
Financial Performance Curriculum  
and Profit Guard Reporting

Live • Live/Facilitated • Online

Profit Mastery/Profit Guard
ASBDC 2012 Annual Report

Profit Mastery  200 First Avenue West  Suite 301  Seattle, WA 98119
800.488.3520   info@profitmastery.net   profitmastery.net

Submitted by:

Steve LeFever, MBA, CFE, Chairman 
Rod Bristol, CFE, Vice President



Master Licensees

Selected SBDC Client States

Profit Mastery  200 First Avenue West  Suite 301  Seattle, WA 98119
800.488.3520   info@profitmastery.net   profitmastery.net



In 2012, Maricopa SBDC sponsored four Profit Mastery classes, and 
trained a total of 75 clients. All of the classes were held as four/four 
hour sessions. Michael D’Hoostelaere was the lead facilitator in each 
session. We also utilized three outside consultants who volunteered 
their time, mostly to learn more about the course. 

Maricopa SBDC does not use Profit Mastery as a revenue generating 
program, charging participants only for the purchase of a participant 
guide. We use the Profit Mastery course as the primary financial 
training vehicle for the Center. We provide graduates with tools 
provided by Profit Mastery, and assist them in translating what they 
learn, from the case studies to their own businesses. 

There are a couple of benefits to the SBDC in using the knowledge we 
gain from the client. First, we see the areas of weakness and can focus 
counseling in areas most beneficial to performance improvement. 
Second, our ongoing awareness of financial performance enhances 
accurate reporting of economic impact by our clients. 

One client, who took the Profit Mastery course in 2010, has increased 
GM % from 35% to 72% in two years and bottom line from $6,000 
to over $200,000 in the same time frame while growing sales from 
$380,000 to $510,000; quite a success story that the client attributes 
mainly to lessons learned and applied through taking Profit Mastery.

Michael D’Hoostelaere
Business Analyst
Maricopa SBDC
Phoenix, AZ 
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Overview
The Profit Mastery initiative within the SBDC has seen significant advancements in 2012. We now 
have over 350 Certified Facilitators or Consultants in over 35 states/regions. In addition, over the 
past four years SBDC counselors have trained over 3,500 clients using our financial education 
video curriculum.
 

Centers who offer the Profit Mastery curriculum have experienced positive client response 
and improved economic metrics, including significant sales growth, measurable job creation/
retention, increased bank lines of credit, and the expansion of their businesses into new 
locations. The counselor testimonial insets in this report represent the experiences of center 
directors who have offered the program in 2012. They tell the Profit Mastery story much better 
than we can!

The Profit Mastery educational tool has proven to provide SBDC centers with the ability to 
effect a “cultural change” achieving the goal of serving larger businesses that can drive greater 
economic impacts, significantly increasing referrals from banks to the SBDC, and in general, 
significantly improving the overall perception of the business community about the SBDC 
network that is offering the Profit Mastery curriculum on a regular basis.
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do is click their mouse to see their own business financials presented in the Profit Mastery 
format. No copying, no calculations, no formatting. Profit Guard will directly link up your clients 
QuickBooks files (on a secure connection) and instantly pull the numbers needed to chart their 
performance.

Profit Guard provides your clients answers to the following questions:

 

Profit Guard automatically calculates the Profit Mastery Scorecard, Road Map, Assessment, 
as well as Break-Even and Financial Gap. To see a sample Profit Guard report, and learn more 
about the Profit Guard system, please visit brs-seattle.com/profitguard. There is also program 
income available for SBDC centers who introduce their clients to the Profit Guard system, of 
approximately $90 per month, per client. For more information contact Rod Bristol.

Announcing Profit Guard
We’re very excited to introduce Profit Guard-your 
clients’ automatic, monthly Profit Mastery analysis 
system. 

Profit Guard is the most powerful and convenient 
way to put the Profit Mastery financial analysis 
process into immediate action in your clients 
businesses.  Profit Guard provides QuickBooks users 
with a prioritized and quantified list of profit and 
cash flow opportunities. 

The ease of Profit Guard is that all they have to

• How much profit is locked up in their business?  Where is it?
• How much cash flow is locked up in their business?
• Can they have increasing profit even when sales are declining?
• How do they quantify the financial impact of being off-goal?

The South West Region of the Alaska SBDC has used the Profit 
Mastery video curriculum for the past three years. I encourage all 
of my South West SBDC clients to make the small investment that it 
takes to attend -- and from every client that completes it, I hear how 
they wish they had taken it before they had started their business, 
and that it made a significant difference to how they will work "on" 
their business rather than "in” it.

As a counselor, it is gratifying to witness the great change that 
takes place in each and every client that attends Profit Mastery. The 
resulting course is exactly what our clients at the South West Alaska 
SBDC need to achieve long term success for their businesses. 

Bryan Zak
South West Regional Director
Alaska SBDC
Soldatna, AK
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Online Facilitator Certification Process
SBDC counselors who wish to become Certified Facilitators can now complete the online 
Profit Mastery University curriculum as a self-study. Their case study materials are then 
sent to our corporate offices for review and a conference call is scheduled with our 
Master Facilitator to review the Facilitator’s Guide and classroom administration and 
communication tools available on the Profit Mastery website. 

Upon completion of this call, the candidate is then required to complete the Profit Mastery 
curriculum in its entirety with one client. When this is completed, the candidate is awarded 
their Facilitator Certification certificate and they are ready to begin live/facilitated Profit 
Mastery classes with clients.

This process has made facilitator certification available to a number of SBDC counselors 
who could not participate in one of our two-day, live/facilitated training programs but who 
still wanted to become certified to facilitate the curriculum, and it has become popular.

Profit Mastery has changed the way I work with my clients. The 
concepts and tools from the Profit Mastery course are staples in my 
one-on-one advising sessions and this has increased the number of 
high-impact clients I work with. We speak the same language. We 
set goals that make a difference in their business. We have increased 
lender support for businesses (more loans, LOCs, etc). 

The clear and critical lessons learned in Profit Mastery are unmatched 
by any other single source I am aware of. No website, YouTube 
channel, or University can currently match what 16 hours of Profit 
Mastery provides business owners. 

