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Delia, Janet, Alan Viader

Geni Whitehouse
Craig Underhill

Introductions

@ Name

@ Winery

®Role

® Goal for this class?
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Business

@Vision
Why
® Execution
What /How
@ Responsibilities
Who
® Measurements
How Well
® Communication
Who/What/When/Why/How
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Rate Your Winery

Clarity Scale 1-5

1 = Unclear
5 = Crystal Clear

Vision - Why

Execution — What/How

Responsibilities - Who

Measurements — How well

Communication -
Who/What/When/Why/How
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Viader 2007
Clarity Scale 1-5
1 =Unclear
5 = Crystal Clear
Delia | Alan | Janet
Vision - Why 5 5 2
Execution — What/How 3 4 3
Responsibilities - Who 3 3 4
Measurements — How well 2 2 2
Communication - 2 3 3
Who/What/When/Why/How
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Family Questions

e Why do we exist?

« How do we behave? What do we
do?

 Who does what?

« How do we measure success?

 What did you mean by that?

Disagreement: What's most
important right now?
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Tools

Why do we exist?

WHY — Simon Sinek on TED.com

©2016 Brotemarkle, Davis & Co. www.bdcocpa.com

© Brotemarkle, Davis & Co 2016 Provided as a benefit to members of Napa Valley Vintners



www.bdcocpa.com 1/12/2016

R

Putting Peaple First

$F|NANCIAL CUSTOMERS OPERATIONS PEOPLE END in MIND
g
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S with
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Tools

How do we behave?

Behavioral Styles, DISC training,
organizational behaviors
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Creative

APCr((:eS:Esl?e Slow Start / Fast Finish Competitive
Concern for Quality Vacillating Confrontational
Critical Listener Temperamental Direct
Non-Verbal Communicator Results-Oriented
Attention to Detail Sense of Urgency
\MPLEMENTQR, D Change Agent

Product-Oriented
Slow to Change
Self-Disciplined

Pessimistic

Process-Oriented
Quick to Change
Independent
Optimistic

COORDINATOR
Yagvnsuad

High Trust Level

_ Accommodating. RELATER Not Fearful of Change
DIS“kePS 0 feopation Rathng)$et\?l<Ctt%gwtl_yisten
ersistent |
Controls Emotion Good Supporter ~ Verbal Skills
Adaptable Team Player Projects Self-Confidence
Good Listener Persistent
Cooperative 4

Sensitive to Others’ Feelings

Copyright © 1998. Target Training International, Ltd.
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Tools

What do we do?

Process Map, Cycle of customer
interaction
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Cyc|e Of Website

Visit
Customer o Phone
Interaction

Arrive at the
parking lot
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Tools

How do we measure success?

Critical success factors
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Financial and Non-financial
measures

®# Visitors — conversion rate

® Facilities Score
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A [=] U [= r v
1 MY FAMILY VINEYARDS Craig A. Underhilk:
2 FLASH REPORT Only enter in cells that
3 For the year ending December 31, 2007 [ B
4
5 Key Perf JANUARY [ FEBRUARY
5 Act [ Target | % of | Act | Target |
7 |Finance
8 [Collection Days } 45
9
10 |Marketing and Sales
| Number of visitors 100 100
12 KPI name - for this CSF put here 2 2 -
13 KPI name - for this CSF put here 3 3% 0%
14 KPI name - for this CSF put here 4 -
15 KPI name - for this CSF put here 5 -
16 |Customers
17 KPI name - for this CSF put here 1 -
18 KPI name - for this CSF put here 2 -
19 KPI name - for this CSF put here 3 -
20 KPI name - for this CSF put here 4
21 |Vineyards
22 KPI name - for this CSF put here 1 -
23 KPI name - for this CSF put here 2
24 KPI name - for this CSF put here 3
25 |Cellar
26 KPI name - for this CSF put here 1
27 KPI name - for this CSF put here 2
28 KPI name - for this CSF put here 3
29
30
N
32
33
M
35
36
4 4 » M| Flash Report - Finance Marketing and Sales Vineyards Cellar %2

Tools

Who does what

Performance calendar
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MY SUCCESSFUL WINERY
Sample CALENDAR FOR PERFORMANCE MANAGEMENT STRATEGIES

Enter planned activities for the year. Monthly, color code the cells to indicate completion.

2016

Description

Completed

Responsible Jan |Feb|Mar|Apr|May |Jun|Jul

Distributor phone calls Sales & Marketing Team

Make 1 per day to prospects, 1 per day to current customers Sam - X | X|X

Events

Winemaker dinner Bil . X

Winery visits for VIP distributors - Premier Napa Valley

Sally

Napa Valley pours for Limo drivers
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Tools

What did you mean by that?

Financial fluency training
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hree Goals = ihfee Statements

Einancial Statements

32012 Brofemarkde, Davis & Co. www bdcocpa com
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Tools

What is most important right
now?
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FOCUS GRID
©:
Viader 2016
A a¥- 3 3l e
Delia | Alan | Janet
Vision - Why 55 |55 (52
Execution — What/How 53 |54 (43
Responsibilities - Who 53 (43 |54
Measurements — How well 52 42 47
Communication - 52 |43 (43
Who/What/When/Why/How
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Business today?

©95% DTC

@ Management meetings

@ Performance calendar

@ Projections that we meet

@ Budgets for 2016

@ All staff meetings —structured
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What stood out for you?
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Thank you

®geni@bdcocpa.com
@ craig@bdcocpa.com
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