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Why These Notes Are Different 
The following notes were taken from the presentations given at the BKX Conference from 
June 22-24, 2021 in Las Vegas, Nevada. 

These notes are probably unlike any you have seen before because their purpose is to 
complement the videos by highlighting key points, and make the information easier to 
remember and access on the video.  In most cases, they are not a word-for-word 
transcript, but a detailed interpretation by Rik Villegas of each presentation that includes 
the following: 

• A portrait so you can link the presentation with each presenter. 
• Contact information and other details shared by each presenter. 
• A summary of the presentation at the beginning.  
• A visual Mind Map or Summary that provides a ‘big picture’ overview on the first 

page. 
• URL links of websites, videos, or documents mentioned by each presenter.  
• Time stamps to go directly to a segment in the videos on the Bookkeepers.com 

members website. 
• Screenshots of slides or graphics that provide clarity. 
• Additional notes, definitions or clarification placed in boxes to distinguish them from 

the presenter’s material. 
• Quick access to each presentation from hyperlinks of each presentation in the 

Index, and “Return to Contents” after each section. 

 

I hope you find these helpful to review the presentations. Any omissions or errors are my 
responsibility. If there are any questions, or comments about these notes that you think 
could make them more useful, I can be contacted at: rikvillegas@gmail.com. 

 

 

 

This document is the property and copyright of BKX 2021. 
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Presentation	Summaries	

Day	1.	June	22,	2021	
1.1		Level	Up	–	Ben	Robinson	..................................................................................................................................	8	

Kelly	starts	off	by	sharing	three	networking	tips,	and	then	Ben	talks	about	how	to	make	the	most	of	your	
time	at	the	conference	by	writing	down	key	concepts	that	stand	out	to	you	on	one	sheet	of	paper.	He	also	
went	over	the	SOFA	exercise	that	covers:	Sales,	Operations,	Finances	and	Attitude.	He	guaranteed	that	the	
answer	they’re	looking	for	is	inside	the	room	–	or	virtually.	

1.2		Winning	Every	Time	–	Gabrielle	Fontaine		............................................................................................	19	

What	would	Winning	Every	Time	look	and	feel	like	for	you?	Your	success	is	assured	when	you	play	Win-Win,	
or	No	Deal.	To	‘play’	this	way	you	need	to	have	Courage,	Humility	&	Leadership.	Set	the	ground	rules	up	
front	with	your	client	or	team.	Go	over	the	points	in	your	engagement	letter	and	get	them	to	verbally	agree	
before	they	sign.	There	was	an	activity	of	a	typical	bookkeeping	scenario,	and	participants	were	given	time	
to	work	with	partners	to	discuss	a	Win-Win	outcome.	
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1.3		Erin	Brockovich	Keynote	...............................................................................................................................	29	

Our	life	is	like	the	great	Super	Bowl,	where	you’ve	got	to	keep	going,	even	when	you	get	pushed	back.	She	
tells	about	her	background	as	a	young	girl	with	dyslexia	in	Kansas,	and	hating	to	be	put	into	a	‘box.’	It	
helped	her	develop	stick-to-itiveness,	which	she	applied	to	her	environmental	work	and	everything	she	
does.	She	has	created	two	programs:	Logic,	1)	Leverage,	Loyalty	&	Love,	and	2)	RAM,	which	stands	for	
Realization,	Assessment	&	Motivation.	Erin	ended	by	talking	about	the	Wizard	of	Oz,	it’s	origins	and	
representations.	The	moral	of	the	story	is,	like	Dorothy,	who	discovered	that	she	had	it	in	her	to	get	what	
she	wanted,	you	have	it	in	you	to	wake	up	and	be	the	hero.	You	have	the	power	of	yourself	to	become	who	
you	are	and	make	your	life	happen.	

1.4		Erin	Brockovich	Q&A	.........................................................................................................................................	39	

Ben	asks	Erin	questions	on	stage	and	she	shares	her	answers.	

1.5		The	Most	Effective	Non-Salsey	Close	–	Perry	Belcher	......................................................................	44	

Your	clients	don’t	want	to	know	about	the	benefits	of	your	service,	they	just	want	the	pain	to	go	away.	
You’re	selling	pain	relief.	Sales	is	about	two	things:	emotions	and	mathematics.	Statistically,	you	need	to	
make	20	touch	points	to	make	a	sale.	Have	a	CRM	to	keep	track	of	your	leads	and	see	what	you’re	doing	to	
‘touch’	those	people.	Perry’s	sales	presentation	involves	having	the	prospect	do	most	of	the	talking	by	
asking	a	series	of	questions	to	learn	what	their	ideal	situation	is	a	year	from	now,	why	they	haven’t	achieve	
it	yet,	what	available	resources	they	have	to	get	results,	recap	by	stating	what	they	want,	their	challenges,	
and	the	resources	they	have,	then	asking	if	they	want	help	with	that.	This	same	method	can	be	used	for	
hiring	people.		

1.6		What’s	Working	Now	–	Sponsor	Panel	....................................................................................................	58	

Six	representatives	from	sponsored	companies	got	on	stage	to	share	what	their	company	could	do	to	
benefit	professional	bookkeepers.		

1.7		Six	Figure	Systems	–	Alyssa	Lang	..............................................................................................................	66	

Alyssa	has	been	able	to	take	a	vacation	during	tax	season	due	to	systems	she	has	in	her	business.	Systems	
allow	her	business	to	run	without	her,	and	create	a	business	that	revolves	around	her	life.	She	shared	
examples	of	workflows,	and	her	6	steps	you	can	apply	to	all	workflows	and	systems:	1)	Define	what	needs	
to	be	completed,	2)	Determine	how	long	it	should	take,	3)	Define	the	expectations,	4)	Determine	who	
needs	to	complete	it,	5)	List	the	information	needed	to	complete	each	task,	and	6)	List	what	you	can	
trash	or	automate	to	make	it	more	efficient.	

1.8		Six	Figure	Systems	Q&A	.................................................................................................................................	80	

Alyssa	answers	the	audience’s	questions	about	systems	and	how	they	can	benefit	their	businesses	and	
shares	apps	and	software.		
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1.9		Getting	What	You	Need	from	Your	Clients	–	Ben	Day	......................................................................	85	

The	real	problem	we	encounter	as	bookkeeping	professionals	is	even	when	we	make	it	easy,	clients	don’t	
give	us	what	we	need.	This	isn’t	a	bookkeeping	problem;	it’s	really	a	communication	problem	of	
information	and	expectations.	There	are	3	levels	to	get	everything	you	need:	1)	The	Realist,	2)	The	
Mindreader,	and	3)	The	Communicator.	Become	a	trusted	advisor	by	asking	smart	questions,	which	are	
open-ended	to	learn	how	their	brain	works.	Create	Bio	Videos	of	each	client	for	your	staff	(clients	don’t	see	
them).	Have	an	onboarding	process	for	clients.	Ben’s	communication	process:	1)	Update	2X	per	week	via	
test/email,	2)	send	pre-recorded	videos	to	deliver	financial	statements,	3)	Invite	to	a	live	call	1X	per	month,	
and	4)	spontaneous	texts/calls	as	needed	based	on	the	client.		

	

1.10		Getting	What	You	Need	from	Your	Clients	Q&A	............................................................................	100	

Ben	answers	questions	from	the	audience,	based	on	information	he	shared	in	his	presentation.		

	

	

Day	2.	June	23,	2021	
2.1		The	Rise	&	Fail	of	Business	–	Jan	Haugo	..............................................................................................	104	

Jan	shared	her	background,	career	evolution,	and	the	lessons	she	learned	in	the	process	through	her	
failure.	There	are	multiple	types	of	failure:	1)	Experimental,	2)	Unavoidable	–	outside	your	control,	and	3)	
Glorious	–	this	is	when	you	know	deep	down	that	something	is	not	going	to	work	out,	but	you’re	sure	you	
can	make	it	work.	Key	pivots	from	failure	are	it	causes	change,	and	you	need	to	do	something	else.	Use	
failure	to	succeed	–	learn	from	your	mistakes	by	doing	retroactive	thinking	and	reflecting.	We	are	products	
of	our	failures.		

	

2.2		The	Importance	of	Community	–	Kirstin	Reeder	.............................................................................	116	

A	Commune	is	an	intentional	community.	Community	can	help	you	Calibrate;	Commiserate	with	one	
another;	gain	Confidence	from	the	support	of	others;	gain	Confirmation	of	your	gut	feeling;	Celebrate	wins;	
Cultivate	growth	in	your	business;	Collaborate	with	others,	which	builds	Creativity,	Cooperation	and	
expands	Capacity.	Community	also	increases	Commitment;	creates	Culture;	builds	Companionship	as	you	
Challenge	one	another;	and	forms	Connections.	An	even	stronger	word	that	describes	Community	is	
Cohesion,	which	is	a	tendency	to	unite	and	resist	separation.	Kirstin	shared	several	examples	of	building	
strong	Cohesive	relationships	with	other	bookkeeping	professionals.			

	

2.3		10X	the	Value	of	Your	Business	in	3	Simple	Steps	–	Ben	Robinson	.........................................	128	

You	can	make	9.73x	your	annual	profit	in	1	day	with	1	stroke	of	the	pen	by	selling	your	business.	The	
question	is:	do	you	have	a	bookkeeping	Service	or	a	Business?	The	difference	is	a	Service	has	earnings,	with	
a	little	bit	of	value,	while	a	Business	has	earnings	with	a	crap	ton	of	value.	Your	business	could	be	the	
biggest	value	that	you’re	sitting	on.	The	3	steps	to	gain	the	most	value	from	your	business	are:		
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1. Perfect	your	operations	–	this	means	you	can	deliver	on	your	promise.	
2. Build	your	sales	machine	–	have	a	process	for	getting	clients	on	demand	like	clockwork.		
3. Hire,	train	&	PAMPER	your	team	–	marketing	and	hiring	are	two	activities	that	you	should	never,	

ever	stop.	Pampering	is	catering	to	a	person’s	needs	and	this	probably	the	most	important	thing	
that	you	can	do	for	your	team.	

	

2.4		Falling	in	Love	with	the	Process	Makes	You	Limitless	–	Iyanna	Vaughn	..............................	143	

Identify	the	limiting	beliefs	that	tether	your	soul	and	realize	that	you	need	to	believe	in	yourself.	These	are	
3	things	to	help	you	on	your	journey	to	realize	everything	you	deserve:	
1. Knowing	&	Understanding	Your	Worth	–	Your	worth	is	never	negotiable.	Stop	hustling	backwards	by	

working	for	people	you	shouldn’t	be	engaged	with	and	underpricing	grossly.	Your	perceived	weakness	
can	be	your	biggest	strength.	

2. Taking	Everyday	Action	–	What	gets	you	in	the	door	will	not	keep	you	in	the	door.	Understand	client	
cycles;	as	they	grow	they	will	need	more	assistance	outside	of	bookkeeping.	

3. Being	a	Great	Leader	–	Be	comfortable	with	delegating	by	having	your	team	trained	in	your	systems	so	
that	each	department	can	deliver	better	client	engagement	for	the	future.	Nurture	and	actually	care	
about	your	team.	Cultivate	and	champion	the	leaders	in	your	team.	Create	your	org	chart	and	then	
build	it	to	reflect	your	future	firm.		

	

2.5		Falling	in	Love	with	the	Process	Makes	You	Limitless	Q&A	.......................................................	152	

Iyann	answers	questions	from	the	audience.	Ben	joins	her	on	stage	and	points	out	some	key	takeaways.	

	

2.6		Geting	High-Quality	Clients	without	Marketing	–	Ben	Robinson	.............................................	157	

Ben	shares	3	of	the	most	effective	methods	to	get	high-quality	clients:			
1. Partnerships	–	If	you	don’t	like	marketing	and	sales,	consider	partnering	with	someone	who	does.	

Leverage	the	power	of	community	by	getting	with	bookkeepers	in	your	area	to	get	support.	
2. Authority	–	Become	more	influential	by:	A)	Picking	a	niche,	B)	Having	a	good	versus	evil	mission;	C)	

Have	step-by-step	plans	to	help	clients	overcome	their	biggest	pain(s);	D)	Maintain	absolutes;	E)	
Answer	all	of	their	specific	and	tactical	questions;	F)	Have	icons,	rituals	and	rites.	

3. Referrals	–	The	key	to	getting	inundated	with	referrals	is	to	“Be	so	good	they	can’t	ignore	you.”	Adopt	
the	craftsmanship	mindset	by	focusing	on	what	value	you’re	producing	in	your	job.	

	

2.7		Technology	Tsunami	–	Jan	Haugo	..........................................................................................................	169	

Knowledge	doubles	every	12	hours!	Jan	shared	the	four	industrial	revolutions	and	in	the	fourth	one	we	are	
now	focusing	on	cyber	physical	systems,	which	is	technology	that	merges	with	human	lives,	like	AI,	3-D	
printing	and	robotics	(RPA),	and	we	can	use	these	to	gain	a	competitive	advantage.	To	be	better	prepared	
for	these	changes	and	benefit	from	the	technology	tsunami	headed	our	way	you	can:		
• Simplifying	your	world	–	Use	an	app	to	help	simplify,	but	don’t	rely	totally	on	it.	Jan’s	workflow	starts	

and	ends	with	a	human.	In	the	middle	she	automates.	
• Continually	Learning	–	Jan	has	a	book	on	Kindle	and	reads	whenever	she	has	5	extra	minutes.				
• Fostering	a	Data-Centric	Culture	–	Put	data	is	in	one	place	where	relevant	people	can	get	to	it.		
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• Crowdsource	Your	Learning	–	Join	groups	in	your	industry	to	learn	and	solve	problems.	
• Go	Mobile	–	Use	your	smart	phone	to	go	mobile	and	do	most	everything	you	need	to	do.	
• Optimize	the	Human	Component	–	Jan	uses	ActivTrak.com	to	optimize	her	team’s	time.		

	

2.8		Efficiency	Expert	Panel	-	Technology	...................................................................................................	182	

This	is	Ben’s	favorite	part	of	the	event.	This	was	a	chance	for	the	audience	to	get	their	questions	answer	
from	the	panel	of	6	experts	on	the	stage.	

	

	

Day	3.	June	24,	2021	
3.1		Automate	Your	Prospect	Followup	–	Ben	Robinson	......................................................................	197	

Following	up	on	Perry’s	suggestion	to	have	an	autoresponder,	Ben	shared	how	he	uses	it	to	automate	
prospect	followup.	It’s	not	about	the	technology;	it’s	about	the	connections	you	make	to	remain	top-of-
mind.	Ben	uses	Aweber.com	and	Perry	uses	Mailchimp.com	for	their	CRM	platforms.	He	then	shared	how	
he	uses	it	with	an	automated	email	sequence	consisting	of	20	periodic	emails	sent	out.	The	purpose	of	the	
followup	campaign	is	to	talk	WITH	your	prospects	and	not	talk	AT	them.		

	

3.2		Networking	for	Those	Who	Hate	Networking	–	Justin	Boynton	...............................................	210	

Justin	loves	networking	and	covered	these	points	in	his	presentation:		
• Opening	Poll	–	Most	admitted	they	don’t	like	networking,	but	all	realize	its	value.	
• My	Background	–	Justin	originally	started	in	bookkeeping	to	just	make	some	extra	money.		
• Vision	for	YOUR	Firm	–	Know	your	‘why,’	picture	your	ideal	day,	and	put	strategies	into	place.		
• What	is	Networking	Exactly	–	“Building	and	cultivating	relationships.”	
• Networking	Specifics	–	The	valuable	content	in	this	section	includes:	farming	vs.	hunting,	key	benefits	

of	networking,	how	to	overcome	the	hard	work,	different	ways	to	network,	adopt	the	“Givers	Gain”	
motto,	Visibility	+	Credibility	=	Profitability,	develop	your	elevator	pitch	then	get	out	and	start	to	
Yakkity	Yak	(talk)	with	people,	remember	names	and	ask	for	referrals.	

• Examples	of	Great	Networking	–	Shared	3	stories	that	prove	networking	works.	
• Recommended	Reading	–	Most	of	the	books	on	building	relationships	were	written	pre-1980.	
• Calls	to	Action	to	Help	Your	Firm	Level	Up	–	5	steps	to	get	started	in	networking.		

	

3.3		Simple	Systems	Workshop	–	Gabrielle	Fontaine	.............................................................................	227	

In	this	WORKshop,	attendees	identified	their	key	processes	that	can	move	their	business	forward	and	spent	
time	to	work	on	them.	The	3	Phases	to	get	from	where	you	are	to	where	you	want	to	go:	
1. Prioritize	–	Identify	and	focus	on	the	20%	of	processes	that	produce	80%	of	the	results	in	your	

business.	This	could	include	such	things	as	onboarding	clients	or	getting	reports	done	sooner.		
2. Systemize	–	Standardized	=	Simplified.	Having	a	niche	practice	makes	this	much	easier.	Don’t	worry	

about	getting	it	perfect.	Think	in	terms	of	WHAT	needs	to	be	don,	not	HOW	to	do	it.		
3. Optimize	–	Focus	on	the	right	things	needed	to	speed	your	systems	up,	while	also	getting	rid	of	the	

clutter.	Use	apps,	as	needed,	so	it	doesn’t	add	to	the	clutter	with	more	moving	parts.		
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3.4		Find	and	Use	Your	Strengths	in	Your	Business	–	Bryan	Baker	..................................................	239	

	“How	can	you	bring	the	best	of	you	to	the	pressing	needs	of	the	world?”	Bryan	shared	the	story	of	Acres	of	
Diamonds,	which	emphasizes	the	need	to	identify	the	hidden	potential	in	our	life.	Donald	Clifton	developed	
Strengths	Finder,	a	tool	that	allows	people	to	identify	and	focus	on	their	unique	strengths	to	get	the	most	
ROI	in	their	business	and	life	by	doing	what	they	do	best	every	day.	Clifton	Strengths	consists	of	34	strength	
themes	organized	in	4	Domains:	Executing,	Influencing,	Relationship	Building	&	Strategic	Thinking.	You	are	
living	in	your	strengths	if	something	is	Energizing,	Enjoyable,	Easy	and	you	are	Effective	doing	it.	

	

3.5		Strengths	Finder	Expert	Panel	.................................................................................................................	250	

After	Bryan’s	presentation,	he	had	a	panel	of	people	share	their	strengths	and	then	he	asked	questions	
about	how	they	have	used	Strengths	Finder	in	their	business	and	life.			

	

3.6		Using	LinkedIn	to	Get	High	Paying	Clients	–	Chad	Nicely	............................................................	263	

LinkedIn	is	better	than	Facebook	for	finding	leads	for	bookkeeping	professionals.	Chad	shares	a	simple	
process	he	developed	to	increase	the	typical	response	rate	from	3%	using	spam-style	messaging	to	30%	
using	his	personalized	video	messaging	technique.	The	3	steps	to	get	started	are:	1)	Build	your	Social	Selling	
Index	(SSI)	score;	2)	Send	your	28-second	intro	video;	3)	Respond	to	the	prospect	by	getting	them	on	the	
phone.		

	

3.7		Where	Do	You	Go	From	Here?	–	Ben	Robinson	................................................................................	280	

Ben	had	everyone	get	out	their	SOFA	exercise	sheet	that	they	completed	on	the	first	day,	and	asked	how	
many	have	a	NEED	and	WANT	that	has	either	been	accomplished	or	they	know	how	to	accomplish	it.	Most	
of	the	room	responded	positively	–	which	is	the	reason	why	he	asked	people	to	focus	on	these	during	the	
course	of	the	event.	He	then	had	them	pull	out	their	One-page	Action	Items	sheet	and	had	them	put	a	
checkmark	by	no	more	than	3	of	the	most	important,	then	circle	only	1	that	is	most	important.	He	had	
them	commit	to	schedule	a	block	of	time	on	Monday	morning	to	start	working	on	their	#1	most	important	
thing	that	will	move	their	business	to	the	next	level.	This	is	going	to	help	you	Level	Up!	

	

3.8		Audience	Key	Takeaways	...........................................................................................................................	284	

Members	from	the	audience	went	up	to	the	microphone	and	shared	their	key	takeaways	from	the	BKX	
Conference.	The	major	theme	of	the	takeaways	seems	to	be	the	value	of	systems	in	their	operations,	but	
comments	were	made	from	each	of	the	presentations.	

	

Click	Here	to	Return	to	Index			
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1.0	–	Day	1.	June	22,	2021		

1.1	–	Level	Up	

Ben	Robinson	

SOFA	PDF:	file:///Users/apple/Downloads/SOFA-
Exercise-BKX-2021.pdf		

Summary:	Kelly	starts	off	by	sharing	three	
networking	tips,	and	then	Ben	talks	about	how	to	
make	the	most	of	your	time	at	the	conference	by	writing	down	key	concepts	that	stand	out	to	you	
on	one	sheet	of	paper.	The	goal	is	for	you	to	walk	away	from	the	event	with	at	least	one	thing	that	
will	drive	your	business	to	the	next	level.	Also	look	for	connections	that	can	move	you	to	the	next	
level.	[The	video	doesn’t	start	until	p.11.]	

The	theme	of	the	conference	is	to	Level	Up,	both	personally	and	professionally.	Your	business	is	
here	to	support	your	live.	The	SOFA	exercise	was	used	to	Level	Up	in	your	business	by	examining	
Wants	and	Needs	in	the	areas	of	Sales,	Operations,	Finances	and	Attitude.	A	Need	is	a	deficiency	
and	scarcity,	while	a	Want	is	growth	and	abundance.	You	want	to	address	your	biggest	Needs	so	
you	can	get	into	a	growth	mentality.	Identify	your	biggest	Need	by	circling	it,	and	while	chatting	
with	others,	everything	you’re	doing	is	focused	on	finding	the	answer	to	that	most	important	
Need.	I	can	guarantee	that	the	answer	to	that	Need	is	inside	the	room	–	or	virtually.	 	
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We’re	here	to	serve	you	and	provide	the	best	experience	that	we	can.	We’ve	got	great	content.	
We’ve	got	great	speakers.	We’ve	got	great	people	in	the	room	and	great	people	online.		If	you	
leave	here	with	only	one	thing,	it’s	knowing	the	competence	of	what	you	do	and	the	
importance	it	has	on	our	world	today.		

There’s	never	been	a	more	important	time	for	bookkeeping	professionals.	Given	the	fact	
that	35%	of	all	working	American	have	a	side	hustle	-	that’s	on	top	of	the	30.7	million	
businesses	that	exist.	Guess	what	they	all	need?	Bookkeeping	professionals.		Don’t	ever	
introduce	yourself	as	a	bookkeeper.	

	

Kelli	Perry-Robinson	-	Three	Networking	Tips	

I	want	to	do	three	things	that	I	want	to	get	everybody's	agreement	on.	It	is	all	about	safety	in	
numbers.	If	I	were	to	pick	one	of	you	in	this	audience,	and	ask	you	stand	up	right	there	and	do	
the	chicken	dance.	If	I	could	even	get	you	to	do	it	at	all,	you	would	be	totally	embarrassed	and	
feel	like	a	dork.	Am	I	totally	right?		

If	I	made	every	single	one	of	you	stand	up	and	do	the	chicken	dance,	you	would	absolutely	do	
it.	You	would	not	feel	embarrassed	because	everybody's	doing	it.	You	wouldn't	feel	as	dorky.		

So	once	you	think	about	that	with	the	networking,	most	of	you	in	here	hate	this.	Most	of	you	in	
here	are	terrified,	so	if	you	know	that	you're	walking	up	to	another	terrified	person,	then	
what’s	there	to	be	worried	about?	What's	there	to	be	embarrassed	about?		

Here's	the	three	things	I	want	us	to	all	agree	on:	

1. Approach	people	and	ask	simple	questions.	“Hey,	my	name	is	Kelly.	Where	you	
from?	How	long	have	you	been	a	bookkeeper?	etc.	So	just	really	super	simple	
questions,	that's	not	hard,	right	

2. If	you’re	the	person	or	group	being	walked	up	upon,	be	welcoming.	Help	that	
person	and	don't	make	them	feel	uncomfortable,	and	be	excited	that	you're	not	the	one	
having	to	approach	someone;	you're	being	approached.	So	make	that	person	feel	really	
welcome	and	be	excited	that	they	are	talking	to	you.		

3. Invite	other	people	to	join	you.	I	want	you	guys	to	look	around	because	there's	going	
to	be	a	few	people	who	are	not	going	to	do	this,	and	they're	going	to	be	sitting	there.	
And	I	want	you	to	really	approach	those	people	don't	let	those	few	wallflowers	that	are	
going	to	remain	Don't	let	him	get	away	with	it.	Go	talk	to	him,	bring	him	in.	If	you're	in	
a	little	group	say,	“Hey,	come	over	here,	we	were	just	talking	about	blah	blah	blah.	
What	do	you	think	about	that?”		

If	you're	going	out	to	lunch	and	you	see	someone	walking	by	themselves	get	plans	for	lunch,	
you	know,	join	us,	we're	going	to	go	over	to	the	pizza	place.	Don't	let	people	go	off	to	lunch	by	
themselves	don't	let	them	go	to	dinner	by	themselves,	bring	people	in.	Everyone	will	
appreciate	it;	no	one	will	be	embarrassed.	Everybody's	doing	it	right.	Yes.		
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The	other	thing	is	don't	end	it	with	the	conversation.	You	need	to	actually	make	the	
connection.	You're	not	going	to	walk	out	of	here	with	200	best	friends,	but	you	will	
absolutely	walk	out	of	here	with	100	or	more	new	Facebook	connections,	or	new	LinkedIn	
connections.	Go	follow	each	other	on	Instagram,	whatever	it	is.		Actually	make	a	connection	
that	will	last	beyond	the	72	hours.	

Get	their	phone	numbers,	take	a	selfie	and	send	it	to	the	other	person	–	now	you	have	a	name	
and	face.	Can	we	agree	to	those	three	things?	

	

How	to	Make	the	Most	of	Your	Time	
You’re	going	feel	like	you’re	drinking	out	of	a	fire	hydrant.	Here's	a	little	exercise	I	encourage	
each	of	you	to	do.	Take	one	sheet	of	paper,	or	for	those	of	you	who	have	to	do	everything	on	
computer	take	one	Word	doc	or	Google	Docs,	and	I	want	you	to	put	the	key	things	that	stand	
out	to	you.		

Have	one	sheet	of	paper	with	you	when	you	get	done.	It	should	not	be	more	than	one	sheet	of	
paper.	If	it	is,	that's	great,	we'll	talk	about	how	you	eliminate	and	how	you	focus	on	the	thing	
that	you	need	to	be	doing.			

	

Content	–	Look	for	that	one	Thing	that	will	move	the	needle	on	your	
business.	

When	you	hear	something,	a	nugget	that	says,	“Oh	my	gosh,	that's	an	app	that	I	need	to	check	
out.	This	is	a	book	that	I	need	to	read.	This	is	a	person	I	need	to	meet.	This	is	a	podcast	I	need	
to	listen	to.	This	is	a	video	I	need	to	watch.”	Put	that	down	in	one	sentence	form.		

When	we	get	done	on	Thursday,	I'm	going	to	show	you	how	to	eliminate	that.	I'm	going	to	
show	you	how	to	go	through	and	prioritize	that	list.	but	keep	one	sheet	of	paper,	or	one	
document	so	that	you	can	write	those	key	things	on.		

You	can	take	notes	on	the	other	stuff	too,	right.	You're	adults	you	can	do	whatever	the	hell	you	
want	to,	but	I	encourage	you	to	do	this	if	you're	here,	or	if	you're	at	home,	it	doesn't	matter.	
You're	going	to	have	so	much	freaking	information,	you're	going	to	go	home	on	the	plane,	
you're	going	to	drive	home,	whatever	the	case	may	be,	and	you're	like,	“Oh,	this	is	a	lot	of	stuff	
I	could	do	but	I'm	not	going	to	do	any	of	it	I'm	going	to	go	back	to	my	daily	routine,”	and	that's	
not	what	we	want.		

We	want	you	to	walk	away	here	with	one	thing	that	you're	going	to	focus	on	that's	going	
to	drive	your	business	to	the	next	level.		
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Connections	–	Look	for	that	one	Connection	that	can	move	you	to	the	next	
level.		

Second	thing,	Kelly	mentioned	the	connections	that	you	make	here.	I'm	responsible	for	
making	sure	that	the	content	is	really,	really	good.	But,	if	the	content	was	total	crap,	and	you	
made	one	connection	it	was	worth	your	time	here.	The	connections	that	you	make	here	are	
instrumental.	Look	for	that	one	thing	that	is	really	going	to	move	the	needle	on	your	business	
and	look	for	that	one	connection.		

If	you	make	more	than	one	of	those	connections	that	are	instrumental	that's	great.	We're	
going	to	talk	about	the	power	of	partnerships	tomorrow,	because	it's	something	that	we	really	
don't	think	about	to	take	our	business	to	the	next	level.	It's	really	something	that	can	move	the	
needle.		

I	want	you	to	make	the	most	of	your	time	while	you're	here,	which	cannot	be	said,	I	want	it	to	
be	more	than	about	the	72	hours	that	we	spent	here	together.	I	want	it	to	be	about	the	next	72	
months	that	you	have	driving	your	business.		

	

The	Smelling	Salts	of	you	being	in	a	different	place	to	get	business	ideas	to	
level	up.	

Why	the	hell	do	you	spend	a	week	out	of	your	life,	a	week	out	of	your	business	away	from	
your	clients,	away	from	your	family,	spending	money	to	come	to	this?	Why?		

Well,	it's	because	of	what	we	said:	the	content,	the	one	thing	that	you're	going	to	be	able	to	
take	away.	But	the	most	important	thing	I	think	other	than	those	that	you	can	take	away	from	
this	is	just	the	smelling	salts	of	you	being	in	some	place	different.	You're	doing	something	
different.		

Have	you	ever	been	on	a	vacation	and	you	start	getting	these	business	ideas	that	just	come	in,	
left	and	right?	You	can't	stop	your	mind	from.	You	know	why?		You’re	in	a	different	setting.	
Your	mind	is	in	a	different	place.	Your	mind	has	settled,	the	dust	is	settling	and	so	what	it	does	
is	it	clears	your	mind.	It's	a	metaphorical	fog	that	is	going	to	be	lifted.	The	same	thing	happens	
when	you're	in	this	room,	when	you're	away	from	your	work.		

One	thing	I	want	to	encourage	you	to	do	is	to	-	and	I	know	this	is	blasphemy,	cast	stones	if	you	
want	-	don't	work	while	you're	here.	You	being	here	matters	a	lot.	I'm	so	glad	that	you're	here	
but	you	being	here	to	level	up	is	so,	so	important	to	level	up.		

0:07	

Level	Up:	Personally	

Let	me	tell	you	one	thing:	Your	business	is	designed	to	support	your	life.	It's	not	your	life	
is	here	to	support	your	business.	If	anything	over	the	last	18	months	has	taught	us	the	
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importance	of	living	for	today.	It	taught	us	the	importance	of	family.	It	taught	us	the	
importance	of	being	able	to	get	the	hell	out	of	the	house.		

It's	taught	us	a	lot	of	different	things,	but	it's	taught	me	one	thing,	that	I	only	have	one	life.	I	
just	turned	50	this	year,	and	maybe	it’s	some	perspective	that	I	got,	but	your	business	is	only	
here	to	support	the	life	that	you	want	to	live.		

Does	anybody	disagree	with	that	statement?	I’ll	buy	your	plane	tickets	own.	But	seriously,	
your	business	is	here	to	support	your	life	and	you're	here	to	level	up	personally,	and	the	way	
that	you	do	that,	is	that	you	level	up	professionally.		

1:12	

So	how	are	you	going	to	level	up	in	your	business?	Each	of	you	on	the	table	should	have	a	
worksheet	and	we're	going	to	go	through	that	real	quick.	It’s	really	important	that	we	set	the	
stage	for	what	you're	going	to	be	doing	here	these	next	72	hours.		

How	Will	You	Level	Up	In	Your	Business?	

Which	1	of	the	4	areas	of	your	professional	life	is	in	most	need	of	your	undivided	
attention	–	also	known	as	Focus?	

• Sales	
• Operations	
• Finances	
• Attitude	

Now	I'll	say	this	as	a	sidebar.	Undivided	attention	and	focus	is	something	that	we	lack	
tremendously.	Those	that	can	focus,	those	who	can	give	their	attention	to	the	things	that	
really	matter	are	going	to	own	the	business	world.	I’ve	got	a	million	distractions;	we	all	have	a	
million	distractions.	But	when	you're	focusing	on	these	areas	of	what	we're	going	to	be	talking	
about	here	-	need	versus	want,	you've	got	to	give	it	attention.	You've	got	to	set	priorities.	You	
can't	let	your	client	creep	in	on	it.	You've	got	to	set	time	for	the	right	things	and	again	we'll	be	
talking	more	about	this.	

The	four	areas	that	I	want	to	talk	about	is	what	I	call	SOFA.	Which	one	of	these	areas	is	in	
most	need?	Is	it	sales?	Is	it	operations?	Is	it	finances?	Or	is	it	your	attitude?	We’ll	be	talking	
a	lot	about	attitude,	mindset	and	that	sort	of	thing	while	we	are	here.		

If	you	don't	think	that	attitude	is	the	number	one	most	important	thing	in	your	business	–	
you’re	wrong,	it	is.	I	was	speaking	with	an	attendee	this	morning,	and	I	was	like,	“You	know,	
the	only	thing	that's	limiting	you	is	what's	in	your	brain.	That's	the	only	thing	that's	limiting	
you.	Nobody	else	is	limiting	you.	You're	the	only	person	that's	doing	that.”	So	attitude	is	so	
important.		

3:25	
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Sales	-	Do	you	NEED	more	sales,	OR	do	you	WANT	more	sales?	There’s	a	big,	big	
difference.	

If	you	need	more	sales,	that	means	I	can’t	pay	the	bills.	My	business	isn’t	where	I	need	it	to	be	
to	replace	my	full-time	income.	I	need	it	to	be	more	profitable	because	I’m	making	this	amount	
and	I	WANT	it	to	double	that	amount.		

Operations	-	Do	you	NEED	to	improve	your	operations,	OR	do	you	WANT	to	improve	
your	operations?	

Finances	-	Do	NEED	more	profit,	OR	do	you	WANT	more	profit?		

Attitude	-	Does	it	NEED	to	improve,	OR	do	you	WANT	it	to	improve?		
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5:35	

NEED	vs.	WANT	Distinction	

A	NEED	is	a	deficiency	–	I’m	not	making	enough	money	to	make	ends	meets;	therefore,	I	need	
to	make	more.		

The	other	side	of	that,	WANT	is	growth	–	I’m	making	plenty	to	make	ends	meet,	but	I	want	to	
make	more	so	that	I	can	Level	Up	my	life	personally.	I	can	pay	off	debts.	I	can	save.	I	can	
support	causes	that	are	near	and	dear	to	my	heart	–	whatever	the	case	may	be.		

• NEED	is	deficiency	–	WANT	is	growth.	
• NEED	is	scarcity	–	WANT	is	abundance.	
• NEED,	I	say,	“I	have	to	do	this.”	–	WANT	says,	“I	get	to	do	this.”	

The	key	takeaway	here	is	that	I	want	you	to	address	your	biggest	NEEDS	so	that	you	can	
get	into	a	growth	mentality.		

I	see	so	many	people	that	are	doing	so	many	things	right,	but	they	haven't	addressed	that	one	
need,	and	it's	bringing	them	down	in	the	other	ways	because	that	need	is	a	time	suck,	it's	an	
energy	suck,	it's	a	life	suck.		

There's	a	need	that	you	all	have.	Some	of	you	may	have	all	your	needs	met.	And	we'll	talk	
about	how	you	prioritize	that,	but	I	want	you	to	be	able	to	grow	-		to	level	up	-	and	that's	what	
this	exercise	is	all	about.	By	exercise,	it	means	you’re	going	to	take	action	–	you’re	going	to	do	
something.	

Sales	

I	NEED	$10,000	more	in	annual	income,	or	I	WANT	another	$100,000	in	annual	income.	By	
the	way,	the	WANT	should	be	a	big,	lofty	goal.	If	you	say,	“I	want	another	$5,000	in	sales,”	get	
out	of	here,	you	WANT	another	$50,000	in	sales.	It's	as	easy	to	get	$50,000	in	sales	with	the	
fact	that	you're	going	to	learn	here,	as	it	is	to	get	$5,000.	Think	big.	But	if	you	NEED	$5,000,	
then	say	that	here.	

