
BLUEPRINT
TOTAL VISION B U S I N E S S

The STEPS to get you there



WELCOME
Are you feeling overwhelmed or seriously  
distracted by the day to day challenges of  
your business? 

You are not alone. 
As an entrepreneur, you are faced with hundreds of  
decisions on how to best build your business – every  
single day. In today’s fast paced, technology driven 
world, we are presented with unlimited choices and  
less time than ever to keep up.

Today, I want to help you get you focused on what  
really matters most with my Total Vision Blueprint™. 

I’ve developed this blueprint after working with hundreds 
of businesses over a 20+ year career where I’ve personally 
managed over $493M in sales and supported business 
leaders in dozens of industries. 

I’ve designed my Total Vision Blueprint™ to help you  
to “slow down the clock” and get back in the flow of 
leading with purpose, confidence and clarity. 

The blueprint is laid out in six sections and contains a 
series of questions and action items designed to get you 
and your team refocused, so you can re-ignite growth 
and get back to doing work you love. 

These six sections are laid out sequentially, but are all 
part of the underlying inter-connected fabric that makes 
up the heart and soul of your business. 

As you go through the blueprint, I suggest you write 
down your answers to each question on a separate piece of 
paper. 

Don’t over-think it…Just write down the first thing that 
comes to mind and trust your gut as you build out your 
own blueprint. You will want to come back to the blue-
print and refine it over time. 

If you get to a question or a section and find yourself 
stuck, make note of that as well. What action do you 
need to take to develop this part of the blueprint? Is 
there anything holding you back? 

With a Total Vision Blueprint™ in hand, you can get 
refocused on what matters most and rise above the  
challenges of leading a fast growing company. 

Let’s get started…
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DETAILED DIAGNOSTIC
Decode the metrics and trends that drive your business 
An effective Detailed Diagnostic will help you answer a simple question.  
 “Where are you now and where do you want to go?” 

As busy entrepreneurs, we often get so wrapped up in the day to day, that we fail to take a detailed assessment  
of our business. 

When things are going well, we assume it’s because we are doing the right thing. When business slows down,  
we often jump into action without a clear understanding of the deeper systemic problems.

The following questions and action items are designed to get you grounded on the metrics and trends that  
drive your business… 

KE Y QUESTIONS TO EXPLORE

1. If you only focused on one part of your business, what would create the biggest impact on  
 your long term, profitable growth?
2. Do you have a system to attract, nurture and convert new clients?

These three metrics can make or break your business:
3. What is the lifetime value of ONE new client? 
4. What does it cost you to acquire ONE new client?
5. How much does it cost you to serve ONE new client?

CORE AC TION STEPS

1. Establish 5 key performance metrics for your business.
2. Engage your team in a brainstorming session to determine the best ideas for improving these metrics.  
3. Create a mindmap of your client attraction strategy and clearly identify how your business performs  
 at each critical marketing and sales milestone. 

(Use this free tool to create Mind Maps that you can share with your team in Google Drive. https://www.draw.io/) 
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FOUNDATIONAL FREEDOM
Build a new foundation for sustainable growth 
Foundational Freedom helps you to get clarity on a fundamental business question. “Why are you in business?” 

Many business leaders find that they have achieved a level of success, but have lost the connection with their “why.” 

In this step, you have the opportunity to reconnect with the sense of purpose that helped you launch your  
business in the first place and build a solid foundation for your business based on your vision and values. 

KE Y QUESTIONS TO EXPLORE

1. Why did you start your business in the first place?
2. What were you hoping to accomplish for yourself (and your family) when you started off?
3. What transactional and transformational results do you want to provide for your clients?
4. What type of culture and environment do you want to create for your team?
5. What are the core values that guide you and your team?

CORE AC TION STEPS

1. Write out your professional biography.
2. Write out your business’ origination story.
3. Craft a powerful, purposeful statement that tells the world:
 – Who you serve
 – How you serve them
 – The results you deliver to each new client
 Then share this with statement with three clients or team members and get honest feedback.  
 Does your marketing statement have a powerful impact? 
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PIVOT POINTS
Align your business and your team with guiding principles 
How will you inspire, engage and connect your business with the clients you hope to serve? How will you keep 
your growing team aligned and focused on delivering on your vision and brand promise? 

These are the questions you can answer when you create Pivot Points for your business. These guiding principles 
guide your team and build stronger connections with your clients.

KE Y QUESTIONS TO EXPLORE

1. Describe in detail the ideal client your company serves. 
2. What is are the transactional and transformational results you provide this client?
3. What makes your company truly different from anyone else in your market?
4. How can you empower your team to deliver on your guiding principles?
5. How do you recognize and reward your team for fulfilling on your brand promise?

CORE AC TION STEPS

1. Interview your best client (or two) and ask them what they like most about working with your company.
2. Create an ideal client profile based on this interview. List out your ideal client’s demographic info,  
 where they are before you help them, what they desire and what they are like after you help them.
3. Write out three guiding principles that illustrate how you and your team will live up to your mission  
 when serving clients.
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COMPANY COMPASS
With a Company Compass in hand, your entire organization understands where you are now, 
where you are trying to go and how to get there – together
It’s been said, “Everyone has a plan…Until they get punched in the mouth.”

