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FMS Joint SOW for CRO Thinking Certification


Engagement Purpose – to survive short-term and thrive long-term requires an organization to Maximize profits. Maximizing profits requires optimizing human capacity to transfer value, and that requires a low-frication revenue context. This SOW supports FMS’s creation of that low-friction revenue context and optimization of human capacity to transfer value.

The context uses Revenue Science™  to continually facilitate the unification, alignment, and optimization of the people to achieve the mission of maximizing profit for the long-term. FMS will be nearing optimization when those certified are making smart revenue decisions 100% of the time.

SOW Assumptions

· FMS cohort pursues CRO Thinking mastery as part of a long-term thought leader revenue strategy.
· Cohort 1’s mastery will be followed by deploying the enabling a SmartRev structure to support value transferring execution FMS will be paid for
· The FMS cohort membership will be from across the business silos that contribute to the value being transferred to independent retail operators and owners.
· The FMS cohort 1 will include representatives from the Strategic and Operational leadership levels
· All cohort members are committed to doing the work required for mastery and certification in the short-term and to "Living a Revenue Culture" for the long-term
· Cohort member’s Purpose is to develop a "Revenue Culture" to maximize FMS profits by optimizing people using a low-friction Revenue Science™  Context
· The cohort 1 certification will finish in 2025 Q3.
· This cohort is a preview for how The Revenue Game® can support FMS’s strategy as a partner

SOW Achievement Requires:
· A unified purpose and commitment from cohort members
· Cohort 1 Masters SmartRev content and achieves certification
· Cohort 1 has created a FMS Revenue Strategy that is deployable and executable with available resources as the context beginning
· There will be a "Revenue Culture" language across Cohort 1 for deployment and execution within the context
· The cohort will be the foundation for a long-term unified low-friction Revenue Generation context that will optimize value transfer


Planning

This SOW is a result of the planning to date between the FMS team leaders Robert Graybill, Charlie Rapier and The Revenue Game® team with Rick McPartlin. 

SOW Overview for Organizations (10–100 People)

WHY Certification Is Critical Today
In a world driven by disruption, unifying and aligning your organization around a single, science-based Revenue Strategy is no longer optional — it’s essential. CRO Thinking Certification empowers your team to "Live a Revenue Culture," making your business more predictable, and more profitable, across every silo and department. This isn’t just consulting and training—it’s a transformation. When your team is certified, you gain a system that turns chaos into strategy and employees into value added revenue generators, because you will have a low friction revenue context to optimize your people for profit maximization. See attachment 1

HOW Certification Works
This organizational certification is a 7-week virtual program structured around:
· 7 interactive Zoom sessions (3 hours each) from SmartRev Intellectual Property 
· Prework videos and reading assignments for each session
· Tools and templates provided via a centralized landing page platform
· Resulting in Mastery and CRO Thinking Certification for building a Revenue Science™ based low-friction context
· Working schedule Attachment 2

Each participant will:
· Demonstrate mastery of the foundational CRO Thinking elements
· Choose and master 5 out of 12 additional tools relevant to their role
· Submit reflections and deployment examples of real-world application throughout the sessions as an individual and team member
· Be responsible for each session’s learnings, surveys, and team requirements
· With a team complete a capstone project to show alignment of CRO Thinking across silos
· See Attachment 3 for more details.

Session recordings, feedback loops, and ongoing peer-to-peer collaboration are embedded in the process. Organizations will designate key department members as cross-functional cohorts to participate.