Operations	

I	need	to	improve	my	operations.	What	specifically	do	you	NEED	to	improve	with	your	
operations?	For	example,	“I	need	to	improve	the	fact	that	I	can’t	get	my	crap	from	my	client	
when	I	need	it	on	time.	“		

Or…	“I	WANT	to	automate	everything.”	“I	want	to	automate	my	life.	

Financials	

I	NEED	another	$15,000	a	year	in	annual	net	profit,	or	I	WANT	another	$100,000	a	year.	Now,	
taking	this	a	step	beyond	–		Why	do	you	WANT	that?	
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A	NEED	is	pretty	self-explanatory.	I	NEED	this	to	pay	the	bills;	I	NEED	this	to	pay	off	debt.	A	
WANT	becomes	a	lot	more	emotional	than	it	is	logical.	I	was	in	financial	doldrums,	and	I	
remember	waking	up	one	day	where	I	didn't	owe	anybody	and	I	didn't	have	anything.	It	was	
the	greatest	feeling	ever	emotionally	because	all	the	weight	of	the	pressure	and	everything	
else	that	I'd	been	through	and	caused	on	myself	had	gone	away,	emotionally.		

10:13	

Attitude	

I	NEED	to	clear	my	head.	I	NEED	to	get	out	of	my	own	way.	I	NEED	someone	who’s	going	kick	
me	in	the	proverbial	butt	to	help	me	to	do	that.	Accountability	is	a	big	thing.		

	

Spend	the	next	3	minutes	to	brainstorm	in	these	areas.	What	do	you	NEED	in	Sales,	
Operations,	Finances,	Attitudes,	and	what	do	you	WANT.	If	there's	NEEDS	in	each	of	these	
areas,	then	we	have	to	address	these	before	we	move	on	to	the	WANTS.	Your	undivided	
attention	needs	to	go	to	that	area	before	you	move	on	to	any	other	area.	

[Timer	set	for	3	minutes.]	

14:40	

I	want	you	to	circle	that	biggest	NEED.	I'm	steering	you	towards	something	that's	very	
important	here.	Because	now	your	lens	for	everything	you’re	listening	to	from	speakers	and	
chatting	during	the	networking	time	needs	to	be	focused	on	addressing	that	NEED.	

When	you’re	chatting	with	someone	else,	everything	you’re	doing	is	focusing	on	that	most	
important	NEED.	What	I’m	trying	to	do	here	is	to	prevent	overwhelm,	and	to	get	you	to	take	
action	when	you	get	home.	One	thing	I'm	also	going	to	encourage	you	-	it's	Friday,	Saturday	
and	Sunday	-	to	not	do	anything	related	to	your	business,	as	much	as	possible.		

Let	this	stuff	sink	in	and	hit	it	hard	on	Monday.	I	found	that	this	helps,	but	it's	hard	as	heck.	It's	
hard	for	me	to	say,	“Oh,	I	got	all	the	stuff	I	could	do.	I’ll	get	it	done	on	a	plane	ride	home	
Thursday	night	or	Friday	morning	we'll	start	working	on.”	Don't…	let	your	brain	settle,	go	to	
that	place	where	you	had	vacation	and	thoughts	just	come	to	you.			

When	you're	chatting	with	someone	ask	the	other	woman	or	man,	“So,	what's	your	biggest	
need	right	now?”	

If	you're	the	other	person	and	somebody	asked	you	that	question,	ask	them	the	same	thing.	
See	if	there's	some	sort	of	connection.	See	if	they've	overcome	that	problem.	I	can	guarantee	
that	the	problem	-	the	NEED	that	you	have	-	the	answer	is	inside	of	this	room,	or	
virtually.	There's	not	one.	

17:20	
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The	Proud	Profession	of	Bookkeeping		

What	you	do	matters	tremendously.	There's	never	been	a	more	important	time	for	you	to	be	
in	this	profession	right	now.	Businesses	are	coming	out	left	and	right.	We	got	30.	7	million	
small	businesses	as	defined	by	the	Small	Business	Administration.	According	to	The	Wall	
Street	Journal,	35%	of	every	working	American	has	at	least	one	side	hustle.	And	a	certain	
percentage	of	them	have	two	or	more.		

I	know	that	those	sometimes	aren't	your	ideal	clients,	but	the	here's	the	punch	line.	There's	a	
plentiful	full	harvest.	You’ve	just	got	to	go	out	there	and	get	them.	You’ve	got	to	find	the	right	
clients.	There's	no	more	proud	profession	out	there	in	bookkeeping.		

Think	about	the	stories	that	we	hear	inside	of	our	group,	and	that	I	hear	from	you	one-on-one	
about	you	changing	a	business	owner’s	life;	business	owners	crying	in	front	of	their	
bookkeeping	professional	because	of	the	work	that	they	did	for	them.	Business	owners	crying	
because	they	thought	they	were	going	to	owe	hundreds	of	1000s	of	dollars	in	tax	and	then	you	
super	bookkeeper	come	in,	get	their	books	straight	and	now	they	only	owe	$50,000,	and	now	
that	relief	has	come	off	of	them.	Every	single	one	of	you	have	these	stories.	They	may	not	be	as	
intense	as	what	I	just	described,	but	you	have	this,	and	you'll	continue	to	have	them.	So	what	
you	do,	it	freak’n	matters.	Do	you	believe	that?	Do	you	believe	that	what	you	do	matters?		

It	doesn't	hurt	that	the	IRS	says	you	have	to	have	that	done	too.	Compulsory	demand,	right.		

The	number	one	most	profitable	business,	and	what	you	do	matters	tremendously.	So	I	
want	you	to	walk	out	of	here	with	your	head	held	high	because	you	know	that	you're	a	
freaking	bookkeeping	professional,	and	the	work	that	you	do	matters	to	your	clients.	The	
work	that	you	do	matters	to	your	family.	The	work	that	you	do	matters	to	the	people	that	you	
employ,	or	that	you	engage.		

You	are	a	small	business	owner	and	you	are	the	heartbeat	of	our	economy.	Yes,	there	are	
big	corporations,	but	you	people	stuck	your	head	out;	I	stuck	my	head	out,	we	said,	“You	know	
what,	I'm	going	to	do	this	thing	on	my	own.	I'm	a	little	bit	of	a	renegade.”		

You	are	a	little	bit	of	a	renegade.	You	said,	“No,	I'm	not	going	to	stick	to	the	status	quo.	I'm	
going	to	do	things	my	way.”		

Bookkeeping	is	a	thriving	profession.	The	number	of	people	that	I	was	speaking	with	that	
have	thrived	throughout	COVID	is	tremendous.	Remember	about	March	last	year,	everybody	
was	freaking	out	-	blood	in	the	streets,	cannons.	The	old	saying	goes,	“Buy	when	you	hear	
cannons.	Sell	when	you	hear	church	bells.”		

The	profession	is	thriving.	It's	like	the	casino.	If	I	go	play	poker,	and	three	of	you	go	play	
poker,	one	of	us	is	going	to	win,	and	the	other	three	of	us	are	going	to	lose.	But	guess	who	
always	wins	–	the	house.	You're	the	house	in	bookkeeping.		

You	always	win	because	in	a	down	economy,	you	thrive.	In	an	up	economy,	you	thrive.	In	a	
sideways	economy,	you	thrive	because	businesses	have	to	have	you.		
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Let	me	tell	you	this,	it	sounds	callous,	but	I'm	going	to	say	it	because	it's	100%	true.	The	
businesses	that	went	out	last	year,	needed	to	go	out.	It's	a	purging.	Okay,	because	they	didn't	
prepare,	they	have	too	much	debt	they	weren't	taking	the	advice	that	you	gave	them.	They	had	
too	many	employees,	they	weren't	efficient,	they	didn't	have	a	good	offer,	whatever	the	case	
may	be.	In	a	rising	tide	all	boats	lift	up.		

“It’s	only	when	the	tide	goes	out	that	you	discover	who’s	been	swimming	naked.”					
–	Warren	Buffet	

You're	always	going	to	thrive.	

So	the	next	time	that	we	go	into	a	down	economy,	and	guess	what	we're	going	to	go	into	
another	damn	economy	at	some	point.	It	may	be	five	months.	It	may	be	five	years,	or	maybe	
five	decades,	but	next	time	don't	freak	out.	You	can	help	those	clients	to	prepare	for	what's	
coming	-	good	or	bad.		

21:53	

Bookkeeping:	The	Transforming	Profession.		

A	quick	look	back:		

• 1983	Intuit	releases	MS-DOS	version	of	QuickBooks,	and	the	so-called	“experts”	told	us	
–	“Bookkeeping	is	dead!”	

• 1992	Intuit	releases	QuickBooks	for	Windows,	and	the	so-called	“experts”	told	us	–	
“Bookkeeping	is	dead!”	

• 2001	Intuit	releases	QuickBooks	online,	and	the	so-called	“experts”	told	us	–	
“Bookkeeping	is	dead!”	

• 2013	Bench.co	launches,	and	the	so-called	“experts”	told	us	–	“Bookkeeping	is	dead!”	
• 2016	H&R	Block	begins	Block	Advisors…	and	no	one	even	notices.	
• 2019	Intuit	announces	QuickBooks	Live,	and	the	so-called	“experts”	told	us	–	

“Bookkeeping	is	dead!”	

Here’s	the	punch	line:	Bookkeeping	ain’t	dead!	It’s	alive	and	thriving.		

It’s	transforming	from:		

• Transaction	to	Relational	Capital-	But	you’ve	got	to	contribute	something	–	that’s	the	
capital.	You’ve	got	to	give	something	to	them	that	they	didn’t	have	before	they	started	
working	with	you.	

• Data	Entry	to	Data	Analytics.		
• Physical	to	Virtual.	By	transforming	to	virtual,	the	whole	world	is	your	backyard	and	it	

allows	you	to	niche.	It	allows	you	to	make	a	heck	of	a	lot	more	money	and	have	a	lot	
more	fun.		

• Generalize	to	Specialized	–	having	a	niche.	
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• Procedures	to	Results.	You	are	there	as	a	bookkeeping	professional	to	deliver	results.	
The	only	reason	you	are	in	the	relationship	is	to	contribute	–	to	give	that	relationship	
capital.		

26:07	

Everything	you	do	in	your	business	now…	from	today	moving	forward	MUST	be	
designed	to	help	your	client	achieve	results	that	she	or	he	wants!	

You	have	to	help	them	to	achieve	results.	If	you	don't	know	what	results	your	clients	want	
there's	only	really	advanced	techniques	to	figure	this	out.	Anybody	know	what	that	is?	Ask.	

What	are	the	results	that	they	want?	Do	they	want	a	nice	general	ledger?	No.		

Do	they	want	to	use	QuickBooks?	Hell	no.		

Do	they	want	to	get	paperwork	to	you?	No,	they	don't	want	to	do	any	of	that.		Everything	that	
you	do	has	to	be	designed	to	give	results.	What	got	us	here	today	won’t	get	us	there.	It’s	
high	time	that	we	all	Level	Up.		

	

Click	Here	to	Return	to	Index			
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1.2	–	Winning	Every	Time:	
How	Bookkeepers	Succeed	
Fast	

Gabrielle	Fontaine	

Summary:	What	would	Winning	Every	Time	look	
and	feel	like	for	you?	Your	success	is	assured	when	
you	play	Win-Win.		

This	concept	comes	from	Covey’s	4	Habits	where	
both	You	and	the	Client	must	Win	in	any	
interaction	–	or	it’s	no	deal.	To	‘play’	this	way	you	
need	to	have	Courage,	Humility	&	Leadership.		

Set	the	ground	rules	up	front	with	your	client	or	team.	Go	over	the	points	in	your	engagement	
letter	and	get	them	to	verbally	agree	before	they	sign.	There	was	an	activity	of	a	typical	
bookkeeping	scenario,	and	participants	were	given	time	to	work	with	partners	to	discuss	a	Win-
Win	outcome.	
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1:20	

I	am	thrilled	to	be	here	to	talk	to	you	about	winning	every	time.	What	would	that	be	like?	
Well,	imagine	that	your	ideal	client,	like	the	one	you	really	want	comes	into	your	life,	and	
you're	able	to	win	that	client.	Or	your	team	is	struggling	with	certain	issues	with	existing	
clients	and	you	know	exactly	how	to	smooth	that	over	and	make	it	work.	Or	imagine	that	you	
could	Level	Up,	and	finally	hit	that	next	level	in	your	practice	that	has	been	so	elusive.		

A	Typical	Bookkeeping	Scenario	

But	now	we	come	back	to	now.	And	that	may	not	be	the	typical	situation	you're	facing	in	your	
business	right	now.	Right.	You	feel	like	you're	winning	every	day	with	all	that	you're	doing.	
Well	this	is	a	typical	scenario	that	I've	seen	happen	again	and	again.	I've	experienced	it,	and	
maybe	you	have	to.	This	was	taken	from	a	Facebook	group,	one	of	our	fellow	colleagues	who	
said	she	was	facing	this	situation,	and	didn't	know	what	to	do	about	it.	There	may	be	different	
situations	and	different	things	that	you	face,	but	see	if	you	can	relate	to	this:		

• Existing	bookkeeping	client	who	is	price	sensitive	
• Wants	you	to	train	her	receptionist	to	use	QBO	so	she	can	do	most	of	the	bookkeeping	
• The	goal	=	offload	most	of	your	work	to	save	money	
• The	client	wants	you	to	continue	doing	the	higher	level	work	(you’ll	receive	a	fraction	

of	your	billing)	

Does	that	feel	like	a	win?	

What	would	Winning	every	time	look	like?	

How	would	you	turn	this	into	a	Win-Win?	

What	does	winning	every	time	feel	like?	What	is	the	vision	for	your	business?		Like	Ben	
said,	“What	would	be	a	real	win	coming	from	BKX,	and	then	next	year	you	come	back	and	
saying,	‘I	leveled	up	–	I	got	to	where	I	needed	to	be.”	

Stop	and	think	about	that	in	your	situation.	Would	it	be	to	grow	a	mini-empire	or	stay	solo	and	
be	able	to	make	the	revenue	you	want	to	make	without	working	80	hours	a	week.	What	would	
it	be	like	to	win	in	your	business?		

Here's	something	to	think	about	because	I	basically	have	the	silver	bullet	that	we	all	always	
want.	And	it	is:		

4:58	

Your	success	is	assured…	When	you	play	Win-Win.	

There	are	some	people	who	disagree	with	me,	but	this	is	a	lesson	I	learned	myself	years	ago.	I	
have	not	see	anything,	yet,	that	does	not	result	in	a	win,	if	you're	playing	Win-Win	for	you.		
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There	are	some	people	who	disagree	with	me,	but	this	is	a	lesson	I	learned	myself	years	ago.	I	
have	not	see	anything,	yet,	that	does	not	result	in	a	win,	if	you're	playing	Win-Win	for	you.	

So,	what	would	that	apply	to?	Could	it	be	those	clients	that	aren't	giving	you	the	paperwork	
that	you	want?	How	dose	this	show	up	in	day-to-day?	Well,	I'm	sure	you're	already	playing	
Win-Win	now	-	at	least	some	of	the	time	in	little	ways.		

One	way	is	when	you	need	to	make	an	appointment.	Now,	we	have	apps	for	this,	we'll	come	
back	to	that	in	a	second.	When	you	need	to	schedule	an	appointment	with	someone,	what	do	
you	say,	“Oh,	I	have	three	o'clock	on	Tuesday	open.	How's	that	for	you?”	

“No,	I	can't	do,	I	can't	do	three	o'clock	on	Tuesday.”		

“How	about	Thursday	at	4:30?	Does	that	works	for	you?”		

So	we	do	that	back	and	forth.	What	are	we	doing?	We're	trying	to	find	what	works	for	both	of	
us.	Because	playing	Win-Win	is	about	being	fair.	It	is	just	doing	what	works	for	both	people	
involved.		

Now	if	you	use	an	app,	it's	great,	right.	It	takes	away	all	that	back	and	forth.	But	the	app	is	
based	on	finding	a	Win-Win	-	when	you’re	both	available.	So	if	you	do	that,	congratulations	
you've	already	been	playing	Win-Win.	And	there	might	also	be	something	in	how	you	set	
appointments	that	will	show	in	other	situations.		

7:00	

The	4	Habits	

I	didn’t	create	this.	This	is	my	core	theme	in	business,	but	I	didn’t	invent	it.	It	comes	from	the	
book,	The	7	Habits	of	Highly	Effective	People.	In	that	
book,	Stephen	Covey	says	there	area	basically	4	
different	ways	to	play	Win-Win.	Of	the	4	habits,	it’s	
Habit	#4.		

The	first	one,	it’s	Win-Lose	–	I	win,	you	lose,	I	got	it.	
Does	that	work	long-term?	Is	that	sustainable	with	your	
clients?	When	you’re	taking	on	new	clients,	you	do	
whatever	you	can	to	get	them	to	sign.	Get	that	deposit	
in.	

There’s	also	Lose-Win.	This	is	the	one	that	I	have	a	
tendency	to	do.	It’s	called	the	‘people	pleaser.’	You	trust	
that	if	you	do	whatever	it	takes	for	the	client,	that	it's	
going	to	come	back	to	you.	It'll	be	fine	–	they’ll	watch	
out	for	my	welfare	later.	Does	that	happen?	

My	experience	has	been	that	what	usually	happens	when	you	give	too	much	for	the	other	
person,	you're	worried	about	them	winning.	And	then	you	take	it	on	the	chin;	whatever	has	to	
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happen	to	make	it	happen.	They	go,		“okay	thank	you,”	and	you	don't	necessarily	get	it	back	
because	you're	leaving	that	relationship	and	saying,	“Well,	I	want	to	give	it	to	you.	My	reward	
is	just	giving	to	you.”	That's	out	of	balance.	That's	what	people	pleasers	tend	to	do.	

Now,	let's	take	a	look	at	this	Win-Lose,	and	Lose-Win,	and	apply	applied	to	that	little	thing	of	
setting	an	appointment.	When	you	set	an	appointment,	most	of	us	play	Win-Win,	but	what	
happens?	Have	you	ever	been	the	type	that	the	other	person	said,	“I	can't	do	it	at	that	time,	no	
I	can't	do	it	at	that	time.”	And	then	you	start	thinking,	‘I	want	to	have	this	meeting.	So,	I’ll	move	
something	around	and	I'll	make	this	happen.’		

9:33	

And	the	other	person's	like,	‘Yeah,	that'll	work.”	You	were	playing	Lose-Win.		

Do	you	know	what	a	Lose-Win	way	of	operating	attracts?	It	attracts	the	people	who	play	
Win-Lose,	because	you're	willing	to	lose,	so	that	they	can	win.	

When	you're	setting	appointments,	they	are	the	ones	that	are	super	rigid.	You're	like,	“Oh	I	
can't	do	it	then,	but	maybe	on	Tuesday.”	

“No,	I	can	only	do	it	at	Monday	at	9:30.	That's	it.	If	you	want	to	talk	to	me,	that's	the	only	time.”	
I’ve	run	into	a	few	people	like	them.	Those	people	are	hardcore.	We	lose	because	all	they	care	
about	is	what	they	want.	

And	I	would	submit	there	are	actually	not	four	modes	of	operation,	there's	actually	five.	This	is	
based	on	experience	and	Stephen	Covey	didn't	talk	about	it.	It	is	Win-I	Don't	Care.	They’re	
the	type	that	will	tell	you	whatever,	and	they	will	say,	“Sure,”	but	it's,	“I	just	got	to	get	what	I	
got	to	get.	If	you	win,	great.	If	you	lose,	I	don’t	care.		

I'm	telling	you	this	to	pay	attention	and	think	about	each	of	your	clients,	and	even	your	team	
members.	What	is	the	way	we	interact,	because	it	makes	a	huge	difference	in	your	business.		

Now	the	Win-Win,	we	know,	is	balance.	That	is	sustainable.	That	builds	long-term	
relationships.	That	is	where	you	want	today.		

And	then,	of	course,	with	the	Lose-Lose,	we	know	that	doesn't	work.	And	if	ever	you	find	
someone	who	oftentimes	they're	just	angry	so	it's	like	they're	going	to	do	self-destructive	
things	and	they're	going	to	destroy	you	too.	When	that	happens,	it's	toxic.	That's	the	“no	deal.”		

So	really	the	principle	here	is	always	Win-Win,	or	No	Deal.	In	that	scenario,	you	cannot	lose,	
and	it	works.	Your	success	is	assured	when	you	play	Win-Win.		

I	hope	in	your	mind	you're	thinking,	‘	Well,	wait	a	minute,	how	do	I	play	Win-Win,	and	what	is	
the	way	that	you	normally	run	your	business?’	And	just	be	honest	with	yourself.	I	had	to	I	find	
I	have	the	leaning	towards	the	Lose-Win,	so	you	end	up	working	your	brains	out	and	you	
know	somehow	you're	not	making	enough	money	and	you	don't	understand	why.		

12:30	
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Gabrielle’s	Light	Bulb	Moment	with	Win-Win	

But	just	a	small	shift	can	make	a	big	difference.	I'm	going	to	share	with	you	my	light	bulb	
moment	of	how	I	really	learned	this.	It	was	quite	a	few	years	ago.	I	had	my	bookkeeping	
practice,	and	I	was	doing	okay.	I	had	a	fair	amount	of	clients.	I	had	a	prospective	client	that	
called	me	on	the	phone.	And	at	that	time	my	business	was	primarily	mobile,	not	virtual.		

He	said,	“Help	me	out.	Hey,	I	have	this	project.	It's	going	to	be	ongoing,	and	how	much	is	your	
price	and,	you	know,	I'm	looking	for	someone.”		

“That	guy	seems	like	a	jerk,”	I	thought	to	myself.	“I	don't	need	the	clients,	but	I	want	to	grow	
my	business.	It	seems	like	a	substantial	client	to	take	on.”		

He	wanted	me	to	go	to	his	office	and	come	and	talk	about	it.	So	I	didn’t	necessarily	invest	the	
time	to	go	out	to	them	because	at	the	time	at	a	commercial	office	with	me.	But	I	thought,	“Let	
me	try	it.	I've	got	nothing	to	lose	here,”	so	I	wasn't	that	desperate.	It	wasn't	a	need,	and	that	
was	thankfully	what	opened	the	door	for	me	to	learn	this	lesson.		

I	went	to	go	talk	to	him.	And	I	noticed	as	he	was	explaining	what	he	wanted,	that	he	was	
talking	down	to	me	like,	“you're	just	a	data	entry	clerk	type,”	and	he	was	doing	me	a	big	favor.		

And	I	thought	to	myself,	“Let's	see,	I’m	going	to	test	this	guy	because	I	don't	even	know	if	I	
want	to	work	with	him.”	I	wasn't	normally	that	way,	but	it	was	because	I	wasn't	desperate	for	
the	business,	right.		

So	I	said	to	him,	and	we	were	standing	and	I	remember	it	in	my	mind	because	he	was	like	
huge	to	me	while	we	were	standing	talking	to	each	other.	And	I	said,	“Well	you	know,	as	a	
fellow	business	owner,	these	are	the	challenges	that	we	face,	so	I	can	see	how	to	make	this	
work	for	you,	if	this	is	the	result	that	you	want	to	get.”		

And	he	literally	went	and	stepped	back	and	looked	at	me,	and	then	he	respected	me.	
Everything	he	said	after	that,	he	respected	me	because	come	to	find	out,	this	guy	is	a	jerk	and	
his	employees	were	all	afraid	of	him.	He	was	a	big	bully.		

And	I	did	end	up	taking	him	on	as	a	client,	but	it	started	at	that	moment	when	I	laid	down	that	
I	was	on	the	same	level	as	him.	I	was	doing	administrative	work	for	him,	but	I	was	on	the	same	
level;	I	was	a	business	owner,	just	like	him.		

15:33	

And	so	after	that,	it	shifted	my	business	because	not	only	was	it	a	very	lucrative	client	and	it	
helped	me	when	I	went	to	sell	my	business	that	he	was	a	good	hunk	of	that	money,	and	I	had	
other	clients	as	well.	But	it	gave	me	the	courage	to	operate	in	that	way	as	well.		

Later	on,	in	the	course	of	the	relationship	with	the	client,	that	at	times	things	would	happen	
when	your	virtual,	semi-virtual,	because	I	didn't	do	the	work	in	his	office,	I	did	the	work	in	my	
office,	but	had	to	go	pick	it	up.	This	is	all	paper	based.	Every	now	and	then	something	would	
happen,	and	they	would	be	like,	‘something	wasn't	right	and	they	were	blaming	Gabrielle.	She	
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must	have	screwed	this	up.’	And	I	just	kind	of	hear	it	through	the	grapevine	from	the	
employees.	And	I'd	be	like,	‘What?	This	is	a	Win-Win	relationship.”		

So	I	would	immediately	go	to	there	and	ask,	“What's	going	on?	I'm	hearing	about	something.	
What's	happening?”		

This	bully	would	always	do	this;	he	would	be	like,	“Oh	no,	it's	all	my	fault.	I'm	sorry,	
everything's	fine.”		

And	his	staff	would	ask,	“How	did	you	get	him	to	do	that?”		

It	was	only	because	I	raised	myself	to	the	same	level	with	him,	and	I	was	ready	to	say,	‘No	deal,	
if	it	wasn't	Win-Win.”	After	that,	my	whole	business	shifted.		

And	of	course,	as	Ben	has	taught	us,	“If	we're	specializing	in	our	practice,	we're	very	clear	on	
who	our	ideal	clients	are.”		

Those	are	the	clients	that	produce	a	win	for	you.	So	we	need	to	know	what	works	for	us.	At	
that	time	I	didn’t	clarify	it	that	much,	but	when	you	start	off	with	only	accepting	clients	that	
represent	a	win	for	you,	you're	starting	to	play	Win-Win,	and	it	will	make	it	easier	for	you,	and	
you'll	be	providing	what's	a	win	for	the	client	so	that	you	have	that	balance.	Because	your	
success	is	assured…	When	you	play	Win-Win.		

17:52	

How	Do	We	Play	Win-Win	or	No	Deal:	Courage,	Humility	&	
Leadership	

So	how	do	we	play	this	game?	I	said	it's	Win-Win	or	No	Deal,	and	I	gave	you	an	example	of	my	
own	situation.	What	does	it	take	to	do	this?	Well,	I'd	say	there	are	three	keys	that	you	have	
to	realize,	because	as	much	as	it's	simple,	it's	not	necessarily	easy,	depending	on	what	your	
normal	way	of	operating	is	now.		

It	does	take	courage.	If	you're	going	to	shift	the	way	you're	doing	what	you're	doing.	As	Ben	
said,	“That	mindset,	it's	what's	in	your	mind	that	makes	the	difference	of	whether	you're	
willing	to	play	Win-Win.	

If	you're	used	to	being	the	people	pleaser	-	the	one	who	was	quick,	before	you	even	know	it,	to	
play	Win-Lose	-	then	it's	going	to	take	courage	because	you're	going	to	have	to	stand	up.	And	
in	these	negotiations	with	a	team	member,	with	a	client,	potential	client,	with	a	spouse,	with	
every	relationship	this	actually	applies	to.	We're	talking	about	as	bookkeepers,	but	just	so	you	
know	you	can	use	this	in	your	personal	life	too.	

You	have	to	speak	up	about	what	what’s	a	win	for	you.	You	need	to	communicate	that	to	
the	other	person,	and	that	can	be	scary.	I	know	for	me	I	can	break	into	a	cold	sweat.	So	we	
have	that	courage.		
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We	have	to	have	humility.	If	our	modus	operandi	is	more	about,	‘well	I'm	going	to	win,	I'm	
going	to	ace	this,	whatever	it	takes	to	get	what	I	want,’	and	people	like	that	usually	are	great	
businesses,	and	they	grow,	but	they	might	have	a	quick	turnaround	on	their	employees	and	
their	team	and	their	clients.	So	they	got	to	keep	bringing	them	in	to	grow	and	they	might	not	
be	able	to	level	up.		

If	that’s	the	case	and	you	notice	that	tendency	in	yourself,	it	takes	some	humility.	Because	
Win-Win	is	balance	–	it’s	the	other	side.	You	have	to	listen.	You	have	to	pay	attention	to	
what’s	a	win	for	the	other	side.		

The	third	key	is	Leadership.	This	one	took	me	awhile	to	get	it.	We	need	to	be	proactive	if	
we’re	going	to	play	Win-Win.	You	can	start	off	as	a	Win-Win.	You	get	that	great	client.	They	
love	the	package	that	you	put	together	because	you	understand	what	they	need,	the	results	
that	they	want.	You	also	have	a	great	package	price	for	them	and	then	you	notice	things	aren’t	
working	so	good.	They	might	not	be	giving	you	the	information	you	need.	Or	some	other	
friction	is	happening.	They	don’t	like	how	something’s	happening,	but	they’re	not	telling	you	
about	it	and	you	don’t	know	it.		

Or	there’s	something	on	your	side	that’s	making	it	hard	to	work	with	them.	You’re	team	may	
be	struggling	with	it.	So	now,	all	of	a	sudden,	you’re	out	of	balance.	How	are	you	going	to	bring	
that	back	to	a	Win-Win?	Are	you	going	to	wait	for	the	client?	

You	have	to	speak	up,	and	the	way	that	happens	is	you	set	the	ground	rules	with	the	
client,	or	your	team.	Ask:	What	is	a	Win-Win?	If	it	goes	out	of	balance,	get	them	to	agree	if	
there’s	an	issue	that	we’ll	talk	about	it	and	bring	it	back	in	balance	to	a	Win-Win.	

21:47	

I	put	that	in	my	engagement	letters,	and	when	I	take	on	a	new	client	I	go	over	the	points	
and	get	them	to	verbally	say,	“Yes,	I	agree.	I	will	speak	up,”	before	they	sign	the	
agreement.		

When	things	shift	and	there’s	a	niggling	problem,	they’re	not	going	to	speak	up.	You	have	to	be	
proactive	–	be	the	leader	–	and	speak	up	before	it	becomes	a	big	issue,	and	then	you	can	solve	
it.		

It	works	because	the	way	you	approach	it	is	you	say,	“You	remember	when	we	set	this	up	and	
you	said	we	were	going	to	play	Win-Win,	and	we’re	going	to	bring	up	an	issue	when	we’re	
sensing	something	isn’t	right?”	Then	you’re	on	the	same	side	of	the	table	to	work	it	out.	
Because	Win-Win	isn’t	about	doing	it	your	way	or	my	way,	it’s	our	way.	We’re	a	partnership.		
And	it	goes	against	most	of	what	we	know	in	business.		

So	that’s	what	it	takes,	and	the	key	for	most	of	us	is	that	we	pretty	much	know	what	we	want	
most	of	the	time,	but	what’s	it	like	to	be	your	client?	What’s	it	like	to	be	your	team	member?	
Do	you	know?	Have	you	thought	about	it?		
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Sometimes	that	opens	it	up	to	realize	if	we’re	having	difficulties	and	not	getting	what	we	need,	
we	need	to	ask,	if	we	don’t	know.	So	communication	is	key,	when	you	want	to	play	Win-Win,	
because	your	success	is	assured	when	you	play	Win-Win.	

23:45	

Activity:		

You	know	that	the	learning	is	going	to	do,	right?	We	can	know	it,	but	it	doesn't	mean	we	know	
how	to	do	it.	We’ve	got	to	do	it,	to	really	learn.		

Let's	return	to	our	scenario	of	this	client	that	you	had	for	a	while	who	is	price	sensitive.	They	
come	up	with	the	bright	idea	that	they	want	you	to	train	their	receptionist	to	do	most	of	the	
bookkeeping	and	you	get	to	do	a	small	chunk	of	what	you're	doing	now.	Your	bill	is	going	to	
take	a	nosedive.		

A	Typical	Bookkeeping	Scenario	

• Existing	bookkeeping	client	who	is	price	sensitive	
• Wants	you	to	train	her	receptionist	to	use	QBO	so	she	can	do	most	of	the	bookkeeping	
• The	goal	=	offload	most	of	your	work	to	save	money	
• The	client	wants	you	to	continue	doing	the	higher	level	work	(a	fraction	of	your	billing)	

How	would	you	turn	this	into	a	Win-Win?	

	

What	we're	going	to	do	is	right	now,	we're	going	to	take	about	two	minutes.	I	want	you	to	stop	
and	think	that	this	is	your	client.	If	you	have	a	client	that's	like	this,	think	about	other	things	
that	you	know	about	that	client,	the	results	that	they	want	what's	a	win	for	them,	because	
they’re	trying	to	change	things?	What's	a	win	for	you?	And	then	come	up	with	your	idea	of	
how	can	you	turn	the	situation	to	a	Win-Win,	so	that	you	can	approach	the	client,	and	talk	to	
them	about	it.		

So	let	me	give	you	three	minutes,	because	that's	a	minute	to	stop	and	think	about	if	you	need	
to	jot	down	notes,	but	three	minutes	by	yourself	to	figure	out	how	can	you	turn	this	situation	
into	a	win-win	so	that	you're	happy,	and	the	client	is	happy.		

[Timer	set	for	3	minutes.]	

29:40	

Activity	With	a	Partner	Sitting	at	Your	Table	

So	does	everybody	have	an	idea	on	how	you	might	be	able	to	turn	this	situation	around,	hold	
on	to	the	client,	and	make	it	a	Win-Win	situation?		
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What	we're	going	to	do	now	is	the	talking	part.	Now,	find	a	partner,	and	one	of	you	is	going	to	
play	the	role	of	the	client,	and	one	of	you	is	going	to	play	the	role	of	the	bookkeeper,	and	the	
bookkeeper	is	going	to	initiate	the	conversation	and	explain	to	the	client	what	their	Win-Win	
recommendation	is	for	the	situation.		

And	then	have	the	conversation	and	whoever's	playing	the	client;	feel	like	one	of	your	clients	
who's	in	the	situation.	Maybe	they	have	some	cash	flow	issues	or	they’re	trying	to	lessen	the	
bill,	and	this	was	their	idea.		

I	know	some	of	the	tables	have	odd	numbers.	So	pair	up.	And	then,	if	you	don't	find	a	partner,	
raise	your	hand	and	then	you	people	who	raise	your	hands,	find	a	partner,	and	we'll	take	3	
minutes	for	this	and	then	don't	worry	we'll	be	able	to	switch	it.	And	then	you'll	be	able	to	flip	
roles,	so	you'll	keep	the	same	partner	for	both	times.	So	set	the	timer	for	three	minutes	please.		

[Timer	set	for	3	minutes.]	

34:35	

Now	that	you’ve	get	the	hang	of	this,	we'll	take	another	two	minutes,	and	I	want	you	to	keep	
the	same	partner,	and	flip	roles.	Okay,	set	the	timer	for	two	minutes.	

[Timer	set	for	2	minutes.]	

37:12	

Excellent	everyone.	I	was	walking	around	and	hearing	a	few	of	the	conversation.	Some	of	you	
were	tough	clients.	Excellent,	excellent.		

Did	it	feel	different	to	do	this,	than	you	thought	it	would	be?	Was	it	easy?	Was	it	hard?	
Anybody.		

We're	not	used	to	doing	it.	It's	just	a	small	shift	in	your	mind.	It	takes	some	creativity,	but	you	
can	practice	in	small	way.	

The	trigger	is	any	time	there	is	some	kind	of	friction	with	your	team,	with	your	client,	
that's	an	opportunity	to	try	to	apply	this.		

Congratulations.	I	know	that	was	not	an	easy	scenario,	I	know	it	wasn't	an	easy	exercise,	but	
you	have	now	won	and	earned	your	way	Win-Win	pin.	So	we	have	pins	for	you	on	the	way	out	
to	the	networking.	I	have	one	at	my	desk	that	I	use	all	the	time.	I'm	always	like,	‘well	it's	Win	
Win	or	No	Deal.’		

If	you're	doing	virtual,	I	show	it	on	the	camera.	I	only	play	Win-Win.	It's	worth	the	effort	to	
shift	how	you're	approaching	it,	and	you	will	see	a	quick	change	in	your	relationships	with	
your	clients,	and	the	trust	that	it	immediately	builds.		

39:08	
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From	Here	It’s	Up	to	YOU!	

• Start	with	what	is	a	win	for	you.	Be	clear	on	that	–	especially	for	you	people	pleasers.		
• See	it	through	the	other’s	eyes	–	listen	to	them	and	draw	them	out	if	you	don’t	know	

what	it’s	like	on	their	side.	Ask.	
• Negotiation	from	the	same	side	of	the	table	–	it’s	not	a	battle.	It’s	teamwork.	We’re	

trying	together	to	do	something	that	works.	That	is	what	will	move	your	business	to	
Level	You	Up	as	well	as	your	clients.	As	Ben	said,	this	makes	a	huge	difference	to	our	
clients.		

