Chapter 3
The Business Performance Report
This chapter is purposefully short because it’s the content of this report,
rather than the report itself, which matters to your business. Nonetheless, it is
helpful to see the Business Performance Report, which evaluates the 12 areas of a
business and results in a total score. It is presented to the client initially, usually
before they become a client, free, upon request, and quarterly once our work is
completed. We present it initially in order to show where there is room for
improvement. And we present it quarterly, or so, thereafter in order to evaluate
whether the business is performing better.
In the Business Performance Report, which we abbreviate “BPR”, we get
into the specifics of real-life businesses. Before I explain what goes into it, let me
mention our policy for disclosing the names of real-life businesses. Please read the
box below, highlighted for its importance.
We don’t disclose the names of clients. Those who collaborate with
us enjoy a competitive advantage. We help to preserve that
competitive advantage by not disclosing names. Moreover, because
we usually sign non-disclosure agreements, we err on the side of
conservatism by not discussing clients at all. This prevents
accidentally breaching such agreements by disclosing confidential
information. Instead, when we give real-life examples, we use
companies which we have no relation to, and thus are using only
available public information.
The last thing I’ll say about discussing real life businesses is this: any time
we discuss a real business we do it with constructive suggestions in mind. We never
opine on the quality of a company’s products and services. We always assume their
products and services are as advertised. There are plenty of review sites that do,
but our job isn’t to evaluate products. Rather, we evaluate and comment on how
the business is managed, marketed, and everything else that effects business
performance and profitability. Finally, the results are usually shared with
management only. I say usually, because these are prospects for which we have no
non-public information. And so we reserve the right to disclose our analyses,
usually for illustration only.

Example of a Successful Smaller Business
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Below is shown a Business Performance Report for a successful business,
BT’s Smokehouse. BT’s is not a client of ours. BT’s is a fine restaurant, located in
Central Massachusetts. It is a perfect example of what I said at the beginning of this
book; namely, that businesses which score well always are seen by the general
public as being popular, successful, and fun to frequent.
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Before you strain your eyes and ask how you are supposed to read such
small print, I’ll tell you that the remainder of this book discusses everything within
that fine print as well as information which isn’t shown in the final report: what we
use to evaluate results. For example, “How do you compare to your competitors?”
doesn’t explain what we look for in making that evaluation. We’ll come to that
later in the ensuing chapters.

Example of a Typical Smaller Business
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