
Transitioning to a
High-Performance Company
Gateway to Profit and Market Leadership



The nature of all companies:
maintain stasis.

The primary role of leadership:
effect change to break stasis.

Failure to effect change will result
in loss of profits, cash-flow 

and market position.



How to Best Benefit

• leadership team participates in this session
• make notes on ideas that apply / need action
• individual team members develop change plans
(let us help)

• enlist members / partners
• timeline for execution
• protect core | build on successes



Session Outline

• Attributes of High-Performance Companies
• The Conversion Chain
• The Importance of Efficiency
• The Importance of Productivity
• Performance Analytics & Tools
• Concierge Customer Service



Surprising New Industry Metrics



Profit-Rate Stratification



Attributes of Super-Performers

• Core Competence: moving product
• Restrict Locations: effective transport options
• Future Sales Model: specialization
• Customer Experience
• Analytics



The Conversion Chain

• converting inventory value into profit
• customer conversion efficiency
• your logistics chain
• optimize logistics productivity & efficiency



The Importance of Efficiency

• efficiency = op cash value / expense dollar
• measuring & improving efficiency metrics
• operational efficiency
• customer relationship efficiency
• improved customer experience
• enhanced customer relationships



The Importance of Productivity

• productivity = activity unit/ manpower hour
• drives manpower efficiency
• revise internal processes
• engage people at all levels
• incentives drive engagement



Performance Analytics & Tools

• customer profit-value segmentation
• MOQs - minimum order quantities
• credits & below cost sales
• vendor relationship metrics
• op cash ratios



Customer Segmentation



Let’s Look…



Credits & Below-Cost Sales



Vendor Relationship Metrics



Op Cash Ratios



Concierge Customer Service

• what makes you different?  really...
• every company needs this capability
• limited customer group
• dedicated staff
• market the capability



Action Plan for High-Performance

• identify bright spots & challenges
• protect the core
• work on the biggest items
• simultaneous action (parallel)
• actual & sustainable change
• execute now



Attributes of Super-Performers

• Core Competence: moving product
• Restrict Locations: effective transport options
• Future Sales Model: specialization
• Customer Experience
• Analytics



“If you dislike change, you're going 
to dislike irrelevance even more.”

Gen. Eric Shinseki, 
U.S. Army Chief of Staff (ret)



Randy MacLean
www.WayPointAnalytics.net

480-426-9955

http://www.waypointanalytics.net/
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