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Enterprising Futures and Our Approach to the Releas e of
Enterprise Behaviours

DEFINITIONS:

Entrepreneurship:
The process of creating value by bringing together a unigue
package of resources to exploit an opportunity

Franchising:

A relationship created to leverage a Brand proposition that
balances the release of enterprise behaviours with the need to
steward the Brand with duties and responsibilities by both
parties

Intrapreneurship:
The development of individual units to create markets and expand

services
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Enterprising Futures and Our Approach to the Releas e of
Enterprise Behaviours
OUR CORE PROPOSITIONS:
Entrepreneurship is about a way of thinking and acting
Entrepreneurship is not just about commerce but about society too!
Entrepreneurship behaviours can be assessed

Different styles are required at different stages of any business.
Market forces will also shape entrepreneurial style. Matching
people and teams to different situations can reduce risk and
maximise the potential for success.

Franchise is simply one formula for releasing enterprise

Franchise is more than a title and type of commercial arrangement.
It is one of a continuum of enterprise options
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Enterprising Futures and Our Approach to the Releas e of
Enterprise Behaviours

SERVICE / PRODUCT DEFINITIONS:

We enable individuals and organisations to unlock, release and develop
entrepreneurial potential - we use a wide range of tools to achieve this.

Our mediums are:

Our ‘*know-how’ (consultancy, advice and diagnostics, our models, our
creativity / innovation and, above all, our practical experience)
Coaching / mentoring services

Training design and implementation (customised)

Systems support

Product support

Our approach:
Turnkey service portfolio

Commercial / enterprise expertise twinned with culture change and
business transformation experience

N
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The Changing World of Functional Business Managemen  t

Corporate Strategy
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Enterprising Futures Ltd :
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“The personal and business growth partners”

Focus: Individuals

F-U 1T U KRES

Lifestyle programmes , and
High growth programmes:

Personal entrepreneurial
profiling

Workstyle and lifestyle
Workshops
Coaching support

Skill building: sales and
marketing consulting skills,
project management

Finance

Partner access
Resource supporters
Market research

Accountancy / tax planning

Consulting ~ 1:1 Coaching ~ Diagnostics & Profilingrools ~ Training & Facilitation ~ Learning / Marketing Products

© Enterprising Futures

Focus: Large plcs
- Brand Partner and Joint Venture Franchising
- Brand extension assessment
- Commercial feasibility and viability

- Franchisee profiling and recruitment /
selection services

- Training and development of franchisees /
franchisor managers

- Business advisory services to franchisees
- Intrapreneuring / Enterprise Development:
- OD and management development programmes

- Commercial / financial enterprise training and
development

- Supply Chain Development:
- Strategic ‘gap analysis’
- Analysis of ‘needs’ from supply chain companies
- Supply chain definition / profiling

- Strategy for chain members - HR ‘gaps’ (skills /
people profiles)

Focus: SMEs

Personal Coaching and Exit
Strategy support

- SME profiling: market

positioning, core
competencies and
transferable skills, growth
options

- Grooming plans: business /

personal

Partner / Alliance selections
and diligence support

- Organisation / management

and personal development

- Funding options

toa !

transitions & learning



Slide 8

AdviserPlus:
“The Enterprise Profiling Specialists”

SERVICE / PRODUCT DEFINITIONS:

AdviserPlus designs customised profiling / questionnaires using an
Excellence Modelling approach.

Clients in the Franchise sector include:
Thresher
Pizza Hut
Snap-On Tools
Boots Opticians
The Post Office
Costa Coffee

We offer recruitment / selection services to clients under three levels of
services (transfer of know-how, joint venture, and outsourced).

We can also offer a fully bespoke Franchise ‘Dashboard’ offering metric
analysis for management decision-making.

