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TITAN Business Development 

Group, LLC is a results-driven, 

professional, innovative and 

energetic business development 

firm located in Flanders, New 

Jersey, specializing in business 

coaching, advisory services and 

exit planning.  From formation and 

startup, through all stages of the 

Business Growth and Maturity 

Cycles, Titan’s business coaches 

and advisors work with sole-

proprietors, partners, corporations, 

management, staff and teams to 

successfully create definitive, 

measurable and sustainable results.   

Working together  to improve 

operations, develop strong 

business systems, design robust 

strategies, increase profits, 

enhance knowledge and create 

plans in areas such as financial 

management, sales, marketing, 

leadership, productivity and more,  

Titan BDG’s goal is to help its 

clients become titans in their 

industries.  

The TITAN BDG way is much 

more than the right steps at the 

right times, it is also a highly 

collaborative, professional, 

respectful and effective approach 

to impacting our clients in a 

fashion that empowers them to 

turn ideas into clear visions and 

transform those visions into 

reality. The TITAN BDG way is 

about expanding one’s definition 

of achievement and success – and 

surpassing the rest of the pack. 

As Certified Exit Planning 

Advisors, we are also keenly 

skilled in helping you identify, 

protect, build, harvest, and manage 

the value in/from your Company. 

Our exit planning services apply 

the Value Acceleration 

Methodology of the Exit Planning 

Institute – the global authority on 

exit planning. 

The Vital Role of Intangible  

Capitals in a Company’s Success 

A company’s value extends far beyond its physical assets like buildings, equipment, and 

inventory. Increasingly, businesses derive their competitive advantage and long-term 

success from their intangible capitals. These non-physical assets, often referred to as 

intellectual capital, include the collective skills, knowledge, relationships, and internal 

systems that enable companies to innovate, grow, and thrive in a fast-changing 

marketplace. 

While intangible capitals may not show up on a company’s balance sheet in the same way 

as tangible assets, they can be far more valuable. In fact, intangible capitals are often the 

driving force behind a company’s ability to differentiate itself, scale operations, and create 

lasting customer loyalty. These capitals fall into four main categories: human capital, 

structural capital, relational/customer capital, and social capital. Understanding and 

investing in these intangible resources is crucial for long-term business success. 

Human Capital 

Human capital refers to the collective talents, knowledge, skills, and experiences of a 

company’s workforce. Employees are the backbone of any organization, and their 

expertise directly influences a company’s ability to innovate, solve problems, and remain 

competitive. This capital is not just about individual capabilities but also about how 

effectively a company fosters an environment where employees can develop, collaborate, 

and contribute to overall business goals. 
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  Structural Capital 

Structural capital encompasses the systems, processes, intellectual property, and 

technological frameworks that enable a company to operate efficiently and scale 

effectively. This includes everything from a company’s organizational procedures to its 

proprietary technologies, patents, trademarks, and business strategies. Essentially, 

structural capital is the infrastructure that supports business operations and innovation. 

A company with strong structural capital has streamlined processes that reduce 

inefficiencies and promote consistency, even as it grows. Well-documented workflows, 

robust data systems, and protected intellectual property give a business a competitive 

edge by reducing operational risks and fostering innovation. For example, a company that 

owns patented technologies or processes has an exclusive advantage over competitors 

and can leverage those assets to drive profitability. 

Relational/Customer Capital 

Relational capital refers to the value a company derives from its external relationships 

with customers, suppliers, partners, and other stakeholders. Strong relationships and 

networks are crucial in building trust, reputation, and brand loyalty. This capital can be 

measured by the strength of a company’s customer base, the depth of its partnerships, 

and its overall reputation in the marketplace. 

Businesses that excel in relational capital prioritize customer satisfaction, invest in 

building long-term partnerships, and actively engage with their community. These efforts 

create a virtuous cycle where strong relationships lead to repeat business, referrals, and a 

positive brand image. In many industries, having robust relational capital can be a 

significant differentiator, helping businesses secure contracts, enter new markets, or 

weather economic challenges with the support of loyal customers and partners. 

Social Capital 

Social capital encompasses the internal culture, trust, collaboration, and communication 

within a company. It is the glue that holds teams together and drives organizational 

success by fostering an environment where employees can work together effectively. 

Social capital is built through shared values, trust, and open communication across all 

levels of an organization. 

Companies with strong social capital have a distinct advantage because they are able to 

maintain high levels of employee engagement, motivation, and productivity. When 

employees trust their leaders, communicate openly, and feel aligned with the company’s 

mission, they are more likely to contribute positively to the organization’s goals. Social 

capital also extends beyond the company’s walls, including its reputation and connections 

within the broader community and industry. This can lead to valuable collaborations, 

industry recognition, and a more positive corporate image. 
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Masterful Quotes 
 

 
 

“Quality is the best 

Business Plan.” 

 

~John Lasseter 

 

 

 

“We didn’t set out to 

build a product.  We set 

out to solve a problem.” 

 

~ Naval Ravikant 

 

 

“Once you have figured 

out what to do, be 

unstoppable about 

getting your small 

handful of priorities 

accomplished quickly.   

I have yet to meet a 

slow-moving person 

who is very successful.” 

~ Sam Altman 
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The Strategic Importance of Intangible Capitals 

While intangible capitals are not always easily quantified, they are critical to a company’s success and 

long-term value creation. In fact, many companies that dominate their industries, especially in 

technology, consulting, and other knowledge-based sectors, owe much of their success to the strength of 

their intangible assets. Unlike physical assets, which depreciate over time, intangible capitals can 

appreciate as they are cultivated and enhanced. 

