
Even though it’s hard to predict just 

how COVID-19 will continue to a�ect 

our country, there’s one thing that, 

unfortunately, is certain for many 

of us: Our vacation plans had to be 

canceled. Whether it was a major 

international trip or just a quick 

weekend getaway to the mountains, 

preventing the spread of the virus has 

led to restricted travel throughout the 

country. All of this leaves us with an 

important question to answer: How 

are we going to recharge and unwind 

without our vacations?

I had two trips back in May I was 

really looking forward to. One was 

a camping trip up in North Carolina 

before the kids were out of school. 

I had to cancel that trip when the 

National Park Service shut down the 

campsite I was planning to stay at. 

Then, for Memorial Day weekend, 

25 of my family members and I 

were supposed to go on a cruise to 

celebrate my mother-in-law’s 90th 

birthday. Canceling that trip was 

crushing. After all, you only turn 90 

once. We recently learned that our 

two-week British Isles cruise in July 

was also canceled.

I’m sure many of you reading 

this newsletter can relate to the 

disappointment I felt when we had 

to cancel these trips because of the 

pandemic. Maybe some of you were 

supposed to be on vacation right now. 

As a business owner, I’m an advocate 

of Stephen Covey’s “sharpening the 

saw” philosophy, which stipulates 

that part of being as productive as 

you can be is taking time to relax and 

renew yourself physically, mentally, 

emotionally, and spiritually. While 

you don’t have to go on a massive 

vacation to do that, many people are 

still finding it tough to recharge with a 

“staycation,” even as cities and states 

begin opening back up. 

Nevertheless, we’re going to have 

to find ways to get away from our 

work this summer, even if we have 

to get a little more creative than 

we normally would. Without taking 

time o�, we’ll only have so much 

energy to take on our workloads 

before we burn out. In order to avoid 

burnout, I would recommend finding 

something you can do safely to take 

your mind completely o� your work. 

For example, I’ve been biking on a 

trail near my house regularly since 

the pandemic really kicked into gear. 

When I’m biking on this trail, I have 

to be completely focused on my 

surroundings and how to navigate 

them on my bike. There’s no room for 

my mind to wander away to the o�ce. 

While it’s not nearly as ideal as a two-

week vacation, we all have to adapt to 

our situation. 

To a certain extent, the more time 

you take o�, the more productive you 

are and the more money you make. It 

sounds ironic, but it’s the truth. I hope 

all of you have been finding ways to 

recharge and avoid burnout and that 

next year, all our vacation plans will go 

o� without a hitch. 

Make Sure to Keep Your Saw Sharpened

Even When Your Vacation Plans Are Canceled

–Ed Alexander
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In the last few months, the 

coronavirus pandemic has 

forced businesses across 

the country to tighten 

their belts. Odds 

are your company is 

among them, but even 

if you’re doing well, 

accurately tracking 

your business’s 

performance is more 

vital than ever. 

Of course, this is 

easier said than 

done. Even in good times, it’s di�cult to know which key 

performance indicators (KPIs) to track daily, weekly, or 

monthly to get an accurate picture of how your business 

is doing. However, many successful entrepreneurs report 

that three KPIs rise to the top: churn, pipeline revenue, and 

average annual revenue per employee.

Churn

This metric will tell you how many customers leave your 

business in any given month, which will then tell you how 

many new customers you need to bring in the following 

month to break even. If you track this KPI weekly and 

monthly, patterns will start to emerge, and you’ll be able to 

find holes in your systems and processes more easily. Then, 

you can take proactive steps to reduce your churn. 

Pipeline Revenue

Your pipeline revenue is the total sales volume you’d have if 

you won each and every piece of business you quoted over 

a given period of time. When compared with your actual 

sales volume each month, it becomes an incredibly valuable 

number for setting goals and tracking. For example, if you 

need to produce $100,000 in new pipeline revenue to close 

your goal of $30,000 in sales each month but are only at 

$54,000 in pipeline revenue 20 days into the month when 

you should be at $67,000, then you’ll know that you’re 

falling behind and need to make adjustments. 

Average Annual Revenue per Employee (RPE) 

Most companies with over $1 million in revenue make a 

minimum of $100,000 in average annual RPE, and it’s not 

uncommon to see small businesses making $125,000, 

$150,000, or $200,000-plus per hire, depending on the 

industry. The higher your 

RPE, the more e�ective 

your business is at 

maximizing its greatest 

resource: the people who 

work there. This number 

can become skewed or 

decrease if you’re growing 

quickly and hiring or if 

you’ve recently laid o� 

sta�. If you haven’t made 

changes and your RPE is 

under $100,000, you’re 

either oversta�ed or 

facing a struggle ahead.

