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Important

Not Important

(Manage)
Crisis
Medical emergencies
Pressing problems
Deadline-driven projects
Last-minute preparations
for scheduled activities

Quadrant of Necessity

11
(Avoid)
Interruptions, some calls
Some mail & reports
Some meetings
Many "pressing" matters
Many popular activities

Quadrant of Deception

Urgent Not Urgent

(Focus)
Preparation/planning
Prevention
Values clarification
Exercise
Relationship-building
True recreation/relaxation

Quadrant of Quality &

Personal Leadership

IV
(Avoid)

Trivia, busywork
Junk mail
Some phone messages/
email
Time wasters
Escape activities
Viewing mindless TV
show

Quadrant of Waste

Figure 02-01



Customers

248 Customers

A=

B = 2,062 Customers

Products
A = 3,416 Products B = 31,419 Products

2
Total sales = $82,195,533
Sales % =12.9%
Gross Margin = $5,705,875
GM % of Sales = 6.9%
Customers = 233
Products =19,866

3 4
Total sales = $83,319117 Total sales = $43,558,715
Sales % = 13.1% Sales % = 6.8%
Gross Margin = $39,073,677 Gross Margin = $19,931,076
GM % of Sales = 46.9% GM % of Sales = 45.8%
Customers = 1,300 Customers = 1,776
Products = 1,193 Products = 14,100

Total revenue for 2009 - 2014 was $638,242,627 with a Gross

Margin of $276,560,579.

Figure 02-01



Benchmarks for Success

Evaluation Plan

Strategic Party / Dept |Dateto |Date Resources | Potential | Desired
Action Responsible | Begin Due Required Hazards | Outcomes
Descriptions

Additional Notes

Figure 09-01



Customers

Items

A = 875 Products
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S $95,639,992 (14.9%)
«— Net Sales = $83,757,081
1

(15.3%)

Material Margin = $54,884,733
Material Margin % of

Net Sales = 65.6%

Customers = 998

ltems = 93

B =10,397 Products

2
Gross sales =

$99,069,165 (15.5%)

Net Sales =
$83,335,746 (15.3%)
Material Margin =
$54,042,606
Material Margin % of

Net Sales = 64.8%

Customers =93
Iltems = 9,654

4
Gross sales =
$29,109,923 (4.5%)
Net Sales =
$25,581,984 (4.7%)
Material Margin =

$15,022,407
Material Margin % of
Net Sales =58.7%
Customers = 988
ltems = 9,007

Figure 12-01
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STRATEGIC FRAMEWORK

ERM Activities

e Scenario Planning -
What if multiple risks are
and/or opportunities

stached up together?
How can we turn risks
into opportunities

Option
(strategic
objectives)
Implications and selection e Mission and Vision
strategic options / ® Strategic Objectives
alternatives available Tradeoff Strategy Strategic Initiatives
fa ks bel!Neen (action plans)
options -
what are the
highest
® Process the insights shareholder Where will we compete?
from Situation Assessment e How will we compete?
creators?

How should we win?

High level financial targets - helps
determine if strategy will get you
where you need to be

e High level resource allocation and
capability gaps

Figure 08-02



SITUATION STRATEGIC BUSINESS

ASSESSMENT FRAMEWORK PLAN

ENTERPRISE RISK MANAGEMENT THROUGHOUT

POLICY

DEPLOYMENT

Figure 10-01



“On” the Business

Strategic Strategic
Objectives — Initiatives
Long Term
= T |
| [== e |
“In” the Business = = ;é)'!.ll_cc:’\;r
POLICY B MENT
DEPLOY | e =
MENT
1]
KPI's
Project Glass Wall
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Risk
Identification

STRATEGY

Mission &

Vision Enterprise

business

environment Business

Plan Risk

Tolerance

Risk : :
Measurement R_'5k_ Risk
& Assessment Monitoring Response

Figure 16-01

Risk
Reporting



Financial

Metric Description

Revenue Sales

Eamings before
interest, taxes,

EHITRA depreciation and
amortization
Working Current assets —
Capital current liabilities
coptr - Fce
Expenditure B upgrade
Ex|
(CapEx) physical assets
Net Income
:::E o — (CapEx +
W AWC) + D&A
:_'::5;'“:"‘ EBITDA / Gross
4 PPEE + WC
(IL)
Net Income
Cash + DA —
Return on
Maintenance
Investment
(CRI) CapEx [/ Gross
PP&E + WC

Goal
“What does
good look like™

200 bps >
market growth
annually

> 8 % annual
organic target

Improve EBITDA
margin by > 100
bps annually

Mature <20%
of revenue
Stable 20%
-25%
New/expanding
>25%

150% Net
Income

Rule of Thumb Dpsaional
Levers
Market &

Mid- to high- geography

single- digits expansion,

annual organic pricing, channel

growth; exceed strategy /

market growth commissions,
NPD, M&A

Low- to mid-

double- digit Growth, pricing,
annual growth cost reductions,
Need a “path operating

to 25%" and expenses
beyond

Mature < 23%

Stable 23% Payment terms
27% and conditions,

New/expanding  inventory levels
> 27%

Growth: Sales
Efficiency:
Margins, NWC,
Fixed Capital

Needs to
be > NI
125% is okay

Fig. 17-02: What Financial KP1s look like: financial metrics

Pay Attention
To

Order intake,
backlog, deal
pipeline, GM%,
price/mix, %
rev from target
markets &
geography;
recurring
revenue
Margins,
productivity,
capacity
utilization,
quality,
backlog,
headcount

Primary
working capital
metrics: DSO,
DFPO, DIOH

Sales, SG&A,
CapEx,
Inventary, DSO

Figure 17-02

Tools

Portfolio
management,
PVM analysis,
M&A, NPD,
SMP, PD

Lean, 80/20,
talent, PD,
operating
budgets

80/20, lean,
B/S ownership,
daily meetings

80/20, lean,
PD & operating
reviews, OpCo
authority

Comments

Needs to be higher
than market. Shows
we are taking share
from competitors.

Growth % needs to
higher than revenue.
Shows we

are efficiently
leveraging assets.

Balance between
providing good
“service” and
managing cash.
Generally takes
good process to fix

It's the fuel that
we use to grow
the business;
comprehensive
assessment of
performance,
Cash is king!
ILis used at
the operating-
company level.

CRIis used at the
enterprise level.



New Markets

Existing Markets

Market Development Diversification

Market Penetration Product Development

Existing Products New Products

Figure 17-03




