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In our efforts to give A/E firm leaders the tools and 
strategies they need to retain younger employees, we 

sometimes forget to emphasize the importance of keeping 
seasoned employees in the fold to ensure that the younger 
staff succeeds. The mature professional brings years of 
construction and life experiences. These experiences 
assist in dealing with various personalities and secure the 
confidence of the project owners and contractors as well 
as mentoring the next generation of professionals.

We were called on this omission by L. Bruce Hobbs, 
director of construction administration at Hoefer Wysocki 
Architects in Kansas City. 

Mr. Hobbs rightly points out that “mature employees 
have the ability to impact the future of any profession 
by the mentoring of younger talent.” In his experience of 
nearly 40 years, he has learned that one of the reasons 
for consistent retention is that bright young managers 
actually look for a good mentor to help further their 
careers. If they have a mentor where they are, they are less 
likely to go looking for it one in another firm.  

Younger managers have more appreciation for 
control of their environment/work life than they do for 
money. They are not as easily “bought off” as earlier 
generations were. They did not spend a fortune in college 
education just to make money. They do not take careers 
in architecture to make money. They do it to take control 

of their lives and futures. Part of that control is the 
experiences of quality people they work with.

We wholeheartedly believe that younger staff 
members and managers need mature employees to show 
them how to do things the “right way” and help them 
acquire the skills that one is not likely to learn in school 
or even as part of an internship experience. PSMJ’s 
research into how the most successful A/E/C firms operate 
confirms this view. Top-performing firms have built a 
structured symbiotic relationship between mature and 
younger staff – mature managers mentor younger people 
and show them the ropes and younger people get their 
mature mentors up to speed on the newest and most 
efficient design applications (e.g., BIM tools).

Further, Mr. Hobbs asserts that the “over 60s”  
are not just working just to make money. These people 
love their profession and enjoy going to work. In fact, 
many say they are looking forward to retirement but turn 
out not to be happy when they do actually leave  
the workforce.

Bottom line: Don’t forget to take care of your mature 
and capable employees! Do what you need to do to retain 
them. Shipping them out for younger, cheaper people who 
are not ready to do the work is a losing practice. Make 
sure your mature employees are mentoring your young 
people so they both can help strengthen your firm.  ■

Mentoring Provides Value Far Beyond Salary

1. Create incentives for faster payment. You may 
be able to significantly cut the time spent waiting for 
payment by offering a discount for quick payment. 
Offer a small discount for payment within 10 days. If 
your client would have paid the invoice within 30 days 
anyway, she will likely cut a check right away to get a 
little extra discount.

2. Do your homework on new clients. If a prospect 
you have been trying to work with for years all of a 
sudden wants to be your client, it may be because they’ve 
been cut off by your competitor for non-payment. Ask 
for — and check out — credit references. Call other 
businesses that have had a relationship with the client. 

3. Consider consolidating your loans. It’s tough for 
A/E firms to borrow money. But it may be easier than 
you think. If you have several loans related to your 
business, review the rates and terms on each one. You 
may be able to consolidate two or more loans into a 
lower-interest account and improve your cash flow.

4. Give gifts, not meals. This is a little thing, but it’s 
definitely worth keeping in mind if you want to tell a 
client “thank you.” Take a client to lunch and you can 
deduct only half the cost of the meal. Buy a client a gift 
or gift certificate for up to $25 and you can write off the 
entire cost, further cutting your tax bill and improving 
your overall cash flow.  ■

Four Ways for A/E Firms to Preserve Cash




