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Tina Forsyth: Hi there, Tina Forsyth about here of www.onlinebusinessmanager.com.  
 
So I actually have a pet peeve, you guys. I'm not a big fan of the time for money model 
that many freelancers and many of us will use, when it comes to charging for our 
services, right. I actually believe the time for money model is a bit flawed.  
 
First and foremost, people work at different speeds, right. I remember, I’m just one of 
these people who is fast at what I do. I’m fast at the work that I do, and I remember 
even out of college in my first jobs and such that I had, I could see it then. I could see it 
then and if I’m going to charge hourly for the work that I’m doing, it basically means that 
I am going to be shortchanging myself, right? I could end up charging less than someone 
next to me, and likewise the clients that we’re working for they might hire somebody to 
do something for them that could take them an hour. Hire somebody else and it’s going 
to take them three hours, right? Like it just, it doesn’t make sense. It doesn’t make 
sense, right?  
 
I also believe too, depending on the role that you play in someone’s business, if you are 
pretty, if you play a pretty key role, you’re having a big impact on a business, I believe it 
doesn’t truly reward you for the work that you’re doing for that client, right? It doesn’t 
really reward you for how you’re actually contributing to the bottom line of a business, 
how you’re contributing to the growth of a business overall.  
 
I want to talk to you guys here in a series of videos, this one today being part number 
one, about incentive-based compensation and look at this as an alternative 
compensation model for you. It isn’t for everyone quite honestly. It may or may not be 
your thing. It may or may not work for the kind of services and such that you offer, right. 
But I want to plant a seed for you, because this is something that I myself have worked 
this way with clients for many years, especially when I was doing one-on-one service 
based work and such with my clients. I’ve seen many people start to, kind of, go down 
this road and employ this compensation model as well for themselves and it really does 
become another way to kind of take it up a notch if you will. It’s a way to get out of that 
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time for money trap, because ultimately too, when you are a service based professional, 
when you are a freelancer, your time is your commodity, right? I mean, the amount of 
time you have will basically put a cap on how much you can, what you can do and what 
you can offer. And if you’re getting paid strictly for your time, then that of course puts a 
cap on your income.  
 
What incentive means is, I’ll be upfront first and foremost, it’s not working on a hundred 
percent commission or any of that kind of stuff. That’s not at all what this is. Incentive is 
where part of your compensation, where part of your compensation is based on the 
results that you help to create in a business, right. So, it’s a really nice way to kind of 
take the lid off, if you will, that time for money trap. If you can work in a way with your 
clients, where part of your compensation is based on results, then that ultimately means 
it doesn’t matter how long it takes you to do work. It’s like, what impact are you having 
on the bottom line? How are you contributing to the bottom line of a business, right?  
 
What I want to talk about here today and focus on in this first video is, for you to really 
get in touch with, how do you contribute to the bottom line of a business, right? 
Because this is going to be the heart of incentive based compensation. It’s going to be 
the heart of you starting to really look at this and consider this for yourself, and it starts 
with you being able to see and clearly understand and articulate how it is that you 
contribute to the bottom line of a business. There are a few aspects of this that I’d like 
for you to consider, right.  
 

1. First and foremost, how can you contribute to bringing sales in? How can you 
contribute to helping actually bring more money in the door, bring in revenue in 
the door in some way, shape or form, right? And again, depending on the kind of 
work that you do, I mean I’ll have people say to me, of course, because I work 
with a lot of VA’s and online business managers, and they’ll say, “I don’t bring 
money in the door. I’m not the one. I’m not a salesperson. I’m not a marketing 
expert. I’m not the one bringing money in the door.” You might be surprised how 
some of the things that you are doing can actually be helping to bring money in 
the door.  
 
Even something as simple as responding to a customer service email, where 
somebody had a question and you responded and boom, they decided to go 
ahead and make a purchase, right. There are lots of things that can come into 
play there. So the first piece to consider, how are you helping to increase 
revenue to bring money in the door?  

 
2. Second, how do you help to keep money in the door? This is one that, a lot of 

times, people don’t even think of. I read an interesting stat today from an email 
that landed in my inbox, that said something about the average, I think in the 
info marketing world, the average rate of refund requests is twenty to thirty 
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percent. I have to admit, that knocked my socks off because I wouldn’t have 
expected it to be that high. But if you think about it, what role can you play in 
your client’s business, depending on what you do?  
 

• What can you do to help keep money in the business?  
• How can you make sure people are happy with their purchases?  
• How can you make sure that they are going to be satisfied and that 

they’re not going to request a refund, right?  
 

There’s lots of things that can kind of come into play around that when it comes 
to keeping clients, and having them come back to buy more, and up selling, and 
all of that kind of fun stuff.  
 
We can have an impact there with our clients in certain ways and also too, how 
can you help to decrease expenses as well? I know with some clients I’ve worked 
with in the past, I remember hopping into their business and kind of taking a 
look at the big picture of where money was going and all of that, and having 
them kind of have a moment of shock when they realized how much money they 
were spending on this, and spending on that, and spending on this, and if we 
streamlined a few things, that it could actually bring those expenses down, right.  
 

All of these things can contribute to the bottom line. So I invite you to ask yourself that 
question, to play around with that a little bit. Again, depending on what kind of work 
you do, you know, you might be a VA, you might be a web designer, you might be a 
marketing specialist, you might be a social media person, I mean, there’s all kinds of 
different specialties and expertise out there.  

 
But consider through the lens of what you do, how can your service, your offering, your 
work, really contribute to the bottom line of your client’s businesses?  
 
Then what we’re going to talk about in the next video, in part two of this series, is we’re 
going to talk about some of the different incentive-based compensation models that are 
out there. Specifically, what it looks like, the structure and the formula, if you will, of 
what it looks like to set up incentive-based compensation with our clients. 
 
 So until next time, again, it’s Tina Forsyth of www.onlinebusinessmanager.com. 
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