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MONTH THREE

Algorithm to Double, or Even Triple
Your Sales/Profits in 5 Years or Less

15 Important Points of Leverage You’ll Learn
in Quarter One of This Program

Connecting Dots 11 to 15 in Your Business

This is Month 3 of the Program that shows management teams the business impact
points they have been missing and explains how knowing these points could make all the
difference between success and failure in a fast-moving, complex world.

CONNECTING THE DOTS FOR MASTERING WEALTH CREATION

LEAD
GENERATION
OPPORTLNITY
0 e
CONVERSION
RATE
CUSTOMER INVOICES
ATTRITION PETENTION 155UED THE
e 9 (4] ] WEALTH CREATION
FORMULA
—
Active Average Average _ NetProfit 5 Sales _ Return _ Costof _ WEALTH
Clients ~ Transaction = Frequency Sales Total Assets onAssets Capital CREATION
@ (Buyinglast @ o o (] (] (] (]
NET MARGIN ASSETS
i e RER &%
(]
LASER (] ]
VALUE CUSTOMER VALUE
SALES PROPOSITION o o
FORMULA 7CASH-FLOW  INTELLECTUAL
ORIVERS ASSETS
N EEOG:APHIC aers @ 5] 2;'3;.5’3
BUSINESS caoriaL
BACKBONE (CONTRIBUTION  tNNOWATION  Propucrsyseeuces =75
RATE REPRESENTING o
MARKET SEGMENTS 80% OF saLeS P
@ (CONTRIBLTION) AT THE
PRODLCTS mventory @ (CENTER)
SERVICES @ ozme
(CONTRIBUTION) ) °
33% PECEIVABLES N
PAYABLES

Read through the one-page explanation for each Dot. Then follow the step-by-step links
and prompts to activate each Dot.

After you have completed all 5 Dots, follow the instructions for how to Connect the Dots
to create immediate positive impact for your business.
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