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Medium Impact and Average 
Satisfaction.   Not top priority, but 

some payback available. 

Low Impact and High 
Satisfaction.  Don't worry about 

these attributes.
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Satisfaction.  These attributes 

represent area of greatest return.   
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Step 3 of the ProfitMax analysis is to combine 
the first two charts into the Payoff Profile.  This 
charts points you to those performance 
categories which have both a high level of 
impact and a low level of existing satisfaction.  
Taken together, ProfitMax shows you which 
areas of your business, if improved, will produce 
the greatest return on investment.       


