
 

The Complete Profit Optimization 
Blueprint™ 
 

From Seeing Your Profit to Strategically 
Maximizing It 
 
Look, if you're reading this, you've already done something most six-figure 

coaches never do: you've stopped the "figure it out later" madness and can 

actually see your profit per client. That's huge. Seriously. You've proven you're not 

one of those coaches who'll spend the next three years guessing whether their 

business is actually profitable. 
 
But here's what I've learned after 12 years of cleaning up financial messes and 

working with successful coaches: seeing your profit is just the beginning. It's like 

finally getting your glasses prescription right—you can see clearly now, which is 

great, but that doesn't automatically tell you where to walk. 
 
You've built the foundation with The Do It Now Profit System™. You can look at any 

recent client and say "I made $X, it cost me $Y, my profit was $Z." That visibility 

you've created? That's what makes everything else possible. Without it, you're just 

stabbing in the dark with pricing decisions, client selection, and business strategy. 
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Now we're going to take that same profit visibility framework you've already 

proven works for you and extend it to complete strategic mastery. Not by learning 

a bunch of new systems or starting over with different approaches. We're building 

on exactly what you've already got working. 
 
Here's what you're ready for now: 
 
You can see your profit per client. Great. But can you identify patterns across all 

your clients to know which types of work are consistently most profitable? Can you 

use that data to make strategic decisions about pricing, about which clients to 

pursue more of, about where to invest your limited time? 
 
You're tracking your expenses and bills. Perfect. But are you analyzing which 

expenses actually contribute to profitability versus which ones are just draining 

resources? Can you forecast your cash flow three months out based on your 

current client pipeline? 
 
You've established the revenue-cost-profit connection. Excellent. But are you 

using that connection to optimize your entire business model, or are you still 

making gut-feel decisions about major strategic questions? 
 
That's the gap we're closing. The Complete Profit Optimization Blueprint™ takes the 

profit visibility you've already established and turns it into strategic intelligence 

that drives every business decision you make. 
 
The transformation we're creating: 
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Right now, you're a successful coach who knows your numbers. By the time 

you've implemented this blueprint completely, you'll be a strategic profit optimizer 

who makes data-driven decisions that consistently increase margins without 

working more hours. 
 
You'll look at potential clients and immediately know whether they fit your most 

profitable profile. You'll adjust pricing with confidence because you know your true 

costs. You'll cut expenses that don't support profitability while strategically 

investing in the ones that do. You'll forecast cash flow accurately enough to make 

major business decisions without the stress of "I hope this works out." 
 
Most importantly, you'll never again wonder whether you're making smart strategic 

choices. You'll know, because you'll have the data and the frameworks to evaluate 

every decision through the lens of profit optimization. 
 
What makes this approach different: 
 
I'm not teaching you comprehensive business strategy, marketing systems, or how 

to scale to eight figures. That's not my lane, and frankly, most coaches don't need 

that. What you need is to squeeze maximum profitability out of the business you're 

already building. 
 
Every framework in this blueprint builds directly on the Do It Now Profit System™ 

you've already implemented. We're not starting over. We're not learning 

contradictory approaches. We're taking what's already working and optimizing it 

completely. 
 

 

 
 The Complete Profit Optimization Blueprint™ 

 
3 
. 

 



 

And look, I know this sounds like it could get complicated. But remember—you've 

already done the hard part. Establishing basic profit visibility from shoebox chaos? 

That was the heavy lift. What we're doing now is using that foundation you've built 

to make increasingly sophisticated optimizations. 
 
Think of it this way: The Do It Now system gave you a dashboard that shows your 

current profit per client. The Complete Profit Optimization Blueprint™ teaches you 

how to read that dashboard strategically, spot patterns you're missing, and adjust 

the levers that actually move your profitability needle. 
 
By the end of the first 14 days working with this blueprint, you'll identify your three 

most profitable client types and your three biggest profit drains. That alone 

typically increases profit margins 15-30% without working more hours, just by 

making smarter decisions about where to focus. 
 
Let's get into it. 
 

The Complete Profit Optimization Blueprint™ 
Framework 
 
Alright, let's talk about what complete profit optimization actually means in 

practice. Because I've seen too many coaches think "optimization" means 

squeezing pennies and becoming the cheapest version of themselves. That's not 

what we're doing here. 
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Profit optimization means making strategic decisions across every aspect of your 

business that consistently increase the gap between revenue and costs. It's not 

about cutting everything to the bone. It's about understanding what drives 

profitability and doing more of that while eliminating what doesn't. 
 
The Complete Profit Optimization Blueprint™ is built on five optimization pillars. 

Each one addresses a specific area where your profit visibility from the Do It Now 

system can be turned into strategic advantage. 
 
Pillar One: Profit Pattern Recognition 
 
This is where you learn to see beyond individual client profitability to identify 

patterns across your entire client base. You're already tracking profit per client. 

Now we're analyzing that data to answer questions like: Which types of clients are 

consistently most profitable? What characteristics do your most profitable 

engagements share? Where are you consistently leaving money on the table? 
 
Most coaches I work with are shocked when they do this analysis. They discover 

they're spending huge amounts of time on client types that barely break even while 

turning down the exact work that generates the highest margins. The pattern 

recognition work typically takes about 2-3 hours spread over a week, using client 

data you're already collecting. 
 
Pillar Two: Strategic Pricing Optimization 
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You can see your costs per client now, which means you have the foundation for 

intelligent pricing decisions. This pillar teaches you how to calculate true cost 

(including all the hidden costs most coaches miss), create a client profitability 

scoring system, and adjust pricing based on actual data rather than "what feels 

right" or "what my competitors charge." 
 
The strategic pricing work builds directly on your Client Project Financial Tracker 

from the Do It Now system. We're just using that same data more sophisticatedly. 

You're not learning new tracking methods—you're extracting more intelligence 

from what you're already tracking. 
 
Pillar Three: Cash Flow Mastery 
 
Profit visibility and cash flow are related but different. You can be highly profitable 

on paper while running out of cash because of timing issues. This pillar shows you 

how to forecast cash flow using your profit data, manage the timing gap between 

when you incur costs and when clients pay, and build strategic reserves without 

hoarding cash you should be investing. 
 
Cash flow mastery might sound intimidating, but it's really just extending the 

revenue-cost-profit connection you've already established to include the timing 

dimension. When does money actually move? How do you ensure you have cash 

when you need it? These questions become answerable once you have the basic 

profit visibility in place. 
 
Pillar Four: Expense Optimization 
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Not all expenses are created equal. Some contribute directly to your ability to serve 

clients profitably. Others are just draining resources without supporting 

profitability. This pillar teaches you to analyze expenses by profit impact, make 

strategic cutting decisions, and reinvest in the expenses that actually drive results. 
 
