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 REVENUE TO OVERHEAD TRENDING RATIOS: TREND TO PLAN OF ACTION

 EMPLOYEE ORGANIZATIONAL IMPACT: THE MOTIVATORS BEHIND PRODUCTION

 QUANTIFICATION PROCESS: MANAGEABILITY AND INCREASED VISIBILITY

 EMPLOYEE NET PROFIT YIELD: ALL ARE NOT CREATED EQUAL
• MEASURING YOUR HOURLY NET PROFIT YIELD PER EMPLOYEE

 THE 80/20 RULE: ELIMINATE AND PUSH THE MEDIAN FORWARD



Understanding your employee net profit yield and harnessing this 
information to optimize your workforce will create the following results:

IMPROVE NET PROFIT REVISE COMPANY CULTURE

INCREASE PRODUCTION IMPROVED WORK ENVIRONMENT

INCREASE QUALITY ORGANIZATIONAL ALIGNMENT

GROWTH INTERDEPARTMENTAL COMMUNICATION

SCALABILITY REDUCE TURNAROUND TIMES

MAXIMIZE EMPLOYEE ROI IMPROVE CUSTOMER SATISFACTION

DECREASE LIABILITY IMPROVE WORKFORCE ATTRITION

DECREASE EMPLOYEE RELATION ISSUES STREAMLINE REVIEW PROCESS



BALLOON METHODOLOGY was designed by Business Resource 
Center, Inc. as a starting illustration for net profit expansion, 
scalability, organizational rightsizing and growth.  

Imagine a balloon within a balloon.  

 The inner balloon is a company’s overhead and that will expand 
and contract based on cost containment and operational efficiency.

 The external balloon is a company’s revenue and that will expand 
and contract based on market penetration and sales.

 The difference {air} between the two balloons is a company’s net 
profit.  

The balloon method will provide information that will enable a 
company to anticipate scalability, organizational rightsizing, M&A 
activity, trending and capital requirements.
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Examples of measurement findings through the balloon method.

External Balloon: Revenue Internal Balloon: Overhead

 External static, internal expanding: DISSIPATION OF NET PROFIT
 If sales are flat but overhead is growing (cost of materials, supply chain expenses, rising 

insurance expenses, tax increases, etc.) a company is dissipating net profit and has a 
poor trajectory for sustainability. 

 External reduction, internal growing/static: NET PROFIT REDUCTION
 Revenue is down and overhead has maintained or is increasing resulting in evaporating 

net profit and necessitating organizational rightsizing and/or topline growth initiatives 
and margin increases.

 External expansion, internal comparable or increased expansion:
ORGANIZATIONAL REPLICATION.

 The Topline growing doesn’t necessarily mean the organizational net profit is growing.  
If margins remain the same, it is true that more money will come to the bottom line as 
those margins are applied to a greater revenue number.  However, increased overhead 
costs will be in the near future to run a larger organization as will the challenges of 
running a larger company.

 External expansion, internal static/lesser expansion/reduction: NET PROFIT 
INCREASE

 This is the position to be in as an organization.  With your net profit increases year over 
year at a greater clip than your revenue year over year, a company is achieving true net 
profit expansion.  This scenario frees up increased working capital, provides greater 
scalability and is a sigh of organization growth on many levels. 
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 Challenge question #1: Is there any area of your organization that isn’t impacted 
in some capacity by your workforce?

 If you answered no, then optimizing your workforce to peak sustainable production is pivotal for 
organizational growth leading to net profit increase.

 Challenge question #2: How does a company show value to its workforce and 
how does the workforce feel valued?

 Cash.  A company can also provide a good culture, positive work environment, opportunities for 
employee advancement, etc. but unless you employ philanthropists, your workforce works to 
provide for themselves and family. 

 A Company provides a positional pay structure commensurate with what they feel the value of 
the position to the organization’s bottom-line will be. 

 Challenge question #3: Do you feel that your organization has tapped its full 
potential out of your existing workforce?  

 Most owners would say no.  When there is room for improvement, there is room for net profit 
growth.  Using the appropriate metrics and stimuli will allow for sustainability to the increase.

 Challenge question #4: using the balloon method examples from the previous 
slide, what trajectory is your company currently on?

 If your company net profit is not expanding at a greater clip than your revenue growth, what will 
it take to get your company proceeding down the path to this result.  The caveat to this is if your 
company recently experienced a revenue boom which necessitated overhead expansion for 
increased material, building space, workforce, materials, etc.  However, this swing should be 
relatively short lived until your revenue starts being collected.
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 The 3 keys to success with this type of program: Visibility, Manageability & Reward.

