




Meet the Panel
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DAVID PHILIPPI

CEO | 80/20 MANAGING DIRECTOR

KERRY BASKINS

PRESIDENT | CEO

DON KENNY 

VP | PRESIDENT, GLOBAL WATER

ANDREA HOGAN 

CEO
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80/20 Reality
CUSTOMERS REVENUE OVERHEAD
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How well are we serving them?
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Quartile Analysis: Customers
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# OF CUSTOMERS % OF REVENUE % OF OH/EFFORT % PROFIT
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151 - 200
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Quadrant: Customers and Products

QUAD 1 – AA

The Fort
Long-Run, Standard, Big

Sales % = 64%
Margin % = Quad 1 
Effort/OH% = 25%

QUAD 2 – AB

Necessary Evil
Short-Run, Special, Big

Sales % = 16%
Margin % = Quad 1 + 8%

Effort/OH% = 25%

QUAD 3 – BA

Transactional
Long-Run, Standard, Small

Sales % = 16%
Margin % = Quad 1 + 8%

Effort/OH% = 25%

QUAD 4 – BB

C.R.A.P
Short-Run, Special, Small

Sales % = 4%
Margin % = Quad 1 + 20%

Effort/OH% = 25%

PRODUCTS

A B

A

B

A : 80’s (Customers and Products that yield 80% of revenue)
B : 20’s (Customers and Products that yield 20% of revenue)



Thank you
DAVID PHILIPPI

CEO | 80/20 MANAGING DIRECTOR

dphilippi@strategex.com

www.strategex.com
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