
Joe’s firm Sparktivity works at 
the intersection of technology, 
design, and the social sciences, 
focused on helping teams do 
their best work in a changing 
world.

Joe Schram
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A designer, technologist, and a 
big thinker with a love of the 
arts & humanities, Joe is a 
longtime advocate for change 
and improvement in the 
workplace. 



Managing Your Clients  
To Increase Productivity and 

 to Optimize Revenue



• Perspective/Bias

• Best Work

• Culture

• Tools

• Process: Internal

• Process: External

Agenda
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Perspective/Bias





Maiden, NC



The Research Triangle







sparktivity



sparktivity
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Moving design and designers 
from the outskirts

June 2010
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Moving design and designers 
to the middle

June 2010
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http://flashbackmiami.com








THE NEW
FRONTIE
R



THE NEW
FRONTIE
R



1. Open access to information

2. People-first design as a differentiator

3. Removal of gatekeepers

4. Next-generation device components

5. Ubiquitous connectivity

6.  Agile creation of products & services
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Our Methods
(how we solve problems)

Our Offerings
(how we work)

Our Outcomes
(solutions we provide)

At Sparktivity, our 
unique methods and 
outcomes help teams do 
their best work out at 
The New Frontier.

New Frontier Shifts
(what’s changed the game)

Generational,Motivators

Emerging,Technologies

Open,Exchange

Human,Centered,Design

Global,Action

Improvement,Roadmap

Organizational,Alignment
&,Empowerment

Process,Improvement
&,Automation

Informed,Decision,Making

Contemporary,Collaboration

Field,Content
Collection,&,Distribution

Modern,IP,Stewardship
Interdisciplinary,Exploration

Anticipatory,Curation

Wayfinding,Diagnostic

Participatory,Design

Agile,Improvement

Field,Research

Data,Liberation

Report

Webinar

Event

Original,Research

Recommendations

Guidance

Management

Platform,Subscription

Our Past Work
(who we’ve done this for)

Professional,Services,Firms

HealthMFocused,NPOs

Manufacturing,&,Industry



sprk.cc/mtnf

http://sprk.cc/mtnf
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We help teams do their best work out at The New Frontier.

OUR PURPOSE AT SPARKTIVITY

Process

Best Work

Infrastructure

Culture

best work

tools 
& environment

process

culture



We help teams do their best work out at The New Frontier.

OUR PURPOSE AT SPARKTIVITY

Process

Best Work

Infrastructure

Culture

best work

tools 
& environment

process
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1. BEST WORK



SO, WHY ARE WE HERE? 



FOR US, IT STARTS WITH WHY



WHY





YOUR WHY
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We help teams do their best work out at The New Frontier.

OUR PURPOSE AT SPARKTIVITY
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15 YEARS



2. CULTURE





















3. TOOLS 
& ENVIRONMENT



• Business Systems

• Documentation

• Client Communication

• Billing & Payment

Tools & Environment
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/INTEGRATIONS





• Scheduling: Google Calendar (or Exchange) + 
ScheduleOnce & Assistant.io & Doodle

• Financial: Harvest, Xero, Stripe, Square, Chargify, Fathom, 
Zenefits, Expensify, ADP

• Project Management:  Asana or Trello

• File Storage:  Drive + Dropbox Business or Egnyte

• Voice:  Switch.co + BYOD cellphone reimbursements 
(Talkdesk via 74bits)

• Job Notes & Docs: Evernote ecosystem; Scannable, Skitch, 
Penultimate, Moleskine

The Big List
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• Credentials: 1Password for personal; 2FA on Evernote 
Business and encrypt text and notes for internal shared 
and for clients; also look at Luis Giraldo's Monkey Box

• MDM: Casper & Bushel (pulls inventory)

• CRM: Highrise or Pipedrive

• Client Broadcast: Mailchimp or TinyLetter + Twillio for 
SMS (rollouts)

• HelpDesk Ticketing & SLAs: ZenDesk or UserVoice, 
Freshservice, Help Scout, or Samanage (in my hood); 
PSAs: AutoTask & Connectwise

The Big List
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4A. PROCESS: 
INTERNAL



• The Basics

• Three Easy Ways to Make More

• Expanding Revenue Opportunities

Finance is your Lifeblood
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1. Raising your rates with each new client; we're up 
by 80% since we started the business.

2. Put a pay link on your invoices—our time to pay 
(aged receivables) dropped immediately.  
 
What about the processing fee? We raised prices 
on support retainers by 10% immediately, offered a 
5% discount if folks pay via ACH or recurring credit 
card—BOOM!

Three Easy Wins
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3. Bill your SaaS service fees as subscriptions, hit cards monthly.  
 
- You don't do it, you have trusted companies do it who have 
PCI compliance (No credit cards in Evernote! Email! Text!)  
 
- This is all about appearance that is different than the weekly/
monthly invoices you send 
 
- Set up a Chargify landing page or your own landing page with 
a Chargify embed, then you tow the line: "Want to buy XYZ? 
I'll send you the signup page, just do that and you're all set."  
 
- If all else fails, use the Stripe admin panel to sign them up for 
a subscription

Three Easy Wins
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• Package services into products!

• Services package for Concierge:

• All you can eat calls, emails, remote, onsite

• MDM included

• Managed Backup included

• Price per user, not per device

Expanding Revenue 
Opportunities
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• A La Carte Platform Subscriptions or Bundling into Service 
Retainers:

• MDM (Casper)

• System Monitoring (Watchman)

• Data Recovery (CrashPlan PROe & Spanning Backup)

• Groupware (Google Apps, Hosted Exchange or Office 365)

• ExcelMicro (Sonian)

• Hosting (Rackspace)

• File Sync & Share (Egnyte or Dropbox for Business)

• Phones (Digium or PhoneBooth)

Expanding Revenue 
Opportunities
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4B. PROCESS: 
EXTERNAL



• Controlling the Value Story

• Understanding Pricing & Humans

Process: External
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How can we determine the price 
of something?



How do people determine if 
they’re going to buy 

something?





Charlie 
Rose 

interview



TED 
Talk











Five 
choices…

$750



• The Information by James Gliek

• The E-Myth by Michael Gerber

• Back to Work podcast by Merlin Mann

• Win Without Pitching by Blair Enns

• Hackers & Painters by Paul Graham

• Thinking Fast and Slow by Daniel Kahneman

• Predictably Irrational by Dan Ariely

• Priceless by William Poundstone

• Million Dollar Consulting by Alan Weiss

Resources:
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Q&A



Joe Schram

joe@sparktivity.com  

@joeschram

mailto:joe@sparktivity.com

