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Like you, I’m a professional service provider.  We help people create 
brighter futures and happier lives.  I want to share with you that profit 
is not a bad word.  Profit fuels professional, personal, and financial 
growth.  Profit isn’t just about money.  Profit occurs when you exchange 
something you value less for something you value more.  It could be time.  
It could be money.  It could be a product.  

The first time I heard profit isn’t a bad word, I really didn’t get it.  Money 
is an emotionally charged subject in so many of my cases.  And we don’t 
talk in law school about making a profit.  We talk about being a hard 
worker, providing valuable services to others, and solving legal problems.  
We DON’T talk about money.  I get it if it seems uncomfortable to talk 
about making money.  I’ve been there.  

I’m a business owner with a rapidly growing business, which was fueled, 
in part, by my willingness to change my mindset about money.  But once 
I was scared and afraid to talk about money and profit with my peers, my 
friends, and my family.  Why?  Here are a few reasons:

	● Fear of being judged

	● Fear of making someone else feel bad

	● Being told talking about money isn’t something you should do

	● Not being comfortable talking about money

	● Worried about oversharing

	● It’s taboo

TALKING ABOUT PROFIT--TABOO OR NOT TABOO? 

Now, to be clear, when I did not have a successful business, I had no issue talking about 
the lack of money.  How bad business was.  How the economy was slumping.  How no 
one was hiring us.  On and on with the excuses and negative talk.
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Then a very wise therapist entered my life.  A coach.  A mindset coach.  He taught me the 
laws of attraction and polarity.  That the universe is abundant.  Laws of cause and effect.  
Universal laws.  Laws that are ancient and have stood the test of time.  The law of attraction 
resonated with me.  I feel certain you have used this with many of your clients.  If you have 
negative thoughts and thought processes, you will tend to attract more negative things 
into your life than positive things.  Sounded “woo woo” to me at first.  I have a massive 
negative inner critic who readily tells me to dismiss things that aren’t comfortable or 
familiar.  I flat out dismissed this, but the mindset coach kept pressing me.  Be grateful.  
List three things you are grateful for.  See setbacks as opportunities.  Failures aren’t really 
failures; they are learning experiences. 

You’ve heard all this before, right?  You may have even said it.  But do you do it?  As Bruce 
Lee said, “To know and not to do is not to know.”  So, I began improving my relationship 
with money, being grateful, and dwelling on the opportunities and not the setbacks.  And 
I challenged the dogma surrounding money in my upbringing and from law school—that 
old axiom that self-sacrifice is noble and that taking care of yourself and your family first 
is selfish and greedy.  When did “Profit” become a bad word?  I don’t know, but it wasn’t 
going to be taboo any longer for me. So, I had a mindset shift.  It wasn’t overnight, and I still 
backslide, but when I sit in gratitude for a few minutes, I usually snap out of it.

Think about these things:

	● Do your clients want you to be thinking about paying your rent while you are in the 
middle of their session?  

	● Do they want you to be worried about where you are going to get the money to 
pay your tax bill while you are giving them advice?  

	● Are you able to fully focus on them while you are wondering where your next 
clients are coming from?
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It is okay to be a professional service provider and run it as a successful business.  In 
fact, I argue that it is not okay to have a practice that isn’t sustainable.  Maybe like 
me, you feel you were called to your profession.  Called to help make lives better.  
Think about this: A sustainable and profitable business actually helps you help more 
people, have a greater impact, and leave a larger legacy.

If you are still reading my story, thank you.  And if you own a small business (the SBA 
defines anything less than $25 million a year as a small business), then you should 
know some quick stats from the SBA which might scare your socks off:

	● About two-thirds of businesses with employees survive at least 2 years and 
about half survive at least 5 years.​

	● Of that 50% that do survive after 5 years, only 40% are profitable​

	● 30% are breaking even​

	● 30% are continually losing money​

Basically what that means is: Look to the person to your right; look to the person to your 
left. Unfortunately, people are suffering in this room (or Zoom room). ​

Without profit, a business is not sustainable.  So, how do we find profit in our businesses?  
Thank you to Mike Michalowicz for writing Profit First and helping me sort this out. As 
Mike says, when we recognize some basics about human behavior we can change our 
outcomes.  Parkinson theorized that humans are going to consume what's in front of us 
in any given period of time, and this is true.  We, by human nature, are going to exhaust all 
available resources that are in front of us.  ​He also discovered that when resources are less 
or not plentiful that we become creative.​
​
Mike uses a tube of toothpaste to prove this law.  When we get a fresh tube of toothpaste 
we squirt some on the toothbrush and brush our teeth.  Some falls off.  No big deal.  When 
the tube starts to run out, we might bend it over the edge of the sink and try to get more 
out of it.  Someone even went out and invented the squeegee which helps get toothpaste 
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Veggies First = allocate from the income account to the other four 
accounts based upon set percentages in order before spending.

2

Remove Temptation = Open a profit hold and tax hold account at a 
second bank and limit access.

3

Frequency = Build a routine.  On the 10th and 25th of each month 
do the allocations from the income account.  Quarterly, distribute 
from the profit hold and tax hold accounts by taking 50% of the 
profit account balance and paying your quarterly taxes from the tax 
account. Adjust your allocation percentages quarterly as well.

4

Small Plates = portion control.  Mike suggests 5 banking accounts:1
	● Income

	● Profit

	● Owner’s Pay

	● Tax

	● Operating Expenses

out. That's innovation, that's creativity; people are trying to do more with less.​ That’s 
his example of why you should take a percentage of your gross revenue first and set it 
aside in a profit account.  As Mike teaches, when we take profit first and have expenses 
to pay with what is left over, we are less wasteful AND more creative.​

Sounds easier than it is, I first said.  But then I kept reading.  And Mike basically says 
acknowledge human nature and behavioral rules and let them work for you instead of 
against you.  These might sound familiar to you.  I’ve heard them from personal trainers, 
nutritionists, coaches, and more.  Here are the four basic concepts of Profit First and 
getting financially fit:
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Following the above advice and money other important tips from Mike Michalowicz 
changed my relationship with money, and as my mindset coach says, changed money’s 
relationship with me.  And in turn, improved my mindset, my business, my clients’ lives, my 
life, my family members’ lives, and my Team’s lives.  

I know, I know. You weren’t expecting an article on profit, business, and mindset from a 
divorce lawyer.  And it wasn’t what I sat down to write.  Try as I might, I couldn’t come up 
with something I thought a solo or small practice mental health professional would want 
to read about divorce that they hadn’t seen tens of times before.  Thank you for letting me 
share another passion of mine with you . . . building successful and sustainable businesses 
so we can serve and help more people but also so that we don’t experience burnout or 
be forced to close our doors by not being profitable.  Profitable Business = Profitable You.  
Please call me at 919-899-4208 or email me at jenny@trianglesmartdivorce.com if you’d 
like to talk about your business.

Written by Jenny Bradley, owner of Triangle Smart Divorce, Cary, North Carolina
Check us out at www.trianglesmartdivorce.com

mailto:jenny@trianglesmartdivorce.com