This is where coaches typically find the biggest "hidden money." They're paying 

for subscriptions they barely use, maintaining overhead that doesn't contribute to 

client delivery, and skimping on investments that would actually increase their 

profit per client. The expense optimization work pays for itself within the first 

month for most coaches. 
 
Pillar Five: Strategic Planning Integration 
 
This is where everything comes together. You've got pattern recognition, optimized 

pricing, cash flow mastery, and expense optimization. Now we integrate all of it 

into a monthly strategic profit review system that keeps you continuously 

optimizing rather than setting it up once and forgetting about it. 
 
The monthly review takes about 30-45 minutes once you've got your system 

dialed in. That's less time than most coaches spend scrolling through social media 

in a day, and it's the difference between continuously improving profitability versus 

gradually drifting back toward chaos. 
 
How the pillars work together: 
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These aren't five separate systems you implement independently. They're 

interconnected elements of complete profit optimization. Pattern recognition 

informs pricing decisions. Pricing optimization affects cash flow. Cash flow insights 

influence expense decisions. Expense optimization changes your profitability 

patterns. Strategic planning integrates everything into ongoing improvement. 
 
You'll implement them progressively over about 60-90 days, starting with pattern 

recognition (which gives you quick insights using data you already have) and 

building toward the complete integrated system. Each pillar builds on the previous 

ones, creating a comprehensive approach to profit optimization that feels natural 

rather than overwhelming. 
 
Connection to the Do It Now Profit System™: 
 
Every pillar in this blueprint assumes you've already established basic profit 

visibility. We're not recreating the foundation—we're building sophisticated 

optimization capabilities on top of it. 
 
The Client Project Financial Tracker you're using? That's your data source for 

pattern recognition and pricing optimization. The monthly dashboard you've built? 

That becomes your strategic planning tool. The revenue-cost-profit connection 

you've established? That's the lens through which you'll evaluate every 

optimization decision. 
 
If you're thinking "This sounds like a lot," remember: you've already proven you 

can implement and maintain the profit visibility system. That was actually the 

harder part. What we're doing now is taking what you've already got working and 

making it work even better for you. 
 

 

 
 The Complete Profit Optimization Blueprint™ 

 
8 
. 

 



 

Let's start with the foundation of optimization: recognizing your profit patterns. 
 

Profit Pattern Recognition: Identifying What 
Actually Makes You Money 
 
Here's something I learned after watching hundreds of successful coaches 

struggle with profitability: they can tell you exactly what they charge, but they have 

no idea which types of work actually make them money. 
 
They'll say "I charge $5,000 for my signature program" but can't tell you whether 

that program is more or less profitable than their one-on-one coaching. They know 

their monthly revenue to the dollar but couldn't tell you which 20% of their clients 

generate 80% of their profit. 
 
You're past that now because you can see profit per client. But seeing individual 

data points isn't the same as recognizing patterns. And patterns are where 

strategic advantage lives. 
 
What profit patterns actually are: 
 
A profit pattern is a consistent characteristic shared by your most profitable (or 

least profitable) client engagements. It might be the type of problem they're 

solving, their industry, how they found you, the service package they purchased, 

their price sensitivity, how much hand-holding they need, or dozens of other 

factors. 
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The thing about patterns is they're invisible until you specifically look for them. You 

might serve 50 clients a year and never notice that every client who came through 

a specific referral source required twice as much time as clients from other 

sources. Or that clients in a particular industry consistently have the highest profit 

margins because they implement faster and need less troubleshooting. 
 
Once you see these patterns, you can make strategic decisions: pursue more of 

the high-profit work, adjust pricing or delivery for the low-profit work, or stop 

taking the types of clients that consistently drain resources. 
 
The pattern recognition process: 
 
You're going to analyze your client data from the past 12 months (or however long 

you've been tracking profit per client) to identify consistent characteristics of your 

most and least profitable work. 
 
Start by pulling out your Client Project Financial Trackers for all clients you've 

completed in the past year. If you've been using the Do It Now system for less than 

a year, use whatever data you have—even 3-4 months of clean data is enough to 

spot initial patterns. 
 
Create a simple list with these columns: Client name/project, total revenue, total 

costs, actual profit, profit margin percentage. You've already got this information 

from your trackers—you're just compiling it in one place for analysis. 
 
Now sort that list by profit margin (not total profit dollars—margin is what matters 

for pattern recognition). Look at your top 25% most profitable clients. What do they 

have in common? Look at your bottom 25% least profitable clients. What 

characteristics do they share? 
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Common patterns to look for: 
 
Problem type: Do clients solving one type of problem tend to be more profitable 

than clients solving a different problem? For example, maybe clients who want to 

"start from scratch" require way more hand-holding than clients who want to 

"optimize what's already working." 
 
Industry or niche: Some industries are just easier to serve profitably. Clients who 

work in industries you deeply understand tend to get results faster, need less 

explanation, and implement more efficiently. That directly impacts your profit 

margin because you're spending less time getting them the same results. 
 
How they found you: Referral source matters more than most coaches realize. 

Clients who come through a specific referral partner might be pre-qualified in ways 

that make them more profitable. Or the opposite—some sources consistently send 

tire-kickers who want tons of free advice before committing. 
 
Package or service type: You might discover your "premium" package is actually 

less profitable than your standard package because it includes additional 

deliverables that consume way more time than the price difference justifies. 
 
Implementation speed: Clients who implement quickly get results faster, need less 

hand-holding, and tend to be more profitable. Slow implementers drag out delivery, 

require more check-ins, and often blame you when results don't materialize 

because they haven't actually done the work. 
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Communication style: Some clients are delightfully low-maintenance. They read 

instructions, try things, come to calls prepared. Others need constant reassurance, 

send panic texts between sessions, and require emotional support that doesn't 

show up in your packages but definitely shows up in your time investment. 
 
Price sensitivity: Clients who negotiated or asked for discounts sometimes end up 

being your least profitable. Not always, but often enough that it's worth checking 

whether there's a pattern in your data. 
 
What to do with pattern insights: 
 
Once you've identified your profit patterns, you've got actionable intelligence for 

strategic decisions. 
 
If you've discovered that clients from a specific referral source are consistently 

your most profitable: cultivate that relationship, send more value to that referral 

partner, actively seek similar sources. Don't be weird about it—just recognize that 

not all clients are equally valuable to your business and focus your limited 

marketing energy on sources that send the best fit. 
 
If you've identified client characteristics that predict low profitability: you've got 

options. You can adjust pricing for that type of work (charge more to compensate 

for the extra time/energy required). You can modify your delivery model to reduce 

costs (group coaching instead of one-on-one, for example). Or you can simply 

stop accepting that type of client and focus your limited capacity on more 

profitable work. 
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If you've found that a specific service package is less profitable than others: either 

adjust the pricing, modify what's included to reduce your costs, or consider 

eliminating it. Just because you offer something doesn't mean you have to keep 

offering it if the data shows it's not working. 
 
