stratecic Stabilizing operating results for profitable growth

311

REsourcEs SRlhelpsaservices company see itself in a new light, positioning the
=rori rrom e kvow-now-  OUSINESS for more consistent results that grow sales AND profitability

Background The Challenge
SRI'was infroduced to a family-owned and operated arbor . . . X
culture and tree service company in the Mid-Atlantic. While » Ownership sought to stabilize inconsistent operating performance

annual sales had been steady, recently the company’s
operating results had been inconsistent

and enable the company to grow profitably

Know-How REAL PROFITSM Actions

SRI quickly saw the need for a

segmented view of the business,
after initial meetings with management

1. Maximize employee
productivity and equipment
vtilization

Improved management of field
labor and equipment usage

Segmentation yielded

five discrete “businesses Margin management based on

2. Develop belter RERING more accurate and thorough

within the business,” .
’ practices

which had hever cost measures

gf:::;z;:g viewed 3. Improve sales coverage Better account management

ezl showed that segment
profitability varied 4. Enhance sales processes Refocused sales efforts aimed
significantly for each and techniques at a more profitable service mix
separate business

Additional analysis showed sub-

optimal utilization of field labor
and equipment

Value and Benefits

. 2X The company DOUBLED ITS PROFITABILITY,
Analytics

PROFIT while also improving asset PRODUCTIVITY

The BIG IDEA Improved operating profit and cashflow led to a successful refinancing, which
.. . . allowed the company to move into a larger facility and invest in more
Viewing the business as one entity rather than a - equipment. Additionally, the business has added sales representation and
collection of businesses masked profit variance increased its production team — all of which charts a path to profitable growth
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Break from the Status Quo: Get Your [{F:\Rd{e]i|uB{&{e]{J at www.strategicresourcesinc.com



STRATEGIC

) )

Bringing REAL PROFIT STRATEGYSM o life

RESOURCES gR| combines KNOW-HOW with ANALYTICS to drive REAL results

PROFIT FROM THE KNOW-HOW*™"

Historical View of
Business As Single Entity
Residential

General
Tree Care

Plant Healthcare

Additional services not shown

SRI Segmentation @

REAL PROFITSM
Analytics

ANALYTICS
# Hours

X S Rate per Hour

— SRI Developed Cost

REAL PROFITSM Margin

Salesperson 1

Salesperson 2

Salesperson 3

Break from the Status Quo

REAL PROFITSM Actions

Significant Price Variance
Across Salespeople

* Implemented a margin
management program to
reduce price variability

+ Developed a budget and
created monthly reports to
track performance

+10% Pricing improvements alone to

PROFIT Yield a sizable profit increase

AND

Improved profit and cashflow enabled
growth in another service, one that is:
* An annuity and prepaid
» The highest margin offering
* Minimal equipment cost

* A natural cross-sell that allows for
regular site visits

llustrative opportunity (one of many)
that SRI identified with this business
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