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Century Business Services, Inc. is a leading provider of professional outsourced business 

services to small and medium-sized companies throughout the United States. The Company 

provides integrated services in the following areas: accounting, advisory, tax, and valuation; 

benefits administration and insurance; performance consulting; human resources and payroll;

and specialty insurance. These services are provided through a network of more than 200

Company offices in 36 states, as well as through Century’s subsidiary, Century Small Business

Solutions, a franchisor of accounting services with more than 650 franchisee offices in 47 states.
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We will be the company that frees Business

America from unnecessary complexity, allowing

our clients to focus on doing what they do best

in ways they never imagined possible. Our hall-

mark will be comprehensive cross-serving. By

uniting a full array of superior offerings from

our member companies, then customizing those

services for our clients’ specific circumstances,

we will redefine the manner in which business

services and products are delivered. Business

America will look to us as the way to provide

business services and products in the future.

•  Our first priority is to consistently provide

superior services and products and to 

continue to build long-lasting relationships

with our clients. Our commitment to their

success will earn us the role of trusted 

advisors and strategic partners in helping

our clients to prosper. 

• Our client commitment is put into practice

by our professional staff. We sustain a service

culture that is encouraging and motivating,

that fosters high performance, and that 

creates career opportunities.

• Finally, we will continue to pursue better

ways of serving Business America. We will

remain as we began – pioneers.

O u r  V i s i o n

M e m b e r  C o m p a n y
S u c c e s s

M a r k e t  E x p a n s i o n
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M i s s i o n  S t a t e m e n t

To be the leading provider of integrated professional business
services and products to Business America.

1998 1997 1996

Revenue $ 352,028 171,123 90,220

EBITDA $ 70,446 26,185 9,952

Pro forma net income $ 38,541 16,014 6,186

Pro forma basic earnings per share $ 0.63 0.37 0.26

Pro forma diluted earnings per share $ 0.52 0.29 0.21

Weighted average common shares 61,129 42,776 23,699

Weighted average common shares and

dilutive potential common shares 74,333 54,740 29,868

1998

Revenue (in millions)

1997

1996

$10000 $200 $300 $400

1998

EBITDA (in millions)

1997

1996

$2000 $40 $60 $80

1998

Pro Forma Net Income 

(in millions)

1997

1996

$1000 $20 $30 $40

1998

Pro Forma Diluted Earnings 

Per Share (in dollars)

1997

1996

$0.2000 $0.40 $0.60

F i n a n c i a l  H i g h l i g h t s

Figures herein are from continuing operations and give effect to the 1997 divestiture of the Company’s hazardous waste division.

Pro forma figures reflect tax effects of enterprises acquired and accounted for under the pooling-of-interests method of accounting

that previously had not been subjected to income taxes.

Operating results for the 12-month periods ended December 31, 1997 and 1996 and balance sheet data as of December 31, 1997

have been restated to reflect business combinations closed during 1998 which were accounted for under the pooling-of-interests

method of accounting.

Income Statem e n t  D a t a

(in thousands
’

except per share amounts)

1998 1997

Cash and cash equivalents $ 50,729 29,236

Total assets $ 648,677 316,617

Total interest-bearing debt $ 74,556 24,527

Shareholders’ equity $ 395,862 157,423

Balance Sheet  D a t a

(in thousands)
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To Our Stockholders,

Nineteen ninety-eight marked the second 

consecutive year of spectacular growth for

Century Business Services. We set out two

years ago to assemble the finest collection 

of professional business service firms in the

United States to provide quality outsourced

services to small and mid-sized companies. 

In 1997 we acquired 27 companies and made

12 tuck-in acquisitions, adding $128 million in

historical revenue. In 1998 we nearly doubled

that rate, acquiring 39 firms plus 29 tuck-ins,

adding more than $255 million in historical

revenue. Despite this rapid pace, we acquired

only high-quality firms with dedicated special-

ists and leaders capable of implementing the

next phase of our growth plan. 