 VISIBILITY: Does your company send out sales reports to your business development 
professionals?  If so, why?  

 An organization already knows the production of its sales people but in sending out sales 
reports, you create a friendly competition centered around a capitalistic approach to drive 
results forward.  The top pushes the median.  This thought process provides increased 
visibility to these positions and the approach is generally mirrored with greater income 
ability through production.   

 Why is this CASH & COMPETITION model not applied throughout all positions within an 
organization?

 MANAGEABILITY: Any system used by an organization must have an element of manageability for 
the program to hold over time.  For example, the main issue with the workout program P90X is 
that a miniscule number of people stick to it.  If you do, the results are there but the vast majority 
do not experience the gains due to the lack of manageability. 

 REWARD: Most “nonrevenue generating” positions do not want a light shined on their production 
without a financial stimulus attached.  It wouldn’t be going out on a limb to say that your 
workforce would embrace the ability to earn more than they ever had at your company if through 
their increased ingenuity and production, the company net increased.

 If your company does not experience net profit gain, your financial output to your 
workforce is zero.
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QUANTIFICATION PROCESS
MEASURING YOUR HOURLY NET PROFIT YIELD PER EMPLOYEE

Key fundamentals:

 POSITIONAL VALUE: You have 2 good employees, a VP and a production line worker.  
The VP should have a greater impact on the organization and therefore if you had to 
choose between keeping the VP and the production line worker, you take the VP.

 DEPARTMENTAL VALUE: If you were faced with the choice between the VP and the 
Production department, you take the production department as that has a greater yield 
on your business operations. 

 PRODUCTION VALUE: Accurate metrics allowing for visibility on production are 
essential to distinguish assets from anchors.  Knowing employee yield in production, 
operations, distribution etc. will create a baseline for future improvement and 
streamline the review process. 

 NPQS: Business Resource Center, Inc. has created a NET PROFIT QUANTIFICATION SYSTEM
that will show employee yield commensurate with production, position and 
departmental value.

 Regardless of what system you decide to use, it is important that your metrics for quantification and 
improvement goals are accurate and visible, to some extent,  throughout your organization.  When 
appropriate visibility increases throughout your organization, with clear and concise objectives, coupled 
with incentive, your organization‘ will experience increased buy in, accountability and interdepartmental 
communication on your way to a greater and sustainable net profit margin.
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essential to distinguish assets from anchors.  Knowing employee yield in production, 
operations, distribution etc. will create a baseline for future improvement and 
streamline the review process. 

 NPQS: Business Resource Center, Inc. has created a NET PROFIT QUANTIFICATION SYSTEM
that will show employee yield commensurate with production, position and 
departmental value.

 Regardless of what system you decide to use, it is important that your metrics for quantification and 
improvement goals are accurate and visible, to some extent,  throughout your organization.  When 
appropriate visibility increases throughout your organization, with clear and concise objectives, coupled 
with incentive, your organization‘ will experience increased buy in, accountability and interdepartmental 
communication on your way to a greater and sustainable net profit margin.
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We’ve all heard the 80/20 rule in our careers: 80% of the work performed by 20% of the 
workforce. If there is any truth to this within your organization then there is massive room 
for improvement.  

 Every company has star performers, every company has anchors.  The goal is to push 
the median forward and therefore increase production from the majority of your 
workforce population. 
 Every time the median is pushed forward, a new median standard is created 

which is of greater yield than previous versions.

Example scenario: A company brings $1MM to the bottom-line annually.  Their goal is to 
increase this to $1.8MM to the bottom-line annually.

 If I asked you to invest $200K towards this goal, but you didn’t have to put up any 
upfront capital and I guaranteed you a 400% return on investment in the year, what 
would you say?
 By sharing 20% of your company’s net increase with your workforce, you stimulate 

your human capital asset to achieve greater results and force organizational 
alignment as all have a common goal of net profit increase.
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The end result to increased visibility on manageable metrics coupled with workforce incentives is a 
greater and continuous improvement of organizational net profit. 

Comments and Questions?

Thank you for your attention.  I know how valuable your time is and hope that 
this provided you with some useful topics to take back to your next executive 
management meeting.

I will be available to discuss this further during off hours this evening and 
tomorrow morning.  Please enjoy the rest of the conference.  

For additional information on Business Resource Center, Inc. please visit our 
website: www.biz-rc.com. 

http://www.biz-rc.com/

