
5-1-20
 Sun, 7/19 9:37AM  9:45

SUMMARY KEYWORDSSUMMARY KEYWORDS

business, month, april, gameplan, assess, recovery, sit, spending, performed, challenge, decision,

impact, expense, performance, order, office, bookkeeper, numbers, advertising, sale

 00:01

Hi, everyone, welcome to another episode of legendary leaders. Today is May 1, that
means you made it through another month of the year, here in 2020. And I'm going to
challenge you to review your business metrics. Now I do this at the end of the month I do
at the end of every quarter. But this challenge is going to be a little bit different because
this is the full month that you've been impacted by the remote work and the stay at home
orders. Right. It's a full month, most of us got impacted in March at some point. But it
wasn't the full month of March. You've had a full month of impact here in the month of
April. And so well actually, we're not in April anymore, right? It's May 1, so you had a full
impact month. So how did you perform? Now, you may not have all of your numbers back
yet. But through the weekend, those numbers should start to be fun loss and I want you
ready to assess your business. Now hopefully you have a bookkeeper. If you haven't
started off with a bookkeeper, I would really recommend that you have one. So I will get
all of the information, the financial information from my bookkeeper, because the month
is closed out, I get to see sales, I see expenses, and then ultimately I see profit, right? So,
an overarching p&l, if you will. And so you need to sit down and look at your financials.
That's one of the key things you need to look at. The other thing you need to look at is,
you know, how much are you spending and expenses in order to turn around and generate
sales? Okay, so your cost per acquisition or your cost per sale? If you're doing advertising?
Is it worth it? Right? Are you spending too much to get a sale? Are you spending more than
what you're making? You got to make that decision? All the environment has changed,
right and talked about that, that, you know, Facebook ad costs are significantly down.
You know, and there's just two different things have happened to a ton of people online.
But the big advertisers are gone. So you can get really inexpensive advertising. Because
the fact that there's so much advertising space now available. So did you advertise in the
month of April? Where did you advertise? What was your expense? And what was your
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return? I need you to sit down and assess all of these things. Look at your overhead
expenses. Are you paying for an office and now you don't need an office and you're you're
proving that, you know, the work that you're doing can be done remotely and therefore
the need for an office is reduced, maybe potentially even eliminated? If that's the case,
and now you get to make a decision about are you going to have everyone come back to
the office? Are you going to ask everyone to stay remote? Are you just going to rent out
like a hotel conference room once a quarter to pull everyone in? Could you eliminate that
expense? The reason why I need you sitting down and asking yourself all of these
questions is because I challenged you already to create a recovery gameplan and I'm not
Know that you've done that. And by by looking at your recovery game plan tied to the
performance that you delivered in the month of April, you should be able to then
determine if your game plan is on track with where you needed to be. Okay? Because
reality is that you may find some surprises in your performance in the month of April, good
or bad, and maybe some of books. Okay, but in order to confirm that your recovery game
plan is exactly what you need it to be, you have to compare it to how you performed, no
doubt, there may be some adjustments. Right? I'm bringing on a virtual assistant, I'm
doing that because I can, and I need to, and it's a decision that I made in the month of
April, realizing all the different things that can be accomplished remotely, and the way
that I can outsource certain things. That's a decision that I've made in conjunction with
how I've been pacing and looking at my performance. But I had to look at my
performance and and I've got to remember Recovery gameplan my business really hasn't
been too impacted by the remote work. Luckily, okay. The majority of my business, as
you're very much aware is online. And so I haven't really been negatively impacted. I'm
very, very fortunate, please trust me, I knew this. Okay, but I have sat down and I've
assessed my performance throughout the month and I challenge you guys to do the same
thing. So if you haven't been, this is your moment of truth. Okay. I want you to get your
numbers for April, your financial numbers. Okay, any metrics that you have around your
customer satisfaction, time to service, any feedback that you got on your product or your
service? Did you have anyone you know, ask for refunds? Do you have a subscription
service or you know, a charge that you that you provide on a monthly basis or quarterly
basis and people started opting out of that charge. I started backing out of the
subscription why

