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Before You Read This… Go For
a Walk! And Here’s Why…

May 7 - Member coaching call
(Recording in Archives section)
May 15, Edge Newsletter in your
mailbox
May 17 -“Getting Pricing Right”
course launches. (Details to follow)
June 4, Member coaching call
June 15, Edge Newsletter in your
mailbox
July 1, Enrollment for inaugural
IDMBA Program
November 19-20, annual online IDEAS
Conference

Why have so many successful people
taken long walks to get their best
thinking done? Steve Jobs did all
important job interviews on long
walks through the hills of Silicon Valley. Even going back a few
centuries, John Adams walked five miles each morning and remained
highly productive well into his 80s.

I know that since “sheltering in place,” I have found daily walks the
absolute key to keeping my sanity and lowering my stress level. Unlike
John Adams, I take a digital recorder with me and get all of my
concerns and ideas on “tape.” I never listen to those tracks, but it
clears my brain.
As the weather began to warm, I found myself spending more and more
afternoons swimming laps in my pool instead of walking. It’s great
exercise, but I noticed that my stress level was increasing. So, too,
was my blood pressure when I finally broke down and took it. Then I
started walking again and everything was reset back to normal. So, I
wondered if it was just me, and sure enough, it’s not.
The first
presented
free flow
the goals

article I found was from Psychology Today Magazine, which
the results of a study showing that “Walking opens up the
of ideas, and is a simple and robust solution to
of increasing creativity and increasing physical activity.”

In an additional study of 51 people, walking during lunchtime
significantly increased how much they enjoyed their work in the
afternoon. This, in turn, led to better concentration and energy
levels. Blood flow to the brain is increased when walking. This socalled, “cerebral blood flow” is crucial for cognitive performance.
At the opposite extreme, test results indicate that prolonged
uninterrupted sitting in healthy desk workers reduces cerebral blood
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flow. However, this is quickly offset when frequent short-duration
walking breaks are incorporated.
Ambulation, or walking around, was also found to promote positive
affect/emotions, in a study that was successfully replicated three
times.
From the study: “Taken together, the experiments demonstrate that
incidental ambulation systematically promotes positive affect
regardless of the focus on such movement, and that it can override the
effects of other emotionally relevant events such as boredom and
dread. The findings hold key implications for understanding the role
of movement in shaping affect as well as for clarifying the embodied
nature of emotion.”
Summary of scientifically proven benefits of walking:
• Anxiety and tension are reduced after walking
• Walking substantially enhances creativity
• 100% of students studied were more creative walking than sitting
• Improved mood
• Increased concentration
• Improved cerebral blood flow
• Increased energy levels
• Walking Boosts Productivity
• Listening to audiobooks and walking are great ways to learn about
the world, specifically business, history, and society.
It’s fine to listen to birds or study flowers when you walk, but it’s
also okay if you want to work while you walk. There’s equal benefit
for the person who’s trying to get away from work, and the one who is
listening to audio books or even answering emails on their phone. Or
even talking on that phone. (Do people still do that?)
I realize that not everyone has the same access to great walking
trails. We have Edge members in rural Idaho, and in Manhattan highrises. Very different walks. But the studies make clear that even just
walking around your office (or spare bedroom!) off and on during the
day instead of sitting, can make a big difference.
Okay. . . back from your walk? Then let’s move on!