For business leaders, recognizing and investing in these non-physical assets is essential for sustaining 

competitive advantages. Companies that develop their human, structural, relational, and social capitals 

are better equipped to innovate, grow, and adapt to an ever-changing business environment. By nurturing 

these intangible capitals, businesses can create lasting value that positions them for success in both the 

short and long term. 

In conclusion, intangible capitals form the foundation of a company's resilience, adaptability, and 

sustained growth. By leveraging and investing in these assets, businesses can differentiate themselves in 

the market, build strong relationships, and foster an internal culture that drives continuous improvement 

and innovation, not to mention boost their value come time to transfer or sell the business.  

*** 

The General Stages of Business 

Which of the following best describes your company’s stage of business? 

1. Startup – “Ideation”: No customers or revenue, incomplete management team, may have some 

initial product development. 

 

2. First Stage – “Early Development””: No revenue, but substantive expense history.  Product 

development is underway and business challenges are understood. 

 

3. Second Stage – “Ramp Up”: Generating revenue, growing your customer base, but still 

operating at a loss.  The company expects to reach breakeven within a forecasted period. 

 

4. Third Stage – “Scale Up”: Generating revenue, have recently achieved breakthrough measures 

of financial success such as operating profitability, but not yet achieved the industry standard 

and cash flow may still be poor. 

 

5. Fourth Stage – “Expansion”: The company generates revenue and has sufficient size and 

market penetration to ensure economic success.  However, strategic initiatives and substantial 

investment for growth may result in volatile earnings and cash flow. 

 

6. Late Stage – “Mature”: The company has an established history of at least 5 years of profitable 

operations and positive cash flows.  

 

*** 

 

 

 



Page | 4  

 

 

 

  

 Business as a Whack-A-Mole Game 

During a recent visit to a local arcade with my niece, I noticed her fascination with another child 

who was fully engrossed in the Whack-a-Mole game. As soon as it became available, she jumped 

on the game, eagerly pounding the mole heads as they popped up. Watching her, it struck me 

how much this resembles the way business owners often operate within their companies. 

Much like the arcade game, many of us spend our days reacting to whatever emergency or 

pseudo-crisis arises, believing that our ability to "whack the moles" determines our effectiveness. 

How many times have we ended the business day feeling frustrated, realizing that while we were 

busy putting out fires, the more significant and strategic tasks—the ones that truly drive growth—

went unattended? Worse yet, we often find ourselves sneaking back to work after hours or on 

weekends to address the critical tasks we couldn’t get to during the day. 

I like to call these critical tasks "business health-critical activities." These are the actions that 

directly contribute to increasing revenue, boosting profitability, or improving overall business 

efficiency. As business owners, I assume that most of us have goals beyond mere survival. We 

want to grow our businesses, make them more profitable, and run them in a way that doesn’t 

make us feel like indentured servants to our own enterprises. 

While it may feel satisfying to solve problems in real-time, constantly being in firefighting mode 

is a dangerous and unsustainable way to operate. A business may not collapse overnight, but it 

can slowly deteriorate due to the owner's burnout or loss of interest. In my experience, most 

businesses don’t die from bankruptcy; they wither because the owner simply runs out of energy 

or motivation to keep pushing forward. 

So, how do business owners break free from the never-ending cycle of whack-a-mole in their 

companies? The solution lies in transitioning from a tactical to a strategic approach. The only 

way to consistently work on your business, rather than just in it, is to implement a clear plan that 

shifts focus from short-term firefighting to long-term growth. 

(continued) 
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This plan has three essential elements: 

1. Identify the key performance metrics in your business. 

2. Measure and track these metrics consistently and religiously. 

3. Work on improving all of them simultaneously. 

In most businesses, a handful of forward-looking performance metrics can give you a clear 

indication of whether your business is growing or shrinking. In my experience advising companies, 

I’ve found that 85% of businesses can track their performance using just five core metrics, which I 

refer to as Tier 1 performance metrics. 

These five metrics are: 

1. The number of leads. 

2. Lead-to-order conversion rate. 

3. Total number of transactions. 

4. Average transaction value. 

5. Gross profit margin percentage. 

Of course, depending on your industry or specific processes, there may be additional Tier 2 metrics, 

but these five tend to apply universally to most businesses. 

A surprising number of business owners don’t know their metrics or fail to track them consistently. 

I recently consulted with a cabinet shop owner who estimated his lead-to-order conversion rate was 

about 80%. However, when I audited his last 90 days of bids, the actual conversion rate was just 

47%. This discrepancy highlights how critical it is to have an accurate understanding of your 

numbers. 

Can we agree that if any of these key metrics deteriorate, the health of your business will suffer? 

Conversely, when these numbers improve, so does your business. 

As the owner, it’s your responsibility to monitor these metrics and work to improve them. This isn’t 

just an optional task—it’s a fundamental part of your job description. 

Now, here’s the good news: By focusing on just five Tier 1 metrics, you can concentrate your 

efforts on the most impactful areas of your business. These are the "moles" that matter most, and 

they deserve your full attention. 

There’s more good news: When you consistently work on improving these five metrics, even small 

gains will add up. Improving each metric by just 10%—a goal that’s entirely within reach—can 

lead to significant leverage. 

Leverage occurs because these metrics are interrelated, meaning that improvement in one area tends 

to boost performance in others. For example, improving your conversion rate may lead to more 

transactions, which in turn increases your average dollar sale and gross profit margin. This 

multiplier effect can be as powerful as compound interest in financial investments. 

In conclusion, while it’s easy to get pulled into the whack-a-mole game of daily business operations, 

it’s critical to focus your energy on the strategic "moles" that matter most to your profitability and 

long-term success. By dedicating time to tracking and improving your Tier 1 metrics, you’ll build 

a healthier, more resilient business that doesn’t just survive—but thrives. 

*** 


