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— INTRODUCTION —

uring my 20-year career as a solo practitioner who works with

major organizations, consulting firms, and other solo practi-

tioners, I've been asked two questions far more than any oth-
ers: How do I establish value-based fees, and how do I manage my time
so that I build a seven-figure practice with no emplovees and plenty of
leisure time?

The first question I've answered in several bocks and scores of ar-
ticles and interviews. But the second has neveirbeen comprehensively
treated until this Toolkit.

I've included herein, with my permission for you to appropriate
and modify for your purposes (and a web site to visit to download
whatever forms you need), checklists, forms, and templates that will
save you an enormous amount ¢£ time (I estimate more than a month a
year) and dramatically enkance your professionalism and productivity.
You can read this like a'book, or refer to it like a reference manual, or
seek out methods o 1miprove still further those areas in which you're
already proficient:

There is no-particular sequence that's important; the sections are
not in any particular order, but instead serve to organize elements within
common boundaries. I've tried to provide maximum support with mini-
mum interference. Most elements have a brief narrative explaining the
“why,” then a checklist, commentary, and one or more templates (where
appropriate) to demonstrate the “what” and the “how.” The “when,” of
course, is up to the reader’s needs, interests, and, frankly, discipline.

The commentary sections are my biases about what might make
the best sense, and I have no financial connection to any of my recom-
mendations (other than perhaps coincidentally owning stock in some
of the companies). You needn’t follow my specific recommendations,
but I think I owe you my best experiences.

XV



Xvi INTRODUCTION

My intent is that you use the checklists as appropriate for daily
and short-term planning and quality assurance, and use the templates
as needed for actual tactical implementation. For example, the tem-
plates for creating an article, a follow-up letter, or an invoice can save
you hours of time every week.

I stipulate here that you may have some better ideas than I in
some of these areas, or can think of additional areas that need treat-
ment (and I urge you to write to me or the publisher so that we may
consider these possibilities for future editions), but I believe that
there are a dozen or more techniques here that you can use immedi-
ately to improve your business and your life. Hence, the goal is neither
all-inclusiveness nor perfection, but merely success. Select those forms
and checklists that improve your approaches, and ycur.success will
increase immediately.

Although this is a different type of book for-me«, that goal of suc-
cess is a common theme through all of my wc. k. People told me that I
could never succeed as an independent consuitant, much less make a
million dollars and more working out-of my home. I didn’t believe
them, because they had no evidence thiat I couldn’t succeed, and I de-
spise that kind of projected pessimism. They were wrong, but they
would have been right if I hadn’t chiosen to go my own way.

I'm here to tell you that vou can succeed more than you ever an-
ticipated—more than I Lave succeeded—if you simply apply those as-
pects of this book that for you, personally, represent immediate
improvement. I'mi-narpy to be on that journey with you, and wish you
the same marvelous experiences I've enjoyed in this great profession.

Alan Weiss, PhD
East Greenwich, RI
June, 2005



