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Peer data are essential

Assess Organization-Wide Productivity to Maximize Profit, continued from cover
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The Business 
Owner ❑
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Per-Employee Calculations

2004 2005 2006 2007 2008

Gross Profit per Employee 
Revenue per Employee 

Operating Profit per Employee
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Per-Dollar-Spent Calculations

2004 2005 2006 2007 2008

Gross Profit per Payroll Dollar Spent 

Revenue per Payroll Dollar Spent 
Revenue per Non-Payroll Operating Expense Dollar Spent

Gross Profit per Non-Payroll Operating Expense Dollar Spent

January-February 2009 Issue:
> Profit Enhancement Through Cost 

Reduction: The Time Is Now
> First Step Toward Profit Enhancement? 

Break Down Employee Resistance
> Cost Drivers and Where to Look to  

Lower Cost
> Want to Improve Profit?  

Everything’s Negotiable

March-April 2009 Issue:
> Optimize Your Organizational Structure

> Cost Reduction: Setting Priorities and 
Where to Look First

May-June 2009 issue:
> Peer Benchmarking: Compare Your Company 

to Others, Find Out What’s Possible

July-August 2009 Issue: 
> Internal Benchmarking: Use Historical 

Performance Data to Enhance Profit

▼  This Issue, September-October 2009: 
> Assess Organization-Wide Productivity to 

Maximize Profit

November-December 2009 Issue:
> Work Sampling: An Inexpensive Way to 

Assess Employees

January-February 2010 issue:
> Using ABC Inventory Control to Carve 

Tax-Free Cash out of Inventory

March-April 2010 issue:
> How to Improve Your Sales Forecasting

May-June 2010 issue:
> Product and Service Pricing: Get It Right 

to Maximize Profit

The Business Owner Series on Cost Reduction and Profit Enhancement Strategies

Assess Organization-Wide Productivity to Maximize Profit, continued from page 3

 2004 2005 2006 2007 2008
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STRATEGY

1. Improve your business.  
 

2. Locate and hire a key player or two.

  

3. Make that capital investment.

4. Negotiate and lock in low long-term rates.

❑

Opportunity in the Economic Downturn

MARKETING

Good Works  
Can Be Good Business

The Business Owner

❑

INVESTMENT

You’ll Do Well to  
Heed Our Advice

The Business Owner

The Business Owner Journal we 

❑

“ When the passions become masters, they  
are vices.”

Blaise Pascal
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MANAGEMENT

There is but one

 
 

 

 

The Key to Enduring Business Growth and Success
Great Companies Invest Heavily  

in Future Growth, Profit
(All dollar amounts below are stated in billions)

Microsoft

 

Intel

 

Caterpillar

 

Nike 

 

32% of revenue,  

110% of total 

annual profit!

11% of revenue,  

162% of total 

annual profit!

29% of revenue,  

209% of total 

annual profit!

7% of revenue,  
65% of total 

annual profit!
continued on next page    

Inherent in investment 
is sacrifice. When one  
invests, one delays 
gratification and 
forgoes the enjoyment 
or use of something  
— typically dollars —  
in exchange for 
potentially higher 
rewards in the future.
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RISK MANAGEMENT

 

Step 1: Identify Your Most Critical Assets

Step 2: List Things That Could Damage Each 
Critical Asset

Step 3: Develop Mitigation Plans

Step 4: Periodic Review of the Plan

❑

Business Owner Imperative: Ensure Continuity

“ There is no freedom without financial freedom.”
David L. Perkins, Jr.

MANAGEMENT

The Key to Enduring Business Growth and Success, continued from  
previous page

❑

Just as the 
business owner 
must work each 
day to secure profit 
and liquidity, he or 
she must protect 
the business from 
loss due to sudden, 
unforeseen events.
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TAXES

 

 

 

 

❑

States Raising Tax Rates

WA
#12

ID
#29

UT
#11

AZ
#22

CO
#13 KS

#31
MO
#16

AR
#35

LA
#33

OK
#18

TX
#7

FL
#5

NM
#26

OR
#9

MT
#6

WY
#1

ND
#30

WI
#38 MI

#20

ME
#40

MA
#32

RI
#46CT

#37
NJ
#50
DE
#10

MD
#45

NH
#8VT

#43

PA
#28

VA
#15

NC
#39

SC
#25

GA
#27

IN
#14

KY
#34

TN
#17

WV
#36

IL
#23

MS
#19

AL
#21

SD
#2

NV
#3

CA
#48

NE
#42

MN
#41

IA
#44

OH
#47

NY
#49

AK
#4

HI
#24

State Business Tax Climate Index, Fiscal Year 2009
 10 worst business tax climates  10 best business tax climates
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About the Publisher

David L. Perkins, 
Jr. owns, writes 
and publishes 
The Business 
Owner Journal, 
the newsletter of 

choice for more than 25,000 
business owners who are 
serious about building wealth 
through successful private 
business ownership.

