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sing 35 years of experience in auditing, corporate 
finance, and investment banking, Gary D. Zeune, 
CPA, provides CPAs, attorneys and executives with 
hands-on experience in fraud and corporate strategy 

performance improvement. Mr. Zeune instructs courses for: 

 FBI National Training Academy  
 Office of the U.S. Attorney  
 The SEC Institute 
 National Association of Securities Dealers 
 North American Securities Administrators Association 
 American Society for Industrial Security 
 Over 35 state CPA societies and bar associations 
 American Institute of CPAs 
 American Management Association 
 Institute of Management Accountants 
 Entrepreneurship Institute 
 Treasury Management Association 
 Private classes for numerous companies and 

accounting firms.  
 
Mr. Zeune has instructed Strategy Formulation and 
Implementation in the Executive MBA Program and 
Accounting and Honors Finance at The Ohio State 
University.  He is also a member of the Education Executive 
Council and is past chairman of the Education Marketing 
and Public Relations Committees of  The Ohio Society of 
CPAs. His other memberships include: the American 
Institute of CPAs, and the Regulation of Public Offerings 
Committee of the Ohio Division of Securities. 

Prior to forming his consulting practice in 1986, Mr. Zeune 
was an Assistant Vice President of Corporate Finance at 
The Ohio Company, a Columbus, Ohio investment banking 
firm.  He also spent more than five years in Treasury and 
Finance at Wendy's International, where he was 
responsible for mergers and acquisitions, financial and SEC 
reporting, and corporate finance. He was on the audit staff 
of Ernst & Ernst from 1973 to 1977; and taught accounting 
at Ohio University from 1970 to 1973, where he received his 
bachelors in mathematics and masters in accounting, with 
honors. 

Mr. Zeune is also widely published.  He has published more 
than 40 professional articles and is the author of The CEO's 
Complete Guide to Committing Fraud and Outside the Box 
Performance. He has been a member of the Editorial 
Advisory Boards of the Journal of Working Capital 
Management and The Ohio CPA Journal.  

For Deloitte & Touche, he authored Financing Business 
Growth and has completed the first draft of The Complete 
Guide to Buying or Selling a Closely Held Business, two 
books in the firm's Entrepreneurial Series. He has authored 
chapters for two books published by Warren Gorham 
Lamont, the world's largest financial publisher: Accessing 
the Capital Markets and Options for Raising Capital.  

Mr. Zeune has the ONLY speaker's bureau in the country 
specializing in white-collar criminals — The Pros & The 
Cons. Mr. Zeune's speakers tell their stories of how and 
they committed their crimes. Their frauds range from 
$18,000 to $350 million. Speakers include CPAs, attorneys, 
and business people. The frauds include: 

 Mark Morze created 10,000 phony documents to steal 
$100 million in the infamous ZZZZ Best Carpet 
Cleaning fraud (86% of the revenue was fake and no 
one found it) 

 Fred Shapiro defrauded nearly every major financial 
institution in the City of Philadelphia to the tune of 
$8.6M. He is a former attorney, accountant, educator 
and inmate. Fred worked undercover with the U.S. 
attorney's office and the FBI in a drug and money 
laundering operation in an effort to minimize his 
sentence.   

 Nick Wallace committed a $350 million fraud as the 
President of ESM Government Securities resulting in 
the collapse of the Ohio Saving & Loan Guarantee 
Fund, and the bankruptcy of 69 Ohio S&Ls 

 Dunlap Cannon was the largest real estate closing 
attorney in Memphis. He went to prison for 32 months 
for stealing $5 million from his clients. 

 Suffering from medical expenses and family deaths, 
bookkeeper Teri Lynn Norwood stole $18,000, 
promising to pay it back. She ran out of time. 
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TRAINING AND CONSULTING 

ARTICLES AND BOOKS 

WHITE COLLAR CRIMINALS 

100% No-Risk Guarantee 
Mr. Zeune’s executive education training is consistently 

rated at least a 4.7 on a 5-point scale. If you are not 
satisfied for any reason, if you don’t learn at least 10 new 
things you can use the following day, there are no fees or 

expenses. PERIOD. 
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Outside the Box Performance: How to Beat Your Competitors' Brains Out is packed with the 
techniques small and mid-size world-class companies use to become and stay competitive, and 
make a ton of money. Learn the secrets to unlock the multitude of new techniques which "drive" 
your profitability.  This book compliments the class and provides new ideas to incorporate in 
your business.  For example, do you know what the basis of competition will be in the next 10 
years? It’s around you ALL the time. You expect it everyday as a customer. Or, how to beat your 
competitors by asking your customers two simple questions?  If not, sit back and learn how to 
"beat your competitors' brains out!" 

