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INDEX 205

80/20 rule, usage, 169–174

A

A-B-C designations/ease, 148–149,
169–170

Accept-no-defeat mentality, 135
Accountability standards, 17
Achievement awards, 53
Action plan, establishment, 20
Action steps, planning, 95
Actions, 149
Activities. See Everyday activities

categorization, 148–149
joining, 117
leverage, 17
management, 135–141, 162–163

techniques, 149–153
prioritization, 137

Advertising
cost, 25
subcontracting, 10
usage, 100–101

Advertising for Dummies (Dahl), 185
Aerobics Program for Total Well-Being

(Cooper), 139, 185
Alfera, Rick, 164–165
Amelio, Ray, 40–41
Appointments, arranging, 111
Appreciation, importance,

165–166
Architects, relationship, 74
Art of War (Sun Tzu), 21, 186
Articles

examples, 107–108
information content, 104–105
writing, 105–106

B

Background, defining, 32
Back-office processes,

subcontracting, 10
Balanced Scorecard (Niven), 186
Bang! Getting Your Message Heard in

a Crowded World
(Thaler/Koval), 186

Bond, James (business model),
33–34, 51, 63

Breathing, control, 124
Brokerage firm, sale price, 180
Bucket days, 55–56
Building

lease transaction, 74–76
selection. See Office

Business
accomplishment, 183–184
acquisition, importance, 118
adversaries, competition, 97
beliefs, 31–32
buy-out, 183
creation, 19
culture/vision,

creation/continuation,
156–157, 175

definition, 32
departure date, 67
difference/differentiation,

defining, 29–30
downturns, 175
growth, 101, 113, 131
independence, 1, 64
insurance, 20
interaction

names, 30
reasons, 28–29
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Business (continued)
investment, protection, 85–87
knowledge, 124–125
legal format, 20, 83
life, 115
management, 133

pitfalls, 135
meaning, 15
model. See Bond; College

rathskeller; Special Ops
team

creation, 19
positions, filling, 51–52

objectives, 158
onset, 34
owner

direction/purpose, 6
fallacy, 15–16

ownership, forms, 83–84
payment, receipt process,

181–182
people, impact, 16–18
process, defining, 30–31
purchaser, identification,

180–181
reasons, 31–32
receiver, identification, 180–181
sale, 181–183
service, defining, 32
skills

improvement, 154
preparation, 12

space, selection, 69
strategic plan,

creation/implementation,
164–165

valuation specialists, 35–36
Business-to-business service,

providing, 123

Buyer, background/financial
resources (research), 181

C

C corporation, 84
Cafeteria

fringe benefit options, 53
plans, 56–57

Calls, activity, 149
Capitalization, adequacy, 12
Career, 137

attainment, 141
counseling services, usage,  7–8
goals, implementation, 143
objectives, 47–48

CareerJournal.com, 5
Carmichael, Judy, 73
Carnegie, Dale, 113–114,  124, 187
Casualty insurance, 85–86
Cates, Bill, 189
Clearing broker/dealer

identification, 65
usage, 85

Clients
acquisition, 99

networking, impact, 114–118
appreciation educational

outreach, 24
approach, ethical/legal

considerations, 93–95
arrival, 61–62
category, 30
conversion, 93
criteria, 166–167
financial circumstances, 31
gaining, 99–100
interaction, successes, 30
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level, 169–170
list, compilation, 95–96
mailing, success, 96
management, 135, 168–169
meeting, 129–130
questions, 26–27
referral, 128–129
refusal, 167–168
relationship, 93
satisfaction, 168
selection, 119, 166–168
servicing level, 169
signatures,transfer/

authorization, 96
stature, growth, 167
structure, creation, 169–174
totals, 171–172
touch, 174
treatment, 174

Cold calling, 129, 131
Collateral issues, 179
College rathskeller, business

model, 34, 51–52
Commissions, decrease, 63
Communication

medium, creation, 104
relationship, 103
skills, 44–45, 50
structure, 161

Compensation, 39
anticipation, 19

Competition, increase, 63
Competitor weakness,

exploitation, 21–22
Computer hardware

requirements, 62
upgrade, 65

Confidentiality, protection, 
65–67

Consultation, direct mail
(connection), 110–111

Control
importance, 3
points, understanding/usage,

146–147
Conversation

process, 115–118
Cooper, Kenneth, 139, 185
Corporate sponsor, acquisition,

122–123
Corporation, importance, 84
Corps Business (Freedman), 59,

155, 186
Cost-per-lead generation, 106–107
Credit

dissatisfaction, 22
line, need/usage, 79–80

Culture
creation. See Business
defining, 161–162

Customers
acquisition, 99
conversion, 93
criteria, 166–167
gaining, 99–100
level, 169–170
management, 135, 168–169
relationships, 93
selection, 166–168
signatures,

transfer/authorization,  96
structure, creation, 169–174

D

Dagnal, Dana, article, 198
Dahl, Gary R., 185
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Danko, William, 3, 16, 188
Database, maintenance, 96
Day/week planning, time,  146,

