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Engagement and Empowerment Works

Industry Week: 80% of the world-class companies have at least 50%
of its workforce participating in self-directed or empowered teams

U.S. Labor Department: finds that empowered employees have much
better chances to produce higher profits for their organizations than
non-empowered ones

Towers Perrin: study found that high engagement firms had an EPS
growth rate of 200-300% higher than low engagement companies.

Gallup: Top decile companies have 3.9 times the Earnings Per Share
(EPS) growth rate
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» Good to Great
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(\.r/ See Your Goal - NAICS: furniture stores (not household)
$0-1 $1-3 $3-5 $5-10 $10-25 $25+

f Sales millions
Best * 23%  26%  22%  24% 21% 17%
Average 4% 1% 10%  10% 10% 9%
Da nger 9 -3% 2% 3% 3% 2% 4%

% profit / total assets
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Step #1 - It all starts with your people!!
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Top 10 Challenges

1- Declining or flat sales

2- Lack of profitability

3- Quality issues, scrap, waste, rework

4- Lack of written procedures

5- Poor employee attitude

6- Inventory control problems
. 7- Costing / pricing

8- On-time/on-budget issues

' 9- Tight cash flow
10- Communication breakdow

- Q What'’s Your Top Challenge?
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Discovery Team — Problem Ident{ification / Ideation

What are your biggest problems?
How can you get more efficient?
How to grow sales?

How to be more profitable?

How to be more competitive?
How to increase customer satisfaction”
How to expand?

What can be better?



Q: 2 Hours, what would you discover?
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Business Process Mapping
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Business Process Mapping

RFP/RFQ Website

Bid
Estimate

Decision

Order
Materials
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Dlscovery Teams Spark Engagement
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The 7-M Analysis

Manpower Machinery Methods Material Money Management Marketing
Org
Company Floor Company Inventory Proper Structure Sales
Culture Layout Processes Budgets Functions
Clear
. . Parts
Staffing Equip Flow of: Timely Position Price
Levels Usage Paper, Scrap Reports | Definitions Strategy
. . . People,
Training Maint. Prod Schedulin .
Needs Programs ro"uct, Waste Proper g Promotion
Dollars Controls Commun Brandi
.. - randin
Motivation Reliability Overation Quality Ad t ication 8
/ Rewards Rp i eq}Ja € Accurate
Bottlenecks eporting Capital Proper Orders

Meetings




The Pareto Principle
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‘. Valuation Discussion
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$100,000 Opportunity
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»What solves problems faster?

Teams? Or Individuals?







Week 1: Create the team

> Project: Create Great Customer Experience

> Goal: Increase sales 50% in 12 months

> Team: 2-kitchen, 1-front of house, 1-manager
> Why?




Week 2: Find Root Causes

Inconsistent food quality

Better customer service

Stock-outs — inventory management
Cleanliness standards
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Week 3: Implement Solutions
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Problem Solutions

Food quality Standardize recipes
Better service Share best practices
Stock outs Utilize the POS
Cleanliness

Set standards/checklists




Results
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25% increased revenue in first 30 days
More referrals / return patronage
Positive Yelp reviews

Responsiveness to add-on sales
Engaged staff — more pride

Happier customers




Team Benefits

» Rapid High Quality Solutions
»Buy-In From Employees

»Improved Accountability

»Improved Attitude




Team 1 Team 2 Team 3 Team 4
Paperwork Quality Inventory Service

People + Engagement =




A: Standard Operating Procedures




20
.~ standard Operating Procedures

935 EVERY DAY

Keep work areas
clean and orderly

KPI
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~ Create Better Reporting

» Historical Reporting
» Do Bankers Like Good Reporting?

» Real-time measurements:
> Financial
> Operational
> Accountability




> Discussion: Profit Improvement

» Example #1: A company generating $3 million in revenue
delivers a 10% bottom line ($300,000)

» Goal: Increase the bottom line by $100,000

» Question: What are the options?




> Discussion: Profit Improvement

Option #1

» Action: Grow sales by 33% ($1,000,000)

» Result: Delivers a bottom line of $100,000 (10%)

Questions?

> Is this easy to do?




Discussion: Profit Improvement

Option #2

» Action: Address internal problems / opportunities worth 3% of sales
» Result: Delivers a bottom line of $100,000 (3% X $3M = $100,000)

Question?

» Which iIs the faster?




“'/ Sales Growth

» How internal improvements grows sales:
» Better customer experience
» Higher quality
» Documented procedures
» Less customer complains, rework, waste
» More customer loyalty

sales




Sustaining
Months 9, 10,11, 12

©

Aligning
Months 5,6,7, 8

o Leadership Skills

« Communicating Effectively
¢ 58, Capacity, Scheduling

o Forecasting & Budgeting

e Discovery Team
e 7M Analysis
o Cost Reductions &
Cash Flow Management

e Employee Training Programs
¢ Position Definitions

e Organizational Structure

e Sales and Marketing Strategy

e Tiger Teams

e Standard Operating
Procedures

¢ Key Performance Indicators

1

Discovering

Pre-enrollment
& Month 1

2

Implementing
Months 2, 3, 4
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Outstanding Results

Results:

Increased revenue and profits
New products / services
Referrals & Reviews
» E.g. 5 stars on yelp
Engaged workforce
Enhanced business valuation
Less stress operating the business
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Conclusion:

What do you think, what did you discover?
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Contact Information

Greg Huebner
Sr. Instructor & VP
greg.huebner@shbcglobal.net
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