Grant Larsen
Business Advisor
Alaska SBDC
Anchorage, AK
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One-Day Profit Mastery Professional Development Day Programs 
We continue to offer our one-day Profit Mastery Professional Development Day programs 
for SBDC states/regions that do not have the time available to complete the entire two 
day program. This program incorporates having the participants watch Module One online 
prior to the program, and then we complete Modules Two and Three, Ratios and Break-
even live/facilitated during the one day presentation. At the end of the program we set 
up the attendees to complete Cash Flow, Financial Gap, and Banks and Transition online 
through PMU. We have included a Professional Development Day Flier with pricing as 
Appendix A. 

”This center has conducted four Profit Mastery classes since I became 
Director in 2010.  As a former banker and credit underwriter, 
I understand the importance of having small business owners 
understand their financials. 

The best example I can give is when I offer to let the students leave 
their large binders in the training room until the next session and 
they say “NOOO, we want to take it home and apply the lesson to 
our own financial data right away.”  How many times have you heard 
THAT from a business owner?  

Tracy Mancuso
Center Director
Northland Pioneer College SBDC
Show Low, AZ

”
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Core Competency Training Available
The ASBDC Board of Directors established 75 core competencies intended to help 
standardize the quality of services provided to clients by SBDC offices nationally. The 
Profit Mastery curriculum provide the training needed for SBDC counselors to be able to 
meet 27 of these core competencies, in the areas of Business Planning, Financial Analysis, 
Accounting, Marketing, Assistance with Access to Capital, and Foundational Skills.

It is our belief that the Profit Mastery curriculum is the single most efficient way to provide 
concise, focused financial education to SBDC counselors that meet these competency 
requirements. We are available to bring this training to SBDC counselors as part of our 
professional development day program and the curriculum can be presented either in a 
live, or live/facilitated video format, over one or two days. A complete report detailing each 
of the core competencies and how the Profit Mastery curriculum enables any counselor to 
meet them is attached as Appendix B.

We are using the Profit Mastery facilitated video curriculum 
as a follow-on course to our 12-week NxLeveL Entrepreneurial 
Training Program. 

In the NxLeveL program we provide clients with a basic 
overview of financial management, but the Profit Mastery 
program provides an advanced level of financial concepts. 

It is one of the best programs I have seen to teach 
entrepreneurs how cash flows through their business and 
how to manage the finances of their business. 

Steve LeFever delivers the content in a very interesting way 
for what can sometimes be a dry topic. Having the videos 
combined with our SBDC Business Advisors as facilitators is a 
great model for delivering a very effective training. 

Charles Eason
Director
Solano College SBDC
Fairfield, CA 
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2013 ASBDC Orlando Annual Conference Planning
Profit Mastery training will be held on Monday, September 9, prior to the 2013 ASBDC 
Annual Conference at the Peabody Orlando, in Florida. This class will be the One-Day 
Hybrid program and participants will then finish the Profit Mastery curriculum online 
through the Profit Mastery University online learning system. The material presented in 
the training will be applicable for counselors who wish to become certified facilitators, 
using the Profit Mastery curriculum to teach live/facilitated video classes, as well as those 
who are interested in completing readiness to offer 27 of the 75 SBDC counselor core 
competencies.

All SBDC counselors are invited to attend and registration information for this program will 
be available in May 2013. Facilitator certification can also be scheduled for a local, regional, 
or statewide program, according to your specific training needs. Please contact us for more 
information.

Profit Mastery as a College Level Course 
We have received terrific reviews from students who have completed the Profit Mastery 
curriculum through colleges and university programs taught by SBDC counselors who 
have provided the training through either their business school or continuing education 
program.

There is no cost to the college or university to offer the program and the Participant’s 
Guides are sold as textbooks at the standard retail price of $195. These classes can be 
an excellent way to expose a new group of business owners to the services offered by an 
SBDC counselor/center.

Profit Mastery is one of the most valuable tools we offer our clients. Whether a 
client is looking to start a business, hire an employee, get a loan, or transition out of the 
business, the concepts covered in Profit Mastery have made it easier for our consultants to 
communicate with our clients, and made it easier for clients to reach their goals. I have had 
one client tell me that he didn’t expect to learn much from Profit Mastery, having 
been in business for 30 years, but he was amazed at how much he didn’t know and 
how much he learned from the program. 

Another client told me that after taking Profit Mastery she and her husband were able to use 
the analysis tools to determine that they could in fact hire an employee, who has now made 
their business more profitable. The success stories grow every time we offer the course. 
As consultants, we often try and help our clients make good business decisions, but with 
many business owners that lack business training, they don’t quite understand what we are 
talking about. Profit Mastery helps them understand the key financial elements to managing 
their business. 

Heather Gurewitz
Business Development Manager 
West Company

”
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• The seven steps to business success 
• Why and how to benchmark company performance 
• How to quantify the financial payoff of changing management 

behaviors 
• Methodologies for managing profits 
• The difference between "making profit" and "having cash"- and how to 

do more of both 
• Practical ways to improve cash flow 
• How to predict, manage, and control the financial effects of growth and 

seasonality of sales 
• How to be prepared to get what you need from financing partners
• How to create effective, practical plans to improve the financial health 

of the business

Course Overview and Syllabus
Here is a brief outline of what graduates of Profit Mastery learn:

We have included a complete course syllabus for your review in this report, located in 
Appendix C.

”

”

The Illinois Small Business Development Center at Illinois Eastern Community 
Colleges seized the opportunity to implement Profit Mastery Training to our clientele 
during 2012. Barney Brumfiel, the Center Director, received his facilitator certification 
in September of 2011, and the events of 2012 opened the door for implementation. 
Those events included additional funding from federal SBJA which enabled increased 
human resources, IL SBDC acquired a master licensing agreement providing online 
resources and the current economic crunch shifted small business owners financial 
needs from vital to urgent. Recognizing the willingness of business owners to commit 
to the process, our center rolled out training during the last half of 2012. 

To date, we have had two classes and trained a total of 27 attendees. We have also 
developed a waiting list for future classes. Our plans for 2013 are to offer classes 
quarterly at four different locations in our 18 county market area. 

With the use of Profit Mastery, we are able to focus more time in direct contact with 
our business clients and engage them for a longer period of time. Additionally, Profit 
Mastery has provided another tool to develop center program income. We also thank 
our Illinois SBDC statewide for recognizing the value and committing to the master 
licensing agreement.