ENTERPRISING
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Our Profiling Experience - entrepreneurial potential

We have created customised ‘enterprise tools’ for the following clients in the franchise / dealer

market and in the enterprise development sector:
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Our Profiling Experience - organisational & personal transition

We have used our profiling and research capabilities to add value in the areas of executive
coaching, leadership, talent management, personal and career development and to facilitate learning at

times of organisational / cultural change:
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The Excellence Model

Step 1.
Exploring and Defining Success

v

Step 2:
Research Phase

v

Step 3:
Create a Paper Model

v

Step 4:
Refine Templates to Match Process

v

Step 5:
Train and Implement

v

Step 6:
Measure and Review
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Brand Partner (Franchise) Development

Brand Partner (Franchise) Development: “More than simply a
commercial agreement, more a fresh approach to releasing
enterprise talent under a strong brand.”

The past 10 years have seen a rapid growth in Franchising in the UK.
Today, however, the industry is much more stable and mature i.e. the
average length of time franchisees ran their business in 1992 was 3.9
years; in 2003 it was 9.6 years.

Key facts about the industry:

~  £9.65bn

~ 695 systems

~ 330,000 employees

~  biggest barrier is finding the right people

~ training now offered by 99% of franchisors, compared to 68% in
1992

~ average initial start-up cost is £106k

ENTERPRISING
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Brand Partner (Franchise) Development

Brand Partner (Franchise) Development: “More than simply a
commercial agreement, more a fresh approach to releasing
enterprise talent under a strong brand.” (Cont'd.)

We work with potential franchisors who may have an existing business and
wish to explore the possibilities of franchising, and also established
franchisors with concerns relating to the quality and performance of their
franchisees.

We offer a range of services to help support these and other situations and
we recognise the importance of involving specialist service providers.

We have therefore formed key relationships in a wide number of areas, e.qg.
business / people profiling, accounting and tax-planning, etc.

ENTERPRISING
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Brand Partner (Franchise) Development

Brand Partner (Franchise) Development: “More than simp ly a
commercial agreement, more a fresh approach to releasing
enterprise talent under a strong brand.” (Cont'd.)

~ As aresult of our experiences, we have created a wide range of materials
including Franchise Recruitment and Selection tools for Thresher, Pizza
Hut and Snap-On Tools and the complete franchise development tool-kit for
Thresher including: Business Planning diskette for “What If .. Planning”, the
pre-decision business coaching process, the Ops Manual, the book-keeping
system, the Franchise Development programme, including business
simulation customised to meet the unique needs of franchisees, all the
recruitment selection materials + Franchise Index of Potential and the
training and development tools for Area Managers.

~ To do our “turnkey” project management work we have also created several
strategic business partnerships.

ENTERPRISING
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The Core Brand Partner (Franchise) Model Framework

Administration

Management
Accounts
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Contractual Obligations
[ | [ |

! ¥

BRAND PARTNER
(FRANCHISEE)

1 |

Brand Integrity

TIGHT : LOOSE

Business
Opportunities

Responsibility

Ownership
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We Know That ....

-

PLANS

PERSONAL
ASPIRATIONS

~

J

BUSINESS ENVIRONMENT
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Balance is the Key ....

Brand ————————————————— = 1EPI1SE
Stewardship Release
Franchisor Shared __ Shared Brand Partner

Risk Gain (Franchisee)
WIN

WIN

ASSUMPTIONS
1. A transparent business arrangement
2. Along-term relationship based on integrity and respect

eSS “Doing it Together "

N\
45,
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Brand Partner (Franchise) Services / Products

Manpower
Planning

Busme::

Jfg

RAI Jr PARTNER

-
CHISEE)

RELATIONS

ntation

Training
Development

Business

Start -up

ENTERPRI
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Energy

Entrepreneurial
Start-Up

Motivation
Accountability
Autonomy

ENTERPRISING
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The BASIS Model

Exploration

Managerial Growth

Tolerance to Ambiguity
Openness to Experience
Opportunism

Creativity

Focus

Directorial Maturity

Risk Awareness
Risk Management
Balanced Gain
Visioning
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Actualisation

DA

transitions & learning



Slide 20

Basis Building Blocks

Skills
(Trainable)