What is Success?
Whether or not you’re a sports fan, you may be aware that the big
sports network, ESPN, has been running a 10-part documentary on the
legendary basketball player, Michael Jordon. It has, of course, been a
ratings bonanza since there’s almost no other sports on to watch!
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While it is well documented that Jordon won six NBA championships (and
just happened to be the most valuable player each time) what is less
well documented is the record of his famous coach during that time, a
man named Phil Jackson.
In fact, Phil doesn’t just share those six championship rings; he has
five from coaching a different team and two as a player, for a total
of 13 rings! Makes Jordon’s six look sort of puny.
Anyway. . . Jackson is a Zen-like philosopher, not the hard-driving
coach you might imagine. When he was being interviewed about what an
incredible success he had been, he gave what I found to be a novel and
powerful answer. Phil said:
“You are only a ‘success’ at the moment you perform a
successful act. Success is not about the past, but only
about the present moment.”
Have you ever thought about that? I mean, we almost always talk about
“success” in the past tense. I know I’m guilty of it. How often have I
written about the “successful design firm?” And by that I mean one
that produced certain financial results last year, or over the past
decade.
But would that be a “successful” firm if they were no longer
performing successful acts today? And today, those successful acts
could be very different than the ones of the past. Today it might be
developing contact plans to get face-to-face with clients again. Or
working with key vendors to make sure deposits are safe and inventory
is ready to ship. Or working with employees to get through this
current crisis.
Intrigued by this subject I did a little more research and found an
article in the Harvard Business Review from some years ago that made
the same observation about “greatness.” It made the point that is
obvious on the surface, but little talked about; anyone who achieves
“greatness,” say at the Olympics, actually achieved that greatness
many years earlier when they were sweating and toiling alone on the
track or in the gym.
Michael Phelps looked like he was achieving “greatness” when he won
all of those gold medals on TV in the Olympics. But was that really
where he achieved that greatness? Or was it at 6 a.m. in the pool when
he didn’t want to be there years and years prior? And again at 4 p.m.
the same day. And in the weight room. And in the thousands of lesser
events and competitions.
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My point? What you do now—today—especially in these times, is what
defines your success, your greatness. Whatever you want you can have,
but there is a price to pay. Get busy paying it.

Edge Members Score PPP
I haven’t done a survey, so I’m sure there are more Edge members who
received money for the Payroll Protection Plan than the three that
self-reported. But they received $66,000, $77,000 and $150,000
respectively, so good for them.
The even better news is that none of them has experienced a big drop
off in business, so they were not planning to lay off people anyway.
If all goes well, they’ll simply get to keep that money when the loans
are forgiven at the end of the program.
At least that’s the way it’s supposed to work. There is all sort of
news about how it may be trickier than first thought, and working with
the SBA and any governmental agency almost always is. But we’ll stay
on top of it and work together to make sure that none of these Edge
members end up having to give money back.
If you’re interested, the primary issues determining whether the loans
are forgiven are related to accurate accounting and, in some cases,
tax filings. Here’s what Forbes said:
“Loan amounts will be forgiven as long as: 1) Loan proceeds are used
to cover payroll costs, and most mortgage interest, rent, and utility
costs over the 8 week period after the loan is made; and 2) Employee
and compensation levels are maintained.”
The question for small businesses is often related to their accounting
systems and how accurately they are able to document that they adhered
to these requirements. And on the tax front, of course “payroll” is
often the single largest expense line item, and thus a deductible
expense on a design firm’s books.
But can one deduct as an expense payments that were made from money
that was loaned to them? Well, we’re almost certainly going to find
out because lots of PPP beneficiaries are going to do just that and
let the IRS and possibly the lawyers figure it out later.
There’s even the fact that when loans are forgiven, the IRS typically
deems that to be “income” to the beneficiary. Will that Edge member
who received $150,000 have to declare that as income if and when the
loan is forgiven? Probably not, but we are in new territory here and
attention to detail will be required.
The article I’m drawing from is a good one. You can access it here:
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https://www.forbes.com/sites/ronshevlin/2020/05/04/the-looming-paycheck-protection-programforgiveness-nightmare/#2fa014e72e25
Or rather than typing all that, just Google “forbes looming paycheck…”
I’ll also put it in a blog post and there are plenty of other good
sources.

The Kravet Lesson
In our coaching call earlier this month, I presented some important
things that you can learn from a marketing Titan like Kravet. I’ve
gotten a lot of great feedback. . . including from an executive at
Kravet! (Having said that, I have no affiliate, sponsorship, or other
relationship with them.)
The point is that no one knows interior designers better. They know
your concerns and your fears at this point in time and this point in
history. And they genuinely want to help. But it goes further than
that and we have to look no further than the new banner on their
website:

The points I made in the coaching call was that this is a true
masterclass in marketing genius. I would guess that 100 hours of
meetings went into getting every word just right. . . and yet also
keeping those words to a minimum. Let’s look at them point by point:

• You can trust them with your orders and deposits
The word “trust” is going to become exceedingly important in the next
year or two, not only between you and your vendors but between your
clients and you. Kravet goes even further and addresses one of the
most critical concerns I have heard from Edge members——the security
of any deposits you submit. With Kravet, they’re going to be secure.
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• They’re fully operational”
By telling you that their warehouses are open and operational, they
absolve you from having to do due diligence into exactly where their
factories are, etc. Just let them deal with that and, well, “trust”
them!