The outcomes from CRO Thinking Certification

1. The cohort will develop the common language, metrics, and methodology to maximize Revenue Generation 
2. The cohort will complete a cross-silo Revenue Strategy that transfers the maximum value to the market FMS will get paid for
3. The cohort will be unified and aligned to deliver and execute the Revenue Strategy across all silos
4. The cohort will be making smart decisions about value transfer at a percentage approaching 100%
5. The  cohort will be deploying and executing in the short term to assure long-term success
6. The cohort will always engage with the market in alignment with the organization’s purpose (a context principal)
7. The cohort in partnership with The Revenue Game® or independently will have a continual improvement plan for the context and optimizing human capacity

Business Questions Answered

Certification Duration: 7 weeks (21 instructional hours + prework)
Post Certification Options: Ongoing group support – once per month masterminds, coaching, Revenue Urgent Care, Revenue Strategy deployment, additional cohorts, etc. based on unique SOWs
Delivery: Online (Zoom) + async video,  weekly surveys, and optional group or individual  assignments
Intellectual Property: License for internal use; materials may not be resold or redistributed outside the organization.
Certification Validity: 2 years; renewal via CEUs, Post Certification Options, or real-world case updates
Necessary: Complete list of cohort members with contact information, firm dates, leadership facilitating the importance and need for cohort members to be unified and committed, insights, data, other information to support The Revenue Game® understanding the organization and individuals, and strategic commitment to the work now and for the long-term.
If during the life of this SOW there are any issues, concerns, changes, or surprises, contact Rick McPartlin in writing within 24 hours.
During this engagement, all additions or other changes requested by either party needs to be shared in writing and agreed to by both parties within 2 business days, or both parties will have a person-to-person conversation within 3 business days to decide next steps.
All the required Intellectual Property from The Revenue Game® LLC will be a grant to FMS under a “nonexclusive license agreement” for personal and professional internal use only. This Intellectual Property remains the property of The Revenue Game® LLC and cannot be sold, granted, licensed or in any other way transferred without written permission of The Revenue Game® LLC.


Attachment 1

CRO Thinking – The 21st Century Six Sigma

Sustainable business success in the 21st Century will be a result of establishing a relationship between buyer and seller were working together their businesses are “better than any other option.”

The faster and more chaotic the world becomes, the more this partnership is critical for both.

The deployment of CRO Thinking intentionally creates this “better than any other option” relationship much the way Six Sigma transformed manufacturing, supply chain and logistics in the 20th Century. Those who did not deploy Six Sigma, or a similar discipline became insignificant and disappeared. Today any organization who does not learn and deploy CRO Thinking will suffer the same fate.

History

Starting in 1985, The Revenue Game founder, Rick McPartlin watched the steady deployment of Six Sigma and Lean in the automotive and related manufacturing industries and asked, why won’t this type of discipline transform sales. It immediately became clear that was the wrong question, and it was about "Revenue Generation" not just sales (a subset of the "Revenue Generation" process).

Rick was fortunate to spend the next 15 years working with the world’s largest companies (Siemens, Johnson & Johnson, E&Y, AT&T, Sun Microsystems, etc.) to perfect the technology of CRO Thinking. After 15 years of enterprise success, CRO Thinking was deployed to the SMB world through a 15-year relationship with www.vistage.com and the Vistage member CEOs.

The Revenue Game has perfected CRO Thinking Intellectual Property to the point where it is teachable, trainable, measurable, and transferable to any organization of any size and in any industry. This transfer, like other methodologies, has at the core science, language, metrics, and tools that apply to all the stakeholders in an organization (The C-suite, the operational leadership, and the execution level) so they all engage from a common platform with role specific Intellectual Property.

CRO Thinking has an immediate impact on every organization willing to deploy. Examples are:
· Immediate reduction is the "Cost of Chaos" (10 to 40% of top line) releasing top line growth and dropping the savings to EBITDA.
· All future growth investments are reviewed for leverage, which makes them dollar for dollar comparable to all other possible investments and supports continuous improvement.
· Forecasting is both accurate and supports improvement in both workflow and outcomes.
· The major "Revenue Generation" elements become aligned (Marketing, Selling, Delivery) in operations, budget, and outcomes.
· There are behavioral metrics for the Revenue RoadMap that assure accountability and outcomes.
· As a result of the Revenue Strategy, there is a measurable True North, which results in saying NO to bad clients, deals, staff, and partners, while attracting the near ideal clients, deals, and partners (with less effort and resource).
 
