
 What Causes Sales:  Drive Profit with Five T12M Charts!  Example: see "Buy It!" Below.     UPDATED -- 2009

Date Fields ready for next 12+ months, through Dec 2009!

HOW TO USE THIS EXTRAORDINARY MANAGEMENT SYSTEM:
1.  Please first understand how to use Trailing 12 Month (T12M) Charts by visiting www.ceotools.com website
     and getting the free Preview (PDF version) of T12M Charts  -- print it and review what it says.  Then, if you like,
     read all about T12M Charts in Kraig Kramers' book (pages 86 - 97) -- book available on www.ceotools.com
     "CEO Tools:  the Nuts 'n Bolts of Business for Every Manager's Success!" 
2.  To prepare your 5-Charts on one page, either enter or import your data into the appropriate data fields
     (green headings) under the "Data" tab at the bottom of your screen.  If you plan to use the five charts shown
     above, you're almost done once you've entered your data.  All you need to do to complete your charts page is
     to re-scale each of the five charts and type the name of your business at the top.  To re-scale the charts,
     double-click your cursor in the vertical scale on the left side of the chart.  Then select "Scale" at the top of the
     dropdown.  Enter the min and max amounts for your data and click "okay."  Save under a name you choose.
3.  If you wish to change the charts to reflect other information, simply change the titling to suit what you want.
     Even better, go to www.ceotools.com to check out the OTHER GREAT Charting Tools!
4.  Now, catapult your business to higher long-term profits by managing the four things that drive profit, namely
     Bookings $, Gross Margin-%, What Causes Sales and Net Operating Expenses.  Figure out what drives bookings
     (i.e., "what causes sales" page 92 of CEO Tools & page below this), and MANAGE THAT!  Work on 
     gross margin through price, mix and volume enhancements.  Then, control operating expenses
     to be less than gross margins, especially as to timing of expense cuts.  Boost What Causes Sales!
     You'll react sooner to cut expenses, and faster to accelerate sales, by using these charts.
5.  Interpretation of the charts shown:  "What Causes Sales" (Chart 1) was allowed to decline, causing a drop in
     Sales (Chart 2), which then slowed Gross Margin (Chart 3) and Operating Profit (Chart 5).  Operating Expenses
     were ignored and rose, creating an even more dramatic drop in profitability (Chart 5).  Then the management
     team woke up, worked on What Causes Sales and controlled Net Operating Expense to boost profit nicely!
     Notice the lead and lag between WCS, Sales, Gross Margin and Operating Profits -- they can be much longer!

      More information?  Contact Kraig Kramers (CEO Tools) at 770-389-8511 or email info@ceotools.com
5-Chart Ultimate Tool.xls  Copyright   1997-2009 U.S. Corporate Partners LLLP.   All Rights Reserved.

ABC Company
5-Charts:  Income Statement Key Indicators with WHAT CAUSES SALES ("WCS") Tool

Chart 2:  Sales Growth - $
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Chart 3:  Gross Margin - %
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Chart 4: Optg Exp Net of WCS $
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Chart 5:  Operating Profit - $
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Chart 1:  WCS (eg, # of Salespeople)
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  BUY
    IT!

To buy this tool in easy to use Excel Format, go to:  www.ceotools.com and use Visa or M/C.
Only $39.95 in ready-to-use Excal format.  Emailed immediately to your email address!



                   
 
 
 
 
    

                                CEO Tool:  What Causes Sales! 
 

          Command Your Sales Growth Destiny from Now On! 
                                                                 
“What Causes Sales” is different in almost every business, but you and your senior management team 
can figure out what it is!  Once you do, you can move toward controlling your sales growth and your 
profit destiny for a long time. 
 
Get your team together and brainstorm what really causes sales in your business.  Focus on moving 
back up the chain-of-events that leads from booking the sale to lead inception.  Find the step that you 
can manage (like number of salespeople, if that’s what really causes sales) but make sure it is a step 
that enables you to measure and control it reliably and consistently.  Those elements are really 
important! 
 
Here are some of the things that cause sales in various businesses.  Pick the one that creates the most 
impact in your business and then manage it aggressively!  Take a look at this list and brainstorm with 
your management team what really works for you…figure out what causes the following things to 
happen and then go manage those causes! 
 