• Only	proceed	if	you	can	achieve	Win-Win	–	there	are	times	when	it	will	go	off	balance	
and	you	may	have	to	say	‘No	Deal’	but	leave	it	on	good	terms.	

• AND	ALWAYS	REMEMBER…	

Your	Success	Is	Assured	When	You	Play	Win-Win!	

	

Click	Here	to	Return	to	Index			
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1.3	–	Erin	Brockovich	
Keynote	

Erin	Brockovich	

	

Summary:	Her	book,	Superman’s	Not	Coming	
is	about	the	water	crisis	in	the	U.S.,	but	it’s	also	
about	not	waiting	for	someone	else	to	fix	
something.	Our	life	is	like	the	great	Super	Bowl,	
where	you’ve	got	to	keep	going,	even	when	you	
get	pushed	back.	She	tells	about	her	
background	as	a	young	girl	with	dyslexia	in	Kansas,	and	hating	to	be	put	into	a	‘box.’	It	helped	her	
develop	stick-to-itiveness,	which	she	applied	to	her	environmental	work	and	everything	she	does.	

She	could	feel	something	was	wrong	in	Hinckley,	California,	but	people	were	afraid	to	talk	about	
what	was	wrong	with	the	water.	When	negativity	came	her	way,	she	imagined	it	like	Velcro	
sticking	to	her,	and	ripping	it	off.	Erin	shared	some	things	about	the	movie	made	from	her	life,	and	
some	updates.	She	continues	her	environmental	work	today.	

She	has	created	two	programs:	Logic,	1)	Leverage,	Loyalty	&	Love,	and	2)	RAM,	which	stands	for	
Realization,	Assessment	&	Motivation.	

RAM	has	a	spiritual	meaning,	and	it	symbolizes	rebirth	or	a	new	beginning.	Realize	who	you	are	
and	embrace	that	person	with	flaws	and	all.	Assess	and	if	there	is	something	you	don’t	like,	change	
it.	Lastly,	Motivation	is	where	we	can	find	our	strength	and	move	into	tomorrow	in	a	new	day.	

Erin	ended	by	talking	about	the	Wizard	of	Oz,	it’s	origins	and	representations.	The	moral	of	the	
story	is,	like	Dorothy,	who	discovered	that	she	had	it	in	her	to	get	what	she	wanted,	you	have	it	in	
you	to	wake	up	and	be	the	hero.	You	have	the	power	of	yourself	to	become	who	you	are	and	
make	your	life	happen.	

---			
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Everyone	sang	Happy	Birthday	to	Erin,	because	it	was	her	61st	birthday	today.		

5:00	

I	am	truly	so	happy	to	be	here	and	be	honest	with	you.	I'm	actually	nervous.	I	think	I've	had	five	
cups	of	coffee,	I	was	looking	for	a	vodka	OJ	to	calm	down	before	I	came	here,	because	this	is	my	
first	live	event,	and	being	back	with	all	of	you	in	nineteen	months.	I'm	so	happy	to	be	here	and	
I've	missed	you	and	I	know	you've	all	missed	each	other.	Doesn't	it	feel	great	to	be	out?	
Somebody	told	me	you	guys	are	known	as	Bookkeepers	Gone	Wild.	Is	this	true?	Bookkeeper	
Professional	Gone	Wild	-		and	we're	turning	you	loose	in	Vegas.	Awesome.		

So	I'm	really	excited	to	be	here.	I	may	talk	30	minutes.	I	have	the	gift	of	gab.	I'm	going	to	try	to	
stick	around	for	your	questions	and	answers.	I	really	want	to	interact	with	all	of	you.		

Oh	my	gosh,	so	look	I	even	put	down	a	ton	of	little	notes	and	what	I	want	to	talk	about.	We've	all	
been	through	a	lot	right	with	COVID	–	can’t	ignore	that.	I'll	share	with	you	what	happened	with	
me.	I	remember	the	day	because	March	10th	I	was	scheduled	to	go	to	Canada.	This	whole	thing	
was	starting	to	blow	up	and	the	event	hadn't	called	and	canceled,	and	I'm	like,	I	don't	want	to	do	
this	but	it's	like,	I	don't	want	to	get	stuck	in	Canada	for	a	couple	of	weeks,	and	not	going	to	be	
able	to	go	back	home.		

So	I	called	and	said	I’m	not	going	to	come	in.	The	next	day	they	did	cancel	the	event	and	then	the	
next	day	the	Prime	Minister	announced	they	were	closing	the	borders,	I'm	like,	see	I	would	have	
been	stuck	up	there.	After	that	it	all	of	the	events	were	doing	the	same	thing.	I	was	just	blown	
away.	I	was	just	‘what	is	going	on?’	It	just	became	cancellation,	cancellation,	cancellation,	
cancellation,	cancellation	and	my	entire	work,	career	was	just	wiped	out.		

I	was	always	struck	because	of	the	very	last	thing	that	I	said	in	a	keynote	in	February	before	the	
shutdown	happened.	I	was	talking	about	my	program,	RAM,	and	that	we	have	been	living	in	a	
world	that	was	going	faster	and	faster	and	faster	and	faster	and	faster,	and	it	was	almost	like	
you're	spinning	out	of	control,	and	there	was	less	time	for	us	to	do	the	things	that	we	enjoyed.	
And	it	reminded	me	of	the	computer	when	a	lot	of	data	comes	in	at	once	and	the	blue	dot	spins	
around	and	around	and	around	and	around,	and	it	doesn't	process	it;	it	crashes.	And	the	last	
thing	I	said,	if	we	don't	get	control	of	ourselves	-	we're	going	to	crash.		

I	would	have	never	thought	it	would	have	been	what	we've	just	been	through,	but,	boom,	we	
went	down.	I	am	here	to	tell	you	this	is	for	me,	not	COVID,	but	this	moment	where	we	are	
reawakening,	where	we	now	have	a	great	reset.	A	great	reboot.	The	moment	to	shift	
whatever	it	is,	worked	in,	it	doesn't	work	now,	but	how	we	go	forward.	And	I	actually	find	that	
really	exciting.	So,	everybody,	welcome	to	the	great	reset,	and	how	we	go	forward	in	our	lives.		

9:05	

My	book,	Superman’s	Not	Coming	came	out	during	COVID,	in	August	2020.		It’s	about	the	
national	water	crisis	the	U.S.	is	facing,	but	the	important	message	is	what	we,	the	people,	can	do	
about	it.	This	just	doesn’t	apply	to	water;	it	applies	to	all	of	our	lives.	And	what	we	will	learn,	and	
I	think	you	probably	already,	but	we	second-guess	ourselves;	a	lot	of	us	are	waiting	for	someone	
else	to	fix	something	or	save	us,	and	I	deal	a	lot	with	this	in	my	environmental	work.		
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I'm	often	running	around	looking	for	who	THEY	are.	Where	are	they?	Who’s	going	to	come	and	
save	us?	We're	going	to	save	ourselves.	Superman	Is	Not	Coming	is	about	us	taking	a	look	at	
who	we	are.	We	have	the	strength,	we	have	the	knowledge	we	have	the	ability,	we	have	
the	power,	and	when	we	the	people	get	together,	we	make	the	change.	So	it's	not	
frightening	that	Superman	is	not	coming	because	we're	here	and	‘Tag,	you're	it.’	So	everybody	
put	on	your	cape,	and	go	out	there	and	make	things	happen.	

When	I	talk	about	Superman	is	not	coming.	I	think	of	our	life	like	the	great	Super	Bowl.	
Every	one	of	you	here	today	is	a	support	and	a	fan	of	somebody	you	work	with.	Coming	into	the	
game,	life	is	like	that	big	Super	Bowl	game.	You've	got	to	know	that	you're	going	to	get	pushed	
down,	knocked	down,	you	might	drop	the	ball,	you	might	fumble	it,	you're	going	to	think,	oh	I	
failed	or	I'm	embarrassed	or	someone	said	I	can't	do	that.	But	when	the	moment	happens,	you	
don’t	drop	the	ball	and	walk	off	the	field.	The	fans	say,	“What	are	you	doing,	get	back	in	that	
game.”		

We	need	to	do	that	for	ourselves.	And	so,	what	is	that	Super	Bowl	game?	Get	in	it,	get	pushed	
down,	that's	fine.	You	get	it	and	you	fumble,	that's	fine,	who's	afraid	if	you	did	something	wrong	
and	make	a	mistake.	The	most	important	thing	you	do	is	you	pick	that	ball	up,	you	get	back	in	the	
game.	You	may	have	been	pushed	back	20	yards,	but	you	can	rush	40.	You	get	knocked	out	again,	
pick	it	up,	you	can	make	60	yards	the	next	time	-	keep	going.	That's	the	message.	Keep	picking	
the	ball	up,	keep	going	forward.	Don't	be	afraid	of	your	failures,	and	I	promise	you,	when	you	do;	
at	one	point,	you're	going	to	make	a	–	BOOM	-	touchdown.	That's	the	moment	that	we	wait	for.		

So,	I	always	worry.	Listen,	I'm	a	human.	I	get	so	uncomfortable	sometimes.	I'm	just	a	person	and	
my	whole	life	was	learned	about	getting	knocked	down,	getting	back	up,	how	to	believe	in	
yourself	in	a	world	where	it	can	be	really	difficult.	We	have	negative	voices	in	our	head,	we	get	
negativity	stuck	on	us,	we	turn	back,	we	think	we	can't	do	it	because	of	what	somebody	else's	
perception	or	idea	of	what	we	can	or	can't	do.	Oh	no,	no,	no,	no,	no,	you	leave	that	up	to	yourself.	
You	can	do	it.		

13:54	

Why	I’m	Inspired	By	This	

I	was	born	and	raised	in	Lawrence,	Kansas	and	life	for	me	was	great.	It’s	so	funny	looking	back	
and	how	I	ended	up	in	the	environmental	work,	and	who	I	am,	and	my	passion,	and	where	I	
get	upset	and	how	I	can	bust	through…	because	nobody	likes	to	be	put	in	a	box,	and	
oftentimes	you	get	put	in	a	box.		

I	don't	like	it	in	the	box	at	all.	And	if	you're	going	to	gaslight	my	ass,	you’ve	got	a	huge	problem,	
and	that's	what	I	feel	like	when	you	put	me	in	the	box.		

I	did	an	interview	the	other	day	with	Adam	Carolla,	and	he	says,	“What	happens	when	somebody	
tries	to	put	me	you	in	the	box.”			

I	said,	“Oh	no,	Adam,	this	is	a	very	bad	thing.	This	is	where	you	get	the	F-you,	F-it,	F-off!	I'm	out	
of	the	box.”		
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There’s	a	reason	I	like	being	born	and	raised	in	Kansas.	I	oftentimes	felt	very	different	so	I	
oftentimes	found	myself	playing	outside	somewhere.	I	love	the	environment.	By	the	way	we're	
connected	to	the	environment,	and	through	my	work	I’ve	learned	when	you	have	an	
environment	that's	being	damaged	or	in	turn	damaging	ourselves.	And	I	was	always	connected	
to	the	environment	I	just	loved	the	thunderstorms,	the	smell	of	fresh	cut	grass,	and	I	felt	
accepted	and	embraced	in	the	environment	

And	why	I	was	out	there	all	the	time	is	because	I'm	dyslexic.	I	felt	different,	because	I	was	
different.	I	was	treated	differently.	I	wouldn't	learn	their	way.	I	didn't	understand	something	yet	
I	knew,	but	I	couldn't	explain	it	to	you	or	do	it	on	paper,	and	therefore,	I	got	judged.	I	got	
perceived	as	different,	because	I'm	different.	I	got	put	over	here.			

So	this	whole	thing	about	me,	if	you	put	me	in	a	box,	is	what	frustrates	me	because	I	know	I	
know.	I'm	going	to	tell	you	I've	learned	in	my	community,	especially,	mothers	are	super	keen	
because	they	know	in	their	gut	-	we	know	in	our	gut	oftentimes	what's	going	on,	but	we	question	
it.		

Science	backs	me	up	here.	Your	gut	is	your	second	brain.	And	this	is	no	disrespect	to	all	the	men	
and	the	women	in	the	room	but	women	work	with	that	real	guttural	instinctual	place.	But	how	
many	times	has	someone	said	that's	not	happening.	That's	impossible.	That	couldn't	be	going	on.	
I	remember	being	out	in	Hinckley	and	having	people	tell	me	the	200	farms	and	the	green	water	
was	the	standard	-	bullshit.	I	mean	just	right	here	in	your	gut	you	know	it,	but	we	questioned	it,	
and	we	move	away	from	it.		

It's	because	of	my	dyslexia,	that	I	was	always	frustrated.	And	I	always	felt	different,	and	every	
one	of	us	wants	to	be	seen	and	heard,	and	accepted.	So	my	mom	would	always	tell	me	every	time	
I	came	home	feeling	down	in	the	dumps	that	I	would	have	to	find	my	stick-to-itiveness.		

I	have	used	this	word	everywhere	I	go	my	whole	life.	I	thought	stick-to-itiveness	was	a	fake	
word,	and	I	was	shocked	when	my	mom	brought	out	a	Webster's	Dictionary,	but	its	definition	is	
kind	of	everything	that	we've	been	talking	about	already:	a	propensity	to	follow	through	in	a	
determined	manner;	dogged	persistence	and	stubbornness.		

18:05	

Whoa,	words	are	powerful,	right.	Stubborn,	by	the	way,	is	my	middle	name.	I	am	dogged.	I	am	
persistent,	and	I	literally	applied	this	to	everything	that	I	do.	To	this	day,	I	can	hear	my	
mom,	and	please	do	not	think	I	don't	have	down	days.	I'd	actually	have	those	more	often	than	
not,	whether	it	be	a	case	or	somebody	is	upset,	or	a	kid,	a	grandkid,	it	can	be	a	real	roller	coaster	
for	all	of	us.	I	can	hear	my	mom	saying,	“Erin.	Where's	your	stick-to-itiveness,”	and	it	helps	me	
get	unstuck.		

And	this	is	where	she	also	taught	me	that	life	is	going	to	require	that	you	have	that	type	of	
perseverance.	And	even	when	I	was	upset	about	who	I	was	or	misunderstood,	she	would	always	
tell	me,	“That's	somebody	else's	perception	on	how	they're	going	to	see	you,	but	you	need	to	
remember	this	Erin,	that	doesn't	have	to	be	how	you	see	yourself.”		
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It's	the	power	of	choice,	it's	that	internal	voice	that	becomes	so	important.	And	I	know	you're	all	
out	there	in	your	own	businesses,	and	I	too	have	my	own,	and	it	can	be	hard.	It	can	be	
overwhelming,	but	if	you	find	yourself	stuck,	I	really	hope	that	she'll	come	around	and	go,	“Ooh,	
where's	that	stick-to-itiveness?		

I'm	in	the	Super	Bowl	today,	pick	the	ball	up	and	keep	going,	and	never,	ever,	ever	doubt	
yourself.	Don't	wait	for	somebody	else	to	come	do	it	for	you.	You	know	you	can	pick	up	the	ball.	
Nobody	knows	you,	nobody	knows	your	business,	and	nobody	knows	your	life	better	than	you.	
And	you	can	make	it	happen.	So,	remember	stick-to-itiveness	in	the	big	bowl	Super	Bowl	of	life.		

With	dyslexia,	growing	up	in	Kansas,	being	out	doors	in	some	way	I've	been	prepared	for	what	
was	to	come	and	I	never	knew	it.	When	I	began	my	work	at	Masry	&	Vititoe,	and	then	began	my	
work	out	in	Hinkley	California,	the	perfect	storm	was	brewing.	It	was	the	environment	-	I	could	
see	things	were	wrong.	I	can	feel	where	things	were	wrong.	And	by	the	way	this	is	important	
when	you	get	feelings.	I'm	a	human	barometer.	I	can	tell	you	a	tornados	coming	hours	before	it	
comes.	If	we	stay	in	the	moment	with	ourselves;	and	oftentimes	we're	not	because	we're	
worried	about	something	we've	done	over	here,	and	we	feel	bad	about	something	over	there;	or	
we’re	stressing	the	hell	out	of	something	else	worrying	about	what	we're	going	to	do	up	here	in	
the	future,	that	we	lose	this	moment	of	connection	where	you	can	feel	things	happening.		

21:37	

And	I'm	very	good	at	that	and	so	I	could	feel	something	was	wrong	in	Hinckley.	You	can	feel	
the	air	change	in	a	tornado.	For	those	of	you	from	Kansas	or	anywhere	in	the	Midwest,	on	those	
storm	days,	air	pressure	changes.	If	you're	present	you	can	feel	things	you	can	notice	things;	
observation	is	key.	And	that	was	all	coming	to	play	for	me	in	Hinckley,	California.	That	you	had	a	
frog	in	the	green	water,	that	wasn't	working	for	me	anyway.	But	what	really	struck	me	was	the	
people.	And	I'm	like,	‘oh	I	recognize	it.’		

They	knew	something	was	wrong,	but	when	they	would	talk	about	it	they	would	feel,	“That’s	not	
happening.”	“You	know,	that's	crazy.”	“You	are	crazy.”	How	many	times	that	ever	happened	to	
you?		

My	ex,	when	we	got	in	an	argument,	would	say,	“You're	crazy.”		

I	would	walk	away	going,	“What?	Wait	a	minute;	no	I’m	not.”		

And	this	is	what	I	was	talking	about	earlier;	a	lot	of	negativity	things	and	people's	comments,	
that	either	want	you	to	go	away	or	questioning	something	that	you	know	and	feel	it.	That	kind	of	
energy	gets	stuck	on	you.	So	I	started	imagining	it	like	Velcro	sticking	on	me	and	rip	that	off.	
So	watch	the	incoming	fire,	and	if	it	sticks	-	get	it	off,	because	that	stuff	will	drag	you	under	and	I	
saw	this	happening	to	the	people	of	Hinckley,	California	and	I'm	like,	“Oh	my	gosh,	I'm	not	
alone.”		

And	you	know,	what	none	of	us	are	alone.	We	all	have	these	feelings.	We	all	have	these	
experiences,	but	we	are	oftentimes	so	afraid	to	talk	about	something.	We're	so	afraid	that	we	
will	be	judged.	We're	so	afraid	that	we'll	be	vulnerable,	or	that	we're	afraid	to	be	seen	as	a	
failure.		
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And	through	everything	I've	been	through	I	have	learned,	your	strength	are	your	
vulnerabilities.	Never	be	afraid	to	embrace	what	you	think	is	going	to	be	your	downfall	
because	I	promise	you	when	you	do,	it	is	such	a	relief.	I	spend	so	much	time	going,	‘I	want	to	
be	unique,’	and	being	able	to	be	you,	means,	I	made	a	mistake;	means	I'm	not	perfect;	means	I	
don't	know	everything;	means	I've	been	hurt,	all	of	that.		

When	this	whole	community	and	all	of	us	begin	to	recognize	that,	we	found	strength	from	that.	
There	was	such	a	release	of	energy	to	go:	Oh	my	gosh:	A)	I'm	not	crazy,	B)	okay,	I'm	not	perfect,	
C)	I	can	ask	questions,	D)	with	my	community	I	become	a	collective	because	the	unbeknownst	to	
each	other,	they	were	all	experiencing	the	same	thing.	And	so	we	went	with	that.		

24:30	

About	the	Film:	Erin	Brockovich	

And	that's	what's	started	and	why	I'm	here	today,	and	created	the	film,	Erin	Brockovich.	I	don't	
know	how	that	shit	happen	people.	I	honestly	don't.	If	anybody	had	told	me	as	a	child,	what	
would	you	do	when	you	grow	up.	Let	me	see	I	think	they'll	uncover	a	toxic	tort	that	becomes	a	
huge	litigation	and	they'll	make	a	film	about	it,	and	Julia	Roberts	stars	in	it.	Yeah,	and	they	would	
have	called	me	crazy.		

That	was	quite	the	time	you	know,	I	usually	don’t	talk	about	the	film	that	much.	I	can't	believe	
it's	been	30	years.	I	was	30	years	old	when	I	started	in	Hinckley.	Oh	my	gosh.	And,	and	here	we	
are.		

So	the	environments…	I’m	not	going	to	be	a	downer	today	because	we're	not	in	any	better	place	
in	the	environment.	It	is	actually	gotten	worse,	but	we	could	save	that	for	another	day.		

But	I	would	have	never	thought	it	was	going	to	happen	and	I	don't	talk	that	much	about	the	film.	
I	will	share	a	few	things	with	you.	No,	I	didn't	marry	the	biker	dude.	Everybody	always	asked	me	
that.	Now,	had	my	real	boyfriend	looked	anything	like	the	guy	in	the	film,	I	would	never	have	
kicked	him	out.		

My	kids	are	all	grown	up	now.	I	have	two	military	children.	My	son	served	in	Afghanistan,	and	
my	daughter's	military	police	-	my	little	peanut	daughter.	I'm	proud	of	them.	They're	home	now	
and	they're	out	of	the	military.		

Oh	my	gosh,	I'm	the	grandmother	of	four…	so,	eight,	seven,	five	and	three.	So	that's	been	a	lot	of	
fun.		

Mr.	Masry	has	passed	on.	My	best	friend	I've	ever	had	in	my	life.	I	think	about	him	and	miss	
every	single	day.	The	beauty	of	certain	people	in	our	lives,	and	one	was	my	mother,	my	father,	
Mr	Masry,	is	they	believed	in	me.	Isn’t	that	a	beautiful	thing	when	somebody	gets	behind	you	and	
the	power	of	belief,	and	they	help	me	believe	in	myself,	so	I	do	miss	Ed.		

I	do	continue	all	my	environmental	work	today	across	this	country.	Again,	I	can't	believe	it's	
30	years	we're	revisiting	Hinckley,	revisiting	the	film.	And	we're	still	here.	We've	made	some	
progress	but	we	have	a	further	way	to	go.	So,	that's	just	a	little	bit	about	the	film.		
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I	did	have	a	little	fun	this	year.	I	don't	know	if	you	saw	on	ABC;	we	had	a	show	called	Rebel,	
starring	Katie	Segal,	and	that	was	fun.	We	didn't	get	a	second	episode,	but	we're	hopeful	that	our	
other	platform	will	pick	it	up.	But	Katie	Segal	was	great.		

27:25	

The	Power	of	You	

The	movie,	the	film,	ABC,	these	things	are	great	for	a	platform	to	help	all	of	us	see	the	bigger	
picture	and	even	in	the	work	that	we	do	the	bigger	picture,	and	my	biggest	message	to	all	of	you	
is	the	power	of	you.		

I	never	want	any	one	person	to	get	lost	to	think	that	you	can't	do	what	you	want	to	do,	and	strive	
to	be	who	you	want	to	be.	And	we	learn	that	together.	I	know	every	one	of	you	in	this	room	
already	knows	that	and	already	has	learned	that	through	your	own	businesses.	And	in	part,	I	
really	want	to	say,	I	am	here	today	to	celebrate	you.		

And	the	fact	that	you're	here	shows	your	strength,	your	fortitude,	your	stick-to-itiveness,	the	
power	of	believing	in	yourself,	the	power	of	your	organization,	and	supporting	one	another,	so	
congratulations	to	all	of	you	for	who	you	are.		

28:50	

Logic,	Leverage,	Loyalty	&	Love	

I	always	want	people	to	take	something	away	something	that	I've	learned	in	my	work	–	the	two	
programs	I've	created.	The	first	one	is	the	four	L's:	Logic,	Leverage,	Loyalty	and	Love.		

Logic.	For	me,	logic	is	actually	your	common	sense.	Growing	up	in	Kansas	on	a	tornado	day,	
when	it’s	dark	and	the	tornado	sirens	went	off,	I	didn't	stop	to	call	the	weather	channel	to	find	
out	if	it	was	an	F4	or	an	F5.	I	didn't	really	care	but	instinctually	that	common	sense	set	of	skills	
tells	you	to	get	to	safety.		

If	our	headlines	read	municipality	is	tainted	with	rat	poison,	and	not	calling	the	NIH	to	ask,	Well	
it	says	it's	three	parts	per	billion.	Should	I	drink	it	or	is	it	one	parts	per	billion	safer?”	

A	poison	is	a	poison,	is	a	poison	all	day	long.	Your	common	sense	tells	you	not	to	drink	it.	In	
every	single	case,	in	every	single	community	I've	been	in	-	and	we	share	that	in	the	book,	
Superman’s	Not	Coming	–	every	single	time,	it’s	one	pissed	off	mom	that	starts	the	whole	thing.	I	
love	it.	Moms	across	America	are	terrific,	because	they're	not	going	to	have	it	-	that	gut	instinct	
comes	in.	So	your	first	“L”	is	your	logic	is	your	common	sense.		

Leverage	sometimes	has	a	bad	connotation	that	you	know,	“Oh	you're	gonna	leverage	
something	to	hurt	somebody	or	leverage	money,”	just	doesn't	always	sound	right.	But	leverage	
is	the	collective	power	of	your	community.	I	learned	in	Hinckley,	yes,	one	plus	one	
mathematically,	and	I	know	you're	all	good	at	numbers,	is	two.	
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But	one	plus	one	actually	is	1,000,	or	more.	So	that	becomes	leverage,	that's	where	it	changes	the	
power	of	all	of	us	together.		

Loyalty.	That's	your	stick-to-itiveness.	That's	your	staying	in	the	game.	That's	your	Super	Bowl	
of	life.	Drop	the	ball,	pick	it	up.	Somebody	may	say	something	that	you	said	negativity	and	rip	it	
off,	stick-to-itiveness	is	your	loyalty,	it	is	that	follow-through.	It	is	seeing	it	to	the	end.		

And	last	is	love.	And	I've	seen	that	happen	in	communities	where	we	can	let	the	barriers	down,	
and	we're	in	rooms	like	this,	and	we	can	share	those	vulnerabilities	and	really	look	at	what	is	
your	motivator?	What	wakes	us	up	every	day?		

We	want	to	watch	our	children	grow	up.	We	love	our	work.	We	love	our	life	we	love	ourselves.	
We	love	our	friends.	We	love	our	family,	all	of	that.	These	are	your	motivators,	the	big	things	that	
motivate	–	the	love.	That's	why	we	got	up,	or	why	are	you	here	today.	You	love	your	work.	You	
love	Vegas.	You're	healthy.	I	mean,	there	are	so	many	things	that	make	us	motivated.	So	keep	
your	four	L’s	in	line:	Logic,	Leverage,	Loyalty	and	Love.	It	makes	things	happen.		

32:25	

RAM:	Realization,	Assessment	&	Motivation	

And	I	have	another	one	called	RAM.	Ram	has	a	very	spiritual	meaning.	The	RAM	symbol	can	be	
rebirth,	new	beginnings,	the	do	over.	So	visualize	how	they	maneuver	down	a	rock.	If	they	get	
stuck,	how	they,	they	come	around	it,	they	don't	allow	themselves	to	get	locked	in.		

RAM	represents	new	beginnings.	RAM	is	about	the	power	of	realizing.	R	stands	for	
Realization	of	one's	self.	You	realize	who	you	are.	We	can	be	so	busy	with	our	co-workers,	
with	our	family;	we	can	give	so	much	we	oftentimes	can	lose	ourselves.	Oftentimes	we're	looking	
for	a	hero.	You	can	be	your	own	hero.	Don’t	be	afraid	to	look	at	that	person	in	the	mirror.	Don’t	
stand	in	your	won	way.	Embrace	that	person,	flaws	and	all.		

I	think	of	this	like	a	butterfly	that	has	to	dissect	itself	in	order	to	morph	into	the	caterpillar.	So	
don’t	wait	for	a	hero.	Be	the	hero.	You	are	the	hero.	Every	single	day	when	you	see	that	person	in	
the	mirror,	know	and	realize	the	strength,	the	power	and	the	beauty	of	who	you	are.		

And	here's	the	thing	–	OWN	IT!	That	is	difficult	to	do	-	to	own	it	and	say:	Yes,	I	did	a	good	job.	
Yes,	I	may	feel	this	way.	Yes,	I'm	a	beautiful	person	–	and	realize	the	power	of	yourself.		

A	stands	for	Assessment.	If	there's	something	you	don't	like	about	yourself,	change	it.	I	think	
of	it	like	real	estate;	if	you	list	your	house,	they	do	an	appraisal.	It	comes	in	a	little	low,	what	do	
you	do?	You	may	remodel	the	bathroom.	You	put	in	a	new	floor,	paint	the	walls.	Guess	what?	The	
appraisal	goes	up.	So	don't	be	afraid	to	reassess	who	you	are	and	be	honest	with	yourself.	If	
there's	something	you	don't	like,	great,	awesome,	change	it.	We	get	to	do	that.		

Lastly	was	about	Motivation.	And	this	was	the	moment	where	I	was	saying	we	were	spinning	
out	of	control.	We've	been	put	here,	but	what’s	rebirthing	out	of	that?	We’ve	got	a	moment	to	
take	a	breath.	We’ve	got	a	moment	to	look	around.	We've	got	a	moment	to	see	each	other.	We’ve	
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got	a	moment	to	connect	to	that	environment	again.	This	is	where	we	can	find	our	strength.	So	
we	have	the	motivation	to	get	up	and	move	into	tomorrow	in	a	new	day.		

I'm	currently	taking	RAM	and	morphing	it	into	a	whole	new	talk	about,	not	RAM,	but	the	theme	
of	your	own	life.	That	begins	with	your	thought	process;	finding	your	character,	your	courage	
and	you	taking	action.	Not	assuming	somebody	else	will	–	you.		The	world	is	all	of	our	stage	for	
every	one	of	you	here	today.	We	just	need	to	own	that.		

36:35	

The	Wizard	of	Oz	

When	I	talk	about	the	Wizard	of	Oz,	being	from	Kansas,	I'm	fascinated	with	it,	loved	it,	but	I'm	
not	talking	about	movie,	I'm	talking	about	the	book,	The	Wizard	of	Oz,	written	by	L.	Frank	Baum.		

He	wrote	that	book	as	a	way	to	teach	his	children,	the	power	of	individualism	and	speaking	for	
oneself	in	a	world	that	would	increasingly	begin	to	speak	for	them.	And	this	was	at	the	pre-
height	of	the	Industrial	Revolution.	I	think	our	current	revolution	in	some	ways	is	technology	
and	social	media	and	things	that	are	out	there	that	are	speaking	for	us.		

There’s	a	real	fascinating	political	allegory	to	the	Wizard	of	Oz	and	we	are	living	it.	Dorothy	was	
a	representation	of	the	American	girl	on	a	journey	searching	for	her	life	-	aren't	we	all?	

The	Cowardly	Lion	was	a	representation	of	L.	Frank	Baum's	best	friend,	William	Bryan	
Jennings,	who	was	running	for	president	and	known	for	his	fiery	rhetoric,	but	had	no	courage.		

The	Scarecrow	was	a	representation	of	the	American	farmer	that	everyone	thought	had	no	
grain	because	at	the	time	the	banks	were	buying	up	all	the	farmer’s	land.		

And	then	the	Tin	Man	was	a	representation	of	the	Industry	workers	who	lost	his	heart.	And	
so	I	find	that	fascinating,	because	here	we	are,	our	farmers	our	industry,	us	on	the	journey	of	life,	
our	politicians,	our	leaders	are	all	a	part	of	the	process.		

But	as	you	know	a	tornado	hits,	and	they	land	in	Oz,	and	they	said,	“Follow	the	Yellow	Brick	
Road	-	find	the	wizard!”	I	think	in	many	ways	this	is	what	I'm	saying:	Who	is	the	hero?	Who	is	
the	wizard?	Well,	actually,	it's	us!	And	that's	really	the	moral	of	this	story,	you	know,	and	that's	
exactly	where	I'm	going	to	end	today	talking	with	you.		

They	take	off	to	find	the	wizard	and	get	put	to	sleep	in	the	poppy	fields.	You've	all	seen	it,	right.	
For	the	longest	time	I'm	beginning	to	wonder,	is	that	where	we've	been.	Did	we	get	put	to	sleep?	
Did	we	get	comfortable?	Did	it	get	too	easy?	Was	there	an	illusion?	But	see,	they	woke	up,	and	
they	went	and	found	the	wizard,	and	they	go	look	behind	the	curtain.	And	look	what	they	found	
out.		

39:23	

You	see,	they	had	the	ability	the	whole	time	to	find	themselves	home	and	that's	where	we	
are	at	now.	We	have	woken	up.	We	are	here,	and	the	message	is	very,	very	clear.	We	have	the	
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courage.	You	have	the	courage.	We	have	the	brain.	You	have	the	brain.	You	have	the	heart.		We	
have	the	heart.	We	will	find	our	way	home.	We’re	here,	again.		

So	when	you're	out	there	today,	being	bookkeeper	professionals	gone	wild,	I	want	you	to	
remember	why…	Because	you	have	the	power	of	yourself.	Own	who	you	are.	Love	who	you	
are.	Embrace	who	you	are.	Believe	in	who	you	are.	Stand	with	yourself.	Stand	behind	your	vision.	
Find	your	courage	and	get	out	there	and	take	action	and	you	will	make	your	life	happen.	And	I	
am	going	to	be	your	biggest	cheerleader,	all	the	way.	So,	I	will	stop	there.	Thank	you	so	much.		

	

Click	Here	to	Return	to	Index			 	
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1.4	–	Erin	Brockovich	Q&A	

Erin	Brockovich	

	

1:10	

Q:	I	love	what	you	said	about	trusting	those	
feelings,	and	basically	the	thing	that	I	hear	
is	that	we're	the	protagonists	in	our	own	
story.	So,	that	voice	you	have	in	your	
head;	how	do	you	shut	it	up?	

A:	Shut	the	F-up!	I’m	serious,	that's	what	I	say	
to	her.	

	 You	know,	these	are	the	things	that	we	don't	want	to	talk	about	that	I've	learned	in	my	
communities,	and	this	is	why	I	love	being	on	stage.	I’m	never	afraid	to	ask	the	question	or	tell	
you	I'm	in	focus	or	that	I've	got	all	kinds	of	problems.	Frankly	I	do,	but	I	don't	know	anyone	
who	doesn’t.	So,	that	voice	gets	in	your	head	and	it	oftentimes	comes	from	somebody	else	
who	has	a	perception	or	an	idea	that	you're	doing	it	wrong	or	whatever.	That	just	kind	of	
sticks	to	us	and	we	begin	to	question	ourselves	at	that	very	moment	so	there's	this	internal	
conflict	going	on.	I	call	her	negative	Nancy	you	know	she	pops	up,	and	that's	what	I	tell	her.		

	 The	only	problem	we	have	is	what	goes	on	between	our	ears.	Sometimes	it's	just	like,	
wow,	it's	pretty	overwhelming.	If	you	feel	uncertain,	stand	still,	take	a	deep	breath,	and	
tell	yourself,	‘I	got	this!’	Oftentimes	if	no	one	else	is	around	to	tell	you,	you	can	tell	yourself.	

	

Q:	Most	people	in	this	room	have	had	the	courage	to	start	their	own	business.	They've	also	had	
the	courage	to	start	a	relationship.	They've	also	had	the	courage	to	have	a	child.	They’ve	also	
had	the	courage	to	get	through	an	illness,	or	whatever.	Obviously,	COURAGE	is	your	middle	
name;	you’ve	said	stubbornness,	but	I'd	also	say	it	would	be	courage.	So,	in	the	midst	of	
fighting	Goliath	when	you	are	the	proverbial	David,	where	does	that	courage,	and	
where	does	it	come	from	today?	Is	it	some	magic	pill	that	you	take?	

A:	No	magic	pills.	Yeah,	I	don't	know	that	I've	ever	seen	it	as	courage;	stick-to-itiveness,	I	would.	
Courage	for	me	is	opening	up	and	believing	in	yourself,	and	sometimes	we	just	don't	do	that.	
And	we	don't	do	that	because	we're	afraid	we're	going	to	be	wrong.		

	 It's	like,	that's	okay,	and	I	just	don't	think	we	allow	our	self	to	be	wrong.	When	you	can	be	
wrong,	and	own	wrong,	or	if	we've	done	something	wrong;	it’s	that	ownership,	it’s	
accountability	and	accepting	that,	‘sure	we'll	flawed	we	made	a	mistake.’	It	becomes	
easier	and	almost	empowering,	and	then	that	courage	starts	to	come,	because	it's	like,	
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‘okay,	I	did	this	once.	I	stumbled	once,	but	I	did	get	back	up,’	and	it	becomes	a	very	
strength-building	process.		

	 So	that's	where	I'm	really	careful	about	acknowledging	if	I've	missed	up,	if	I've	made	a	
mistake,	and	not	to	blame	or	make	an	excuse.	But	just	to	just	own	it.		