Quick example from my experience: 
 
I had a coaching client who was absolutely convinced her premium VIP days were 

her most profitable offering because they commanded the highest price. We did 

the pattern analysis. Turned out those VIP days required extensive pre-work, 

post-work, custom materials, and follow-up support that wasn't included in the 

price. Her profit margin on VIP days was actually lower than her standard 

three-month program, even though the VIP price was higher. 
 
Once she saw that pattern, she made strategic adjustments: raised the VIP day 

price, streamlined the pre/post work, and set clearer boundaries on what was 

included. Within three months, VIP days became her actually most profitable 

offering, not just her highest-priced one. 
 
Your pattern recognition assignment: 
 
Over the next week, compile your client profitability data and analyze it for 

patterns. You're looking to answer these specific questions: 
 
1. What are the top 3 characteristics shared by your most profitable clients? 

2. What are the top 3 characteristics shared by your least profitable clients? 

3. Which single type of work/client has the highest profit margin? 

4. Which type of work/client is consuming the most time relative to the profit it 

generates? 
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5. If you could only serve one type of client for the next 6 months, which type 

would maximize your profitability? 
 
Those five answers give you strategic direction. You'll know what to pursue more 

of, what to adjust, and what to potentially stop doing. 
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Client Profitability Pattern Analysis 
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Analysis Period: From __________ To __________ 
 
MOST PROFITABLE CLIENTS (Top 25%): 
__________________________________________________ 
 
Client 1: _____________________ Profit Margin: _____% 
Client 2: _____________________ Profit Margin: _____% 
Client 3: _____________________ Profit Margin: _____% 
 
Common Characteristics: 
__________________________________________________ 
 
- Problem type: _________________________________ 
- Industry/niche: ________________________________ 
- How they found me: ____________________________ 
- Service package: _______________________________ 
- Implementation speed: __________________________ 
- Other patterns: ________________________________ 
 
LEAST PROFITABLE CLIENTS (Bottom 25%): 
__________________________________________________ 
 
Client 1: _____________________ Profit Margin: _____% 
Client 2: _____________________ Profit Margin: _____% 
Client 3: _____________________ Profit Margin: _____% 
 
Common Characteristics: 
__________________________________________________ 
 
- Problem type: _________________________________ 
- Industry/niche: ________________________________ 
- How they found me: ____________________________ 
- Service package: _______________________________ 
- Implementation speed: __________________________ 
- Other patterns: ________________________________ 
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STRATEGIC INSIGHTS: 
__________________________________________________ 
 
I should pursue MORE of: ________________________ 
I should adjust pricing/delivery for: __________ 
I should consider STOPPING: _____________________ 
 
Highest-margin work type: _______________________ 
Most time-consuming relative to profit: ________ 
 
If I could only serve ONE client type for 6 months: 
__________________________________________________ 
 
________________________________________________ 

 
 
 
Fill this out using your actual client data from the past 12 months. If you're thinking 

"some of this feels subjective" — yes, it is. That's fine. You're looking for patterns 

you can see, not running statistical regression analysis. Trust your observations 

about what types of clients tend to be easier or harder to serve. 
 
Once you've completed this analysis, you've got the intelligence foundation for 

everything else in this blueprint. Strategic pricing decisions, cash flow planning, 

expense optimization—they all become clearer when you understand your profit 

patterns. 
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Strategic Pricing Optimization: Charging What 
Your Work Is Actually Worth 
 
Let me tell you what drives me crazy after 12 years in this business: watching 

successful coaches price their services based on "what feels right" or "what my 

competitor charges" instead of what their work actually costs to deliver. 
 
You know your revenue per client now. You know your costs. You can calculate 

profit. But are you using that information to set strategic prices, or are you still just 

hoping your current pricing works out? 
 
Most coaches undercharge, not because they lack confidence, but because they 

don't know their true costs. They look at the obvious expenses (software, 

contractors, materials) and miss all the hidden costs that eat into profitability. Then 

they wonder why they're working so hard but not seeing the profit margins they 

expected. 
 
You've already got the foundation for strategic pricing because you're tracking 

costs per client. Now we're going to use that data to ensure you're actually making 

the margins you deserve. 
 
Understanding true cost: 
 
True cost isn't just the obvious expenses directly tied to serving a client. It includes 

all the hidden costs most coaches forget to factor in: 
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Your time: This is the big one people miss. If you spend 20 hours delivering a 

package, that time has value. Many coaches factor in the obvious client-facing 

hours but forget prep time, customization, follow-up emails, administrative tasks. 

All of it counts. 
 
Marketing and acquisition cost: You spent money and time attracting that client. 

Maybe it was ads, maybe networking events, maybe the time you invested in 

content creation. That's a real cost that should be factored into whether a client is 

actually profitable. 
 
Tools and infrastructure: The software subscriptions, the website hosting, the 

scheduling tools, the project management platforms. These costs exist whether 

you serve one client or twenty, but they're still real costs that should be covered by 

your pricing. 
 
Learning and development: You invested in training, certifications, and skill 

development that enables you to serve clients. That investment should be 

recouped through pricing. 
 
Administrative overhead: The invoicing, contract management, email 

correspondence, file organization. These aren't billable activities but they're 

necessary costs of running your business. 
 
Unexpected time drains: Some clients need more hand-holding than others. 

Technical issues arise. Miscommunications happen. The best pricing accounts for 

the reality that not everything goes according to plan. 
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When you calculate true cost including all of these factors, you often discover 

you're undercharging significantly. The package you thought was highly profitable 

based on direct costs alone becomes much less attractive when you account for 

everything involved in delivery. 
 
The true cost calculation process: 
 
Here's how to calculate what your services actually cost to deliver. This might feel 

tedious, but I promise you, coaches who do this work make better pricing 

decisions than coaches who skip it. 
 
Start with your most common service package. Let's say it's a 3-month coaching 

program with 12 sessions, weekly email support, and custom materials. 
 
List every hour you spend delivering that package: 

- Session time (12 hours) 

- Session prep (6 hours, estimating 30 min per session) 

- Email support (4 hours over 3 months) 

- Creating custom materials (3 hours) 

- Administrative tasks (2 hours for contracts, invoicing, file management) 

- Unexpected issues and extra communication (2 hours buffer) 
 
Total: 29 hours 
 
Now assign a value to your time. What should you be making per hour as a 

successful coach? Let's say $150/hour. That's 29 hours × $150 = $4,350 in time 

cost. 
 
Add your direct expenses: 
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- Zoom subscription allocation (let's say $15 for 3 months) 

- Email/CRM platform allocation ($10 for the client) 

- Any materials or tools specifically for this client ($50) 

- Payment processing fees (typically 3% of price) 

- Client acquisition cost (varies widely, but let's say $200 for this example) 
 
Direct expenses: approximately $275 plus payment processing 
 
Total true cost: $4,350 + $275 = $4,625 (plus payment processing) 
 
If you're charging $5,000 for this package, your profit margin is less than 10% after 

payment processing fees. That's before you've paid taxes or contributed to your 

own benefits. You thought you were making great margins, but you're actually 

barely breaking even when you account for all costs. 
 