Next Steps

CRO Thinking works for the largest organizations, the best SMBs, startups starved for success and every employed individual. It is teachable, trainable, measurable, and transferable to any organization. CRO Thinking has been presented to the world through the SmartRev book, the Conference Board, Vistage CEO groups, Trade and Professional Association keynotes as well as Business Journals, Fortune, YouTube, and hundreds of posts shared around the world by The Revenue Game, Vistage, Executive Forums and thought leaders.

Based on the speed of adoption for elements of CRO Thinking like CRO (Chief Revenue Officer), Challenger Selling, technology, metrics, and training, it is time for Intellectual Property to pull all of them together in a single body of knowledge and deployment model. Any organization that tries to create this for themselves will waste time, money, and opportunity. No organization can build their version of CRO Thinking and keep current while doing their core business.

The power of CRO Thinking certification is the market gets the benefits and outcomes without the years and cost of figuring it all out. The three levels, C-Suite, Operational Leadership and Execution, need to be delivered as a unifying core of science and language as well as the individual deep dives. The initial certification is for 2 years. To keep certification current requires continual application or CEU (Continuing Education Units).

As “CRO Thinking and certification spreads, there will be enterprises who build and deploy their science-based strategy supported by certified staff, partners, suppliers, and vendors. All these groups will have common language, models, processes, metrics, and tools to deliver high returns on investments with rapid aligned deployment staying in front of client and market change.

Those who apply CRO Thinking have control over their growth of sales and profitable revenue.
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The purpose of CRO Thinking Certification:

The deployment of CRO Thinking intentionally creates a “better than any other option” relationship between Marketing, Selling, and the Delivery of Customer Value based on available resources. CRO Thinking acts in the way Six Sigma acted when it transformed manufacturing, supply chain and logistics in the 20th Century.

Those who didn’t deploy Six Sigma, or a similar discipline became insignificant and disappeared. Today any organization who does not learn and deploy CRO Thinking will suffer the same fate.

Unlike other areas of business that have narrow certification applications like Microsoft technicians, tax accountants, HR professions, CRO Thinking impacts and is impacted by every person in the company. It is rare that there is any employee who does not have an impact on "Revenue Generation."

"Revenue Generation" is an organization-wide effort that governs the level of success achieved, so it is important that CRO Thinking become cultural.

The best way to make CRO Thinking cultural is to make the deployment of CRO Thinking habitual for the people. The best way to do that is to first certify the core team members in CRO Thinking.

Level 1 certification of CRO Thinking covers the specific language and body of knowledge practiced by CRO Thinking professionals in the same way doctors, astronauts, football teams and lawyers use certain words, models, metrics, and methods to be sure their work is delivered as perfectly as possible at every execution point organization wide. This creates specific outcomes in the short-term and predictable strategic outcomes for the long-term.

CRO Thinking is the foundation for universal language, tools, metrics, and models. But thinking alone does not ensure the required strategic outcomes. CRO Thinking execution like in medical, legal and the NFL requires a lot of practice for the individuals and the team. Level 2 certification is aligned deployment of CRO Thinking in the real world to achieve the required outcomes.



Those certified in CRO Thinking like those in Medicine and Accountancy, learn to apply the foundation elements guided by norms and ethics. Level 2 is where each person practices the deployment aligned with the customer, patient, or client to learn the real-world application of the science. Doctors have internships, accountants do audits to learn all phases of organizational accounting, and those in CRO Thinking do Level 2 certification to learn real-time application of the science.

CROs, just like other professions, attain certification by demonstrating mastery of the science in the real-world within the norms, methodologies, principles, and ethics of the profession. Since the business world is in constant and rapid change, certification needs to be continually refreshed.

