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I recently did some consulting for two non-competitor clients in the same industry. As I was doing research for the second 
client I found an excellent blog post that identified and discussed the fundamental performance metrics for their industry. 
I forwarded a copy to each client.

Client #1, whom I had done a project for the year before, thanked me for the information and advised me that the 
management team was very familiar with these key metrics and had been collecting data and using them to manage their 
company for years. 

Client #2 also to thanked me, but told me that these metrics were all very fine and good but, who had time to collect all of 
this data when there were sales to be made, staff to be managed and product development to be pushed along? As busy 
as they were, there was simply no time to spend on this kind of activity.

The interesting thing to me was the state of the two companies. While the 2nd client was seeking help to complete a 
stalled product development project; increase company revenues to at least meet the industry benchmark and find ways 
to escape having to make every single decision themselves; the 1st client had turned over most of the daily management 
of their growing company to a team of senior managers and was seeking funding to launch a new venture that would be a 
complimentary business to the first one.

Although many factors may have contributed to the differences between the two organizations, I can’t help but believe that 
Client #1 has achieved greater success because of their investment in and application of key performance metrics. They 
took the time to not only understand the fundamentals of their business, but they managed performance through the use 
of those metrics.

So I urge you to ask yourself: “Would my 
business perform better through the active 
measurement and use of industry metrics as a 
management tool”? “Yes” is your answer, the 
next step is to move to action and use them.

How? There are many approaches to doing this 
effectively.  One of the best in my experience to 
manage the business in a more proactive way 
is the adoption of a fully integrated ComEx© 
system. It addresses the issue of key metrics in 
two ways:

• Using predictive measures to ensure 
desired outcomes

• Displaying simple scoreboards to let 
team players know they are winning the 
game

If this idea intrigues you, download a free 
copy of the BaseCampp4 booklet ComEx© 
The Management Tool for owners of small 
businesses that are no longer small here. 
You can also contact me directly at jcullen@
basecamp4.ca or by calling (780) 469-3535.

http://basecamp4.ca
http://www.basecamp4.ca/#!resources/cltz
mailto:jcullen@basecamp4.ca
mailto:jcullen@basecamp4.ca

