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The trilogy

Who wants what you sell, why, where and how many are they,?










Your Business’ Fundamental Nature: How Are You Different
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Choices, consistency, realism,
displacement

Bplans

Consistency vs
revision

Growth vs. focus
Always wrong ...
Never done ...
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Sales
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Steps, Tasks, Owners, Metrics, Accountability,
Measurement, Money Personnel Past
Plan Results
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= Your own past 1 _ , |:| Also Called

e o - . — “Profit & Loss”
= Financial data :

= Ratios }

= Industry statistics Profit

= Forecasts
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HR Content
Website

Broader
Expertise
Marketing

Newsletter,
shows,
magazines
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More help
and
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End Data Budgat

otal Unit Sales

Unit Prices

Meals

Drinks
¢ Other
Total i 1 Sales
Unit Pri Meals $3,711  §$502
Meals 96 Drinks ($96) $37
Drinks ] Other £302 3271
Other _57.49  Total Sales $3,916 4810
Sales

Meals $15,396 316,297 $28,768
Drinks 5684 $1,091 2,236
Gther $502 3471 $1,102
Total Si $16,581 317,850 $32,107
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