
 
 

Working with Owners and Managers of Technical Services Firms since 1997 

Value Enhancer #5 

Take the Time to Work On Your Service Business.   
It’s worth the effort. 

 
As your firm becomes successful and grows, you will need to delegate many of the 
responsibilities associated with project management and technical services.  A 
growing firm requires a leader who is less involved in ongoing projects and more 
concerned about the overall performance and future direction of the firm. In other 
words, you need to work On the firm.  Not in it. 

Here are common subjects and services involved in working on your business: 

 Strategic Planning - Quarterly meetings lasting 3 to 4 hours to discuss the 
business’s strategy for growth – for 1 year; 3 years; and 10 years.  The meetings 
are participated in by Owners(s) and Senior Managers. Together we address the 
firm’s Vision, Core Values, Goals, Hurdles, Strategies, and Action Plans. I 
prepare the meeting agenda, facilitate the meeting, take notes, prepare an action 
plan for the next quarter, and monitor progress on action items each month. 
This focused planning process increases revenue, profits, and grows value.  It 
also assigns accountability.  

 Growth Management involves assistance with identification, prevention 
and/or solution of common growing pains.  These “headache” issues are 
commonly related to cash flow; budgets; employee hiring and retention; 
forecasting sales; profitability; client retention; team building and leadership  
development; improving the firm’s culture; internal communications; new 
business development; individual accountability; and other challenges.  The 
work begins with confidential discussions with you and your key staff to better 
understand the current challenges.  The problems are resolved through the 
Strategic Planning process.    



 Succession Planning – If you want to transition ownership of the business in 
the next 5 to 10 years, it’s time to begin the succession planning process. Why? 
In the case of an internal transition to a family member or key employee, it 
takes time to identify and mentor your successor.  Plus – it takes time to build 
your bench strength. If the owner chooses to sell to a strategic buyer, it takes 
time to identify the right buyer and make the numbers deliver maximum value.  

 Delegation ‐  "entrusting someone else to do parts of your job"  If you want to 

grow,  you will  find  it  easier  if  you have  someone  to delegate  tasks  to.    If  a 

third‐party sale or an internal succession is in your future, the next owners will 

be  looking  at  how  and  particularly  to whom  you  delegate.  There  are  three 

elements to delegation:  

o Authority can be delegated.  
o Responsibility cannot be delegated, but It can be assigned. 
o Accountability means obligation. Accountability is the moral 

compunction to meet the goals of the project.  
 

It would be good if you had someone or several people at your business who you                  
felt comfortable entrusting to do parts of your job. 

 

The Work-On-It (WOI) Program is for owners and managers of technical 
service businesses that are growing or want to grow.  The program is built on my 
experience as purchaser, owner, builder and seller of technical services firms. The 
experience gained from over 20 years working directly with Owners of service 
companies as they grow and reach their goals has also been very helpful.  Why not 
minimize your stress by anticipating the challenges as you increase the size and 
value of the firm?  Work with an experienced brainstorming partner, an objective 
sounding board, and someone to hold you accountable.   

Give yourself a boost.   You’re worth it! 

Call or email anytime:  Doug Hall, W D Hall Company 

PO Box 2483, Fredericksburg, Texas 78624 

512-306-8444   wdhall@gmail.com    www.wdhall.com 


