[image: Google Drive:My Drive:1. Greyson Consulting Pty Ltd:Content Producer:Logo's and Artwork:Emma Greyson:EG Logo 2018:EGreyson_FinalisedLogo 2:EG Initials:EGreyson_BlackBG_Icon_PNG-01.png]

BUSINESS DIAGNOSIS - SCORE SHEET

NO = 0 points   YES = 1-2 points
2 points only if their answer is clear, confident and complete
 
	
	MARKETING
	NO SCORE
	YES SCORE
	

	1
	Do you have an electronic database? (2 points)

	
	
	

	2
	Are you sending out SMS campaigns? (2 points)
(just for Birthdays/I don’t use it much is only 1 point)

	
	
	

	3
	Are you getting a good financial response from it? (1 point)

	
	
	

	4
	Are you sending out email campaigns? (1 point)

	
	
	

	5
	Are you getting a good financial response from it? (1 point)

	
	
	

	6
	Are you doing Facebook paid marketing? (2 points)

	
	
	

	7
	Are you getting a good financial response from it? (1 point)

	
	
	

	8
	Do you track your results? (2 points)

	
	
	

	9
	Do you know how much it costs you to get a client? (1 point)

	
	
	

	10
	Are you posting on FB and / or Instagram daily? (1 point)

	
	
	

	11
	Do you know who your ideal client is? (1 point)

	
	
	

	
	TRACKING
	NO SCORE
	YES SCORE
	

	12
	Are you tracking your numbers daily? (1 point)

	
	
	

	13
	Do you know what you spend on marketing and what return you get? 
(Take note of their spend/return) (1 point)

	
	
	

	14
	Are your weekly takings broken up into services/retail? (1 point)


	
	
	

	15
	Do you know your average client spend per transaction, for overall business? (take note of what it is) (1 point)


	
	
	

	16
	Do you know the average spend for each category of services/product? 
(1 point)

	
	
	

	17
	Do you know staff hourly turnover? (1 point)

	
	
	

	18
	Do you know the frequency of clients re-booking? (1 point)
	
	
	

	19
	Do you know your profit in dollars (1 point), percentage (1 point) and do you track them monthly? (1 point) 
	
	
	

	20
	Do you track your own numbers? (1 point) 
Do you have an Accountant or Bookkeeper track your numbers and update you regularly? (2 points)

	
	
	

	21
	Are you tracking where team are at to hit their KPI’s? (1 point)

	
	
	

	
	BUDGETING
	NO SCORE
	YES  SCORE
	

	22
	Do you know what your Break Even Point is down to the cent? 
Per week (2 points)/month (2 points)

	
	
	

	23
	Do you know what all of your expenses are every single week (2 points) and month? (2 points)

	
	
	

	24
	Do you know in advance how much money you have to spend on certain areas of the business? eg. stock, training (2 points)

	
	
	

	25
	Are you operating on a business budget? (1 point)

	
	
	

	26
	Do you have money aside for:
GST? (1 point)
BAS? (1 point)
PAYG? (1 point)
SUPER? (1 point)

	
	
	

	27
	Do you operate your own personal budget for home? (1 point)

	
	
	

	28
	Are you up to date with all of your payments to suppliers? 
(note how far behind) (1 point)
or are you in debt? What debt do you have? (note these details)

	
	
	

	29
	Is your business in debt?
(note how much debt) (1 point)

	
	
	

	30
	Do you have personal debt?
(note how much debt) (1 point)

	
	
	

	31
	Are you making regular payments to pay off any debt that you have? (1 point)

	
	
	

	32
	Are you looking at your cash flow and expenses so you know where you are or just paying stuff as it comes in? (1 point)

	
	
	

	33
	Are you charging for what you are worth? (1 point)

	
	
	

	34
	Have you increased your prices in the last 12 months? (2 points)

	
	
	

	35
	Do you know what your operating cost actually is per hour?  (2 points)


	
	
	

	36
	Do you know down to the exact cent what every single service or product you offer costs you to perform? (2 points)

	
	
	

	
	STAFF
	NO SCORE
	YES SCORE
	

	37
	Attitude of your staff, is it good? (1 point)

	
	
	

	38
	Do you find staff easily? (1 point)

	
	
	

	39
	Do your staff have sales targets or KPI’s? (2 points)

	
	
	

	40
	Do they hit them consistently? (2 points)

	
	
	

	41
	Do you feel as though they respect you? (1 point)

	
	
	

	42
	Are there clear boundaries between employer and employee? (1 point)

	
	
	

	43
	Do you easily get them to do what you need them to do? (1 point)

	
	
	

	44
	Do you feel as though you are a great Manager? (1 point)

	
	
	

	45
	Do you feel as though you are able to train confidently? (1 point)

	
	
	

	
	SYSTEMS
	NO SCORE
	YES SCORE
	

	46
	Do you have systems in your Salon that would allow you to go on holidays and have everything run the same as if you were there – including money? (2 points)


	
	
	

	47
	Do you have written phone scripts and email templates in place? (2 points)

	
	
	

	48
	Do you have everything documented in policies and procedures for how your Salon runs?  (1 point)

Could I walk in and run it? (1 bonus point)

	
	
	

	
	TIME MANAGEMENT
	NO SCORE
	YES SCORE
	

	49
	Are you and your staff always on time and feel like you have plenty of time? 
(2 points)

	
	
	

	50
	Do you outside of the Salon, in your personal life feel as though you have enough time to get things done and never race around like crazy, always see the people that you want and get lots of sleep? (1 point)

	
	
	

	51
	Do you get any time to yourself? (1 point)
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	UPGRADING
	NO SCORE
	YES SCORE
	

	52
	Do you and your staff upgrade your clients to any extra services/products you can offer them? (2 points)
Do you or your staff downgrade?  (minus 5 points)
Downgrading sounds like: 
“You can just have half a head of foils instead of a full head of foils”
“Just your regrowth instead today, don’t worry about your foils”
“Don’t worry, you don’t really need a hair cut”
	
	
	

	53
	If you do offer upgrades is every client taking them? (2 points)

	
	
	

	
	RETAIL
	NO SCORE
	YES SCORE
	

	54
	How much retail do you sell in a week? (possible 10 points)

Take note of this but for example if they have $3000 turnover and they are only doing $300 retail (10% of total turnover), that’s ok but not great. I would give a 2/10. $7000 a week turnover and only $700 retail (10% of total turnover), still 2/10.

If they say nothing then it is an automatic zero.

Explain to them that most students when they learn your technique, have the clients walking out with an average of 4 products. Some people it will just be say a shampoo and conditioner but others will be 5-6 products bringing the average to around 4 products per client.

Explain that you can take staff that aren’t selling anything to being superstars when it comes to their retail numbers. 

	
	
	

	
	REBOOKING
	NO SCORE
	YES SCORE
	

	55
	What is your rebooking percentage? (possible 10 points)

If they don’t know ask them to estimate. If they tell you 50% it’s a 5/10

	
	
	




	TOTAL YES SCORE								    /100
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