Barney Brumfiel 
Program Director
Illinois Eastern Community Colleges SBDC
Olney, IL 
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Profit Mastery was first introduced to me at the Montana SBDC annual statewide small business 
conference “Invest in Success” in April 2011. The Montana Department of Commerce saw the 
value Profit Mastery could provide to SBDC’s and purchased the license that allowed SBDC’s 
to implement the program. I saw an awesome opportunity that would increase client knowledge in 
an area that continues to be a weakness with entrepreneurs: financial management.

After being designated as a Facilitator, I was even more convinced of how this would boost the 
offerings of my SBDC center and give business owners a grounded approach of not only looking 
at their financials, but understanding them and using them to make financial based decisions from 
them. In 2012, I facilitated five (5) live programs with more than seventy (70) attendees, of 
which sixty (60) attendees were business owners. In addition to business owners, there have 
been accountants and a handful of bankers that have attended.  As we have developed this program 
in NW Montana we were able to acquire sponsorship support from banks and accounting firms. 
There has been nothing but positive feedback from all attendees and locally this program 
continues to grow. I anticipate six live facilitated programs in 2013.

As an SBDC director, Profit Mastery enables me to use a program that is well respected and 
has been proven to work. I do not know of another resource that provides a more useful set 
of financial tools in an easy-to-deliver format. Profit Mastery continues to take my center to 
an enhanced level of counseling and training. Profit Mastery is a concrete method to the analysis 
of business financials that even business owners with little financial knowledge can walk away from 
the program with easy to apply tools. Even better, they walk away with a much better understanding 
when reading their income statements and balance sheets.  As a counselor, it provides a solid base to 
start from and an opportunity to provide more comprehensive analysis and counseling to my clients. 
Profit Mastery continues to be a huge part of the Kalispell SBDC’s success. 

Below are a few comments from recent Montana Profit Mastery graduates/business owners:

“Profit Mastery is one of the most beneficial classes I’ve taken. The class provides you with 
effective tools and how to apply them, which you can use in making successful financial 
decisions.” 
- Amanda Beach, Extreme Manufacturing Inc. 

“Learn how to use your financial statements as management tools to improve your bottom 
line. An absolute must for any business.”  - Tom Tornow, Thomas T. Tornow, P.C.

“Good common sense approach, I was already asking the questions, now I can find the 
answers.”  
- Rich Walker, Replay Sports

Chris Parson
Director
Flathead Valley Community College SBDC
Kalispell, Montana
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Expectations for 2013
The Profit Mastery program is a tremendously powerful tool in SBDC networks that have 
adopted it as a consistently offered, client-focused educational program. It raises the level 
of client that the SBDC counselors can serve to a significantly higher level, and it is these 
second tier companies that drive the most economic impact back to the region. 

Profit Mastery promotes more referrals from banks and CPAs who connect their clients to 
their local SBDC office for training and subsequent longer term counseling relationships, 
which is how economic impacts are really created.

Profit Mastery has earned the credibility to be Master Licensed by every SBDC network in 
the country and offered to every SBDC client on a consistent basis throughout the network.

That continues to be our goal for 2013.

Respectfully submitted,

Steve LeFever, MBA, CFE    Rod Bristol, CFE

Profit Mastery is one of the most powerful tools for an entrepreneur.  
Interlacing finance in all areas of a business is vital for the survival of the 
enterprise. Profit Mastery provides financial understanding to help business 
owners make good decisions. 

After implementing Profit Mastery in their companies, business owners 
experience better communication with their accountants, and have the 
ability to define specific strategies to comprehend and improve the financial 
potential of their businesses.

Profit Mastery training has been an awakening in corporate 
management styles in Puerto Rico and has been instrumental in 
helping business owners apply financial analysis tools that really 
influence the success of companies.

Lorna Baez-Amely, MBA, CBC, CQIA
Small Business Turnaround Director
PR-SBTDC
San Juan, PR
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The Wyoming SBDC network began offering the Profit Mastery 
curriculum using Small Business Jobs Act (SBJA) funding. A number 
of our clients have participated in the program via self-study, and 
scheduled follow-up with our counselors to help them implement 
the ideas in their own business, find industry benchmark 
information, and improve their financial performance. 

In addition, we have held three facilitated/live workshops in various 
locations and differing formats (2- full days, 4- sessions, and 7- 
sessions), with another two-day program scheduled for February 
2013. These workshops have included 31 participants to 
date, many who report that the techniques they learned in 
these programs have made a big difference in the way they 
view and operate their business from a financial perspective.

One example is a client who went through the material, then used 
it to analyze a possible relocation and expansion from rented space 
into their own building. They ultimately obtained $700,000 in 
bank funding to accomplish this goal.

Our network believes in the value of this program as many 
of our existing business clients struggle with the numbers 
side of their operation. The emphasis on having accurate and 
timely financial information with which to make decisions helps 
reinforce our work in this area.

Bruce Morse
Regional Director
Wyoming Entrepreneur – SBDC
Powell, WY
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A client who inherited a 30-year-old business that leases specialty 
pumps participated in Profit Mastery classes because she felt a 
need for better understanding of finance. After taking the class, 
she approached the counselor with the question of whether or not 
her business could afford to hire a professional sales person for a 
base salary of $100,000 per year plus bonus, and if so, how much 
additional revenue would the salesman have to generate to pay for 
his salary. We worked together first to determine if the business 
could stand another $115,000 in fixed expense (salesman’s salary 
plus fringe benefits) without additional sales. We determined that 
it could. Next was the calculation of additional sales necessary to 
cover the added fixed expense. The salesman gets no bonus until 
his salary is covered. After that, we made some forecasts as to 
what the P&L and Balance Sheet would look like given the new 
cost and revenue structure.

Armed with these calculations, the client was able to convince 
the other, rather skeptical, family members that the company 
could afford the salesman, and should hire him. Now, two years 
later, the company is more profitable than ever before, and 
is increasing its market share. The client says that without 
Profit Mastery, she would never have even known that it was 
possible to make decisions based on financial information. 
Being able to “see” the probable outcomes of management 
decisions in advance gave her and her co-owners a greater 
level of confidence and enabled them to make better 
decisions.

Carroll Cobb
Director
Galveston County SBDC
Texas City, TX 
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In our center, I require all of our advisors to take the course once, 
and recommend a second time. The course has given us a common 
financial language to use with each other and with our clients. Steve 
does such a good job of communicating with his students with his special 
“language.”  Even after being the facilitator as many times as I have, I 
learn something new each time. We use the methods and processes 
regularly.

