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DIAGNOSTIC
PROFIT AND CAPACITY

KNOW WHERE PROFIT IS EARNED, WHERE IT LEAKS, AND WHAT TO CHANGE NEXT.

THE PROMISE

In four weeks, you get a clear, defensible view of how profit is actually
generated and lost across clients, projects, and delivery, plus a practical

roadmap to improve margins without adding headcount.

Online. No theory. No generic advice. Just clarity you can act on.

WHAT THIS DIAGNOSTIC DELIVERS

By the end of the engagement, you will be able to answer questions that currently rely

on instinct:

e Which clients and projects genuinely generate profit, and which quietly destroy it
e Where delivery effort is misallocated, wasted, or over-concentrated

e Why utilization looks high, but margins remain weak

e Which changes will have the biggest impact on profit, and in what order

e How accurate is your overhead and pricing

WHAT YOU WALK AWAY WITH

o A clear view of profit by client and project, explained in plain business terms
o A factual understanding of how capacity is being consumed and misused

e A pricing methodology

e A roadmap that shows what to fix first, and why
o A working session with leadership to agree decisions, trade-offs, and next steps

o A bullet proof pricing methodology

This is designed to drive action, not sit in a drawer.

WHO THIS IS FOR

Communication services firms (agencies, PR, consulting) who:

e Have strong revenue but weak margins

e Run overworked teams with no clear capacity view

e Make decisions from partial or unreliable data
e Worry that poor visibility will hinder business growth

And who:

e Track revenue by client/project (even if messy)
e Are willing to run simple time/capacity tracking for 4 weeks if needed

THE 4-WEEK PROCESS

WEEKS 1-2: ESTABLISHING TRUTH

WEEKS 3-4: ANALYSIS & ROADMAP

e We ingest your GL, timesheets, and
project data to create a trusted baseline

e We interview key stakeholders to
understand the gap between system data
and delivery reality.

e Install lightweight tracking where required
to generate reliable signals

e We map client and project profitability to
expose margin leakage.

e Assess how capacity is actually used,
including overload, underuse, and low-
value work

e Build a prioritized improvement plan
focused on margin, control, and
sustainability

The goal is not perfection. The goal is enough truth to make good decisions.
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