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Your facilitator is:   Peter Messervy

WELCOME

Presents

The 60 Minute MBA

OPUSMAGNUM

1

§ Provide	a	core	framework
§ Highlight	the	key	elements
§ Identify	the	essential	concepts
§ Throw	in	some	Tips	and	Tools

This	
Session
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2	Key	Concepts

3

Framework

Mindset
Opus	Magnum ©	Peter	Messervy	2016

Actions
Behavior
Decisions

Skills

Beliefs

Values

4

The	
Importance	
of	Mindset
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Your	Belief	System

§ Beliefs	are	conclusions	
derived	from	information	
or	experience

§ Beliefs	can	be	conscious	
or	sub-conscious

§ Beliefs	are	filters	for	
reality

Opus	Magnum ©	Peter	Messervy	2016

Impact	of	Your	Belief	System

§ Self-esteem
§ Relationships
§ Prosperity
§ Job	Performance
§ Mental	Health
§ Physical	Health
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7

Don’t	let	your	
beliefs	constrain	

you

Quoting Warren Buffett...

“It	is	not	necessary	
to	do	extraordinary	

things	to	get	
extraordinary	results.”

World	famous	investor
World’s	2nd wealthiest	man

$48	Billion	net	worth
8

8
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The	Value	of	a	Framework

§ The	human	brain	loves	
pattern,	structure	and	
repetition

§ Good	structure	saves	
brain	energy

Take	the	Memory	Test

Opus	Magnum ©	Peter	Messervy	2016

10

Market	Place

Destination

Financial	Control

Sales	&
	M

arketing

Delivery

Team

Infrastructure

Destination

Financial	Control

Sales	&
	M

arketing

Delivery

Resources

Infrastructure

Products	&	Services

Business	Persona	– Vision,	Mission	&	Values
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Destination	Clarity
Vision, Goals	&	Objectives
Core	Strategies

Business	Life	Cycle

Strategic	Plan
High-level	long-term	plan	(3-5	years)
Annual	Plan
Mid-level	1-year plan
Quarterly	Plan
Detailed	90-day	action	plan

11

Destination

Financial	Control

Break	Even	Analysis

Profit	Margin

Cash	Flow	Forecast

Budgeting

Debt	Management

Accounting

12

Financial	Control
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Marketing	vs.	sales

Marketing
§ Focus	on	the	general	

population	or	groups
§ Generate	interest
§ Create	leads	or	prospects
§ Activities:

– Consumer	research
– Product	development
– Advertising
– Pricing

Sales
§ Focus	on	individuals	or	a	

small	group	of	prospects
§ Convert	prospects	to	

paying	customers
§ Activities:

– Presentation
– Negotiation
– Meeting

13

Marketing	Mastery

Marketing	Plan

Value	Proposition

Image	&	Brand

Strategies	&	Campaigns

14

Sales	&
	M

arketing
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Sales	Process

Lead	Generation

Prospect	Captivation

Conversion

Pricing

Buying	Process

15

Sales	&
	M

arketing

Delivery	Mastery
Customer	Care

Supply	Chain

Customer	Journey

Delivery	Chain

Service	&	Support

Quality	Control

16

Delivery
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17

Resources
Management Team

Employees

Partnerships	&	Alliances

Physical Resources

Financial Resources

Resources

18

Infrastructure	Mastery
Systems &	Procedures

Processes

Technology

Repeatable	Practices

Projects

Infrastructure
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The	Path	to	Mastery

Mastery	of	Business	
Administration	using	the	
Success	Framework

§ A	logical	learning	path
§ A	practical	application	of	
learning

§ Linked	directly	to	operating	
a	business

§ Enables	just-in-time	learning
19

20
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Practical	Learning	Levels

Level	1	– The	Future	Vision
Level	2	– The	Foundation
Level	3	– Alignment
Level	4	– The	View	Forward
Level	5	- Growth

Opus	Magnum ©	Peter	Messervy	2016

1:	The	Future	Vision

Mindset

Your Dream

Business	Vision

Opus	Magnum ©	Peter	Messervy	2016
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23

Follow	That
	Dream	–	The	Reali

ty	Business	
Game	

	

OPUSMAGNUM	
	

ActionCard	
1.01	

	

1	

	 The	Dream	Builder	

	
You	can	use

	this	checkli
st	to	create	

a	rough	list	
of	your	drea

m	components.	Th
is	will	be	

based	on	yo
ur	current	w

ish	list	and	y
our	long-ter

m	desires	or	p
erceived	de

sires.	

