
Our Profitability Checklist

Step 1

Step 3

Step 2

Analyse your customer base using our 
Customer & Product Contribution Review

Using the profitability checklist, have they 
bought in the last purchase cycle?

Brainstorm ideas with 
your team

Talk to your customer 
and implement

Find a partner to hand 
them over to and take 
a reference commision

Telephone Email Bulky DM

Profitable customers Unprofitable customers

Follow up

YES

YES

YES NO

Is there a more cost 
effective way of 
managing them?

Can you increase the 
revenue from these 

client?

Have you offered them an 
up sell or cross sell?

Make contact.
What’s the best way?

Communicate using the 
appropriate 

communication method

YES NO

Have you asked them for a 
referral?

Make them an offer

YES NO

YES NO

Ask for a referralHave you asked them for a 
testimonial?

Congratulations Ask for a tesimonial

NO

NO

Remember 20% of 
customers will buy more if 

you give them the 
opportunity

Need help?
Read the handout in 

this pack.

Need help?Read the handout in this pack.

The best contact 
methods might differ 

by customer.

Need help?
Read the handout in 

this pack.

Turn this into a repeatable system, we’ll show you how.