 
Don't you want to know how Barry Minkow and Mark Morze 
stole $100 million from investors in the ZZZZ Best Carpet 
Cleaning fraud, right under the noses of auditors, underwriters 
and lawyers? The first chapter of 100 pages in The CEO's 
Complete Guide to Committing Fraud tells you. It also has 8 
chapters on other frauds: computer, real estate, fake financial 
statements, public company frauds, and a chapter by an auditor who became the target of a 
fraud investigation, just 4 weeks after becoming the engagement partner. 
 
Risk-Free Lifetime Guarantee: Gary Zeune’s books are fully guaranteed. If 
they ever fail to meet your expectations, even after you've written in them, marked 
them up, torn pages out, return for a full refund.  
 
 
 

 
I need the following copies of Mr. Zeune's books. Price: 1 @ $19.95:  2 to 5 @ $15.95  6+ @ $12.95 
 
              The CEO's Complete Guide to Committing Fraud (300 pages) 
              Outside the Box Performance (200 pages) 
 
             Number of books ordered  
 
1 @ $19.95                     Checks make payable to:  
      
2 - 5 @ $15.95 each                   Gary Zeune 
      10356 Wellington Blvd Suite D  
6+ @ $12.95 each                    Powell, OH 43065 
      Office 614-761-8911  
Postage/Shipping         $5.00  Fax 801-751-6283 
      Email gzfraud@bigfoot.com 
Total                      Web www.bigfoot.com/~gzfraud 
 
 
Name _____________________________________________  

Company ___________________________________________  

Address          

City                                                       State               Zip  ______                   

Phone                                      Fax  __ _____________________      

Email ______________________________________________                                                      

Address is: � Firm   � Home 
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ACTION STEPS FROM GARY’S CLASS 
 
 

#  Action Item 
_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

_____ ______________________________________________________________________________________________ 

Thanks for attending. Don’t hesitate to call or email if you have questions. . . .gdz 

10356 Wellington Blvd Suite D
Powell, OH  43065

Phone 614-761-8911
gzfraud@bigfoot.com

www.TheProsAndTheCons.com
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Required Legal Stuff

These materials were developed by Gary D. Zeune. The 
following policies govern their use:
These materials are intended for use in group study situations and 
were not developed for self study or reference uses. These materials 
are copyrighted. Reproduction of the manual or any portion of it is 
prohibited unless written permission has been obtained from Gary D. 
Zeune.
These materials were prepared solely for the purpose of continuing 
professional education. They are distributed with the understanding 
that Gary Zeune is not engaged in rendering legal, accounting, or 
other professional services. If legal advice or other expert assistance 
is required, the services of a competent professional  should be
sought.
Participants are advised that the Statement on Standards for Formal 
Continuing Education (CPE) Programs places responsibility on both 
the individual participant and the program sponsor to maintain a
record of attendance at a CPE program.
The information the participant should keep on each program is (a) 
sponsor's name, (b) title and/or description of content, (c) date(s) of 
the program, (d) location, (e) number of CPE contact hours. This
information is found in the printed program for most courses or 
conferences and/or in a CPE attendance record form. Either or both of 
these documents should be kelp for an appropriate period to enable 
regular periodic reporting to jurisdictional board(s) and to professional 
organizations requiring such reports.
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Do You Know……

what financial statements are????

______________________________________



©Gary Zeune, CPA 4

Once Upon a Time. . . . 

Oldie but goodie: Job Applicants

A mathematician, a statistician and an accountant apply for the same job. 
The interviewer calls in  the mathematician and asks 
"What do two plus two equal?" The mathematician says, "Four." 

The interviewer asks "Four, exactly?" 

The mathematician looks at the interviewer 
incredulously and says "Yes, four, exactly."

Then the interviewer calls in the statistician and 
asks the same question "What do two plus two equal?" 

The statistician says "On average, four - give or 
take ten percent, but on average, four."

