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Driving Profit
Profit in clubs (30% to 40% EBITDA) is driven equally by four factors.

Sales

Attrition

Cost of Sales

Labor Costs 

We will begin driving profits, by systematically focusing on each of the four areas.

Each tme we focus on an area, we will work towards improving it 5% over same time last year.

If we don’t have a same time last year, then use the average of the oprior three months as a base line.

First area is sales up 5% with no increase in attrition.


Build support and commitment from key people to work on this.

Help them understand why it is in their interests.


Everty staff member should know the goal.

Compose a 5% team of 3-5 key people to meet weekly and think about this goal.


-What can be done to move it?



-How can all staff help move this number?



-How can sales people generate more leads?


-Come up with ideas, predict their impact on sales


-Use the management cycle
 to move these ahead, monitor and fine tune.


-Post you plans and their outcomes on the web.

-Make it a game in your club with recognition and celebrations.


-Post improvements on the web so we can see which club is doing the best!


-Think of the upstream KPIs so each staff members can have a goal to support sales.


  For instance, Sales is driven by leads, driven by referrals, driven by member loyalty, etc.

� This is the pie shped disagram in Will’s Managing By The Numbers Presentation in July 06