154
Dealings, honesty, 128
Decision making, 43, 49
Defined contribution plans,

53–54
Delegation standards, 17
Demonstration, direct mail

(connection), 110–111
Departmental factionalism, 39
Designer, suggestions, 70
Diapering/powdering, 52
Diet balance/maintenance,

importance, 138–139
Differentiation. See Business
Dinner certificate raffle, usage,

120
Dinner lectures, usage, 24
Direct mail

solicitation, 25
usage, 106–114

Direct reports, usage, 159–161
Disability insurance, 53–55
Discretionary system, 173–174
Downturns, management,

175–176
Dress code, 126
Dress for Success (Molloy), 186
Driving Force (Schutz), 186–187
Duck sauce factor, 165–166
Dun & Bradstreet, statistics, 8
Duquesne University, 91–92

E

Economic positioning, 69–70
Education, funding expertise, 32

Educational lectures, 129–130
Educational seminars

experience, 119–120
usage, 25, 118–123

Educational sponsor, acquisition,
121–122

Efficiency experts, 2
Employee

appreciation, 59, 165–166
compensation, 29
education, 57, 58, 122
hiring, 157
liability, 86–87
models, 158
training, 156
validation, 165–166

Employee Retirement Income
Security Act of 1974
(ERISA), 122

Employer
ethics/values, conflict, 1
exit strategy, 61

preparation, 61–65
injunctions, 94

Employment
competition, 94
legal prohibitions, 93–94

E-Myth Revisited (Gerber), 35, 135,
187

Endowment funds, 30
E-newsletters

example. See Fragasso Group
timing, 105
usage, 104–106

Entrepreneur, test, 11–13
Equipment

financing, 79
loans, 77
pricing, 176
usage, 77–78
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Equipment-servicing contracts, 78
Equity

incentives, 5
ownership, 3

Estate planning, 32
Everyday activities, 115
Exercise, importance, 139
Exit strategy, 179

determination, 20
Experience, usefulness, 28–29

F

Fairlie, Robert W., 188
Fallback position, determination,

20
Family, 136

goals, implementation, 142
importance, 139
members, business sale

considerations, 181–183
Federal government, assistance,

89–90
Fee-based investment

management firm, sale
price, 179–180

Fertig, Michael (article), 197
Financial planning, 32
Financial reporting requirements,

182
Financial services industry,

competition, 21
Financial team, usage, 63–64
Financing, arrangement, 20, 79
Five Dysfunctions of a Team

(Lencioni), 185
Fragasso, Robert

articles, 177, 196
information/bio, 217

Fragasso Group
article, 193
direct mail, example, 200
e-newsletter, example, 201–202

Freedman, David H., 59, 155, 186
Freedom of Information Act

(FOIA), 109
Fringe benefits, summary, 58–59

G

Gerber, Michael, 35, 135, 187
Girard, Joe, 187
Goal-oriented plan, activities

adherence, 145–147
Goals

achievement exercise, 142–144
criticism, 144–145
determination, 137
evaluation, 163
implementation, 141–147
interference, countering, 145
reaching, 154
setting, 141–142, 163
writing, 144

Government assistance, 89. See also
Federal government; Local
government; State
government

Graziotto, Peter/Gerri, 114
Great Depression, 2

H

Hackney, Peter, 73
Harari, Oren, 188
Health insurance, 53, 55
Hiam, Alexander, 188
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Hill, Napoleon, 189
Host firm, capabilities, 66
How to Sell Anything to Everyone

(Girard), 187
How to Win Friends and Influence

People (Carnegie), 187
Hug Your Customers (Mitchell),

174, 187

I

Iacocca, an Autobiography (Iacocca),
155, 187

Ideas
brainstorming, 26
creation/forum, 159, 161

Inclusiveness, 70
Incorporation, decision, 83–85
Independence. See Business

evaluation, 9
financial benefits, 3–8
movement, 66
reasons/timing, 1
risk, 8–11

Information on response, direct
mail (usage), 111–114

Information request, 111–112
Initiatives, 44, 49, 175
Instruction material, usage,  123
Internal Revenue Service (IRS)

prize limits, 131
Invasion time, 96–97
Investment

industry, 65–66
management, 31–32
portfolio construction, 71
principles, 31
products, 64

protection, 83
research, 34

J

Job
descriptions, writing, 51
knowledge, 41–42
training, 53

Job-related tools/resources, 53
Just-in-time supplies purchasing,

78

K

Kaplan, Robert S., 165
Karol Company, 173
Kohler, Bill, 124
Koval, Robin, 186
Krakoff, Jeff, 131, 132
Krakoff Communications,

