
How to manage the
current financial 

situation



Financial perspective



Finance is not
always fun

The following may
attract more 
attention:

• Staff

• Clients

• Matters

• Innovation





Staff
Clients 

Matters or LPM

Funding

Innovation
and projects

Laat Finance dan de 
blauwe lijnen regelen



Crisis?

Response: Cutting
costs!

On what?
- Fixed costs: influence

= limited/Long term
- Other costs easily

decreased?



Take some
distance and
analyze with
the map



The green lines: Staff





Recruit and keep

Knowledge

Productivity

Efficient use of support staff

Capable and profitable
shareholder?

Leverage
Flexible

Inflation wages and lowering bonus
to performance

Saved holidays



The yellow line: 
LPM or matter 
management



Why are 
collections
often so much
lower than
expected and
time spent?



LPM =

• Better preparation
• Scoping

• Planning

• Staffing

• Budgetting

• Managing the matter according to plan

• Delivery and evaluation

• Communication with the client from start to end





Preparation

Execution Delivery
Evaluation

Communication with team and client

Prevent:
Price > budget and/or
Delivery < promise

= LPM
= Client satisfaction



Black line: Funding





To obvious: Billing and collection

Funding by
leavers

Good for the money or
Payment in advance

Non-paying customer
No pressure = no payment

Now or later?



The pink line: 
Innovation





How much room for investments, when paying out all profit

How to remain relevant?

Unique knowledge is valuable

Future profit > expense now



The red line: Clients



Product-life cycle – Where do you stand?

Rates

cost of sale

Innovation

Cash cow

Commodity “Strategic 
product”
= bleeder





Rates in times of heavy inflation



What does 
your client 

value most?

Source: Nisus – Brand promises
And service realities



Rates

AFA and risk

Revenue = key

Profit
margin

Definition:
Client =
Person or 
company who
pays the bills



Summary

Cost management: limited results

Lowering incentives = lowering revenue

What does the client value?

- Expertise

- Delivery and process management

- Customer intimicy

Revenue is key



And what to
do when revenue

decreases and
billable time is low?



• Billable time is todays
revenue

• Non billable time is 
tomorrows income:
• Commerce
• Knowledge
• Innovation

• Invest in the firm for
better times


