OPERATIONS

ldentifiable,
Repeatable, Improvable

Your business needs a whiteboard. Here is how to build one.

The whiteboard changed everything about how you approach fithess — not because it
added more work, but because it made the work visible.

The same principle applies to your business. What gets measured gets managed.
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Not enough time in the day. That is the phrase that will define this generation. We are working around the
clock and there are never enough hours.

But maybe we are just not very good at working.

You found CrossFit somehow — a friend, an ad, a poorly executed Google search. You showed up with a
bag full of old assumptions about what exercise was supposed to look like, and CrossFit dismantled every
one of them. What kept you, when so many other things did not, was quantification.

The moment someone hung a whiteboard at the front of the room, everything changed. Not because the
movements were new — because the output was now visible. Objective. And that changed your entire
relationship with effort.

Psychology Over Logic

CrossFit changed how you work out, but only after it changed how you saw working out. That sequence
matters.

All problems — fitness included — can be solved through logic (change how you do it) or psychology
(change how you see it). CrossFit changed relatively little by way of logic and volumes by way of
psychology. Measuring output made the data the only thing that mattered. And the data was revealing:
harder beats longer, compound beats isolated.
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The same model applies to your business. The first objective in our work with clients is not to add more
tasks — it is to remove work. The question that opens that conversation: "What do you need to stop doing
right now to be successful?"

Every Business Needs a Scorecard

Not because you need more numbers or more math — but because what gets measured gets managed,
and what does not gets lost in the noise of feeling.

Scorecards create accountability by exposing real weakness, not perceived weakness. They measure
objective improvement despite subjective emotion, and there is a tremendous amount of emotion in
business. Scorecards show you the future. Your feelings tell you about the past.

Start with the key functions of your business: marketing, sales, operations, service. Think of these like your
benchmark workouts — objective measures of performance in the areas that matter most.

Leading vs. Lagging Indicators

A lagging indicator tells you the result of work already done. Membership cancellations this month.
Revenue. Retention rate. Important, but by the time you see them, the window to influence them has
passed.

A leading indicator predicts future results. If coaches who use members' names generate fewer
cancellations, then tracking name usage is a leading indicator for retention. It tells you where you are
headed before you arrive.

The best scorecards have both. Track the outcomes and track the behaviors that produce them.

For anything subjective — member satisfaction, culture, energy — ask what the result of improvement
would look like, then measure that instead. You cannot measure happiness directly. You can measure
cancellations, referrals, and re-enrollment rates.

You are already the proof

The whiteboard changed your identity. You stand taller, move more, live differently. Not because
someone told you to — because you could see the data, and the data demanded a response.

Your business deserves the same. Put up the whiteboard.