The Century network now comprises more

than 200 offices in 36 states, not including our

Century Small Business Solutions network,

which operates more than 650 franchisee

offices in 47 states. In two years, acquisitions

and internal growth have propelled your

Company to one of the 10 largest accounting,

tax, valuation, and consulting companies, one

of the 10 largest valuation services companies,

and one of the 15 largest benefits administra-

tion and insurance products companies, on 

a fee and commission basis, in the United

States. Having reached this critical mass, our

focus as we enter 1999 is on internal growth

through cross-serving; however, we will continue

to make selective acquisitions, particularly of

service firms that round out our full-service

offerings in several metropolitan markets. 

Your Company succeeded not only in acquiring

high-quality professional business services

firms, but in achieving outstanding earnings

performance for 1998. Century posted $352.0

million in revenue for 1998, which represents

growth of 106% over 1997’s revenue of $171.1

million. Pro forma net income from continuing

operations increased 141% to $38.5 million, or

$0.52 per diluted share, from pro forma net

income from continuing operations of $16.0

million, or $0.29 per diluted share, for 1997. 

Our rapid acquisition pace in 1998 notwith-

standing, Century ended the year with a solid

balance sheet. Total shareholders’ equity more

than doubled, to $395.9 million from $157.4

million, and long-term debt remained low, 

at approximately 10% of total capitalization. 

In March of 1999, Jackson National Life, 

a wholly owned subsidiary of Prudential

Corporation PLC, of London, England, invested

$25 million in the Company, further enhancing

our capital resources.

Century has assembled its network of service

companies by paying a large part of the pur-

chase price in two-year locked-up stock. By

using Century shares, we provided the man-

agement of the acquired companies with an

incentive to work toward Century’s continued

growth, expansion, and prosperity. The use of

shares has resulted in a significant increase in

the number of Century shares outstanding 

over the last two years. As a result, earnings

have grown faster than earnings per share, and

your Company still achieved growth in earnings

per share from continuing operations of 79% 

in 1998, on a fully diluted, pro forma basis.

Additionally, growth in the number of shares

has resulted in better liquidity for Century

stock, with the average daily trading volume

increasing from approximately 100,000 shares

per day in 1997 to approximately 290,000

shares per day in 1998.

While we have come a long way from the 

specialty insurance company we were in 1996,

we still have a long way to go in providing the

maximum benefit possible to each of our

clients. This will be the focus of Century’s new

phase of growth – fully integrating our newly

acquired companies and cross-serving our

offerings to provide a full-service menu to 

each of our 102,000 clients. By organizing our

member firms and leveraging their different

strengths, we are creating a company that can

provide an optimal solution for most of the

professional services requirements of owners

and operators of small and mid-sized businesses

across the United States. We now seek to make

the whole of Century greater than the sum of

its individual parts.

To support our new growth phase, Century

recently realigned its top management team

and organizational structure. We broadened the

accounting, tax, and advisory group to include

valuation services, and this group now repre-

sents the largest portion of the Company’s total

historical run rate revenue. We enlarged the

benefits group to encompass insurance services,

and this combined group now represents the

second largest component of our historical run

rate revenue. Group presidents were appointed

to direct each of these operations. 

I truly believe that in all my years as both an

investor and a chief executive officer, I have

never seen a more promising opportunity than

the one Century presents us with today. From

1992 to 1997, the business services industry

grew at a compound annual growth rate in

excess of 10%, which is almost twice the rate

L e t t e r  t o  S t o c k h o l d e r s

“We now seek to make the 

whole of Century greater 

than the sum of its 

individual parts.”



of gross domestic product growth over the

same period. In addition, the Century person-

nel driving the Company’s growth are highly

skilled, highly motivated professionals who

have proven records of success. Armed with

such outstanding people and a tremendous

market opportunity, we have set four critical

objectives for 1999.

Our first objective is to establish cross-serving

Century-wide. We took preliminary steps to

begin this process in 1998. In 1999 we will

take cross-serving past the initial stage of

referring clients to other member firms to 

the trusted advisor level, in which one client

contact manages all of the client’s outsourcing

needs that we offer. It is only at this advanced

level that the client/advisor relationship can

be leveraged to provide significant value to

the client and Century.