A Client story:

I had a client come to me with a family business he was bringing his two 
sons into. His sons were both college educated, one with a finance degree. 
They were pushing dad to move quickly and expand his business. His 
instinct was telling him not to go forward, but he was being intimidated 
by the degree. When we were visiting about his situation, I recommended 
he take the Profit Mastery course. He agreed and decided to insist his sons 
take the course with him. Well, I ended up facilitating the course with 
the owner, his wife, two sons, and two girl friends. We did the training 
at his home on weekends. I will have to admit this was not the ideal 
environment, but we were successful. 

The first meeting started with quite a bit of tension, bordering on 
arguments. I was able to get the program started, and we completed the 
course. The last day, we were having a lunch break and talking as a group. 
The arguments were replaced with a conversation including comments 
about “the balance sheet,” “contribution margin,” and “planning.”  It 
was a true metamorphosis. 

Since that time, I have met and talked to the owner on numerous times. 
He said his ability to communicate with his sons and slow them down has 
been phenomenal. He has so much confidence in dealing with them and 
thanks me every time.

Another Story:

We had a couple attend our training, kind of like the above story. The 
husband wanted to have his wife more involved in the business, but could 
not communicate with her about the business finances. During the final 
day, we were talking during a break and he stated, “My business has 
been successful, very successful. After taking Profit Mastery, I now 
wonder how profitable we could have been. We left a lot on the 
table.”  He was also very appreciative of the course and content.

Joe Humphreys
Director
Univ. of Houston-Victoria SBDC
Victoria, TX 
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Profit Mastery:  
Practical Tools for Control, Survival and Success

Day 1: Course Summary - 

•	 Introduction: Creating a 
Foundation for Change Review

•	 Financial Analysis, Part 1
•	 Financial Analysis, Part 2
•	 Price-Volume-Costs

This Course Qualifies for 8 
hours of CPE Credits for CPAs. 

NASBA ID#: 102520

Multiple Dates Available

Cost: $295 per registrant.

Registration includes: Participant’s Guide 
workbook and additional materials.

Register by:  

Send Registration and Payment to:

For More Information, please contact:

Cancellations made less than 7 working 
days prior to seminar are subject to a $50 
cancellation fee.

SBDC Professional Development Day

•	 Well-known and respected Master 
Facilitator, Rod Bristol

•	 Full day of financial tools for control, 
survival, and success for your clients

A one-day program designed to enhance 
the financial management skills of all 
SBDC Counselors. 

Dress comfortably & bring a calculator.

You will be provided access to the 
complete second day curriculum 
online, available 24/7/356 - 

•	 Cash Flow
•	 Financial Gap Analysis
•	 Financial Planning & Planning for 

Transition

“At our SBDC office, we use advisor-
facilitated Profit Mastery seminars to help 
selected clients overcome their weakness 
in P&L and Balance Sheet management. 
For each participant there are ‘Aha!’ 
moments about once an hour.”

— Zev Siegl, Certified Business Advisor, 
The SBDC for Southwest King County, 
Seattle, Washington
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The purpose of this document is to illustrate how the Profit Mastery University (PM) curriculum 
provides the training needed for SBDC Counselors to be able to meet specific Core Competencies as 
set by the ASBDC Board of Directors. 
 
Introduction: 
 
Over the last 25 years, the Profit Mastery financial training curriculum has been taught to over 
500,000 business owners, managers, and counselors on four continents in at least eight languages.    
 
The keys to the success of this curriculum are built around the following: 

1. A presentation style uniquely combining information, motivation, and humor. 
2. A case-study approach. 
3. Delivery formats that include live on-site and web-based streaming video 
4. A unique, seven-step approach distilled from both years of business banking experience 

and working with thousands of business owners. 
 
For the last seven years, portions of this material have been presented at Small Business 
Development Center state and national conferences with overwhelmingly positive response.  
Consistent comments and evaluations focus on the innovative nature of the program, which energizes 
what has always been thought to be a boring topic, but one that is critical to business success and the 
primary cause of business failure.   
 
This curriculum is now available online in a streaming video format 24/7/365.  This program takes 
approximately 16 hours to complete and is offered to SBDC counselors at a discounted price.  It is 
also strongly suggested that they offer this program to their clients.  This puts both counselor and 
client "on the same sheet of music" and gives the counselor the ability to coach the client through  
the implementation process of integrating these new financial tools into the day-to-day operational 
activities of their business through extended/long term counseling engagements. 
 
The Core Competencies are listed below.   
Those addressed by Profit Mastery are printed in red.   
The blue text details the curriculum and resources contained in the program. 
 
 
1.  Business Planning, including Strategic Planning and Business Plan Development  

The Consultant/Counselor will be able to: 

a. Identify and assess the critical business issues facing the existing business client 
based on inputs such as client interviews, financial statements, operating information 
and external customer/market data. 
Section 1 of the Profit Mastery curriculum is entitled "Introduction to Profit Mastery:  
Creating a Foundation for Change.”  In the resource area of this section there are two 
business diagnostic tools.  The first is the "Errors of Omission Checklist" and it covers 
four areas of risk for business owners, including liability, control, fringe benefits, and 
tax concerns, incorporating a total of 22 questions with accompanying risk factors.   
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The second tool is called the BIZ FIT Test.  This is a checklist consisting of 158 
professional management practices in the five key areas of human resources, 
marketing/sales, operations, financials, and executive challenges.  Clients that 
complete this assessment are shown their businesses strengths and weaknesses and 
provided a blueprint of how a well managed company operates.  It is suggested that 
clients retake this assessment semiannually and use the progress chart to track their 
management improvement.  This is an excellent diagnostic tool for SBDC counselors 
who are attempting to determine what the management and operational challenges 
are in a prospective business client, and it provides hands on management activities to 
meet those challenges. 
 

b. Assess the start-up client’s readiness and needs 
 

c. Identify and convey to the client the basic steps and considerations for starting or 
buying a business or franchise and selling, transferring or liquidating a business or 
franchise. 
Profit Mastery offers a great resource of information for the SBDC Counselor who is 
consulting with a client contemplating a business transition.  This information is 
contained in the Resource area of Section 6: Banks and Transitions and includes: 