• More than 90% of their product is in stock and ready to ship
Here’s another hot point with designers——can you get your orders on
time or is their some big chink in the supply chain due to Covid-19.
Kravet is 90% ready to ship!

• They are your partner in design and your “One Resource.”
And they’re also a family and passionate. I made the point in the
coaching call that while it’s obvious that Kravet would like to
increase their market share, I’m happy to give them my business. In
fact, if I were a designer instead of a mentor to designers, I’d
probably use only Kravet for my fabric, and then I would put on MY
website:
•
•
•
•

You can trust ME with your orders and deposits
MY fabric sources are fully operational
More than 90% of MY product is in stock and ready to ship
I am your partner in design and your “One Resource.”

Of course you’ll need some other vendors, if for no other reason than
to cover other key categories like furnishings and accessories. But
one thing that will benefit you now and forever more is to have the
fewest possible suppliers you need to get the job done. You’ll learn
to work with them, have more clout with them, and they will work to
earn your trust. That will serve you well for years to come.

Your Covid-19 Policy
You’ve seen them, right? The little banners across the top of
virtually every website these days? I’m always looking to see what
those with deep pockets, top management, and the most to lose are
doing. Then, I see if we can’t learn a little bit from them. So, let’s
consider in some detail what Hilton is doing.
But before I do that, stop for a moment and think about what’s
preventing you from wanting to stay in a hotel right now? What would
make you feel better? And rest assured, when it comes to something as
simple as whether you believe the hotel actually washes the sheets
between every visit it is, once again, going to come down to trust.
Having had three months to visit with doctors and scientists and
health officials, and thinking about operations and, yes, marketing
and copywriting, here is what Hilton will be offering as of June 1:
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HILTON’S COMMITMENT TO YOU, OUR GUESTS, AS WE NAVIGATE
THROUGH CORONAVIRUS (COVID-19)
As it has always been, the safety and security of our guests
and team members remains our highest priority. We are doing
everything we can to ensure your travel safety and provide
maximum flexibility as the situation around novel
coronavirus (COVID-19) continues to evolve.
We will continue to update this page with the latest
information regarding booking flexibility, Hilton Honors
membership Points and Status, supporting our communities and
workforce, and travel safety.
Health and Hygiene – Updated as of April 27, 2020
Hilton CleanStay with Lysol Protection [Note the branding of
the new services.]
Hilton has developed a global program that will introduce a
new standard of hotel cleanliness and disinfection to ensure
Hilton guests enjoy an even cleaner and safer stay: Hilton
CleanStay with Lysol protection.
The program has been developed with experts from RB, maker
of Lysol and Dettol, brands trusted for safely disinfecting
surfaces. In addition, experts from the Infection Prevention
and Control team at Mayo Clinic will advise and assist in
enhancing Hilton’s cleaning disinfection protocols.
Hilton CleanStay builds upon Hilton’s already high standards
of housekeeping and hygiene, where hospital-grade cleaning
products and upgraded protocols are currently in use. The
program will feature Lysol’s trusted cleaning products,
solutions and training in North America.
RB and Hilton are also exploring opportunities to expand the
program into a global partnership. The program will include:
• Hilton CleanStay Room Seal to indicate that guest rooms
haven’t been accessed since they were cleaned
• Extra disinfection of top 10 high touch areas
in guest rooms including light switches and door handles
• Increased cleaning frequency of public areas
• Guest-accessible disinfecting wipes at entrances and high
traffic areas
• Enhanced cleaning for fitness centers
• Reduced paper amenities (like pads and guest directories)
in rooms
• Enhanced cleaning & other changes to buffets, in-room
dining and meeting spaces
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• Industry-leading contactless check-in and check-out with
Digital Key at more than 4,700 properties globally
• Evaluation of new technologies like electrostatic sprayers
with disinfecting mist and ultraviolet light to
sanitize surfaces and objects
• Enhanced Team Member safety and well-being with personal
protective equipment and enhanced training and protocols
The rollout of Hilton CleanStay will begin at Hilton hotels
worldwide in June 2020.
So once again, we can learn from a master. And the truth is that this
level of detail in describing a new process, with a branded name like
“Hilton CleanStay” can be applied to lots of areas of your business.
Why not give your design processes a unique, proprietary name? Your
procurement process? Your installation process?
But for now, the more direct reference is to you posting your Covid-19
policy on your website, and perhaps delivering it via direct mail and
social media.
Create a policy and let your customers and the public know about it.
Reference or link to directives from your state or local community.
Let them know you care, that you take this seriously. You see these
all day on the websites of big companies and you should have one, too.
Here are some ideas to get you thinking about how you can show your
clients that you take their health, and the health of their families
very, very seriously:
• Your office is deep-cleaned by a professional service weekly and you
or your staff wipe down shared surfaces every day;
• Fabrics and samples handled by staff or clients are segregated for
four days (the longest a virus could live on such materials) before
being handled by the next client;
• You wear masks and gloves during all face-to-face client meetings.
(Optionally)
• Your employees do x, y, z, before appearing onsite…and have
temperature checked
• You require of your contractors a, b, and c.
• You do or do not buy from China
(The last bullet point——the one about China——would require more
discussion than space allows. I wish that China and Covid-19 were not
going to become political issues, but they most certainly are. For
better or worse, there will be clients that will want to know that you
are NOT sourcing from China. It may be hard for you to know that, but
it is something to be prepared for.)
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There has never been a time or a specific area where overdelivering
will go further than with your care and compassion regarding
coronavirus. Even if some clients think you’re overdoing it, no one
will hold that against you. If they think you’re taking it with a
cavalier attitude, there could be problems. Speaking of problems, to
the best of your ability, don’t ASSUME that you know how your clients
and prospect feel about what we’re experiencing as a nation. I’ve been
amazed at how many people I assumed would believe “A” actually believe
“Z”. . . and vice versa.

