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Mike Hoff

« 30 Years Corporate career

« Founded MHC Consulting in 2012

« Profit Acceleration Specialist/ Mentor, Author

« Associate Contributor - The Six Figure Coach
Magazine

« Winner 2023 MEA Business Awards:

« “Best SME Profit Acceleration Company — UAE”
« BNI Franchise holder for Ras Al Khaimah

MHC Business Coaching

Our Mission is to give business owners back their freedom
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~ WHAT DOES YOUR BUSINESS

cvzza Challenge




Programme 1:

RAKEZ business
catalyst —
Empowering
medium
enterprises










Routine Sets YOU Free!




THE MAINTHING
S TO KEEP

THE MAIN THING
AMAIN THING.

STEPHEN R.COVEY




Get it down;
then get it right!
90 Day lterations
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Scaling




Why only a Few Companies Make it






“Many start up...few scale-up”

Mastering the Rockefeller Habits 2.0

bALING UP

How a Few Companies
Make It...and Why
the Rest Don't

Verne Harnish

and the team at Gazelles




Your plan

J

Reality




Death Valle
National Pa
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> $50 million
> $10 million
> $ 1 million
Valley of Death
< $1 million
Valley of Death
Valley of Death

Valley of Death



STAGES OF
GROWTH COMPANIES SIAGES

Scale Up

DOMINATE YOUR
INDUSTRY

STAGE 2
Grow Up

&
STAGE 1

it WHERE IS YOURS?




Value

Horizon 2

Build momentum
of emerging
new business

Horizon 1

Defend and extend
current core businesses

Time

Horizon 3

Create options
for future business




4 ~ Successful Strategy Execution _
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* Prediction
« Delegation




' Prediction
« Delegation
« Repetition




The 4 Key
Business
Challenges







“Strategy is not a lengthy
action plan. It is the evolution
of a central idea through
continually changing
circumstances.”







Do NOT pass go.




»
oo fStrategy

Execution

Where do you start?



One Page Strategic Plan

Vision Mission
Simple vision statement Simple mission statement

Market Needs Comms Channels

What is it that Where will your customers
your customers find you? How will you
need from you? communicate with them?

Strategic Goals
What are your top
goals?

Target Customers
Who are your primary
customers?

Strategic Priorities

- . Priorities # Priorities #
Priorities #1 Priorities #3 4 9

Priorities #2 . r what is it th K h point
What are your SRa— What is it that you SRR cep €achi po
D Write them : you want your snappy and in a
top 5 priorities need to achieve
down. customers to way that you can

2 ' ?
for the year this year? achieve this year? read it simply.

Target #1
These targets are
likely aligned to
your priorities.

Target #3 Target #4
Need a prompter What will you
for your targets ? have achieved

Answer this... to know that

Target #2
But not
necessarily

Target #5
This year was a
success?




The Core

Strategy: One-Page Strategic Plan
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“In any series of elements to be
controlled, a selected small fraction,
in terms of number of elements,
always accounts for a large fraction
In terms of effect.”

-Vilfredo Pareto




3 Execution Disciplines

Q Priorities ( Alignment )
O |\Vletrics/Data ( Clarity & Foresight )
® Meeting Rhythms ( Better/Faster Decisions )




Priorities

« Focus on an outcome that makes a difference

« Align with BHAG; 3-5 year, annual and quarterly plans

« Measurable with a leading and lagging KPI

* Require collaboration to achieve them (cross-departmental)
« Clear start and end points




Execution Roadmap

« Rockefeller Habits Checklist (Assessment)
Execution Disciplines: Priorities, Metrics, Meeting Rhythms

« Build an Execution Plan: Critical Number, Priorities, KPIs, Theme
Personal Execution Plan: Quarter, Month, Week

« Dashboards: Visibility and Accountability
Keys to Execution Success and Pitfalls to Avoid

« Communication Rhythms: Keeping the Team Aligned




Execution: Rockefeller Habits Checklist™

debates and all members feal I:DmTDrlab'-a participating.
g that needs to be ac shed this quarter to me
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‘er back to the Core Values and Purpose when giving prase or reprimands.
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Measurable RN Vo Specific
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Weekly

Weekly
Monthly

sions™ | © Gazelles International. All rights reserved




Accountabillity
vS. Responsibility




Programme 1:
RAKEZ business catalyst —
Empowering medium enterprises

« 1-day workshop: Strategic planning
and operational excellence for
medium enterprises

* One-to-one CEO mentoring:
Personalised guidance from industry
leaders for the first 12 months

* Quarterly half-day team workshops:
Enhance collaboration and innovation
within your team
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Know where you are
right now

* Free Organisational Health Checkup

ra Ke 2 * 11 Core Business Dimensions

RAS AL KHAIMAH » Full report debrief
ECONOMIC ZONE

Enter "OHC” in the Q & A box

mike@mhc.consulting
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Demonstrate Move How
the AWESOME power your focus from to DOUBLE the Profit in
of Profit Acceleration revenue to PROFIT your business in less than

an hour



COMPOUNDING

This demonstrates the AWESOME power of Compounding

APRIL 2024

AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA

= $5,368,709.12

OPTIONS FOR INCREASING NET PROFIT .






