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Scaling Coach 
and podcast 
host.
Entrepreneur 
Partner & 
Exec
6 Companies
$550M+
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Purpose WHY 
Values HOW 

Brand Promises WHAT 
BHAG WHERE 

Functional Leadership 
Vivid Vision 

Attribute Map 
Process Leadership 

Meeting Rhythm 
KPI’s & Dashboards
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Intention & Agenda 
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1. Differentiated growth 
strategy 

2. Build execution rhythms, 
sharpen people game, 
and see cash clearly  
with AI as your partner
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#1 
10X IS EASIER

http://firestartersacademy.com
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What’s your 
biggest, 
furthest out 
goal?
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Is your 
goal 
financial?
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B ig 
H airy 
A udacious 
G oal
™ Jim Collins
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Using AI….
ScalingCoach.com
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• What are the most common 
BHAG’s or Big Hairy Audacious 
Goals of the chauffeured 
transportation industry? 

• What are some BHAG’s I should 
consider for my limo/chauffeured 
transportation company?
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WHAT’S  
YOUR MAIN 
CHALLENGE?

http://firestartersacademy.com
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1. People & Teamwork  
2. Strategy & Growth 
3. Execution & Drama 
4. Cash & Valuation 
5. Leadership & Time 

Quick Assessment
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Using AI….
ScalingCoach.com

copyright © 2022 Scaling Coach

• What’s my main challenge or 
barrier to growth as a 
chauffeured transportation 
company?
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MIT “Birthing of Giants” 

Rockefeller Habits, Harnish 

250+ Coaches Worldwide 

Over 70,000 leaders 

Exits of $100M’s & $1B+ 

Open Best-Of Platform 

Evolving Tools 

4 Decision areas…

http://firestartersacademy.com
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1. STRATEGY 
2. PEOPLE  
3. EXECUTION 
4. CASH

http://firestartersacademy.com


ScalingCoach.com

copyright © 2022 Scaling Coach

ScalingCoach.com

copyright © 2022 Scaling Coach

Core Customer 
Brand Promises 
Differentiating Activities  
Values 
Culture 
BHAG 
Vivid Vision

STRATEGY
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1

2

3

Your KPIs Goal

1

2

3

4

5

Your Quarterly Priorities Due

Critical #: 

Critical #: 

Between green & red  

Between green & red  

PURPOSE BRAND PROMISESCORE VALUES

STRATEGIC                            PRIORITIESSTRATEGIC                            PRIORITIES

BHAG

3 – 5 yr 1 yr Qtr

Your Name:

BHAG is a Registered Trademark of Jim Collins and Jerry Porras.

People or B/S

Process or P/L

PRINT-VERSION branded

Strategy: Vision Summary
  

WE UNLEASH 
POTENTIAL

• WE ACT IN OUR CLIENTS' 
BEST INTEREST 

• WE THRIVE ON DETAIL. 
• WE HAVE A BIAS FOR 
ACTION. 

• WE RELY ON INITIATIVE. 
• WE ENSURE THE BEST 
IDEA WINS.

1. Best 
implementation:  
faster, right the 
first time 

2.Best partners: 
service & support 

3.Fastest ROI

4-6 3-5 3-5

$1B ROI for our 
clients
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1

2

3

Your KPIs Goal

1

2

3

4

5

Your Quarterly Priorities Due

Critical #: 

Critical #: 

Between green & red  

Between green & red  

PURPOSE BRAND PROMISESCORE VALUES

STRATEGIC                            PRIORITIESSTRATEGIC                            PRIORITIES

BHAG

3 – 5 yr 1 yr Qtr

Your Name:

BHAG is a Registered Trademark of Jim Collins and Jerry Porras.

People or B/S

Process or P/L

PRINT-VERSION branded

Strategy: Vision Summary
  

WHY 
WHAT WE CARE 

ABOUT

4-6  
HOW WE 
WORK

3 Things they 
can count on

10 YEAR IMPACT
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AI for Values
ScalingCoach.com
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• Based on our website and what you 
know, what are my 4-5 Company 
Values? 

• Share your website, driver handbook, customer 
reviews, and company stories — then ask for 
your 5 company values in 3-8 word phrases



AI for Purpose/Why
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• What do we seem to care most 
about for impact in the world? 

• What is our purpose/why in the 
style of Simon Sinek Start with 
Why? 
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AI for Brand Promises
ScalingCoach.com
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• What are the top 3 brand promises 
in chauffeured transportation? 
How do they compare to Uber 
Black and Blacklane? 