Then the interviewer calls in the accountant and 
poses the same question "What do two plus two equal?" 

The accountant gets up, locks the door, closes the 
shade, sits down next to the interviewer and says 

_____________________________________________________
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Excuse me. Can you tell 
me ______________

You must be an 
_____________.

Because you gave me a 
precise answer that is 

completely __________.

How did you 
___________?

You’re in a __________.
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Outsourcing Accounting

Business Process Outsourcing in accounting is 
expected to increase in the next three years in 
accounts receivable, accounts payable, payroll, 
risk management, and due diligence. It is 
predicted that companies will become virtual, 
executing only core processes and contracting 
everything else out to third-party vendors who 
are more efficient at executing a particular 
support process.
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Areas being Outsourced
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The Boiling Frog
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What’s the Point?
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Vision Project

CORE PURPOSE: CPAs ... making sense of a 
changing and complex world.

VISION STATEMENT: CPAs are the trusted
professionals who enable people and 
organizations to shape their future. Combining 
insight with integrity, CPAs deliver value by: 

• Communicating the total picture with clarity 
and objectivity, 

• Translating complex information into critical 
knowledge, 

• Anticipating and creating opportunities, and 

• Designing pathways that transform vision into 
reality. 
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Top 5 Core . . . 

TOP 5 CORE VALUES

Continuing Education and Life-Long Learning 

Competence

Integrity

Attuned to Broad Business Issues

Objectivity 

TOP 5 CORE COMPETENCIES

Communications and Leadership Skills 

Strategic and Critical Thinking Skills

Focus on the Customer, Client and Market 

Interpretation of Converging Information

Technologically Adept
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The Nordstrom Way

We're glad to have you with 
our company. Our number 
one goal is to provide 
outstanding customer service. 
Set both your personal and 
professional goals high. We 
have great confidence in your 
ability to achieve them.

Rule #1: Use your good 
judgment in all situations. 
There will be no additional 
rules. Please feel free to ask 
your department manager, 
store manager, or division 
general manager any question 
at any time.
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Whack

There was an engineer who had an exceptional gift for fixing 
all things mechanical. After 30 years, he happily retired. 
Several years later the company contacted him about a 
seemingly impossible problem they were having with one of 
their multi-million dollar machines. The engineer took the 
challenge. 

Having fixed this machine 11 years before, he walked up to 
the machine and gave it a firm rap with a hammer. The 
machine came to life and worked perfectly.

The engineer sent the company a bill for $50,000. They 
demanded an itemized accounting of his charges.The engineer 
responded:
One whack with hammer : $1
Knowing where to whack: $49,999

The company ________________ and the 
engineer retired again in peace.
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4 Quick Tips
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Quick Tip #1
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Quick Tip #2
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Quick Tip #3

Want to be indispensable?
____________________
____________________
____________________
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Quick Tip #4

THE MANTIS PROMISE

Try any product that you buy directly 
from Mantis with NO RISK!

If you’re not completely satisfied, 
send it back to us within one year for 

a complete, no-hassle refund.
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Mantis Tillers

1. Draw 2 lines representing monthly sales:
(a) 30-day return guarantee
(b) 1 year return guarantee

2. Discuss the pros and cons of the 30-day 
vs. the 1-year guarantee

Sales

Jan Dec
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Measures That Matter

What matters most?

65%

35%

Ernst & Young

Non-financial

Financial
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Criteria that Drive and 
Measure Profits

Sales
Profitability
ROA
Cash flow
Sales growth
Income growth
Market share
Cost control

Management
Products & services
Customer satisfaction
Corp culture
Investor comm.
Executive pay
New products
Research capability
Strategic planning
Strategy execution
Mgt. credibility
Employees
Process quality
Market position

Ernst & Young

FinancialNon-Financial
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Loss of Accountants 
Information 
Market Share

1900 2000

Adapted from "The Future of Audits,"
J of A, Sept. 1994, p. 74

Total info used to
run businesses

Portion provided by 
accountants

100%

100%

75% 20-25%
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Adapted from "The Future of Audits"
Journal of Accountancy, Sept. 1994, p. 74

Today + Non-financial + Relevant

Tomorrow =

Today =
Financial +
Reliable

Accountants Would Rather Be Exactly 
Wrong Than Approximately Right
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Who Are Accountants?

