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PreDex

Profit Driver and Strategy Execution Audit

Example Ltd - M.D. - Joe Bloggs (July 2009)




Every member of your leadership team either Creates or Inhibits
Profitability.....there is no neutral ground.
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THE GOAL

To help you achieve your unrealised profit potential by unlocking the
hidden Profit Drivers of Elite Performance within your Leadership
Team.

Having a clear strategy and detailed business plan is essential but not enough. To win and retain market share, you must have a leadership
team supporting you who have unstoppable belief, desire and capacity to grow your company, and who are alive with your vision, the
opportunity and your plan.

In the following pages you will find useful explanations to help give you a clear picture of your leadership team’s current performance reality.
(Simply move your curser over the icons to view them)
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PART 1: WHERE AND WHY
STRATEGY AND PROFITABILITY ARE INHIBITED

(Accompaniment to your Strategic Plan and Financial Reports)

Where You Are Now Pré Dex Where ProDex Takes You

Profit Driver Audit, Analysis, Engagement

Stl'ategic .5 Embedded Unique Financial Creation of impact on I* PrOﬁt
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\ Current Financial Results Strategic Plan Future Financial Results /s
~— ProDex reveals Strategy Execution  — - ProDexengages Profit Drivers to ensure — —  ProDex assures future results and — — =
and Profitability impediments. Strateoy Execution and Profitability. sharehalder confidence.
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EMBEDDED VISION & STRATEGY
(Leadership)

Is your vision for growth being “lived” by your leaders and your
strategy translated effectively to the people who must execute it?

(Yes if index is 2 .725; No if index < .725 — see index explanation at end of report)

Strategic || Embedded
' Vision &

\Intent | strategy
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LEADERSHIP INDEX ANALYSIS

Example Ltd - M.D. - Joe Bloggs (July 2009) (Team)
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LEADERSHIP SUMMARY

Applied Leadership Skills
Example Ltd - M.D. - Joe Bloggs (July 2009) (Team)

. . . Critically Becomin Often
Applied Leadership Skills Mean 1 2 3 4 5 - Lowy Evidelntg BvicEm -

Creating & Conveying Vision 3.58 0.00% 0.00% 33.33% 66.67% 0.00%
Being an Inspiration 4.06_ 0.00% 0.00% 16.67% 50.00% 33.33%
Creating a Positive Environment  3.90 0.00% 0.00% 16.67% 66.67% 16.67%
Winning Trust 3.46 0.00% 0.00% 33.33% 50.00% 16.67%
Effective Communication 3.13 0.00% 16.67% 16.67% 50.00% 16.67%
Performance Mentoring 2.99 0.00% 0.00% 50.00% 50.00% 0.00%
Driving Strategy & Change 2.95 0.00% 0.00% 33.33% 66.67% 0.00%
Grand Mean 3.44 0.00% 2.38% 28.57% 57.14% 11.90%

Non Existent

Critically Low 1.25-2.25
Becoming Evident 2.25-3.25
Often Evident 3.25-4

Mostly Evident _
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Example Ltd - M.D. - Joe Bloggs (July 2009) (Team)

LEADERSHIP SUMMARY
Applied Leadership Skills

Applied Leadership Skills Team 2 3 4 5 Self Leader 1 2 4 5

Creating & Conveying Vision 3.58 | 3.90| 3.09

Being an Inspiration 4.06 | 3.58‘ 2.93

Creating a Positive Environment | 3.90 ‘ 3.90‘ 3.58 |

Winning Trust 3.46 ‘ ‘ 3.46‘ 2.84

Effective Communication 3.13 ‘ | 3.27‘ 2.28

Performance Mentoring 2.99 ‘ ‘ 3.13‘ 2.55

Driving Strategy & Change 2.95 | | 3.35| 2.27

|

Grand Mean 3.44 ‘ ‘ 3.51 ‘ 2.79
Non Existent
Critically Low 1.25-2.25
Becoming Evident |2.25-3.25
Often Evident 3.25-4
Mostly Evident >4

¢
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UNIQUE HUMAN DIFFERENTIATORS
(“H" FACTOR)

Is your leadership team alive with your vision, the opportunity and
the plan...and are they creatively and purposefully impacting
your business's growth?

