatest needs:

Live boldly, and have a BRAVEday

ence between successful people
and very s

“The temptation of business
is always to feed yesterday
l and to starve tomorrow”

s — What is nol our business?

What should it not be? Cumroni Sirstcgic Pri




BHAGS - What we want 1o achieve: If you can’t state your position in 8 words or less,
J You don’t have a position” setcadin

Geographic Focus
LTy VI ——
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¢ Strategy (value discipline}:
Core Activities - What is our business? What should it be?
Hon-Core Activities — What is not our business? What should it not be? Dusrsat S deghc

Strategic Positioning ¢ brand - A statement of who we are:

Key Benefits our brand offers: Key Performance Ind}

Target Market Customer description:

Target Market Customer’s grealest needs:

Generic Strategy (value discipline|
~ What is our business? What should it be?

Non-Core Activities - What is not our business? What itnot be?

snmg.r Positioning of our brand - A statement of who we are:

h-v Benefits our brand offers: Key Performance Ind
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Remove your Junk
ithout lifting a finger.

' 1800-60T-JUNK?

D ime—— .
JUST GET IT DONE. .

Wo'll remove almost anything - from old furniture

and appliances to yard waste and renovation debris.
Plus, we do all the loading and cleanup.

Book online at 1800gotjunk.com or call 1-800-468-5865.

— 1-800-GOT-JUNK?.

COMPETITIVE]|

Michael E|

Porter
Rivalry
Bargaining Among B
Powe: Existing
i i Buyers

Substitute

Products or
Services

“If you don’t have a
competitive advantage,
don’t compete.”

JACK WELCH
legendary CEO

“The questions
remain the same.

It’s the answers
that keep changing”

Albert Einstein

Threat of New Entrants
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Threat of Substitute Products or Services ‘
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existing
ompetitor;

“The single biggest
reason companies fail
is they overinvest in
what is, as opposed
to what might be.”
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Gary Hamel

Big-time Business Thinker
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RESULTS,

BUSINESS NAME - MONTH / YEAR

HARVARD
BUSINESS

90% of strategies fail
due to poor execution

RESULTS.

Strategy. Execution. Leadership.
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ACCOUNTABILITY
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Visibility creates Accountability
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BUSINESS NAME - MONTH / YEAR

RESULTS,

“Every leader needs to

clearly explain the top 3 things

the company is working on.

e o
JEFF® TMMELT If you can't,

AND THE NEW
1

G E WAY then you're not leading wel

DAVID MAGEE

Jeffrey Immelt
-

Number of Goals

in Addition toThe'

Goals Achieved
with Excellence

Act on the L.ead Measure

Law of diminishing returns

1 2-3 410 11-20
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Lead Measure
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“You can only Manage
what you can Measure”

“What gets Measured
\ Gets Done!”

Peter Drucker

MyFunnyPlace.Com

Accountability creates Engagement

‘n ACCOUNTABILITY

ENGAGEMENT
S0 (CADENCE
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BUSINESS NAME — MONTH / YEAR

RESULTS,

Those who plan the fight
don’t fight the plan

-
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BUSINESS NAME - MONTH / YEAR

RESULTS,

SWOT Analysis

17



Advoeacy Searm-HP4

18



ReslaTs,

ittt e " Weekly Team fieview

Tado

] msaits Group bain | Time ZoneMap [Vliobex (353 - i (8 cow rores morid - Ovveme trowine |

RESULTS weekly EXECUTION Meeting

Goals
< s Month monath PS
o g ‘

Incvichunl Task Reviewe

Reduce Payrol Croato a post
sai customer

e ot

Days of Inv.

Track & of caya of ventery o

Go gle  when wit computers be smarter than humans [} n

Out there in some garage is an entrepreneur who's
(P e forging a bullet with your company's name on it.

Web  News  Videos

You've got one option - shoot first

2029

By 2029, computers will be able to undarstand our language, leam from
&xperience and outsmart even the most intelligent humans, according to
Google's ditector of enginesring Ray Kurzwell, Fet 23, 2014

Robots will be smarter than us all by 2029, warns Al expert ...
ww independent.co K/, Jrobots-will-be-smarter-than-is-al-by-2028-wa.
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simon@resultsgroup.biz
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