










RECESSION
RESILIENCE



How can we position 
our business to 
emerge strong from 
the next downturn?



You can’t control 
the market – but 
you can control 
how well you 
respond.

















If I face another 2008, 
what will I have done 

differently?





RECESSIONS AGGRAVATE 
3 WICKED PROBLEMS





EVERYBODY
HAS A MAKINO



WICKED PROBLEM #1
MARGIN COMPRESSION







WICKED PROBLEM #2
DISENGAGED WORKFORCE



32% 
ENGAGED WORKERS





THE 
800#
GORILLA



WICKED PROBLEM #3
CONCENTRATION RISK



ADDITIONAL
CHALLENGES





DEBT GENERATIONAL 
TURNOVER

MARKET 
DEMANDS TECHNOLOGY



WHAT’S POSSIBLE?



PROTECT / EXPAND 
HEALTHY MARGINS



ENERGIZE YOUR TEAM



BUILD YOUR BASE



WHAT DOES
SUCCESS

LOOK LIKE? 



9% 
FLOURISHED



“Companies that respond to a 
slowdown by examining every 
aspect of their business model 

[...] reduce their operating costs 
on a permanent basis.”



MIND SHIFT



WICKED PROBLEM #1
MARGIN COMPRESSION



We know what our customers 
want and fulfill their needs.

#1 MARGIN COMPRESSION MINDSET



WHAT IF... 



We are curious what our 
customers value today – and 
share a bold vision for the future.

#1 MARGIN COMPRESSION MINDSHIFT









QUESTIONED THE
STATUS QUO

SHARED A 
COMPELLING VISION

1.

2.



OFFER A
MEANINGFUL CHOICE



THE TRANSFORMATION: 
Escape commoditization and 
build strong customer bonds.



WICKED PROBLEM #2
DISENGAGED WORKFORCE



In our industry, people move 
jobs for $1 more per hour.

#2 DISENGAGED WORKFORCE MINDSET



WHAT IF... 



Purpose inspires 
loyalty and creativity.

#2 DISENGAGED WORKFORCE MINDSHIFT











TRUST & LOYALTY



FOUNDATION:
YOUR MISSION & VALUES



THE TRANSFORMATION: 
Create a culture of shared 

responsibility, inspire 
commitment, and unlock 

creativity. 



WICKED PROBLEM #3
CONCENTRATION RISK



In order to grow, we need to 
take on more work.

#3 CONCENTRATION RISK MINDSET



WHAT IF... 



In order to thrive, we need to 
focus on right-fit customers.

#3 CONCENTRATION RISK MINDSHIFT





+

9mm Feet



40k Filters Recycled



MEH.



YES!



RIGHT-FIT CUSTOMERS
BRING RIGHT-FIT WORK



RIGHT-FIT CUSTOMERS
REFER RIGHT-FIT LEADS



RIGHT-FIT CUSTOMERS
SIMPLIFY SALES



THE TRANSFORMATION: 
Build relationships with right-fit 
clients, diversify your base, and 
eliminate the friction of wrong-

fit prospects. 





ASK NEW QUESTIONS



Q&A











THANK YOU!