(Yesif index is 2 .725; No if index < .725 — see index explanation at end of report)

Stl’BtEgiC | Embedded Unique

Vision & Human

\Intent Strategy Differentiators
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Performance Components

Ownership and Opportunity
(Creating and Owning New Opportunities)

Customer Bonding
(The shift from Service to Impact)

Change
(Personal Reinvention)

Goals
(Building an Intense Desire to Win)

Harnessing Time
(Free to Focus on Impact)

Personal Leadership
(Sustaining Personal Performance)

Purpose
(Defining a Personal Mission)

Unique Ability

(Realising Your True Value)

Personal Branding
(Marketing You as a Business)

Performance Beliefs
(Staying on Top of Your "Game")

Relationships
(Building Strong Alliances)

Risk & Reward

(When it starts to count Personally)

Innovation
(Creating New Value)

Unique Teamwork

(Drawing on the Unique Ability of every Team Member)

Aspiration Alignment
(Closing Ranks to Protect Success)

Sustainable Growth

(Reaching Beyond Current Experience)

Grand Mean

Mean

3.12

3.12

3.12

3.51

2.73

3.32

3.07

2.39

2.90

3.07

2.56

3.06

3.06

3.22

2.87

2.57

2.98

"H" FACTOR SUMMARY

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

0.00%

Critically

Low

20.00%

40.00%

40.00%

20.00%

40.00%

20.00%

0.00%

60.00%

20.00%

0.00%

0.00%

0.00%

20.00%

0.00%

0.00%

0.00%

17.50%

Becoming

Evident

60.00%

0.00%

20.00%

20.00%

40.00%

20.00%

40.00%

0.00%

20.00%

40.00%

100.00%

20.00%

20.00%

40.00%

20.00%

60.00%

32.50%

Often

Evident

0.00%

60.00%

20.00%

40.00%

20.00%

60.00%

60.00%

40.00%

60.00%

60.00%

0.00%

80.00%

20.00%

20.00%

80.00%

40.00%

41.25%

Mostly
Evident

20.00%
0.00%
20.00%
20.00%
0.00%
0.00%
0.00%
0.00%
0.00%
0.00%
0.00%
0.00%
40.00%
40.00%
0.00%

0.00%

8.75%
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FINANCIAL MOTIVATION
(Risk & Reward)

How financially motivated is your leadership team?

r ic | Embedded Unique S
Strategic Vi B Financial
Motivation

\Intent Strategy Differentiators
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RISK/ REWARD INDEX ANALYSIS

Example Ltd - M.D. (Joe Bloggs (July 2009))
Overall Risk/Reward Index  [oRA§

ORGANISATION

INVESTORS

Risk / Reward Tolerance
Entrepreneurial Motivation

20

0
TOTAL MONIES AT STAKE
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CREATION OF NEW VALUE

(Innovation)

Does your leadership team and organisation create sufficient
new value to drive sales up and costs down?

(Yes if index is 2 .725; No if index < .725 — see index explanation at end of report)

PreDex

Strategic {|| Embedded Unique Financial Creation of

Vision & SEn Motivation || | New Value

\Intent Strategy Differentiators
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INNOVATION INDEX ANALYSIS

Example Ltd - M.D. (Joe Bloggs (July 2009))
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Example Ltd - M.D. (Joe Bloggs (July 2009))

Management Philosophy

(Entrepreneurial Influence)

Organisational Culture

(Entrepreneurial Influence)

Internal Practices
(Entrepreneurial Influence)

Proactiveness
(Entrepreneurial Activity)

Risk-Taking
(Entrepreneurial Activity)

Innovativeness
(Entrepreneurial Activity)

Degree
(Innovative Intensity)

Frequency
(Innovative Intensity)

Grand Mean

INNOVATION SUMMARY

Mean 1 2

3.09
2.44
2.83
2.92
2.15
2.34

2.56

2.10

2.55

Critically
5 Low

Becoming
Evident

Often Mostly
Evident | Evident

0.00% 16.67%

0.00% 50.00%

0.00% 30.00%

0.00% 0.00%

0.00% 25.00%

0.00% 25.00%

0.00% 0.00%

0.00% 37.50%

0.00% 23.02%

50.00%

50.00%

50.00%

25.00%

75.00%

50.00%

50.00%

37.50%

48.44%

Non Existent
Critically Low
Becoming Evident
Often Evident
Mostly Evident

33.33% 0.00%

0.00%  0.00%

20.00% 0.00%

75.00% 0.00%

0.00% 0.00%

25.00% 0.00%

50.00% 0.00%

25.00% 0.00%

28.54% 0.00%

1.25-2.25
2.25-3.25
3.25-4
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IMPACT ON CUSTOMER SPEND

(Customer Impact)

Does your leadership team and organisation impact the
frequency and level of customer spend?

(Yesif index is 2 .725; No if index < .725 — see index explanation at end of report)

PreDex

Strategic l- Embedded Unique Financial Creation of || | !MPact on ‘

b Customer 3
Vision & Human Motivation New Value Spend T

\In tent Strategy Differentiators
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