• How are we different and what 
should our 3 brand promises be?
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Using AI….
ScalingCoach.com
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1. Strengths & Weaknesses 
“How does my limo company compare to Uber Black, Blacklane, and my top local 
competitor? What are my top strengths and weaknesses?” 
2. Trends & Strategy 
“What are the top trends now affecting chauffeured transportation — EVs, insurance 
costs, AI dispatching, corporate travel changes — and how should I deal with them?” 
3. Constraints 
“What are the top 5 constraints for companies in the chauffeured transportation industry?” 
4. Novel Solutions 
“What are 5 novel ways to address #__ and #__?” 
5. Ideal Customer Profile 
“My best customers are corporate travel managers and executive assistants at mid-size 
firms. Please create an ideal customer profile with their main pain points and buying 
triggers.” 
6. Reaching Prospects 
“What are some places and ways to reach these prospects?”
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Vivid Vision 
3-5 Years
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Your KPIs Goal

1

2

3

4

5

Your Quarterly Priorities Due

Critical #: 

Critical #: 

Between green & red  

Between green & red  

PURPOSE BRAND PROMISESCORE VALUES

STRATEGIC                            PRIORITIESSTRATEGIC                            PRIORITIES

BHAG

3 – 5 yr 1 yr Qtr

Your Name:

BHAG is a Registered Trademark of Jim Collins and Jerry Porras.

People or B/S

Process or P/L

PRINT-VERSION branded

Strategy: Vision Summary
  

WHY 
WHAT WE CARE ABOUT4-6  

HOW WE WORK 3 Things they can count 
on

5-10 3-5 3-5

10 YEAR IMPACT
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• Do a deep visioning exercise and write or 
dictate transcribe all your thoughts and 
ideas 

• Have AI tidy it all up in the style of a Vivid 
Vision from Jim Collins and Cameron 
Harold’s work 

• Create a single page version with artwork
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Vision Summary 
Quarterly Planning 
Cascading Priorities  
Daily Huddles 
4D Weekly Meeting 
Manifesto 
4Q Conversations

EXECUTION
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Execution: Rockefeller Habits ChecklistTM

1. The executive team is healthy and aligned.
ŴTeam members understand each other‘s differences, priorities, and styles.
ŴThe team meets frequently (weekly is best) for strategic thinking.
ŴThe team participates in ongoing executive education (monthly recommended).
ŴThe team is able to engage in constructive debates and all members feel comfortable participating.

2. Everyone is aligned with the #1 thing that needs to be accomplished this quarter to move the company forward.
Ŵ8LI�'VMXMGEP�2YQFIV�MW�MHIRXMƼ�IH�XS�QSZI�XLI�GSQTER]�ELIEH�XLMW�UYEVXIV�
Ŵ����4VMSVMXMIW��6SGOW
�XLEX�WYTTSVX�XLI�'VMXMGEP�2YQFIV�EVI�MHIRXMƼ�IH�ERH�VEROIH�JSV�XLI�UYEVXIV�
ŴA Quarterly Theme and Celebration/Reward are announced to all employees that bring the Critical Number to life.
ŴQuarterly Theme/Critical Number posted throughout the company and employees are aware of the progress each week.

3. Communication rhythm is established and information moves through organization accurately and quickly.
ŴAll employees are in a daily huddle that lasts less than 15 minutes.
ŴAll teams have a weekly meeting.
ŴThe executive and middle managers meet for a day of learning, resolving big issues, and DNA transfer each month.
ŴQuarterly and annually, the executive and middle managers meet offsite to work on the 4 Decisions.

4. Every facet of the organization has a person assigned with accountability for ensuring goals are met.
ŴThe Function Accountability Chart (FACe) is completed (right people, doing the right things, right).
ŴFinancial statements have a person assigned to each line item.
ŴEach of the 4-9 processes on the Process Accountability Chart (PACe) has someone that is accountable for them.
ŴEach 3-5 year Key Thrust/Capability has a corresponding expert on the Advisory Board if internal expertise doesn’t exist.

5. Ongoing employee input is collected to identify obstacles and opportunities.
ŴAll executives (and middle managers) have a Start/Stop/Keep conversation with at least one employee weekly.
ŴThe insights from employee conversations are shared at the weekly executive team meeting.
ŴEmployee input about obstacles and opportunities is being collected weekly.
ŴA mid-management team is responsible for the process of closing the loop on all obstacles and opportunities. 