Accounting spends 51% of its 
time on transaction processing.
30% of accounting managers say 
they are a business partner. Only 
5% of CEOs agree.
63% of accounting managers say 
their primary role is business 
advocate. 61% of non-
accounting managers think 
controller is corporate cop.
61% of accounting managers say 
they embrace service and 
involvement. 65% of non-
accounting VP’s say accounting is 
oversight and surveillance.

3

6

CFO Magazine
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Customer Satisfaction 
Drives Loyalty Which 
Drives Profits

Apostles

Zone of affection

Zone of indifference

Zone of defection 1991 Xerox
Study

Terrorist
1

Extremely
dissatisfied

2
Somewhat
satisfied

3
Slightly
satisfied

4
Satisfied

5
Very

satisfied

Source: Time-based Competition

Revenue
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Customer Profitability

20

% of 
Profits

80
100

% of
Customers
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Cost/Transaction vs. 
Profitability/Transaction

$/Trans

Time
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Getting Sales To Do 
What YOU Want

Does sales focus on the most profitable 
customers?
Does sales strive to make the most 
profitable sales?
Does sales WANT to help collect the 
balance due?

1.Level the commission
2.Pay higher rate on profit measure

1.Gross margin
2.Revenue – direct costs

3.Pay on ___________________
4.Use both systems for ____________
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Thoughts on Sales 
and Credit

Credit calls - “We didn’t get the invoice.”
Fax
Email

Poor credit signals
Substitutes compiled or reviewed 
statements
Profitable, but no cash flow statement

Ideas to increase sales
Offer quantity discounts
Suggest upgrades that add value
Include a flyer or catalog
Stay in contact
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The Pizza Connection
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Insight, Not Just Facts

M       T      W T F       S

Info for a Barbershop

0

5

10

15

20

25

30

35

Daily
Revenue

Average waiting time
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Riding a Dead Horse

When you 
discover you 
are are riding a 
dead horse, the 
best strategy is 
to dismount.
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Business Dead Horses 
Can Be Ridden if You. . . .

1 Declare, “This is the way we’ve always ridden this 
horse.”

2 Appoint a committee to study the horse.
3 Arrange visits to other companies to study how 

they ride horses.
4 Appoint a “tiger team” to revive the dead horse.
5 Hold a training session to improve riding ability.
6 Compare the state of dead horses in today’s 

environment.
7 Change the standard to declare, “The horse is not 

dead.”
8 Hire contractors to ride the dead horse.
9 Harness several dead horses together for 

increased speed.
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Business Dead Horses 
Can Be Ridden if You. . . .

1 Declare, “No horse is too dead to beat.”
2 Increase funding to improve the horse’s 

performance.
3 Buy something to make the dead 

horse run faster, like a new saddle.
4 Declare the horse is, “better, faster, 

and cheaper” dead.
5 Start a quality circle to improve dead 

horse performance.
6 Revisit performance requirements 

for horses.
7 Say this horse was purchased with 

cost as an independent variable.
8 Promote the dead horse to a management 

position.
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Will They Remember You

Scientific We are fast. We travel at 186,000 mps.

Muffler shop You don’t need an appointment.
I’ll hear you coming.

Suggestive Let me remove your shorts.
For a good time, see me.
Who wants to expose himself?
We love it when you talk dirty to us.

Dentist Be true to your teeth, and they
won’t be false to you.

Historical If you have a tax problem requiring the
wisdom of Solomon, you’ll find me in the
Yellow Pages under ‘A. Solomon, enrolled
agent.’

Play on words We do Windows.
For 50 years you’ve been walking all over
us – and we love it.
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Will They Remember 
You?

You have 10 seconds 
Make it memorable
Make people laugh
Makes you approachable
Tell people the result, not the job: 
“Hi, I’m Joe Smith. I’m an accountant.” 
Rephrase:_________________________
_________________________________
_________________________________
What’s your line? 
________________________________
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Inventory is a(n)_________

MASS CUSTOMIZATION becomes the 
new marketing mantra.
That seeming oxymoron is a response to consumers' desire for 
individual treatment in an increasingly impersonal world. 
Nowadays, the average Joe can buy custom clothing at an 
affordable price, made-to-order music CDs, even personalized 
vitamins. "If you don't mass customize, you're going to lose 
business in today's marketplace," warns W. Michael Cox, chief 
economist at the Federal Reserve Bank of Dallas.