Attitudes and Behaviours
(developable)

ENTERPRISING Z ig
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Our Corporate Target Markets

1 2

Large Franchisors
who have quality /
performance
issues and who
require specific
support in critical
areas of their
process:

Large PLCs - big
brands who wish
to convert their
Core Managed
Estate to a

mix of Franchise

and Managed:
~ Thresher -
~ Pizza Hut

~ Boots Opticians
P ~ Snap-On Tools

~ Costa Coffee

p: tba !
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Opportunity Areas

The opportunity to target major UK Corporate businesses considering a
move to Franchise:

~ inthe UK
~ to expand into overseas territories

Major Franchisors considering a reappraisal of performance

Overseas Corporate businesses considering entry to the UK market via
Franchising

Modular business development services for Corporate and SME
clients looking at finding new ways to grow:

~ sector / market / information
~ company profiling service as an aid to strategy creation

© Enterprising Futures
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Conversion Franchising - Releasing Enterprise Behavi ours

ENTERPRISING
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Via A Formula Of Ownership

‘Turnkey’ approach with a model of culture change and business
transformation.

Commercial / entrepreneurial experience and change / transition
expertise ‘under one roof’

Enterprise behaviour profiling to attract / recruit / select / induct / develop
‘Best Fit’ franchise talent

We believe that there are ‘Three Big Questions’ to address on all
conversion assignments .........

© Enterprising Futures transitions & [eami/ng



The Three Big Questions - Our Approach

Q. Do we have an

attractive enough
proposition for
both employees
and potential
partners?

. Do we know what

behaviours / capabilities
are required to make a
success of whatever
model(s) we

choose to deploy?

. Are we clear on what

type of organisation /
culture is appropriate to
best merge the new
model going forward?

INSIGHT = Whatever deployment selection
Is made, these 3 Big Questions are common
across the board.

ENTERPRISING
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1. The Commercial
Proposition(s)

3. The Personal Transition anc
Development Programme(s)
required to make the above

work

The Enterprise Release Zone
(Ownership / motivation drives higher levels of
discretionary effort. This drives sales / profit and
best practice.)

Slide 24
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Case Study : Thresher

In 1998, Whitbread reported that Thresher had the largest market
share of any specialist drinks retailer in the UK. Thresher had over
1,500 outlets, employed over 10,000 people and operated six national
brands.

In 1995, Thresher announced its entrance into the Franchise Market
with a test programme of 7 stores that led to a fully operational pilot of 40
stores during 1997.

Following a very successful review of the pilot, in 1998 Thresher
announced its commitment to the future of Joint Venture Franchising ....

ENTERPRISING
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The Challenge ...

Could a changed relationship between Thresher and a Branch Operator:
1 Improve Branch profitability

2. Reduce the capital investment in the network
3. Contain overhead costs and maintain operational flexibility

and could the above three criteria be achieved whilst maintaining Brand
Integrity?

ENTERPRISING
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The JVF Thresher Business Context

JVF The | CORE
|
Tight / Loose” —

Containment

Sales
Additionality _

Consistency

Customer ST \
Satisfaction s SN

Creati 7
reative / ,
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Enterprising Futures and Joint Venture Franchising:
Role to date ....

RECRUITMENT To create an “Attraction” Fact Sheet
& SELECTION _ |
To develop the Recruitment / Selection system:

~ software application package and interviewing package

To create a research database for the above to be reviewed and modified in
the light of practical experience:

~ IPEP
~ AT
~ BASIS

To provide insights into what the test / pilot might look like and feel like for
both parties:

~ impact on management systems
~ changing expectations of franchisees vs core branch managers

To manage the complete process for Thresher

ENTERPRISING
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Enterprising Futures and Joint Venture Franchising:

Role to date ....
BUSINESS FRANCHISOR
PLANNING
To create a “Deal” that works to the mutual benefit of both Thresher and the
Franchisee
FRANCHISEE

To create an integrated Business Planning Model:

~  Store Development
~ Personal Development

To provide independent feasibility and viability to support prospective
partner using quality partners.

