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2 Develop Improved lead generation process

1 Implement sales funnel process

A Grow Product Line A Revenue from 10M to 80M
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TOP	
  LEVEL	
  IMPROVEMENT	
  
PRIORITIES	
  

3	
  -­‐	
  5	
  YEAR	
  
BREAKTHROUGH	
  

OBJECTIVES	
  

ANNUAL	
  
OBJECTIVE	
  

TARGET	
  TO	
  
IMPROVE	
  

STEP	
  1:	
  WHAT?	
  	
  BOLD	
  GOALS	
  
AND	
  BREAKTRHOUGH	
  

THINKING	
  

STEP	
  2:	
  HOW	
  
FAR?	
  	
  

THIS	
  YEAR?	
  

STEP	
  3:	
  HOW?	
  	
  	
  
WHICH	
  KEY	
  PROCESSES?	
  

STEP	
  4:	
  
MEASURES	
  
HOW	
  MUCH?	
  

WHEN?	
  

STEP	
  5:	
  WHO?	
  
ACCOUNTABILITY	
  