                   
General:        # of Transactions per Day or Week 

$ per Transaction per Day or Week 
# of Sales Feet on the Street measured over time (Monthly) 

    # and $ of RFP’s (Requests for Proposal) in the Door per Month 
    # of Telemarketing Calls or Email Hits per Week 
    # of Qualified Leads per Week 
 
Manufacturing Companies: # of New Distributors or Dealers per Month 
    # of Net New Salespeople added per Month 
    # of New Products Introduced per Month 

# and Quality of P-O-S Encounters 
    # of New Customers per Month 
    % New to Existing Customers per Month 
    % Repeat Customers per Month  
 
Construction Companies: # and $ of RFP’s in the Door per Week or Month 
     
Retailers:   # and Frequency of Direct Mail Drops per Month 
    $ of Retail Advertising per Month (of the kind that works) 
    # of Referrals per Week or Month (know how to measure this) 
 
Distribution Companies:  # of New Customers per Month and what causes this in your case! 
    % Repeat Customers per Month and what causes this in your case! 
With best wishes,  
Kraig  and  www.ceotools.com 
 
PS – Check out all the great tools in Kraig Kramers’ book, CEO TOOLS:  The Nuts-n-Bolts of 
Business for Every Manager’s Success at our website www.ceotools.com.  Also, check out the other 
tools available at www.ceotools.com -- hope you enjoy the website and the tools! 
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CUSTOMER LICENSE AGREEMENT 

for CEO Tools 
  
IMPORTANT: THE ENCLOSED PROGRAM, SOFTWARE, AND/OR TOOLS ARE LICENSED BY U.S.
CORPORATE PARTNERS, LLLP TO CUSTOMERS FOR USE ONLY ON THE TERMS SET FORTH BELOW.
 OPENING, LOADING AND/OR USING THIS PACKAGE ON YOUR COMPUTER INDICATES YOUR
ACCEPTANCE OF THESE TERMS. 
  
1. LICENSE:  U.S. Corporate Partners, LLLP hereby agrees to grant you (as an individual user) a nonexclusive
license to the enclosed CEO TOOL(s) (collectively and individually, the “Program”) subject to the terms and
conditions set forth in this Customer License Agreement. 
  
2. COPYRIGHT:  The Program and its documentation are copyrighted.  All rights are reserved.  No portion of 
the Program may be duplicated in any way except to use it in your business on a single computer for each
Program purchased.  You may not reproduce the Program or its documentation except to place it on your own 
computer for operation and for what is necessary to provide adequate backup.   
  
3. RESTRICTIONS ON USE AND TRANSFER: The original and any backup copies of this Program and its
documentation are to be used with only one computer. You may physically transfer the Program from one 
computer to another provided the Program is only in use by one computer at a time. The Program may not be
transferred to a third party without the written permission of Corporate Partners Inc.  
  
4. NO SOFTWARE SUPPORT:  The Program is provided without software support and with no provision for
human interaction to help with its use.  Refer to the book titled CEO Tools:  The Nuts-n-Bolts of Business for
Every Manager’s Success! for information on use of the Program and especially individual CEO Tools.
Consulting, for a fee, is available – contact U.S. Corporate Partners, LLLP as provided below. 
  
5. NO WARRANTY OF PERFORMANCE:  U.S. Corporate Partners, LLLP and Corporate Partners Inc. and
everyone associated with the creation and supply of this Program do not warrant this Program in any way, nor
are the results obtained from using this Program warranted in any way whatsoever.  The Program and its
documentation are licensed  “as is” without warranty as to their performance.  
  
6. LIMITATION OF LIABILITY:  Neither U.S. Corporate Partners, LLLP, Corporate Partners Inc. nor anyone
who has been involved in the creation, production, or delivery of this Program shall be liable for any direct,
incidental, or consequential damages, such as but not limited to, loss of anticipated profits or benefits, resulting
from the use of the Program or arising out of any breach of any agreement.   
  
7. TERM:  This license is effective until terminated.  You may terminate the license at any time by destroying
the Program and documentation together with all backup copies, modifications, and merged portions in any
form.  This license will also terminate if you fail to comply with any term or condition of this License Agreement.  
  
8. ENTIRE AGREEMENT:  By opening or loading or use of this Program, you acknowledge that you have read
this License Agreement and in every respect agree to its terms and conditions. You further agree this License
Agreement is the complete and exclusive expression of all agreements between us. 
  
U.S. Corporate Partners, LLLP 
Phone and Fax:  (770) 389-8511 
159 Glen Eagle Way 
McDonough, GA 30253 
Email:  kwker@mindspring.com 