 05:00

What is it about your product that they felt like they couldn't afford any more that the
monetary value, and the money that they spent on it wasn't, you know, was much higher.
And that risk of spending that money was much higher than the reward they were going
to get off of your product or your service. You've got to solve for those things. Okay,
because we all know what unemployment is here in the US. I mean, it's skyrocketed, and
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we know why. Right? None of this is unknown. But what may be unknown for you right
now. It's why you're losing customers. Because the most valuable thing you can have in
your business is reoccurring revenue. Okay, that you don't have to go out and continually
win new customers. That's hard. Okay. I mean, why do you think that, you know,
Physicians and Dentists office and everyone else calls and remind you about your six
month right, cleaning, cleaning out the dentist's office, or your annual checkup at the
doctor's office. That's reoccurring revenue. They've got to maintain that.

 06:02

And so if you sell one product, and it's done,

 06:06

how, how are you going to sell them something else? Or what does that look like? So many
people have a process where it's a subscription, or it's something that that people can pay
for on a monthly basis. And if you have customers, or clients opt in opting out of that,
why? Because you're going to need that as part of your recovery gameplan. So hopefully,
you get a sense of what I'm challenging you to do. I'm trying to give you various examples,
because each of you have a little bit of a different business. Either you own it, or you're
running it for someone else. But either way, it's your business, you're responsible for it. And
so you need to sit down and really look at your numbers in the month of April. How did
you perform Be honest with yourself, okay. Again, it's that optimistic realist mindset. I'm
very much realistic. I'm going to see what happened. I'm going to acknowledge what
happened to my business for what it was in the month of April. But I'm extremely
optimistic because I know that if I sit down and assess my business and identify my gaps, I
can put resolutions in place, I can use the air squared framework to put fixes in place in
order to move my business forward and adjust my recovery gameplay so that I'm even
more successful moving forward, I have to do that. What most people are going to do, I'm
gonna tell you, you know, full and full transparency, they're gonna say, whatever, if it was
an extreme anomaly, because all the changes that

 07:33

were happening in the world,

 07:35
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I'm just going to count it as an anomaly and I'm going to move on.

 07:38

Please do not be one of those individuals.

 07:41

Because you and I both know that the world is never really going to go back to what it
was previously. It's going to take time for the economy to come back. It's going to take
time for people to trust and feel comfortable going out in public. Even when the world
says you know, it's safe to go out.

 07:59

Just because

 08:00

Someone in you know in power or authority just because the President may say it safe,
doesn't mean that people are going to automatically feel safe. We have to accept that.
We have to understand how it's going to impact our business. And the best way to
understand that is to look at how you performed in the month of April, look at what you
did do, consider what you didn't do, and decide how you're going to make changes for the
month of May. And you get to test those changes this month. And today is the first day of
this month. So the sooner you can assess how you performed and start putting those
actions into place, the faster the results are going to come to you. All right. So that is my
challenge for you. Get your numbers for the month of April. assess how you performed,
determine what that's going to impact or look like in the month of may adjust your
recovery gameplan based on the results and let's take your business to the next level. Use
the S word framework process you know in order to move your business forward,
committed To spend the time looking at your business, I'm talking at least an hour, at least
an hour, I want you going through your numbers, challenging yourself. Remember what
you didn't didn't do, and creating, you know, an adjustment to your recovery game plan
for the month of May. And start testing how it's going to get start testing your changes.
And I would love to hear some feedback. So if you want to go to Facebook or Instagram,
or you know any of those social media platforms, or if you just want to shoot me an email,
I welcome at Katrina at legend leaders calm. All right. So we can get through this. You're
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gonna get through this but you have to know what you're going to do. So at least an hour.

 09:42

Have a great good
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