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I'm sorry there was no April newsletter!  My family 
vacation took priority.  We had a fantastic time - 
thank you for asking - and I'm sure you got along 
just fine, without your PBC email.     

But now I'm back and this month's topic is; setting 
priorities. Every day, you make hard choices, as 
entrepreneurs and executives. You hope the results 
will go your way. Setting priorities is the most 
important strategy we have. It is the last word in 
time management and the main success factor for 
any business.     

Joe Calloway's book "Be the Best at What Matters 
Most," is a superlative, straight talking piece of 
work.  All about focusing on what's important, as 
the ultimate strategy. 

Read on, for some real eye-openers. 
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PBC News 

PBC Welcomes Our New Coach! 

Philip Ashcroft is a 
Business and Executive 
Coach at Professional 
Business Coaches, Inc. 
(PBC, Inc.). He is an 
inspirational business 
executive with an 
extensive track record of 
increasing efficiencies, 
productivity, and 
profitability with an 
aptitude for identifying 
technology to create 
systems that enable businesses to excel and drive 
sustainable growth. He has specialized in change 
management leadership through numerous 
turnarounds, acquisitions and restructuring. He is at 
ease interfacing at all levels and functions of a 
business, and a passionate advocate of individual 
accountability and outstanding customer 
service.  Please join me in a warm welcome to my 
newest colleague.  You can contact him directly if 
you want to say 
hello.  Ashcroft@ProfessionalBizCoach.com  

Close more Business 
with Client Builder Sales 
Academy   

We are approved by the 
Massachusetts Workforce Training Fund Program 
(WTFP) so all MA employers can select PBC as their 
approved trainer and have training fees reimbursed 
by the State. My Client Builder Sales Academy is 
listed here (just type "Professional" for Provider 
Name) for a full list of all my programs. Take 
advantage of this exciting opportunity to train your 
staff using the funds that you have already paid into 
this State program. Please contact us if you have 
questions. 

Need a Guest Speaker for 
your next meeting?   

See my website for a list of 
my seminars and past 

videos 

mailto:Ashcroft@ProfessionalBizCoach.com
http://www.theprofessionalbusinesscoaches.com/services/training/81-sales-training
http://web.detma.org/wtf/express/ts1.asp
http://www.theprofessionalbusinesscoaches.com/index.php/contact-us
http://www.theprofessionalbusinesscoaches.com/index.php/events
http://visitor.r20.constantcontact.com/email.jsp?m=1104106720577
http://clientbuildertraining.com/
http://www.theprofessionalbusinesscoaches.com/about-us/422-philip-ashcroft


Are You Focused on What Matters Most?

'Focus 3 Ninety' 

I'm a big advocate of the Vision, Mission, Values (VMV) 
approach to business planning. Reading Joe Calloway's book, 
'Be the Best at What Matters Most' reminded  me that one 
size does not fit all. Simplicity and focus is a must-have, 
winning way, too. He suggests a half-day meeting to come 
up with 3 ways to improve your processes in the coming 90 
days. Then pick up the phone and get on with it. 'VMV' is 
important, and helps you create important long-term 
strategies to succeed. However, don't let that take you too 
far astray, you also need to focus on the very basics of your 
business and make sure you excel at them every time and 
with every customer. We take this approach with all of our 
clients, using assessment tools like our Business 
Effectiveness Evaluation process and creating prioritized 90-
day action plans. 

'The Main Thing is to Make Sure the Main Thing IS the Main Thing' 

What keeps many of my clients awake at night 
is knowing that their business could   be 
better. You may have great people and great 
products, but you're exhausted trying to do 
the hundreds of things necessary to succeed. 
Joe Calloway calls this counter-productive and 
recommends focusing on the 3 or 4 things 
that really matter to your customers; then 
doing those things exceptionally well, every 
time.      
The key is to do the fundamentals better than 
all the rest. Because when you win customers over on the basics, you win 
everything. If your competitors are better than you are, or if there aren't enough 
people willing to pay you to do your thing, then it's back to the drawing board for 
your enterprise. Only when you have figured out what matters most, can you 

organize your time, develop a strategy, and execute it every time. 

Approaches to Finding What Matters Most: 
1. Maximize Profit: Is profit for you the main thing or a

necessary consequence?
2. Do you strive to make your little piece of the World better?
3. For many businesses, customer satisfaction is what matters

http://www.theprofessionalbusinesscoaches.com/services/coaching-tools/11-bee
http://www.theprofessionalbusinesscoaches.com/services/coaching-tools/11-bee
http://theprofessionalbusinesscoaches.com/get-started
http://theprofessionalbusinesscoaches.com/get-started
http://www.amazon.com/Be-Best-What-Matters-Most/dp/1118569873


and is the most effective driver of strategy. 
4. Quality wins business through recommendations.  Social media is the "force

multiplier" of this strategy.
5. Growth, either organic or through acquisition can be the whole point of a

business' existence.  Yes, 'hype' is dead and the Internet killed it!  Long live
quality!

6. When you focus on consistency of performance, you can guarantee
success.  List out all the things that support consistency and there is your
strategy.

7. Continuous Improvement and innovation in responding to customer needs
will, by definition, bring you business success.

Are You Easy to Do Business With? 

The most successful businesses are those that 
are most accessible to their customers. So on 
a scale from 1 to 10, how easy are you to do 
business with? List out the things you can 
simplify, so your customers don't have to work 
or even think at all, when doing business with 
you. Is your value proposition clear and 
immediately obvious to your customers? Are 
you genuinely the business of first choice for 
customers? 

I wholeheartedly recommend Joe Calloway's 
ideas. In this article, I have only touched on a 
few nuggets of wisdom from this must-read 
book. It is crammed with relevant examples of 

successful businesses and eye-opening suggestions for how you can improve your 
business. If you want to discuss any of the ideas here or any issues you have in your 
drive for success, contact PBC for a free consultation. 

Connect with us on social media and be part of the dialog. 

Signup for our Business Tips Newsletter 

Bernhard Heine 
Professional Business Coaches, Inc. 

(781) 319-9820 
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