		
Dream	Component	

Your	Dream
	Details	

Home	–	size	and
	type	of	

house	
	

	

Garden	–	siz
e	and	conte

nt	

	
	

	

Vehicle(s)	

	
	

	

Holiday	des
tinations	

(Vacation	H
ome)	

	

	

Family	size	

	
	

	

Home	location	

	
	

	

Personal	act
ivities	(hobb

ies	

and	sports)	

	

	

Social	clubs
	and	activiti

es	

	
	

	

Charity	and
	support	

activities	an
d	donations

:	

	
	

	

Other:	
	
	

	

Other:	
	
	

	

Other:	
	
	

	

	

Follow	Tha
t	Dream	–	The	Real

ity	Busines
s	Game	
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ActionCard
	1.01	

	

1	

	 The	Dream
	Chart	

	
	
You	can	use

	this	checkl
ist	to	create

	a	rough	list
	of	your	dre

am	components.	

		 Description
	(Item	or	Budget)

	
Capital	£	

Monthly	£	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

	
	

	
	
	

2:	The	Foundation

24

Brand

Branding
Offering

Opus	Magnum ©	Peter	Messervy	2016
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3:	Alignment

25

Format

Work	
Structure

Opus	Magnum ©	Peter	Messervy	2016

CEO/MD

Marketing	
Manager

Financial	
Manager

Sales	
Manager

Technology	
Manager

HR
Manager

Operations	
Manager

R&D
Manager

PALegal

<	Business	Name>
Work	Organisation Chart

The	W.O.C.	Templates

26
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CEO/MD

Marketing	
Manager

Sales	
Manager

<	Business	Name>
Work	Organisation Chart

Role Incumbent Role Incumbent

27

4:	The	View	Forward

28

Vision
Strategic	Plan
Annual	Plan
Quarterly	Plan

Opus	Magnum ©	Peter	Messervy	2016
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5:	Growth

29Opus	Magnum ©	Peter	Messervy	2016

Small	Steps
Steady	Progress
Focus	on	the	Goal

30
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31

Task	1

Task	2

Task	3

Task	3

Task	4

Your	Calendar

32

Follow	That	Dr
eam	–	The	Reality	B

usiness	Game	

	

OPUSMAGNUM	
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1	

	 Focus Sheet 

	
Business Name: 

Start	Date:	 	

End	Date:	 	

Goals for Next Period 

✔	

1 	
	
	

	

2 	
	
	

	

3 	
	
	

	

4 	
	
	

	

	
Tasks For Next Period 

1 	
2 	
3 	
4 	
5 	
6 	
7 	
8 	
9 	
10 	
11 	
12 	
13 	
14 	
15 	
	
Notes	
	
	
	
	
	
	
	
	

Weekly	Focus	
Sheet
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Formula	For	Success

§ What	do	you	want	to	HAVE
§ What	do	you	need	to	DO to	get	it
§ Who	do	you	have	to	BE to	be	able	to	do	it

Who You 
Are

Actions 
You Take

Results You 
Achieve

Opus	Magnum ©	Peter	Messervy	2016

Wisdom	is	knowing	what	to	do	next
Skill	is	knowing	how	to	do	it
Virtue	is	doing	it

Opus	Magnum ©	Peter	Messervy	2016
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37

Gamification	is	a	powerful	mind	tool
And

Its	one	of	the	fastest	growing	business	tools
Its	one	of	the	fastest	growing	Google	searches

WHY?