	 This	reminds	me	of	a	lunch	I	was	at	with	an	attorney,	and	he	was	mad	at	me.	I’d	done	
something	and	what	it	is,	doesn't	really	matter.	It	was	a	big	table	luncheon	like	this,	and	he	
called	me	out	on	it	by	saying,	“Did	you	do	that!?”	

	 And	I'm	like,	“Yes,	I	did.”		

	 And	he	was	like,	“What	am	I	supposed	to	do	with	that?”	He	was	already	prepared	to	just	wait	
for	this	big	grand	moment	and	you're	fired,	because	there	was	this	idea	that	I	was	going	to	lie	
about	it,	that	I	wasn't	going	to	own	it.	I	was	going	to	make	an	excuse	for	it.		

	 The	minute	I	owned	it,	there	it	was,	and	I	felt	good.	And	maybe	it	was	the	wrong	thing	to	do	
but	I	owned	that.		

	 So	I	think	for	me,	that's	a	lot	of	where	my	courage	comes	from.	It's	just	a	process,	and	part	of	
it,	again,	is	we	always	stand	in	our	own	way.	

7:32	

Q:	One	of	the	things	that	we	face	is	that	we	think,	“Hey,	the	struggle	that	I	have	is	getting	my	first	
client.	The	struggle	that	I	have	is	getting	my	first	individual.	The	struggle	that	I	have	is	getting	
enough	money	so	I	can	quit	my	job.”	

	 I	always	thought	that	I	was	going	to	get	to	this	place	where	I	arrived,	where	I	got	over	my	
insecurities;	I	got	to	the	place	where	I	wanted	to	be	and	the	struggles	were	going	to	be	over,	
only	to	find	out	that	that's	not	true.	That	there's	only	new	struggles,	that	there's	only	new	
obstacles,	and	I've	heard	that	saying	that	a	challenge	or	problem	is	an	opportunity	workload.		

	 So,	looking	back	over	the	course	of	your	years	and	having	to	progress	and	get	better,	and	do	
different	things:	How	do	you	continue	to	wake	up	and	have	the	courage	to	overcome	the	
next	problem;	to	get	through	the	next	situation	when	it	can	seem	so	dire	-	especially	
with	what	you	do?		

A:	I	tend	to	like	fly	by	the	seat	of	my	pants,	and	I	just	kind	of	wait	for	the	moment	it	arrives	and	
then	I	take	action.	I've	learned	that	going	back	over	what	we've	done	on	mistakes	and	beating	
ourselves	up	does	nothing	that	makes	us	[garbled].	And	looking	for	or	anticipating	that	
next	problem	that's	going	to	come	does	nothing	but	create	anxiety,	but	if	we	come	
right	back	to	center	again,	you	find	some	peace,	and	that's	where	you	can	begin	to	
work	through	these	problems.	

	 Something's	going	to	drop,	that's	all	I	got	to	say.	You	can	count	on	that	every	single	day,	but	
that	is	life,	that	is	the	journey,	that	is	part	of	the	process.	Frankly,	that	can	be	the	fun	in	all	of	
it	and	yes,	it	can	be	difficult,	but	all	of	this	is	what	makes	us	human,	and	life	worth	it.		
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	 During	COVID	I’m	bored	to	tears.	I’m	like,	‘	no.’	I	mean	I	want	to	be	out;	experience	life;	like	if	
a	problem	shows	up,	take	action	when	that	happens.	Life	is	beautiful,	even	with	all	of	the	
issues	that	we	have.	So	I	don't	look	for	them	when	they	show	up.	I	take	action	on	them,	and	I	
try	not	to	create	that	anxiety.		

	 Just	deal	with	exactly	what	I	have	in	hand,	and	you	know,	in	Hinckley,	California,	that's	
exactly	what	was	in	front	of	me,	and	what	exactly	I	dealt	with,	and	people	would	be	asking	
me	-	worried	about	what	the	summer	will	be	like	–	and	I’m	like,	“I	don't	know	it's	not	here	
yet,	but	this	is	what	we're	going	to	do	today.”	I	know	I	can	make	myself	anxious.	So	I	really	
tried	to	live	by	that	and	not	go	there	and	not	go	here,	but	focus	on	what	I’m	doing	right	now.	

	

Q:	What’s	your	two-headed	frog?	Like	just	knowing	that	that's	wrong,	and	feeling	it,	and	
knowing	it	and	that's	not	the	status	quo,	like	you	know,	it's	just	best	to	call	bullshit	on	that.		

A:	The	two-headed	from	is	everywhere.	That’s	the	thing	that	I	really	learned.	I	thought	Hinckley	
was	just	a	one	off.	I	honestly	had	no	idea	that	it	was	happening	everywhere,	not	only	here	but	
also	globally,	and	it's	becoming	a	really	big	problem.	If	you	want	to	stress	me	out,	just	start	
really	going	there.		

	 Every	community	I	talk	about	in	Superman’s	Not	Coming	began	with	one	person,	began	with	
asking	questions	and	not	being	afraid	to	ask	questions.	You	know	that's	hard	for	me.	I	never	
wanted	to	be	the	kid	in	the	class	that	raised	her	hand	and	got	it	wrong.	I	got	it	wrong	with	my	
learning	disability,	but	when	I	just	stopped	being	afraid	to	do	that,	asking	questions	leads	you	
somewhere	else,	and	that	whole	process	begins,	“Oh	I	got	it	right.	Oh,	I	wasn't	wrong.”		

	 You	become	more	empowered	and	more	strong	within	yourself	and	bringing	in	your	
community.	All	across	America,	wherever	I	work,	it	begins	with	one,	the	community	and	in	
the	microscopic	level.	Imagine	if	every	one	of	us	did	that	in	every	single	community	at	every	
single	city	council	in	every	county	in	every	state	across	this	entire	country	–	we	would	light	
up	this	board,	and	we	will	be	making	change.		

	 So,	start	here,	start	with	a	community	get	involved	in	with	your	local	council	and	that's	really	
very	important.	And	we	can	accept	that	kind	of	change.	Just	think	of	it	like	that	little	seed	that	
gets	planted,	and	watered,	and	can	sprout	and	grow.	

16:13	

Q:	We	all	have	to	deal	with	assholes	in	life;	especially	in	a	professional	setting	is	what	we're	
talking	about	here.	Any	tips,	tricks,	things	that	we	can	do	other	than	alcohol	to	deal	with	
them?	

A:	I	deal	with	them	too.	It's	interesting	you	ask	this	because	I	just	had	this	conversation	with	one	
of	my	kids,	and	I	said,	it's	all	about	the	timing	when	you	say	or	do	something.	Again,	I'll	
breath.	I'll	disconnect,	if	I'm	dealing	with	that	asshole	coming	at	me.	Sometimes	I	know	I	can	
go	head	on,	but	you	kind	of	have	to	know	what	you're	dealing	with,	the	environment	you're	
in,	who	you're	dealing	with,	and	make	those	quick	decisions.		
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	 And	again,	these	guttural	things	come	and	if	it	says,	zip	it.	Zip	it.	I	get	my	gut	telling	me	right	
now:	Stand	back	and	disengage.	I've	even	learned	some	of	this	with	my	son	who	had	severe	
PTSD,	on	how	to	disengage.	Because	sometimes	if	you're	going	to	push	the	envelope	with	
somebody,	you’d	just	be	better	off	talking	to	a	brick	wall,	and	then	they're	going	to	get	
nothing	done.	And	then	we're	going	to	have	somebody	get	really	upset,	and	we're	getting	
really	upset.	So	it's	about	understanding	the	situation	that	you're	in	and	listening.	We	don't	
listen	anymore.	You	know	half	the	time,	we're	not	even	listening	to	what	somebody	may	
really	be	trying	to	say	to	us.	And	then	we're	not	hearing,	we're	not	listening.		

	 So,	if	you're	really	feeling	that	moment,	back	away	for	just	a	moment,	be	present	in	that	
moment,	generally	you're	going	to	know	who	you're	dealing	with.	It's	like	PG&E,	they're	the	
biggest	assholes	of	all	–	really,	they	are	I	don't	go	around	bashing	companies.	Companies	can	
step	up	to	the	plate	here:	You've	got	the	technology,	you've	got	the	funds,	you	can	do	the	
right	thing,	and	you	wouldn't	have	these	big	lawsuits	on	you,	they	just	keep	kicking	the	can	
down	the	line.		

	 But	there's	a	moment,	if	you're	listening	carefully.	Just	stop,	because	I	will	retreat,	and	I'll	go	
get	my	information.	I'll	go	get	my	facts.	I’ll	go	get	why	I	am	in	a	position,	and	you’re	the	
asshole	that	I	can	set	it	down	in	front	of	you,	so	you	can	actually	see	it.	So,	you	have	to	watch	
your	fights.		

	 It’s	like	playing	poker	when	you	get	into	these	conflicts.	There’s	a	lot	of	strategies	and	
thinking	and	thoughts	and	feelings	and	emotions	and	that's	why	you	have	to	be	careful.	We	
can't	feel	what	somebody	else	is	feeling,	we	can't	see	their	thoughts	–	they’re	almost	
intangible	right.	So	you	have	to	listen	carefully	to	what	it	is	and	make	that	moment	when	you	
will	strike,	when	you	won’t,	or	when	you	need	to	retreat.	Maybe	you're	overreacting,	take	a	
look	at	yourself,	take	a	second	break,	take	a	beat,	come	back	and	talk	about	it	later.		

	 A	lot	of	these	assholes	are	like	talking	to	a	drunk.	So	when	you	stop	being	that	person,	I'm	
going	to	re-engage	with	you,	or	I'm	going	to	go	back	away	and	do	what	I	have	to	do	to	
reproach.	That	doesn't	come	easy.	And	I've	had	to	learn	how	to	do	that	because	I	can	be	too	
direct,	but	sometimes	that	doesn't	always	get	me	where	I	need	to	go.	I	need	to	go	get	back	up	
–	documents	and	information.		

	 It's	about	giving	yourself	permission	-	I	can	do	this.	That's	a	really	hard	question	to	answer	
when	you're	in	the	battle,	when	you're	in	the	fight,	when	you're	dealing	with	that	person.	
This	is	going	back	to	that	logic,	that	leverage,	what's	going	on	with	you,	and	what	you're	
listening	to,	and	how	you're	going	to	handle	that	situation.		

	 And	so	it's	difficult	to	say,	because	I'm	not	always	in	that	situation,	on	trying	to	stay	with	you	
when	I	get	in	that	situation.	There	could	be	a	lot	of	things	that	are	going	on,	and	that's	what	
will	happen	with	you	and	I	think	that's	my	very	biggest	message	for	everyone	today,	“Get	
back	into	you.	You	know	what's	going	on.	Your	see	what's	happening.	You're	experiencing	it.	
You're	feeling	it.	Stay	with	that	gut,	and	you	will	act	accordingly	to	that	situation,	at	that	
time.”		

	 And	you	know	what,	sometimes	you	don't	act	perfectly,	and	sometimes	you	do.	If	you're	
uncertain,	breathe,	disengage	for	a	moment,	and	come	back	in.	
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23:28	

Q:	How	can	we	help	you?	How	can	we	help	the	causes	that	are	near	and	dear	to	your	heart	right	
now?	

A:	In	your	own	backyard,	and	I	truly	mean	that.	I'll	give	you	a	perfect	example	with	the	women	in	
Hannibal,	Missouri.	So	they	have	lead	in	or	water	higher	than	Flint,	and	they	came	to	us,	and	
we	went	and	worked	with	them.	They	started	working	with	each	other,	and	these	were	
moms	who	knew	nothing	about	science,	and	they	would	start	doing	little	things	on	their	wall.		

	 What's	interesting	is	it	was	through	that	process	they	started	finding	that	courage.	They	
started	going	door-to-door	and	informing	people.	Knowledge	is	power	and	oftentimes	people	
aren't	certain	what's	going	on,	so	don't	be	afraid	to	even	go,	you	know,	I	thought	about	this	
the	other	day	that	we	go.			

	 So	these	ladies	came	to	us	and	they	wanted	to	do	more,	and	they	didn't	want	chloramines	in	
their	water.	But	they	ran	for	office.	See,	they	never	thought	that	they	could	do	that.	And	they	
won	city	council,	and	they	did	a	referendum.	Because	they've	now	educated	the	community,	
they	asked,	“Do	you	want	ammonia	in	your	system,	‘yes’	or	‘no’?”		

	 The	town	unanimously	voted	no.	And	so	they	created	a	law	that	they	can't	use	chloramines	
any	more	–	which	is	adding	ammonia	to	chlorination.	As	of	March	20th,	thanks	to	two	women	
of	the	community	having	the	courage,	they	ran	for	local	office,	and	they	have	lead-free	water.		

	 So,	how	you	can	help	me	is	it	begins	with	helping	ourselves,	and	helping	our	own	community,	
and	finding	our	own	courage.	I	am	not	Superwoman	and	I	cannot	be	everywhere	at	once,	but	
that	doesn't	bother	me	anymore,	because	how	you	helped	me	-	you're	already	sitting	in	front	
of	me.	And	that's	what	makes	the	difference.	So	don't	be	afraid	to	believe	you	got	it	and	join	
others	and	don't	ever	be	afraid	to	run	for	local	office	or	get	involved,	because	you	sometimes	
it's	really	sad	to	say	that	I	think	our	leaders	should	know	everything	that's	going	on	in	their	
city	council	meeting	-	there	they're	talking	to	themselves.	A	lot	of	times	they	don't	know	
what's	going	on	and	so	we	show	up.	So	you	know	how	you	can	help	me	-	show	up,	take	
action,	and	believe	in	yourself.		

	 And	that	is	how	you	help	me	because,	you	can	help	yourself,	and	then	we	help	everybody.	
That’s	how	it	starts.		

	

Click	Here	to	Return	to	Index			
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1.5	–	The	Most	Effective	Non-
Salesy	Close		

Perry	Belcher	

Summary:	Perry	shared	a	couple	of	principles:	1)	
Don’t	send	a	proposal,	just	tell	them	to	give	you	the	
money,	and	2)	you	are	not	your	customer,	so	the	way	
you	address	them	has	to	be	different.	They	don’t	want	
to	know	about	the	benefits	of	your	service,	they	just	
want	the	pain	to	go	away.	You’re	selling	pain	relief.	

Sales	is	about	two	things:	emotions	and	mathematics.	
Statistically,	you	need	to	make	20	touch	points	to	make	a	sale.	A	touch	point	is	any	way	a	client	
can	interact	with	your	business	and	Perry	shared	several	methods.	You	need	a	CRM	to	keep	track	
of	your	leads	and	see	what	you’re	doing	to	‘touch’	those	people.	Use	marketing	automation	and	
retargeting	so	you	are	seen	everywhere	by	your	prospects.		

Perry’s	sales	presentation	involves	having	the	prospect	do	most	of	the	talking	by	asking	a	series	of	
questions	to	learn	what	their	ideal	situation	is	a	year	from	now,	why	they	haven’t	achieve	it	yet,	
what	available	resources	they	have	to	get	results,	recap	by	stating	what	they	want,	their	
challenges,	and	the	resources	they	have,	then	asking	if	they	want	help	with	that.	This	same	
method	can	be	used	for	hiring	people.		

	

	 	



	 45	

3:25	

I've	sold	about	a	half	a	billion	dollars	worth	of	the	product	online,	and	almost	a	half	a	billion	
dollars	of	product	offline	Whether	it	be	with	retailers	on	the	phone	or	face-to-face	almost	a	
billion	dollars.		I’m	123	years	old,	so	I've	had	a	lot	of	time	to	do	this	right.	Thanks	Ben,	by	the	
way,	and	more	importantly,	thanks	Kelly,	for	having	me	here	because	she's	obviously	the	
brains	of	the	operation.	

I	want	to	demonstrate	a	couple	of	things	to	you	before	I	get	started	-	the	methodology	of	how	I	
go	about	selling.	We'll	talk	to	you	today	about	how	to	get	those	contacts	to	answer	phone	calls,	
call	you	back,	book	appointments	with	you,	and	a	little	presentation	to	go	through.	It	only	
takes	about	20	minutes.	Where	you	can	sell	practically	anything	without	selling	them	anything	
-		get	them	to	agree	to	just	give	you	money.	Would	everyone	like	that?	Yeah,	okay.	

Before	I	do	that,	I	want	to	talk	to	you	about	a	couple	of	principles.	The	biggest	one	being,	I	was	
talking	to	Ben	about	how	you	guys	deal	with	clients	and	he	said,	“Well,	they	just	want	people	to	
send	back	the	proposals,”	and	that's	just	like	sales	cancer	to	me.	The	way	that	you	guys	do	that,	
it's	the	assassination	of	money.	You	know,	“I	sent	the	proposal	and	they	didn't	send	it	back.”		

“Why'd	you	send	them	a	damn	proposal?	Tell	him	just	to	give	you	the	money!”	You	know,	I	
don't	get	it.	You	hate	money.		

But,	here's	the	thing…	you	guys	think	a	certain	way,	and	your	client	thinks	a	completely	different	
way.	Especially	if	your	clients	are	entrepreneurs,	which	I	assume	a	lot	of	your	clients	are	
entrepreneurs.	And	you	probably	look	at	a	lot	of	them	and	go	crazy.		

My	accounting	people,	my	booking	people	hate	me.	I	know	that	they	think	I'm	an	idiot,	right.	The	
fact	that	I	make	money	is	beyond	my	imagination	but	I	pull	it	off	because	I	can	sell	stuff.	That's	
the	only	reason	why,	and	they	keep	me	from	going	to	jail	because	they	pay	my	taxes,	so	I	greatly	
value	them,	but	just	when	you're	talking	to	people	you	have	to	understand	that	you're	not	
usually	your	customer.	So	the	way	that	you	address	them	has	to	be	different.		

6:20	

Know	Your	Customer	

I	was	in	a	candle	business	years	ago.	I	sold	a	lot	of	stuff	and	I	was	one	of	the	bigger	candle	
manufacturers	in	the	world.	And	I	was	working	for	a	billionaire.	A	Chinese	guy	named	Robert	
Wang	who	spoke	broken	English	and	was	one	of	the	most	brilliant	men	I’d	ever	met	in	my	life.		

He	said,	“I	need	you	to	design	a	big	candle	line	for	women.”	So	I	designed	this	big	beautiful	
candle	line,	and	I'm	a	pretty	good	designer.	I	brought	my	other	designers,	and	we	opened	it	up,	
and	he	came	in	and	he	looks	at	it,	he	walks	in	goes,	“ahh,”	just	leaves…	no	feedback,	nothing.	I	
don’t	like	losing	and	I	don't	like	being	wrong.	I'll	lose	but	I	don’t	want	to	be	wrong	when	I	lose.	
So	I	redid	it	again	-	same	result.		

The	third	time	he	asked	me	to	do	it	again,	I	flew	to	New	York,	and	I	went	to	Barney's,	Saks	all	the	
big	department	stores,	picked	out	their	very	best	candle	lines,	talked	to	the	managers,	bought	
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the	candle	line	back	to	Memphis	to	reproduce	it	and	present	it	again.	Well,	I	ran	out	of	time,	so	I	
just	had	to	scrape	the	label	off	from	the	other	guy,	put	our	label	over	it,	and	present	it	to	him.	But	
I	can't	lose	now,	right.	

So	I	go	in	with	my	big	presentation.	This	time	I've	got	a	velvet	cover	over	it,	and	I'm	going	to	
show	him	who's	right.	I	come	in	and	pull	the	thing	back	then	I	said	well	no	Robert.	You're	one	
may	kiss	my	ring	now.	So	he	came	in	and	pulled	the	thing	back,	and	he	says,	“Ahh	Perry,	it’s	still	
wrong.”		

Then	I	said,	“No	Robert,	you’re	wrong.”	Can	you	tell	the	way	this	story	ended.	So	he	put	his	hands	
into	his	face	and	say,	“Perry,	you	don’t	understand.	Five	percent	of	people	have	a	really	good	
taste.	I	sell	everybody	else.”	And	that's	Walmart.	He	knew	his	customer	and	I	didn’t.	

So,	big	lesson	to	you	is	your	customer	is	an	entrepreneur.	They	don't	want	to	hear	about	the	
benefits	of	your	service,	or	what	you're	going	to	do	for	them.	They	just	want	the	pain	to	go	
away.	You're	not	selling	gain.	You're	selling	pain	relief.	So	know	that.	

You	might	say,	“I’m	going	to	show	them	these	wonderful	time	graphs	and	we're	going	to	chart	
out…”	and	they’re	not	listening	because	what	they’re	really	thinking	is,	“Can	you	keep	me	out	of	
jail?”	

“Yes.”	

“Okay,”	and	that’s	really	what	they	want.	If	you'll	give	them	that	and	get	out	of	their	way	they'll	
give	you	their	money,	and	I'm	going	to	show	you	a	really	nice	way	to	do	that.			

9:40	

Meeting	People	–	Creating	Touch	Points	

Number	1.	How	many	of	you	have	a	problem	talking	to	people	that	are	interested	in	your	
service,	or	locating	them?	Some,	but	you	do	meet	people.		

There	are	chamber	mixers,	and	there's	LinkedIn	for	finding	your	specialized	things,	and	there’s	
your	Facebook	groups.	There's	a	guy	who's	going	to	come	talk	to	you	about	Facebook	groups,	
and	LinkedIn.	His	name	is	Chad	Nicely,	and	he's	a	good	friend	of	mine.	Do	not	miss	him,	because	
he's	very,	very,	very	good	at	getting	people	appointments,	or	getting	people	contacts	or	leads.	
He'll	teach	you	exactly	how	he	does	it	and	is	very	open	about	it.		

But	anyway,	you	got	a	contact;	you	went	to	the	Chamber	of	Commerce	mixer	and	some	guy	gave	
me	a	business	card	or	whatever,	he	said,	“Sure,	call	me,”	and	you	got	a	little	boost	it	up.	So	what	
you	do	now?		

Well,	most	people	don't	know	what	to	do.	Sales	is	about	two	things	in	the	world	-	you	might	
want	to	write	this	down,	it's	only	about	two	things.	It's	about	emotions	and	mathematics.		

Statistically,	to	make	a	sale,	you	need	about	20	touch	points.	A	touch	point	means	if	you	
cold	call	20	people	tomorrow	and	talk	to	them	once,	you	would	likely	make	a	sale.	If	you	cold	call	
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10	people	tomorrow	and	talk	to	them	twice	each,	you	would	likely	make	a	sale.	If	you	found	two	
leads	tomorrow	and	you	contact	them	each	10	times,	you	
would	likely	make	a	sale.		

But	most	people	don't	calculate	selling	that	way.	They	
calculate	it	completely	different,	or	they	don't	calculate	it	at	
all.	So	I'm	going	to	teach	you	how	to	do	some	drip	follow	up	
and	some	things	to	get	your	people	to	your	appointments	and	
I’m	going	to	tell	you	exactly	what	to	say	on	the	appointment.		

The	number	one	rule	of	getting	a	lead	is	to	book	an	
appointment	is	to	sell	the	appointment,	not	the	service.	
Sell	the	appointment,	not	the	service.	Most	of	you	say	way	too	
much	on	the	phone.	It's	like	meeting	a	girl	in	a	bar	and	asking	
her	to	get	married	to	you	that	night…	which	is	actually	how	
Kelly	met	Ben.	I’ll	tell	you	about	that	story	later.		

The	number	one	thing	you’re	going	to	need	is	a	CRM	
(Customer	Relationship	Management).	How	many	of	you	
have	a	CRM	right	now?	Only	a	handful.	The	one	I	like	right	
now	is	Monday	–	it’s	$16	a	month.	There	are	free	ones	out	
there	that	you	can	get,	but	I	like	Monday,	it’s	pretty	good.		

What	it	allows	you	to	do	is	to	put	all	the	leads	that	come	in,	
into	a	flow,	so	that	you	can	see	what	you're	doing	with	
marketing	automation.	You	can	see	what	you're	doing	to	
‘touch’	those	people.	How	many	times?	20	times.	It	might	not	
even	take	20	times,	but	20	touch	points,	typically,	to	get	an	
appointment,	and	probably	4	touch	points	to	get	a	sale.		

13:40	

How	many	of	you	have	a	formal	presentation?	Wow,	maybe	
10%	of	the	room.	I'm	going	to	give	you	a	really	easy	
presentation	so	easy	to	follow.	If	you	have	a	formal	
presentation	you're	in	close	a	lot	more.	This	presentation	I'm	
going	to	show	you	closes	about	60%	to	70%	of	anybody	who	
actually	needs	what	you	have	and	has	the	cash	available	to	
buy	it.		

It's	the	best	one	I've	ever	used.	So,	don't	be	afraid	-	I	haven’t	got	anything	to	sell	you.	So	a	CRM	
keeps	up	with	all	of	your	contacts,	and	then	you're	going	to	see	the	process	they	go	through.	
Marketing	automation	is	a	series	of	steady	and	persistent	re-contacts.	How	many	times	should	
you	call	a	client	back	or	a	lead	back,	if	they're	not	answering	your	call?	Well,	it	depends.		

There’s	an	old	joke	that	says	they	buy	or	they	die.	But	today,	people	aren't	answering	their	
phones,	right,	but	they	are	seeing	your	sales	messages.	I	will	give	you	some	bullet	points	of	what	

Touch	Point	Examples	
A	touch	point	is	any	way	a	
customer	can	interact	with	a	
business,	whether	it	be	person-to-
person,	through	a	website,	an	app	
or	any	form	of	communication.	
	
Touch Points Before a Purchase: 
§ Call – cold or warm 
§ Email or text 
§ Mail – personal handwritten 

note, direct or mass mail 
§ Website 
§ Signage/banners 
§ Affiliate group 
§ Social media - FB, LinkedIn, 

YouTube, Instagram, etc. 
§ Online or traditional ads 
§ Digital marketing content 
§ Networking or company events 
§ Referral  

Touch Points During a Purchase: 
§ Speak with company rep 
§ Product catalogs 
§ Ecommerce 
§ Product/service reviews 
§ Point of sale 

Touch Points After a Purchase: 
§ Thank You letters 
§ Product feedback surveys 
§ Upsell/cross-sell emails 
§ Billing actions 
§ Subscription renewals 

Touch Points in Cust. Service: 
§ Customer support channels 
§ Customer success programs 
§ Customer loyalty programs 
§ Self-service resources 
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you	can	do	if	you	want	to	maximize	the	system,	and	then	I'll	tell	you	the	things	that	you	can	do	
without,	if	you're	technically	challenged,	like	some	of	us.	Right.		

Marketing	automation	is	a	series	of	steady	and	persistent	re-contacts.	One	of	the	things	is	
retargeting.	Ben	uses	this	on	you.	When	you	come	to	his	page	and	you	don't	buy	something	
from	him,	you	see	his	ugly	mug	everywhere.	Right.	That's	called	retargeting	and	it	just	keeps	you	
top	of	mind,	so	when	you	do	call	somebody	or	when	you	do	send	them	an	email	or	when	you	do	
send	them	a	text	message	or	leave	them	a	voicemail;	they're	somewhat	familiar	with	you.		

This	is	a	very,	very,	very	inexpensive	thing	to	do	with	a	small	database	of	people	-	I	mean	
literally	$1	a	year	will	retarget	the	snot	out	of	someone.	Every	time	they	look	up	they're	going	to	
see	your	face	in	your	brain.	So,	even	if	they've	decided	they	don't	need	bookkeeping	services	
right	now,	and	they	need	them	six	months	from	now,	you're	top	of	mind.	Realtors	use	this	a	lot.		

It's	not	technical,	there	are	two	companies	that	do	retargeting:		

• AdRoll.com		https://www.adroll.com/learn-more/retargeting	
• Criteo.com		https://www.criteo.com/products/criteo-dynamic-retargeting/		

You	can	call	them	up	and	say	‘this	is	what	I	want	to	do.	I	want	to	load	up	my	clients	every	now	
and	then,	and	I	want	you	to	keep	my	face	in	front	of	them.’	The	ad	has	no	real	purpose	other	than	
to	keep	you	in	mind	for	$1	a	year.		

When	you	get	a	business	card	from	somebody,	you	can	stay	in	their	face	for	a	year,	and	you're	on	
CNN	and	you're	on	Fox	News	or	wherever	they're	at.	I	had	so	many	of	my	friends	call	me	and	
say,	“Your	business	must	be	blowing	up,	I	just	saw	your	ad	on	Fox	News.”		

I	don't	do	anything	with	Fox	News,	but	Fox	News	is	the	network	of	retargeting.	So	once	you	buy	
these	retargeting	ads,	they	follow	the	customer	around	wherever	they're	at.	You	get	them	all	the	
time.	When	you	go	look	at	a	car,	next	thing	you	know	you	got	that	car	on	every	webpage	you	go	
to,	right.	That's	a	stage	one,	again	this	stage	is	not	particularly	necessary	but	it's	good.		

16:55	

You	want	to	be	steadily	persistent.	I	would	call	a	client	once	a	week	until	they	asked	me	not	to.	
You're	not	going	to	reach	them	anyway	-	9	times	out	of	10	you're	going	to	get	a	message.	But	
leave	them	a	friendly	voicemail	and	don't	pitch	your	service	on	the	voicemail.	What	do	you	want	
to	do	with	the	voicemail?	Ask	for	an	appointment,	say,	“Hey	this	Billy,	I've	got	time	Tuesday	or	
Thursday.	I’m	going	to	be	by	your	place	next	week.	Is	it	okay	for	me	to	stop	by?”		

And	then,	a	handwritten	note	is	a	really	good	thing.	They	stand	out	right	now.	For	every	time	
you	get	a	business	card	from	somebody	in	a	casual	conversation,	send	them	a	handwritten	card	
tomorrow,	and	see	how	many	of	them	take	your	phone	call,	or	somebody	will	call	you	back.	It's	
dirt	cheap,	and	it	really	makes	you	stand	out	above	sending	a	big	color	flyer.	Just	send	them	a	
nice	handwritten	note.		

And	then	lastly,	gifting.	Gifting	is	a	big	deal.	There's	a	book	called	Giftology,	I	suggest	to	all	you	
guys.	It's	about	the	business	and	the	art	of	gifting,	and	how	you	can	get	appointments	get	
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business	contacts	and	warm	yourself	to	higher	end	people.	The	guy	that	wrote	the	book	has	had	
appointments	with	most	of	the	Fortune	500	-	cold	appointments,	because	he	sent	them	a	gift.	
And	there's	rules	of	gifting	he'll	teach	you	about	in	the	book.	He	claims	he	gets	a	2,000%	ROI	on	
sending	gifts	to	people.		

18:30	

A	couple	of	rules:	

! Don't	send	one	on	their	birthday	or	Christmas	or	holiday,	because	it	seems	like	you're	
pandering.			

! Don't	send	one	asking	them	to	do	something,	or	after	they	have	done	something	for	you	-	
neither	one.		

! Don't	send	them	food.	It's	a	common	misconception	if	I	send	them	food	and	they'll	eat	my	
food,	they'll	love	me	forever.	It's	not	true.		

! You	want	to	send	them	something	that	they	use	every	day.	You	want	to	send	them	a	
coffee	mug	or	a	steak	knife.	Just	like	in	advertising,	we	know	that	more	impressions	
that	we	get,	the	more	impact	we're	going	to	have.		

So	one	of	his	biggest	things	is	uses	a	print-on-demand	company.	He	goes	on	their	Facebook	or	
whatever	and	finds	their	favorite	sports	team	or	anything	they're	interested	in,	and	designs	
them	a	little	custom	coffee	mug	that	they'll	likely	use	everyday.		

One	of	my	buddies	sent	me	one	with	all	my	quotes	around	it.	I	use	that	mug	often	because	it’s	got	
all	my	quotes	on	it.	I	remember	who	said	to	me.	I	get	lots	of	gifts,	and	I	forget	about	most	of	
them,	but	I	remember	who	sent	me	that	mug.	And	it's	like	a	$3	gift,	right.	You	guys	probably	
don't	get	hundreds	of	contacts	a	week,	right.	This	is	inexpensive	stuff	that	really	pays	off.		

And	then,	finally,	and	this	is	the	biggest	part	of	getting	the	appointments,	it	is	persistent	drip.	
Ben	has	probably	talked	to	you	guys	about	this	–	creating	drip	campaigns.	Who	knows	what	an	
autoresponder	is?		

An	auto	responder	is	something	that's	inside	an	email	service	provider	like	MailChimp	
https://mailchimp.com/	.	You	can	go	in	and	create	50	emails	for	a	year;	one	email	a	week	for	a	
year,	and	every	time	you	enter	one	of	your	customers	into	that	autoresponder,	the	
autoresponder	is	going	to	send	that	customer	an	email	from	you	every	week	for	a	year.	How	
many	touch	points	is	that?	52.	How	many	do	you	need?	20	

Another	great	way	to	reach	out	to	people	is	by	SMS	text	message.	There’s	some	legalities	to	this,	
and	you’ve	got	to	do	it	in	the	right	way.	Reaching	out	to	people	over	and	over	again	the	same	
way	is	not	as	effective	as	reaching	out	to	them	in	multiple	ways.	Imagine	they’re	seeing	your	face	
every	place	and	then	they	get	an	email	from	you,	and	now	they’re	getting	a	text	message	on	the	
phone.	

Then	there’s	a	cool	technology	called	ringless	voicemail.	It	is	puts	a	voicemail	on	my	phone	
without	ever	ringing	up.	You	can	take	your	whole	database	of	people,	if	you	have	1,000	people,	
with	just	the	touch	of	one	button	you	can	drop	1,000	voice	messages	into	1,000	people's	phones.		
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It’s	amazing	technology,	but	the	point	is	that	if	you	call	them	every	now	and	then,	and	you	send	
them	a	handwritten	note	every	now	then,	and	you	send	them	a	gift	every	now,	and	you	send	
them	an	email	every	now	and	then,	and	you	send	them	a	text	message	every	now	and	then,	you	
send	them	a	ringless	voicemail	every	now	and	then;	guess	what…	[Comment	from	the	audience,	
“Your	stalking	them.”]		

You	get	this.	You	win	a	prize.	Yes,	you’re	stalking	them.	And	what	happens	if	they	don’t	like	it?	
They	ain’t	giving	you	any	money	no	how.	Why	do	you	care?	You're	such	nice	people.		

Nah,	I’m	kidding.	But	seriously,	you	can	be	tasteful	about	it.	And	the	best	way	to	be	tasteful	about	
that	is	to	send	them	emails	that	bring	them	value.	You	guys	are	specializing	in	different	genres,	
for	the	most	part,	right.	So,	send	out	stuff	to	your	dentist	saying,	“Hey,	by	the	way	I	read	this	
article	in	the	Wall	Street	Journal	about	this	awesome	dentist	who	did	this	cool	thing,	and	you	
might	find	this	useful.”		

They	don’t	need	to	know	what	you	do,	and	it's	best	that	you	don't	–	just	stay	top	of	mind.	There's	
nothing	irritating	about	that	as	long	as	you’re	bring	value	to	them.		

23:50	

Perry’s	Sales	Presentation	

Now,	it’s	like	a	dog	chasing	a	car	–	what	happens	when	you	catch	one.		What	do	you	do	now?	Like	
a	lot	of	you	guys	said,	you	don't	have	a	written	presentation.		

I	struggled	with	this.	I	hate	selling	from	the	phone.	I	really	do.	I	don't	mind	selling	from	the	stage.	
I	don’t	mind	selling	by	email,	or	video,	but	I	hate	getting	on	the	phone.		

When	I	learned	this	was	from	a	friend	of	mine	named	Frank	Kern,	he	took	it	from	another	guy	
named	Dan	Sullivan,	who	probably	stole	it	from	somebody	else.	And	I	modified	a	little	bit.	It	
changed	the	way	that	I	think	about	selling	on	the	phone.	Now,	I	have	taught	it	to	a	lot	of	my	
people.	I	own	11	companies.	I	have	CEOs	in	5	of	them	right	now,	and	I	advise	and	own	small	
parts	of	six	more.	So,	I	don't	really	run	the	companies	any	more,	other	people	do,	but	I	just	kind	
of	help	them	with	their	sales	process.		

So	when	I	learned	this	I	thought	it	to	them	and	almost	all	the	them	have	incorporated	it	have	
found	it	not	only	works	better,	but	it	just	feels	better	for	you	as	the	person	who	does	it	because	it	
switches	the	process	–	most	salespeople	talk	all	the	time.	In	this	presentation,	in	30	minutes,	
you're	going	to	talk	for	about	one	minute,	and	you	let	the	client	talk	the	rest	of	the	time.	