105–106, 131

L

Leadership Secrets of Colin Powell
(Harari), 188

Leadership/delegation, 45–46, 50
Leads, generation, 23–26, 100
LeBoeuf, Michael, 187, 188
Lencioni, Patrick, 185
Letter of credit (LOC), request,

80
Libraries

usage, 92
value, 121
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Life insurance, 53, 54
Life partner, support, 11–12
Limited Liability Company (LLC),

84
Linsco/Private Ledger (LPL), 161
List brokers, helpfulness, 109
Local government, assistance, 91
Long-term leases, 75–76

M

Mailings, productivity, 109
Management

conversation, usage, 156–157
skills, 45–46, 50–51

Managers
levels, 159
performance evaluation, 41–51

Managing directors, meeting, 161
Market niche

selection, 19–23
serving, business (structuring),

23–33
Market turndowns, 173
Marketable skills, incidence, 4
Marketing for Dummies (Hiam), 188
Marketing initiatives, 110–111
Media selection, 101
Meetings. See Clients; Managing

directors
activity, 149
process, 111–113
time, 172

Megatrends (Naisbitt), 174, 188
Micromanagement, fallacy, 155
Millionaire Next Door (Stanley),

3–5, 16, 188
Mirror, Mirror on the Wall, Am I the

Most Valued of Them All?
(Pusateri), 26, 188

Mitchell, Jack, 174, 187
Molloy, John T., 186

N

Naisbett, John, 174, 188
National Compensation Survey

(Bureau of Labor Statistics),
5, 188

Natural foods consumption,
advantage/importance,
138–139

Networking, 114–118
defining, 115
effectiveness, 25
locations, 115
process, 115–118
reasons, 114

Newsletters
timing, 105
usage, 104–106

Newspaper articles/columns,
writing, 106

Niven, Paul R., 186
Non-discretionary system,

173–174
Non-goal-oriented activities, 146,

149
Norton, David P., 165
Not-for-profit resources, 91–92

O

Obstacles, management, 175–176
Occupation, salary examples, 5
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Office
building selection, 72–73
functional example, 70–71
interior design, 69–71
location/image, 65, 71–72

selection, 20
physical positioning, 71

Office space
economy, 72
negotiation, 73–76
remodeling, 75
share, 74

Opinions, influence, 18
Organization, 36

efficiency level, 114
employee structure, creation,

157–162
joining, 117
structure, example, 160

Organizational model, creation,
33–37

Organizational skills, 17
Organizational sponsor,

acquisition, 123
Outcomes, accountability, 156
Owner-centric organization, 37

P

Partnerships, 83–84
death/disability issues, 54–55

PCI Human Resource Consulting,
Inc., 8, 157

Peak Performance Management,
114

People
hiring, 156
management, 135, 154–156

gauge, 17
treatment, 174

Peretto’s Rule, 171
Performance

appraisal, 46, 51
preparation form, 48

factors, 41–46, 48–50
goals, 47

Personal days, usage, 53, 55–56
Personal evaluation program

(PEP), 40–41
Personal goals, implementation,

142
Personal service corporations,

death/disability issues,
54–55

Personal service provider
advertising, 100–101
advice/guidance, 85

Personal skills, improvement, 154
Portfolio

changes, 173–174
management, 29, 32, 168,

173–174
review, 110

Pretax plans, 56–57
Pretax savings accounts, 53
Priming the pump, 128
Proclivity indicators, search, 108
Productivity, fringe benefit

package (usage), 52–58
Productivity-enhancing

opportunity, 173
Profession, skills (preparation), 12
Professional image, 42, 48
Profitability, pressure

increase/control loss, 64
Profits, equation, 159
Property insurance, 85–86
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Prospects, conversion, 23–25
Psychological testing, 7–8
Public relations (PR), 102–104

creation, 104–106
opportunities, 102
subcontracting, 10

Public speaking, 124–127
Pugil Stick effect, 133–135, 165
Pusateri, Leo, 26, 188

R

Radio stations, usage, 101
Reading list, 185–189
Realtors, commission, 73
Recruit Training (Parris Island),

133
Recruitment, fringe benefit

package (usage), 52–58
Referrals, 127–132
Rent escalator clauses, 75–76
Results, evaluation, 162–163
Retention, fringe benefit package