This is why true cost analysis matters. It reveals whether your pricing is 

sustainable or you're accidentally running a low-profit business despite working 

your tail off. 
 
Using true cost to optimize pricing: 
 
Once you know your true cost, you can make strategic pricing decisions: 
 
If your current price barely covers costs: You need to raise prices, reduce delivery 

costs (modify what's included), or stop offering that package. Those are your only 

options. Continuing to deliver at current pricing is just donating your time and 

energy. 
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If you're profitable but below your target margin: Look for efficiency improvements 

first. Can you streamline delivery without reducing value? Batch certain tasks? 

Create templates that reduce custom work? Sometimes you can increase 

profitability without raising prices just by optimizing how you deliver. 
 
If you're hitting good margins: Great! Now check whether you're leaving money on 

the table. If clients regularly say yes without hesitation, you might be underpriced. 

If the market will bear a higher price and you're delivering strong results, consider 

testing a modest increase. 
 
The client profitability scoring system: 
 
Now that you understand true cost, let's create a simple scoring system to 

evaluate whether a potential client is likely to be profitable for your business. 
 
This is particularly useful when you're deciding whether to take on a custom 

project or a client who doesn't quite fit your standard packages. 
 
Here's a simple profitability scoring framework: 
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Client Profitability Scoring Guide 
 

Factor High Profit (3pts) Medium (2pts) Low Profit (1pt) 

Project Scope Well-defined Somewhat clear Vague/evolving 

Client Experience Self-sufficient Needs guidance High-touch needs 

Timeline Expectations Realistic Slightly tight Unrealistic 

Budget Match Above standard At standard Below standard 

Implementation Speed Fast adopter Average speed Slow/resistant 

Communication Style Clear/efficient Moderate needs Constant contact 

Alignment with Expertise Perfect fit Good fit Stretch for you 

 
 
 
Use this scoring system when evaluating potential clients, especially for custom 

work. A client who scores in the "marginal fit" range might still be worth serving if 

you charge premium pricing that compensates for the extra time and energy they'll 

require. But don't fool yourself into thinking you'll make good margins on a difficult 

client at standard pricing. 
 
Strategic pricing adjustments based on data: 
 
Now let's talk about actually adjusting prices based on what you're learning about 

costs and profitability. 
 
If your pattern analysis from the previous section showed certain types of clients 

consistently have higher costs to serve: charge more for that work. You're not 

being greedy—you're pricing appropriately for the actual resources required. 
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If you've discovered some packages have thin margins: you've got three options. 

Raise the price (my usual recommendation), reduce what's included to lower your 

costs, or stop offering that package and focus on more profitable work. 
 
If you've found certain client types are extremely profitable because they 

implement fast and need minimal hand-holding: consider keeping your pricing the 

same to attract more of these ideal clients, or test a modest increase to see if 

demand remains strong at higher pricing. 
 
When to adjust pricing (and when not to): 
 
Don't change pricing constantly—it confuses your market and makes you look 

uncertain. But do adjust pricing regularly based on data: 
 
Annual pricing reviews are appropriate for most coaches. You've got a full year of 

cost and profitability data, you can see clear patterns, and you can make strategic 

adjustments going forward. 
 
Mid-year adjustments make sense if you've discovered your pricing is significantly 

off. If true cost analysis reveals you're barely breaking even, don't wait until next 

January to fix it. 
 
Package-specific changes can happen as needed when you identify specific 

offerings that aren't working profitably. You don't need to overhaul all your pricing 

just to adjust one problematic package. 
 
Communicating price increases without losing clients: 
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If you need to raise prices based on your true cost analysis, existing clients can 

often be grandfathered at current pricing while new clients pay the adjusted rate. 

This maintains relationships while ensuring your business becomes sustainable. 
 
When you do increase pricing, lead with value, not cost. "I've refined my delivery 

process to achieve even faster results" sounds better than "My costs went up so 

I'm charging more." Both might be true, but framing matters. 
 
Remember: clients who genuinely value your work will pay appropriate pricing. 

Clients who only chose you because you were cheap probably aren't your ideal 

clients anyway. 
 
The goal of strategic pricing optimization isn't to charge the maximum possible 

amount. It's to ensure your pricing accurately reflects the true cost of delivery plus 

a healthy profit margin that makes your business sustainable. When you're pricing 

strategically, you can serve fewer clients and make better margins, or serve more 

clients knowing exactly what profitability looks like. 
 
That's the difference between hoping you're profitable and knowing you're 

optimizing profit systematically. 
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Cash Flow Mastery Within Your Profit 
Framework 
 
Here's a situation I see constantly: Coach has great profit margins on paper, client 

projects are genuinely profitable, everything looks solid in the numbers. Then they 

call me in a panic because they can't pay their contractors this month despite 

having plenty of revenue. 
 
Welcome to the difference between profitability and cash flow. 
 
You can be highly profitable while running out of cash, and you can have strong 

cash flow while being unprofitable. They're related but different. Understanding 

this distinction is crucial for complete profit optimization. 
 
Why profit-positive businesses run out of cash: 
 
The fundamental issue is timing. You might incur costs today that won't be 

recouped until your client pays in 30-60 days. Or you're investing in contractor 

work this month that won't generate revenue until next month. Or you've got 

quarterly expenses that hit all at once while your revenue comes in steadily. 
 
Coaches who only track profit per client often miss these timing issues until they're 

scrambling to cover expenses. You've been tracking the revenue-cost-profit 

connection, which is great, but now we need to add the timing dimension. 
 
Cash flow forecasting using your profit data: 
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The good news: you've already got the data you need for basic cash flow 

forecasting. You're tracking when revenue comes in and when costs go out. Now 

we're just organizing that information to see the timing picture clearly. 
 
Start by creating a simple 90-day cash flow forecast. You don't need fancy 

software for this—a spreadsheet works fine. Create columns for each week over 

the next 13 weeks. 
 
In each week, note: 

- Cash you expect to receive (client payments scheduled, recurring revenue) 

- Cash you expect to spend (contractor payments, subscriptions, tools, other 

costs) 

- Net cash flow for that week (revenue minus expenses) 

- Cumulative cash position (starting cash plus weekly net cash flow) 
 
This simple forecast reveals timing issues before they become crises. You'll see 

"oh, I've got three contractor payments due the same week but no client payments 

scheduled" and can plan accordingly. 
 
Managing the timing gap: 
 
There's often a gap between when you deliver value (and incur costs) and when 

you get paid. Some clients pay upfront, which is ideal for cash flow. Others pay at 

the end, which means you're floating the costs of delivery until payment arrives. 
 