“All Pilots Gotta Land…Better To Do It Before You Run Out of Gas” 
“Considerations in Estate Planning,” a three page article on transition planning 
“The Estate Planning Checklist for Business Owners,” a three page 
comprehensive checklist that lays out the steps to prepare for transition. 
“What’s your Business Worth?”  a five page review covering: 

  Who determines the value of a business  
The difference between value, worth and price 
Why you would need a valuation 
What determines value 

“Valuing Your Closely Held Business,” 14 pages of instruction for the business 
owner attempting to value their business, including: 

Approaches to Calculating Value 
      The Asset Approach 
            Book Value 
            Adjusted Book Value 
            Liquidation Value 
            Reproduction value 
      The Earnings approach 
            Rate of Return/Capitalization Rate 
            Risk and Return 
            Discounted Future Earnings  
  Business Valuation Worksheets  
  Present Value of $1 
  Business Pricing Grid, Influences on Value    

 
d. Identify available resources and tools including government regulations and services 

available via multiple sources. 
       
e. Assist in developing a strategic plan using tools such as a SWOT analysis, Porter’s 5-

Forces or other strategic tools. 
       
f. Identify different types of business plans and the purpose and use of each 
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g. Understand the components of a business plan and be able to explain/demonstrate 

them to a client. 
After a Counselor has completed the PM curriculum, the resource material in Section 
6:8-14 includes a Sample Loan Proposal which incorporates and details all the 
elements of a well organized Business Plan, including: 
 Corporate Data 
 Description 
 Loan request 

Repayment  
Operational Information 
Employment 
Source of Supply 
Management 
Marketing and Distribution 
Competition 
Facilities 
References 
Financial Information 

SBDC Counselors have described this information as more comprehensive than the 
business plan resources that they have previously offered their clients. 
 

h. Effectively assist clients to develop a business plan 
By following the detailed bullet points in the above outlined plan, a Counselor will be 
able to incorporate all of the financial information learned in PM, along with their own 
assessment of the Clients operational activities to develop a business plan that will 
guide the owner to a profitable future.  This document can also act as a loan proposal 
to a funding source, as an informational piece for additional investor partners, and to 
provide an overall focus for the ongoing operations of the client. 
 

i. Effectively assist clients in implementing their business plan  
j. Develop an action plan with activities and next steps with the client 

At the end of every section of the Profit Mastery curriculum there is an Action Steps  
page.  As counselors complete each section with their clients, it is strongly encouraged 
that these Action Steps sheets be filled out, including the specific action to be taken, 
who is responsible and the completion date.  At the end of the course these Action 
Steps are to be compiled and organized into an implementation plan that both the 
client and counselor will have in writing.  This provides the follow-up information 
necessary for the counselor to coach the client in the implementation process.   

 
2. Financial Analysis 

The Consultant/Counselor will be able to: 

 
a. Identify businesses costs. 

Section 3: Price-Volume–Costs focuses on identifying business costs and then 
categorizing them into fixed and variable expenses in order to effectively use the tool 
of Break-Even analysis.  This is covered in pages 3:4-7.  Costs are also identified in 
Section 2: Financial Position with the use of “The Road Map” tool.  This graphic 
illustrates the flow of money through a business and has as a teaching component 
“High Hidden Costs.”  These costs are outlined on page 2:29 and include breakage, 
theft, obsolescence, handling charges, excess labor, and other costs that directly 
affect business profitability.   
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                 b.   Determine what the gross profit margin is and relate to the client why it is important. 
Gross profit margin is one of the most important topics covered in the PM curriculum.  
It is Ratio #4 in the Ratio Analysis Spreadsheet “The Scorecard” in Section 2: Financial 
Position.  Once the 14 ratios on the Scorecard are completed, these ratios are then 
used on the Road Map to show the cause and effect relationships leading to financial 
distress in a business.  Low Gross Margin is the most important symptom on the Road 
Map and careful attention is paid to the causes of Low Gross Margin, including no cash 
discounts on payables, low productivity, poor inventory control, shrinkage, 
bookkeeping errors, poor buying, and poor pricing.  In the case study these total over 
$80,000 of available profits for the business owner, should management efficiencies 
be applied. 
 
The Profit Mastery curriculum also provides resources that specifically help the 
business owner improve their gross margin.  This is in section 3R: 21 entitled 
"Planning for Profitability" and provides six possible causes for low gross margin and 
14 specific action steps that a business owner can take to improve their gross margin. 
 
The graph below shows a sample of the Road Map.  
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c.   Determine what sales volume is needed to Break-Even. 

Section 3: Price-Volume-Costs of the PM curriculum covers the following: 
understanding Break-Even analysis, using an income statement as a management and 
profit generating tool, knowing how costs behave in a company, and understanding 
the impacts of changes in price, volume, and costs. 
 
The curriculum uses a unique ‘cup’ illustration and covers how to create a 
management income statement, dividing costs into variable and fixed, calculating a 
contribution margin percentage and using that contribution margin to calculate Break-
Even.  The content covers the four ways to improve profits which include sell more 
units, increase price, decrease variable costs, and decrease fixed costs.  One of the 
key teaching points of the curriculum is the concept of treating profit as a fixed cost, 
thereby driving the profit planning process.  The section then moves to calculating 
Break-Even in units and finishes with an exercise in raising and lowering price and how 
that affects required revenue.  Resource pages 3R: 4 and 5 offer counselors 
worksheets that enable them to immediately apply Break-Even analysis to their 
clients’ operations.   
An additional resource of the curriculum is a series of articles beginning with "Know 
Thy Costs...  And Manage the Creepers" which begins on 3R: 8 and finishes on 3R: 17 
These articles further articulate the importance of knowing Break-Even and its 
application for pricing scenarios and expansion analysis. 
 
The graphic below page shows an illustration of the ‘Cup’ visual  

 
 

  39

Four Ways to Increase Profits
Sales

Variable
Cost

Cup
Fixed
Cost

Cup

Net

Profit
Cup

Contribution 
Margin

3.  Lower Variable Costs (shrink the cup)

1.  Increase Sales (In $)
2.  Increase Sales (in units)

4.  Lower Fixed Costs (shrink the cup)
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d.  

learning to use the information to make better 
ecisions and management choices.   

fits 

at requires the student to fill out a month by month profit plan 
nd cash budget.   

 
r 

tes the seasonality of revenues in the case study and how cash flow is 
affected. 

 
e.  

 of $93,200, a dramatic turnaround from the $7,400 in the 
riginal 60 day case study. 

f.   