It	is	a	series	of	questions,	but	here's	how	we	do	it.	[Picked	Julie	from	the	audience.]	So	let's	say	
that	I'm	selling	a	timeshare	here	in	Las	Vegas.		

The	secret	is	people	have	pain	at	their	end,	and	sometimes	they	have	dreams	but	mostly	they	
have	pain.	So	everybody	is	buying	something	for	one	of	two	reasons.	They’ve	either	got	
something	they	want	to	get	more	of,	or	they	got	something	they	want	to	get	rid	of	–	or	both.		
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And	it's	the	thing	they	want	to	get	rid	of	is	usually	a	stronger	motivator	than	the	thing	that	they	
want,	right.	In	America,	I	think	73%	or	78%	of	all	cars	bought	in	America	last	year	were	bought	
by	people	who	a	perfectly	good	automobile.	They	don’t	need	a	car.	They	just	got	tired	of	it	and	
got	rid	of	it	so	they	can	get	a	new	one.		

The	first	step	is	you’re	going	to	ask	permission	first,	and	most	people	are	very	kind	about	that.	
The	prospect	knows	what	you	do	for	a	living.	An	appointment	has	been	booked,	and	the	prospect	
has	had	multiple	contacts,	they	know	something	about	your	business	and	are	interested	in	
talking	to	you	to	learn	more.		

26:57	[Perry’s	script	and	questions	are	in	blue.]		

Ask	Permission	to	Ask	Them	Questions	

“Hey,	Julie	[name	of	prospect].	Thanks	a	lot	for	hopping	on	the	call	with	me.	I	really	appreciate	you	
taking	the	time.	I've	got	a	hard	stop	in	30	minutes.	I	just	want	to	let	you	know	before	we	get	started,	
and	if	you	don't	mind,	I’d	love	to	ask	you	a	couple	of	questions,	and	then	I'm	happy	to	answer	
anything	you	like,	is	that	okay?”	

Prospect’s	response	is	usually	“yes.”	

Their	Ideal	Situation	in	a	Year	From	Now	

“Okay,	so	great.	You	know	what	I	do,	and	obviously	we’re	talking	because	you	have	a	bookkeeping	
need	or	maybe	you’re	thinking	about	making	a	change.	So	I'm	curious,	if	you	can	help	me	with	
something.	If	you	can	imagine,	it's	a	year	from	now	we're	talking	again.	And	you	have	given	me	the	
privilege	of	doing	your	bookkeeping	and	everything	is	exactly	the	way	you	want	it	to	be	–	it	couldn't	
be	any	better.	It's	Nirvana,	right	this	relationship	we	have.	What	would	that	look	like?”	

Prospect’s	response:	If	they	give	a	brief	answer,	like	‘I	just	want	my	books	done,’	get	them	to	
talk	more	by	asking	something	like:		

“Well,	what,	what's	not	getting	done	now	that	you	that	you	need	done.	What	do	you	like	about	
the	person	that’s	in	there.	What	do	you	like?	What	do	you	not	like?	What	do	you	wish	were	
different?”		

Most	of	the	time	people	will	not	shut	up	and	will	tell	me	a	jillion	times	all	the	stuff	they	want.	

The	Test	

29:37	

So	generally	speaking,	at	that	point,	I'd	say:		

“Well	Julie,	obviously	it's	clear	what	you	want	to	happen	and	what	you'd	like	to	have	happen	hasn't	
happened	in	the	past	for	you,	right?	Any	idea	why?”	
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Prospect’s	response.	If	you've	got	somebody	on	the	phone	bashing	out	their	last	two	
providers,	you're	going	to	be	number	three.	So	you're	better	off	for	your	reputation,	just	to	let	
that	client	go	and	let	them	move	on.		

Generally	speaking,	they'll	say,	“Well,	you	know,	I	really	haven't	been	very	good	getting	stuff	to	
my	person.”		If	they're	taking	at	least	some	of	the	responsibility,	You	can	stop	right	there	and	
say:	

“Well,	I	just	want	to	say	thanks	and	congratulations	because	I	asked	these	questions	as	a	test.”	

And	they’ll	say,	“What	kind	of	test	–	what	do	you	mean?		

“Well,	you	clearly	know	what	you	want.	When	I	asked	you,	‘Why	haven't	you	got	what	you	want,’	
you	didn't	throw	everybody	else	under	the	bus;	you	took	some	responsibility	yourself.	And	that's	the	
kind	of	person	I	like	to	work	with,	so	I	really	appreciate	that.”		

Here's	the	thing	I	found	out	years	of	doing	this.	If	a	client	doesn't	know	what	they	want,	I	can't	
help	get	it	for	them.		

“So	you	clearly	know	what	you	want.	And	when	I	asked	you	why	you	didn’t	get	what	you	want,	
you	didn’t	throw	everybody	else	under	the	bus,	you	took	some	responsibility	yourself	and	that’s	
the	kind	of	person	I	like	to	work	with.		So,	I	really	appreciate	that.”	

Available	Resources	to	Get	Results	for	Your	Future	Client	

31:30	

Do	you	mind	if	I	ask	just	one	more	question?”	

Prospect’s	response.	

“So	what	tools,	resources	or	things	do	you	have?	Who	do	you	have	in	your	office?	Maybe	I	can	work	
with	them	to	get	you	out	of	your	current	situation.	What,	what	tools,	resources	can	WE	[this	is	
called	a	pivot	because	you	just	moved	yourself	to	their	side	of	the	table]	use	to	overcome	this,	this	
and	this	and	get	you	that,	that	and	that?”	[Restate	the	key	points	learned	from	listening	to	the	
prospect.]	

Prospect’s	response.	As	they	share	resources	and	individual	who	can	work	with	you	in	the	
office,	they’ll	start	getting	excited.		

Recap	

When	they’re	done	with	that	I’ll	recap	by	saying:	

“So	you	want	this,	this,	and	this,	but	you’ve	had	a	challenge	with	that,	that	and	that,	right?	But	you	
have	all	these	resources	that	you	haven’t	really	deployed	yet.	Right?	

Prospect’s	response.		
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	“I	just	have	one	more	question	–	Do	you	want	some	help?”	

Wait	for	the	prospect’s	response.	The	response	is	usually	not	just	‘yes,’	but	‘god	yes.’	

That’s	it!	They	talked	almost	the	whole	time.		

The	Close	

36:50	

Don’t	tell	them,	“Let	me	write	a	seven-page	contract	and	a	proposal.	I’ll	send	to	you	by	
DocuSign.”	After	you	ask	if	they	want	help,	if	it’s	‘yes,’	it’s	usually	an	enthusiastic	‘yes.’	Let	me	tell	
you	how	I	close.		

“Well,	my	services	are	for	your	size	company	are	this	much.	I	don’t	have	a	long-term	contract	–	you	
can	fire	me	anytime	you	want	to.	And	we	can	get	started	as	soon	as	tomorrow.	Does	that	sound	
alright?	

Yes.	Great.		

“Which	credit	card	would	you	like	to	use?		

Let	me	tell	you	something	here.	This	blows	more	sales	than	you	could	imagine.	Ask:	Which	card	
would	you	like	to	use?	Then	STOP.	The	next	person	who	talks	loses.		

“Visa”		

This	is	another	important	piece.	Don't	say	give	me	your	number	because	that	trigger	shit	in	
people's	heads.	Instead	say,	“Go	ahead…”	

“4	7	2	8	2	9…”	

You	think	I'm	kidding.	I'm	dead	serious.		

“So	here's	what's	going	to	happen	next,	“Julie,	I'm	not	going	to	run	your	credit	card	right	now.	I'm	
going	to	send	you	over	our	service	agreement	where	you	can	look	at	oversee	make	sure	you're	okay	
with	it.	If	you'll	just	okay	that	and	send	that	back	to	me,	we'll	get	started	tomorrow	morning.	Sound	
good?”	

That	will	close	you,	on	average,	four	or	five	times	more	sales.	And	you'll	seem	like	the	nicest	
person	in	the	world	for	having	listened	to	them	for	half	an	hour,	because	most	people	don’t	give	
a	shit.	That's	just	the	truth.	They	needed	your	stuff	or	they	wouldn't	have	called	you	in	the	first	
place.		

33:13	--	

The	reason	it	works	so	well	is	because	it's	really	psychologically	loaded,	but	it's	simple	too.	I	
ask	for	permission	to	set	the	tone	in	the	beginning.		
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1.	First	of	all,	I	said	that	there's	a	30-minute	hard	stop.	What's	that	tell	them?	My	time	is	valuable	
and	I	believe	their	time	is	valuable	too.	And	I'm	not	going	to	drag	on	for	freaking	ever.	

2.	I	asked	permission	politely	if	I	can	ask	them	questions.	You	know	why	that's	cool?	Because	
nobody	asks	them	questions,	nobody	cares	how	they	feel.	Nobody	wants	to	listen	to	their	bitchin	
problems,	and	nobody	wants	to	hear	about	what	they	really	want	–	nobody	listens.	All	of	us	are	
moving	so	quickly,	so	that’s	why	nobody	really	listens.	So	all	you	have	to	do	is	give	them	
someone	to	talk	to	that	will	listen	and	pay	attention	to	their	answers.		

3.	When	you	tell	them	when	you	asked	‘why	it	hasn’t	that	happened	yet?’	and	say	that	it	was	kind	
of	a	test,	but	the	good	news	is	they	passed.	Who	cares	if	they	passed	my	test…	because	I’m	the	
one	trying	to	sell	them	some	bookkeeping.	But	people	don’t	want	to	be	rejected.	They	want	to	be	
heard,	they	want	to	be	listened	to,	and	they	don’t	want	to	be	rejected.		

4.	When	you	recap	each	step	of	the	way	along	the	way,	what	you're	telling	them	is,	‘I	hear	you;	
I'm	listening	to	you;	I	actually	paid	attention,’	while	most	people	are	hearing	in	one	ear	and	it	
goes	out	the	other.				

5.	And	in	the	end	you’re	the	only	person	they’ve	talked	to	you	for	30	minutes	about	this	problem,	
probably	in	their	life.	And	you're	offering	help.	

	

Use	the	Same	Method	for	Hiring	People	

35:05	

I	also	use	this	method	for	hiring	people.	Ask	an	applicant,	“If	you	get	this	job	today,	and	it’s	a	
year	from	now	and	you	like,	‘this	is	the	greatest	job	I’ve	ever	had	in	my	life	–	what’s	that	look	like?	
Describe	it	to	me.”	

Response.	

“So	you	want	economy,	you	want	freedom	and	you	want	to	make	an	impact	[restate	what	they	
said].	Why	do	you	think	you	haven’t	found	that	with	previous	jobs?”	

Response.	If	they	start	blaming	other	people,	then	you	can	move	on.	If	they	show	responsibility	
and	are	someone	you	would	like	to	hire,	you	can	continue:	

“What	tools,	resources,	abilities,	skills	we	haven’t	talked	about	yet,	do	you	think	that	we	could	use	
to	make	sure	you’re	successful	in	this	job?	

Response.	

	“Well	great.	Do	you	want	to	come	help	us?”	

Response.	

--	
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Perry	shared	that	he	bought	a	company	last	night	at	nine	o’clock	at	night	from	a	guy	in	India	by	
asking	him	what	he	wanted	his	company	to	be	in	a	year,	and	why	he	hadn’t	been	able	to	achieve	
that.		

	

Q&A	
40:15	

Q:	I	work	with	truckers	and	they’re	not	forthcoming	in	speaking,	so	to	ask	that	question,	I	feel	
like	they	have	no	clue,	because	most	of	them	don't	have	any	systems	in	place,	or	things	like	
that	so	what	are	some	follow	up	questions	that	you	can	ask	to	draw	them	out?	

A:	Truck	drivers,	by	the	way,	are	some	of	the	loneliest	people	I've	ever	met.	If	you	will	talk	to	
them	and	ask	them	questions	and	treat	them	like	a	human,	they’re	some	of	the	kindest	people	in	
the	world.	They	really	are.	And	I	was	an	airbrush	artist	at	a	truck	stop	for	years.	And	these	guys	
used	to	go	and	drill	my	ear	for	hours	talking	about	everything	in	the	world.	Just	ask	them	about	
their	life	and	kids,	and	what	kind	of	truck	they’re	driving.	You	might	establish	a	little	bit	of	
rapport	before	you	go	into	the	script,	“We’re	going	to	talk	about	bookkeeping	stuff,	and	
bookkeeping	stuff’s	kinda	boring,	but	what	do	you	really	want	to	happen	if	you	hire	a	
bookkeeper?	Why	would	you	be	hiring	one	and	what	do	you	want	to	happen?	Tell	me	what	that	
looks	like	for	you?”	

I	do	establish	reports	sometimes.	I	did	a	big	thing	with	a	bunch	of	lawyers	and	they're	tough,	and	
I	had	to	talk	about	the	state	of	legal	affairs	and	all	kinds	of	crap.	And	tell	them	two	lawyer	jokes	
before	I	ever	got	started.	You're	a	nice	lady.	You	understand	them	probably	and	you	seem	like	
you	know	the	market.	Ask	them,	“What	kind	of	equipment	you	driving?”		

And	just	say,	“Look,	hey,	we're	talking	about	bookkeeping	stuff.	You	probably	need	somebody.	I	
guess	you	need	someone	to	do	your	books,	so	do	you	mind	me	asking:	What	will	be	the	perfect	
relationship?	What	would	that	look	like?		What	would	you	want	me	to	do	for	you	to	be	very	
happy	with	this	relationship?”	

What	do	you	try	to	get	them	to	do	is	imagine.	It's	called	Future	Casting	-	a	high	level	term	to	get	
them	to	imagine	what	their	perfect	scenario	looks	like.	So	they	start	thinking	about	it	in	their	
mind,	and	you	want	them	to	paint	that	mental	image.		

It’s	really	easy	for	me	when	I'm	selling	because	what	I'm	typically	selling	is	advisory	for	business	
growth.	When	I'm	talking	to	Ben	about	being	a	partner	in	bookkeepers.com,	I	say,	“What	do	you	
want	the	company	to	look	like	a	year	from	now?	If	we	sit	here	tonight,	and	a	year	from	now	
we're	having	a	pair	of	a	pair	Martini	at	the	thing,	and	everything's	just	the	way	you	want	it	to	be,	
what	does	that	look?”	

Most	people	will	tell	you.	How	you	go	about	asking	them	might	have	to	be	nuanced.	But	people	
have	dreams.	They	want	out	of	pain,	and	they	have	dreams.	They're	willing	to	tell	them	to	just	
about	anybody	who	will	listen	because	most	people	don't	listen.	And	one	thing	you	should	know	
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about	entrepreneurs,	because	you're	all	entrepreneurs,	and	you're	dealing	with	
entrepreneurship	in	a	weird	position.	You're	servicing	entrepreneurs	and	you're	entrepreneurs	
at	the	same	time.		

Entrepreneurship	is	a	very,	very,	very,	very,	very,	very	lonely	place.	It	really	is.	Nobody	
understands	your	issues.	The	guy	next	door	to	you	that	works	at	UPS,	he	doesn’t	get	it.	So,	when	
you're	talking	to	these	entrepreneurs,	if	you	demonstrate	to	them	that	you	understand	them	
more,	they	will	really	open	up	to	you.		

I	will	give	you	one	more	to	write	down.	This	is	important	to	write	down.	People	fall	in	love	
with	people	who	they	feel	understand	them.	And	that's	why	Ben	and	Kelly's	idea	of	you	guys	
niching	down	into	a	vertical	is	so	genius	because	you	speak	their	vocabulary,	you	understand	
their	problems.	

Talk	to	them	about	their	pain	today.	Talk	to	them	about	fuel	prices.	Talk	to	them	about	whatever	
they're	going	through	–	what’s	tough	for	them	right	now,	commensurate	with	them	a	little	bit	
and	then	go	into	your	thing.	The	more	time	you’ve	got	to	establish	rapport	with	them,	the	better	
you're	going	to	do,	right.			

45:55	

Q:	So	part	of	the	funnel	process	out	of	bookkeeper	launch	is	you	got	to	get	attention,	you’ve	got	
qualify.	Right,	I'm	on	call.	One	of	the	challenges	in	being	a	bookkeeping	professional	is	that	I	can	
get	somebody	on	a	call	and	they’re	qualify;	they're	good	to	go,	and	they	meet	my	minimum	
whatever,	and	then	it's	a	rat's	nest	like	you	wouldn't	believe.	And	$500	a	month	job	should	be	a	
$2,500	month	job.	So,	for	a	little	clarification,	do	we	need	to	add	that	into	the	step	somewhere?	

A:	Basically,	what	you're	saying	is	you're	cautious	and	you	want	to	snoop	around	a	bit	before	you	
quote	a	price.	I	don't	know,	Ben	would	be	this	far	more	qualified	than	me,	but	I'd	get	some	
money.	I	say,	“Look,	this	is	going	to	be	somewhere	between	500	and	1,500	bucks	a	month,	I	don’t	
know	where.	What	we'll	do	today	is	just	do	the	minimum	fee,	and	then	once	I	get	in	and	snoop	
around,	I'll	let	you	know.	And	if	it's	not	a	fit,	I’ll	be	glad	to	give	you	you’re	money	back.”		

Here's	the	thing,	you	need	to	take	people	out	of	the	market.	That	person	will	find	somebody	else.	
The	best	thing	for	you	to	do	is,	when	she	gives	you	$1,	she's	out	of	the	market	for	a	period	of	
time.		

I’ll	tell	you	a	story.	We	did	a	thing	in	Austin,	Texas	with	one	of	my	beer-drinking	buddies	in	a	bar.	
I	just	helped	him	do	this	thing,	and	it	took	his	business	from	$500,000	a	year	to	$3	million	in	one	
year.	He	was	selling	home	improvement.	Well,	guess	how	much	home	improvement	is?	[It	varies	
widely.]		

That	was	one	of	his	problems.	He	said,	“I	can	close	them	Perry	because	I	don't	know	what’s	going	
to	be	involved	in	the	job	or	anything	else.”		

So	he	would	go	to	the	home	shows	and	put	out	a	little	fishbowl	and	say	get	a	FREE	ESTIMATE	on	
decorating	your	bathroom	or	whatever,	and	he'd	get	100	entries	or	200	entries.	They	call	them	
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all.	Nobody	answered	the	phone.	They	get	20	of	them	on	the	phone.	Ten	of	them	would	book	an	
appointment.	They	get	to	the	houses	and	five	of	them	weren't	there.	It	was	just	a	nightmare.	

It	worked	out	mathematically	because	eventually	he’d	catch	one	and	make	30	grand.	Right.	But	
we	changed	the	thing	up.	We	went	to	the	Design	School	in	Austin,	and	we	hired	design	students	
to	build	these	vision	boards	of	beautiful	homes,	and	he	paid	him	300	bucks.	And	they	would	
build	a	design	board	for	the	house,	he	paid	300	bucks	to	build	the	design	board	that	he	could	
take	out	and	show	three	design	boards	to	each	potential	client.	

When	he	did	the	home	shows,	and	instead	of	taking	free	business	cards,	they	did	something	
called	Design288.	For	$288,	the	homeowner	could	have	three	design	boards	built	for	them	by	
professional	designers	which	would	normal	costs	$2,000	to	$3,000.	He	charged	me	288	bucks.	
We	paid	300	bucks	to	the	student.	We	lost	$12.		

The	end	result	was,	they	would	do	50	to	60	Design288	sales	at	every	home	show.	They’d	walk	in	
the	door	of	100%	of	the	buyers,	and	a	close	60%	at	an	average	of	$55,000	not	30,000	because	
they	took	the	customer	out	of	the	market	for	300	bucks.	Right.		

So	you’ve	got	to	figure	out	a	way	when	you	have	contact	with	that	customer,	do	not	get	off	the	
phone	without	doing	a	$99	audit	or	something	to	get	some	money.	It	doesn't	matter	what,	
because	the	odds	of,	you	know…	Who's	the	girl	you	call	at	three	o'clock	in	the	morning	when	
you're	drunk	and	coming	home	from	the	ER?	The	girl	that	answered	the	phone	the	last	time,	
right.	She's	already	a	buyer,	right.	You	don’t	call	a	new	girl	that	you	just	had	coffee	with	that	you	
met	at	Starbucks	that	morning.		

That's	a	really	big	concept.	Try	to	get	some	money	from	them,	even	if	it's	a	low	amount	and	let	
them	know,	clearly,	“Look,	I	don't	know	yet,	but	for	us	to	get	started	to	do	some	forensics,	I'll	bill	
you	for	a	month	at	my	lowest	rate,	if	it's	going	to	be	more	I'll	let	you	know.		If	it	doesn’t	work	out,	
I’ll	be	happy	to	give	you	your	money	back.”		

	

Click	Here	to	Return	to	Index			
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1.6	–	What’s	Working	Now		

Sponsor	Panel	

Licio	–	Brings	world-class	banking	technology	to	help	you	have	a	great	client	experience	with	your	
clients.	https://app.liscio.me/login		

Keeper	–	Lofty	Goal:	One	App	to	run	your	whole	bookkeeping	business.	
https://www.bookkeeper.com/		

Melio	–	Accounts	payable	software.		https://www.meliopayments.com/	

Relay	–	Next	generation	banking	for	small	business.		https://relayfi.com/	
CorepayOne	–	In	the	business	of	automating	bill	pay	and	expense	management.	

https://www.corpayone.com/	

GoProposal	–	An	app	that	gives	you	the	ability	to	price	consistently	while	producing		professional	
proposals	and	engagement	letters.		https://goproposal.com/US/		

SmartVault	–	Secure,	cloud-based	document	management	and	storage	built	for	the	unique	security,	
compliance,	and	workflow	needs	of	business	professionals.		https://www.smartvault.com/	

--	

2:07	

Licio	–	Brings	world-class	banking	technology	to	help	you	have	a	great	client	experience	with	
your	clients.		https://app.liscio.me/login		

	 My	name	is	Chris,	and	I’m	one	of	the	founders	of	Licio.	You	know	how	we	all	have	these	
fantastic	magical	devices	[smart	phones],	and	we	get	so	many	great	experiences	on	them.	
You	can	do	all	your	mobile	banking	on	them,	you	can	order	a	bucket	of	nails	from	Home	
Depot;	even	text	Home	Depot	to	get	all	our	news.	It's	just	so	easy	and	so	convenient.		

	 Our	mission	is	to	help	you	all	have	that	Grade	A	-	what	we	call	client	2.0	-	experience	with	
your	clients;	despite	not	having	this	mega	million	dollar	budget.		

	 Right	from	your	phone	and	right	for	your	client’s	phones,	they	can	message	you	signed	
documents	securely,	share	files	with	you,	scanned	documents,	all	those	kind	of	thing.	We're	
bringing	world-class	baking	level	technology	to	everybody.	

	 I'm	joined	by	Allison	Ball	today	so	we	are	going	to	be	able	to	walk	you	through	the	product	to	
be	able	to	share	the	experience	that	you	would	have	as	a	firm,	and	the	experience	your	
clients	will	have.	And	when	we	do	this,	a	bunch	of	things	are	going	to	come	to	your	attention.		

	 So	one,	how	many	of	you	are	spending	too	much	time	trying	to	gather	documents	and	so	
forth,	from	your	clients?	If	you	ever	looked	at	Thomson	Reuter’s	studies	on	this,	up	to	40%	of	
your	time	is	spent	chasing	clients.		
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	 How	many	of	you	like	being	interrupted	by	clients	asking	you	to	resend	them	documents	or	
texting	you	on	a	weekend	or	anything	like	that?	That’s	the	day	and	age	we’re	in,	right.	

	 So	what	if,	instead	of	having	all	that,	you	actually	had	the	app	do	a	lot	of	that	for	you	-	apply	
to	self-serve	get	their	documents.	Clients	are	just	feeling	a	lot	more	successful,	and	you	don't	
have	to	hound	them	because	every	time	you	send	them	a	request,	it	goes	into	another	task	
with	a	deadline	-the	software	does	it.		

	 When	I	go	to	cut	my	hair,	I	get	mobile	reminders	from	my	barber	saying,	hey	your	
appointments	tomorrow.	It	keeps	me	on	track,	rather	than	having	to	call.	So,	if	your	clients	
asking	for	documents	over	and	over	and	that	kind	of	thing.	Why	don’t	you	let	the	system	do	
the	work?	If	your	clients	need	something	like	a	bank	statement;	how	many	of	your	clients	are	
calling	their	bank	saying,	“Hey,	can	you	resend	me	that	statement.”		

	 We	used	to	do	that.	Now	we	just	go	online,	find	our	statements,	find	our	tax	forms,	and	find	
all	that	kind	of	stuff.	We	sell	service.	So	think	about	how	much	time	every	time	we're	not	
picking	up	the	phone	calling	our	bank,	the	banks	are	saving	–	tons,	right.	We	want	you	to	all	
have	that	experience.		

	 If	you	do	that,	we	hope	that	your	quality	of	life	improves	over	time,	by	not	being	
interrupted	for	all	this	kind	of	stuff	when	you're	already	in	the	flow	of	working.	We	think	
technology	should	do	that	for	everybody.		

	 So	that's	really	kind	of	the	game.	We're	very	happy	to	show	you	exactly	what	we	do,	walk	you	
through	it,	make	sure	it's	a	good	fit	for	a	lot	of	people	on	your	team,	and	to	help	you	work	
better	as	a	team	to	improve	client	service	at	every	touch.		

5:48	--	

Keeper	–	Lofty	goal:	One	App	to	run	your	whole	bookkeeping	business.	
https://www.keeper.app/		

	 My	name	is	Ben.	My	co-founder	of	Keeper.	At	Keeper	we	have	a	lofty	goal.	We	want	to	build	
one	app	to	run	a	bookkeeping	business.	I	think	that	that's	fitting	enough	laughter	for	the	
windmills	we	might	be	tilting	at	here.		

	 What	we	do	at	Keeper	is	combine	all	the	things	that	you	have	to	do	outside	of	coding	
transactions,	like	everything	else	-	what	Chris	has	mentioned,	requesting	lots	of	data	from	
your	clients.	And	we	try	and	give	you	one	place	so	that	you	can	manage	that	work	to	do	it	for	
them.	

	 There’s	really	four	core	tools	that	we	lean	on:	

	 The	first	is	a	client	portal.	This	is	a	link	your	client	can	go	to	where	you	can	ask	them	
transaction	questions,	document	requests,	things	like	‘hey	how	should	I	code	this	
transaction?’	And	keeper	is	bi-directionally	synced	with	QuickBooks	Online	and	coming	to	
Xero,	so	that	you	can	automatically	make	that	change	once	your	client	gives	you	that	
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feedback.	So	you	don't	have	to	send	over	a	CSV,	pull	that	CSV	up	next	to	your	QuickBooks	file,	
and	then	go	to	each	expense	and	recode	the	payee	or	record	the	expense.		

	 Another	thing	we	do	is	file	QA,	so	especially	for	those	of	us	that	are	managing	teams,	the	
goal	of	file	QA	is	to	help	you	ensure	that	the	quality	of	financials	that	you're	delivering	for	
your	clients	are	the	same	level	as	if	you've	done	the	financials	yourself.	So	really	what	we	do	
is	we	give	you	a	bunch	of	tools	to	help	you	catch	and	correct	coding	errors	before	you	deliver	
financials.		

	 The	third	tool	that	we	have	is	task	management.	This	is	like	your	Asana,	or	your	ClickUp,	
but	it's	directly	integrated	with	QBO,	so	that	you	can	do	the	work	right	there	in	Keeper.	And	
it's	built	just	for	bookkeepers.		It	can	be	sometimes	be	a	bit	of	a	headache	to	get	something	
like	Asana	set	up	to	work	for	accounting	processes,	what	we	like	to	call	the	heartbeat	of	
accounting	that	y'all	do	every	month	or	every	quarter.	Keeper	is	just	built	for	the	workflows,	
so	as	a	result,	it's	much	more	accommodating	for	just	the	kind	of	work	that	bookkeepers	
want	to	do.		

	 Finally,	we	know	that	Advisory	is	really	the	coming	wave,	really	not	even	the	coming	wave	
it's	just	here	as	far	as	what	bookkeepers	are	expecting	to	be	delivering	for	your	clients.	So	in	
Keeper,	you	can	also	track	and	manage	KPIs,	and	you	can	also	generate	and	deliver	
management	reporting	packages.		

10:15	--	

Melio	–	Accounts	payable	software.		https://www.meliopayments.com/	

	 Melio	is	easy	to	use	-	accounts	payable	and	accounts	receivable	for	your	clients.	Our	founders	
were	at	right	PayPal	when	PayPal	bought	Venmo,	and	they	ran	those	engineering	teams	for	
peer-to-peer	payments	and	that	led	to	a	huge	explosion	of	peer-to-peer.	Then	they	left,	
wondering	why	can	businesses	do	this?		

	 So	3	fundamental	tenets	of	Venmo	are	carried	over	into	Melio.	In	Venmo,	it's	easy	to	use.	My	
mom	can	use	Venmo.	Melio	is	easy	to	use.		

	 The	second	tenant,	if	you	think	about	Venmo,	is	you	can	pay	things	for	free.	Anybody	can	
send	money	to	somebody	else	for	free.	If	he	does	something	special	like	he	wants	the	money	
faster,	he	can	pay	extra	and	have	the	money	delivered	faster.	Same	thing	in	a	business,	paying	
another	business	if	free,	ACH	is	free,	check	is	free.	If	you	do	anything	special	like	an	instant	
payment,	FedEx	a	paper	check,	maybe	I	deliver	a	box	of	cash,	there	are	fees	for	any	of	that.		

	 And	then	the	third	thing	is	with	Venmo	there's	choice.	So	if	I	paid	Ben	money,	Ben	doesn't	
care	how	I	pay	I	can	choose	to	pay	from	my	Venmo	balance	or	my	bank	account,	and	I	don't	
frankly	care	what	Ben	does	with	the	money	once	I	pay	him.	If	he	wants	to	keep	it	in	his	bank	
account,	if	he	wants	to	keep	it	in	Venmo,	I	don't	care.	The	same	thing	with	Melio	as	a	small	
business	owner	I	can	pay	with	my	personal	credit	card.	My	real	credit	card,	or	my	business	
credit	card.	I	can	pay	with	my	checking	account.	I	can	get	my	debit	card.	I	can	pick	how	I	want	
to	pay,	and	the	business	I'm	paying	can	pick	how	they	want	to	be	paid.		
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	 If	that	business	wants	to	get	an	ACH	deposit,	if	they	want	to	pay	per	check,	if	they	want	to	do	
an	instant	deposit,	they	have	the	choice.	

	 These	3	tenets	of	Venmo	are	carried	through	to	Melio,	and	it's	designed	so	fundamentally	it's	
free	because	it's	designed	around	being	free.	That's	a	core	belief.		

	 So	who's	Melio	for?	If	you	think	about	the	solutions	on	the	market,	you	have	clients	using	the	
bank	website	and	it's	not	really	free	because	you	have	to	do	double	data	entry.	On	the	other	
end	of	the	market	you	have	this	expensive	Accounts	Payable	software	where	you	need	an	
approver	and	CFO	and	CEO	to	get	a	bill	payment	out	the	door,	but	really	most	even	99%,98%,	
97%	of	your	clients	are	probably	here	on	the	left.		

	 So	for	the	last	8	to	10	years	you	either	told	your	client,	use	this	expensive	software,	or	you	
told	your	client	to	use	the	free	bank	website.	Now	here's	the	app	because	it's	free,	you	can	
put	all	your	clients	on	Melio	and	have	them	use	that	app.	If	you	have	a	small	business	that's	
bigger	and	enterprise	any	multilateral	or	multi	layers	of	approval,	you	can	put	them	on	that	
product	but	really	for	all	your	other	clients,	Melio’s	going	to	be	the	right	fit.		

14:00	--	

Relay	–	Next	generation	banking	for	small	business.		https://relayfi.com/	

	 I	think	a	lot	of	you	have	heard	of	us,	we're	basically	next	generation	banking	for	small	
business.	We	make	collaboration	really	easy,	and	not	only	internally	but	externally.	So	when	
you're	working	with	your	clients	as	an	example.	We	also	make	it	easy	to	automate	bills	so	we	
centralize	all	your	bills,	you	have	multistage	approvals,	really	straightforward.		

	 And	then	you	can	manage	your	expenses,	all	inside	of	relay	using	relay	cards.	The	genesis	of	
the	business,	like	the	reason	we	started	-	Chris	kind	of	mentioned	how	hard	it	is	to	actually	
get	access	to	your	client’s	information.	My	background,	I	was	the	third	boy	at	Hubdoc,	and	we	
saw	firsthand	how	hard	it	was	to	just	get	bank	statements;	just	to	get	bank	feeds	that	actually	
work.	And	you	know	getting	check	images	as	an	example;	you're	like	trying	to	read	the	
squiggly	lines	that	your	clients	call	handwriting.		

	 So	we	thought,	how	do	you	actually	go	and	solve	this?	I	realized	the	only	way	to	do	it	is	to	
actually	control	the	data,	and	to	be	the	bank	account.	So	we	built	Relay	to	really	be	the	bank	
for	you	and	your	clients.	You	get	a	partner	portal	so	you	can	actually	get	a	reliable	bank	feed,	
and	you	get	checked	data	in	Relay	in	the	accounting	system.	It's	all	super	easy,	and	we	have	
great	customer	service.		

16:00	--	

CorepayOne	–	In	the	business	of	automating	bill	pay	and	expense	management.	
https://www.corpayone.com/	

	 Hi	I'm	Bob	Lewis	with	CorepayOne.	It	is	a	pleasure	to	be	here	with	you	all	and	also	thank	you	
for	hosting	an	event.	This	is	amazing	to	be	out	in	public	with	people,	shaking	hands	and	
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having	conversations,	-	it's	fantastic.	We	are	in	the	business	of	automating	bill	pay	and	
expense	management.		

	 Where	we	specialize,	as	there's	really	four	big	things	we	do	in	that	process.	The	first	is	smart	
scanning-	so	capturing	the	documents	and	the	details	and	pushing	those	documents,	and	the	
details	into	the	accounting	system	you	use,	whether	that's	QuickBooks	Online,	Desktop,	or	
Xero.		

	 We	also	integrate	with	Intact	and	NetSuite.	So	that's	the	beginning,	getting	the	documents	
and	data	in	and	getting	them	into	your	accounting	system	for	you	with	the	coding	and	details	
that	are	important.		

	 And	we	have	workflow	to	help	you	with	either	a	very	simple	approval	process	with	clients	or	
quite	a	sophisticated	one	to	trigger	special	actions	when	you	have	clients	that	have	very	
specialized	needs	or	multiple	people	and	they	want	different	things	going	to	different	people	
for	different	reasons	-	whether	it's	a	job	or	a	project,	department,	whatever	that	might	be.	So	
that's	the	second	piece,	getting	that	information	approved	to	the	right	place.	

	 Then	with	payments,	we	can	move	the	money	for	you	as	well.	And	that's	with	check,	ACH,	or	
credit	card	payment.	We're	also	launching	the	corporate	card.	That's	in	pilot	now	and	
available	as	an	integrated	capability.		

	 Bringing	all	that	together	with	the	addition	of	expense	reimbursement.	So	if	you	have	clients	
that	have	employees	who	spend	money	and	need	to	be	reimbursed,	that	process	is	also	part	
of	it.	So	from	a	mobile	app,	where	we	started	actually	as	a	mobile	app	solution	and	expanded	
to	cloud.	You	can	take	a	picture	of	the	document	whether	that's	an	invoice	or	receipt,	and	
that	gets	scanned	captured	data	completed	into	an	expense	report,	once	again	flowing	right	
into	the	core	accounting	systems	you	use.		

	 Some	of	the	key	differentiators,	right,	because	there	are	a	lot	of	options	out	there	-	our	
solution	is	free.	There's	no	user	fees,	no	approver	fees,	no	costs	for	checks	or	ACH	payments.	
You	get	a	lot	of	the	best	of	both	worlds,	so	you	get	a	low	cost,	simple	solution	for	small	
clients,	yet	still	powerful	workflow	that	can	really	take	care	of	the	sophisticated	needs	of	
your	larger	clients	that	have	greater	complexity	and	needs	to	put	one	solution	to	handle	all	of	
that.		

	 We’re	kind	of	in	between,	Melio	and	Bill.com	with	sort	of	the	sophistication	capabilities	when	
you	need	it,	but	also	simple	integrated	low	cost	for	your	very	small	clients.	You	no	longer	
have	to	have	multiple	solutions,	you	can	get	CorepayOne.	

