OVLS‘P Strategy

How we create a happg howme

what do we
measure?

How happg
we are

How happg
our customers
are

How do we
differentiate?

Compared to normal

consulting companies:

* Crisp s not trying to earn
money through me

* 100% freedom
(as long as t don't hurt the
howee)

* Crisp has wno other goal
thaw to be a happy home

Compa red to normal
networks:
* wWe are dedicated to Crisp

How do we finance

the homwe?

* Bvery Crisper pays:

X #/month
Y % of revenue

* sSubcontractors

what do we do
with money?

Naked tn, naked out

No pot of gold be?

How many witll we

No gold on the
table

at the end

* undectded. Growth Ls not a
goal in itself.

* We grow only when we
find good people and aren't

A gold-strewn
road

suffering from growth
pain

How do we ruwn the
compa wg?

> Lean § Agile

* Meritocracy § consensus

* Ask forgiveness rather
than permission

* s

why does this
strategy work?

commuwitg

Freedom || Competence

Good
citizenship

Professtonalism

tmple models
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