“Making the Right Decisiof

ENTERPRISING ™\ (‘3
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Enterprising Futures and Joint Venture Franchising:

Role to date ....
BOOKKEEPING To create a customised bookk_eeping system that “bridges” the needs of
SYSTEM both Thresher and the Franchisee:
“Tight : Loosé€

This package provides the basis for linking the business plan to monthly
management accounts:

~ P&L
~ Cashflow

ENTERPRISING
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Enterprising Futures and Joint Venture Franchising:

Role to date ....
TRAINING I To deliver a JVF_DeveIopment Progr_amme that meets the needs of the JVF
Partners and deliver a robust operational system.

To create an Action Plan that is individually tailored to suit JVF Partner
needs.

To add value to the internal systems changes required.

2 KEY AREAS OF FOCUS

To deliver a “Real World” commercial perspective.

To deliver internal processes that enable the Franchise to operate.

ENTERPRISING N «3
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Enterprising Futures and Joint Venture Franchising:

THE
OPERATIONS

MANUAL

ENTERPRISING
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Role to date ....

To collate key materials and package them into a cohesive operating
manual:

~  to operate a proven system to a laid down standard
~  to interface with the legal contract which acts as the
“‘cornerstone”

To act as the facilitator for Policy / Procedure workshops given the changing
nature of the “JVF / Core” business process and relationship.
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Enterprising Futures and Joint Venture Franchising:

Role to date ....
A fully operational and integrated JVF package aimed at Recruiting / Selecting /
IN SUMMARY I Inducting and Training appropriate partners who can deliver a profit plan to the

mutual benefit of Thresher and themselves.
To act as a “Guardian” of the brand proposition.

Areas of innovation included:

A customised recruitment selection profile (+software).
A fully customised business planning model and Kkit.

The provision of “external / impartial” small business advice at the
beginning of the process.

The creation of an “entrepreneur development programme” designed to
provide the appropriate skills and new ways of thinking.

The design of a customised business simulation that reflects the key
decisions franchisees have to make to run a successful JVF. This is to be
used to train franchisees and the core team.

The setting up of the JVF Forum to spread best practice and
ENTERPRISING to act as an education / training vehicle.

Ny i
transitions & learning
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Lessons Learned?
FOR Thresher

The development of “Enterprise Behaviours” can lead to business benefits,
but it needs a corresponding change in management style.

The support systems and interface required are different; it is a real change
programme at work - The “Feel” of the JVF Business is Different.

The secret of the results lies in getting the balance and the releasing
mechanisms right between just enough “Enterprise Flair” and the need for
“Systematic” ways to run a well defined business formula:

TIGHT : LOOSE

Flair, Flexibility, Adaptability, Commerciality, Enterprise are all JVF
ingredients and need nurturing if the JVF business is going to grow and
achieve its potential.

ENTERPRISING
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Enterprising Futures and Joint Venture Franchising

and

Understands That:

The “up-front” advice and support prior to the decision is critical for:

1. Thresher to create a commercially viable deal
2. Franchisees to make the right decision and commit to
the plan

Investment of time in each person:

- to recruit / select well
- to induct and train up

IS critical in both formal time and in the ad-hoc support

Having commercially experienced independent professionals is critical to

the QA process and is readily acknowledged by Franchisees.

FuUTURES ©Enterprising Futures
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The Joint Venture Franchise Process: A Summary

The Selection Process
(Part 1)

Attraction
Internal and External Advertising

\ 4

Applications / profiles
to EF / APBS

4

Interviews (slots pre-booked at
JVF Regional office)

\ 4

Decision point:
Suitability Check

*Yes*

No*

JVF ‘Ready JVF JVF - ‘Not at
Now': Development this time”:
Select to Plan: Feedback
process and - 6 months given + 2 yr
work on plan, - 12 months recycle if
etc. wanted

ENTERPRISING
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|
|
|
|
|

The Selection Process
(Part 2)

(For Ready Now Potential)

Partner suitability interview and confirmation
of acceptance and nomination of Store

.