Most entrepreneurs start off with a solid plan on how they are going to build a team, win in the market and 
serve their customers better than anyone else. 

This plan often goes out the window once the day to day realities of building a business set in. 

Today, I challenge you to take a few steps to get back on track and build a simple but effective plan to keep  
your team aligned and engaged. 

KE Y QUESTIONS TO EXPLORE

1. What is the single biggest business objective for your business in the next 12 months?
2. What would it mean to your company if you achieved this goal?
3. How can you engage your team in achieving this goal?
4. What do you need to focus on yourself, to find personal and professional fulfillment?
5. How will your reward your team and yourself for accomplishing your goals?

CORE AC TION STEPS

1. Ask yourself and your team to come up with no more than 3 key objectives you will pursue over the  
 next 12 months. 
2. Build a written plan that outlines how you will achieve these three objectives – take no more than  
 one page for each objective. 
3. Develop a written plan for your own personal and professional development over the next 6 months.
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ESSENTIAL ENHANCEMENTS
Jumpstart growth with purpose and profit driven strategies
Essential Enhancements provide the framework for how you go to market, attract new clients and manage  
your fast growing business without getting distracted by the day to day. 

The goal in this step is to get focused a few key strategies and perfect them, rather than trying a series of one  
off efforts to ignite profitable growth. 

Depending on your business, your vision, your guiding principles and your goals, these essential enhancements 
can vary wildly. 

However, almost every business needs well defined strategies to attract and convert new clients.  
If you don’t have a strategy in place, it’s a good place to start.

KE Y QUESTIONS TO EXPLORE

1. What areas of your business can you improve to create the biggest impact with the least amount of effort?
2. List one strategy you can implement in 90 days to attract new clients.
3. List one strategy you can implement in 90 days to convert more prospects into clients. 
4. List one strategy you can implement in 90 days to increase the lifetime value of a client. 
5. How can your team work together to consistently increase both sales and overall profitability?

CORE AC TION STEPS

1. Create a mindmap of  your lead generation program.
2. Create a mindmap of your client conversion process.
3. Engage your team in a brainstorming session to generate ONE idea that will dramatically improve  
 the lifetime value of a client.
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TACTICAL TOOLKIT
Analyze, track and quickly optimize performance
It’s not just what you want to do or where you want to go. To build a successful business, you need to test,  
measure, evaluate, adapt and evolve on a regular basis. 

If you are ready to streamline your day to day management, you need to focus on the metrics that matter most.

It’s not enough to simply set business targets. You have to engage your team in the process of setting goals  
and determining the best strategies and tactics to achieve them. 

KE Y QUESTIONS TO EXPLORE

1. Are you ready to create a culture where your key employees are part of the business planning process?
2. Are you ready to focus your efforts on rewarding “A players” and improving the performance of “B players”?
3. Are you prepared to align your team and engage them in the pursuit of common business goals  
 and objectives?
4. How will you communicate individual and business performance to your team on a regular basis?
5. What will you do to develop personally and professionally as a manager and leader? 

CORE AC TION STEPS

1. Create a Company Dashboard and share monthly goals and progress with your entire team.
2. Implement at least 1 ongoing feedback process for all employees.
3. Determine 3 areas where you would benefit from personal and professional development and get  
 the appropriate support.
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SUMMARY
How did it go? Where there certain areas that 
flowed naturally and other areas where you 
got stuck? What actions did you take today to 
move your business forward? 
Keep in mind the key to creating and maintaining  
business momentum is to go deep, rather than wide.  
Focus on a few key strategies at a time and follow 
through to completion. 

When you are crystal clear on where you are now, where 
you want to go and how you want to get there, you can 
lead with confidence and clarity, while rising above the 
day to day challenges of your business. 

Revisit your Total Vision Blueprint™ on a regular basis 
and update it as needed to keep your business focused 
and on track. 

Over the upcoming weeks, keep an eye on your email… 
I will send you several case studies to demonstrate  
how a Total Vision Blueprint™ has helped successful  
entrepreneurs create breakaway growth and get back  
to doing work they really love. 

If you would like to learn more about how you can put 
a Total Vision Blueprint™ to work in your business, I 
invite you to schedule a complimentary strategy session. 
In our session, we will review where you are right now, 
where you want to go and get clear on what is holding 
you back. Together, we will zero in on one or two key 
strategies that will allow you to achieve your goals.

To ensure the session is a good fit for both of us, I  
request that you complete a brief survey, so I can  
learn more about your business before we get on  
the phone. Just click the link below to apply for your 
complimentary strategy session.
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Got a Complex Sales & Marketing Challenge? 
Let’s Solve It… Together, we will map out  
a customized step by step plan designed to 
solve your most pressing business challenge. 

Click here to apply for a complimentary 
strategy session with Kevin. 
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