The Internet is a popular medium for custom orders. Ford 
Motor Co. lets buyers "build a vehicle" from a palette of 
options, while Golf to Fit crafts custom clubs based on 
questionnaire responses. But Levi Strauss & Co.'s customers 
must visit stores to be measured for its Original Spin jeans. 
Levi tested personalized women's jeans in 1994, and the 
response was so positive that last fall it added men's jeans and
more leg styles and colors.

WSJ, April 29, 1999, p. A1



©Gary Zeune, CPA 38

Mass Customization

Dell offer visitors 
product information, 
an interactive 
customization feature 
and an online store.

Welcome to the 
Interactive Pricing 
Center, where you can 
do lots of useful things. 
You can build your own 
Saturn, starting with a 
base car, then adding 
any options you might 
like. 
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Cutting the Fat from 
Accounts Payable
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Traditional Purchasing 
System

A/P

Employee

Buyer

Receiving

Match

Supplier

Requis

ition

PO
Invoice

Receiving
Report

Ship
Deliver

Write Check

Boss

PO
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Cutting the Fat from 
Accounts Payable

Average cost to acquire and pay for an 
item is $

Cost of processing a small item is greater 
than  

The solution?

P-cards are generally used for:
Maintenance
Repairs
Operating items
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Charge It!

Purchase cards cut costs and boost 
controls 
Dramatic positive impact
Strengthen control 
Prevent circumvention of traditional 
purchasing system
Overcoming the inevitable resistance
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Corporate Purchasing 
Cards

13% of companies use them and 
33% plan on using
For companies with at least $500 
million in sales, 25% use them 
and 43% plan to 
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What’s Reduced or 
Eliminated in A/P

Paperwork
Approvals
Identifying and expediting invoices for 
cash discounts
Backorders for partial PO fills
Rationalizing paperwork
Accruals
Answering phone inquiries
Expense reports/petty cash
Check-writing



©Gary Zeune, CPA 45

What’s Reduced or 
Eliminated in Purchasing

Receiving requisitions
Assigning buyers
Selecting suppliers
Calling suppliers
Negotiating or price checking
Establishing terms
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What’s Reduced or 
Eliminated in Purchasing

Transcribing requisitions to POs
Filing and mailing PO to supplier
Filing and mailing POs internally
Resolving invoice differences
Closing the order when complete
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What’s Reduced or 
Eliminated in Requisition

Time spent 
Filing out requisition forms
Obtaining approvals

Time savings are offset to maintain card-
related information
Supply stockpiles
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Other Reductions 
or Eliminations

Mail related
Receiving, sorting and distributing 
checks and correspondence
Postage

Bank reconciliation time
Receiving activities 
Information processing
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P-cards and Your Bank 

What the bank wants
Paid monthly
Fees are 
negotiable

Sends a paper or 
electronic statement 
for all purchases
Vendors get paid in 1 
or 2 days
Block certain 
purchases or restrict 
to specific vendors
Get on-line, real time, 
access to activity

The Bank
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Benefits of Corporate 
Purchase Cards

Managers save time
Purchasing patterns
Number of vendors
Card numbers correspond to the G/L
Ordering is as simple as
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Purchasing Card Flow

Employee Supplier
Card 

Network

Processor Bank

Payment

Payment
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Where Should You
Use P-cards?

Capital Equip
Computer systems
Strategic services

Inventory
Raw materials
Equipment

Contract services
Petty cash items
Meeting Facilities
Emergency buys

MRO items
Office supplies
Freight/postage

Low # of transactions High

Importance
Value

High
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Implementing 
Purchasing Cards

Get internal support
Form cross-functional team
Set goals and objectives
Develop purchasing program plan
Formulate policies and procedures to 
promote P-cards
Present program to participants/suppliers
Modify policies and procedures
Expand the program
Develop a user manual
Distinctive card design
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Purchasing Card 
Features

Single transaction limit
Monthly dollar limit
Finance office/Budget $ limit
Merchant blocking
Daily transaction limit
Monthly transaction limit
Total company limit

Determined by company and unique to 
each cardholder



©Gary Zeune, CPA 55

Better Internal Controls

Strengthen spending controls
Solves timing problems
Manage by exception
Don’t need manual logs
MROs usually occur over 2 
accounting periods
Don’t reconcile POs issued and 
liabilities 
Avoid side agreements
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World-Class Accounting

