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Boot camp, sales training and,

95–99
Booz Allen, 200, 203
Branch office model, 71
Budgeting, 369–375
Budgeting process, 211
Business, development, 121–142

driving, 137
Business portfolio chart (Exhibit

13.9), 303

C

Call centers, competing with
larger organizations, 188–189

Capability, 286
Career progression, 212–213
Career track, 219–225

appraisals and, 228–230
elements of, 221–223
nonpartners, 224–225
review, 225
update, 225

Casalan, Sarah, 164
Certifications, vendor, 396
Change, improvement and, 267–268
Change order, 177
Client risks, 324
Clients, managing, 134–137
Coaching, 234–235
Collection strategies, 280–281

Collins, Jim, 272
Commission schedules, 88–89
Compensation, 66–71, 240,

225–228
administration, 347–350
contract negotiations for,

377–380
disclosure, 227
events, timing, 227
negotiating, 254–255

Compliance-based opportunity,
146

Conclusions, reaching, 320
Conservatism, definition of, 353
Consistency, 353
Contract negotiations, 377–380
Contracts, review of (Exhibit

16.4), 399
Cordial, Dale, 273
Core competencies, 434
Cost-based measures, 21
Cost estimates, 375–376
Costs:

controllable, 31–34
definition of, 352
professional, 34–37

Crisis management, 330–331
Customers, identifying, 110–111

D

Decision-making processes, 320
DeCourcey, Marc, 165
Delivery risks, 323–324
Differentiating, the firm, 123–124
Digital globalization, 185
Disclosure, 353
Downtime, 297–298



Index 537

Dudley, George W., 96
Due diligence, vendors, 421–423

E

Efficiency, administrative,
380–381

Enterprise resource planning
(ERP), 308

Enterprise service automation
(ESA), 308

Equity, 62–66
Executive committees, 72–73
Executives, role of, 19–21
Expectations, managing, 134–137
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F
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43–44
managing, 433–465
operations, 445–446
organization of, 436–442
out-of-budget requests, 459–460
projects, 449–454
resources (Exhibit 17.4), 441
sample inventory (Exhibit 17.2),

438
scope of operations (Exhibit

17.6), 446–448
standards, 442–445
steering committee, 460–462
strategies, 433–435

Intellectual property, 143–157
development, 153–155
protecting, 155–156
understanding, 153–156

Intelligence, gathering, 320

Internal risks, 321–323
Interviewing, 250–252
Interviewing, for sales team, 92–93

J

Job description, sales, 90–92
Jonassen, Jim, 162

K

Kautz, Judith, 181
Kotler, Philip, 145
Krueger, Mark, 50

L

Labor, value of, 355
Lateral hires, 249–250
Lawsuits, causes of (Exhibit 16.3),
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assignment rights, 394
certifications, 396, 429
contracts, 392–396
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