
KiM Business Growth Questions

The aim of this questionnaire is to provide a ‘snapshot’ of your aims and desires in regard to goals you wish to set for 
your business in the future.
Without creating a road map or plan for your future, how to you get the? The answers will l assist in starting to

develop strategies to build these plans. Please spend no more than 2-5  minutes completing each of these questions.
 If you don't know or struggle with the exact answer, just select your best guess.

Company Name: Date:     /    /

Name:Name: Mobile:

Email:

1.

What is your business?

Looking at your quote and estimating processes?

What does it take to get the work in?

2.

12.

7.

2 3 Or leave blank, nominate other work.

13.

8.

14.

9.

What is the primary product you produce?:     Large Format prints       Digital Printing      Signage       Vehicle Wraps
Illuminated & Neon Signs      Safety or Stock Signs      Engraving      Fabricated Signs       Architectural or ADA Signs
General Screen Print      Name other Prime Speciality     

Prioritze other products you produce by number?: i.e 
Large Format prints       Digital Printing      Signage       Vehicle Wraps
Illuminated & Neon Signs      Safety or Stock Signs      Engraving      Fabricated Signs       Architectural or ADA Signs
General Screen Print      List other Prime Specialities    

What is the average number of estimates you create each week:     1     5     8     10     15     More?         

Do you advertise? If so approximately what % of your gross sales:     Less Than 1%    Up to 2%     Nominate %     

What is the average number of orders you create each week:     1     5     8     10     15     More?         

What is the average number of sales calls made each week:       1     5     8     10     15     More?         

What is the average order size (in dollars): $

What is the average order size (in dollars): $

15.

10.

3.

4.

5.

6.

Who is responsible for the estimating?:      Business Owner      Estimator      Sales Person     Other or Comment:

Who is responsible for the sales?:        Business Owner      Estimator      Sales Person     Other or Comment:

Number of employees.:

How many people currently use computers in your business?:

How many years have you been in business?

This could be the best investment in your time you ever spend! Less than an hour to change your life.

Please rate or comment on your business growth Potential?:

16.

11.

How long does it take from the time a customer requests an estimate to the time when the customer receives the 
estimate (fax, email, etc.)?      Within 1 hour     By the end of the day      Within 24 hours      Within 48 hours
    Within 72 hours      Longer? Is so how long?
Is there occasions when you forget?      Yes      No  Please explain:

Nominate by approximate % percentage the amount you would actually spend in advertising your business yearly.
Advertising Areas:    %     Web site     %     e-Mail Marketing        %      Vehicle Signage     %     Building Signage
   %     Exhibitions      %     Open Days       %      Direct Mail     %      Magazine or Newspaper   
     Other please describe:

17. How long does it take to re-price a revison and get the new estimate to the customer?

Excellent PoorFairAverage

100% 50% 25% 0%



You have the order, now what?

Do you have re-orders?

Production Process Management.

General Process Control observations.

What does the future hold for your business?.

Follow up and extra sales processes?

20.

26.

29.

27.

30.

31.

23.

18.

21.

19.

22.

What elapsed time does it take to write up the job in days:     1     2     3     4     5     More?         

When a customer re-orders, how long does it take to find their prior order?:       Seconds       Under 1 Minute
   5 Minutes      1 hour      2 hours      3 hours      Sometimes days      Never?         

How long does it take to check on the status of an order or part in production?:       Seconds       Under 1 Minute
   5 Minutes      1 hour      2 hours      3 hours      Sometimes days      We can’t do this accurately now?         

How long does it take to re-price the order and get the new estimate to the customer?:       Seconds        1 Minute
   5 Minutes      1 hour      2 hours      3 hours      Sometimes days      Never?         

How long does it take to make a list of the jobs in production and set the priorities for production for today?: WIP
    Seconds      1 Minute      5 Minutes      1 hour      2 hours      3 hours      Sometimes days      Never?         

How do you create a list of individual staff priorities ?:          

What elapsed time does it take for the paperwork to reach the factory floor in days:     1     2     3     4     5     More?         

How many times each week do your sales people miss the chance to sell extras, and get extra revenue for them?
     Almost every time      75%      50%     25%     Rarely        

What is the average number of orders you create each week:     1     5     8     10     15     More?         

What % value would you guess it is worth to win 10%  more of the jobs you estimate each week?:  $     

What is the average minutes taken to write up a job: 

24. Who is responsible for the job sheets?:      Business Owner      Estimator      Sales Person     Other or Comment:

25.

28.

How may re orders do you get each week?

How may calls from customers asking to check the status of their job do you recieve each week?

32.

34.

35.

How much time is spent re-writing information each week? Sales requests, creating the estimate, the job order, etc.
 Please explain:

Goal Setting is a powerful tool, what are your goals for:
12 Months;
24 Months;
36 Months;
Comments:

What are the top 3 issues in your business:
Issue No. 1;
Issue No. 2;
Issue No. 3;
Comments:

33. How many times each week do the production personnel have to contact a customer to obtain more information
due to lack of information or the original info on the work order is incomplete?
    Once      Twice     About 5      Many times      Too Many to count    



36.

Strengths:

Opportunties:

Weakness:

Threats:

Describe you see the following points of your business?

37.

38.

39.

40.

Describe your biggest disaster?

   

Describe your greatest achievement?

   

Any other comments?

   

How can we help?
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