The 3 functions requiring certification are the c-suite (the strategic leadership team), the deployment / operational leadership team (head of sales, marketing, controllers, customer service, product development, etc.) and execution teams (sales, marketing, product engineering, proposal development, etc.). This is where making CRO Thinking habitual happens.

After these 3 functions have been certified in Levels 1 & 2, there are immediate benefits like reduced "Cost of Chaos" and predictable top-line growth with a higher margin requiring less investment.

Based on that short-term outcome, many organizations not only require the CEUs but expect the staff to be certified and additional certification areas based on opportunities or challenges.

The answer to Why CRO Thinking Certification and for WHO is – WHY is it to survive and thrive. The WHO are those 3 functional groups across the whole organization.





Attachment 2

CRO Thinking Certification Weekly Syllabus

All the CRO Thinking content will be covered in the 7-week period. Assignments and the order of the material will sometimes move between weeks to maximize the specific session member’s learning and experience.

Week 1 – June 2nd 2-5pm edt
1. SmartRev
2. Buyer Seller Gap
3. Purpose Matters

Week 2 – June 13th 10am to 1pm edt
1. Strategic Journey
2. Simon Says
3. Purpose Driven Revenue Strategy 

Week 3 – June 23rd 2-5 pm edt 
1. Power of Words
2. Infinite Game
3. Myth of Strategy

Week 4 – July 11th 10am to 1pm edt
1. True North
2. BellCurve 2.0

Week 5 – July 18th 10am to 1pm edt
1. Three Rules
2. Challenger Customer

Week 6 – July 25th 10am to 1pm edt
1. "Dumb Stuff" and “Smart Stuff”
2. Science, Silos, and Chaos
3. Three Levels of Everything

Week 7 – On site MSP August 12th 10am to 1pm edt

1. Flow Management
2. Revenue Resources


Calendar and Business Considerations

“FMS” Mastery Schedule

“FMS” Class August 2025
					All times in US East Coast
Prework provided  by 02/17/25
June 2nd  		3.0 hours	10AM TO 1PM   	Monday 
June 13th    		3.0 hours	10AM TO 1PM   	Friday
June 23rd   		3.0 hours	 2pm TO 5PM   		Monday 
July 11th   		3.0 hours	10AM TO 1PM   	Friday 
July 18th  		3.0 hours	10AM TO 1PM   	Friday
July 25th   		3.0 hours	10AM TO 1PM   	Friday 
August 12th   		3.0 hours	10AM TO 1PM   	Tuesday
Total Hours		21 hours

I. Missed sessions must be communicated in advance and require acquiring the material in another way starting with the video of the session.

II. Certification is based on mastery of CRO Thinking and the ways to demonstrate mastery are part of the first two weeks and will be reinforced during the sessions. Keep all notes and work examples of CRO Thinking for yourself or your work.

III. You will receive a calendar invitation for each class with a link to the technology and should test the connection before the session.

IV. Learning information and homework will be on the Revenue Game website landing page for easy access.

V. Questions, problems, or suggestions emailed to rick.mcpartlin@therevenuegame.com or phoned to Rick at 800-757-8377 x701.




Attendees – 

Team Charlie R
· Charlie Rapier - Chief Revenue Officer: charlie.rapier@fmssolutions.com 
· Rachael Gideo - Sr. Director Solution Engineering (Eastern U.S) rachael.gideo@fmssolutions.com and prior to 5/27 rachael.gideo@gmail.com 
· Tim Parks - Regional Sales Manager - tim.parks@fmssolutions.com

Team Charlie E
· Charlie Everson - Regional Sales Manager: charlie.everson@fmssolutions.com
· Christy Speed - Director of Marketing : christy.speed@fmssolutions.com
· Adam Deardorff - Vice President Operations: adam.deardorff@fmssolutions.com
· Michael hack https://www.linkedin.com/in/mhack/