 

estion 

ssue 

e Issue” once again provides a clear explanation 
of the difference between the two. 

g.  

 

 Track and forecast cash flow. 
Section 4: Cash Flow of the PM curriculum covers the following: creating a projected 
income statement and related cash budget, understanding what the forecasts can tell 
us about the future of a business, and 
d
 
It also covers the importance of understanding and visually demonstrates why pro
don't necessarily correlate with cash, understanding impacts of seasonal ups and 
downs on a business and finally, understanding how management efficiencies can 
have a positive impact on the financial future of a business.  The section includes a 
cash flow analysis th
a
 
The student is required to borrow and repay enough money to fund the business and
the exercise clearly shows how a business that only makes $43,000 in net profit fo
the year can borrow and repay $220,000 on their line of credit.  The cash budget 
graph illustra

 Know the effect of delayed collections on cash flow. 
The case study is based on an accounts receivable collection period of 60 days.  
During the analysis portion of the case study, students are shown the effects of 
reducing collections from 45 days and then to 30 days, which has a dramatic effect on 
cash flow.  The total need for borrowing is reduced to $75,000 and the company ends 
the year with a cash surplus
o
 
 Know the difference between margin and markup. 
This important differentiation is covered in several areas in the curriculum.  The first is 
in Section 1:9 in a quiz.  Question #3 states “You have an item that costs four dollars. 
You want to get a 26% gross profit margin.  The question is, what do you have to sell 
it for?”  In the video presentation in Section 1, Chapter 2 the answer to that qu
is presented along with the most common wrong answer, which is the answer 
someone gets when they use a markup calculation to determine gross margin.  This 
question specifically highlights the difference between markup and margin.  This i
is once again reviewed on page 1:12.  Finally, an article on page 1R: 26 entitled 
“Markup versus Margin, Clarifying th

   
 Know how to monitor gross, operating, and net profit margins.     
One of the key teaching points throughout PM is the focus on accurate and timely 
financial information, promptly reviewed and then acted upon.  When a counselor is
working with a client that does not have accurate and timely financial information, 
often it is because they do not fully realize how that information can so dramatically 

pact the profitability and cash flow of their operation.   

d 

ow to 

im
 
By taking a client through PM, the client learns how to monitor gross, operating an
net profit margins, and how to calculate the ratios that make those margins true 
management tools.  Even more importantly, Profit Mastery teaches an owner h
improve those margins through a more professional approach to the financial 

anagement of their business. m
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h.  

estions: How much does a business need to borrow and when 
n it be paid back?   

   

ss 

comprehensive checklist of ways to squeeze the balance sheet 
 improve cash flow. 

he graphic below illustrates the ‘Financial Gap’ calculating process. 

 

 Know how to estimate minimum cash (working capital) reserves. 
Section 5: Manage Growth teaches the following: understanding why growth costs 
money, forecasting what a business will need in the way of additional resources to 
grow, understanding how better management can free up cash to fuel growth, and 
answers two critical qu
ca
 
The curriculum enables the Counselor to teach their clients to be “balance sheet 
managers” by first identifying the sources of money to grow, and then completing a 
case study that shows the effect of growth on the borrowing needs of the business.
The use of ratios taught in Section 2 is then applied to the case study to show the 
effect on the balance sheet of various levels of projected growth.  The final chapter of 
this section shows the effect of managed growth and the reduced risk to the busine
by a diminished needed for outside borrowing.  "The Sponge Technique" article on 
page 5R: 3 provides a 
to
 
T
 

Balance Sheet Ratios
At $600,000 At $900,000

Current
Quick
Debt-To-Worth

Total Liabilities and 
Net WorthTotal Assets

Percent of 
Sales*

Percent of 
Sales*

(old NW = 
$286,000)

Net WorthTotal Fixed Assets

Total Liabilities120,000Land/Building

Long Term Liabilities25%Equipment

Total Current 
Liabilities

Total Current 
Assets

7%Accruals26%Inventory

15%
Accounts Payable

18%
Accounts 
Receivable

Financial 
GapNote Payable4%Cash

Evergreen Distributing
Gap: at $900,000 Sales

$36,000

$162,000

$234,000

$432,000

$225,000

$345,000

$777,000 $777,000

$313,000

$464,000
$140,000

$324,000

$63,000

$135,000

$126,000

1.33
.61

1.48

2.18
1.0
.95  

 
  

i.   
ed in 2b above.  It begins 

with a r

                                 

 turns in days, accounts payable  
         turnover and average payment period 

 

 

 Know how to use business ratios and industry averages. 
Section 2: Financial Position has already been briefly discuss

eview of how to calculate financial ratios, including: 
Balance Sheet Ratios:  current, quick and debt to worth,  
Income Statement Ratios: gross margin and net margin, 

 Asset Management Ratios: sales to assets, return on assets, return on        
         investment, inventory turnover, inventory turns in days, accounts     
         receivable turnover, accounts receivable
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These ratios are calculated for the case study company and placed onto the Scorecard.  
Industry averages are determined from a simulated industry data page and added to 
the Scorecard.  A comparison shows the company's weakness and underperformance 
to their industry.  The Roadmap tool is then employed to show where both cash and 
profits are leaking out of this business, and then a Profit Mastery Assessment is 
completed showing the opportunities for improvement in both cash and profits.  
 
Particular attention is paid to the Working Capital Cycle in this section.  In the case 
study, cash is turned into inventory which sits 86 days, then it is sold, which turns into 
accounts receivable which sits for 45 days, and finally returns back to cash after 131 
days, all the while only generating .3% net profit for the company. 
 
 Counselors who complete this section now have tools to enable their clients to 
perform an in-depth financial analysis of their businesses and to begin managing them 
more professionally, and be able to quantify in real dollars the payoff of improved 
efficiencies. 

 
j.   Effectively convey all of the above concepts to clients. 