���6ITSVXMRK�ERH�EREP]WMW�SJ�GYWXSQIV�JIIHFEGO�HEXE�MW�EW�JVIUYIRX�ERH�EGGYVEXI�EW�Ƽ�RERGMEP�HEXE�
ŴAll executives (and middle managers) have a 4Q conversation with at least one end user weekly.
ŴThe insights from customer conversations are shared at the weekly executive team meeting. 
ŴAll employees are involved in collecting customer data.
ŴA mid-management team is responsible for the process of closing the loop on all customer feedback.

7. Core Values and Purpose are “alive” in the organization.
ŴCore Values are discovered, Purpose is articulated, and both are known by all employees.
ŴAll executives and middle managers refer back to the Core Values and Purpose when giving praise or reprimands.
ŴHR processes and activities align with the Core Values and Purpose (hiring, orientation, appraisal, recognition, etc.).
Ŵ%GXMSRW�EVI�MHIRXMƼ�IH�ERH�MQTPIQIRXIH�IEGL�UYEVXIV�XS�WXVIRKXLIR�XLI�'SVI�:EPYIW�ERH�4YVTSWI�MR�XLI�SVKERM^EXMSR�

8. Employees can articulate the following key components of the company’s strategy accurately.
ŴBig Hairy Audacious Goal (BHAG) – Progress is tracked and visible.
Ŵ'SVI�'YWXSQIV�W
�Ɓ�8LIMV�TVSƼ�PI�MR����[SVHW�SV�PIWW�
Ŵ3 Brand Promises – And the corresponding Brand Promise KPIs reported on weekly.
ŴElevator Pitch – A compelling response to the question “What does your company do?”

9. All employees can answer quantitatively whether they had a good day or week (Column 7 of the One-Page Strategic Plan).
Ŵ1 or 2 Key Performance Indicators (KPIs) are reported on weekly for each role/person.
ŴEach employee has 1 Critical Number that aligns with the company’s Critical Number for the quarter (clear line of sight).
ŴEach individual/team has 3-5 Quarterly Priorities/Rocks that align with those of the company.
ŴAll executives and middle managers have a coach (or peer coach) holding them accountable to behavior changes.

10. The company’s plans and performance are visible to everyone.
ŴA “situation room” is established for weekly meetings (physical or virtual).
ŴCore Values, Purpose and Priorities are posted throughout the company.
ŴScoreboards are up everywhere displaying current progress on KPIs and Critical Numbers.
ŴThere is a system in place for tracking and managing the cascading Priorities and KPIs.

Execution: Rockefeller Habits ChecklistTM
  

To download more copies and to get help implementing these tools, please go to www.ScalingUp.com v20/01 - Copyright 2020 by Scaling Up Coaches

PRINT-VERSION Branded
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1. The executive team is healthy and aligned.  
2. Everyone is aligned with the #1 thing for the quarter. 
3. Communication & meeting rhythms move information accurately.  
4. Every facet of the company has a person assigned with accountability.  
5. Ongoing employee input is collected.  
6. Reporting & analysis of customer feedback data is frequent & accurate.  
7. Core Values and Purpose are “alive” in the organization.  
8. Employees can articulate the company’s strategy accurately.  
9. Employees can say quantitatively (KPIs) whether they had good day/week. 
10.Plans & performance are visible to everyone. (Dashboard/Situation Room)

The Rockefeller Habits™
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Using AI….
ScalingCoach.com

copyright © 2022 Scaling Coach

• We’re a chauffeured transportation 
company with drivers, dispatchers, 
and a small office team. Which one 
of the Rockefeller Habits should 
we focus on for the next 90 days? 
We can only focus on one habit.
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Your KPIs Goal

1
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3

4

5

Your Quarterly Priorities Due

Critical #: 

Critical #: 

Between green & red  

Between green & red  

PURPOSE BRAND PROMISESCORE VALUES

STRATEGIC                            PRIORITIESSTRATEGIC                            PRIORITIES

BHAG

3 – 5 yr 1 yr Qtr

Your Name:

BHAG is a Registered Trademark of Jim Collins and Jerry Porras.

People or B/S

Process or P/L

PRINT-VERSION branded

Strategy: Vision Summary
  

WE 
UNLEASH 

POTENTIAL

• WE ACT IN OUR 
CLIENTS' BEST 
INTEREST 

• WE THRIVE ON DETAIL. 
• WE HAVE A BIAS FOR 

ACTION. 
• WE RELY ON 

INITIATIVE. 
• WE ENSURE THE BEST 

IDEA WINS.

