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Patricia Sigmon : Six Stepsto Creating Profit: A Guidefor Small and Mid-Sized Service-Based Businesses
before purchasing it in order to gage whether or not it would be worth my time, and all praised Six Stepsto Creating
Profit: A Guide for Small and Mid-Sized Service-Based Businesses:

0 of 0 people found the following review helpful. J. Goodliffe, New JerseyBy Judie GoodliffeAs a business owner, |
was feeling overwhelmed and unable to define what we needed to do to increase profits. Pat Sigmon's book has hel ped
our compagny to focus and implement the changes needed to grow the business. | highly recommend the read for all


http://f3db.com/pub/links.php?id=B003B6QZ8Q

who are responsible for managing their business and increasing profits.1 of 1 people found the following review
helpful. Extraordinary intelligence and profound wisdomBYy Joseph Y Pat's book is avery useful tool for all business
owners. It isamust read for all and spells out the basics of business with simplicity and great insight.1 of 1 people
found the following review helpful. A comprehensive guide for both new and existing businessesBy Cindy Brockl
really enjoyed this book because of the easy reading and the organization. In addition, it truly does apply for the small
to mid-sized business. Even as a solopreneur, | can easily apply the concepts and ideas to what | do. (Granted, my
business can probably fit on a single sheet of paper!)Here are some of my thoughts...=>There are six areas and then
smaller areas with those six. I've always been a fan of the step approach: three waysto, five do's and don'ts, etc. This
has a solid hierarchy of main ideas, sub ideas, and so on. This makes for much easier reading as you can move past the
sections that really aren't afit for you particular situation.=>Each chapter starts with afew bullet points - graphically
set out - for the chapter. | have generally only seen this type of information formatting in training materials; | was
excited to seeit used here. It allowed me to understand exactly what | should plan to "take away" from the chapter, as
well as have the light bulb go off in my head to say, "thisisreally important for me."=>While | am a big fan of having
appendices and indexes, | am pleased this book has both. Another reader might be daunted at the length of both
Appendix A and B (which is close to 50 pages), but don't let this scare you away. If you're 100% committed to making
money, the questions and checklists in these sections cover all the bases and are a tremendous help. Y ou can easily
read the lists, and see what applies to you. Here are two examples:==>In Appendix A under "Covering All the Bases,"
thereisagreat list of questions -e.g., do | have a marketing plan, social media presence, etc. These are all important
guestions that apply to what my businessis doing: it's great to have them all in one place.==>In Appendix B under
"Decreasing Expenses,”" afew of the items apply to someone who manufactures a product (which | do not); thus, the
items about price checking with distributors/manufacturers, etc., is applicable for me.All you need to know before
reading this book is (a) what your business truly is as the core (and that sounds easier than it appears on the surface),
and (b) that you are willing to *invest* in your business to make it profitable (and this book is well worth the
investment)!

Aninsightful look at how you can put net profit income at the forefront of your small to mid-sized business Enable
you to make changes that will create a profitable, sustainable business future, Six Steps to Creating Profit
authoritatively shows you how to maximize profit for your small to mid-sized, privately-held, service-based business.
Shows how to avoid the business model where al income is devoured by expenses, leaving a valuation that would not
render any measurable sales revenue if the business should be sold Discusses how to create a company where actual
profit generation is one of the primary goals Provides the steps necessary to create "true" profit Features coverage of
rules of operation, visibility in the marketplace, marketing, cash flow, and management costs Demonstrating how
measuring the results of changeisvital and part of the ultimate, ongoing, profit-based solution, Six Stepsto Creating
Profit reveals how the before and after of each operational areais asimportant to evaluate as the intended change itself.

"One theme that runs throughout.... is that small companies need to focus more on setting up integrated, user-friendly
computer systems that can help them keep track of what they're spending and earning.” (Crain's New York , 29 Apiril
2011) "...teaches you how to promote long-term growth through both economic and personal downturns by staying
visible..." (Government Opportunities, May 2010)From the Inside FlapSix Steps to Creating Profit Despite the
difficulties of running a business, many owners of small to mid-sized service-based firms are able to become masters
of their craft, boasting along list of repeat clients and a stellar reputation. What's missing, though, is the most
important piece of the puzzle, one of the main reasons you went into business in the first placemdash;a good, healthy
profit. Finally, you can figure out why your businessis no longer earning what it once earned or maybe even why your
employees are making more money than you are. Six Stepsto Creating Profit helps you understand your business's
weaknesses and confront the problems that exist and have resulted in alack of profit. This savvy guide explores how
you can promote long-term growth through both economic and personal downturns by: Replacing yesterday's stale
successes with today's winners Staying visible and connected by increasing credentials and growing affiliations
Keeping the cash flowing, knowing your budget, and working to the bottom line Changing the back office focus and
managing for profit Putting online networking to work for you Creating a mantra and spreading the message Everyone
knows the recession is not kind to unprofitable businesses. It's time to stop "making payroll" and get past the

roadbl ocks that are holding your business back from the success it deserves. Where other business books address
everything you need to know to set up shop and get and service clients, Six Steps to Creating Profit: A Guide for
Small and Mid-Sized Service-Based Businesses goes past the basics, equipping you to master the delicate balance of
running a business and making a great profit. From the daily trials and tribulations of cash flow to what's up with your
missing profits and shrinking sales, thisis advice you can put to use right away for increasing sales, attaining business
longevitymdash;and realizing those profits.From the Back CoverSix Stepsto Creating Profit "In this easy-to-digest
book, Pat Sigmon has created the advanced business management checklist that every small business owner should
keep on their desk. She has captured hundreds of useable, practical, and easily implemented thoughts and tactics that



will help the typical business owner reach their next level of growth and profitability. While no one could put al these
suggestions into practice at once, putting them all into practice one at atime is aworthy business planning and
execution exercise." mdash;Dan Kraus, President, Leading Results, Inc. "In Chapter Six, 'Making Everyone a
Salesperson,' author Pat Sigmon has done a masterful job laying out a step-by-step process on how to enlist everyone
company-wide to think sales. Thisbook isamust read for every small to mid-sized business owner who realizes that
instilling a'sales culture' is paramount to future growth and sustainability in today's economy." mdash;Chris Robinson,
Regional Sales Manager, SugarCRM "As a good manager, make sure you have several hours to read this book cover
to cover . .. | found it difficult to mark my place and wait another day to read the next chapter. In today's
unprecedented economy . . . every owner and key manager needs to know the facts that Pat has made so clear to usin
these six simple chapters. This book is clearly awakeup call to refocus on the reality of running our service based
businesses for a solid return on our investment, every single day. Pat reminds us that not only is our economy
changing daily, but also the way we all have been doing businessis rapidly becoming obsolete." mdash;William H.
Mills, Chairman and CEO, ClickBase Corporation