Our second objective is to continue developing

our networks in the markets we have established

over the past two years. By making supplemental

strategic acquisitions, we will complete the

Century service offerings in our current

market locations. 

Our third objective is to strengthen the

organization. In order to take full advantage

of the exceptional growth we have enjoyed

over the past two years, it is necessary to

build the internal structure to support it. 

Aligning leadership and clarifying organiza-

tional roles to position the organization for

cross-serving, developing our technological

capabilities, and building powerful brand

equity are several ways in which we expect to

strengthen the Century organization in 1999.

The accomplishment of these three objectives

will secure accomplishment of our fourth,

most important, and ongoing objective –

increasing shareholder value. A simple but

proven formula for creating long-term share-

holder value in today’s volatile market is 

setting, communicating, and achieving clear

performance goals. Century met and exceeded

its performance goals for 1998: to double rev-

enues, grow earnings per share by at least 30%,

and achieve internal growth of at least 15%.

We expect to continue to grow at a swift pace

and are confident we can achieve our 1999

goals of continued rapid revenue growth, 

earnings per share growth of 30% to 50%, and

internal revenue growth between 15% and 20%,

complemented by selective acquisitions. Since

year-end 1998, we have closed eight additional

acquisitions, including five tuck-in acquisitions,

in Century’s core market areas, representing

approximately $19 million in historical revenue.

We currently have signed letters of intent with

five additional companies, subject to further

due diligence and definitive legal agreements. 

After two years of establishing a vast platform

of professional products and services, 1999 will

be the year in which Century zeroes in on

building the information technology network

necessary to speed up and simplify the delivery

of our services to Business America.

Many investors focus on internal growth as a

driver of corporate value, and Century’s internal

growth has been strong, both for our member

firms and for Century as a whole. Given our

strategic focus on cross-serving in 1999, and 

the benefits we seek to achieve from more fully

integrating our acquisitions and managing our

customer base, we anticipate increased internal

growth throughout 1999.

We extend our thanks to our shareholders for

their continued loyal support and to each and

every one of our employees for their ongoing

efforts in building Century into America’s

leading provider of professional integrated

business services and products. We at Century

are striving to deliver outstanding results for

your Company, and we are confident that 

consistent, outstanding performance will

result in shareholder value that is truly 

reflective of the high quality of this Company. 

Respectfully submitted,

Michael G. DeGroote

Chairman, President and Chief Executive Officer

March 17, 1999
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Financial  O v e r v i e w

Century Business Services’ financial perform-

ance in 1998 demonstrated the high quality of

our member companies as well as the success 

of our integration efforts. Century posted net

margins from continuing operations above 10%

for every quarter of 1998, reaching 11.2% for the

1998 full year. This is an improvement of 100

basis points over 1997’s net margin from contin-

uing operations of 10.2%. EBITDA as a percent-

age of revenue exceeded 19% throughout 1998,

and ended the year at 20%. By comparison, we

ended 1997 with an EBITDA margin of 15.3%.

We have worked diligently to keep Century’s

expenses in line while supporting substantial

increases in our number of offices and employ-

ees over the course of 1998. Our rapid growth

notwithstanding, general and administrative

expenses remained virtually constant as a 

percentage of revenue from 1997 to 1998.

Century’s strong financial position improved in

1998 as cash generated from operations grew

over the course of the year with the acquisition

of well-run business services companies. While

a considerable portion of our 1998 expenditures

were made to support our acquisition strategy,

this year a large part of our financial resources

will be directed toward building a flexible,

dynamic corporate infrastructure and imple-

menting a first-class information system to 

support our cross-serving initiative with ample

capacity for future rapid growth.

Business Services

Century’s business services segment is composed

of a wide array of integrated service offerings,

and the largest portion of Century’s revenue

comes from the Accounting, Tax, Valuation, and

Advisory Services offerings within this segment.