1. Best 
implementation:  
faster, right the 
first time 

2.Best partners: 
service & support 

3. Fastest ROI

4-6 3-5 3-5

$1B ROI for 
our clients
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Which 
meetings 
need 
work?
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Using AI….
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• Have AI summarize your driver meetings, 
dispatch huddles, and team calls from 
Zoom, Teams, or a transcription  

• Have AI create and assign the action 
items for follow-up  

• Ask AI what to follow-up on from your last 
meeting
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Topgrading 
Job Scorecards 
Talent Development 
Peer Coaching 
Retention 
Lean practices 
Funding models  
Buy/Build

PEOPLE
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People+: Talent Assessment Chart

 
 
 

5RFNHIHOOHU�+DELWV�&HUWLILHG�7RRO�
Talent Assessment Chart 

 
The Talent Assessment Chart is a Topgrading tool that provides a clear definition of “A” players by measuring 
employees on a two-axis scale. The x-axis measure the productivity of the employee based on KPI’s for their 
specific role. The y-axis measures the cultural fit of the employee based on how they live the Core Values of the 
organization. Use this tool and the Team Talent Action Plan to build an action plan to improve year team. 

 
 
 

“A” 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

0 1 2 3 4 5 6 7 8 9 10 
 

   PRODUCTIVITY
  

Team Talent Action Plan Exercise 
Enter the initials of your team members on the Team Talent Action Plan. For each team member, assign their 
Core Value Score (0-10) based on how well they live and exemplify the organization’s Core Values and their 
Productivity Score (0-10) based on how well they deliver KPI’s for their specific role. Next, assign their A, B, B/C or 
C ranking based on the chart in the previous exercise. Finally, create an action plan for each team member to 
move them up and to the right on the Talent Assessment Chart. What’s the plan to improve how they live the Core 
Values and/or be more productive? 

 

Team Member Initials Core Value Score 
0-10 

Productivity Score 
0-10 

Rating: 
A, B, B/C, C 

Action Plan for Next 
Planning Period 
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Team Member 
Initials

Productivity 
Score

Core Value 
Score

Rating
Action Plan

For Next Planning Period

Adapted from Topgrading by Bradford D. Smart, Ph. D.   © Topgrading with permission.
To get help implementing these tools, please go to www.ScalingUp.com v20/01 - Copyright 2020 by Scaling Up Coaches
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Job Scorecard

To download more copies or to get help implementing these tools, please go to www.ScalingUp.com vBG20/01 - Copyright 2020 Gazelles

Name & Date

Position, reports to

Purpose of the job

Desired Results KPI SG (A+) Green Yellow Red

Key Responsibilites Rating Comments

Skills, Traits & Competencies Rating Comments

Living Core Values Rating Comments

Note: Rate on a scale of 1-10 or Green, Yellow, Red

7
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1  Name the person accountable for each function

2  Ask the four questions at the bottom of the page re: whose name(s) you listed for each function

3  List Key Performance Indicators (KPIs) for each function

4    Take your Profit and Loss (P/L), Balance Sheet (B/S), and Cash Flow accounting statements and assign 
a person to each line item, then derive appropriate Results/Outcomes for each function

Identify: 1. More than 1 Person in a Seat; 2. Person in more than 1 seat; 3. Empty seats; 4. Enthusiastically Rehire?2

Functions
Person  

Accountable
Leading Indicators

(Key Performance Indicators)
 Results/Outcomes

(P/L or B/S Items)

Head of Company

Marketing

R&D/Innovation

Sales

Operations

Treasury

Controller

Information Technology

Human Resources

Talent Development/Learning

Customer Advocacy

Heads of Business Units

• 
_______________________

• 
_______________________

• 
_______________________

• 
_______________________

1 3 4 

PRINT-VERSION branded

People: Function Accountability Chart (FACe)

44   
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1  Name the person accountable for each function

2  Ask the four questions at the bottom of the page re: whose name(s) you listed for each function

3  List Key Performance Indicators (KPIs) for each function

4    Take your Profit and Loss (P/L), Balance Sheet (B/S), and Cash Flow accounting statements and assign 
a person to each line item, then derive appropriate Results/Outcomes for each function

Identify: 1. More than 1 Person in a Seat; 2. Person in more than 1 seat; 3. Empty seats; 4. Enthusiastically Rehire?2

Functions
Person  

Accountable
Leading Indicators

(Key Performance Indicators)
 Results/Outcomes

(P/L or B/S Items)

Head of Company

Marketing

R&D/Innovation

Sales

Operations

Treasury

Controller

Information Technology

Human Resources

Talent Development/Learning

Customer Advocacy

Heads of Business Units

• 
_______________________

• 
_______________________

• 
_______________________

• 
_______________________

1 3 4 

PRINT-VERSION branded

People: Function Accountability Chart (FACe)

44   
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AI for FACe
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• Which role are we most lacking: 
dispatch manager, fleet ops, 
sales, or driver development?  