MARGINAL GAINS

OW THE PROFESSIONALS MAKE SMALL CHANGES TO IMPROVE THEIR PERFORMANC

CHooSING CLoTHING

WITHOUT A LARGE WEARING A MORE
FLAPPY HooD ELABORATE - LOOKING
HELMET

LIMITING NUMBER
OF CAKE SLICES AT
EACH CAFE STOP

SAWING OFF REMOVING
UNNECESSARY SPOKE
CECTION oF S
SEAT PoST
voT VISIBLE)
CHANGING
GREAT BIG
knoBBLY FITTING A
TIRES Fogr REDUCING CARBON
So METHING BEER BOTTLE

SLICKER
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10

11

12

Cut Costs

Market Dominating Position
Compelling Offer

Increase Prices

Upsell & Cross-sell
Bundling

Downsell

Additional Products & Services
Drip Campaign

Alliances & Joint Ventures
More Leads

Digital Marketing

TOTAL PROFIT IMPACT

Your 20%



Your Projected Revenue and Profits

Item % Impact Amount
. 1000k
1 Cut Costs 3.5 . 15,7502
2 Market Dominating Position 3.5 . 8,750\.-
3 Compelling Offer 3.5 . 9,056).2 800k
4 Increase Prices 3.5 . 18,746).2
5 Upsell & Cross-sell 3.5 . 9,701).» 600k
6 Bundling 3.5 . 10,041).2
7 Downsell 3.5 . 10,392!.2
400k
8 Additional Products & Services 3.5 . 10,756!.2
9 Drip Campaign 3.5 . 11,132).2
200k
10 Alliances & Joint Ventures 3.5 . 11,5222
11 More Leads 3.5 . 11,925).2
. . 0 . Revenue Valuation
12 Digital Marketing 3.5 . 12,3432 Profit
TOTAL PROFIT IMPACT 280 / 140,114.9% + ® Current @ Expected
Current Revenue 500,000!.2 Current Profit 50,000!.2
Expected Increase in Revenue 229,985.2 New Annual Profit 190,114).2

New Annual Gross Revenue 729,985!.2 5-Year Profit Impact 700,570..2




Your Projected Revenue and Profits

Item % Impact Amount

. 250k
1 Cut Costs 3.5 . 3,780).2
2 Market Dominating Position 3.5 . 2,100!.2

3 Compelling Offer 3.5 . 2,174).2 200k
4 Increase Prices 3.5 : 4,499,

5 Upsell & Cross-sell 3.5 . 2,328).2 150k
6 Bundling 3.5 . 2,410).2
7 Downsell 3.5 . 2,494)2

100k
8 Additional Products & Services 35 . 2,581).2
9 Drip Campaign 3.5 . 2,672).

50k
10 Alliances & Joint Ventures 3.5 . 2,765).2
11 More Leads 3.5 : 2,862).2

0 Revenue Valuation
12 Digital Marketing 3.5 . 2,962).2 Profit
TOTAL PROFIT IMPACT 280 / 33,627).% + ® Current @ Expected
Current Revenue 120,000!.2 Current Profit 12,000!.2
Expected Increase in Revenue 55,1962 New Annual Profit 45,6272

New Annual Gross Revenue 175,196!.2 5-Year Profit Impact 168,135).2



Insert Annual Revenue Gross Profit Margin (%) Net Profit Margin (%) Select Currency

o . . COMPOUNDING
If you want to double your profits, you may only need a 1.4% increase in each of the 12 areas.

If you don't know your margins, use 50% for gross margin and 10% for net margin.

Choose your impact between 1% and 10% . 0
>
Item % Impact Amount
L]
| ; * How would YOU like to
2 Market Dominating Position 0 30
s : . double your current
4 Increase Prices 0 30 (4 7
profit?
5 Upsell & Cross-sell 0 %0
6 Bundling 0 %0
? ° . Do it in LESS than 60
8 Additional Products & Services 0 30 O I I n a n
i |
i orip campaien ’ * minutes
®
10 Alliances & Joint Ventures 0 %0
11 More Leads 0 30
[J
T e | . And WITHOUT spending
TOTAL PROFIT IMPACT $0 / 0% +

any money!