The Doctor Will See You Now
Many things will come out of our new normal. Of course we’ll all be
more adept at remote communications and some who have been relying on
office space will give it up. They’ll like the expense savings of
letting employees pay their own rent by working from their home
offices.
It’s not ideal for all, of course. Your profession does benefit from
group thinking as you stand around sample tables and white boards, but
as I described in this month’s coaching call, even some percentage of
those activities will go digital as you work to “design service out.”
One Edge member may have given a clue to a powerful potential
marketing method. He has a retail store and when the store was ordered
to close, he immediately started scheduling private appointments with
top clients and prospects. Imagine being invited to having a complete
store all to yourself! He said it worked incredibly well.
That reminded me of another Edge member who has a much smaller store,
but who has also worked on an appointment-only basis for years. The
selectivity no doubt has powerful psychological effects on how badly
clients want to be invited. . . and how much they spend when they
arrive!
Which reminded me of cases I’ve read about jewelry stores and other
high-end retailers that were “appointment only” 100% of the time.
Which made
launched a
Quarantine
summer and

me think, hmmmmm? I wonder what would happen if you
campaign along the lines of, “Ready to Renovate Your
Home? We’re now taking exclusive appointments to discuss
fall projects…”

I’m not ready to flesh out an entire campaign here, just giving you
the tip of what I think could be a pretty big iceberg. It’s a way to
break that ice and make people feel special. Combined with your
Covid-19 policy shown above, it could also be a way to gauge how fast
your individual market is thawing.
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Pay me Now or Pay Me Later
People can pause projects. People can experience economic trauma.
People can even lose their jobs!
None of which has any impact on whether their rugs are fading, or wall
coverings are peeling, or furniture is wearing. None of it has any
impact on whether or not they WANT to make improvements, or build, or
move. It only affects the timing.
Oh, sure, the market and the economy could stay down forever; it just
never has. So, even if your business has taken a short-term hit, it
won’t really matter in the long-term if you take a “pay me now or pay
me later approach.”
My business holds up well during economic glitches because my clients
(that would be you) know that what I offer is an investment, not an
expense. Rather than look at a few hundred dollars of expense, my
clients know that just one idea I bring to them might be worth tens of
thousands. Or more. They also know that they are likely to fare better
in the Covid-19 era with my insights, than without them. Just like the
hundreds who went through the 2008 recession with me, many of whom are
still members of The Edge today.
Of course that doesn’t mean I don’t plan. Doesn’t mean I don’t do my
own “what if?” scenarios. And while doing that, I realized that if
I’ll just set a financial goal for, say, three years, it doesn’t
really matter whether I earn it in neat little monthly increments, all
36 months being exactly the same. Or whether I earn most of it at the
front end or most of it at the back end.
This is even more true of your business, given the roller coaster
nature of sales. But let’s suppose for a moment that your goal is to
gross $4.5 million in sales over the next three years. (Regardless of
whether or not you have committed this to writing.)
That’s an average of $125,000/mo, and let’s suppose that you were
clicking along and had actually averaged that for several months in a
row earlier this year. And then this little virus popped up and some
projects were placed on hold, or maybe even one or two cancelled.
And let’s say your revenue dropped by 50% over the past two months——
and you’re projecting the same for the next two months——monthly
revenue of only $62,500, a pretty big drop.
It’s a drop that really matters if you watch your business month—tomonth. But ignoring cash flow for a moment, what’s the real impact
over that three year horizon?
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Well, it means that you will have a four month cumulative shortfall of
$250,000 in sales. Which means that if you were to recapture all of
that in Year 3 of this plan, your average month would have to be about
$146,000, not $125,000.
I suspect, like me, your first thought is that that’s not really a
very big difference. It’s an increase of only 17% and I’m betting
you’ve had many swings of that size, and larger in the past.
So, am I telling you to just not sweat it if you fall behind on your
3-year projections?
No. . . just the opposite! I would like to see you brainstorm and
create a mini-business-plan for EXACTLY HOW you are going to make up