As you’re tracking these KPIs, remember to be skeptical. If 

a metric looks too good to be true, it probably is! So dig in 

and double-check the math. If you uncover an inaccuracy, 

you can take steps to fix it, and if you find the number is 

accurate, you can learn from your successes.

Armed with these metrics, you will be in a much better  

spot to be proactive in your business and solve minor 

problems before they ruin your month, quarter, or year. It’s 

a win-win situation, which is exactly what we need in these 

tough times! 

3 Key Performance 3 Key Performance 

Indicators to WatchIndicators to Watch

HOW WELL ARE YOU 
TRACKING YOUR 
BUSINESS?
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On Feb. 22, 2020, David Ayres was 

sitting in the stands next to his wife 

watching a Carolina Hurricanes hockey 

game. By the end of the night, this 

45-year-old Zamboni driver would 

be the first emergency goaltender to 

record a win in the history of the NHL. 

After the Hurricane’s first two goalies 

were taken out of the game due to 

injuries, Ayres was called onto the 

ice. He stopped eight out of 10 shots, 

helping the Hurricanes claim victory. 

This isn’t the first time an emergency 

goalie has been called in to help win 

an NHL game. When Scott Foster, a 

36-year-old accountant, was called 

in as an emergency goalie for a 2017 

Blackhawks home game, he didn’t 

let a single puck past him. How are 

ordinary men like Ayres and Foster 

able to go from sitting in the bleachers 

to crushing it on the ice at a moment’s 

notice? They have the remarkable 

ability to thrive under pressure by not 

overthinking their situation. 

A good goalie cannot overthink 

anything. They must be able to 

assess the situation and react 

instantaneously to block a speeding 

puck. Physical training is only half the 

battle. Achieving true success means 

mastering the psychological game. 

This kind of mental fortitude can be 

valuable in business, too. 

“The key di�erence between those 

who get the gold medal and those who 

don’t is between the ears,” says Martin 

Turner, senior lecturer in sport and 

exercise psychology at Sta�ordshire 

University. “Business leaders can learn 

to develop robust psychological skills 

to help them fulfill their potential under 

pressure, and importantly, help others 

around them fulfill their potential.”

How can you learn to stop yourself 

from overthinking during high-

pressure situations? Don’t view those 

high-pressure situations as life  

or death. 

“It was wild; it was fun,” said Ayres 

after his historic win. “These guys were 

awesome. They said to me, ‘Have fun 

with it, don’t worry about how many 

goals go in. This is your moment — 

have fun with it.’”

“Have fun” is exactly what Ayres did, 

and the Hurricanes won the game. 

When you find yourself overthinking 

a high-pressure situation, remind 

yourself that no matter what decision 

you make, it’s not the end of the world. 

That moment is just one of many 

opportunities you’ll be presented with. 

Above all else, keep a positive outlook. 

Win or lose, success or failure, being 

positive will always take you far. 

Overthinking Undermines  
Your Success
How NHL Goalies Live in the Moment

PUZZLEHAVE A Laugh
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We live and work in uncertain times. Many small businesses 

have had to reduce employee hours and slash marketing 

budgets. Every cut can slow the growth of your business, 

and reducing your marketing budget can have a ripple e�ect. 

Being unable to e�ectively get your message out to your 

customers and prospects can keep you from achieving your 

business goals. But, is it possible to reduce your marketing 

budget without sacrificing your marketing message? 

The answer, of course, is yes! You can continue to reach 

customers and prospects and maintain your marketing 

message. Here’s what you do:

Create videos and webinars. Give your customers value 

through video! If you already have a camera for shooting 

videos, great, but if you only have a smartphone, that 

works, too. How you make the video is less important than 

what you say in the video. Walk through the problems 

your customers routinely face, hold a Q&A, or go in-depth 

about a product or service you provide. Make sure to tie 

back to your brand and include your message. For example, 

attorneys often create videos to address legal issues such as 

what steps to take if you’re injured in a car accident along 

with a message about how they can help.

Leverage Instagram. People love Instagram. It’s a great 

place to post pictures and videos and share your marketing 

message. Connect with customers by liking and commenting 

on their posts. Instagram Live is also a great place to post 

short videos or host mini-webinars. In fact, you can give 

people a taste of your full webinar on Instagram Live, then 

direct them to the full webinar on your website. Hook them 

with a high-value tease: “We’ve learned how to solve problem 

X. Here’s our first step. For more, sign up for our webinar!” 

Write high-quality content. Many businesses have a blog 

but don’t know how to leverage it. Writing high-quality 

content is a great way to bring tra�c to your website, and 

relevant content can bring in prospects who may be dealing 

with the problems your business solves. Good blog content 

can complement good video content. A blog allows you to 

go more in-depth and link to resources and your products 

and services. High-quality content engages readers through 

interesting information and stories and o�ers value. 
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