Here's how to manage this timing gap strategically: 
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Payment structures that improve cash flow: Upfront payment is always best for 

cash flow. If clients resist paying in full, installment plans can work—but structure 

them so the first payment covers your upfront costs. Don't let clients defer 

payment while you're incurring delivery expenses. 
 
Retainer arrangements for ongoing work: Monthly retainers solve the timing 

problem by providing predictable cash flow. You can plan expenses knowing 

exactly when revenue will arrive. 
 
Deposit requirements: For project work, requiring a 50% deposit before you start 

ensures you're not funding the early stages of delivery out of your own pocket. 
 
Net 15 payment terms instead of Net 30: If clients pay by invoice after delivery, 

tightening your payment terms from 30 days to 15 days cuts your timing gap in 

half. 
 
Building strategic cash reserves: 
 
Even with good cash flow management, you need reserves for the inevitable 

surprises: clients who pay late, unexpected expenses, slow months. 
 
How much cash reserve is appropriate? I usually recommend 3 months of 

operating expenses as a minimum, 6 months if you're truly serious about never 

stressing about cash flow again. 
 
"But that seems like a lot of cash just sitting there!" Yes. That's the point. Cash 

reserves aren't for investing or growing—they're for ensuring you never make 

desperate business decisions because you can't cover next month's expenses. 
 
Here's how to build reserves if you don't have them yet: 
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Each month, calculate your true profit (revenue minus all costs, as you're already 

doing with the Do It Now system). Take 50% of that profit and set it aside into a 

separate reserve account. Don't touch it for operating expenses—it's purely for 

building your buffer. 
 
If you're profitable, you'll build a 3-month reserve within about a year. Once you hit 

that target, you can adjust what percentage goes to reserves versus what you take 

as owner pay or reinvest in growth. 
 
Using your profit visibility to predict cash flow: 
 
Here's where your existing profit tracking becomes powerful for cash flow 

planning. You know your costs per client and your delivery timeline. That means 

you can forecast the cash flow impact of taking on new clients. 
 
If you're considering a new client project, look at your delivery schedule: 

- When will you incur costs? (contractor fees, materials, your time investment) 

- When will you receive payment? (upfront, installments, after delivery) 

- What's the cash flow timing? 
 
You might realize that three new projects starting the same month creates a cash 

crunch because you're incurring lots of costs before payment arrives. With that 

knowledge, you can stagger start dates, adjust payment terms, or make sure 

you've got reserves to cover the gap. 
 
Common cash flow mistakes to avoid: 
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Confusing revenue with cash: Just because you earned revenue doesn't mean 

you've received cash. Until the money is actually in your account, it doesn't help 

with this month's bills. 
 
Ignoring seasonal patterns: Many coaching businesses have seasonal variation. If 

December is always slow, plan for that in your cash flow forecast instead of being 

surprised every year. 
 
Letting clients drift on payment: Every day of payment delay is a day your cash 

flow is worse than it should be. Follow up on overdue invoices immediately, not 

when you realize you need the cash. 
 
Draining reserves for non-emergencies: Reserves are for actual emergencies and 

timing gaps, not for "I really want this new program right now." Keep reserves 

sacred. 
 
Making big investments without cash flow planning: Before you hire a contractor, 

invest in new tools, or commit to any significant expense, run it through your cash 

flow forecast to ensure you can actually afford the timing. 
 
Cash flow optimization checklist: 
 
Once a month, review your cash flow situation using these questions: 
 
1. What's my actual cash position right now (not just profit on paper)? 

2. Looking at the next 90 days, where are my potential cash crunches? 

3. Are there payment terms I should adjust to improve cash flow? 

4. Am I building reserves consistently, or am I spending everything as it comes in? 

5. Do I have any significant timing gaps between costs and payment? 
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6. Are there seasonal patterns I need to account for in the coming months? 
 
These questions take maybe 15 minutes to answer once you've got your profit 

tracking system in place from the Do It Now approach. But those 15 minutes 

prevent the panic of "how am I going to pay my contractors this month?" 
 
Integration with your monthly dashboard: 
 
Your monthly profit dashboard from the Do It Now system should now include a 

cash flow section. Add these elements: 
 
- Current cash position 

- Cash flow forecast for next 90 days 

- Reserve balance and target 

- Payments outstanding (who owes you money and when it's expected) 

- Scheduled major expenses coming up 
 
This keeps cash flow visible alongside profitability so you're optimizing both 

simultaneously. Remember: high profitability with poor cash flow is still stressful 

and limits your options. Complete profit optimization means managing both 

effectively. 
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Monthly Cash Flow Review 
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Month: 
____________    
Current Cash: 
____________    
Target 
Reserve: 
____________ 

    

WEEK 1-4 
FORECAST: 

    

Week Expected Revenue Expected 
Expenses 

Net Cumulative 
Position 

----- ----------------- ------------------- ----- -------------------- 

1 $ $ $ $ 

2 $ $ $ $ 

3 $ $ $ $ 

4 $ $ $ $ 

POTENTIAL 
CASH 
CRUNCHES 
IDENTIFIED: 

    

PAYMENTS 
OUTSTANDING: 

    

Client/Source: 
______________ 
Amount: ______ 
Expected Date: 
______ 

    

MAJOR 
EXPENSES 
UPCOMING: 

    

Expense: 
_______________
__ Amount: 
______ Due Date: 
______ 

    

 

 
 The Complete Profit Optimization Blueprint™ 

 
33 
. 

 



 

RESERVE 
CONTRIBUTION 
THIS MONTH: $ 
____________ 

    

 
 
 
Fill this out monthly as part of your profit review routine. It only takes a few minutes 

once you've got the habit established, and it ensures you're never surprised by 

cash flow issues. 
 
Mastering cash flow isn't about fancy accounting or complex forecasting models. 

It's about consistently paying attention to the timing of money movement and 

planning accordingly. When you've got both profitability and cash flow dialed in, 

you're operating at a level most six-figure coaches never reach. 
 

Expense Optimization: Strategic Spending That 
Supports Profit 
 
Alright, let's talk about expenses. And I don't mean the "cut everything and suffer" 

approach. That's not optimization—that's just being cheap in ways that hurt your 

business. 
 
Strategic expense optimization means analyzing which expenses actually 

contribute to profitability and which ones are just draining resources without 

supporting your ability to serve clients or generate revenue. 
 
You're already tracking expenses through the Do It Now system. Now we're going 

to use that data to make strategic decisions about where to spend, where to cut, 

and where to invest more. 
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The expense audit process: 
 
Pull up your expense tracking from the past 6 months. You're looking for recurring 

expenses and one-time costs. Create a simple list with three columns: Expense 

description, Monthly cost, Profit contribution. 
 
