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Need a bit of that third party perspective? 
Or just some assistance evaluating the close 
calls you’ve already identified? Give us a call. 
It only takes a small twist of fate for a close 
call to become an unmitigated disaster.
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If you need a little help getting to the finish line, 
give us a call. From all of us at Owl Bookkeeping, 
we wish you a safe and happy holiday season 
and a prosperous New Year. 

If you no longer wish to receive these mailings, please reply with the subject “unsubscribe” and we will gladly remove you from future mailings.

DECEMBER 2012

It’s   not   necessarily   intuitive, 
but   it’s   powerful.
“Most business owners think about making a certain number of sales,” says Bruce. But, of course, not all products 
are profitable. While we in the business community tend to think that we make money on every product or service 
we sell, we only make money when we sell specific numbers to cover our operating expense with some leftovers.

And those leftovers? That’s your profit, so treat it well (unlike the questionable goo that Great-Aunt Whatshername 
made with Thanksgiving leftovers).

We’ll say it again: If you’re at least marginally profitable, each incremental sale has a big impact on profit. As we 
come to the end of the year, if you’re celebrating breaking even, consider turning that celebration into one final 
push. And if you’re in the black? Push anyway.

If you’re not profitable this year, that’s no reason to throw up your hands. Close that gap. Then review what happened, 
and make it better next year. (Check out our January 2013 mailing for more information on year-end reviews.)

Now's  the   time   to   squeeze   out   extra   profits
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It’s December. You made it! [Almost]
In this most festive of months, it’s easy to get swept away by 
holiday cheer and vacation days and spiked eggnog. We’re not 
inherently opposed to any of those things, but we don’t want 
you to forget the importance of these last couple of weeks.

You’ve put in hard work all year; don’t let up now. Now is the 
time to finish strong. Now is the time to pay close attention to 
what’s happened over the course of the year and get things in 
place for your year-end review.

FINISHING STRONG:

That’s right. Extra profits.
Did we just distract you from your peppermint 
candy cane jingle bell reindeer mocha?

For Bruce Lach of Firebrand Consulting, finishing 
strong is a key concept in his teaching repertoire.

We recently caught one of Bruce’s presentations, 
he was kind enough to let us share this concept 
with you.

Say you own a tech company and you sell 
technologists’ time by the hour. You want to make 
a 10% bottom line profit.

In a fully billable 40-hour week, where do you 
think that 10% profit comes from?

The last four hours.

The other 36 go to operating costs: paying the 
employees, keeping the lights on, enabling 
company-wide caffeine dependency…

And what usually happens during the last four 
hours of a 40-hour week? Weekend plans or nice 
weather or general burnout take a toll, and 
people vanish like a tropical snowman. 

They might think that shaving two hours off the 
end of the week is no big deal, but in this 
example, that’s 50% of your weekly profitability.

Whoa.

Conversely, if you or your consultants are able to 
sell the client on an extra two hours of 
productive work, you’re increasing your 
profitability for the week by 50%.

Now, we’re not suggesting that you chain your 
employees to the desk on Friday nights. That’s 
not the point. “The point is to recognize that, 
once you’ve covered your operating expenses, 
there’s a disproportionate impact on 
profitability,” says Bruce.

In other words, keep your foot on the gas pedal. 
This concept applies weekly, but it also applies 
monthly—and yearly. Whenever a time period 
comes to a close, the natural inclination is to sit 
back and breathe, but that’s the time to boost 
your bottom line.

Doing so doesn’t mean reinventing the wheel. 
Bruce teaches companies how to improve 
profitability using their current cost 
infrastructure. It revolves around understanding 
and managing constraints to sell more, produce 
more, and match those two things up.