the deficit. Maybe several ideas. You don’t have to grow your firm in
terms of people, but you’re going to have to grow it in terms of
something!
You know me——my first inclination would be how can I raise prices? How
can I do what Hilton did and create a name or brand for some white
glove or concierge service? How can I gain leverage and be more
efficient so I can do more work in less time? Maybe it’s flat-fee
billing. Maybe it’s flipping my own homes. Maybe it’s starting my own
furniture or fabric line or creating a patented process that I can
sell to other designers!
The key to this approach is to shift your mindset so that any deficits
in your prior plans that occur due to Covid-19 are not considered
losses, but only deferrals. Money delayed is not money denied.
They can pay you now, or they can pay you later, but it’s up to you to
make sure that they pay you enough!

The Chasm
The most important point I made in this month’s coaching call was that
based on a national survey of interior designers that I conducted a
month ago, I believe the next few years will see the development of a
chasm in the market.
In the interest of providing as much new content as I can in this
newsletter, I’m not going to reproduce the entire analysis. Instead,
I’ll just point you to the blog post where you can watch the recorded
session. (https://designingprofits.com/may-2020-coaching-call-thefuture-of-interior-design)
I will, however, give the quickest summary in history:
1. More than 80% of interior designers are essentially sole
practitioners, plus some part-time helpers;
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2. Each year, some small percentage of these sole practitioners make
“the leap” to what I call a Small Firm model, which typically
includes another full-time person billing time and 3-5 employees
total.
3. Because of Covid-19, fewer sole practitioners than normal will make
that leap, meaning there will be fewer Small Firms
4. Because of Covid-19, more Small Firm principals than usual will
actually downsize and go back to being Sole Practitioners. This will
further reduce the number of Small Firms remaining.
5. It takes the capacity of a Small Firm (and larger firms) to handle
the complexity of most high-value projects.
6. High value projects (“whales”) are very important to the long-term
financial success of designers
The conclusion: There will, over the next few years, be fewer firms
with the bandwidth, infrastructure and staff to handle complex, highvalue projects. So, be sure before you give up capacity in a panic,
that you have carefully thought through at least the next three years!
As I said in the coaching call, sometimes the best decision is no
decision. And sometimes the best action is no action. As you know
better than I, finding, hiring, training, and keeping great design
staff is not something you can turn on with the flip of a switch. It
sometimes takes years and I encourage you to be very mindful before
giving up what you’ve built due to what will hopefully be short-term
trauma in the markets.
One more thing——and this is very different advice than I have often
given in the past. The training of a turn-around consultant (which I
was for many years) is that if cuts have to be made at all, cut early
and cut deep! During the 2008 Great Recession, I often recommended
that to clients because it was so clear the recession was going to be
prolonged.
I don’t know that about this one yet. I don’t think anyone does. I see
the unemployment numbers and hear the devastating views of the Fed
Chairman. But on that same day I see that the Disney park in Shanghai
has reopened, that the Wynn Las Vegas is taking reservations for
Memorial Day, and that Southwest Airlines says bookings are increasing
every week.
When you find it difficult to make a decision, the reason is almost
always that you don’t yet have enough information. In this case, we
just don’t have enough information that we can trust. And lookie
there. . . there’s that word again——TRUST!
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From The Front Lines
From one Edge member who is implementing my “How to Catch a Whale”
strategy.
I wanted to fill you in on what's going on.
Our state has just let us open up, but we have been having really
beneficial private appointments during the last 8 weeks.
It has been very interesting that past clients are very concerned and
are there to support and buy from us.
I have received several Financial aid packages PPP $150,000, EIDL
$10,000 advance, and State grant for $25,000.
An employee and myself are about to present this week our client and
influencer gifting program (“How to Catch a Whale”) to the rest of the
staff. We are very excited to present. We were just getting started on
it when we had to shut down, so we had time to perfect it, and study
up on CRM and gifting. I will keep you posted on our progress and ROI.
As always keep marching on and keep your faith and passion!!