That third column is where the magic happens. For each expense, ask: "Does this 

directly support my ability to serve clients profitably, or is it nice-to-have?" 
 
Some expenses have obvious profit contribution: 

- Tools you use to deliver client services 

- Contractors who create client deliverables 

- Marketing that brings in qualified leads 

- Software that automates tasks and saves you time 
 
Other expenses are less clear: 

- Subscriptions you signed up for but barely use 

- Tools that overlap in functionality 

- "Professional development" that doesn't directly improve client delivery 

- Status purchases that look good but don't generate revenue 
 
Categories for expense analysis: 
 
Break your expenses into these categories for clearer analysis: 
 
Essential delivery expenses: These directly support client delivery and can't be 

eliminated without significantly impacting your ability to serve clients. Your video 

conferencing software, email platform, project management tools that clients 

interact with. 
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Efficiency expenses: These save you time or improve quality, indirectly supporting 

profitability by making delivery more efficient. Automation tools, quality 

contractors, systems that streamline workflows. 
 
Growth expenses: These support client acquisition or capability building. 

Marketing costs, professional development, networking. They don't directly 

support current delivery but invest in future profitability. 
 
Questionable expenses: These might have seemed valuable when you signed up 

but aren't contributing clearly to profitability. The premium version of a tool when 

the free version would work fine. Subscriptions you've forgotten about. 

Overlapping services. 
 
Waste expenses: These are pure drain—no contribution to profitability at all. Often 

this includes old subscriptions you forgot to cancel, impulse purchases of 

"systems" you never implemented, tools you signed up for and never used. 
 
Do this categorization exercise honestly. You'll probably find you're spending 

$200-500 per month on questionable or waste expenses. That's $2,400-6,000 

annually that could be profit instead. 
 
Strategic cutting decisions: 
 
Once you've categorized expenses, here's how to decide what to cut: 
 
Waste expenses: Cancel immediately. No analysis needed. If you're not using it 

and it's not supporting profitability, it goes. 
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Questionable expenses: Apply the 80/20 rule. If you're using less than 20% of a 

tool's features, downgrade to a cheaper plan or find a simpler alternative. If you 

can't clearly articulate how it contributes to profitability, cancel it. 
 
Efficiency expenses: Keep these unless there's a better alternative at lower cost. 

Don't cut expenses that save you time or improve quality just to save 

money—that's usually a false economy. 
 
Growth expenses: Evaluate based on return. Is that marketing spend bringing in 

clients? Is that professional development improving your delivery? If yes, keep it or 

increase it. If no, cut it or change approach. 
 
Essential delivery expenses: Don't cut these unless you're changing your delivery 

model entirely. Your business model requires these costs, so focus on optimizing 

other categories. 
 
The overlap audit: 
 
Here's something I see constantly: coaches paying for three different tools that all 

do similar things. They started with one, tried another, kept both "just in case," 

added a third because it had one feature they wanted. 
 
Look for overlap in your expense list: 

- Multiple project management tools 

- Several scheduling systems 

- Various communication platforms 

- Overlapping marketing tools 

- Similar automation software 
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Pick the best tool for each function and cancel the rest. Yes, you'll lose some 

features. That's fine. The goal isn't having every possible feature—it's having the 

right tools at the right price to support profitability. 
 
When to invest more, not less: 
 
Expense optimization isn't just about cutting. Sometimes you should spend more 

because the ROI justifies it. 
 
Consider increasing spending when: 
 
An expense saves significant time: If a $50/month tool saves you 5 hours per 

month, that's worth $750 at a $150/hour rate. That's a 15x return. Invest in that all 

day. 
 
Quality improvement drives better results: If hiring a better contractor costs 50% 

more but delivers work that gets clients results 2x faster, your profit margins 

improve because clients implement better and need less hand-holding. 
 
Marketing shows clear ROI: If you're spending $500/month on marketing and it's 

bringing in $5,000+ in profitable client revenue, you should probably spend more, 

not less. 
 
Automation eliminates bottlenecks: If you're turning down clients because you 

can't handle more administrative work, investing in automation that frees up 

capacity might be the highest ROI decision you can make. 
 
The question isn't "how can I spend less?" It's "how can I optimize spending to 

maximize profitability?" 
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Expense optimization framework: 
 
Here's a simple framework for making ongoing expense decisions: 
 
Before adding any new recurring expense, ask: 

1. What profit contribution does this provide? (time savings, quality improvement, 

client acquisition) 

2. What's the monthly cost? 

3. What's the ROI based on my hourly rate or client value? 

4. Is there a less expensive alternative that provides 80% of the value? 

5. Is this solving a real problem or just interesting? 
 
If you can't clearly answer questions 1 and 3, don't subscribe. Most "nice-to-have" 

tools stay subscriptions you're not using within three months. 
 
For existing expenses, quarterly ask: 

1. Am I actually using this regularly? 

2. Is it contributing to profitability in a measurable way? 

3. Could I achieve the same outcome with a less expensive alternative? 

4. If I were making this decision fresh today, would I sign up? 
 
If the answer to question 4 is "probably not," cancel it. 
 
The 30-day cancel test: 
 
If you're not sure whether you actually need an expense, cancel it and see what 

happens. Most subscriptions give you 30 days before you lose access completely. 

If you don't miss it within 30 days, you didn't need it. If you do miss it, you can 

resubscribe. 
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This test prevents the "I might need it someday" trap that keeps you paying for 

things you never use. If "someday" doesn't arrive within 30 days, it's probably not 

coming. 
 
Contractor expense optimization: 
 
Contractors are usually your largest expense category after your own time. Here's 

how to optimize contractor spending: 
 
Match contractor level to task: Don't pay expert rates for routine work. Use 

premium contractors for high-impact deliverables, more affordable contractors for 

standard tasks. 
 
Clear scope prevents scope creep: Vague project descriptions lead to more 

revisions, more time, more cost. Tight scopes keep contractor expenses 

predictable. 
 
Batch similar work: Hiring a contractor for one task means they need setup time to 

understand your needs. Batching multiple similar tasks together reduces overall 

cost per deliverable. 
 
Build relationships with proven contractors: Constantly finding new contractors 

means constantly paying the "learning curve" premium. When you find good 

contractors, keep them busy so they prioritize your work. 
 
Strategic reinvestment decisions: 
 
Once you've optimized expenses and improved your profit margins, you'll have 

more cash flow. Here's how to think about reinvestment: 
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Reinvest in things that compound profitability: 

- Tools that permanently improve efficiency 

- Skills that increase your capability 

- Systems that scale without proportional cost increase 

- Marketing that brings in your most profitable client types 
 
Don't reinvest in: 

- Status purchases that don't impact profitability 

- Complexity that makes your business harder to manage 

- "Shiny object" opportunities unrelated to your core business 

- Expansion into areas you haven't proven profitable yet 
 
The goal of expense optimization is creating lean profitability—maximum profit 

margins without sacrificing quality or capability. When you've optimized expenses, 

every dollar of revenue converts to profit more efficiently, which means you either 

work less for the same profit or make more without working more. 
 
