ScaleTime

SCALE then XHALE




Corporate Dropout » 20+ years of ops
Helped 500+ Agencies in 5 Continents




Plug Your Cash Leaks!
10% Profit in 60 min

O. Effective Hourly Rate

\/

1. Find your Profit Leaks

\/

2. Prioritize your Top Leaks

\/

3. Pick Your top 3 Priorities

\/

4. Estimate Reclaim Profit Forbes Linkedm Entrepreneur SBA \’Z/Techﬂepublics
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What Type of Owner are You?

THE INNOVATOR THE RAINMAKER THE EXIT MASTER



What i1s the EFFECTIVE Hourly Rate to your Biz?

The Innovator The Rainmaker The Exit Master
New Campaign Closing Clients Productizing the business
New Product line Closing Strategic Selling a business
(physical/digital) Partnerships Buying a business
New Service Line Speaking Engagements Starting new business
New Technology Trade Shows

New Streamlined Process

REVENUE GENERATED /

EFFECTIVEHOURLY



INNOVATOR / RAINMAKER
Stuck Account Managing

Guillermo Ortiz | CEO

Answering clients via
text message

Time: 15 min on avg

Sales: 60k Rev / year
Time to close: 6 hours
Closing Rate: 25%
Effective Hourly: 2.5k

Every SINGLE text
message was costing: EFFECTIVE HOURLY

= $2,500 USD

$625 USD




You can't focus on your $2500/ hour
task If you don't know whnat they are!

Visibility: 1st profitability leak

(Meta leak)




© When does low client profitability piss you off:

You can see how people vote. Learn more

@ Tax time

Awareness

@You're fighting another fire

@ Can't afford a new hire

@ No $$9$ for investments

What kills profitability?

You can see how people vote. Learn more

#Sucky Employees
{
Pain

ACrappy Clients

< Low Sales

"ZDelayed Deliverables

What fixes profitability?

You can see how people vote. Learn more

Cutting the FAT in your staff

Solution?

Firing $HITTY clients @

System & Process EFFICIENCY

Selling MORE, faster




29 Profit

LEAKS




PROFIT & LOSS STATEMENT

| Income

| Gross Profit

N —

- —

Administrative

| Operating Expenses

-

I Net Income

29 Profit Leaks : CASH goes to DIE

Leaks
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Marketing

TTM: Time to Market
Pricing Model

O $ il

s

Sales

4

Scope Creation
Slow/ No Followup

ROI/ROAS: Return on Inv Sales Cycle
COA: Cost of Acquisition Closing Rate

Attribution visibility

- 3
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Onboarding Engagement Retentlon ‘
|

Refunds/Charge-backs Management Overhead Contract Renewals
Lose Client Confidence Utilization of team Up-sells
Scope Change Scope creep Cross-sells
Time Tables Shifts Production Delays Ad-ons
Inacurate resourcing Communication (meetings) Firing Clients

Misaligned incentives

Lead/ Demand Gen Process  Sales Process
Lead Conversion Systems Rev Operations

Reporting

Team Performance | Team Retention | Team Mgmt:
Team Culture (want to / willing to work)

é
N

Onboarding Process Client Management Client Management
Project Management Onboarding process
Reporting Process Revenue Operations

Hiring and onboarding

P N .




14 team members Y p: ,'
2X Revenue =

-374 > 31% Client Profitability & Profit L oss to Profit Share!

Guillermo Ortiz | CEO

Client Onboarding

D Client Management
oo rocess Project Management

of all things Hiring & Onboarding

Sales

—

Owner’'s Wife

Project
Accounts Ops Manager )

Manager

Director F|red C|IeﬂtS
Performance Fireq underperformers
Put In KPIs
Accounts Accounts
Manager Manager
— — . . . Client Profitability -352 » 31%
edia Manager edia Manager r. nalyst o L B .

Designer Designer g g y Profitability Created Profit Share

INncreased Retention to 92%

THE TEAM
[1.7M ReV]




See exactly where the strengths and gaps are in your processes

Main Training Metrics in Dg?ergstféelp{;r i O pe ra t i O h a | EXC@ | ‘ e n Ce

Workflow Tech Stack Documents Material Place Performance  Rev Stage

Client Onboarding 70% 57% e

Production _ 70% 63% L

Client Management 80% 50% s e e e e

Reporting _ 70% 52% : e *

Hiring Process 70% 45%
Team Onboarding 54%

58% | 47%
]

Create Standardize Optimize

: R L ¢ s e s e e e
See exactly where the strengths and gaps are in your processes \ TR

_ o o Completely Peer
Main Training Metrics In Delegated For  Score for
Workflow Tech Stack Documents Material Plaze Performance  Rev Stage

Sales Process _ 70% 48%

Client Onboarding 90% 529% ‘ .
Production 90% 60% W oz e— e . .

Client Management _ 100% 43% p e e e e

Reporting 80% 45% | _ b e o o o
Hiring Process 80% 41% . AR ’
Team Onboarding F 439

L 84% 47% |

Create Standardize Optimize






Operations Industry Study with over 600+ Partici

Created Systems2Scale - A
diagnastic to help agencies
figure out their operational

gaps.

Standardized consultation into
a 115 point survey where
clients go through all parts of
their operations.

25 min completion time

Optimized ScaleMap results
into Data Studio to remove any
manual creation of the

Redesigned ScaleMap to
increase throughput by 4x for

prospects.

5 min completion time

pants

> Leading Mental Model 3 ops
opportunity table.
Campaigns ScaleMap became engines are represented
Built opportunity table an integral part of several visually off the ScaleMap
: y to quantify & prioritize marketing campaigns. results
Proc‘iuctized diagnostic implementation Converted the Sracegic We finally got the Opportunity Matrix tells
into entry offer - roadmaps to videos ScaleMap a landing All Roads lead to ScaleMap an intuitive story with
page Traffic Light UX
Increased pricing to 2k ; Automated Reparting
Added the strategic for diagnostic + strategy in Data Studio & slack
roadmap SESSIOn notifications
Used diagnastic to help Migrated ScaleMap for ScaleMap report ScaleMap part of h:z\o": l'*fto'-sv":— W/ over
S e 1 Prospects and Clients to generated immediately ; ! g el i
v alans INSmat Bz Trends & hundreds
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Free Operatlons Assessment
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ScaleMap Diagnostic: Get Your Custom Results in 24 hours

Operational Gaps and Opportunities

Opportunity Matrix See exactly where the strengths and gaps are in your processes

Main Training Metrics In Dce:?ergstlgctjeéyor Sczi}: :‘or

Workflow Tech Stack  Documents Material Place Performance  Rev Stage

Sales Process _ 40% 46%
Client Onboarding 50% 55%
Production 40% 59%
Client Management 40% 41%
Reporting _ 70% 45%
Hiring Process _ 80% 53%
Team Onboarding _ 50% 51%
53%_ i 50%

Create Standardize Optimize

Free a minimum of 5 hours a week on average




Take the ScaleMap

o0 OPS GAPS

> MIN
DIAGNOSTIC

o> HRS SAVED

bit.ly/myscalemap
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