22:00	--	

GoProposal	–	An	app	that	gives	you	the	ability	to	price	consistently	while	producing		
professional	proposals	and	engagement	letters.		https://goproposal.com/US/		

	 My	name	is	Cassie,	and	I	am	here	representing	GoProposal.	Some	of	you	may	have	or	may	not	
have	heard	about	our	services,	but	in	short,	we	are	an	app	that	gives	you	the	ability	to	price	
consistently	while	producing	professional	proposals	and	engagement	letters.		



	 63	

	 I'm	going	to	give	a	quick	overview.	When	you	sign	up	for	your	app,	you	usually	get	a	30-day	
free	trial,	but	for	everyone	here	that	is	in	attendance,	if	you	go	by	our	booth,	and	you	scan	our	
QR	code,	you	do	get	an	additional	two	free	weeks	so	that	way	you	have	time	to	go	through	
the	app,	attend	any	master	classes	that	we	offer,	and	just	kind	of	get	a	real	good	feel	of	our	
app	to	see	if	it	works	for	you.		

	 Whenever	you	would	sign	up	there's	going	to	be	a	pricing	wizard	that	populates,	and	it	is	
really	short	four	to	five	questions	that	enables	us	to	get	a	few	key	details	about	you	and	your	
business.	Then	we	combine	it	with	our	algorithm	and	our	unique	pricing	methodology	that	
will	create	a	starting	point	for	your	line	items,	and	your	line	items	within	our	application	is	
your	services.		

	 What	we	want	to	make	sure	is	that	the	price	and	the	cost	of	the	services	that	you	offer	always	
align	with	the	scope	of	work	that	you	do,	and	that	way	you	can	produce	a	proposal	in	
minutes	rather	than	going	to	a	spreadsheet	and	calculating	fees	and	then	going	to	the	Word	
document	and	having	to	try	and	send	that	out.	Our	platform	is	built	so	that	way	you	can	
engage	your	client	and	a	client	facing	position.	Now	I	do	know	because	of	COVID;	you	may	
not	have	your	clients	in	your	office	so	you	always	can	have	those	discovery	conversations	
with	them,	and	then	produce	the	proposal	later.	

	 You	have	the	ability	to	set	up	proposal	templates,	whether	it	may	be	a	new	client	or	an	
existing	client,	you	can	set	up	the	templates	based	on	the	industry.	You	can	also	set	up	
different	templates	on	your	engagement	letter	so	that	way	it	may	be	a	sole	trader	or	an	LLC	
to	make	sure	that	when	you're	creating	that	proposal,	you're	selecting	the	right	template,	
along	with	the	right	engagement	letter	to	produce	for	your	client.		

	 We	also	understand	that	a	lot	of	clients	have	sort	of	a	tiered	pricing;	they	may	want	to	set	up	
different	packages.	You	can	also	do	that	by	setting	up	an	essentials	package,	a	plus	package	
and	you	have	full	control	on	setting	up	the	pricing	configuration	within	your	different	
services	so	that	way	it	makes	sense	and	it's	full	transparency	to	the	client	of	how	you	arrived	
at	this	pricing	calculation.		

	 Let's	say	for	bookkeeping	services	you	may	record	different	bank	transactions;	you	may	say,	
‘hey	for	a	range	of	zero	to	25	transactions,	I	am	going	to	charge	you	$25	a	month.’	However	
you	want	to	configure	that	pricing,	and	then	you	say,	‘hey,	what's	the	quality	of	the	records?	
I'm	going	to	charge	you	more	if	you	hand	me	a	shoe	box	versus	giving	me	the	data	in	the	way	
that	I	need	it	to	be	given.’	And	so	you	have	full	control	in	order	to	do	that.	

	 You'll	go	ahead	and	produce	that	proposal,	and	you	also	have	the	option	for	the	client	to	sign	
in	real	time	while	they're	still	with	you.	You	will	have	the	copy	of	that	signature	on	the	letter	
of	engagement,	it	will	send	them	an	email	about	next	steps	that	you	can	do.	Another	great	
thing	about	it	is	when	you	sign	up	for	your	free	trial	we	usually	take	the	information,	
whether	it's	a	phone	number	or	email,	to	find	a	web	site	so	that	way	we	can	take	your	logo	
and	brand	your	app.	Although	the	application	is	not	embedded	in	your	system,	it	still	reflects	
who	you	are	and	that	branding	is	consistent	on	both	ends.		

	 I'm	just	going	to	give	a	quick	feature	that	a	lot	of	our	clients	love	-	an	alignment	fee.	What	
happens	is	when	you	set	up	the	proposal,	you're	going	to	enter	the	start	date,	which	it's	not	
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the	start	date	of	their	financial	year,	but	the	start	date	that	you	are	engaging	the	client.	And	
then	you	enter	their	financial	year	in.	So	let's	say	you	start	in	July,	and	their	financial	end	is	in	
December.	Just	because	you're	starting	in	July	does	not	mean	that	you	are	not	owed	the	fees	
from	having	to	do	work	from	January,	February,	March	and	all	the	previous	months.	The	
alignment	fee	will	populate	and	say,	‘hey,	these	are	services	that	I'm	going	to	have	to	do	for	
you	regardless	if	you	are	engaged	or	not,’	and	the	client	can	pay	those	costs	and	a	one	time	
fee,	or	they	are	given	the	option	to	have	that	fee	broken	down	into	the	remaining	months	of	
the	engagement.		

	 So,	in	short,	it's	really	a	great	system.	I	am	happy	to	give	you	guys	a	demo	so	you	can	really	
see	how	GoProposal	can	enhance	your	processes.	And	if	you	guys	stop	by,	you	also	get	a	free	
copy	of	our	CEOs	book	called	selling	to	serve,	which	just	has	some	information	about	our	
philosophies,	our	sales	system	and	the	mindset	change	that	really	goes	into	making	sure	that	
the	prices	always	aligns	with	the	scope	of	your	work.		

27:15	--	

SmartVault	–	Secure,	cloud-based	document	management	and	storage	built	for	the	unique	
security,	compliance,	and	workflow	needs	of	business	professionals.		
https://www.smartvault.com/	

	 SmartVault	is	actually	a	full-blown	document	management	system	that	actually	incorporates	
a	client	portal.	When	I'm	printing	the	documents	out	from	QuickBooks,	and	I	need	that	
balance	sheet	to	go	to	the	client,	I	can	just	tell	it	to	print	straight	to	SmartVault,	which	will	
then	create	the	client’s	folder	and	go	route	it	to	the	client,	and	that	will	also	notify	the	client	
and	route	all	the	documents	away	for	you.		

	 How	many	of	you	have	one	set	of	folders	for	one	client,	but	you	forgot	what	you	wrote	there	
so	you	will	create	a	different	set	of	folders	the	other	client,	and	then	kind	of	just	follow	that	
pattern?	Nobody.	Yeah,	so	SmartVault	will	actually	auditor,	create	templates	for	your	
different	folder	structures.		

	 Whenever	I	need	an	accounting	service	folder	for	2018,	it	creates	a	folder	for	2018	and	kept	
that	for	2019,	2020,	and	2021.	When	I	need	to	create	that	folder	shortcut	for	all	my	clients	at	
the	click	of	two	buttons,	it'll	create	that	folder	structure	for	all	of	your	clients.	It'll	
automatically	give	the	client	specific	access	to	certain	folders	so	when	they	go	log	into	the	
portal,	they	have	access	to	their	documents.		

	 I'm	sure	a	few	of	you	have	had	clients	call	you	up	and	ask	for	documents	from	2018.	Instead	
of	having	to	actually	go	find	those	documents	for	them,	we	can	go	log	into	the	portal	and	
access	the	documents,	as	well	as	send	documents	to	you.	We	do	integrate	with	different	
software's	like	Doc	documents	that	are	already	coming	back	and	we	integrate	with	
QuickBooks,	Xero	and	FreshBooks	-	pretty	much	all	of	your	accounting	software,	as	well	as	
tax	programs.	

	 The	system	also	recognizes,	for	those	of	you	that	do	more	than	just	the	bookkeeping,	where	
you're	doing	tax	or	maybe	bookkeeper	payroll	or	whatever,	it	will	create	different	folder	
structure	for	you.	We	also	integrate	with	DocuSign,	so	if	you	guys	need	to	send	out	their	
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signature.	Not	only	will	it	send	out	your	signature,	but	it	will	come	back	to	deposit	into	the	
accurate	folder.	

	

Click	Here	to	Return	to	Index			
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1.7	–	Six	Figure	Systems:	Six	
Steps	to	Scaling	Bigger,	Hiring	
Better	and	Breaking	Through	to	
the	Next	Level		

Alyssa	Lang		
Website:			https://www.workflowqueen.com/		

Summary:	Alyssa	has	been	able	to	take	a	vacation	
during	tax	season	due	to	systems	she	has	in	her	
business.	Systems	allow	her	business	to	run	without	
her,	and	create	a	business	that	revolves	around	her	
life.	She	shared	examples	of	workflows,	and	her	6	steps	you	can	apply	to	all	workflows	and	
systems:	1)	Define	what	needs	to	be	completed,	2)	Determine	how	long	it	should	take,	3)	
Define	the	expectations,	4)	Determine	who	needs	to	complete	it,	5)	List	the	information	
needed	to	complete	each	task,	and	6)	List	what	you	can	trash	or	automate	to	make	it	more	
efficient.	
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4:47	

I	actually	have	taken	a	vacation	during	tax	season,	which	typically	for	a	lot	of	us	bookkeepers	
and	accountants,	is	the	busiest	week	of	the	year.	Even	if	you	don't	prepare	taxes,	you	know	as	
bookkeepers	you're	still	affected	because	you	have	to	make	sure	you	get	all	your	books	ready	
to	hand	off	to	Joe	Schmo,	CPA.	Am	I	right?		

So	contrast	that	to	a	couple	years	before	this	picture	[sitting	next	to	a	lake	while	on	vacation],	
and	I	was	stressed	out,	answering	calls	at	10pm,	going	crazy	trying	to	juggle	who	knows	what	
all	by	myself.		

Have	you	found	yourself	operating	that	way	during	the	busiest	week	of	the	year	where	you're	
just	giving	your	all	to	your	clients,	only	to	feel	like	you're	hitting	a	wall?	Hands	up	if	you	can	
relate.	There's	no	judgment.	Ya'all	are	lying	if	you're	not	raising	your	hand.		

I	want	you	to	know	that	you're	not	alone.	There	are	so	many	people	in	this	room	right	now	
that	has	the	same	feeling,	and	I	have	felt	it	too,	and	it	is	extremely	overwhelming.	So	you	may	
be	here	right	now,	as	we	chat	in	Vegas	with	your	laptop	sitting	in	your	hotel	room	waiting	for	
you	to	go	check	out	your	long	dreadful	task	of	things	you	convinced	yourself,	you're	the	only	
one	who	can	do	it.	Right.	You're	going	to	forget	something	here.		

You	may	find	yourself	checking	your	emails	between	each	speech,	and	actually	go	in	checking	
your	emails	and	your	task	list,	and	finding	yourself	not	being	able	to	make	connections	and	
not	being	able	to	absorb	all	this	content	because	you're	too	focused	trying	to	figure	out	what's	
happening	behind	the	scenes;	and	trying	to	make	sure	your	clients	books	aren't	burning	down	
while	you're	here,	right.		

6:15	

Why	you	started	your	bookkeeping	practice…	

You	didn't	start	your	bookkeeping	practice	just	to	feel	overwhelmed,	overworked	and	
stressed	out.	You	started	this	bookkeeping	practice	to…	

• Create	financial	freedom	
• Have	the	freedom	to	do	as	you	please	
• Create	more	room	to	spend	time	with	friends	and	family	

Isn’t	the	reason	why	we	all	got	into	business?		

So,	how	the	heck	did	I	end	up	on	that	mountain	on	the	last	day	of	tax	season,	breathing	
heavily,	and	fearing	to	run	into	another	Mama	Bear?		

I	created	systems.	Systems	allow	my	business	to	not	rely	on	me.	Systems	allow	my	
business	to	run	without	me.	Systems	allowed	me	to	create	a	business	that	
revolves	around	my	life,	instead	of	my	life	revolving	around	my	business.		
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And	that's	my	intention	here	for	our	next	45	minutes	together.	I'm	going	to	walk	you	through	
the	six	steps	to	creating	six-figure	systems,	so	you	can	scale	bigger,	hire	better	and	
break	through	to	the	next	level.		

I	want	you	to	walk	away	with	actually	having	ease	and	clarity	in	running	your	business	
without	having	that	stress	and	overwhelm,	and	having	to	go	through	what	I	had	to	go	through.		
I	want	you	to	be	able	to	take	time	off	to	take	your	own	vacation	-	Mama	Bear	NOT	included.		

7:28	

Alyssa	Lang	–	Founder	of	Workflow	Queen	

So	really	quickly,	who	the	heck	am	I	to	be	talking	about	this	today.	If	you’ve	never	met	me,	my	
name	is	Alyssa	Lang,	the	founder	of	Workflow	Queen	and	I	help	bookkeepers	and	
accountants	from	around	the	world	to	implement	tech,	systems	and	automation	to	their	
practice,	so	they	can	scale	with	ease	and	have	less	tech	stress	and	overwhelm.		

But	here's	the	thing.	I	wasn't	always	the	Workflow	Queen.	I	was	probably	way	opposite	of	that	
I	owned	my	own	bookkeeping	practice,	and	my	tax	practice	for	five	years	before	being	coined	
to	workflow.	During	that	time	I	was	stressed	out	and	overwhelmed,	and	I	felt	like	I	wanted	to	
give	up	so	many	different	times.	I	dedicated	myself	to	making	sure	I	can	create	a	life	that	I	
actually	wanted;	to	be	able	to	have	my	business	revolve	around	my	life,	not	my	life	
around	my	business.		

During	that	time	and	during	that	process,	I	really	struggled	to	create	systems	because	I	
wanted	to	bring	on	a	team	member,	because	if	you're	like	me,	you	get	tired	of	doing	the	data	
entry.	So	at	one	point,	I	literally	had	to	just	dedicate	myself	to	creating	the	systems	that	I	
found	that	nobody	else	was	doing	in	this	industry.		

So	what	I	did	was	I	dedicated	myself	and	I	implemented	systems	through	trial	and	error,	hired	
different	contractors,	and	different	team	members.	I	just	kept	building	them.	Finally	I	realized	
I	wasn't	the	only	one	who	actually	struggled	in	this	industry,	and	that's	where	I	started	
dedicating	myself	as	a	workflow,	please.	My	intention	here	is	to	help	you	to	get	the	
transformation	that	you	can	work	with	before	you	get	started.	

I	bet	that	when	you	saw	the	title	of	this	whole,	entire	speech	you	were	like,	six	figure	
systems…	that	sexy,	but	let	me	just	keep	it	real	with	you	today.	This	talk	is	all	about	
workflows.	Today	I'm	going	to	make	workflow	systems	and	efficiency	the	sexiest	thing	
that	you	see	here	at	this	convention.	So,	I	hope	you're	excited	like	me.		

Hands	up	if	you've	ever	related	to	this:	I	remember	when	I	first	started	my	business,	I	
struggled	to	turn	my	brain	off	and	maybe	like	10pm	at	night	I’d	still	be	scrolling	through	my	
task	list,	wanting	to	watch	Netflix	and	chill	but	that	never	happened	because	I	was	trying	to	
handle	tasks	I	should	have	done	yesterday.	Hands	up	if	you	can	relate	to	that.	Well,	there's	
more	hands	this	time.		
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I'm	going	to	show	you	the	exact	blueprint	for	workflows	that	you	can	plug	directly	into	any	of	
them	in	your	practice	to	help	you	to	create	more	efficiency	in	your	work,	and	better	manage	
your	workload	and	make	room	for	more	clients,	and	dare	I	say	be	done	by	five.		

I	know	that	sounds	dangerous,	but	once	I'm	done	with	you	today,	this	is	the	exact	process	
you're	going	to	walk	away	with.		

9:56	

	What	is	a	workflow?	

• Workflows	are	simply	what	helps	you	to	get	more	done,	faster	and	more	efficiently.	
• Workflows	are	a	series	of	steps	or	tasks	that	ultimately	help	you	to	complete	the	

work	at	hand.	It’s	that	simple	–	nothing	complicated.		

Why	workflows	in	your	practice?	

When	you	start	to	implement	efficient	workflows	into	your	practice	will	help	you	to…	

• Hire	better		
• Leave	more	room	to	scale	
• Reduce	errors	
• Easily	outsource	across	your	team	
• More	clarity	on	what,	when	and	how	something	needs	to	be	done	

Let's	talk	about	a	couple	of	different	ways	that	you	might	see	workflows	actually	popping	up,	
whether	that's	your	project	management	systems,	you	may	be	using:		

• Pixie	–	https://www.usepixie.com/	
• Asana	–	https://asana.com/		
• ClickUp	–	https://clickup.com/			

You	also	have	documentation,	which	can	be	old	school	pen	and	paper	–	depends	on	the	type	of	
person	you	are	–	or	maybe	Google	Drive	using	Word;	however	you	document	it.	Or	based	off	
memory	which	is	never	recommended.	

What	I	want	you	to	start	doing	is	I	want	to	challenge	you	to	start	documenting	your	workflows	
and	processes	to	make	things	a	lot	easier	for	you.		

11:00	

Memory	versus	Documentation	

If	you	just	focus	everything	relying	on	your	memory,	the	problem	is	you're	never	going	to	be	
able	to	actually	outsource	your	work	more	efficiently.	If	you	actually	want	to	scale	your	
practice	and	you	actually	want	to	go	somewhere	and	go	bigger	and	better,	you	need	to	start	
taking	things	out	of	your	brain	and	actually	documenting	them.	When	we	start	to	document	
those	processes,	it	makes	it	a	hell	of	a	lot	easier.	I	promise	you,	to	actually	outsource	the	work.		
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Here	are	a	couple	of	example	workflows	that	you	may	find	yourself	running	into	when	you're	
running	your	practice.		

Example	workflows	

• Onboarding	new	clients	
• Month	end	close	
• Inputting	Stripe	payments	into	QBO	
• Posting	and	depositing	payments	for	invoices	

We	all	know	it	doesn't	just	stop	there;	the	list	goes	on.		

The	problem	is	you	don't	realize	that	you	actually	have	processes	around	all	of	these.	The	
problem	is,	the	processes	may	just	be	in	your	head.	Trust	me,	I	used	to	tell	myself	I'm	the	best	
at	everything,	and	I'm	the	only	one	who	could	do	anything	in	my	company,	and	that	was	such	
a	lie.	If	I	would	have	just	taken	the	time	to	actually	step	back	and	say,	‘it's	not	just	me	who	
needs	to	do	it,’	I	probably	would	have	consumed	at	least	5,700	less	calories	of	Ben	and	Jerry's	
ice	cream.	Who	here	can	relate?	I	know	you	guys	can't.		

12:15	

Six	Steps	to	Six	Figure	Systems	

We're	going	to	talk	about	all	the	different	steps	that	you	need	to	take	that	actually	apply	to	all	
the	workflows	of	your	systems.	And	yes,	there	are	six.	It's	really	that	simple,	that	you	can	
actually	take	and	start	to	apply	today.		

1. Define	what	needs	to	be	completed.	
2. Determine	how	long	it	should	take.	
3. Define	the	expectations.	
4. Determine	who	needs	to	complete	it.		
5. List	the	information	needed	to	complete	each	task.	
6. List	what	you	can	trash	or	automate	to	make	it	more	efficient.	

	

Step	One:	Define	what	needs	to	be	completed.	

“Why	does	this	step	matter?	I	already	know	what	needs	to	be	completed.”	

When	you	fail	to	clearly	define	what	needs	to	be	completed,	it	makes	it	a	hell	of	a	lot	harder	
for	you	to	actually	outsource	and	communicate	it	to	a	team	member.	You	as	a	CEO	need	to	
clearly	define	what	actually	needs	to	be	completed	so	you	can	actually	communicate	that	to	
someone	else.	And	spoiler	alert,	it	really	isn't	that	hard	to	identify	the	name	of	the	process	or	
the	name	of	the	task.	Sound	like	something	you	guys	can	do?		

13:10	
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Step	Two:	Determine	how	long	it	should	take.	

“How	do	I	know	how	long	a	task	will	actually	take?”	

The	simple	answer	is	to	time	yourself	doing	it,	and	that's	how	you're	going	to	get	the	result.	
While	you're	already	doing	the	thing,	pull	out	your	handy	dandy	t-sheets,	Clockify	or	whatever	
it	is	that	you	use	for	your	time	tracking,	and	time	yourself	doing	the	task.	This	makes	it	really	
easy	for	you	to	actually	extract	and	understand	where	your	time	is	being	spent.	

How	can	time	tracking	help	you?	

Let's	talk	a	little	bit	more	about	time	tracking.	If	you	know	me	and	know	my	business,	I	am	
obsessed	with	time	tracking.	My	team	and	I	actually	time	everything	that	we	do	inside	of	our	
company	-	every	little	task.	This	provides	so	much	vital	information	for	us	to	actually	grow	
our	business	and	scale	it.	Here's	a	couple	of	different	benefits	of	actually	time	tracking,	not	
only	to	lay	out	your	actual	processing	tasks,	but	it	can	actually	help	you	to	identify	where	
you're	actually	spending	your	time.		

! Identifies	how	much	time	you	spend	on	each	client.	How	many	times	have	you	said,	
I'm	going	to	go	check	my	email,	yet	you	find	yourself	on	Facebook	in	the	bookkeeper	
launch	family	group,	and	just	asking	random	questions	about	who	knows	what.		

! How	much	time	you	can	outsource	per	client.	Scope	Creep	is	a	real	thing.	And	the	
problem	is	if	you	projected	that	something	was	supposed	to	be	done	in	5	hours,	but	
yet	it	took	you	and	your	team	10,	then	you	just	lost	5	hours	of	your	time.	So	time	
tracking	helps	you	to	identify	the	scope	creep,	so	you	can	reach	out	to	them	and	say	I	
think	it's	time	for	a	price	increase.		

! List	of	tasks	that	are	missing	processes.	This	is	something	that's	really	big	for	us	on	
our	team.	There	are	things	that	my	project	management	system	does	not	tell	me	to	
do.	Unfortunately	I	rely	on	it	for	my	life,	but	there's	tiny	nuanced	tasks	that	all	of	us	
do,	that	we	typically	don't	have	processes	around	because	we're	not	used	to	doing	
them.	

! Details	on	how	long	each	process	or	task	takes.	When	we	contract	we	can	actually	
pull	our	details	in	our	timesheets,	we	can	actually	see	what	processes	are	missing,	
based	off	the	information	that's	inside	of	our	time	tracking	system.		

! Easily	create	a	job	description	with	the	information.	Anytime	that	we	are	hiring	in	
our	company,	our	whole	team	actually	pulls	our	timesheets	and	we	all	identify	and	
decide	what	we	don't	want	to	do	anymore.	For	me	it's	usually	just	one	thing	that	I	
don't	want	to	do.	And	it	helps	me	to	build	out	a	job	description,	with	the	information	
that's	on	our	time	tracking	system.	

! Vital	information	to	prepare	for	long-term	vacations.	Super	fun	fact:	I	have	actually	
been	on	an	unplugged	vacation	from	my	company	since	the	start	of	June,	and	I	
actually	don't	return	till	next	week.	During	that	whole	process	I	pulled	my	
timesheets	for	three	months	prior	to	my	long-term	leave,	and	to	prepare	for	that,	I	
identified	all	the	different	pieces	of	things	like	my	profit	allocation,	maintaining	our	
budget,	making	sure	we	turn	off	my	annoying	Facebook	ads,	whatever	it	is.	So	I	had	
to	make	sure	to	have	all	that	ready	to	hand	off	to	my	whole	team.		
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Being	able	to	use	my	time	tracking	system	helped	me	a	lot	with	those	tiny	nuance	tasks	that	
now	we	have	new	processes	around	that	I	pretty	much	probably	don't	have	to	go	back	work.		

16:25	

Step	Three:	Define	the	expectations.		

“What	are	my	current	expectations	for	this	task	to	be	done	once?”	

That's	usually	what	people	ask	themselves,	but	the	problem	is	what	you	need	to	be	doing	is	
looking	at	this	from	a	further	distance.	You	as	the	CEO,	are	supposed	to	look	at	things	from	a	
30,000	foot	view,	right.	The	reason	we	want	to	do	this	is	we	actually	want	to	back	up	and	say,	
How	would	you	want	a	team	member	to	execute	on	this	task	to:	

! Ensure	accuracy	
! Produce	excellence	
! Completed	on	time	
! Produce	the	same	result	you	would	have	had	

This	sounds	like	common	sense,	but	I	promise	you,	just	labeling	it	out	for	your	team	and	for	
yourself	will	remind	you	to	make	sure	that	everything's	done	accurately	every	single	time	by	
yourself	or	a	team	member.	

Example	expectations:	

Let's	talk	about	a	couple	example	expectations,	because	you're	probably	like,	‘What	the	hell	is	
this?	I've	never	even	heard	of	this	piece.”		

Ensure	that	communication	is	professional	and	clear.	Let's	just	say	that	you	asked	one	of	
your	team	members	to	go	email	one	of	your	clients.	Why	not	give	some	expectations	or	what	
kind	of	outcome	you	want.	Do	you	want	them	to	just	say	one	little	tiny	sentence?	Do	you	want	
them	to	actually	be	kind?	Do	you	want	them	to	be	mean?	Maybe	they're	a	not	so	fun	client.	
You’ve	got	to	give	expectations	on	what	outcome	you	want	from	that	process,	or	that	task.	Just	
give	some	clarity	for	the	team	and	for	yourself.		

How	often	you	want	it	done.	Maybe	going	down	to	depositing	checks	at	the	bank,	you	want	
them	to	go	twice	a	week.	So	laying	out	exactly	what	you're	expecting	makes	it	easy	for	them	to	
actually	absorb	the	information.		

Double-check	everything	for	accuracy.	Going	back	to	it's	kind	of	redundant	but	it	is	what	it	
is.	You	are	ensuring	that	the	right	account	is	used.	

Ensure	the	right	account	is	deposited	to.	How	many	times	have	you	tried	to	train	someone	
new,	and	they	don't	post	these	undeposited	funds,	or	they	posted	to	the	wrong	account.	Just	
defining	the	expectations	around	it	makes	it	really	easy	for	them	to	remember	to	check	what	
account	they're	supposed	to	be	depositing	it	to.		

“These	are	only	some	examples	of	expectations	you’d	assign	to	each	process.”	
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18:28	

Step	Four:	Determine	who	needs	to	complete	it.	

Here’s	a	little	secret…	it’s	not	you!	And	it’s	not	Sally	Jo	either,	it’s	the	role,	and	this	this	is	
really,	really	important.	A	lot	of	times	we	have	to	say	this	person	is	supposed	to	do	this,	which	
our	project	management	system	does	tell	us	who's	supposed	to	do	it,	but	ultimately	at	the	end	
of	the	day,	you	need	to	start	assigning	roles	to	all	of	your	processes.	That	way	when	that	
person	leaves,	you	can	easily	fill	that	role	and	identify	all	the	different	tasks	and	processes	
that	they	were	taking	care	of.	

Examples	of	roles:	

• Data	entry	bookkeepers	
• Account	mangers	
• Virtual	assistants…	or	any	position	you	hire	for	 	

19:15	

Create	a	spreadsheet	to	note	roles	for	each	process	

This	is	what	we	do	and	I	highly	recommend	that	you	implement	something	like	this.	We	
actually	have	a	master	spreadsheet	that	we	use	in	our	company	that	notes	every	single	
process	that	we	have.		

[Column	headings:	Task	to	outsource,	Category,	Action	Steps	to	Prepare	to	Outsource,	Role	
Required,	Time	Required,	When	to	Outsource,	Outsources	Y/N,	Who	did	you	Outsource	to?]	
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• Keeps	everything	in	one	place.	
• No	more	guessing	what	role	is	in	charge	of	what.	
• Transparency	on	the	team.	
• Note	processes	you	need	to	create		
• Easily	onboard.	

	Every	little	thing	is	detailed	out	-	the	time	that	we	do	it,	whoever	is	supposed	to	be	in	charge	
of	it.	And	then	who	is	currently	in	charge	of	it.		

Yes,	the	role	is	supposed	to	be	taking	care	of	it,	but	you	have	to	identify	who's	actually	the	
person	now	on	your	team	doing	it.	Creating	something	like	this	actually	brings	a	lot	of	
transparency	for	my	team	and	me.	At	the	end	of	the	day	I	know	exactly	which	team	member	is	
in	charge	of	each	task	for	whatever	it	is	that	we	actually	are	doing.			

When	you're	labeling	out	your	processes,	you	can	actually	make	more	notes	and	be	
transparent	with	yourself	and	your	team	around	who's	doing	what.		

20:00	

Step	Five:	List	the	information	needed	to	complete	each	task.	

A	lot	of	people	think	it's	just	a	sub-task	that	you'll	put	in	your	project	management	system,	but	
it's	way	more	than	that.	What	if	you	asked	one	of	your	team	members	to	go	to	the	bank	to	
deposit	checks	for	your	clients,	but	you	fail	to	tell	them	what	bank.	You'd	think	they	would	
know,	but	what	bank?	What's	the	address?	What	account	number	are	we	depositing	it	to?	
What	business	name	are	we	writing	down?		

If	you're	not	giving	that	information,	you're	literally	doing	your	company	a	disservice,	because	
guess	what,	your	team	member	will	come	back	to	you	and	say,	“What	was	I	supposed	to	do?”	

And	you	know	how	annoying	it	is	when	your	team	member	emails	you	10	
times	in	a	day	to	ask	you	stuff	that	you	could	have	just	given	them	upfront.	

One	fail	proof	way	that	we	actually	apply	this	concept	inside	of	our	
company	is	The	Homer	Simpson	Test.	If	Homer	Simpson	came	into	
your	practice	today	and	was	assigned	this	process,	would	he	be	able	to	
execute	it	up	to	par?	If	he	can't	do	that,	there's	not	enough	information.		

You	need	to	frontload	as	much	as	you	possibly	can;	literally	there's	no	
such	thing	as	too	much	information.	I'm	telling	you,	I	would	rather	my	
team	not	come	to	me	for	that	and	give	me	the	brain	space	I	need	to	make	

executive	decisions	inside	of	my	company.	
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21:24	

Example	of	documenting	the	
information	

• Breaks	down	all	necessary	info	
• Directs	team	member	to	location	
• Provides	filing	information	
• Defines	the	rules	and	expectations	
• Easier	to	outsource	–	not	only	to	

yourself,	but	also	to	your	team.	

Here's	an	example	of	documenting	out	
some	of	your	information.	You're	going	to	
see	up	top	here	we	have	things	like	what's	
the	mailing	address	location.	We	actually	
put	in	our	information.	The	direct	Google	
Drive	link	that	we	need	to	upload	the	
check	images	to	how	do	we	want	to	name	
the	actual	file	because	nothing	drives	me	
more	insane,	as	a	business	owner,	when	my	
team	member	does	not	name	my	files.	So	I	
like	to	follow	it	and	I	tell	my	team	exactly	
how	we're	going	to	name	it.		

I	also	tell	them	exactly	what	account	
number	and	if	it's	sensitive	information	I	
don't	suggest	just	going	on	the	Google	Doc.		

Include	any	information	that	they're	going	to	need	to	actually	execute	the	work.	Now	if	Homer	
Simpson	were	to	come	in	right	now	and	actually	do	this	for	me,	I	know	that	he	would	be	able	
to	do	it.		

So	that's	pretty	much	what	you	want	to	do	include	the	necessary	information	that	you're	
going	to	need	in	order	to	outsource	it,	not	only	to	yourself,	but	also	your	team	-	because	I	also	
forget	the	company	name,	account	or	what	the	address	was.	

You're	literally	breaking	your	mental	space	by	not	just	frontloading	your	own	information	
because	you	don't	want	to	have	to	think	about	it	every	single	time,	especially	if	you're	juggling	
so	many	clients.		

So	that's	going	to	be	step	five,	which	is	all	about	including	all	the	information,	so	I	highly	
suggest	that	this	is	one	of	the	things	that	you	implement	the	most.		

	

	

What needs to be completed: Posting payments for invoices. 
Who needs to complete it: Assistant 
How long should it take: 30 minutes 
Information needed to complete the task: 
 
Mail pick up location: [INSERT ADDRESS] 
 
Check folder: [INSERT GOOGLE DRIVE LINK] 
Naming convention: [CUSTOMER NAME] [CK #] [$] [DATE] 
 
Client check review email template: [INSERT LINK] 
 
Deposit slip details: 
[DATE] 
[TOTAL OF ALL CHECKS] 
[CLIENT ADDRESS] 
[LINK TO SECURE FOLDER W/ CLIENT ACCOUNT NUMBER] 
*DO NOT add account numbers or passwords in Asana. 
 
Rules/Expectations: 
§ Make sure all checks are double checked & matched 
§ Make sure all checks are added to Undeposited Funds 
§ Payment details needed: 

o Date 
o Check # 
o Amount 

§ We take checks to the bank every [INSERT DATE]  
 
Expectations: To be completed accurately and timely. Ensure that 
all numbers are correctly entered & double checked. Try to do only 
[#] deposits each week.  
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22:56	

Step	Six:	List	what	you	can	trash	or	automate	to	make	it	more	
efficient.	

You	can't	run	a	six-figure	business	on	four-figure	systems.	That's	just	how	it	is.	Unfortunately	
you	have	to	change,	you	have	to	allow	your	systems	to	adapt,	improve	and	also	maybe	
automate	it;	whatever	it	is	that	you	need	to	do.	

Team	process	review	

• Held	either	every	30-60	days.	
• Each	team	member	is	in	charge	of	the	process	assigned	to	their	role.	
• Ensures	processes	are	up	to	date.	

We're	teamwork-focused,	so	the	whole	team	is	obsessed	with	processes.	We	actually	do	a	
team	review	every	30	to	60	days.	I	highly	suggest	that	you	create	a	process	around	reviewing	
processes.	Yes,	it's	like	Inception.	So	every	30	to	60	days,	whatever	timeframe,	it	could	be	once	
a	year,	quarterly,	or	whatever	makes	the	most	sense	for	you	to	have	yourself	and	your	team	to	
roll	through	all	those	processes.			

That	spreadsheet	that	I	showed	you	guys	earlier	includes	all	the	roles	and	the	people	in	charge	
of	those	roles.	That	actually	
includes	all	the	roles	and	all	the	
people	who	are	in	charge	of	
those	roles.	This	is	when	that	
comes	in	handy,	that	information	
right	there,	when	we	do	our	
review,	nobody	has	to	say,	I	don't	
even	know	what	I'm	in	charge	of.			

So	that's	what	we	do	in	our	team,	
we	absolutely	know	that	we	have	
a	whole	day	where	we	go	
through	and	we	ask	ourselves:		

! What	can	I	trash?	
! What	can	I	improve?	
! What	can	I	actually	

automate?		

We	use	a	lot	of	different	systems	
for	these	and	I'm	going	to	show	
you	some	of	our	little	systems	
that	we	use.		

The	best	part	about	this	is	it	also	
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helps	our	team	to	actually	grow	as	a	company	because	whenever	their	reviewing	their	own	
processes	that	they	perform	every	day,	they	probably	make	a	mental	note	all	the	time	about	
what	needs	to	be	improved-	maybe	there's	a	piece	about	an	email	that	we	can	automate	
instead	of	having	to	send	it	every	single	time.	I	would	highly	suggest	you	do	a	team	process	
review.	

24:42	

Tools	to	help	you	automate	and	improve	systems	

P.S.	These	are	just	examples	of	programs	that	could	be	used	to	automate	your	practice.		

• Zapier	-	I	highly	suggest	checking	it	out.	I'm	obsessed	with	Zapier.	Anytime	my	team	
says	we	need	to	create	a	zap,	I'm	like	“I'll	do	it,	I'll	do	it.”	

• Dubsado	or	Honeybook	–	To	help	you	onboard	your	clients.	That	way	you're	not	just	
like	constantly	having	to	send	out	those	emails,	or	send	out	the	proposals.	Instead	you	
can	actually	cut	your	time	down	by	starting	to	implement	new	systems.	

• Asana,	Clickup	or	Pixie	–	Whatever	project	management	system	is	your	choice	to	help	
you	to	actually	automate	the	process	of	assigning	tasks	where	they	can	be	repeated.	
You	don't	have	to	sit	there	and	tell	them	every	single	day	it's	right	in	front	of	them.	

• Notion,	Google	Drive	or	OneDrive	–	To	start	to	implement	these	different	types	of	
systems	and	easily	outsource	the	work.	

If	you're	a	pen	and	papers	type	of	person	and	you're	trying	to	get	your	team	who	is	virtual	-	
unfortunately	you're	going	to	have	to	implement	something	a	little	bit	more	online;	a	little	bit	
more	robust.		

