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FIND THE LOEST DOLLARS







MY GOAL

To help you uncover the true
value of your services so you
can stop competing, get
better clients and RAISE fees



RAISE YOUR
VALUE

b Steps for Architecture and
Engineering Firms to Uncover Hidden
Value, Design a Winning Advantage and
Charge More

June R. Jewell, CPA




Frustrated by your team???

» Go after every client and project
* Lower fee estimates to get work

* Discount rates

» Take loss leaders

= Afraid to ask clients for money

= |gnore scope and budget

= Bid on job you know you won't win
= Compete on price



4 Mindset
=¢ Clients

Winning Advantage



MINDSET
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Self-Limiting Beliefs

* | need my clients to like me.

* They already have a firm they like working with.
55,000 is a lot of money to me.

* They only pick the lowest price.

 All clients want to pay less

* I’'m not good at sales.

* | believe all engineers are the same.

* Clients are hard to get
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Not All Clients are Good
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Example — Airline
Tickets

=" Non-stop

= Seat

= Safety

» Checked / Carry-on
" Boarding order

" Food and drinks

" Time of day

= Status

= Club




Case Study:
Kleinschmidt BRELY

* 120 employees

* Decreasing win rates

e Stagnant client acquisition
e 137 proposals

e S2.3 Million new business

Jon Christenson, President and CEO




Categorized top 40+ clients

& Implemented Go / No-Go

«&» Fired two high revenue clients

Created A and B Client list

w Developed relationship plans



Kleinschmidt’s
Results

e 2016 — 137 pursuits, $2.3M Won
e 2017 — 155 pursuits, S4.4M Won
e 2018 — 113 pursuits, $9.8M Won

$12,000,000
510,000,000
58,000,000
56,000,000
54,000,000
$2,000,000

S0

B Total S Won sses Number of Pursuits

155
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Fire Bad Clients!







5 Ways to Differentiate

Price

««  Brand

5>  Technology

Service

&  Process




Your
Winning
Advantage




Unique Value Proposition (UVP)

Answers the questions:

WHY SHOULD | DO BUSINESS
WITH YOU?

WHY ARE YOU WORTH
MORE?

HOW ARE YOU DIFFERENT
THAN ANY OTHER A/E FIRM?



Determine Where You Add Value




5-STEP RAISE YOUR VALUE FORMULA

Uncover Hidden Value, Design a Winning Advantage and Charge More

Enjoy higher profits,
appreciative clients
and competitive

advantage

R A I S E

Rate Assess )\ =sibElE M Strategize Execute
Determine Ideal Assess sales Investigate unique Develop strategy Execute strategic
Client Criteria and process, pricing, value and design and marketing plan and marketing
rate clients into markets and project  winning advantage to get more ideal action plan,
categories financials clients measure results

and improve over
time



MINDSET CLIENTS WINNING
ADVANTAGE



LEAD
WITH
VALUE!




Get Your Copy
of RAISE Your
Value

GET EBOOK

jjewell@AECBusiness.com
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