Century added 51 companies to this division 

in 1998, which now employs more than 1,000 

professional accountants. Because accounting 

is integral to every business, and accountants

frequently establish longtime relationships with

their clients and develop a detailed under-

standing of a client’s business, the accounting

services group is one of our primary channels

for cross-serving. To facilitate the development

of Century’s cross-serving and integration

efforts, Century reclassified its organizational

groups in December 1998, creating a single

group for its Accounting, Tax, Valuation, and

Advisory Services. Keith Reeves, a Senior Vice

President of Century, was appointed President

of this group. In addition to accounting and 

tax services, this group now provides capital

advisory services, valuation and litigation 

advisory services, hard asset appraisal, and

intangible asset valuation.

Century’s Benefits Administration and Insurance

Services Group underwent significant change 

in 1998. This division was also reorganized in

December to include insurance services as part

of the Benefits Administration Group. Robert

O’Byrne, a Senior Vice President of the Company,

was named President of this group. Now com-

posed of retail and wholesale group insurance,

life insurance, voluntary benefits, third party

administration, Section 125 plans, large case

consulting, and property and casualty insurance,

the enhanced Benefits Administration and

Insurance Services Group affords Century the

opportunity to benefit from bulk purchasing,

shared professional practice expertise, and 

the consolidation of administrative functions.

The number of Century member companies 

that offer benefits administration and insurance

services increased by 14 in 1998, bringing the

total number at year end to 24.

Acquisitions

A top priority in 1998 was to continue to estab-

lish and develop business services networks in

major metropolitan markets using the acquisition

criteria we developed for selecting quality com-

panies: a 15% minimum pre-tax margin, strong

historical earnings growth, and a solid business

plan to continue that growth. We also looked for

characteristics unique to a company, such as a

particular geographic location, valuable area of

expertise, or a widespread distribution network,

that would differentiate Century and add a 

distinct benefit to our network. For example, 

our acquisition of the Continuous Learning

Group (CLG) added significantly to our ability 

to offer performance consulting services not 

only in CLG’s office locations in Florida, Georgia,

Pennsylvania, Texas, and West Virginia, but

nationwide. Our acquisition of General Business

Services (GBS) and E.K. Williams in July tripled

our small business client base, defined as those

with 5 to 20 employees. By combining GBS and

E.K. Williams with our Comprehensive Business

Services franchise network, we created one 

single, powerful franchise network – Century

Small Business Solutions, Inc. The resulting

organization affords us the opportunity to cross-

serve our business services to a base in excess 

of 54,000 small business clients through more

than 650 franchisee offices in 47 states. 

M a n a g e m e n t  R e p o r t

John J. Hopkins 
Senior Vice President, 

Business Development and Marketing

Jerome P. Grisko, Jr.
Senior Vice President,

Mergers & Acquisitions and Legal Affairs

Douglas R. Gowland
Senior Vice President, 

Business Integration

1996 1997 1998

Historica l  C o m p o n e n t s  o f  Revenue

• B u s i n e s s  Services   

• S p e c i a l t y  Insurance



In September, we completed the acquisition 

of MHM Business Services, formerly known as

Mayer Hoffman McCann. One of the 30 largest

accounting, tax, and consulting companies in

the United States, MHM significantly enlarged

our accounting, tax, valuation, and advisory 

network, by adding offices in seven cities

throughout the Midwest. The senior partner 

of Mayer Hoffman McCann, Eldon Walter, has

been appointed Vice President of Century’s

Accounting, Tax, and Advisory Services.

Two companies that boast both a complemen-

tary niche service offering and widespread 

distribution channels were added at the end 

of the year. Medical Management Professionals,

which we acquired in November, offers physi-

cians medical billing, accounting, and other

back-office services and serves as a gateway 

for Century to several markets in the South.

Norman Barken Associates, acquired in

December, distributes life insurance to high-

net-worth individuals with emphasis on special-

risk underwriting products, through a network

of 3,000 independent agents nationwide.

Going forward, we will continue to make

strategic acquisitions of companies that meet

our criteria. The focus of these acquisitions

will be on completing our menu of service

offerings in any given market and facilitating

our cross-serving strategy.

Strategic All i a n c e s

We consider strategic alliances an ideal supple-

ment to acquisitions in becoming a full-service

provider meeting the varied needs of our clients.

