ROUNDTABLE DISCUSSION

Profitowable

20 Group

Why owners hire a board of directors made of their pe
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Why this room. Why now.

Most tow company owners run their business i isolation. You're not going to find the answer in
another YouTube video.

30+ 150 2X

Years Mike Porter has spent Questions your peers willask In-person meetings a year —
inside the towing industry during a site visit plus monthly accountability
calls

The 20 Group Philosophy

@ Numbers don'tlie e Peers, not consultants

P he feld P
40-ruck shop compare apples to apples. from someone wha's lreacly done i

@ Trust over hierarchy ‘ Accountability is monthly
We don't just meet 2x a year. Every month a
Whatssoid n the room staysinthe reom Wedort st et 2xa e Everymontha,
Owners are vulnerable because it's safe. foll  call keeps the important on top of thy
ugen




Who leads the room

Mike Porter Marci & Bill
Gratzianna

Lead acitator » 30+ years i towing Incusty HalofFame.

coach. Runs every session and management — unparalleled real-
built the curriculum. world depth in the trade.
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How a year in the group runs
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ugly.

The Site Visit Template
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What you walk away with

What's inside the binder

@ i honestassessment of every department

Finance St

@ specic questons asked ofyour employees
Dipatch

@ iction tems, anked by Impact
orvers
Marketing @ cenchmaris against other group members

(@) second look — hecause outiders e what wnersstop
secing

Training
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A board of directors made of your
peers — owners you trust, telling you
the truth.

That's what every member walks away with. Not a class. Not a webinar. A standing
‘other owners whe your hi

Is the 20 Group for you?

YES — AFIT NOT YET

@ You own a tow company and the buck stops with @ You're a brand-new operator still finding your
You model

@ ou'e willing t share your numbers with peers
@ vou can host aste visit at east once
@ vou'l commit o the monthly accountabilty cal

@ ‘oure done guessing alone

@ ou don't have books worth comparing yet
@ 1o carft make 2 i person meetings  year
@ vou'e not open to outsiders inside your shop

@ o wanta class, ot a reationship




The Accountability Form
Every member fills this out every month. It’s how the monthly call gets teeth.

The whole month on one page

Revenue. Tow volume. Cash. Three monthly goals. Wins. Where you're
stuck. Filled out before each call so the group has something concrete to
push on.

Benchmarked against your peers

Your numbers feed the group’s real-time benchmark. You see how revenue
per tow, cash position, and growth stack up against other shops your size.
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‘What the form asks each month

Five sections. Twenty minutes. Submit before the call.

Key Metrics (KPIs) Monthly Goals (3) Business Pulse

¥  status (on-track
month, tow volue, avg revence per Jatrik  offtrack), and progress challenges, what's changed this month.
tow, ashin bank.

Questions for the Group ~ Wins /

What went well.Bg wins worth sharing
with the group.

Specifc challenges you want the grou's

feedback on during the call.
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ROUNDTABLE Q&A

Now let's hear from the people in
the room

Current members are going to share what mel p has actually changed in their
business. Then — your quest

oy
mporter@tdrway.com




Questions for our members

@ The first site visit e Hardest truth
Yoo e v s B e i o ot o

Accountability in action Why you renewed

What did you tell the group you'd fix — and did What would you tel an owner siting where these
Vou actually do it before the next call? folks are tonight, on the fence about joining?
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ROUNDTABLE Q&A

Thank you for Attending

If you want to know more, fill out the form on the back of your Handout

To Contact me or 503-572-6438



mailto:mporter@tdrway.com
mailto:bert@kingsconsulting.group

