
 
 
 
 

 

Revolution #1 Checklist: 

Get Out From Behind Your Desk and Go See A Customer Every Week 

 
 
Access all 4 Revolution Checklists in the January 2015 blog posts at www.AnneCGraham.com. 

 
Unlike New Year’s Resolutions that typically last less than 30 days, New Year’s Revolutions 
act like the flywheel on a bike – they continue to provide forward momentum even when no 
energy is being applied.  So this year, instead of dropping out of the race or pedalling 
furiously, I want you to implement 4 Revolutions that will serve as the flywheel for delivering 
significant financial results for your business this year.   
 

One of the easiest ways to almost effortlessly increase revenues, identify costly sludge in 
your systems, and increase loyalty and retention is simply to pay attention to your customers 
in a way that has nothing to do with pitching product and everything to do with building trust 
and credibility.  It starts with getting out from behind your desk and meeting with them 1-1 at 
an executive level.  I’ve never seen this fail to increase goodwill and generate more business 
almost immediately.  The good news is that you can achieve significant results in about 90 
minutes just once a week – less time than you’re probably spending on email every day. 
 

1. List of your top 100 customers by revenue.   
When I work with my private clients, I recommend that they re-sort this list on the 
basis of profitability, and I give them a straightforward, non-accounting way to rank 
them by profitability in less than an afternoon.  You can find out how to do that in my 
book, Profit in Plain Sight or via an in-depth 3-part free video series at 
www.ProfitInPlainSight.com/Diamond , but don’t let that slow you down or give you 
an excuse to put this on hold until you can do it perfectly – start making this a habit, 
you can fine-tune it later. 

 

2. Divide and conquer the workload. 
Leave the top 50 to one side and practice on the bottom 50 on that list first.  Divide 
the list amongst your senior leadership team – yes, everyone at the C-level or 

equivalent has a role to play in helping to bring the voice of the customer into your 
organization, whether they are traditionally customer-facing or not.  Give each of 
them a list of about 10 clients. 

 

3. Commit, as a team, to scheduling 1 client meeting per week for the next quarter.  
C’mon, this is less time per week than you’re spending on email.  Don’t settle for 
excuses (yours or theirs) – simply make it happen. All it takes is a 90 minute 
breakfast, lunch, or coffee, and we all pause during our day for that, don’t we? 

 

4. Go beyond meaningless meet-and-greets with these tips. 
I train my private clients in the art of developing customized Value Creation 
Conversations (VCCs) that uncover 7 drivers of Loyalty and Retention.  You can 
learn all 7 and get some great tips on how to structure your conversations for 
maximum value from my book, Profit in Plain Sight, or via an additional in-depth 3-
part free video series at www.ProfitInPlainSight.com/GetInsights   Again, don’t let 
perfection hold you back. 



http://www.annecgraham.com/
http://www.amazon.com/s/ref=nb_sb_ss_c_0_13?url=search-alias%3Dstripbooks&field-keywords=profit+in+plain+sight&sprefix=profit+in+pla%2Caps%2C421
http://www.profitinplainsight.com/Diamond
http://www.amazon.com/s/ref=nb_sb_ss_c_0_13?url=search-alias%3Dstripbooks&field-keywords=profit+in+plain+sight&sprefix=profit+in+pla%2Caps%2C421
http://www.profitinplainsight.com/GetInsights


 

5. Huddle and summarize the themes 

When you’ve completed your first 50, look at the notes you took in each discussion 
and simply summarize the consistent themes that you’ve heard – what they love 
about doing business with you, what they hate, what they’re most worried about 
going forward that you can develop value-add solutions to help with.  This is a great 
source of opportunity-spotting that will clarify your priorities and drive both your top 
and bottom line results in 2015. 

 

6. Close the loop with an action plan and customer follow-through 

This step is critical.  At the end of your first 90 days, you MUST develop an action 
plan based on the themes that emerge.  Then close the loop with each of the 
customers you met with to let them know they’ve been heard and that you are 
committed to adding more value to the relationship going forward.  If they have taken 
the time to give you constructive feedback, their next call should not be from a sales 
rep trying to sell them something.  It should be a phone call or letter of appreciation 
from you to solidify the relationship and pave the way for future value-add dialogue. 

 

7. Lather, rinse, and repeat 

Congratulations!  If you stuck with this for 90 days, you now have a new habit that 
you can sustain and continue on a regular basis!  Simply continue to work through 
your customer list – the “Top 50” from that initial “Top 100” list, and after that, your 
“Next 100” and so on.  To really get the most from this process, access the resources 
I’ve provided for you here and take this to the next level, turning great input into 
significant top- and bottom-line results.   

 

________________ You can do it!  You will succeed. ________________ 
 

 

If you’re serious about creating your own profit Revolution but 
know you need a good roadmap and feet-to-fire mentoring 
support to make this happen, you’ll want to check out 
www.ProfitU.co for an innovative, in-house learn-by-doing 
program with a full year of 90-minute-per-week activities 
where you will be personally mentored by me to solve the 
challenges of customer loyalty and retention, top- and 
bottom-line growth, differentiating through quality (essential if 
you’ve invested in Lean but your customer service lines are 
still busy), and low-cost, low-risk innovation.  Take a quick 
peek now and see if this is for you.  Spaces are limited. 
 

_____________________________ Contact _____________________________ 

 
Anne C. Graham 
The Legendary Value Institute 
4132-349 West Georgia Street 
Vancouver, BC Canada V6B 3Z6 

604-259-9858 
Toll Free: 855-259-9858 

Contact@AnneCGraham.com 
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