38

FOLLOW	THAT	DREAM
The	Reality	Business	Game

Some	friendly	competition	with	your	peers
An	opportunity	to	grow

You	work	ON your	business	While	having	fun

Serious	Business Fun	to	Play~

Call		020	3637	2064	to	book	a	FREE tryout

Or email	peter@opusmagnum.com
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What	You	Get
A	Game	session	every	other	week

4	to	5	hours	of	group	coaching	per	month

30 minutes	1:1	business	coaching	per	month

Access	to	large business	knowledge	base

Email	support for	game	and	business

Leverage group	knowledge	and	support

Additional	business	members	can	attend

Group accountability	and	support

Regular	on-line	live	Q	&	A	sessions

Monthly	prizes

Big	discounts	for	additional	workshops

40

What	You	Get Value Cost
A	Game	session	every	other	week £197

4	to	5	hours	of	group	coaching	per	month £197

30 minutes	1:1	business	coaching	per	month £97

Access	to	large business	knowledge	base priceless

Email	support for	game	and	business £47

Leverage group	knowledge	and	support priceless

Additional	business	members	can	attend £97 each

Group accountability	and	support priceless

Regular	on-line	live	Q	&	A	sessions £47

Monthly	prizes £10-£25

Big	discounts	for	additional	workshops Up	to £100

TOTAL:	 £707
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What	You	Get Value Cost
A	Game	session	every	other	week - £197

4	to	5	hours	of	group	coaching	per	month £197 Free

30 minutes	1:1	business	coaching	per	month £97 Free

Access	to	large business	knowledge	base priceless Free

Email	support for	game	and	business £47 Free

Leverage group	knowledge	and	support priceless Free

Additional	business	members	can	attend £97 each Free

Group accountability	and	support priceless Free

Regular	on-line	live	Q	&	A	sessions £47 Free

Monthly	prizes £10-£25 Free

Big	discounts	for	additional	workshops Up	to £100 Free

TOTAL:	 £707 £197

Hub	Discount

§ £50	per	month	cash	back
§ Paid	£25	per	meeting	when	you	show	up
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Your	Options

1. You	are	comfortable	where	you	are	you	don’t	
want	to	change	anything

2. You	want	to	think	about	changing	but	you	
need	more	information

3. You	are	ready	for	change	– let’s	get	into	
action

The	Business	Owners	Guide	to	Setting	
and	Achieving	Goals

44

My	Latest	Book

£15	on	Amazon

£10	today
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90	minute	personal	startup	session
Complete	set	of	manuals,	templates	and	
user	guide	with	e-mail	support

£297

Investing	in	you	&	your	future	...

90	minute	personal	startup	session
30	minutes	per	month	personal	alignment
One	full	day	per	quarter	

£97	per	month

Investing	in	you	&	your	future	...
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One	day	per	month											£197
Two	evenings	per	month		£197

Investing	in	you	&	your	future	...

Gold	Programme (weekly)									£997
Silver	Programme (bi-weekly)		£597	
Bronze	Programme (monthly)		£397

Investing	in	you	&	your	future	...
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Implementation	Programmes

Programme Style Period Monthly	Price
D.I.Y. Self-paced One	time £297
Gold 1:1 bespoke Weekly £997
Sliver 1:1	bespoke Bi-weekly £597
Bronze 1:1	bespoke Monthly £397
Growth Group	+	1:1 Monthly £197	
Growth Group	+	1:1 Twice monthly £197
Planning Group	+	1:1 Quarterly £97

Implementation	Programmes

Programme Style Period Monthly	Price
Gold 1:1 bespoke Weekly £997
Sliver 1:1	bespoke Bi-weekly £597
Bronze 1:1	bespoke Monthly £397
Growth Group	+	1:1 Monthly £197	
Growth Group	+	1:1 Twice monthly £197
Planning Group	+	1:1 Quarterly £97

If	you	are	a	Hub	Member:

x £797
x £497
x £347

£147
£147
£77

x
x
x
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This completes the

presentation

Thank You
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