From another Edge member saved by her “whales.”
It’s been an amazing week. I’m working on whole house furnishings for
a “whale.” I acquired a new project through a video conf. with
clients that were in FL and are coming here on Monday. Another yearlong whale Project. Referral from an AV company. Earlier this year I
was awarded businessperson of the year by our local Chamber of
Commerce. That night another attendee asked for my card and this week
called me about her year-long renovation project of 8000 square feet.
I am responding to all this the same way I did in 2008. I never
thought clients would not spend money or needed a discount. I offer to
wear a mask, or gloves, but have continued the all important face to
face meetings, social distancing of course. There is no more risk in
continuing business now than going to the grocery store!
From an Edge member in, yep, the assisted living niche!
Think it’s challenging for you? How would you like to be an interior
designer who for 30+ years has been solely dedicated to designing
assisted living and skilled nursing facilities? Well, here’s what she
said:
What I am unsure of is which way will the work go? Either some of
these buildings will be broke because all of their yearly budgets that
were supposed to go to my proposals went instead to PPE + additional
staffing for the sick. And once the virus is “in a building," no new
patients want to be admitted so they're losing clients and revenue.
Or, they have such a bad rap now, even if by default without ever
having a single infected patient, (“All Nursing homes are death
traps!”) that they will spend the money to update and promote that
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they; “Got rid of all materials that were onsite during Covid Crisis
and the new ones are fresh and clean.”
If that happens, I won’t be able to keep up with all of the work.
So, like everybody else, I’m in limbo that I have no control of. And
since most designers are part control freaks (or we wouldn’t be so
good at our crazy, detailed jobs) I have no choice but to let it all
go and remember the phrase; “I plan, God laughs.” I’m trying to “go
with the flow” which is obviously not my strong suit as evidenced by
the number of TV’s I now have to replace.
And just why does she have to replace TVs? Well, it turns out she has
a little shoe-throwing problem when the news is not to her liking.
Apparently, that’s been quite frequently of late. Ha!