That's the compound effect of systematic optimization. 
 

Monthly Strategic Profit Reviews: Making 
Optimization Continuous 
 
Everything we've covered so far—profit pattern recognition, strategic pricing, cash 

flow mastery, expense optimization—it all falls apart if you just set it up once and 

forget about it. 
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Complete profit optimization isn't a destination. It's an ongoing practice of 

continuous improvement. That's what monthly strategic profit reviews are for. 
 
You're already doing monthly dashboard reviews from the Do It Now system, 

checking your profit per client and tracking basic financial health. Now we're 

evolving that into strategic reviews that drive ongoing optimization. 
 
What makes a strategic profit review different: 
 
Your current monthly review probably looks at: What revenue came in? What costs 

went out? What was the profit? That's good—it's basic financial awareness. 
 
A strategic profit review goes deeper: What patterns emerged this month? What 

strategic adjustments should I make based on this data? What's working better 

than expected? What's underperforming? What opportunities am I seeing? What 

risks am I noticing? 
 
You're moving from tracking to analyzing to deciding. That's the progression from 

financial awareness to strategic profit optimization. 
 
The monthly strategic review process: 
 
Set aside 30-45 minutes once a month for this review. I recommend scheduling it 

for the same day each month (like the first Friday) so it becomes automatic rather 

than something you fit in "when you have time." 
 
Don't do this review when you're tired or distracted. This is strategic thinking time 

that directly impacts your profitability. Treat it like a client meeting—because in a 

real sense, you're meeting with your most important client: your business. 
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Seven questions for strategic profit reviews: 
 
These questions structure your monthly review to ensure you're covering all 

optimization dimensions: 
 
1. What were my most and least profitable clients this month? 
 
Look at the profit margin data for clients you completed this month. Are you seeing 

the patterns you identified earlier holding true? Any surprises? If certain client 

types are consistently more profitable, that's signal to pursue more of that work. 
 
2. How did my actual costs compare to what I estimated? 
 
Did any projects run over budget? If so, why? Were your estimates off, did scope 

creep happen, were there unexpected complications? This helps you refine future 

estimates and pricing. 
 
3. What's my current cash flow position and upcoming forecast? 
 
Update your 90-day cash flow forecast. Are there upcoming timing crunches you 

need to plan for? Is your reserve building as planned? Any payments overdue that 

need follow-up? 
 
4. What expenses did I incur that didn't contribute to profitability? 
 
Review this month's spending. Were there purchases you regret? Subscriptions 

you didn't use? Spending that could be cut or optimized? One unproductive 

expense identified and eliminated per month compounds significantly over a year. 
 
5. What strategic opportunities am I seeing based on this data? 
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Maybe you're noticing a particular type of client is extremely profitable and you 

could attract more of them. Maybe you've optimized delivery enough that you 

could take on an additional client without proportional cost increase. What does 

the data suggest you should pursue? 
 
6. What adjustments should I make to pricing, delivery, or client selection? 
 
Based on this month's results, are there specific changes to make? A package that 

needs repricing? A delivery process that could be more efficient? A client type you 

should stop accepting? Don't feel pressured to make changes every month—but 

when the data clearly suggests an adjustment, make it. 
 
7. Am I on track for my quarterly and annual profit goals? 
 
Step back from the monthly details and look at the bigger picture. Are you trending 

toward your profit targets? If not, what strategic adjustments could get you back on 

track? If you're exceeding targets, what's working that you should do more of? 
 
Answering these seven questions thoroughly takes 30-45 minutes and gives you 

strategic intelligence that most six-figure coaches never develop. 
 
Translating insights into action: 
 
The review doesn't end with insights. It ends with decisions. 
 
After answering the seven strategic questions, make a short list of specific actions 

to take based on what you learned: 
 
- "Adjust pricing for [specific package] based on true cost analysis" 

- "Pursue more clients similar to [profitable client type]" 
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- "Cancel [underutilized subscription]" 

- "Follow up on [overdue payment]" 

- "Refine delivery process for [specific service] to reduce time by [X hours]" 
 
Keep your action list short—3-5 items maximum. You want strategic adjustments 

you'll actually implement, not an overwhelming list you'll ignore. 
 
The next month's review starts by checking: did I implement last month's strategic 

actions? If not, why not? This creates accountability to actually optimize rather 

than just analyzing. 
 
Quarterly strategic planning integration: 
 
Every three months, do an expanded strategic profit review that looks beyond 

monthly tactics to longer-term patterns. 
 
Quarterly reviews focus on: 

- Overall profit trend: increasing, stable, or declining? 

- Which strategic initiatives from the past quarter had the biggest impact on 

profitability? 

- What should be the profit optimization priorities for the next quarter? 

- Are there significant changes needed to pricing, positioning, or service delivery? 

- How are profit margins comparing to targets? What adjustments would improve 

them? 
 
Quarterly reviews take 60-90 minutes but provide the strategic perspective that 

monthly reviews can't capture. You're looking at bigger patterns and making more 

significant strategic decisions. 
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Common strategic review mistakes: 
 
Skipping reviews when you're busy: This is when you need strategic reviews most. 

When you're overwhelmed with client delivery, that's precisely when you need to 

evaluate whether you're serving the right clients at the right pricing. 
 
Only reviewing when things are going poorly: Strategic reviews aren't crisis 

management. They're optimization. Do them consistently whether things are going 

well or struggling. 
 
Collecting data without making decisions: The point isn't to admire the numbers. 

It's to use them for strategic advantage. Always end reviews with concrete 

decisions and actions. 
 
Making dramatic changes based on one month: Look for patterns across multiple 

months before making major adjustments. One anomaly doesn't indicate a trend. 
 
Optimizing for top-line revenue instead of profit: You're tracking profit per client 

and overall profit margin for a reason. Don't get seduced by revenue growth that 

doesn't translate to profit improvement. 
 
Building the strategic review habit: 
 
If you're not used to strategic thinking time, this might feel unnatural at first. You 

might feel like you're "not doing anything productive" because you're analyzing 

rather than executing. 
 
Push through that discomfort. Strategic thinking is productive. In fact, 45 minutes 

of monthly strategic review often drives more profit improvement than 20 hours of 

unfocused execution. 
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After 3-4 months of consistent reviews, it becomes automatic. You'll start noticing 

patterns throughout the month because your brain is primed to look for them. 

You'll make better in-the-moment decisions because you've trained yourself to 

think strategically about profitability. 
 
That's when optimization becomes embedded in how you run your business rather 

than something you do occasionally. 
 