(usage), 52–58
Retirement planning/plans, 30,

52–54, 183
investment management

services, 108
Revenues, recurrence, 179–180
Risk. See Independence

areas, 22
management, 32
reduction, 9–10

Robinette, Christine, 169, 171
Rodgers, Wayne, 73
Rosso, John, 114
Rubber band phenomenon,

77–78

S

S corporation, 84
Salary/bonuses, 52
Sales, Deborah (article), 55, 195
Sales continuum, 23, 26, 100
Schedule, form/example,

150–152
Schroeder, Bill, 133–134
Schroeder, Diana (article), 199
Schutz, Peter W., 154, 186–187
SCORE program, 90
Secrecy procedures, usage, 63
Self management, 136–139
Self-Employed Ownership Rates in

the United States (Fairlie),
188

Self-employment
decisions/questions, 6
difference, defining, 29–30
meaning, 15
planning stages, articulation,

21–22
scenarios, 2
success, 15
test, 11–13

Self-improvement training, 57
Seminars

attendees, opportunities, 119
education process, 127
example, 198
material, preparation, 125
physical preparation, 126
self-preparation, 125–126
self-presentation, 126–127
speaking room/venue

preparation, 125
teaching, 124–127

Service
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dissatisfaction, 22
pricing, 176

Service provider
compensation level, 166
environment, 35

Servicing
investment/time, 172
personnel, addition, 170–171

Sick days, usage, 53, 55–56
Skills training, 53, 57
Small Business Development

Center (SBDC), 91–92
Small Business Economics 2003

(SBA), 8–9
Social life, 115
Software

acquisition, 65
requirements, 62

Sole proprietorship, 83
Special Ops team, business model,

35–37, 51–52
Spirituality, 137

goals, implementation, 
142–143

importance, 140
Spousal support, 11–12
Staffing, 39

anticipation, 19
Stanley, Thomas J., 3, 16, 188
State government, assistance,

90–91
Strategic partnering, 10
Success

attitude, 12–13
requirement, 16

Succession strategy
price, 179–180

purchaser, identification,
180–181

receipt payment process,
181–182

sale considerations, 182–183
Sun Tzu, 21, 186
Supplies

pricing, 78, 176
usage, 77–78

Systems
control, 154
creation, 156

T

Team accomplishment, 52
Team members, compensation,

39–40
Teamwork/cooperation, 45, 50
Thaler, Linda Kaplan, 186
Think and Grow Rich (Hill), 189
Time

fallacies, 15–16
management, 16, 135–136

gauge, 17
tools, 154

organization, 137
Timeline, writing, 63
Timetable

establishment, 20
planning, 95

Training needs, 47
Transition stage, 96–98
Trust, 97–98

reasons, 28–29
Turnover, cost, 53
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U

University of Pittsburgh, 91–92
Unlimited Referrals (Cates), 189
U.S. Marine Corps, 133, 155
U.S. Small Business

Administration (SBA). See
Small Business Economics
2003

assistance, 89–90
self-employment study, 4
web site, usage, 84–85

Utilities/property tax escalation
clause, 75

V

Vacation days, usage, 53, 55–56
Validation, importance, 165–166
Value

enhancement, 23
expression, 26
perception, 23

proposition, uniqueness, 32
Value-added differences,

conceptualization, 22
Value-engineering project, 173
Vision, creation. See Business
Voicu, Andrei (article), 194–195

W

Walk-ins, 100
Wall Street Journal Executive Career

Site, 5
Web sites, usage, 28–29
Weldon, Joel, 138
Wellness training (education/

opportunities), 53, 57
Wetzel, Bernie, 164–165
Worker compensation, state

regulations, 86
Workforce growth management,

59
Working Smart (LeBoeuf), 189
Writing, importance, 147
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ABOUT THE
AUTHOR

Robert Fragasso is the founder and president of The Fragasso
Group, Inc., an investment management and financial plan-

ning firm located in Pittsburgh, Pennsylvania. He has 33 years expe-
rience in his field. But, until nine years ago, he housed his team
within a large national organization. This guide to independence for
the personal service provider is based on his 33 years of experience
in creating a top-tier financial services firm within an extremely com-
petitive, fragmented, and crowded industry. This guidebook contains
the hard-won lessons he learned in breaking off his team into his own
company. Fragasso feels that, by providing you with this guide based
on his real life experiences, you too can build a business of your own
in your chosen area of personal service. Be you attorney, accountant,
architect, medical services provider, or management consultant, you
can plan, create, and manage your own business successfully and cap-
italize on the strength of being smaller and flexible.

You can contact Bob at robert_fragasso@fragassogroup.com.
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