Reviewing the facts and making the decision

Finance provide Store information

- Property check

\ 4

Advice & Information Phase

policiis

Accountancy
JVF Services + Legal
Manager Hotline Services
* Ops questions - Start-up * Review Legal
* Clarifies draft Q&As Agreement
Agreement « |nitial areas  Clarifies
e Thresher for review process to
follow

4

Personal Review

\ 4

Decision
point

Decision
point

JVF Commitment Meeting &
Agreement Sign-up

_________________‘

Sign up Meeting / Entry
to Development Programme

Disclosure Agreement

Legal process for property
initiated (instruction sheet
completed)

« Entry to Development Programme
‘On-line’ operating timetable

agreed
\

Development Programme
(Commercial & Enterprise Focused)
« 3 days (including simulation)
« Coaching / Mentoring

« Action Plan

On-line JVF Start

All functions to support via JVF Manager
To ‘Go Live’ as per Thresher standards
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Case Study : Boots Opticians Ltd (BOL)

In September 2002 BOL commissioned Enterprising Futures to create a
‘best fit’ franchise process / programme for potential roll-out. Target
population was the 150 free-standing managed outlets. (There are also
150 ‘in-house’ operations.)

Enterprising Futures created the Brand Partner concepit:

~ abyear licence arrangement, plus right to renew

~ limited company structure

~ £50k fee + variable management fee (based on turnover)

~ great emphasis on profiling and getting the right people and great emphasis
on developing commercial and enterprise skills and behaviours

8 Pilot Brand Partners now set-up - Performance Review ongoing

ENTERPRISING
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Franchise Project: “How It all fits together”

The BP
Agreement

The Business The BP

Planning Kit

The BP Profile

The B_P and Links to
oIl 2 Recruitment / The
Enterprise Selection Evalu_atlon,
Development Development Reporting and
Programme and the Support
Management Process and
Eultiugie Guidelines

ENTERPRISING
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Step 1: EXPLORING AND DEFINING SUCCESS

A. Financial Modelling B. Simulation C. People Profiling
(Business Case Template) (‘How To Do It' Template) (Behavioural Template)
Review of the BOL strategy Establish which business Project Falcon Profile
pre Project Falcon profit drivers Project Falcon

. . . . must get right to succeed as Workshop format
Review the in-house financial . o . .

. a total business entity in the Key business drivers
model and desired returns
new scheme Key management challenges

Clarify the BOL objectives in Reviewing previous
looking at alternative experience
business models Current data on churn,

performance and cost

Review with programme
management

Review usage and level of
integration

Commit the specification to
paper

ENTERPRISING
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Step 2: RESEARCH PHASE

Slide 40

A. Financial Modelling
(Business Case Template)

B. Simulation
(‘How To Do It' Template)

C. People Profiling
(Behavioural Template)

Undertake research into
competitors, returns they
achieve, etc

Benchmark BOL's results
with their competitors

Assess the achievability of
BOL'’s objectives under the
new model

Identify the business / profit
drivers

Due diligence work into
existing systems / processes

Determine business / profit drivers
under control / influence of franchisor
and franchisee and the ‘cut-off point’
between them

Project Falcon Profile

Profile the range of capability
using our research tools

Conduct small Focus Group
experience, attitudes,
opportunity, language

One-to-one interviews
Selected interviews by phone
or face-to-face

Independent secondary
research

Triangulation to existing data

Review with programme
management

ENTERPRISING
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Step 3: CREATE A PAPER MODEL

A. Financial Modelling B. Simulation C. People Profiling
(Business Case Template) (‘How To Do It' Template) (Behavioural Template)
Prepare a draft financial Design first cut of the outline Project Falcon Profile
model for different business simulation to reflect the business at
units (small, medium and the franchisee level based on Steps 1 Agree key dynamics of
large) and 2. This to include: success
Utilise as much of the existing An outline of the business Measured dimensions,

contexts for feedback,

BOL financial model as decision drivers that can . : .
. L ) special questions and bio-
possible to minimise change influence outcomes data
and maximise acceptance Linking the above to the
Link model with simulation information support systems Produce the paper product
architecture required so that information and brand ID
about the total market and Review with programme
competition can be fed into management
the decision-making process Agree testing base