In December of 1998, we entered into an agree-

ment forming a strategic alliance for investment

advisory services with Merrill Lynch. This

teamed Century up with the largest investment

company in the United States for the distribution

of financial products and services to high-net-

worth individuals. Complementing this alliance

is our agreement with National Planning

Corporation, a full-service securities broker-

dealer and subsidiary of Jackson National Life,

the 18th largest life insurance company in the

United States, as measured by total assets.

Under the terms of the agreement, Century’s

licensed brokers are able to offer co-branded and

private label financial and insurance services

and products to the Company’s vast business

client base and their employees. Having a

selection of service providers allows us to

match the varying needs of our diverse client

base with the strengths of each strategic partner. 

In February 1999, we announced an alliance

with Computing Resources, Inc. (CRI), soon 

to become a wholly owned subsidiary of Intuit,

which expands our payroll services nationwide

utilizing a web-enabled system. As one of the

five largest payroll and payroll tax processing

service companies in the United States, CRI

enables Century to furnish its clients with 

private label payroll processing, tax services,

and customer service on a national basis

through each of our member companies. By

establishing a print/distribution and customer

service center in each of Century’s major

markets, CRI offers the necessary support for

the large-scale roll-out of a national private

label program. The programs, CenturyPAY

and CenturyPAY Plus, are scheduled to begin

implementation in April 1999.

I n t e rnal Growth

Century has placed a high priority on internal

growth for 1999. The foundation for this growth

will be each member company sustaining its

individual revenue growth rate of 10% to 15%.

On top of this, Century is looking to benefit

from cross-serving to further boost revenue,

and from the integration of Century’s member

firms to drive bottom-line performance. 

Century initiated a variety of cross-serving and

integration efforts in 1998. The results were

encouraging and we plan to apply integration

processes network-wide in 1999. We also initiated

development of one common, integrated client

database to step up cross-serving. Soon, cross-

serving will move to a level at which clients

will receive complete packages incorporating

the product and service offerings of an entire

group of member companies. 

We began establishing a database and protocol

to remove redundancies in real estate manage-

ment in 1998 and are now looking to begin

large-scale coordination and consolidation of

real estate management. Also in 1998, we began

the implementation of a national purchasing

program, realizing significant annual savings.

We expect to capture approximately $2 million

in 1999 through purchasing consolidation alone.

Finally, key to the successful implementation of

integration and cross-serving plans is the instal-

lation of a corporate intranet. In 1998, a simple

version of our corporate intranet was born, and

we are now in the process of adding features to

make it a comprehensive “knowledge manage-

ment” tool, integral to cross-serving. Value-added

properties such as an expert network discussion

database, news groups, and site links are now

being developed. We are optimistic that the full

development of these initiatives will drive our

future internal growth rate even beyond 1998’s

excellent internal growth rate.

At Century, we believe that the best way to pre-

dict the future is to create it. We will continue

defining and growing Century in the new year

and look forward to reporting our progress.

Charles D. Hamm, Jr. 
Senior Vice President, 

Chief Financial Officer 

Charles D. Hamm, Jr. 
Senior Vice President, 

Chief Financial Officer 

Robert A. O’Byrne
Senior Vice President, 

Benefits Administration and Insurance Services

Keith W. Reeves
Senior Vice President, 

Accounting, Tax, Valuation and Advisory Services
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I n t e g r a t i o n

The consolidation of support functions frees the employees of our member companies from
time-consuming administrative tasks and enables them to spend more time serving more
clients. Moreover, as the integration of non-core tasks progresses, Century expects to enjoy
lower administrative expenses, lower selling costs, and lower prices from volume purchasing,
which will allow more of Century’s growing revenue to fall to the bottom line. 

C r o s s -Serving

Many of Century’s potential new clients
are already Century clients. For example,
those who use only Century’s accounting
services can easily take advantage of
Century’s payroll services, and insurance
services are a likely addition for a client
already using Century’s benefits services.