Perkins draws editorial ideas 
and inspiration from his own 
life as a business owner and 
investor, and his daily work 
as a mergers & acquisitions 
consultant, where he has 
advised on more than 100 
purchase/sale transactions 
involving both private and 
public companies. His M&A 
consulting firm is Acquisition 
Advisors, which he founded in 
1997 and which specializes in 
transactions valued between 
$5 million and $75 million. 
Visit AcquisitionAdvisors.com 
to learn more.

Perkins holds a bachelor of arts 
degree in psychology from the 
University of Oklahoma and an 
MBA from the University of Notre 
Dame, and has completed the 
executive education course titled 
“Mergers and Acquisitions” at 
The Wharton School, University 
of Pennsylvania. He also pulls 
editorially from prior experience 
in commercial real estate leasing 
and brokerage, commercial bank 
lending and private company 
financial management.

Perkins is the author of  
A Concise Overview of Business 
Valuation and co-author of The 
Business Sale, An Owner’s 
Most Perilous Expedition.  
You can buy the former at  
www.TheBusinessOwner.com.

Contact him at 800-634-0605 or 
DPerkins@DLPerkins.com.

Enhancements Coming to  
The Business Owner Journal!

By David L. Perkins, Jr.

The Business Owner Journal

The Business Owner

The Business Owner Journal

The Business Owner

Fast and easy article commenting online.

A confidential place for business owners to converse and share. The 
Business Owner Forum

Monthly boardroom meetings.

❑

All readers are encouraged to go 
to www.TheBusinessOwner.com 
and share their comments and 
perspectives on our articles  
and peruse the comments of 
their peers.
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In-Person Visit

Phone Call

Well-Written Letter

Email

 
 

❑

Smartly Choose Your Modes of Communication

Communication Method
Personal Visit Phone Call Letter Email

Great Poor
Great
Great Terrible Terrible

Terrible Terrible
Great Poor Poor
Great Poor
Great Terrible Terrible
Great Poor Poor

Poor
Terrible Terrible Great
Great Poor

Terrible Terrible Great
Terrible Terrible Great

C
om

m
un

ic
at

io
n 

Pr
io

ri
ty

Which Mode of Communication Is Best?

As you strive 
for everyday 
effectiveness, be 
aware of their 
strengths and 
weaknesses of 
each mode of 
communication 
and select the 
one that will 
serve you best.
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Personal Visit Phone Call Letter Email

Attributes

 

 

Allows the initiator superior 

 

Deficiencies  

 
 

Smartly Choose Your Modes of Communication, continued from previous page
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BUSINESS 101

 

Maintaining a Healthy Gross Margin  
Is Mission-Critical

 

 

Your Gross Margin Provides the Cash  
Your Business Needs

Revenue Is Important, Gross Profit Is More Relevant

 

 

Gross Profit Margin Drives Bottom Line

 Pre($) Post($) % Change

Business Basics:  
Gross Profit and Gross Profit Margin

continued on next page    
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BUSINESS 101

Sell Quality, Not Price; Wring Direct Costs Out

Just a Few Low Margin Sales Can Devastate 
Overall Profitability

Income Statement — Peerless Consulting

 2008 Actual Pro Forma

 

 

 
 

  ❑

Business Basics: Gross Profit and Gross Profit Margin, continued from previous page

All The Business Owner articles can be found at 
www.TheBusinessOwner.com

Search by topic, keyword or issue.
Post your comments.
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EMPLOYMENT

Companies Whack 401(k) Benefit Programs

Health Care Reform Hindering Retirement  
Benefits Programs?

 

Contingent Matching in Our Future?

 
 

Uncertain Future

 

The Rich Get Richer

Only One Way Out

  ❑

Are you dealing with these issues? Have you? If so, what are you 
doing? What have you done? Let us and your peers know by writing 
to us at editor@thebusinessowner.com. We would like to share 
with others how you handled the situation.

When a company 
cuts benefits it may 
start to lose the war 
for top talent. Which 
begs the question, 
how is an already 
marginally profitable 
company going to 
make a comeback with 
employees who are not 
the cream of the crop?

All The Business Owner articles  
can be found at  

www.TheBusinessOwner.com

Search by topic, keyword  
or issue.

Post your comments.
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MANAGEMENT

The 
eyes are the window to the soul.

With Decisiveness, Conviction and Passion

 

Convey Care Through Your Eyes

If you are a man who leads, calmly hear the speech of one who 
pleads, (and) do not stop him from purging his body of that which 
he planned to tell. A man in distress wants to wash his heart more 
than that his case be won.

 
 

❑

Chris Zervas provided his expertise for this article. He is a 
communication expert who coaches, teaches and speaks  
on communication and leadership. You can reach him at  
chris@summitsolutiongroup.com.

Do You Have the Eyes of a Leader?

Free articles, information and case studies 
at our website.
We get deals done.  Right.

1.877.525.4321
www.AcquisitionAdvisors.com
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