Use profile on test
population

Review with programme
management

END PHASE 1 END PHASE 1

ENTERPRISING
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Step 4: REFINE TEMPLATES TO MATCH PROCESS

A. Financial Modelling B. Simulation C. People Profiling
(Business Case Template) (‘How To Do It' Template) (Behavioural Template)
Link model to existing systems START PHASE 2 START PHASE 2

and processes : : .
Agree and amend outline simulation . ,
Project Falcon Profile

Identify additional reporting and with relevant Head Office

system requirements for an representatives / partners and field

. ) . ) . Agree technology platform -
independent business unit level crucial partners. (Franchisees / aper plus administration svstem
dependent upon the Tight / Loose Branch Managers.) baper p y ’

. ) PC-based, web-enabled
selection of business model

options we agree to put forward Agree final formats

Agree the refined model with client Interviewer prompts, graphs,
and obtain sign-off aggregated data

Agree launch process with
programme management

END PHASE 1

ENTERPRISING A |
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Step 5: TRAIN AND IMPLEMENT

Slide 43

A. Financial Modelling
(Business Case Template)

B. Simulation

(‘How To Do It' Template)

C. People Profiling
(Behavioural Template)

This step is now integrated within the
‘How To Do It’ template activity

Run ‘dummy pilot’ workshop of
the simulation with staff from a
number of disciplines - Sales /
Marketing, Finance and HR /
Training.

Business planning training with
franchisee / brand partners

Training in being an independent
business - What's different?

1:1 support / help-line during
implementation

Project Falcon Profile

Identify and train key
practitioners

Half-day training session
Underlying architecture
Product performance

Use and application
Discussion over most effective
transfer of know-how options

Create internal communication
process
Update existing material

Launch

ENTERPRISING
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Step 6: MEASURE AND REVIEW

A. Financial Modelling
(Business Case Template)

B. Simulation

(‘How To Do It' Template)

C. People Profiling
(Behavioural Template)

This step is now integrated within the
‘How To Do It’ template activity

Fine-tune simulation - adjust
variables / sensitivities

Fine-tune the model with the
benefit of the trial period

Review the results in line with the
expectations

Report upon ‘what is and what
isn't’ working

Project Falcon Profile

Agree structure for reviewing the
data

Identify trends in candidates
Identify trends in interviewers
Identify trends in management

Create contact plan with recruits /
rejected

Conduct formal review of data /
performance

Refine product / process as
necessary

ENTERPRISING
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The Brand Partner Concept - BOL Summary

A B C
Induction and Business Plan
Attraction — Selection =S Preparation Sign-off
of Business -
Plans Commercial and Maikcé(t)irr?n}esmat” /
I I I Legal Agreements Fi g/ oystems
Sign-off inance
Road Applicati A to Z of Set All Systems
oa pplication 0 £ Oor Set-up - : o and Processes
Shows Profile Part 1 Commercial CI(\)/Iacr;Ing e Going Live - Part 2 Put in Place
Development entoring Commercial
Programme Support (Internal) Development
I l Programme
I I BDM
* | | Support
BDM Store and Business Professional (Internal) (External)
Interview Plan Appraisal Support Coaching Coaching l
Information Pack: and Review (Internal) (External) and and
« Q&As | - | Mentoring Mentoring External
: an
. Detalls_(_)f the Support
proposition and | Accountant |
process | Lawyer | Professional Advisers

O ERTREING *This includes TUPE and all people issues
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Products Created for BOL

1. The Core Business Plan Model

2. 'OPTICS’ - a business simulation

3. Business Plan Presentation Process
4. Recruitment / Selection Profiling Tool
5. Commercial Development Programme:

~ Part 1: The A to Z of Start Up
~ Part 2: ‘Going Live’