Mark Krueger
(800) 356-4225 or www.answerthink.com
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Finance Processes

Transaction
Processing

Control & Risk
Management

Decision Support

A/P Budgeting Performance
analysis

T&E Forcasting New business
pricing

Freight Performance reporting Cost analysis
Fixed assets Cash mgt Strategic planning
A/R Treasury mgt Finance mgt
Credit Insurance mgt
Collections
Customer billing
General acctg
External report
Tax acctg
Cost acctg
Tax filing
Time collection
Payroll
Benefits

The Hackett Group
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Company Size

<$1 Billion

$1-5 Billion

>$5 billion

The Hackett Group
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Cost Components

Other

Systems

Outsourcing

Labor

The Hackett Group

Labor

Systems
Other

World-Class

Average
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Finance Cost are Falling

The Hackett Group

Finance Costs as a Percent of 
Revenue and Company Size

0

0.5

1

1.5

2

2.5

3

<$500 $500-$5,000 >$5,000
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Finance Cost as Percent 
by Type of Organization

1.9

1.2

1.4

Service Mfg All

The Hackett Group
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Accounts Payable 
Best Practices

Two-way matching 
Procurement card 
EDI and advance shipment 
notifications (ASNs)
Online purchase requisition systems 

Web-based supplier catalogs 

EFT settles payment

Recurring payments automated 

Purchasing solves own problems 

Sundry items

Invoice documents imaged 

A/P processing consolidated 
The Hackett Group
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Accounts Payable 
Quick Fixes

• Implement procurement cards 

• Eliminate multiple approvals 

• Eliminate approval routing of 
invoices under three-way match 

• Raise limit for checks requiring 
duplicate signatures 

• Automate signature blocks applied 
to checks 

• Discourage manual checks 

• Reimburse sundry items through 
expense reports 

• Eliminate multiple copies and files 

The Hackett Group
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Accounts Payable 
Fun Facts

Average
1st

Quartile
Cost as a % Of
Revenue

0.055% 0.044%

FTEs/$Billion 14.3 11.8
Transactions/FTE 13,137 17,679
Cost/Transaction $2.93 $1.90

Per billion dollars of sales...
•Processes 187,859 supplier invoices annually 

•Pays employees $37,623 in salaries and benefits 

•Utilizes 1.9 systems that are 5.4 years old 

•Productivity increase of 5% over the last year 

•Saves $109,520 with first-quartile processes 

The Hackett Group



©Gary Zeune, CPA 65

How to Close the 
Books in 2 Days

Estimates
Good enough
Would anyone make a different 
decision

Software
What
When
Format

Adjusting journal entries
What’s a journal entry
Correction of a defect 
Figure out what happened and fix it 
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General Accounting 
Best Practices

Close in two days or less
Soft closes
Financial statements available one day after close
Subsystems interfaced with G/L
High materiality levels set for journal entries
Cost allocations estimated
Inter-company charges
Reconciliation and analysis of balance sheet 
accounts
Common general ledger
Standard chart of accounts
Centralized account maintenance
G/L contains only summary
Detailed transaction information
Drill-down available

The Hackett Group
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General Accounting
Quick Fixes

Soft monthly close process
Raise materiality levels
Simplify allocation process
Standardize chart of accounts
Eliminate P&L estimates
Eliminate unnecessary management 
reports

The Hackett Group
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General Accounting
Fun Facts

A v e r a g e 1 s t  Q u a r t ile
C o s t  A s  A  %  O f R e v e n u e 0 .0 6 4 % 0 .0 4 3 %
F T E s /$ B i l l io n 1 1 .7 8 .6

T h e  a v e r a g e  b i ll io n - d o l la r  c o m p a n y .. .
•  M a k e s  1 ,4 7 4 ,8 6 9  jo u rn a l e n t r ie s  a n n u a lly
•  P a y s  th e ir  e m p lo y e e s  $ 5 3 ,7 0 9  in  s a la r ie s  a n d  b e n e f it s
•  U t i l iz e s  2 .0  s y s t e m s  th a t  a r e  5 .8  y e a r s  o ld

S a v e s  $ 2 0 5 ,3 7 3  w ith  f i r s t - q u a r t i le  p ro d u c t iv i ty

The Hackett Group
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