
How to Pick 

a “Smart” 
Quarterly 

Priority
P R E S E N T E D  B Y

H E R B  C O G L I A N O

C E R T I F I E D  S C A L I N G  U P  B U S I N E S S  C O A C H

A S P I R E  G R O W T H  A D V I S O R S





I was going to take over the world…
but then I saw another shiny object.



Pareto Principle

Focus on the Vital Few; 

Ignore the Trivial Many
Joseph Juran, Management Consultant, 1941



WHAT’S YOUR 
MAIN THING?







Connecting The World 

3 – 5 Year
1 Year

Quarterly

Mobile Revenue
1. Best & most ubiquitous 

mobile product

2. Build the platform 

3. Monetization & 
economic engine

Mobile Capability
Building the Platform

1B Users per App





ELI GOLDRATT

1947 – 2011



Theory of 

Constraints





Quarterly 
Targets

Gross Sales $____

GM %$____

Op Ex %$____

EBITDA/Other %$____

Cash

Units Sold



2 Demands









Other Key 

Objectives

Operational 

Excellence

Productivity & Efficiency

Product / Service 

Quality

Innovation

People

Right People, Right 

Seats, Right Things

Customer Loyalty & 

Satisfaction

Employee Engagement 

& Culture

Initiatives

ERP Implementation

Diversification:  

customer base, 

geography, 

product/services
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