Your Best Investment Opportunity
You probably didn’t know that my very first job out of college was as
a stockbroker in Houston. That lasted about one year, until I was
approved as a franchise owner for a sporting goods store called The
Athletic Attic. That was the precursor of what you would think of as
The Foot Locker today.
And thus my entrepreneurial roots were planted and the rest, as they
say, is history.
But because of my understanding of the markets (the Series 7 test you
have to pass to become a broker is quite rigorous and I didn’t have my
MBA at that time) I have made a few investments over the years. I
bought AOL and Amazon and Apple in their early days and watched those
stocks soar. Which is why I ask myself to this day why I sold them so
long ago? At least the latter two.
But the stock market, well, she ain’t what she used to be. When I was
a broker there were no hedge funds, no flash trading, and brokers were
hired for their personalities, not their mathematics degrees from MIT.
No wonder most advice today to the casual investor is to simply buy an
indexed fund and hold on to it forever, rather than trying to be a
stock picker. (Or even worse, an options trader.)
The reason I bring this up is because you may be suffering from the
same nagging feeling I am; the upheaval created by Covid-19 is going
to lead to some historic and monumental investment opportunities. . .
. . . I just don’t know what they’re going to be!
It would have been easy enough to invest in the stock market, even in
indexed funds six weeks ago when it had fallen 30%. But now, much of
that loss has been recaptured and it doesn’t seem like such a slam
dunk.
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So, where else to invest, assuming you have money to invest?
Commodities? Well, I actually made a small investment in an oil and
gas portfolio about six months ago. It went down 15% in two weeks and
I got out. Good thing, too, because it just kept going down as did oil
prices which eventually went below zero! Who knew that was possible? I
know this because my son is in the oil business and was texting every
five minutes as the price of a barrel plummeted.
Gold? I don’t know. . . I’m tempted sometimes but it has always seemed
a little like end-of-the-world investing.
Real estate? Yes, I still like real estate, especially rental
properties. If the rent provides a positive cash flow and the house
appreciates over time, it can be a good investment. There are giant
firms these days who do nothing but buy single family residences and
rent them out. If I wanted to buy a stock, perhaps I’d buy them, but
I’d probably rather buy a duplex in a neighborhood I know well.
And then it struck me; there is no better place to invest than in me!
For example, I’ll be introducing (finally!) the Interior Design MBA
Program this summer. Promotion will include emails, Facebook ads, some
influencer and affiliate campaigns and possibly even a printed direct
mail brochure.
Let’s suppose I was planning to invest $X in marketing that program.
And after doing that, let’s say I had an extra $10,000 lying around
that I wanted to invest. Normally, with that extra $10,000, I’d go
through the thought process I presented above and try to find
something I liked.
But hey, what would the return on those investments be? 1% in the case
of a money market fund? 4% if I buy some “safe” dividend stocks? 7% if
my indexed fund performs?
And what would the return be if I invested in more Facebook ads, or
more mailed brochures, or more new PR sources to promote my own online
course? Well I’ve done that math, and can tell you that the returns I
have projected would be more like 30% and 50% and even more.
So, sure, there’s a mindset among the more conservative financial
advisors that we must diversify. And I have been a long-time advocate
of taking “excess cash” out of your business and putting it away in
conservative investments.
But maybe that mindset should change in a day of such economic
uncertainty. Considering what I said above about your three-year plan,
and perhaps having to come on strong at the end. . . well, maybe you
should also consider investing in YOU!
It just could be the best investment you’ll ever make.

Q: What’s Better Than Clients Wanting to Give You Money?
A: Clients HAVING to give you money.
The Edge, May, 2020

Page 15

That’s what’s going to happen in the entire commercial arena of
design, from office spaces to doctors’ offices, to restaurants and
hotels. It’s all going to have to change.
There will be some consolidation; some will go out of business. But
those who stay will only be allowed to stay if they make significant
design changes. They’re not going to be satisfied with just
eliminating a few chairs. They’re going to want things to look and
feel cool for their clientele.
Here’s what the Wall Street Journal said:
“Welcome back to work. The corporate cafeteria is closed. The coffee
makers are unplugged. And the desks are separated by plastic.
Every part of office life is being re-examined in the era of Covid-19.
When employees file back into American workplaces—some wearing masks—
many will find the office transformed, human-resources and real-estate
executives say.
Elevators may only take one person at a time. Desks, once tightly
packed in open floor plans, will be spread apart, with some covered by
plastic shields and chairs atop disposable pads to catch germs. The
beer taps, snack containers, coffee bars and elaborate gyms and
showers that once set high-dollar, white-collar environments apart
will likely remain closed to prevent the spread of coronavirus. Many
changes won’t go away until the virus does.”
How’s your blank slate business plan coming? (Mentioned in this
month’s coaching call and available in your online blog at
www.designingprofits.com.) Moving from residential to commercial?
Commercial to residential? Small to large or large to small? High end
to low-end (Noooo!) or vice versa? Less social media or more?
Catching more whales? Yes, above all, that. Have you got an ongoing
campaign to catch whales? If not, go HERE NOW! (https://
event.webinarjam.com/register/1/3vx3pil)
Have a great month! And remember, we’re one day closer!

David P. Shepherd, M.B.A.
University Professor
Founder, The Edge
david@designingprofits.com
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