
Lean = Speed

Six Sigma = Quality  

Lite = Low Cost 
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Lean / Six Sigma / Lite 

Basic Understanding

ü Lean / Six Sigma / Lite are three distinct process improvement ideas 

merged together:  ñLean / Six Sigma / Liteò.

üñLeanò ïFocuses on reducing waste in processes thereby reducing 

cost and improving efficiency and speed.

üñSix Sigmaò Focuses on eliminating imperfections and standardizing 

processes thereby improving quality and effectiveness.

üñLiteò Focuses on leveraging the portability of standard sales 

processes  that have already been perfected through the Lean / Six 

Sigma process thereby providing Cost Optimality.
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Lean / Six Sigma / Lite 

Complementary Elements

Lean

ÅEmphasizes Minimizing Waste 

& Adding Value 

Six Sigma

ÅEmphasizes Minimizing Variation

& Eliminating Defects

Lite

Emphasizes Minimizing Cost 

& Adding Portability
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Lean / Six Sigma / Lite

Provides Maximum Valuation

Lean / Six Sigma / Lite

Provides The 3 Components 

Needed To Get Maximum Valuation

1. Consistency

2. Sustainability

3. Predictability



Lean / Six Sigma / Lite 

Lean Contribution

The Unique Value Properties

The Lean Methodology

Contributes To

ñLean / Six Sigma / Liteò
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ñLeanò

Is The Set Of ñTools" 

That Assist In The Identification & Steady 

Elimination Of Waste (muda). 

Lean: Definition

As Waste Is Eliminated 

Quality Improves +  

Production Time & Cost Are Reduced. 



ñWhy Lean Is Needed" 

After a Decade of Downsizing and Reengineering, Most Companies in 

North America and Europe are Still Stuck Searching for a Formula for 

Sustainable Growth and Success.

The Problem is that Managers Have Lost Sight of Value for the 

Customer and How to Create It. 

By Focusing on Their Existing Organizations and Outdated Definitions 

of Value, Managers Create Waste, and the Economies of the Advanced 

Countries Continue to Stagnate.

Lean Provides An Effective Answer To These Challenges.

Why Lean Is Needed



Leans Guiding Principle

Lean Seeks to ñMaximize the Work Effort 

of a Company's Number One Resourceé.its People." 

Secondary Principles

ÅConstantly Strive for Perfection

ÅDeliver Perfect First-Time Quality

ÅMinimize Waste  

ÅRemove All Non Value Add Activities 

ÅContinuously Improve

ÅBe Flexible + Adaptable

ÅBuild + Maintain Long-Term Relationships

ÅDonôt  Strive For An Idealized Technology-Driven State 

ÅDeliver Ever-Increasing Value

Lean

Guiding Principles



Chief Benefits Of Lean Production 

ÅFewer Resources

ÅHigher Quality at Lower Cost

ÅGreater Profitability

ÅIncreased Customer Acquisition + Retention

ÅImproved Customer Development

ÅContinuous Profitable Sales Growth  

ÅImportance Of Being Lean

Lean Principles Incorporated in the Workplace Today 

Can Spell Business Survival for the Future. 

Lean Benefits



Lean / Six Sigma  

Lean Contribution

The Unique Value Properties

The Six Sigma Methodology

Contributes To

ñLean / Six Sigma / Liteò
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Six Sigma Asserts That Business Processes Can Be   

Measured, Analyzed, Improved & Controlled 

At its Most Basic Level 

Six Sigma is a problem-solving technique

As a Methodology 

It provides a strategy and a set of tools to help solve problems

As a Philosophy

It orients the workforce to focus on the issues 

that truly matter in support of the mission. 

As a Metric 

It supports objective, fact based decision making 

Six Sigma Is A Quality 

Performance System



Six Sigma Asserts 

That Continuous Efforts To Achieve

Stable & Predictable 

Process Results 

By Reducing Process Variation 

Is Vital To Achieving & Sustaining Operational 

& Service Excellence & Overall Business Success.



Lean Six Sigma vs

Lean or Six Sigma  

Decide Which Opportunities Require Lean Six Sigma 

& Which Require Just Lean or Six Sigma

Ifé éThen

ÅSlow, wasteful business processes are the problem

ÅLittle or no historical process data

ÅGOAL: Process speed

ÅFocus on Lean

ïElimination of ñnon-value addedò activities

ïWorkflow simplification

ÅStreamlined, highly efficient business processes

ÅProcess variability identified as a problem based on 

statistically significant historical data

ÅGOAL: Process consistency

ÅFocus on Six Sigma

ïElimination of variation factors and lack of 

control

ïData-driven management 

ÅSlow, wasteful business processes 

combined with low performance or quality variability 

ÅGOAL: Speed and consistency

ÅFocus on integrated Lean and Six Sigma

ïMethodology as a total performance solution

ïTotal process view with embedded 

measurement and assessment capabilities 

leading to positive performance management



Lean / Six Sigma / Lite  

Lite Contribution

The Unique Value Properties

The ñLiteò Methodology

Contributes To

ñLean / Six Sigma / Liteò
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ñWhy Lite Is Needed" 

The Lean, Six Sigma and Lean Six Sigma Methodologies 

have each Proven their Ability to Improve 

the Efficiency & Effectiveness 

of Business Processes.

Few companies would doubt that they could benefit

by implementing any one of the three methodologies. 

The 2 Main Reasons 

why more companies donôt take advantage

of these methodologies.