In	our	company	what	we	do	typically	is	anytime	we're	rolling	out	a	new	program	or	a	new	
system	is	we	usually	test	it	for	90	days.	Right	now	we	are	currently	rolling	out	Notion,	to	try	to	
see	if	we	can	create	a	brain	for	our	company.	And	in	that	process	we're	taking	90	days.	We're	
using	our	timesheets	to	see	if	it's	making	us	more	efficient,	or	if	it's	actually	failing	us.	So	I	
highly	suggest	that	it's	okay	to	start	a	system	and	drop	it	if	it	doesn't	make	sense	for	you	right.		

Improving	processes	

• Use	time	tracking	sheets	–	to	identify	where	you	can	get	time	saving	with	a	system.	
• Template	as	much	as	you	can	-		software	templates	as	well	as	email	templates.	
• Put	it	in	your	calendar	–	to	do	your	team	process	review.	

When	we're	improving	our	processes,	we're	really	using	our	timesheets	for	a	lot	of	this.	We	
are	looking	at,	if	somebody	is	taking	us	two	hours	and	we	can	cut	it	down	to	one	hour	by	
switching	over	to	Dubsado,	you	bet	your	sweet	ass	I'm	going	to	switch	that	over.	

We	love	templates,	whether	they're	a	Asana	templates,	ClickUp	templates,	or	whatever	they	
are.	Also	emails	as	well.	What	we	typically	do	is	if	we	find	ourselves	sending	the	same	email	
over	and	over	again,	we're	going	to	template	it,	we're	going	to	make	sure	it's	there	and	that	



	 78	

the	team	knows	about	it.	Anytime	that	you	can	template	anything	I	highly	suggest	you	do	it	so	
you	can	cut	your	time	in	almost	half.		

Also	make	sure	you	put	it	in	your	calendar	as	well,	to	do	your	team	process	review.	Some	of	
you	don't	have	a	team	right	now,	so	you	are	a	team.	Unfortunately,	you	are	reviewing	all	the,	
all	the	processes,	but	I	highly	suggest	that	even	if	you	do	it,	and	you	think	you've	got	it	down	
to	a	T,	I	suggest	that	you	still	go	back	and	review	all	your	processes.		

27:10	

Involve	your	team!	

You’d	be	surprised	how	much	your	team	and	future	employees	can	help	you	build	strong	
systems	and	processes.		

One	of	my	number	one	company	values	and	also	part	of	our	culture	is	that	we	love	when	our	
team	actually	steps	forward	and	says,	“I	want	to	make	this	improvement.	This	is	not	working	
for	me.	This	isn't	right.	How	can	we	make	it	better?”		

I	want	you	to	actually	focus	on	allowing	your	team	to	support	you,	because	you'd	be	surprised	
that	your	team	can	actually	do	a	lot	of	these	processes	for	you,	without	you	having	to	write	
them.	Everybody	here	probably	thinks	that	I	have	to	do	it.		

We	use	loom	to	record	ourselves	actually	doing	the	thing.	Then	I	simply	just	tell	the	Assistant,	
“Can	you	please	make	a	process	out	of	this.”	So	it	makes	it	really	easy	for	you	to	bring	
someone	else	on	that	can	actually	support	you.	So	your	team	can	help	to	drive	your	systems	
forward	as	well.	

Implementing	these	six	steps	can	help	you	tremendously	with	your	processes	and	your	
systems,	whether	there's	a	lack	thereof,	or	you	have	systems	already	in	place.	I	highly	suggest	
that	you	actually	start	to	apply	these	inside	of	your	practice	as	often	as	you	possibly	can.	
Maybe	it's	one	process	a	week,	once	a	month,	however	often	it	works	for	you.		

Let’s	do	a	quick	recap	of	the	six	steps	of	creating	six	figure	systems.	

1. Define	what	needs	to	be	completed.	
2. Determine	how	long	it	should	take.	
3. Define	the	expectations.	
4. Determine	who	needs	to	complete	it.		
5. List	the	information	needed	to	complete	each	task.	
6. List	what	you	can	trash	or	automate	to	make	it	more	efficient.	

28:42	

Take	action!	

• Systems	can	take	time	and	should	always	be	improving	as	you	grow.	
• You’ll	need	to	put	time	in	so	you	can	gain	10x	the	time	back.	



	 79	

Nobody	else	is	going	to	write	your	systems	for	you	or	your	processes	or	your	workflows,	you	
have	to	put	in	the	work,	you	have	to	put	in	that	frontloading	work	to	actually	gain	10	times	
that	amount	back.	If	I	didn't	have	systems	or	processes	in	my	business,	there	is	no	way	I	
would	have	been	able	to	take	three	and	a	half	weeks	off	of	unplugged,	without	seeing	anything	
that's	happening	in	my	company.	Once	you	start	to	create	these	systems	that	makes	it	easy.	
That	1,	you	can	still	make	money,	and	2,	you	can	actually	be	able	to	enjoy	your	life,	or	do	
whatever	the	hell	you	want	right.	So,	I	highly	suggest	that	you	start	to	actually	implement	
these	six	steps.		

My	goal	for	you	is	that	you're	going	to	be	here	next	year	at	BKX,	laptop	free,	vacation	
autoresponder	on	enjoying	yourself	instead	of	being	stressed	out	and	overwhelmed	being	
here	mid-work	thinking	about	your	clients,	and	what	needs	to	happen.	Right,	because	my	goal	
for	you	is	to	be	able	to	take	your	vacation,	and	that	way	you	can	climb	your	mountain,	and	
that's	my	goal.		

	

Click	Here	to	Return	to	Index			
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1.8	–	Six	Figure	Systems	Q&A		

Alyssa	Lang		

	

0:40	

Q:	I'm	brand	new.	I	have	one	client.	What	is	your	
recommendation	in	terms	of	when	you	start	
implementing	new	systems?		

A:	Yesterday.	I	wish	that	from	the	very	beginning	
that	I	would	have	actually	implemented	as	
many	systems	and	processes	before	I	was	
slammed,	because	I	was	trying	to	trying	to	juggle	so	many	different	clients,	both	the	tax	
side	and	bookkeeping	with	not	having	any	systems.	And	it	was	so	overwhelming,	hence	
the	crying	every	single	night.	If	you	can	start	small,	you	don't	have	to	get	complicated	into	
a	crazy	tech	stack.	Start	with	whatever	you	have	and	start	to	document	them	in	whatever	
way	makes	the	most	sense	for	you.	

	

Q:	I	am	scared	to	death	of	a	Zap	going	wrong.	Do	you	have	a	way	to	test	it	first	before	you	
locked	in?		

A:	Yeah,	we	do	a	lot	of	tests	through	Zapier.	We	try	to	test	them	as	often	as	possible.	We	
actually	have	someone	on	our	team	who's	actually	in	charge	and	her	role	is	to	make	sure	
that	all	of	our	Zaps	are	actually	working	every	time.	When	we	do	our	process	review,	we	
actually	do	a	retest.	Every	single	30	to	60	days	of	every	single	Zap,	to	make	sure	all	of	them	
are	working.		

2:35	

Q:	When	you	have	processes	that	are	the	same	process	-	if	this	happens,	and	it	is	a	‘yes’	you	do	
this,	if	there's	a	‘no’	you	do	this.	How	do	you	define	those	when	you're	recording	this	
process?		

A:	Decision	trees	are	what	we	call	them.	We	use	a	software	called	Miro	https://miro.com/		If	
you	saw	on	one	of	my	slides,	there	was	what	looked	like	little	math	stuff.	By	the	way	I	nerd	
out	over	building	those	things.	What	we	do	is	anytime	there's	something	that	we	need	to	
have	them	have	the	same	result	as	a	decision	I	would	have	made,	if	we	actually	have	where	
we	start	off	with	something:	Is	this	‘yes’	or	‘no?’		

	 Then	you	do	this,	is	this	‘yes’	or	‘no?’	We	keep	going	down	that	line	until	they	can	actually	
get	literally	-	that's	why	my	team	has	my	brain.		
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Q:	I've	adopted	the	Loom,	as	well.	Are	you	recording	that	in	Loom	and	having	your	VA	do	it	or	
is	that	something	you're	doing?		

A:	A	lot	of	the	decisions	in	my	company	are	based	off	of	my	result	originally,	until	the	team	
adopts	it.	So	it	starts	off	usually	with	me,	if	it's	something	that's	reliant	on	my	knowledge,	
or	something	that	I've	absorbed	over	the	time,	like	when	I	come	back	I	already	know	that	
these	girls	probably	have	Miro	boards	for	me	to	make	decisions	that	they've	been	creating	
while	I've	been	gone.		

	 So	you	either	do	it,	or	your	team	could	do	it.	It	just	depends	on	whatever	that	process	is,	
but	you	can	film	yourself	in	Loom	explaining	the	process	and	tell	your	assistant	to	build	
out	a	cool	little	process.		

	

Q:	So	many	of	our	clients	accept	payments	by	different	ways,	and	all	of	these	require	different	
processes,	so	how	do	you	keep	up	with	all	the	different	changes?		

A:	We	have	a	‘How	To’	master	spreadsheet	of	everything	in	our	company	with	all	the	tiny	
nuanced	things	that	happen,	like	how	to	fix	a	failed	payment	in	Stripe,	or	how	to	whatever	
it	is.	We	actually	film	a	video	and	include	it	directly	onto	that	spreadsheet.		

	 So	if	a	team	member	needs	to	do	something	inside	of	Stripe,	they	simply	search	it	on	a	
direct	spreadsheet,	and	it	helps	like	that	spreadsheet	is	so	big.	It	helps	a	lot	when	we	want	
to	say,	‘Oh	go	fix	a	blog	that	we	have	on	Squarespace.’		

	 Instead	of	me	having	to	hop	on	a	zoom	call,	I	have	them	go	check	the	SOP	that's	inside	of	
our	spreadsheet.		Those	are	nuances	that	aren't	in	my	project	management	system	that	
aren't	telling	me,	‘Oh,	go	do	a	blog,	it's	so	different.	It's	that	little	tiny	problem.’		

	 Create	a	resource	center.	That's	why	we’re	rolling	out	Notion	to	create	a	brain	for	our	
whole	entire	team	to	go	and	get	whatever	information	they	need.	
https://www.notioneverything.com/	

	

5:35	

Q:	Can	you	tell	us	a	little	bit	more	about	your	process	review	day?	It	seems	like	the	bigger	you	
get,	the	more	overwhelming	that	would	be.	How	do	you	tactically	break	that	down	and	
make	sure	you	can	get	through	all	that	in	one	day?	

A:	There	are	tasks	and	there's	processes,	right.	So	processes	are	the	big	things,	like	putting	
together	a	blog	or	month-end	close	or	onboarding	new	clients.	There	are	so	many	tiny	
parts	and	pieces	that	that's	what	creates	a	process	versus	those	tiny	tasks.	So	we	have	less	
processes	than	we	do	the	tiny	nuanced	‘How	Tos.’		

	 During	that	day,	typically	what	we	do	is	we	check	our	spreadsheet.	We	determine	who's	in	
charge	of	what	process.	They	go	review	the	video	on	a	fast	speed,	and	just	double	check	to	
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see	if	it	needs	to	be	updated,	and	a	lot	of	times	it	doesn't	need	to	be,	or	there's	nothing	that	
we	need	to	do.		

	 The	team	comes	back	and	we	do	an	end-of-day	meeting	and	during	that	meeting	we	break	
down,	and	the	team	will	tell	you	this	is	something	that	we	find	is	just	not	working.		

	 So	it	doesn't	have	to	be	this	long,	drawn	out	thing.	It	can	be	like	little	tiny	chunks.	And	
usually	what	we	do	is	like,	let's	just	say	someone	deposits	something	for	a	client	and	they	
use	an	SOP	or	whatever	it	is.	If	they	find	something	that's	wrong	while	they’re	doing	it,	
they	typically	will	make	a	note	of	it,	and	we	have	a	color	code	on	our	spreadsheet,	like	
yellow	or	something	like,	that	let’s	us	know	when	we	do	our	process	day	that	it	needs	to	be	
fixed.		

	 So	it's	like	this	constant	process	of	examining	where	can	we	be	more	efficient,	how	can	we	
be	faster?	It's	not	just	one	day	we	dedicate	to	that,	it's	always	in	the	back	of	our	mind.	

	

Q:	Are	there	any	tricks	or	recommendations	for	time	tracking,	when	you	get	constant	
interruptions	from	little	humans,	or	is	it	just	to	knock	a	few	minutes	off	of	each	task	to	
account	for	the	interactions?		

A:	That	just	depends	on	you	because	there's	some	people	who	like	to	track	the	time	that	they	
spend	on	-	I	don't	have	any	little	ones,	I	have	a	puppy	right	now	and	so	he	kind	of	is	a	little	
one.	What	you	can	do	is	time	track	that	little	tiny	piece,	or	you	can	just	leave	it	out,	because	
typically	we	just	time	track	what	we're	actually	doing	until	we	find	herself	like	literal	
scrolling	through	Facebook	and	that	stuff.	

	

Q:	What	is	the	best	way	to	keep	everyone	on	your	team	onboard	for	keeping	up	with	their	
processes	without	them	feeling	threatened	that	we	are	doing	this	to	replace	them?		

A:	My	intention	with	doing	that	is	making	sure	that	the	team	feels	really	comfortable,	because	
a	lot	of	our	team	are	actual	employees,	and	they	know	that	they're	in	it	to	win	it.	The	best	
part	is,	we	actually	have	moved	up	our	team	members,	because	of	their	efficiency.	My	
operations	manager	stepped	into	her	role	as	an	operations	manager	and	got	a	raise	
because	of	the	fact	that	we	actually	told	her,	“If	you	can	make	the	company	more	efficient,	
I'm	going	to	reward	you.	If	you're	going	to	keep	working	harder	and	harder	and	actually	
improving	those	processes,	it’s	going	to	help	us	tremendously.”		

	 So	we	just	create	a	culture	in	our	company	that	efficiency	is	part	of	our	values	and	it	is	
something	that	we	live	and	breathe,	especially	because	we	teach	it.	
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Q:	I	noticed	when	you	talked	about	how	you	spend	90	days	testing	a	new	system.	Typically,	
it's	30	days	of	a	trial.	So	how	do	you	get	around	that?	Because	I	feel	like	30	days	isn't	
enough.	I	want	to	use	it	more,	but	then	you	have	to	pay	–	so	do	you	just	absorb	the	cost?	

A:	It	just	depends.	I	mean	if	it's	going	to	be	a	$1,000	program	or	something	crazy,	we	will	
definitely	make	sure	to	consider	that.	But	when	it's	tiny	little	things	like	for	example,	
Notion.	We're	rolling	this	out	right	now.	You	pay	for	the	month	to	make	sure	that	we've	
had	it	because	we	have	like	a	30	day	trial	or	something	like	that,	because	we're	testing	it.	
We	just	eat	the	cost,	because	if	it's	going	to	help	us	be	more	efficient,	we	don't	know	until	
we	try,	right.	But	if	it's	going	to	help	you,	it's	going	to	make	back	that	money.	You	know	
what	I	mean?		

9:50	

Q:	I	enjoyed	the	revision	review	cycle	setting	you	go	through,	and	now	that	I'm	self-employed,	
I	kind	of	miss	the	auditing	stuff	–	I	know	that	sounds	weird.	Because	auditing	was	always	
that	challenged	to	show	I	was	doing	it	right.	So	for	us	bookkeepers,	is	there	a	way	to	
implement	auditing	cycles	or	is	that	something	that	you	do?	

A:	You	mean	like	auditing	like	your	processes	and	stuff	like	that.	[Yes,	ma'am.]	Yeah,	you	do	it	
if	you're	solo	or	you	have	a	team,	I	would	do	it	regardless.	Because	you	want	to	always	
build	out	your	SOPs	for	the	day	you	hire	someone.	I	literally	wanted	to	be	the	only	one	
who	did	everything	until	I	realized	that	outsourcing	was	really	fun	and	that	I	didn't	have	to	
do	all	the	things.		

	 So,	even	if	you're	solo	or	you	do	have	a	team,	I	would	do	it	regardless	and	build	off	those	
processes,	even	if	you	don't	have	intentions	of	hiring.	You	would	be	surprised,	sometimes	
it	does	come	up	where	you	get	slammed	with	a	crap	ton	of	clients,	then	you	can	easily	pull	
that	stuff	out	and	say,	“Hey,	I'm	going	to	easily	onboard	you.”			

	

Q:	I	feel	like	I	have	great	processes,	as	long	as	I	don't	have	to	deal	with	any	clients.	And	then	
and	then	they	get	broken.	What	tips	do	you	have	for	building	-	I	don't	know	what	kind	of	
redundancy	-	but	that	ability	to	adjust	to	the	fact	that	you	didn't	get	documents	on	time,	
and	so	now	you've	got	this	process	that's	stuck	in	neutral.	

A:	I	think	that's	what	Ben	Day	is	going	to	be	talking	about,	right.	So	he's	your	expert	on	how	to	
implement	that	piece,	but	what	I	would	say	is	like	just	nudge	the	hell	out	of	them.	I	was	
literally	the	most	annoying	bookkeeper.	

	

Q:	But	I	mean	more	like	on	my	site,	when	I	get	frustrated	and	stuck,	you	just	set	those	aside	
and	move	on	to	other	things	or	do	you	have	a	loop	into	it?	

A:	I	just	stop	it	if	the	client	doesn't	want	to	give	me	the	information.	I'm	going	to	move	on	to	
the	clients	that	actually	want	their	info,	you	know	what	I	mean?		
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	 I	think	it's	all	about	like	how	you	want	to	build	it	out.	So	it's	like,	I	can	sit	here	and	tell	you	
how	to	do	it,	but	ultimately	what	I	would	suggest	is	just	do	what	makes	the	most	sense	for	
you.	Because	sometimes	I	cannot	move	on.	So	when	it	comes	to	processes	it	drives	me	nuts	
when	things	get	stuck.	So	I	feel	like	literally	my	brain	cannot	move	on,	so	just	try	to	work	
through	it.		

12:40	

Q:	I	know	you	have	email	templates,	set	up	for	like	all	the	regular,	normal	stuff	that	you	do.	
Earlier,	it	was	mentioned	that	a	drip	campaign	really	helped	sales.	What	is	a	way	to	stay	in	
front	of	your	clients,	set	up	those	drip	emails,	like	I	get	from	you?	Is	our	strategy	behind	
that?	How	do	you	come	up	with	topics,	and	things	like	that	to	do	a	drip	campaign?	

A:	Anytime	anybody	asked	me	a	question,	maybe	they	post	something,	or	maybe	they’re	a	
client,	or	they’re	a	prospect	your	on	the	phone	with	the	questions	that	they	have.	It’s	more	
likely	that	there's	someone	else	who	also	has	that	same	question,	right.		

	 So	typically	for	topics	we	would	just	do	them	based	off	of	what	people	were	already	
feeding	to	me.	When	anybody	asks	me	questions	on	anything,	I'm	throwing	it	on	a	
spreadsheet	somewhere	because	I	can	create	a	YouTube	video	on	it,	I	can	create	an	email,	I	
can	create	an	Instagram	post,	and	I	can	create	a	Facebook	post,	whatever	it	is.		

	 Typically,	it's	based	off	of	what	they're	giving	out.	They're	doing	it.	I'm	just	reporting	it.	
What	are	the	typical	questions	that	you	see?	Go	online,	you	can	research	articles	and	you	
can		just	find	random	things.	There's	this	website	called,	Answer	The	Public.	
https://answerthepublic.com/		

	 You	can	go	and	ask	questions	and	you	can	see	what	people's	typical	questions	are.	So	
typically,	that	kind	of	content	you're	just	building	out.	Same	with	blogs.	Same	with	
anything,	like	when	your	friends	and	family	come	up	to	you	because	they	know	that	you're	
a	bookkeeper	and	ask	you	questions.	Then	go	create	a	blog	on	how	to	do	it,	and	you're	
usually	teaching	the	‘why’	not	the	‘how,’	for	your	free	content.	That's	kind	of	how	it	goes	
because	you	want	to	make	sure	that	they	pay	you	to	actually	do	it.	

	

Click	Here	to	Return	to	Index			
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1.9	–	Getting	Everything	You	
Need	From	Your	Clients…Every	
Time	

Ben	Day	
Website:	https://lionsharebookkeeping.com/	

Summary:	The	real	problem	we	encounter	as	
bookkeeping	professionals	is	even	when	we	make	it	
easy,	clients	don’t	give	us	what	we	need.	This	isn’t	a	
bookkeeping	problem;	it’s	really	a	communication	problem	of	information	and	expectations.	There	
are	3	levels	to	get	all	you	need:	1)	The	Realist,	2)	The	Mindreader,	and	3)	The	Communicator.		

Ask	both	stupid	questions	and	smart	questions.	Become	a	trusted	advisor	by	asking	smart	
questions,	which	are	open-ended	to	learn	how	their	brain	works.	Create	Bio	Videos	of	each	client	
for	your	staff	(clients	don’t	see	them).	Have	an	onboarding	process	for	clients.	Use	a	personality	
profile	to	understand	them	better.	Ben’s	communication	process:	1)	Update	2X	per	week	via	
test/email,	2)	send	pre-recorded	videos	to	deliver	financial	statements,	3)	Invite	to	a	live	call	1X	
per	month,	and	4)	spontaneous	texts/calls	as	needed	based	on	the	client.		



86	

2:13	

If	you	don't	really	know	me,	Hi	my	name	is	Ben	Day.	I	own	Lionshare	Bookkeeping.	I	started	
Bookkeeper	Launch	in	2017.	Before	that,	the	closest	thing	I	had	to	a	real	boy	job	was	
bartending.	The	closest	thing	I	had	to	like	employee	benefits	was	a	free	meal	at	the	end	of	my	
shift,	but	only	if	we	got	enough	rewards	card	signups,	and	I	just	didn't	know	anything	about	
anything.	I	have	a	music	degree.	I	got	an	accounting	degree	that	I	didn't	use	before	
Bookkeeper	Launch.	In	no	way,	shape	or	form	am	I	an	extrovert.	I	like	to	bring	the	energy,	but	
I'm	going	to	curl	up	in	a	ball	after	this	is	over.	We	just	all	need	to	know	that	about	me.		

I'm	not	a	client	whisperer,	which	means	when	we're	looking	at	how	to	get	everything	you	
need	from	your	clients	every	time.	That	is	a	ridiculous	ask	and	I	am	very	excited	to	be	here	to	
kind	of	talk	you	through	what	that	looks	like	–	because,	truthfully,	we	need	everything.	I	tell	
clients	when	we	get	on	a	prospecting	call	and	they're	brand	new,	and	never	met	me	before;	I'll	
tell	them	it's	actually	in	my	proposal.	If	I	could	get	a	tattoo	on	my	forehead,	it	would	have	the	
words,	“I	like	too	much	information.”		

Then	the	next	two	or	three	times	that	I	meet	with	a	client,	I'm	just	pestering	them.	I'm	like,	
‘remember	face	tattoo’	and	they	get	it	and	they	give	me	everything.	But	this	is	what	we're	
trying	to	fulfill	here	today.	Let's	define	the	objective	here:	how	to	get	everything	you	need	
every	time.	

3:42	

What	Do	You	NEED	From	Your	Clients?	

• Receipts	–	the	busy	work.
• Statement	–	the	big	picture/reconcile	work.
• “Feedback”	–	the	unknowns	and	the	relationship.

We	deal	with	real	estate	so	there's	a	lot	of	like	loan	documents;	there	are	a	lot	of	purchase	and	
sale	agreements,	and	hundreds	of	pages	of	paperwork.	So	I	only	work	with	real	estate	
investors.	I’ve	never	bought	a	house,	not	one	time,	and	we	work	with	over	100	clients	across	
the	United	States.	If	you're	feeling	weird	about	picking	a	niche	or	feeling	the	imposter	
syndrome,	come	at	me	right	now	because	I	don't	know	what	I’m	doing.		

I	need	so	much	‘face	tattoo’	-	receipts	statements,	and	one	of	the	biggest	things	that	we	need	
every	time	is	for	the	client	to	talk	to	us.	We're	going	to	pay	you	1,000s	of	dollars	to	clean	up	
1,000s	of	dollars	a	month,	if	you	know	what	you're	doing	to	keep	the	books	solid,	but	then	
they	won’t	pick	up	the	phone	and	talk	to	you.	You've	got	simple	questions	and	they	just	don’t,	
right.	We’re	missing	that	feedback,	and	how	do	we	get	this?		

Sticking	with	this	theme	that	we	need	to	level	up	our	business;	what	are	the	pieces	that	you	
need	to	implement	in	order	to	get	everything	that	you	need	every	time.	The	three	levels	to	get	
everything	you	need	as	a	bookkeeping	professional	are	a	shoe	box,	a	checklist	and	a	phone	
call.	That's	it.	We're	done.	Q&A	starts	right	now.	Right,	yes	hilarious.		
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This	is	not	the	solution.	This	is	the	start	of	the	problem.	I	would	argue,	wholeheartedly,	that	
the	REAL	problem	that	we	encounter	as	bookkeeping	professionals	is	that	even	when	
we	make	it	easy	for	them,	they	don't	give	us	what	we	need.		

There	are	so	many	apps	and	solutions	to	get	the	stuff	that	we	need,	and	it's	all	awesome.	I	love	
technology.	I'm	28,	like	I’m	a	super	nerd	millennial.	There's	an	app	for	everything	and	I	have	
them	all.	

But	even	when	you	make	it	easy,	you	still	don't	get	what	you	need,	and	then	it's	like	pulling	
your	hair	out.	We're	bookkeepers,	we	don't	feel	good	unless	the	job	is	done	with	shoes	on	
right.	It's	like	we’ve	going	to	look	good.	And	then	we	just	like,	I	can't	reconcile	with	account	it's	
been	six	months	finally	-	stressful,	stressful,	which	is	why	I	write	out	the	face	tattoo	sayin,	‘I	
like	too	much	information.’		

Every	time	I	get	on	a	prospecting	call,	I	tell	them	that	I	believe	that	if	we're	on	the	phone	right	
now	and	you	need	a	bookkeeper,	you	don't	have	a	bookkeeping	problem,	you	have	a	
communication	problem	-	we've	got	an	issue	with	information.	I	will	say	this,	and	they	will	say	
it	to	me	and	they	probably	said	it	to	you.	We	are	just	saying	it	a	little	bit	differently,	right.		

What	we	hear	from	prospects	all	the	live	long	day	is	stuff	like	this,	“Man,	we	have	our	receipts	
–	they’re	somewhere,	but	nothing's	happening	with	them,”	or	“Man	our	bookkeeper	never	
talks	to	us,	or	when	they	do,	it's	like	talking	to	a	dictionary,	I	don't	understand.”	They	say,	
“Hey,	everything	was	great.	We	had	a	great	bookkeeper.	Something	happened,	I	can't	tell	you	
what	happened,	but	now	they're	the	worst.”	Right.		

6:53	

What	is	this,	just	so	we're	clear,	a	bookkeeping	problem	is	debits	and	credits.	That's	a	
bookkeeping	problem-	this	is	a	communication	problem	of	information	and	expectations.	
Where's	the	missing	piece,	there's	nothing	about	the	tax	law,	there's	nothing	about	accounting	
in	those	issues.	Absolutely,	100%	cannot	change	my	mind.	If	you	want	to	get	everything;	we	
have	to	solve	this	issue.		

There's	no	app	for	this,	right.	This	is	not	the	super	tactical,	Ben	Day	is	going	to	tell	you	all	
about	the	Google	apps	that	you	need	to	use.	We	can't	start	that	because	if	you	go	drop	an	app	
on	somebody,	you're	going	to	have	the	same	issue	where	you're	making	it	easy,	but	you're	still	
not	getting	what	you	need.	So	we	HAVE	TO	DO	this	work	first.		

So	the	real	levels	to	fixing	this	problem,	are	in	no	particular	order,	by	the	way	1,	2,	3	is	just	
easy.	I	fundamentally	believe	when	you're	growing	your	business,	everything	grows	at	
the	same	time	and	you	can	grow	too	much	in	one	direction.	So	we	have	to	grow	all	of	
these,	all	the	time.	This	is	not	a	newbies	have	one	issue	and	experienced	people	have	another	
issue.		

I	would	argue	that	experienced	people	have	the	newbie	issues,	more	than	ever.	And	so	we	
have	to	grow	all	of	these;	and	really,	the	reason	I	have	all	these	is	because	I	would	guarantee	
that	you	don't	have	all	of	these	problems	but	you	have	at	least	one.	I'm	going	to	help	you	with	
everything	because	I'm	an	overachiever,	so	we're	going	to	do	it	all,	right.		



	 88	

8:15	

The	Levels	of	Getting	Everything	

You	have	to	be	very	Real,	you	have	to	be	a	Mind	Reader	and	you	have	to	be	a	
Communicator.	You	want	everything;	you’ve	got	to	do	these	things.	I'm	being	inflammatory	
on	purpose.	With	the	mind	reader	thing	we'll	get	to	that,	because	that	is	not	our	job.		

• Level	1	-	The	Realist	
o Am	I	setting	the	right	expectations?	
o Is	this	my	opportunity	to	shine?	
o Am	I	using	my	clients	to	solve	a	“me”	problem?	

• Level	2	-	The	Mindreader	
o Collaborate	with	smart	questions.	
o Simplify	with	stupid	questions	
o Advise	with	finished	books!	

• Level	3	-	The	Communicator	
o Know	how	communication	works	
o Know	your	people		

8:30	--	

Life	as	a	Realist	

• Expectations	
o Busy	season,	life	event,	lost	in	an	email	
o Client	involvement	is	MANDATORY	

• Opportunity	to	shine	
o Trusted	advisor	
o Expanding	offering	and	niche	knowledge	

• “Me”	Problems	
o My	why,	my	motivation,	my	positivity	
o Gratitude	and	opportunity	

YOU	need	to	check	yourself.	First	things	first,	if	you're	being	a	realist	about	your	business,	
about	what	getting	everything	means	we	got	to	be	very	aware	of	what	it	is	that	we're	asking	
for.	Are	we	setting	the	right	expectations,	or	is	this	really	an	opportunity	for	us	to	shine	and	
it’s	just	coming	at	you	like	a	challenge?	Are	you	putting	undue	stress	on	your	relationships?	
There's	so	much	that	we	can	do	in	this	space	to	solve	a	very	particular	kind	of	‘getting	
everything	problem.’		

This	honestly	is	where	most	people	fall	apart.	I	fall	apart	in	this	space	every	day.	If	you've	
been	around	Bookkeeper	launch	for	long	enough,	what	we	know	about	people	is	that	people	
like	to	feel	important	and	they	like	to	feel	better	about	themselves.	This	is	like	the	
mantra;	this	has	Ben	Robinson's	back	tattoo.	It's	fantastic.		
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I	would	argue	that	there's	a	third	piece	to	this	equation	that	most	people	have	bigger	things	
to	do.	Most	people	feel	like	there	are	other	things	that	they	should	be	doing	than	answering	
your	email,	and	we	need	to	embrace	this.	And	you	need	to	embrace	it.	You	want	to	feel	
important.	You	want	to	feel	better	about	yourself.	You	have	better	things	to	do	than	
bookkeeping.	So	we	need	to	come	in	with	very	real	expectations	and	a	positive	mindset	on	
how	this	is	working,	otherwise	you	will	drive	yourself	insane.		

There	was	a	gentleman	that	was	asking	about	what	do	when	you	get	stuck	in	your	process.	
Keep	going,	like	it's	not	a	huge	problem,	they're	not	talking	to	you.	We	can	engage	that,	we	can	
try	to	solve	that.	We've	got	to	set	the	right	expectations.	The	reality	is	that	if	you're	going	to	
live	your	life	as	a	bookkeeping	professional,	there	are	very	real	and	authentic	ways.	We've	got	
to	have	good	expectations,	internally	and	with	our	clients.		

We	have	to	understand	that	stuff	happens.	In	the	last	six	months,	I've	had	two	clients	add	a	
family	member.	They’re	pregnant,	they've	had	their	baby,	and	it’s	awesome.	I've	had	three	
clients	get	a	divorce.	Those	two	circles	overlap	as	well	by	the	way.	It	is	ridiculous.		

Those	people	do	not	want	to	give	me	receipts	right	now;	that's	not	on	their	radar.	They	don't	
care	about	me,	they	know	that	I'm	there,	they	know	I've	got	their	back,	they've	got	bigger	
things	to	do.	Busy	season	exists,	life	gets	real.	You	cannot	let	stuff	like	that	pull	you	down.	
We're	again	bookkeepers,	completionists,	books	aren't	done,	I	haven't	done	my	job,	I’m	a	
failure.	Dude,	stuff	happens.	It'll	be	there	next	month,	just	keep	following	up	and	give	them	a	
nudge,	right.		

And	at	the	same	time,	you	also	have	to	set	your	expectation	with	your	client	from	day	
one.	You	have	to	be	involved.	How	much	you're	involved	is	entirely	up	to	you	and	how	much	
information	you	give	me	up	front;	you	can	give	me	all	of	the	information.	If	you	can	give	me	all	
of	the	information,	you	can	help	us	build	all	the	systems	upfront	I	need,	five	minutes	a	month.	
I	just	do	not	need	that	much	of	your	time,	but	you're	not	you're	not	getting	out	of	this.	I’ll	solve		
99.99%	of	the	problems.	But	dude,	I	need	you	to	answer	the	phone.	Day	one,	if	you're	not	into	
it,	it's	not	a	good	fit,	not	a	win-win	situation.		

The	other	thing	that	you’ve	got	to	be	aware	of	in	this	space,	while	we're	being	a	realist,	is	that	
sometimes	the	challenges	that	you're	encountering	are	an	opportunity	to	shine.	We	
work	with	real	estate	investors.	We	work	with	House	flippers,	HGTV	wannabes.	Right.	Some	of	
our	clients	will	go	to	Home	Depot	87	times	a	day,	and	I	need	all	of	those	receipts	and	the	truth	
is,	they're	fixing	multiple	houses	at	a	time,	so	it's	not	just	all	supplies,	it's	what	houses	is	that	
for?		

I	have	said	those	words,	more	than	any	other	words,	‘what	house	is	that	for?’	all	of	that	time,	
instead	of	expecting	your	clients	to	show	up	and	drop	all	of	these	receipts	on	you	87	times.	So	
many	contractors	are	not	even	making	the	trips	themselves	-	it's	their	team.		

Where's	the	opportunity	to	shine	here	is	figuring	out	how	we	can	cut	the	middleman	out.	Can	
we	go	sign	up	with	one	of	the	apps	we	have	with	expense	management,	or	can	we	get	directly	
connected	to	Home	Depot,	and	just	get	the	information	from	Home	Depot	itself,	instead	of	
asking	the	client	to	get	it	to	us?	Can	we	solve	this	communication	problem	by	just	cutting	the	
client	out	of	the	problem?		
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It's	the	same	thing	with	pulling	statements.	I	would	argue	that	99%	of	banks	and	credit	unions	
today	have	the	ability	for	you	to	go	and	log	in	and	pull	what	you	need.	And	if	they	don't,	then	
you	better	try	again.	It's	hard	to	automate	some	of	these	things,	but	if	you	don't	try,	call	the	
bank,	ask	for	the	admin	department,	ask	them-	don't	let	your	client	do	this.	They	don't	know	
and	they	don't	care.		

There	are	opportunities	here	for	you	to	begin	to	really	embrace	that,	and	live	your	life	as	a	
trusted	adviser.	That	one	Home	Depot	trick	has	saved	me	so	much	time	and	gives	me	so	
many	household	inclines.	You	just	wouldn't	believe,	because	we	took	the	time	to	figure	this	
out.		

The	last	thing	that	we	have	to	be	really	crystal	clear	on	is	‘YOU	problems.’	Your	client	is	not	
going	to	make	you	happy.	That	is	not	their	job.	It	is	not	their	job	to	fulfill	a	part	of	your	life.	
That	is	what	your	business	is	here	to	do.	Your	business	is	to	fulfill	your	life.		

The	were	a	number	of	times	that	I've	walked	into	a	client	meeting	on	a	bad	day	and	hoped	that	
the	client	would	make	it	better,	and	then	I	was	just	soured	by	the	end	because	it	was	just	
work.	That's	the	wrong	space	to	be	in.	That's	the	wrong	mindset.	You've	got	to	really	go	into	
service	and	understand	your	‘Why.’	Put	yourself	through	those	paces.	Make	sure	that	you're	
approaching	all	of	these	problems	with	gratitude	and	opportunity.	You	run	badass	businesses	
that	people	need	and	are	willing	to	pay	a	premium	price	for.		