Member Company

Success

The rapid growth rates and loyal client bases
of Century’s distinctive member companies
are an inherent component of Century’s
internal growth. Among Century’s criteria 
in considering an acquisition candidate are
solid margins, strong growth, and a business
plan to continue that growth. 

C r e a t i n g  O n e  S o l u t i o n

As we develop the numerous synergies that exist within the Century network and extend
these synergies to additional selective acquisitions, we are building Century to be the leading
provider of professional outsourced business services to Business America. Growth from
within will be a primary driver of Century’s success going forward. In building Century into a
comprehensive, single source for a wide array of integrated business services, we are utilizing
several growth elements, including cross-serving, integration, member company success,
client success, and market expansion, to propel Century’s internal growth. 

C o m b i n i n g

M a n y

S t r e n g t h s



Market Expansion

From 1992 to 1997, the business services
industry grew at a compound annual rate 
of 10.7%, almost twice the compound annual
growth rate of the gross domestic product
over the same period. Furthermore, the
resilience of the professional outsourced
business services industry to economic
downturns is supported by the tendency of
business owners to cut costs during these
times by shifting non-core functions to a
lower-cost, outsourced alternative. 

Clie n t  S u ccess

With the expertise of Century’s trusted advisors and the support of its comprehensive
service network, Century’s customers flourish. Clients’ increased flow of business, 
in turn, swells Century’s business services workload.
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Implementing Century’s cross-serving

efforts is our highest strategic priority for

1999. Last year, we made a significant

commitment to mobilize cross-serving.

Dedicated leadership was assigned to

champion this effort, and a forward-

thinking, flexible, cross-serving model

was tailored to the Century organization.

In 1998, cross-serving was carefully

defined and incorporated within our 

overall corporate vision, and a focused

cross-serving strategy was prepared. 

An organizational framework for cross-

serving was developed to support the 

distribution of a wide array of services

throughout our nationally dispersed 

network of business service firms. This

framework created an organizational

strategy that overlays our service and

product lines of business: accounting,

advisory, tax, and valuation; benefits

administration and insurance; human

resources and payroll; and performance

consulting. Within this organizational

framework, we have established BIZ

Centers, Leadership Councils, and

Expert Networks to support Century’s

trusted advisors.

Century’s nine BIZ Centers – located in

major markets that possess a core group

of Century companies that offer Century’s

full array of business services – function

as resource hubs for all Century member

companies in the surrounding area. It is

through Century’s BIZ Centers that we

centralize purchasing and address local

members’ marketing, product develop-

ment, cross-serving, and operational

issues. Century’s BIZ Centers began 

integrating the various advisory services

and benefits and insurance product

offerings in and among our companies’

clients in 1998. 

To lead our member companies in build-

ing, growing, and routinely cross-serving

the local BIZ Center marketplace on 

an aggressive and profitable basis,

Leadership Councils were formed in

each BIZ Center. Comprised of leaders

from the area’s member firms, Leadership

Councils help manage and direct the

cross-serving process.

Expert Networks link experts from

around the country that share or com-

plement each other in areas of industry

or specialized expertise. In 1998, these

networks of experts began building spe-

cific business strategies that created

new alignment opportunities. This has

afforded Century the immediate ability

to move throughout the United States

with national delivery capability. 

Century’s trusted advisors act as a single

contact point for all of a client’s business

services. The trusted advisor role is a

defining facet of Century’s strategy to 

create a customized service package that

meets each client’s unique business serv-

ices needs. Acting as the relationship

manager between Century and the client,

the trusted advisor unites Century’s full

array of offerings, expert networks, and

strategic alliances and customizes Century’s

services for the client, combining the

strengths of all our member firms, to

deliver an integrated service plan to 

foster the client’s success.

C r o s s - S e r v i n g

“For years, we referred clients elsewhere

for services we didn’t offer. Now, as part of

Century, we can use our vast network of

professionals to offer these same services

and ensure the quality our clients expect.

And this is only the beginning.”

• Stephen Kurtz

SKB Business Services

Englewood, Colorado

Century member company since 1997
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“Customizing a business solution to

meet a client’s needs is what BGS&G

has always been about. The Century

model gives us access to the resources

we need to provide a truly ‘client-

centered’ approach.”