Cost & Risk

High Cost of

Business Transformation



Improving Quality Is ñCostlyò 

In 4 Different Ways

4 Of The Greatest Challenges For Any  

Business Transformation Project are the:

1) Cost  In Terms of  Time, Money & Resources

2) Risk Involved  Short Term & Long Term

3) Experience To Manage The Sales Transformation Process 

From End-to-End Across The Organization

4) Ability To Optimize The Process Improvements Within Each 

Department As Well As The Flow Between Them. 



What Is Lean / Six Sigma / Lite

Lean / Six Sigma / Lite 

provides

1) The Speed & Efficiency

of Lean

+

2) The Quality & Standardization

of Six Sigma

+

3) The Affordability & Security 

neither Lean nor Six Sigma Offers 
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How Affordable Is

Lean Six Sigma Lite

How Much More Affordable Is 

Lean  Six Sigma  Lite 

From Lean, Six Sigma or Lean Six Sigma?
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Lean Six Sigma Lite

Is 97.5% More Affordableé

or 2.5% The Cost of 

Lean, Six Sigma or Lean Six Sigma



What Makes Lite

So Affordable

The Most Dramatic Cost Savings 

Comes Through The Use Of The Pareto Principle

As It Relates To Our System,

80% Of Sales Processes In B2B Sales Organizations

Share 12 Common Elements

Job Description, Compensation, Recruiting, Hiring,

Training, Sales Leads, Performance Goals,

Coaching, Account Management, Performance Monitoring, 

Performance Development, Account Transition



Portable Sales Processes

These Sales Processes 

Are Called Portable

Because The Process Improvements 

Made To These Components 

In One Organization 

Can Be Leveraged 

In Other Sales Organizations



Why Pay For 100%

When You Only Use 80%

We Have Used The Lean Six Sigma 

Methodologies To Improve 350 Sales Processes

In 56 Sales Organizations 

In 5 Countries

Which Means Weôve Improved 

The Same 12 Core Sales Processes

More Than 25 Times  



We Begin 

With The End

What This Allows Us To Do

Is Compare The Existing Sales Processes 

Of Companies Seeking To Improve 

Their Sales Processes

With Processes That Have Already

Been Developed Into 

An Ideal State

In Fact, In Most Cases

We Have A Number of Ideal State Processes

In Each Sales Category To Choose From



Time, Money, Resources

Eliminated

So The Vast Majority Of Time, Money & Resources Spent 

Brain Storming & Story Boarding 

Improvement Ideas

Is Eliminated!

Additionally,

The Risk Involved 

In Determining Whether

The Process Improvement Will Provide 

The Desired Resulté

Is Also Eliminated



Plug N Play

Profitable Sales Processes 

Not Only Is The Cost & Risk 

Dramatically Reduced

So Is The 

Design & Implementation Time

What You Really Have Is Pre-Designed, 

Pre-Formatted, Plug Nô Play 

Proven Sales Processes

The Typical Time From 

Concept To Completion Is Less Than 30 Days



Profitable Sales & 

Customer Growth

Profitable Sales Growth

In Most Process Improvement Projects

The Companies Were Looking 

To Increase Sales Or Customer Growth

In Addition To Reducing Sales Costs

Therefore, 

The Vast Majority 

Of Our Proven Sales Processes

Provide Not Just A Reduction In Sales Costs

But Profitable Sales & Customer Growth



The Following Pages Show Examples Of 

Lean / Six Sigma / Lite - Processes 

That Have Been Improved, Tested & 

Proven In Various Sales Organizations 

To Grow Sales, Reduce Costs, or 

Attract & Retain More Customers 

Examples of 

Improved Business Processes
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Facts About Sales Turnover

3 Months ïAverage Time For Turnover 

Of A New Hire

40% - Cost Of A Hiring Mistake As A 

% of the Annual Base Salary

$11,865 ïTotal Cost of Hiring the 

Wrong Sales Person

Pre-Employment Costs: 
advertising, pre-screening,interviewing, testing, 

background checks, travel, recruiting fees, lost 

opportunity

Employment Costs: 
salary- 3mos., FICA, workers compensation, 

unemployment comp, health & life ins., vacation & 

holiday pay, new hire processing

Support Costs: 
physical,drug test, phone, IT set-up & support, office 

supplies, business cards, software license, office 

furniture, manuals, sales supervisor costs, admin. 

training & support costs

Calculating Your Companyôs  

Cost of Sales Turnover 

Costof a Hiring Mistake for an Outbound B2B 

Telephone Sales Representative with a Base 

Salary of: 

$30,000

Pre-Employment Costs $1955.

EmploymentCosts $5960.

Support Costs $3950.

Total ñCost Of A Bad Hireò      $11,865.

$11,865. is the average - ñCost Of A Bad Hireò ïof course it varies 

from company to company.  The important pointis to understand 

what your companyôs actual cost is, and then to recognize for $10 per 

applicant,  you could eliminate a majority of your ñBad Hiresò ïand 

put that money right back to your bottom line.  Calculate Yours!
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Hiring Only

Top Sales Performers

There are 16 different 

Behavioral Characteristic Profiles.

Only People with 2 of the 16 Characteristic 

Profiles would find Long Term Enjoyment and 

Effectiveness in a Sales Position.

Well Less Than 50% of thePeople that Make 

Their Living Selling in America Today, 

Possess the Natural  Characteristics 

to Enjoy Their Job.

The Average Turnoverof Outbound B2B 

Telephone Sales Representatives is 50%+.

The Average Cost 

for Each of those Turnovers is Over $11,000.

For $10. Per Sales Candidate, you can Identify 

Those Candidates with Ideal Sales 

Characteristics with 98% Accuracy, using the 

Most Effective Scientific Method Ever Developed

to Identify People with Ideal Sales 

Characteristics.
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