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Stage 1 Rules 
1-10 employees 

 
1.Generate, track and preserve cash 
 
2. Focus 80% of your resources on 

selling the 2 - 3 offerings 
with the best margins 

3. Hire, first, for “how the person fits 
in with the team” and 
second, for how competent 
they are  

4. Waste no time trying to stabilize” 
your company -- embrace 
chaos -- command the team 
and inspire the employees                     

5. Establish a company-wide 
performance mindset, 
feedback loop and employee 
development  through 
regular one-on-one meetings 

 
  

Stage 2 Rules 
11–19 employees 

 
1. Sell absolutely everyday 
2. Develop, without fail, three 

employee leaders to be 
responsible, accountable 
and proactive  

3. Create a daily, weekly and 
monthly “key indicator” 
instrument panel/flash 
sheet 

4. Communicate any and all 
directions in writing  

5. Drive small action teams to hit 
goals 

 
  

Stage 3 Rules 
20–34 employees 

 
1,Release responsibility and authority 

to capable supervisors and 
then lead them. 

2. Create a Stage 5 financial tracking 
reporting and forecasting 
system 

3. Instill a team-based mindset 
throughout the company 

4. Overhaul the business model 
5. Without fail, clarify and strengthen 

any and all communication 
with your employees by: A) 
Co-authoring with them the 
cultural focus of the 
company and its core values            
B) Clearly communicating 
the goals and direction of 
the company 

 

  
Stage 4 Rules 
35 – 57 employees 

 
1. Hire and/or train professional level 

gun slinger managers who 
are  responsible, accountable 
and proactive 

2. Create strong performance driven 
department fiefdoms that 
compete with each other 

3. Allocate 5 -10% of gross revenue 
to identification, acquisition 
and implementation of new 
systems  

4. Set in place management team 
core strategy processes, 
operations processes and 
people processes 

5. Establish a strict company project 
management template 

 
  

Stage 5 Rules 
58 – 95 employees 

 
1. Integrate management team into 

an inter-dependent 
execution-focused 
leadership unit 

2. Establish a fully integrated “living 
budget” by revenue group 
and by department 

3. Overhaul the business model 
4. Establish 1 year operational 

business plan 
5. Allocate 3% of gross revenues for 

staff training 
 
  

Stage 6 Rules 
96 – 160 employees 

 
1. Without fail, establish a 2-3 day 

new staff orientation 
program 

2. Generate 3 year living business 
plan model with detailed 
budgets for each 
department and revenue 
group 

3. Implement an organizational 
health survey once a year 
and establish two 
company-wide one-day 
unifying events a year 

4. Establish Stage 7 financial 
system 

5. Without fail, secure “regular” 
one-on-one supervisor/
employee meetings  

 
  

Stage 7 Rules 
161 – 350+ employees 

 
1. Overhaul business model to 

optimize direction and 
margins 

2. Get to know a little something 
about every employee 

3. Sell everyday 
4. Select three leaders in the 

succession line to train for 
your job 

5. Generate, track and preserve 
cash 

 
  