Integration with your existing systems: 
 
Your monthly strategic profit review builds directly on the Do It Now Profit System™ 

foundation: 
 
- You're using the Client Project Financial Trackers you've been maintaining 

- You're reviewing the monthly dashboard you've already built 

- You're analyzing the revenue-cost-profit connections you've established 

- You're applying pattern recognition to data you're already collecting 
 
You're not creating new tracking systems. You're using existing data more 

strategically. That's why this optimization blueprint works—it builds on foundations 

you've already proven work rather than requiring you to start over. 
 
The strategic review habit is what transforms "I can see my profit" into "I 

systematically optimize my profit." That transformation is the difference between 

coaches who briefly improve and coaches who continuously compound their 

profitability over time. 
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Scaling While Maintaining Profit Margins 
 
Let's address the question I know you're thinking about: "Once I've optimized 

profitability at my current level, how do I grow without destroying my margins?" 
 
Because here's what usually happens when successful coaches try to scale: they 

add revenue but their profit margins compress. They take on more clients or launch 

bigger programs, but somehow they're not making proportionally more profit. 

Sometimes they're actually making less profit per hour worked despite higher 

revenue. 
 
That's not scaling. That's just working harder. 
 
Complete profit optimization includes knowing how to grow while maintaining or 

improving margins. Here's how. 
 
Understanding margin compression: 
 
Margin compression happens when your costs increase faster than your revenue 

as you scale. Common causes: 
 
Complexity overhead: More clients means more coordination, more 

communication, more administration. These costs aren't always obvious but 

they're real. 
 
Quality maintenance costs: To serve more clients without sacrificing quality, you 

need better systems, more capable contractors, more robust processes. All of that 

costs money. 
 

 

 
 The Complete Profit Optimization Blueprint™ 

 
48 
. 

 



 

Founder time bottleneck: You can only personally deliver so much. Past a certain 

point, growth requires delegation, which means paying others to do work you were 

doing yourself. 
 
Marketing cost increases: Often the "easy" clients come first. Continuing to grow 

means spending more on acquisition or accepting slightly less ideal clients. 
 
The key to scaling while maintaining margins is anticipating these cost increases 

and structuring growth to handle them. 
 
Scaling strategies that preserve profitability: 
 
Leverage group delivery: One-on-one coaching might be highly profitable at your 

current volume, but it doesn't scale well. Group programs let you serve more 

clients without proportional time increase. If structured properly, they maintain or 

improve profit margins. 
 
Productize your service delivery: The more standardized your delivery process, the 

more efficient you can be. Custom solutions might feel premium, but standardized 

frameworks with customization options often produce better margins at scale. 
 
Strategic automation: Invest in automation that eliminates repetitive tasks. Email 

sequences, scheduling systems, onboarding processes—anything you do 

repeatedly is a candidate for automation that improves margins. 
 
Tiered service offerings: Not every client needs your full attention. Create premium 

tiers for clients who want high-touch service and more affordable self-serve 

options for clients who want your methodology without paying for your time. 
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Build intellectual property: Tools, templates, frameworks that clients can use 

independently reduce the time you spend on each client without reducing the 

value they receive. This directly improves profit margins. 
 
When to say no to revenue opportunities: 
 
Complete profit optimization means knowing when not to grow. Sometimes the 

best decision for profitability is declining opportunities that would increase revenue 

but destroy margins. 
 
Consider saying no to: 
 
Custom projects outside your core expertise: These require learning curves that 

eat into profitability. Unless you're strategically expanding into a new area, custom 

work outside your strength zone rarely maintains good margins. 
 
Clients who don't fit your profitable profile: Remember the pattern analysis work? 

You know which types of clients are most profitable. Accepting clients outside that 

profile for the sake of revenue usually backfires. 
 
Growth that requires infrastructure investment you can't sustain: If taking on more 

clients means hiring full-time staff or making major system investments before 

you've proven the revenue, you're taking risk that could crush profitability if things 

don't work out. 
 
Opportunities that distract from your core business: That speaking engagement 

might seem like a great opportunity, but if it takes you away from serving your 

most profitable clients, the actual profitability math might not work. 
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The hardest part of profit optimization is often declining opportunities that look 

attractive on the surface. But strategic no's protect the yes's that actually drive 

profitability. 
 
Building sustainable profit optimization habits: 
 
Everything in this blueprint works if you maintain the habits. It falls apart if you 

implement it once and drift away. 
 
Here's the minimum maintenance required for sustained profit optimization: 
 
Weekly: Update your Client Project Financial Trackers with current costs and 

revenue (15 minutes) 
 
Monthly: Complete your strategic profit review, answer the seven key questions, 

make strategic adjustments (45 minutes) 
 
Quarterly: Expanded strategic review looking at bigger patterns and planning next 

quarter priorities (90 minutes) 
 
Annually: Comprehensive pricing review, client profile analysis, major strategic 

planning (half day) 
 
Total annual time investment: about 16 hours per year. That's less than 2% of your 

working hours creating the strategic intelligence that optimizes the other 98%. 
 
If you maintain these habits consistently, profit optimization becomes embedded in 

how you operate rather than something you think about occasionally. 
 
The compound effect of optimization: 
 

 

 
 The Complete Profit Optimization Blueprint™ 

 
51 
. 

 



 

Here's why complete profit optimization is worth the effort: improvements 

compound. 
 
Optimize pricing by 10%, you permanently increase profit margin on every future 

client. Improve delivery efficiency by 20%, you permanently reduce costs on every 

project. Identify and pursue your most profitable client types, you permanently tilt 

your business toward better margins. 
 
Small optimizations in multiple areas compound into significant profit improvement 

over time. A coach who optimizes systematically for a year typically improves 

overall profit margin by 20-40% without working more hours or dramatically 

changing their business model. 
 
That's the power of taking basic profit visibility from the Do It Now system and 

extending it to complete optimization. You're not just seeing your profit—you're 

actively maximizing it across every dimension of your business. 
 
Where to go from here: 
 
You've completed The Complete Profit Optimization Blueprint™. You understand 

how to recognize profit patterns, optimize pricing strategically, master cash flow, 

optimize expenses, conduct strategic reviews, and scale while maintaining 

margins. 
 
The next step is implementation. Start with profit pattern analysis—that gives you 

quick strategic insights from data you already have. Then move systematically 

through the other pillars, implementing one at a time rather than trying to optimize 

everything simultaneously. 
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Within 60-90 days of consistent implementation, you'll have transformed from a 

coach who can see profit per client to a strategic profit optimizer who makes 

data-driven decisions that consistently improve margins. 
 
That's not just a better business. That's a better life. Because when you're 

genuinely profitable and know it systematically, you're no longer hoping things 

work out financially. You know they will, because you've got the data and the 

frameworks to ensure it. 
 
That's what complete profit optimization delivers. Not just better numbers, but 

genuine confidence and control over your business financial health. 
 
Go implement this. Your future self—the one looking at consistently strong profit 

margins while working fewer hours—will thank you for it. 
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