• Which role is most muddled for 
us? 

• What am I doing too much of?
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Using AI….
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• AI can summarize driver feedback surveys 
and suggest retention action plans 

• Write chauffeur job postings, screen driver 
applications, and create onboarding 
checklists 

• AI can generate interview questions for 
chauffeurs, dispatchers, and operations roles
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Cash Flow Story 
Power of 1 
Cash Conversion Cycle 
Pricing Strategy

CASH
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Cash: The Power of One

Your Power of One Net Cash Flow $ EBIT $

Your Adjusted Position

Your Power of One Net Cash Flow $ EBIT $

Your Current Position

Your Power of One
Change You Would 

Like to Make
Annual Impact on 

Cash Flow $
Impact on 

EBIT $

Price Increase % %

Volume Increase % %

COGS Reduction % %

Overheads Reduction % %

Reduction in Debtors Days day(s)

Reduction in Stock Days day(s)

Increase in Creditors Days day(s)

Your Power of One Impact

Cash: The Power of One
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Cash: Cash Acceleration Strategies (CASh)

Ways to improve your Sales CycleA

Eliminate 
Mistakes

Improve 
Business 

Model 
& P/L

Shorten 
Cycle 
Times

1

2

3

4

5

Ways to improve your Make/Production & Inventory CycleB

1

2

3

4

5

Ways to improve your Delivery CycleC

1

2

3

4

5

Ways to improve your Billing & Payment CycleD

1

2

3

4

5

Make/Production
& Inventory Cycle

Sales Cycle Delivery Cycle Billing & Payment Cycle

Cash Conversion Cycle (CCC)

B

CA D

Cash: Cash Acceleration Strategies (CASh)
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Cash: Cash Acceleration Strategies (CASh)

Ways to improve your Sales CycleA

Eliminate 
Mistakes

Improve 
Business 

Model 
& P/L

Shorten 
Cycle 
Times

1

2

3

4

5

Ways to improve your Make/Production & Inventory CycleB

1

2

3

4

5

Ways to improve your Delivery CycleC

1

2

3

4

5

Ways to improve your Billing & Payment CycleD

1

2

3

4

5

Make/Production
& Inventory Cycle

Sales Cycle Delivery Cycle Billing & Payment Cycle

Cash Conversion Cycle (CCC)

B

CA D

Cash: Cash Acceleration Strategies (CASh)
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Using AI….
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• Upload YTD and last year P&L and 
Balance Sheet to your PAID AI 

• Ask for Power of One analysis in the 
style of Alan Miltz Cash Flow Story 

• Ask for top 3 recommendations to 
improve cash and profit. 



Using AI….
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• AI can analyze your financial reports 
and give you ideas for 
improvements  

• AI can give you industry norms and 
tell you where you are better or 
worse
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How coaching 
and peer 
learning 
works…
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We May never know 
who “discovered” 
water but you can 
be pretty certain it 
wasn’t a fish



ScalingCoach.com

copyright © 2022 Scaling Coach

Coach & peers 
can help you see 
things you 
weren’t even 
looking for
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Everyone has a 
plan until they 
get punched in 
the face. -Mike Tyson



ScalingCoach.com

copyright © 2022 Scaling Coach



Which Tools Now?
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Functional Accountability 
Talent Assessment 

Job Scorecards 
Top-grading 
Team Health  

Core Customer  
Brand Promises  

Core Values 
Purpose/Why 

BHAG™ & Vision

Quarterly Priorities 
KPI’s 

Dashboards 
Meeting Rhythms 

Process Work & Lean

Cash Conversion Cycle 
Power of 1 

Valuation Improvement 
Pricing Strategy 



Mindset       Results
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ACTION
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Take the Growth Assessment
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ScalingCoach.com/q20 

http://ScalingCoach.com/q20


Let Us Know How
We Did! 

Please complete the 
survey you received to 
share your feedback!
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