Current Revenue $ 1,000,000 Current Profit $ 100,000
Expected Increase in Revenue New Annual Profit $ 100,000
New Annual Gross Revenue $ 1,000,000 5-Year Profit Impact

OPTIONS FOR INCREASING NET PROFIT



Item
1 Cut Costs
2 Market Dominating Position
3 Compelling Offer
4 Increase Prices
5 Upsell & Cross-sell
6 Bundling
7 Downsell
8 Additional Products & Services
9 Drip Campaign
10 Alliances & Joint Ventures
11 More Leads
12 Digital Marketing

TOTAL PROFIT IMPACT

Current Revenue

% Impact

Expected Increase in Revenue

New Annual Gross Revenue

Amount
22,5002
0..2

0..2
27,5002
0).2

0).2

0).2

0l.2

0!.2

0!.2

0).2

0l.2

100 / 50,000!.4% +

500,000!.2
27,500!.2
527,500!.2

800k

700k

600k

500k

400k

300k

200k

100k

Current Profit
New Annual Profit

5-Year Profit Impact

Profit

® cCurrent

50,000!.2
100,000!.:
250,000!.2

Valuation

Revenue

@ Expected



Item % Impact Amount
. 175k
1 Cut Costs 5 . 5,400).2
2 Market Dominating Position 0 . 0l.2 Ttk
3 Compelling Offer 0 . 0.2
4 Increase Prices 55 6,600 125k
5 Upsell & Cross-sell 0 - 0L.2
100k
6 Bundling 0 . 0.2
7 Downsell 0 . 0!.2 75k
8 Additional Products & Services 0 - 0l
50k
9 Drip Campaign 0 . 0.2
10 Alliances & Joint Ventures 0 . 0.2 25K
11 More Leads 0 . 0.2
o . . 0 Revenue Valuation
12 Digital Marketing 0 . 0..- Profit
TOTAL PROFIT IMPACT 100 / 12,0001.4% + ® current @ Expected
Current Revenue 120,000!.2 Current Profit 12,000!.2
Expected Increase in Revenue 6,600!.2 New Annual Profit 24,000!.2

New Annual Gross Revenue 126,600!.2 5-Year Profit Impact 60,000!.2



Profit Acceleration Software™

Profit Acce




i@}, PROFIT ACCELERATION SIMULATOR™

What if your business numbers told a different story?
A story of compounding growth and accelerated profits?

Use our Profit Acceleration Simulator™ to discover the true impact
of a conservative estimate of Profit Acceleration initiatives on your business.

While we strive to keep our numbers conservative, believable, and achievable, this simulation is just a prediction of your TH E P ow E R

actual business performance and future. Business comes with an undetermined and significant amount of risk that will
negatively impact the actual results that you will make. The results you actually achieve may be vastly different.

A OF PROFIT
Insert Annual Revenue Gross Profit Margin (%) Net Profit Margin (%) Select Currency | . : ACCELERATION

0 0 0 Select...

Success is achieved through small, incremental changes in multiple areas of your business. Think of
this simulator as creating compound interest for your company.

Choose your impact between 1% and 10%. >>

Choose your % impact .




Cut Costs

L

i =
iiiii i STEP
Identify and Plan to

! Sell Additional
| Products & Services

v
STEP \é

9

Create a Drip Campaign

Click on any circle to jump to the step.

2\ ey

Create or Refine your
Market Dominating
Position (MDP)

%

Plan Your
Downsells

Form Alliances &
Joint Ventures

Yy
3

Create a More

Compelling Offer

&

Create Bundling Options

O\
STEP =

Get More Leads

STEP

B

STEP

12

Increase Prices

STEP

-

g

Create Upsells &
Cross-sells

ﬁ »

Create a Comprehensive
Digital Marketing
Campaign



Steg 07
PLAN YOUR
DOWNSELLS

Review the Video on the Power of the
Downsell Strategy

Dive Deeper into Possible Downsell
Strategies

Determine the Areas You could Test
Downsell Strategies

Determine the One Immediate Change for
Instant Impact |

Expected Increase in | Expected Increase in

REVENUE +4% + 522 327 | PROFIT +6% + 511,163

Determine Your Reasonable Expected
Results
© Determine Your Method of Implementation

Determine the Optimum Method of
Communication

@ Determine Your Test Details

@ Establish SOPs for Continuing Success




* Free Online Consultation
( * Using the Simulator

* Bespoke to your Company

* Free Report & Roadmap

* No Obligation

Enter “PAS” in the Q & A Box

mike@mhc.consulting



1
/ :

“RELEASE

HIDDEN
TI%%VENUE

R BUSINESS -

Accelerate Your

Select any two

via email mike@mhc.consulting

050 4521762



mailto:mike@mhc.consulting




Empower Your Growth:
Discover RAKEZ's Game-
Changing Business
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Thank you!
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