6. Prospectus Pack

ENTERPRISING

~ _(
N\

tDa .
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Enterprise Partners and Practitioners

In summary, we believe that Enterprising Futures offe rs a new form
of Enterprise Consultancy:

~ based on the principles of transition
~ supported by “hard” commercial teaching and coaching

This understanding has come from the Enterprising Futures’ history:

~  Setting up over 1,500 people in their own business

~ Being involved in a number of projects where the Enterprising Futures
approach has helped to create “entrepreneurial pockets” within large
organisations — public and private sector.

~ TDA Transitions and Learning’s own growth as an SME, with a strong
reputation for innovation. TDA has worked for many of the top 100
businesses in the UK, including BA, BT, GSK, BP, AXA, Whitbread.

~  Two major organisational contracts through which the core Retail Estate has
been converted into a franchise network + one corporate franchise start-up.

~  The creation of our own entrepreneurial behaviour profiling system

ENTERPRISING
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Collaborative Partners

Finally, to support us in all areas of enterprise acti vity, we have
forged a number of collaborations:

For people profiling we work with our partners, Behavioural Science Systems
and Corporate Explorers.

In the Legal field, we have worked with Field Fisher Waterhouse, Eversheds,
Wragge & Co. We come together to work on large corporate projects.

We are known well by The British Franchise Association and on several
occasions have spoken alongside on in-house corporate seminars.

Numerous Banking and Accountancy relationships

ENTERPRISING

tba ¢
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Appendices

Our Entrepreneurship Model - for start-ups

Our Intrapreneurship Model - for developing commercial and
enterprise skills

ENTERPRISING N ol
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The Entrepreneur Development Model

> Self Employment and You:
Knowing Yourself Module 1
Personal Goals and Objectives
CONTINUOUS
REVIEW ! IMPROVEMENT
Business Creation and Creative Module 2
Marketing Plan odule
} }
Business Goals & Business
Objectives Constitution
Module 4 4 ) } Module 3
Doing it! Winning Business & Growing
Resourcing the business Customer Relationships:
and putting together the Ops — Product Speccing and Sales
Plan 4 Planning

Module 5

‘\\‘ Realising Your Success: ‘//'

Creating the Business Plan and
Testing It

+ Financials

‘1
Module 6

Securing Financial Independence:

ENTERPRISING

Reviewing the Personal Financial

Plan tDa
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*5. Taking the Team with you
* Project management skills Managing the Business Commercially
¢ Resourcing management skills e Brand statement
* Time and priority management «  Service and core proposition
skills . . e Mission / values
e Commercial and finance skills 1. Managing the Business e« KPIs
+  Negotiating and broking skills Commercially +  Service / product mix and pricing
* Customer service skills «  Competitive analysis
» Creative problem solving T : . Marketing needs, perceptions
¢ Marketing and selling skills Winning profit targets and satis%action b b
e Account management
4, qu[m|5|ng Operating *5. Taking the Team with you Tgl_(lng the Marketing / Sales
Efficiency Initiative
Winning productivity Winning new skills Wlnnlng_prpfltable revenue
targets and achieving competitive
edge
4. Maximising Operating
Efficiency -
. Project management 3 Exceedlng Customer
« Activity planning / resource Expectations _ ) o
«  Process efficiency 2. Taking the Marketing / Sales Initiative
L. e Business planning and targeting
Winning customer loyalty. «  Sales forecasting and account management
and respect «  Activity planning
e Personnel costs analysis
3. Exceeding Customer Expectations e Direct | Indirect cost analysis
e ldentifying needs e Gross profit forecasting
e Tracking relationships e Profit/ loss account assessment
¢ Managing feedback
[ « Developing client relationships ]
SEREL «  Improving response times : ‘{‘
e Measuring customer satisfaction

e Continuous process improvement tD \?
o » Achieving delighted customers a .
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