•  Marc Zanger

BGS&G Companies

Cumberland, Maryland

Century member company since 1998

“Kaufman Davis has long served as our financial advisor and outside

accountant. Over the years they have earned our trust because they

know us and understand our business goals. When they became a

Century company and could offer us more services, it was an easy 

decision to let them handle our E&O coverage and 401(k).”

•  Fred Hannett

Managing Principal 

The Capitol Alliance, Inc.

Washington, D.C.

Nineteen ninety-eight was also the year

in which we defined and laid the foun-

dation for an internal growth catalyst

unique to Century Business Services...

customized cross-serving. Customized

cross-serving is the process by which

Century’s trusted advisors profile their

clients to determine the best mix of

Century’s products and services. Our

companies joined Century to take

advantage of our strong cross-serving

potential. While there is much to be

learned, our direction is clear and

Century’s customized cross-serving

plan – designed to understand our

clients’ needs and create customized

solutions to meet those needs – is 

now being executed. 

With our vision, strategy, and imple-

mentation plan established, we

embarked on a comprehensive leader-

ship education and communication

campaign. A cross-serving plan draft

was presented to representatives of all

Century member companies, and these

leaders collaborated to improve upon

the plan. This process initiated a spirit

of teamwork that will facilitate the

implementation of our cross-serving

plan. These nationwide learning efforts

culminated in the Century Business

Services Leadership Congress that was

held in early January 1999. 

At the Congress, leaders from all 

the Century companies gathered to 

establish priorities for 1999 and lay the

groundwork for the 1999 cross-serving 

business plans for each BIZ Center.

They familiarized themselves with

Century’s Expert Networks, created

reward and accountability plans for

cross-serving success, and shared

examples of cross-serving successes.

This education and communication

process was then shared with all of

our 4,200 employees following the

Leadership Congress.

We have already confirmed that clients

want fewer numbers of advisors and

vendors and more direct partnering to

help them build and grow. We know we

can integrate advisory service and prod-

uct offerings to help our clients in the

ways they need and in ways they never

imagined possible. We also know that

none of us could have offered alone

what we can now offer together. Our

clients need our capabilities and we

want them to come to expect the broad-

est range of offerings and highest level

of service. The possibilities for how we

can better serve our clients are endless.
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We made significant progress integrating

our member companies into the Century

fold in 1998. Our efforts over the course 

of the year were largely directed toward

initial integration tasks, such as coordi-

nating financial reporting, incorporating

Century’s marketing materials into the

new member companies’ sales efforts, 

and introducing new member companies

to other local Century member firms. 

This initial process was done with 

integration teams well versed in the 

practical and cultural issues that arise 

in the incorporation of a new firm.

On a deeper level, we began integration

activities designed to have a more 

profound effect on our bottom line. 

We began two pilot programs to ascertain

the most effective means to consolidate

non-core functions among member 

companies. The result of these programs

indicated that the most effective means

of integration would be through an

enterprise resource management (ERM)

system. In 1998, we began evaluating

ERM vendors, and in March 1999, we

selected Oracle Corporation, the leading

supplier of software for enterprise infor-

mation management and the second-

largest software company in the world.

The system will allow Century to take

advantage of its enormous economy-of-

scale potential. Management develop-

ment is also a critical component of a

successful integration plan. We are

actively developing the leadership skills

of the second tier of management at our

member companies to help ensure their

continued long-term success.

Perhaps the most exciting component of

our integration plan is the implementa-

tion of our corporate intranet, which 

will serve as the communication center

for our member companies. In 1998, we 

commenced the development of a unified

client database, which is a key element of

our cross-serving strategy. We are looking

to integrate this element of our database

into our corporate intranet in 1999. 