By having this curriculum in an online streaming video format, the counselor has  
several options available to them to convey the above information to their clients.  
First of all, after completing the curriculum themselves, they will have their 
Participant’s Guide workbook which contains notes and resource materials to enable 
them to effectively counsel with their clients on all of the PM concepts.  In addition 
however, they will also have the ability to refer their clients to the online PM 
curriculum and have their clients go through the course as well.  Some counselors are 
sitting with their clients and using this educational resource as an opportunity for more 
in-depth, one-on-one time with their clients. 

 
k.   Understand and effectively convey to clients key financial management issues    
      including costs, cash flow, break-even, gross profit margin, forecasting, business  
      ratios and industry averages, and financial statements. 
      The Profit Mastery curriculum prepares the Counselor to do all of the above and do it   

efficiently and professionally.  The financial management tools that Profit Mastery 
provides Counselors enables them to consult with a client at a much higher level of 
financial proficiency and provide a level of service to a more sophisticated, larger client 
that has the potential for delivering greater economic impacts.  This curriculum is 
available in an online format for both counselors and clients who wish to take the 
course themselves. 

 
3. Accounting 

The Consultant/Counselor will be able to: 

 
a. Reconcile a bank statement. 
 
b. Be able to teach a client how to hire and pay an employee in the specific State/Region. 
 
c. Be knowledgeable and have a basic understanding of electronic and paper 

recordkeeping systems. 
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d. Cash basis vs. Accrual basis of accounting 
Section 4: Cash Flow covers of these two types of accounting methods.  On page 4:1 
key terms are provided that clearly define the difference between the two methods.  
As students build their cash flow analysis, accrual-based accounting policies are 
utilized in the profit plan and cash-based accounting is utilized in the cash budget.  
This provides the student with a clear illustration of the characteristics of both. 
 
Further reinforcing this information is the article on page 4R:1-4 entitled “Cash and 
the Weak Link Theory: What Banks Learned about Testing Financial Strength.” 
 

e. Provide resources for setting up a company using electronic software such as Quick 
Books.   

 
f. Assign appropriate expense categories to expenses incurred within a checking register. 
 
g. Create financial statements 
 
h. Account for A/P and A/R. 
 
i. Account for COGS (Beg. Inv + Purchases – End Inventory) 
 
j. Demonstrate knowledge of each part of the Accounting Equation 

The Financial Operating Cycle which contains the Accounting Equation: 
 "Assets = Liabilities + Net Worth" is presented several times during the curriculum.   
The unique roles of the Balance Sheet and the Income Statement are outlined as well 
as the uses of profits, which includes buying assets, paying off debt, and paying 
owners.  The professional management of this flow of money through a business is 
one of the key goals of Profit Mastery. 

 
The graphic below illustrates the Accounting Equation and Financial Operating Cycle. 
 

                           

Assets = Liabilities + Net WorthSales     

Balance Sheet

Efficiency

Income Statement

The Financial Operating Cycle

1. To pay for new assets
2. To pay off debt
3. To pay out to the owners

Net Profit

Uses of Profits:

Net Profits Cash Flow
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k. Assist clients in developing strategies and tactics to: 
1. Find/acquire new customers 
2. Satisfy  
3. Grow 
4. Keep 

l. Internet marketing  
m. Research 
n. Newsletters 
o. Blogs and other emerging electronic and social networking tools that can used by 

small business clients 
p. Relationship marketing 

 
5. Assistance with Access to Capital 

The Consultant/Counselor will be able to: 

 
a. Identify financing sources to include: 

i. State and local loan/economic development programs 
ii. Federally sponsored programs 
iii. Banks 
iv. Internal methods of financing – bootstrapping 
v. Initial public offering, funding using an LLC 
vi. Angel investing groups 
vii. Venture capital 
viii. Equity capital 

 
b. Identify and define financing strategies  
 
c. The factors considered for project/loan approval via each financing vehicle 

 
d. How to convert an unfundable project/proposal to one that is fundable 

The entire Profit Mastery curriculum focuses on improving a businesses "bankability".  
The "Seven Steps to Fiscal Fitness" which are introduced at the beginning of Section 1, 
when properly applied to a business does convert a project or proposal to one that is 
fundable. 
These seven steps include: 
1.  Plan Properly 
2.  Monitor Financial Position 
3.  Understand Price-Volume-Costs 
4.  Manage Cash Flow 
5.  Manage Growth 
6.  Properly Finance a Business 
7.  Plan for Transition 

 
e. Understanding how to effectively combine a myriad of financing programs – investors, 

banks and government loans when necessary to fund the project 
 
f. Understand and demonstrate a fundable loan  proposal 

One of the key aspects of the Profit Mastery curriculum is its ability to enable the 
business owner to look at their business through the eyes of a banker, specifically one 
being asked to loan the company money.  The entire curriculum is based around the 
premise that if the company is properly prepared when the loan proposal is presented, 
there is a significantly higher likelihood that the loan proposal will be approved.  As 
described in 1g above, Section 6:8-14 includes a detailed Sample Loan Proposal 
including: 

Corporate Data, Description, Loan request, Repayment Schedule, Operational  
Information, Employment, Source of Supply, Management, Marketing and 
Distribution, Competition, Facilities, References and Financial Information. 

                       This sample loan proposal is a great aid in the process of preparing a fundable  
                       loan proposal. 
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g. Assist in developing the loan proposal to include two year month to month financial 
projections 

     Section 4: Cash Flow teaches the Counselor and business owner how to create a month   
      by month profit plan and related cash flow forcast for a 12 month period.  This process 
can be  
      applied to a second-year to complete a two-year cash and profit projection.   

 
h. Time value of money 
i. Capital budgeting  

i. Payback period 
ii. NPV and IRR 

j. Amortization schedules 
k. Leases 
l. General knowledge of credit reports and credit scoring 

 
   6.  FOUNDATIONAL SKILLS 

The Consultant/Counselor will be able to: 

 
6. Communication skills 

a. Active listening 
b. Effective client interviewing using open ended questions 
c. Creative problem solving 
d. The ability to handle difficult people 

 
7. Consulting/Counseling Techniques 

a. Display knowledge and use of effective consulting/counseling and coaching techniques  
 
b. Assist client to set goals within an action plan 
 
c. Understand how to develop a standard consulting/counseling session outline that 

serves as a diagnostic tool for effectively assessing the client 
d. Identify consulting/counseling tools/resources and how they would be used 

As stated in 1a above, the "Errors of Omission" checklist and the BIZ FIT assessment   
provide a counselor with excellent assessment tools, and more importantly a blueprint 
for improvement for a clients business operation.  The Ratio Scorecard and Profit 
Mastery Assessment create a basis for establishing diagnostics, goals, plans to achieve 
those goals and follow-up. 