Team Malcolm
· Malcolm Kosser - Director Sales Operations: malcolm.kosser@fmssolutions.com
· Randy Klotz - Regional Sales Manager: randy.klotz@fmssolutions.com
·  Joe Sawaged - Regional Sales Manager (Canada) joe.sawaged@fmssolutions.com
· Matt Scheelar - Director of Solutions Engineering (Western U.S) matt.scheelar@fmssolutions.com


SOW for CRO Thinking Certification Details

CRO Thinking unless changed in writing later in this SOW uses seven zoom sessions and video assigned for the virtual group sessions. These videos help students participate in the sessions,  master the material, and get certified. CRO Thinking is for those business leaders committed to applying Revenue Science™ to "Live a Revenue Culture" to achieve predictable growth of sales and profits no matter what is happening in the world.

Session members will receive invites that include prework and content for study. Then after each session, there will be an online survey, a video of the session with session content and next session homework provided. The surveys at the end of each session are to determine mastery and learnings regarding the sessions teaching and are due 48 hours before the following session.

Preparation for week 1 prework consists of reviewing the pre-work videos plus reviewing the  Simon Sinek TED video “How Great Leaders Inspire”. If there is additional pre-work it will be provided at least a week before the first session. 

The Simon Sinek video is 18 minutes long. Please watch it at least twice and be prepared to talk about your learnings as they apply to you today and going forward. Value from the learnings will recur at various times during the sessions as students apply to the Revenue Strategy, tools, diagnostic aids, deployment, and field execution in conversations.

In session 1, there will be 5 to 10 minutes to:
· introduce yourself (Share why your passion for business).
· share background and greatest skills that apply to Revenue Generation.
· tell WHY (think the Simon video) CRO Thinking is important to you.
· Share your learning goals for the 7 weeks.

The following SOW Elements are required elements of the certification process:

· Certification will cover 7 weeks, and each session will be 3 hours. Each session has 60 to 90 minutes of independent work assigned preparing for the next session.	Comment by Rejena Turner: 

· All sessions will be using virtual technology. A computer with high-speed internet, a camera, and a headset (USB connected is best) with a microphone is required.

· In addition to participating in the sessions, the demonstration of the mastery of CRO Thinking with the intent to deploy and monetize is required for certification.

· There are 10 foundation elements everyone must demonstrate mastery of. In addition, there are another 14 tool elements, and 5 of those are chosen by each individual to be mastered for certification. (Since CRO Thinking™ is the context for business, so the principle is Concept first and then monetize.)

· The demonstration of mastery can take many forms and is not intended to be documentation intensive. Anyone with questions or concerns about their path to mastery should speak with Rick no later than the 5th week.

· Demonstration of mastery will be taken seriously since it determines the enterprise’s ability to monetize and the quality of our certified community.

Session attendees will get the first agenda and prework at least a week prior to the first session.

This agenda will be continuously improved based on student purpose, progress, and outcomes from previous sessions, to ensure everything is covered and mastered.

If at any time the calendar (below) for this session becomes impossible for the attendee, they should email rick.mcpartlin@therevenuegame.com to make arrangements.  (All sessions will be recorded. Recordings and consultation with any other team members who were in the sessions will get the absent member caught up and will help their fellow team members practice teaching the science to others.)




Attachment 3


CROs Who Have Mastered CRO Thinking
Own 6 Survival Responsibilities

1. CRO’s own – the Revenue Strategy that fulfills the purpose of business, creating and keeping customers by transferring unique value that monetizes for both the buyer and seller.
2. CRO’s own – deploying the 3-level Revenue Generation platform that transfers unique value monetized by buyer and seller.
3. CRO’s own – the offers that compel buyers to buy to experience the value as well as owning the continuous improvement of those value producing offers over the long-term.
4. CRO’s own – the allocation of the Revenue Resources Required, the removal of Cost of Chaos and achieving predictable strategic results.
5. CRO’s own - the business continually producing more sales and profits sustaining the business at a Six Sigma level.
6. CRO’s own – the organization "Living a Revenue Culture".
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