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R U L E S  O F  T H E  R O A D  

The words you use matter. Not only that, but adopting a business vocabulary helps 
you make good decisions for your own business and create common ground with your 
clients’ concerns.
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Common language establishes common ground. To understand how to help our 
clients do business and utilize our work in the best way possible, it’s best to focus 
first on what makes their businesses successful. A good place to begin with that is 
to add some essential business words to our design vocabulary.

RETURN ON INVESTMENT [ROI]

The money and/or time you spend on a project 
compared to the results. 

For example, you spend $100 on Instagram ads 
and put $500 worth of your time into designing 
the ads. The ads convert a couple of clients 
whose combined projects generate income 
of $1,500. Your investment (money plus time/
effort) of $600 earned you $1,500, making your 
return on investment $900. 

BUSINESS-TO-BUSINESS [B2B] 
BUSINESS-TO-CONSUMER [B2C]

Depending on how you position yourself, you’ll 
work mostly with businesses and organi-
zations, or consumers.If you’re an interior 
designer focusing on commercial spaces or 
hospitality, you’re a business-to-business [B2B] 
designer. 

PROFIT

Profit is the difference between your total  
revenue and the of running your business.  
It’s the money you have left over after all  
 your expenses are paid. To get an accurate 
assessment of your business health, use  
profit instead of total revenue. 

PROFIT MARGIN

Profit margin is the percentage of net profit. 
It’s basically revenue minus cost divided by 
revenue: 

INCOME           EXPENSES        PROFIT 
$1,000.00 – $375.00 = $625.00
$625/ $1,000 = 62.5%  PROFIT MARGIN

By understanding the percentage of profit you 
can know what types of work and which clients 
contribute the most to your profitability.
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ACCOUNTS RECEIVABLE

Money that’s owed to you.

Your outstanding invoices are receivables until 
your clients pay you. You want to encourage a 
quick turnaround in your accounts receivables 
because, if you’re waiting 60, or 90 days and 
you pay your bills on a 30 day-basis, you may 
compromise your ability to pay your own bills. 
I recommend that you use a “pay on receipt of 
invoice policy” whenever possible.

Accounts receivable also applies to the money 
you owe to other businesses or credit card 
companies printers vendors whatever that  
you haven’t paid. 

OVERHEAD

Overhead is what it costs to operate your busi-
ness whether or not you have clients. These 
costs can include rent, equipment leases, 
utilities, insurance, software subscriptions, ad-
vertising, and whatever supplies and materials 
you consume to create your art. 

Overhead keeps your business running but it 
doesn’t generate profit. 

CASH FLOW

The flow of income you generate. Ideally, you 
want a sufficient and continual flow of money 
coming into your business. Cash flow should 
exceed your outgo. 

ASSET

Anything that has value. Business assets can 
include equipment, bank accounts, real estate, 
vehicles, accounts receivable. 

Intangible assets include intellectual property, 
patents, brand touchpints, trademarks. 

Business assets determine the value of your 
business.

Things you use to make design, art, photogra-
phy — art supplies, printer paper, paints, and 
pencils — are not assets, but consummables. 
They don’t factor into the value of your busi-
ness.

LIABILITY

Things you’re responsible to another for — your 
obligations. These include money you owe to a 
supplier, credit card debt, student loan debt, a 
mortgage.

Liabilities are not expenses.

CUSTOMER LIFETIME VALUE [CLV] [LTV]

The net profit a single client provides over the 
lifetime of working with them. 

For example: You earn $5,000.00 for a single 
project from a one-time client. Your expenses 
for the project total $1,800.00, giving you a 
profit of $3,200.00. The CLV of that client is 
$3,200.00. 

Don’t trade design acumen for business acumen. Add business sense to your 
creative sense. It’s not that we should stop paying attention to good design and 
creating excellent work. Don’t lay off that at all. 

We have to remain focused on craft. The world needs excellent design. But let’s 
ADD to that the understanding that businesses need to grow and learn what they 
need from us to facilitate that growth. 

If we drive down that road with each and every client, we’ll continue to prosper 
ourselves, become more influential, and create design that has greater impact for 
our clients’ products and services and the people who use them.  

ALVALYN LUNDGREN is the owner of Alvalyn Creative, a strategic design consultancy. She creates brand 
strategy and design for missional businesses and organizations. She founded Freelance Road Trip 
to bridge the gap between design and business, to help fellow creatives build thriving independent 
businesses.



WA S THIS  HELPFUL?
ACCELERATE YOUR FREELANCE BUSINESS  

Freelance Road Trip teaches you the things you didn’t learn in design school — but should 
have — if you want to thrive as a creative freelancer or independent entrepreneur.

Freelance Road Trip is the most practical, all - in-once business training available for  
independent creative professionals.

3  A complete business road map that takes you step-by-step through the  
 process of fine-tuning our starting your independent business to thrive  
 and prosper from your creative work.;

3   Helps you acquire the business mindset, skills, and confidence necessary  
 to position as a creative services providers to businesses, organizations,  
 and institutions;

3   Helps you differentiate from your competitors beyond talent, service offerings,   
 and pricing, so that you can attract your best clients;

3   Gives you tools and approaches to marketing, project management;

3   Helps you create less competition for clients and projects.

3   Helps you do well in business.

freelanceroadtrip.com

Freelance Road Trip is created by Alvalyn Lundgren.  freelanceroadtrip.com
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IN FREELANCE ROAD TRIP YOU’LL LEARN THE 
THINGS THEY DIDN’T TEACH YOU IN DESIGN 
SCHOOL — BUT SHOULD HAVE — TO THRIVE 
AS A CREATIVE ENTREPRENEUR.