 
e. Understand and demonstrate when team based consulting/counseling would be used 
 
f. Understand how to use SBDCNet, any web-based client database, such as WebCATS, 

Center IC, EDMIS, etc. and consulting/counseling resources and how to develop 
effective documentation 

 
g. Demonstrate understanding of identifying high growth/high opportunity clients and 

how to engage the state/region-wide services available 
PM enables a counselor to provide a valuable resource to high growth/high opportunity 
clients by providing them tools that will drive improved financial performance with 
increased profits and cash flow, and ultimately, preparing them to take advantage of 
business opportunities that create economic impacts in a community.   

 
h. Demonstrate an understanding and awareness of Cultural diversity  
 
i. Understand and comply with the State/Region Code of Professional Conduct: 

i. Conflict of interest policies 
ii. Client confidentiality requirements 
iii. Ethics 
iv. Educational or host organization policies (to be covered by College or host 

organization) 
v. Introduction to core competencies 
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Profit Mastery University
Syllabus

Profit Mastery Module #1: Introduction: Creating a Foundation for Change

In this introductory presentation, participants learn the primary causes of business failures and 
underperformance and how to avoid them. Understanding the importance of monitoring 
financial position is stressed, along with an action plan for achieving and maintaining the key 
steps to “fiscal fitness.”

•

 

Identify the seven components of a complete “Fiscal 
Physical”
•

 

Understand the interrelationships in the Financial 
Operating Cycle 
• Know the primary uses for net profits in a business 

Profit Mastery Module #2: Financial Analysis, Part 1

This presentation takes attendees beyond the basics of financial

 

statement analysis in a 
sophisticated, decision-relevant format. Working through a real-life case study, participants 
explore the specific techniques of strategic financial analysis.

 

Participants will learn about 
financial ratios and how to use them to analyze their company’s financial performance and to 
create change for the future. No prior financial expertise needed. 

At the conclusion of Financial Analysis, Part 1, 
attendees will be able to: 

•

 

Understand the critical need to consistently monitor 
financial position 
•

 

Create a practical process, using ratios, to assess 
financial performance:  identifying strengths, 
weaknesses, and areas of opportunity 
•

 

Know how to use peer benchmarking in business 
analysis
•

 

Appreciate the dynamic relationships that exist 
between the balance sheet and income statement 

Profit Mastery Module #3: Financial Analysis, Part 2

In the second part of Financial Analysis, attendees continue working with the case study and 
will move from simply identifying the symptoms of financial distress to learn how to solve the 
problems that cause financial distress and quantify the effect of management inefficiency. 
Attendees will be introduced to the Cause and Effect Road Map and the Profit Mastery 
Assessment, two tools they can use to advance the knowledge from

 

Part 1. 

At the conclusion of Financial Analysis Part 2, attendees will be able to:

• Understand the critical need to consistently monitor financial position
•

 

Create a practical process, using ratios, to assess financial performance: 
identifying strengths, weaknesses, and areas of opportunity
• Know how to use peer benchmarking in business analysis
•

 

Appreciate the dynamic relationships that exist between the balance sheet 
and income statement 

At the conclusion of Introduction: Creating a 
Foundation for Change, attendees will be able 
to: 
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Profit Mastery Module #4: Price-Volume-Costs

Break-Even Analysis is the tool that lets owners and managers gauge the results of changes in 
costs, volumes, or pricing. Break-Even provides a method to analyze the present to help drive 
future profits higher. 

•

 

Determine how cost patterns affect 
profits, and analyze the present to make 
better decisions about the future 
•

 

Measure the profitability of individual 
locations and understand the specific 
criteria for opening and closing 
locations or departments

At the conclusion of Price-Volume-Costs, attendees will be able to:

Profit Mastery Module #5: Cash Flow

This presentation cuts straight to the bottom line with a discussion of why you need to perform 
cash flow analysis, how to do it, and the impact it can have on the way you run your company. 
Participants will build a profit plan and cash budget on a step by step basis. The case study also 
explores the effect of seasonal sales cycles on cash flow and profits. 

•

 

Develop a profit plan and cash 
budget forecast 
• Identify key patterns of cash flow 
•

 

Identify the financial impact of 
different cash flow patterns

Profit Mastery Module #6: Financial Gap Analysis

Without carefully managing your balance sheet to take positive control of growth, you can fall into 
the “Financial Gap.”

 

This unique presentation allows participants to assess their current survival 
position, identify the potential costs of future growth, as well

 

as get acquainted with the “Sponge 
Technique,”

 

an innovative, realistic strategy to wring much needed cash out

 

of a balance sheet. 

•

 

Understand the effect of growth on the 
balance sheet 
•

 

Project the potential "Financial Gap" 
created by growth
•

 

Accurately determine the future asset 
needs of the company

Profit Mastery Module #7: Financial Planning & Planning for Transition 

•

 

Identify key issues of financial leverage and debt 
structuring
• Find the money needed to pay for growth
• Identify inefficiencies that soak up cash 

At the conclusion of Financial Gap Analysis, attendees will be able to: 

•

 

Identify the effects of short-term and 
long-term financial cycles
•

 

Determine the differences between net 
profit and cash flow
• Use their forecasts in variance reporting 

At the conclusion of Cash Flow, attendees will be able to: 

Almost all companies have needs for additional capital at one time or another. There are many 
sources of funds for both debt and equity. Regardless of the source, a business owner must tell 
his or her story in a way that makes sense (and gets results). Learning the secrets to this 
process is the topic of this presentation. 

•

 

Identify different types of asset needs and match 
them to means of financing 
•

 

Understand what specific sources are used to 
repay specific types of debt 
• Identify the 5 "C's" of Credit 

•

 

Understand what information financing 
partners need in order to fairly evaluate a 
loan request
•

 

Use the "Snake on a Ramp" to confirm 
you have the proper debt structure

At the conclusion of Financial Planning & Planning for Transition, attendees will be able to: 

•

 

Incorporate Break-Even Analysis into a 
strategy to manage costs
•

 

Plan for growth by exploring effective 
expansion techniques 
•

 

Utilize "what if" scenarios to calculate and 
substantiate specific expansion, pricing, and 
purchasing decisions 
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