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The measure of a successful enterprise is the ability to create lasting value for the client while also 
maximizing and sustaining profitability.  Indeed, other important measures that support the financial 
perspective of advancing the owner’s investment include the ability to measure customer satisfaction, 
operational excellence, and growth through agility.  The big question of any responsible firm is how to 
design business models that generate growing revenues while minimizing costs and yielding maximum 
profit.  Professional service firms, such as CPA and management consultancies, earn revenue by charging 
their clients for services rendered and earn net profits by subtracting overhead and compensation from their 
revenues.  This paper presents a new business model called the Performance Pentagon helping owners 
maximize profit per partner (PPP) by analyzing these five key performance indicators: productivity; 
realization; leverage; overhead; and compensation.  Organized in four parts, we deliver a historical context 
of how the consultancy profession contends with the delicate balance of professionalism and 
commercialization.  The second part illustrates how the Performance Pentagon measures the five variables 
that contribute to profitability.  In part three, we include a case study that analyzes a firm’s implementation 
of the Performance Pentagon increasing PPP.  We conclude with further applied lessons for consultancies 
on improving their processes for budgeting, managing and evaluation. 

Keywords:  Performance Pentagon; Advisory Services; Profit Per Partner; Profitability; Productivity; 
Realization; Leverage; Overhead Compensation.   
 
 

The Book Keeper

and profit 
per partner

assuring advising


