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Guiding Beliefs

1. Monitoring the results of your business is just as important for the agency as it is for its clients
2. Track Utilization and Realization of your agency’s billable time
3. Give managers authority commensurate with their responsibilities

4. If you expect to grow the agency, employees must be able to grow professionally. Otherwise they will
leave just when you need them the most

5. Hold firm on salaries and increase bonuses when rewarding employees. Salaries are like ratchet
wrenches, they only go in one direction

6. Be open about job profitability and closed on the agency’s profitability
7. Delegate invoicing as you grow
8. Allocate a portion of profits to be distributed among all employees — not just the stars

9. Using small amounts of cash to reward good performance throughout the year does more to
improve morale than paying bigger bonus checks at the end of the year

10. Owners’ salaries should be in line with 15% of the agency’s Gross Income
11. Calculate sales commissions on sales and agency profitability

12. Allocate at least 10% of your Operating Profit to self-promotion every year