Use of the corporate intranet provides our

trusted advisors with the tools to make

administration easier and cross-serving

simpler. Automated proposal systems, easy

access to client data, and integrated sys-

tems are only a few of the benefits that will

be created by our corporate intranet. For

example, through hyperlinks, trusted advi-

sors will be able to obtain on-line payroll

price quotations that are custom-tailored

for their clients’ businesses, and our fully

web-enabled COBRA administration system

can automate several of the time-consum-

ing administrative tasks associated with

COBRA compliance. 

Integration goes beyond bulk purchasing 

and the elimination of redundant func-

tions. Intertwined with Century’s integra-

tion initiatives are our cross-serving

efforts. Because cross-serving Century-

style means offering combined, not just

additional, services, integration is critical

to fully realizing our cross-serving poten-

tial. By combining all of the best services

each member company has to offer and

bundling them into one comprehensive

package, cross-serving and integration

are inextricably connected for the most

efficient delivery of Century’s wide array

of services to clients. Integration makes

it simple and efficient for clients to use

Century’s products and services.

I n t e g r a t i o n
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Century’s internal growth relies in part

on Century’s member companies. Before

acquiring a new member company,

Century thoroughly evaluates each

acquisition target’s operations, future

growth potential, and strategic fit within

the Company. This assessment helps

ensure quality, internally generated

growth going forward.

At the heart of the success of Century’s

member companies is the energy and 

talent of their leaders, many of whom

founded and developed these businesses.

Their winning records have made these

companies local market leaders with

loyal, long-term clients. The combination

of their entrepreneurial spirit with

Century’s unique business model and

vast resources is proving to be a 

successful formula for growth.

M e m b e r  C o m p a n y  S u c c e s s

Top 10 Reasons 

Companies Outsource

1. Reduce and control operating costs

2. Improve company focus 

3. Gain access to world-class capabilities 

4. Free resources for other purposes

5. Resources not available internally 

6. Accelerate reengineering benefits 

7. Function difficult to manage/out of control 

8. Make capital funds available 

9. Reduce risk 

10. Cash infusion

Source:  The Outsourcing Institute

Century’s ability to provide a wide array of 

a client’s non-core professional business 

services enables Century to be a key

agent for the growth and success of a

client’s business. Century focuses on

small and medium-sized businesses, 

offering these clients valuable perspective

and experience other business service

providers may lack. 

Century’s long-term, client-centered

approach to business services fosters

bonds that go beyond shorter-lived, trans-

action-oriented relationships. By perform-

ing a variety of a client’s administrative

functions, not only does Century gain a

greater role in cultivating the success of a

client’s business, but we obtain a more

insightful perspective into every aspect of

a client’s operations. This comprehensive

approach lessens the likelihood that a

client would switch service providers in

any one area and increases the likelihood

that a client will be successful.

Century competes in a rapidly expanding,

yet underserved, market. Generating

more than half of the nation’s gross

domestic product and serving as the 

principal source of new jobs in the United

States, small and medium-sized businesses

(those with fewer than 500 employees)

form the backbone of the American econ-

omy. In addition, the number of new small

businesses is growing all the time.

Across Corporate America, businesses’

recognition of the benefits of outsourc-

ing services has flourished. Between

1992 and 1997, the business services

industry grew from $219.9 billion to

$364.7 billion, a compound annual rate

of 10.7%. This is nearly twice the gross

domestic product’s annual growth of

5.4% over the same period. One reason

for the industry’s growth is the accelera-

tion in revenues generated by account-

ing services, Century’s largest revenue

component. The Public Accounting

Report’s Top 100 for 1998, a survey of 

the largest 100 independent public

accounting firms in the nation, found

revenue grew at a collective rate of

20.7% for 1998, compared with 15.4% in

1997, 12.9% in 1996, and 9.7% in 1995.

Armed with vast resources, customized

products, and an entrepreneurial spirit,

Century is well positioned to prosper in

the thriving outsourced professional

business services industry.

Accounting
’
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’
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Management Consulting
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Source: U.S. Industry and Trade Outlook 1998; 
revenue for 1996-1998 projected

Source: Service Industries USA, 4th Edition, Service Annual 
Survey for 1996: revenue for 1997 and 1998 projected

C l i e n t  S u c c e s s

M a r k e t  E x p a n s i o n
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