We	can	figure	this	out.	We’ve	got	nothing	but	gratitude	and	opportunity	in	this	space.	When	
you	are	feeling	defeated	because	your	client	will	not	answer	the	phone,	you	got	to	remember,	
that	is	kind	of	a	‘Them’	problem,	and	it	is	your	opportunity	to	figure	out	how	to	solve	it.	And	it	
is	just	awesome	when	you	do.		

I'm	cruising	right	now	on	peak	energy,	this	is	so	important	to	me.	I	know	we	will	be	figuring	
out	your	‘why’	to	death.	It	is	so	important	and	you’ve	got	to	be	thinking	about	it	every	day,	
especially	as	you	grow.	Do	not	sleep	on	this.		

14:50	

Level	2:	Mind	Reader	

• Smart	questions	hard!	They	require	a	lot	of	brainpower	and	dedicated	time.	
• “Stupid”	questions	are	easy!	Answering	with	a	‘yes’	or	‘no’	is	the	quickest	way	to	

answer	a	question.	
• Learn	what	‘stupid’	questions	you	need	to	ask.	

Also,	we	kind	of	need	to	be	mind	reader's.	Let's	talk	about	this.	Whenever	you're	developing	
your	levels,	there's	a	level	of	understanding	your	‘Why’,	of	understanding	your	expectations	
and	you’ve	got	to	get	that	expectation	piece	set.	It’s	the	soul	or	core	of	what	you	have	
going	on.		

The	next	piece	is	more	the	logical	side.	You’ve	got	to	use	the	brain	to	figure	out	what	it	is	that	
we're	actually	asking	for,	and	how	we	can	eliminate	the	client	from	the	process.	All	of	these	
three	together.	
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I	like	to	be	a	mind	reader	by	asking	really	stupid	questions.	I	love	it.	We've	all	heard	it,	‘there's	
no	such	thing	as	a	stupid	question.’	It's	just	stupid	people	that	ask	questions.	I'll	be	stupid	all	
day.	I've	got	zero	problem	being	stupid,	however	if	I'm	going	to	be	stupid,	I	need	to	be	
smart	first.		

What	we	want	to	do	as	bookkeeping	professionals	is	the	deliver	finished	financial	statements	
that	are	pretty,	that	we	understand,	that	we	could	talk	about	for	hours	and	hours	and	hours.	
We	want	to	be	advisors.	If	we're	going	to	get	to	that	step,	we	got	to	have	the	information,	right.	
My	biggest	frustration	point	-	I	can't	deliver	a	mess.	I'll	look	like	a	fool,	or	look	like	an	idiot.	I	
look	like	I	don't	know	how	to	do	my	job	if	I	send	the	client	an	empty	profit	and	loss	when	I	
know	that	they	were	busy,	but	they	didn't	answer	my	questions	so	I	couldn't	do	my	job.	I	will	
look	like	a	fool,	so	I	better	just	not	do	anything.	We	hate	that.		

16:10	

Become	a	Trusted	Advisor	by	Asking	Smart	Questions	

How	do	we	bridge	the	gap	from	no	information	to	finish	financial	statements?	For	me	it	starts	
with	smart	questions.	Let	me	explain	to	you	what	I	mean.	Anytime	you	get	any	advice	on	like	
how	to	do	networking,	or	how	to	make	a	new	best	friend,	don't	ask	closed-ended	questions.	
Don't	ask	‘yes’	or	‘no’	questions.	Ask	them	big	questions.	Learn	how	they	tick	or	how	their	
brain	works.	I	tell	clients	on	our	prospecting	calls,	“We’re	going	to	be	best	friends	by	the	time	
this	is	over.	I'm	going	to	know	everything	about	you.”	

This	is	critical	to	my	process	as	a	trusted	adviser,	and	as	a	bookkeeping	professional.	I	
want	to	know	what	they	had	for	breakfast	this	morning	and	why.	I	want	to	know	what	their	
five-year	plan	is.	I	want	to	know	why	they	enjoy	going	to	art	museums.	I	want	to	know	
everything	about	them,	because	those	are	much	better	questions	than,	“Is	your	favorite	color	
blue?”		

It's	just	a	better	question	because	we	begin	to	learn	about	our	clients,	and	when	we	ask	them	
big	questions;	when	we	ask	them,	“Hey,	imagine	it’s	12	months	from	now	and	you're	
looking	back	on	our	relationship.	What	would	have	to	happened	in	that	12	month	
period	of	time	that	would	be	an	absolute	crushing	win	for	you?”		

You	ask	them	questions	like	that,	and	they	will	tell	you	-	everything	about	how	you	
communicate	with	that	client	comes	into	focus.	You	know	their	vision,	and	they're	excited	
about	working	with	you.		

You	also	begin	to	pick	up	on	how	they	like	to	communicate,	what	words	they	use,	are	they	like	
very	long-winded,	are	they	very	tactical	and	how	they	approach	things.	And	you	can	begin	to	
mirror	all	of	that	understand	and	how	that	is,	and	plug	that	into	the	logical	side	of	how	you're	
communicating	with	them.		

Once	I	have	that	information,	I	can	ask	stupid	questions	all	day.	I	can	ask	‘what	house	is	this’	
87	times,	because	I	know	I've	asked	the	smart	question	already.	I	know	I've	already	asked	
“Hey,	when	you	go	to	Home	Depot,	is	that	one	house	at	a	time,	or	are	you	working	on	multiple	
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properties?	What's	your	spending	like	-	are	you	using	different	credit	cards	for	different	
things?	Talk	to	me	about	how	you	figure	it	out.	Tell	me	the	strategy	of	your	business.”		

The	problem	with	this	is	that	smart	questions	are	hard.	It	is	hard	to	ask	a	smart	question,	but	
you	have	to.	And	I	would	argue	that	you	have	to	ask	these	as	early	as	possible,	use	your	
brainpower.	This	is	when	you're	building	the	relationship.	I	would	ask	these	up	front	so	that	
you	can	get	that	information.	Once	they	give	you	the	information,	compile	it	down.		

Bio	Video	--	18:25	

One	of	my	favorite	systems	and	processes	in	the	business	is	we	do	bio	videos	for	all	of	
our	clients.	Every	single	client	has	their	own	very	special	video	that	I	recorded	just	for	them.	
They	never	see	it	-	it's	for	my	team.	I	can	get	on	a	video	and	say,	“Hey,	we're	working	on	
Andrew’s	books.	Andrew	doesn't	know	how	to	read,	but	he	flips	five	houses	a	month.	I	am	not	
kidding.	So	what	we	should	we	not	do	to	Andrew	is	send	him	an	email.	Please	do	not	-	that	is	a	
waste	of	his	time.”		

So	we've	got	to	ask	the	smart	questions,	compile	the	information	down,	and	then	figure	out	
what	are	the	stupid	questions	we	can	ask	the	client	like,	“What	else	is	that	for?”	“You	got	a	
check	from	this	vendor,	and	in	the	past	that	vendor	has	been	for	performing...	Is	that	still	the	
case	with	this	one,	or	did	they	suddenly	start	lending	you	money	and	you	owe	them	interest?”	
It	happens.	Clients	are	weird,	right.		

This	is	how	we	begin	to	become	a	mind	reader	because	at	one	point,	you	knew	nothing	about	
them,	and	now	you	know	what	their	favorite	birthday	was	-	not	when	their	birthday	was	-	
what's	their	favorite	birthday	was.		

We	know	everything	about	them.	We	can	ask	stupid	questions	that	are	easy.	It	is	much	easier	
to	say	‘yes’	or	‘no’	to	something	than	it	is	to	me	to	give	you	my	life	story.	And	we	need	to	get	to	
that	level	of	simplicity	so	they	can	plow	
through	100	questions	in	five	minutes.	
Because	if	they're	going	to	be	out	of	pocket,	
we	need	to	make	it	as	easy	as	possible	for	
them,	and	for	us	to	get	them	back	and	
caught	up	again.		

19:50	

Onboarding	Clients	

• Lots	of	up	front	Live	time.	
• Yes	&	No	questions.	
• Summary	questions.	

When	we	onboard	clients,	our	
onboarding	process	mirrors	this	exact	
thing.	This	is	exactly	what	it	looks	like.	
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Every	client	is	a	little	bit	different.	It	is	a	waste	of	my	time	to	figure	out	all	of	the	accounting	
pieces	that	need	to	go	in	here.	When	what	I	really	need	to	know	is,	what	their	favorite	color	is	
and	how	they	spend	their	money.		

When	we	onboard	a	client,	the	first	thing	we	do	is:	They	sign,	they	pay,	I	get	on	a	call	with	him,	
and	I	ask	the	biggest,	smartest	questions	I	can.	In	that	onboarding	call	we:	

• Make	sure	that	their	bank	feeds	are	set	up.	
• We	start	asking	them	about	bank	account	access	to	make	sure	they	can	log	into,	or	

whatever.		
• Ask	as	many	smart	questions.	

A	15	minute	call	takes	me	an	hour	and	a	half,	because	I	want	to	know	everything	about	
them.	We	take	all	that	information	and	compile	it	down	into	a	bio	video	with	some	other	
frequently	asked	questions,	such	as	custom	procedures	or	whatever	we	need	for	that	very	
particular	person.		

I	hand	them	off	to	my	cleanup	crew	-	which	for	a	long	time	was	also	me.	And	my	cleanup	
crew	goes	through	and	they	clean	up	the	books	and	they	make	a	blend	of	smart	questions	
and	stupid	questions.	Then	they	get	on	a	call	and	they	ask	the	smart	questions;	they	ask	the	
stupid	question	and	we	filter	it	down.		

By	the	end	of	their	onboarding	process	I	can	look	at	their	books,	and	any	of	the	people	on	my	
team	assigned	to	their	file	can	look	at	their	books	and	know	with	98%	certainty	what	that	
thing	is.	We	do	not	assume	for	a	second	what	something	is.	We	always	ask	-	we	always	verify.		

We're	not	that	kind	of	mind	reader,	but	I	want	to	get	as	close	as	I	possibly	can	because,	once	
again,	if	you	can	get	that	close	you	have	an	opportunity	to	shine.	We've	got	an	opportunity	to	
take	this	from	98	to	100.	We	have	an	opportunity	to	automate	that	step;	getting	the	
information	ourselves	so	that	we	don't	have	to	ask	any	question	at	all.		

And	now	suddenly,	feedback	isn't	an	issue	for	us.	We	know	that	we	can	go	and	get	the	receipts	
-	they	give	them	to	us.	Maybe	we	can	get	the	statements	-	they	give	them	to	us.	We	have	the	
access,	and	if	we	don't	get	the	feedback	I	know	that	I	can	ask	a	couple	of	questions,	“Hey	what	
house	are	we	having	this	month.”	And	the	answer	is	98%	of	my	baggage,	right.	

Then	I	need	them	for	five	minutes	a	month	to	tell	me	all	the	other	weird	stuff	that	they're	
doing,	because	you	know	they'd	be	doing	weird	stuff.	This	is	information.	I'm	talking	about	in	
the	beginning	-	communication	problems.	They	don't	have	a	bookkeeping	problem,	they've	
got	a	“dude,	I	just	need	you	to	like	live	in	my	brain,	and	then	you	would	know	everything,	
right.”	

How	often	do	we	hear	that?	If	we	can	begin	to	both	set	the	right	expectations	we	need	them	to	
be	involved,	I	need	to	give	you	grace	when	you	need	grace,	and	we	can	begin	to	do	this	sort	of	
mind	reading	and	build	systems	and	processes	around	this,	to	make	the	actual	coding	and	the	
questions	in	the	Q&A	process	easier.	We're	on	our	way.	We've	got	information	and	
expectation	down.	Now	we	need	to	begin	to	make	this	as	efficient	as	possible.	I	mean,	
ridiculously	efficient.		
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22:35	

Level	3:	The	Communicator	

• Knowing	Communication	
• Knowing	Your	People	

	

What	We	Know	About	Communication	

• Different	for	everyone	
• Still	needs	to	happen	

o Consistent	
o Effective	(person	specific)	

So	now	we	become	the	communicator.	We	absolutely	have	to	know	how	communication	
works,	and	we	have	to	know	our	people.	Has	anybody	ever	been	like	in	a	communications	
class,	or	do	we	have	communications	majors	in	the	room?	Anybody	ever	do	that?	Alright,	so	
I’m	sorry	I’m	about	to	rain	on	your	parade,	and	I'm	going	to	give	your	whole	degree	away	in	
two	minutes.	I'm	pretty	sure	I	got	a	‘C’	in	this	class.	What	we	know	about	communication	is	
that	it's	different	for	everybody,	right.	

I've	talked	about	Andrew	before.	He	literally	taught	himself	to	read	over	the	last	four	years.	
It's	been	a	long	way	and	I'm	super	proud	of	that	dude.	But	it's	different	for	everybody;	I	
cannot	assume	that	an	email	to	Andrew	is	going	to	be	the	same	as	email	to	anyone	else.	It	has	
to	be	different	for	everybody,	but	it	still	needs	to	happen.		

The	last	thing	that	you	want	to	do	as	a	bookkeeping	professional,	is	get	paid	a	fat	check	and	
never	talk	to	your	client.	That	is	a	great	way	to	have	nasty	things	said	about	you	on	the	
internet,	right.	We	have	to	be	consistently	communicating	with	people,	and	it	has	to	happen.	
Let's	be	consistent,	and	it	has	to	be	effective.	It	has	to	be	person-specific.	I	do	not	have	nearly	
enough	time	to	talk	about	all	the	different	ways	that	we	can	measure	people	and	how	they	
work.	I	will	tell	you	that	a	lot	of	folks	are	a	big	fan	of	the	DISC	profile	-	it's	a	big	thing.	I	know	it	
mostly	from	different	coaching	programs	-	super	cool.	The	other	thing	that	I'm	an	absolute	
nerd	about	right	now,	for	no	reason	in	particular,	is	the	Enneagram.		

And	then	there's	stuff	like	the	Myers-Briggs	Personality	Test.	There's	like	buzzfeed	quizzes,	
like	what	flavor	of	apple	pie	are	you?	There's	all	these	little	ways	that	we	can	begin	to	
understand	people.	You	don't	have	time	for	that,	right.	I'm	not	here	to	give	you	homework,	I'm	
here	to	give	you	a	framework	to	begin	to	think	about	people.		

24:47	

So	the	X-Y	graph	of	how	I	like	to	profile	people	from	the	second	they	talk	to	me	moving	
forward,	is	this	right	here.	It's	the	Technology	to	Small	Talk	ratio.	How	comfortable	are	they	
with	just	shooting	the	bull	with	me,	and	how	comfortable	are	they	with	using	technology?		
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I	guarantee,	especially	if	you've	lived	in	the	Midwest	or	the	South,	you've	encountered	every	
single	one	of	these	people.	If	you've	ever	gone	to	see	your	southern	friends,	like,	did	the	
chicken	fried,	you	got	ice	cream	after	then	you	tried	to	leave.	Leaving	took	longer	than	the	
meal,	right.	You're	standing	there	with	your	bag	for	three	hours,	and	now	suddenly	we	got	to	
know	about	what	your	uncles	are	doing	-	like	it's	terrible.		

This	is	how	people	operate.	This	is	how	people	are,	and	how	we	can	meet	people	where	
they're	at.	If	they	want	to	small	talk,	you	should	probably	bake	that	into	your	proposal.	You	
should	probably	make	sure	that	every	time	you	get	on	the	phone	with	them,	you've	got	some	
cute	little	story	-	you	ask	them	about	their	kids,	because	they're	going	to	love	that.		

And	when	they	love	you,	they	talk	to	you;	when	they	talk	to	you,	you	get	what	you	need.	Same	
thing	with	people	that	hate	talking	to	people.	There	are	people	in	the	room	that	I	admire	who	
every	time	I	talk	to	them,	I'm	like,	‘hey	man,’	because	they	just	did	not	use	a	lot	of	words.		

There	are	people	that	are	terrible	with	technology.	I	can	tell	straight	away	when	I	get	on	a	
Zoom	call	with	somebody	and	they	can't	figure	out	their	camera,	but	they	end	up	emailing	me	
like,	“Hey,	can	I	just	call	you	instead,”	and	then	it's	just	like	a	Zoom	call	with	my	face,	and	
they're	on	the	phone	with	me,	and	that's	the	call.	I	love	that.	I	know	exactly	who	that	person	is.	
I	know	exactly	how	to	help	them.	I	know	exactly	where	to	meet	them	in	the	technology	
process.		

Profile	your	clients,	for	the	love	of	all	things.	Start	figuring	out	where	they	land	on	this	metric.	
Start	thinking	about	how	to	figure	out	your	people.	Every	person	is	different,	and	if	you	know	
in	your	heart	that	somebody	is	super	tech	savvy	and	loves	the	small	talk,	you	can	do	pretty	
much	whatever	you	want	to	get	ahold	of	that	client	and	they'll	get	back	to	you	-	they're	
capable.		
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That	is	a	very	small	box.	There's	a	lot	of	people	that	need	bookkeeping	help,	need	
communication	help,	need	information	help;	that	really	need	somebody	that	can	do	it	all	and	
can	help	them	understand	the	technology,	build	the	tech	stack,	do	the	bookkeeping,	talk	to	
them,	make	them	feel	good,	be	the	trusted	adviser.	You	can	check	all	those	boxes.	It's	just	
going	to	be	really	important	for	you	to	know	how	many	of	those	boxes	they	need	you	to	help	
them	check.	We've	got	to	know	our	people.		

27:20	

Our	Communication	

1) Update	2x	per	week	on	bookkeeping	via	email/text.	
2) Recorded	video	on	financial	performance	1x	per	month	in	portal.	
3) Invite	to	live	call	1x	per	month.	
4) Spontaneous	texts/calls	as	needed	based	on	the	client.		

When	I	communicate	with	a	client,	especially	when	it	was	just	me,	I	would	call	people	all	the	
time,	shoot	people	text	messages,	ad	hoc	well	I'm	working	on	their	stuff.	I'm	now	removed	-	
thank	the	Lord	for	my	bookkeeping	processes	-	and	I've	got	to	have	benchmarks,	I've	got	to	
have	KPIs,	I've	got	to	have	a		‘are	you	doing	the	work?’	It's	something	completely	different	to	
do	the	books	versus	communicating	with	the	client,	and	our	bookkeepers	have	to	
communicate.		

1)	So	when	we	communicate	our	process	right	now	(I'm	not	sure	if	I	love	it	or	hate	it	yet.	We'll	
see.)	is	that	we	talk	to	clients	twice	a	week	about	the	stupid	stuff.	We	go	out	of	our	way	to	
make	sure	that	we	ask	that	question,	and	we	automate	it	as	much	as	we	can.	I've	got	a	cute	
little	blurb	that	we	copy	and	paste,	that	says.	“Hey,	I	need	you	to	go	over	here	and	answer	
these	questions.”	And	“Hey,	I've	got	a	checklist	that	says	it's	time	for	you	to	send	me	this	one	
bank	statement	from	that	tiny	bank	that	I	want	you	to	break	up	with,	but	you	won’t,	so	I	need	
you,	twice	a	week,	we're	just	checking	in.”		

And	what	this	does	for	us	is	one,	it’s	super	easy	to	measure	if	my	bookkeepers	haven't	talked	
to	my	clients	this	week.	And	two,	it	lets	our	clients	know	that	we	are	actively	working	on	their	
stuff.	We	are	on	their	team.	I	need	them	to	know	that	we're	on	the	team;	that	when	something	
goes	sideways,	that	we're	there	for	them	and	we	can	help	catch	them	up.		

I	also	need	them	to	know	that	there's	an	expectation	that	they	participate.	I'm	going	out	of	my	
way	to	make	this	as	easy	as	possible.	I	don't	need	everything	every	week.	Some	of	our	
messages	are	like,	“Yo,	are	you	having	a	great	day?	Let	me	know	if	you	need	anything..”	I	want	
clients	to	feel	like	we're	on	the	team.		

2)	From	there,	just	throw	a	little	pizzazz	into	the	mix.	When	we	deliver	financial	statements	
to	clients,	it's	a	pre-recorded	video.	We	use	Loom	to	record	a	video	that's	anywhere	from	
10	to	15	minutes	long,	going	over	not	just	their	financial	statements,	very	quickly,	we	also	use	
a	couple	of	their	software	to	track	KPIs	and	show	the	client,	“Hey,	here's	how	you're	doing	on	
your	KPIs.”		
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I	tell	clients	when	we're	onboarding	them,	“You	can	watch	that	video	at	two	in	the	morning	
and	we'll	put	you	right	back	to	sleep.	That’s	not	what	it’s	there	for.	It's	there	so	you	can	get	the	
information	you	need,	without	feeling	like	you	have	to	commit	to	small	talk	with	me	for	an	
hour.”	Because	they're	busy.	Some	of	them	hate	that	nonsense.	They	really	want	for	us	to	do	a	
great	job.	They	want	to	be	in	great	hands.	So	that's	what	we	do;	we	do	pre-recorded	video.	

We're	doing	a	super	fancy	thing	right	now	where	we're	doing	slide	decks	inside	of	Canva	-	it's	
fantastic.	Whatever	you	do	to	automate	that	step,	so	that	you're	not	recording	80	videos	in	a	
course	of	four	days	doing,	right,	like,	automate	this	process	as	much	as	you	can.	We	do	this	to	
keep	our	clients	in	the	loop.	It's	my	face	and	my	voice	explaining	their	numbers,		

3)	We	always	invite	them	to	a	live	call	-	always,	always,	every	month.	If	you're	doing	
quarterly	clients	right	now,	bless	your	heart	that	you	talk	to	your	clients,	not	just	quarterly,	
they	want	to	hear	from	you	and	start	charging	them	for	monthly	also	-	break	up	the	quarterly.		

4)	Nothing	really	builds	relationships	like	this	spontaneous	text	or	phone	call.	If	you've	got	
people	that	aren't	connecting	with	you,	if	you	put	them	through	this	1,	2,	and	3,	you	put	them	
through,	“Hey,	I	am	updating	you	all	the	time	with	the	stuff	that	I	need.	I	know	that	this	isn't	
your	biggest	priority,	but	like	it's	been	six	weeks.	Could	you	maybe	give	me	five	minutes?		

You're	sending	the	videos	on	the	status	and	the	update	that	takes	you	minimal	time	and	
you're	inviting	them	to	the	live	person,	and	they’re	still	not	getting	to	you,	the	expectation	
here	is	that	you	actually	call	them.	We	got	to	actually	connect	with	the	client	to	say,	“Hey	
buddy,	what's	going	on.	How	can	I	help	you?	Am	I	overwhelming	you	right	now	with	what's	
happening?”	The	answer	is	probably	yes.	Probably.		

I've	had	clients	tell	me,	“Ben,	I	feel	like	every	time	you	email	me	you're	mad	at	me.”	“Ben,		
every	time	you	email	me,	it's	a	paragraph	of	an	email,	and	it	stresses	me	out.”	It's	the	second	
client	I've	ever	had.	They're	like,	“Ben,	you're	asking	too	many	questions.	I	feel	like	I	have	to	
carve	out	a	whole	afternoon	to	answer	them,	and	I	really	don't	want	to	do	that.	You're	
stressing	me	out…	my	therapist	knows	that.”		

We're	all	going	to	mess	this	up.	We	got	to	get	to	level	these	up	as	we	go	a	little	bit	at	a	time.	
However,	this	is	the	communication	piece.	This	is	where	we	get	tactical.	This	is	exactly	what	
we	need	to	be	doing.	I	would	strongly	encourage	you	to	have	some	sort	of	communication	
piece	that	looks,	not	exactly	like	this	-	this	is	a	lot.	My	processes	match	my	personality,	but	use	
something.		

31:50	

Once	again,	apps	don't	solve	problems.	Right	now	I	am	in	love	with	Keeper.	They're	a	
sponsor;	like,	this	talk	is	technically	sponsored	by	them.	I'm	not	up	here	to	sell	them	if	I	owned	
stock	in	Keeper,	I	will	tell	you.	I	want	to.	I	love	people,	it's	super	cool.	It	looks	exactly	like	this.	

We	use	ClickUp	as	a	workflow	software.	Our	clients	are	involved	in	it.	So	I	can,	in	the	course	of	
10	seconds,	copy	a	blurb	out	of	Keeper	that	says,	“Hey,	I've	got	questions	for	you.”	Send	it	to	
the	client.	When	the	client	clicks	through,	they	can	see	everything	going	on	in	their	books.	
They	can	see,	“Hey,	you	got	a	deposit.	I've	got	an	ask	my	account	right	now	it's	for	$65,000	
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What	in	God's	name	is	this,	because	you've	not	sent	me	a	single	piece	of	paper	and	I	have	no	
idea	what's	going	on.”		

Or,	“Hey,	you	went	somewhere	and	spent	some	money.	I	know	for	a	fact	this	is	probably	Home	
Depot	or	something	like	that,	please	take	a	look	at	it	and	send	me	an	answer.”	My	clients	can	
come	in	and	answer.	They	can	come	say.	“Hey,	here's	the	property	that	we're	working	on	for	
this	house,”	and	that's	it.	They	click	on	a	link	to	fill	the	thing	out.	It's	gangbusters	but	Keeper	
does	way	more	than	just	this.	This	is	my	favorite	part.	

Making	the	communication	piece	easier	is	what	it's	all	about,	because	we	don't	have	
bookkeeping	problems,	and	you	won't	have	bookkeeping	problems.	You've	got	incredible	
resources	in	the	course,	in	the	program	to	solve	any	and	every	accounting,	tax,	QuickBooks	
issue	under	the	sun,	right.	The	issue	that	you're	going	to	run	into	over	and	over	again	is	that	
the	clients	aren’t	giving	you	things.	We	would	like	you	to	be	smarter	about	how	you	ask	for	
them.	It's	easy	for	the	client,	and	how	you're	asking	for	it,	the	language	you're	using,	when	
you're	asking	for	it,	you're	in	touch	with	their	life.	They'll	give	it	to	you.		

And	if	they	don't,	there's	probably	a	very	good	reason	for	that.	You’ve	got	to	build	that	strong	
relationship.	Once	again,	Relational	Capital	is	what	it's	all	about.	If	the	people	love	you,	
they'll	let	you	know.	And	if	they	did	love	you	and	now	they're	not	letting	you	know,	they	
probably	don't	love	you	anymore	and	you	should	really	do	something	about	it.	

34:08	

Getting	Everything	

• Be	Real:	Set	and	honor	expectations	(on	both	sides).	
• Be	a	Mind	Reader:	Ask	smart	questions	(&	stupid	ones).	
• Be	a	Communicator:	Consistent	and	effective.	
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When	we're	talking	about	getting	everything	from	the	client	every	time,	there	are	levels	to	this	
and	you	got	to	grow	it	incrementally	as	you	go.	But	you	have	to	be	real,	first	and	foremost,	you	
got	to	understand	your	‘Why	‘	and	your	purpose.	Making	sure	that	you	own	that	process	as	
much	as	you	can	and	then	be	having	nothing	but	gratitude	and	grace	for	your	clients	if	they're	
not	giving	it	to	you	because	they're	having	a	bad	month,	or	a	bad	year.		

You	can't	be	lazy	about	this.	We	have	to	consistently	talk	to	our	clients	and	it	has	to	be	
effective.	When	we're	talking	to	our	clients,	we’ve	got	to	be	as	smart,	and	as	stupid	as	possible	
so	that	when	they	decide	to	engage,	when	they've	got	the	bandwidth	officially,	once	you	
connect	with	them	and	you're	like,	‘cool,	we're	going	to	build	momentum	again,’	that	is	the	
easiest	thing	in	the	world	for	you	to	get	caught	up,	because	that	is	the	scary	part.		

Clients	don’t	talk	to	you	for	six	months;	you	know	that	they're	behind	on	the	bank	statements,	
and	they	have	1,000s	of	transactions	they're	not	going	to	remember.	It's	going	to	take	you	
forever	to	ask	them	the	questions.	It's	going	to	be	more	time	-	it's	terrible.	Whatever	we	can	
do	to	simplify	this;	there's	no	perfect	solution.		

When	my	kids	heard	that	I	was	giving	this	talk,	they	all	laughed	at	me.	They	said,	“Ben,	we	all	
know	that	you	don't	get	it.	Who	are	you	to	do	this	talk?”		

And	this	is	the	answer:	You're	not	going	to	get	it	every	time	-	you're	not,	but	you	can	make	it	
as	easy	and	silky	smooth	as	possible,	so	that	when	people	get	behind,	when	life	happens	and	
you	can	show	up	as	their	advisor,	as	their	collaborator,	as	a	partner	in	crime,	or	their	best	
friend	who	has	too	much	information,	and	just	absolutely	crush	it	for	them.		

Or	you	can	just	ignore	him	-		like	who	am	I	to	tell	you	how	to	live	your	business.	You	can	just	
do	whatever	you	want;	cash	checks,	runaway	and	never	talked	to	them	ever	again.	You	get	to	
go	on	the	run,	change	your	name,	dye	your	hair,	and	that's	the	end,	right.	Like	you're	the	boss,	
you	can	do	whatever	you	want.		

In	no	way	shape	or	form	do	I	think	that	my	system	is	the	best.	(I	do,	but	I	don't	say	that	out	
loud.)	You	could	do	whatever	you	want.	My	genuine	hope	is	that	there's	one	piece	of	what	we	
have	talked	about	just	now,	that	you	can	take	into	your	business	and	help	you	level	up.	That's	
all	I	have	for	you.	

	

	

Click	Here	to	Return	to	Index			
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1.10	–	Getting	Everything	You	
Need	From	Your	Clients	Q&A	

Ben	Day	

	

0:02	

Q:	I	have	two	questions.	The	first	is,	do	you	use	any	
type	of	software	to	do	that	needling	like	twice	a	
week	to	get	information?	

A:	I	guarantee	you	that	there's	a	better	solution	than	what	I'm	using	right	now.	What	we	do,	
and	one	of	my	crippling	fears	is	that	we	ask	stupid	questions,	or	wrong	points,	right.	We	
ask	for	a	statement,	and	the	client’s	already	sent	a	statement.		

		 My	solution	to	that	right	now	is	that	first,	we	run	a	three	person	team	on	all	of	our	clients,	
junior	bookkeeper,	elite	bookkeeper	and	an	advisor,	effectively.	When	the	junior	
bookkeeper	is	asking	those	questions,	they’re	the	one	asking	those	questions	and	not	
some	app	that	could	get	it	wrong,	or	somebody	that	hasn't	touched	the	books	

	 What	that	means	for	us	then,	on	a	quality	control	side,	is	that	we	can	tell	if	the	books	
aren't	getting	done,	if	the	junior	bookkeeper	is	not	doing	their	job,	if	they	don't	pose	the	
question.	What	we	like	about	Keeper	is	that	it	is	good	to	copy	&	paste	the	blurb,	and	that's	
our	format,	but	I	don't	automate	that	piece	because	I've	had	clients	call	me	before,	and	
say,	“Dude,	why	are	you	asking	me	for	this.”		

	 I	can	see	it,	where	I	uploaded	it	right	now.	That's	a	bad	time.	It's	not	all,	some	of	you	think	
that	I'm	all	sunshine	and	then	I'll	tell	you	the	goods,		

	 So	we	don't	automate	that	separate	now	because	there's	nothing	more	frustrating	than	
having	somebody	ask	for	something	that	you’ve	already	given	them.	

	

Q:	My	other	question	is,	what	are	your	thoughts	on	charging	for	late	documents,	because	it's	
like	a	break	in	your	process	and	makes	you	inefficient?	

A:	So	part	of	that,	I	don't.	Part	of	that,	to	me	it	comes	back	down	to	expectation…	“You've	been	
dodging	my	calls	for	six	months	and	I've	been	doing	my	due	diligence	there.	And	now	you	
want	to	go	tomorrow	I'm	going	to	tell	you	no.	And	if	you	feel	weird	about	that,	then	we're	
done.”	Right.	It’s	either	win-win	or	we're	not	working	together.		

02:15	



	 101	

Q:	So	I	know	we	all	know	that	to	scale	or	to	build,	we	need	to	build	our	processes,	our	
standardized	things.	We	set	up	things	with	our	Google	Sheets	or	our	spreadsheets,	and	we	
have	a	system	that	we	want	our	clients	to	fit	into.	You	talk	about	meeting	the	client	where	
they	are.	Some	like	tech,	and	some	like	phone	calls.	Some	are	good	with	technology,	and	
some	are	not.	So	how	do	you	marry	those	two	things,	where	you've	got	a	business,	a	new	
system,	and	you	need	clients	to	cooperate	with	your	system,	but	you	don't	want	to	be	so	
strict,	so	how	do	you	marry	those	two	things?	

A:	So	I	think	there's	a	shift,	and	I'm	happy	to	be	wrong	about	this.	I	think	there's	a	shift	
between	when	you're	doing	it	all	yourself	and	you	have	a	team,	right.	You're	doing	it	all	
yourself	that	is	as	high	touch	as	you	can	get	and	most	of	you	aren't	charging	enough	for	
that.	But	that's	as	high	touch	as	it	can	get,	and	there	you	can	have	really	specific,	like,	‘No,	
we	only	call	this	person,	we	only	text	this	person,	good	Lord	never	email	this	person	at	
this	email	address	because	they	will	be	so	mad	for	no	reason	at	all.’	

	 Those	kinds	of	things	exist.	For	me,	what	you'll	notice	is	that	I	do	everything	now.	We	
leave	nothing	to	chance.	Part	of	the	reason	I	like	ClickUp	so	much	is	that	when	I	post	in	
their	workflow,	it	sends	them	an	alert	on	their	phone,	and	an	email,	and	it's	in	ClickUp,	so	
I	know	that	I'm	getting	them	on	all	the	possible	written	word	platforms.	Then	it's	just	
video	and	calling	people	at	that	point.		

	 If	you	don't	have	a	team	or	you	don't	have	the	desire	to	be	as	thorough	as	I	am,	you	can	go	
the	high-touch	route,	but	for	us,	the	standardized	process	is	to	get	them	everywhere.	Do	
not	leave	them	alone,	wherever	they're	at.	They're	in	a	phase.		

4:00	

Q:	When	you	have	a	client	that	you	know	is	having	a	very	tough	time	for	several	months,	and	
you're	not	getting	what	you	need.	What	would	be	your	best	strategy	to	help	them	get	back	
on	board?	

A:	People	like	to	feel	important	and	people	like	feel	better	about	themselves.	So	the	first	thing	
you	should	do	is	love	that	person,	right.	Make	sure	that	they	know	that	you	are	on	the	
team,	cuz	like,	the	last	thing	you're	going	to	do	is	come	and	beat	them	up.	We	really	feel	
for	our	clients	and	they're	struggling	when	they	have	a	bad	time.		

	 So,	again,	just	remind	them	of	the	expectation.	I'm	on	your	team.	If	this	is	like	a	
legitimately	bad	time.	Go	fix	it.	I	will	be	here.	If	you'd	like	to	spend	an	hour,	an	hour	and	a	
half,	two	hours	or	an	afternoon	together,	figuring	out	how	we	can	solve	all	these	problems	
at	one	time.	And	hold	this	part	down	so	it's	not	being	a	burden	to	you	as	you're	dealing	
with	the	nonsense	that	you're	dealing	with	the	nonsense	that	you’re	dealing	with,	then	
let's	do	that.	I	will	make	time	of	my	schedule	for	you	so	that	you	can	do	what	you	need	to	
do,	and	we	can	automate	this	part	of	the	system.		

	 So	effectively	what	that	means	is	that	I'm	doing	my	best	to	love	that	person,	and	put	them	
back	in	my	onboarding	process.	I	want	to	go	and	ask	a	bunch	of	smart	questions	and	
really	see	if	there's	something	in	the	process	that	we	can	change	that	puts	less	stress	on	
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that	person	so	that	we	can	get	the	stuff	that	we	need,	and	show	up	for	them	in	a	very	
meaningful	way.	

5:35	

Q:	When	you	were	transitioning	from	being	sort	of	a	one-man	shop,	and	doing	all	the	high	
touch	just	yourself,	to	having	a	team	and	having	a	transition	from	one	communicator,	
myself,	to	multiple	communicators.	How	did	you	manage	that	transition	with	your	clients	
and	how	do	you	communicate	that	there's	going	to	be	multiple	communicators	with	them	
when	you're	bringing	new	clients	on	board?	

A:	Sure,	poorly,	is	the	answer.	You're	not	going	to	get	it	right.	Do	your	best.	You're	going	to	get	
them	wrong	first.	Look,	our	clients	or	business	owners,	they	recognize	full	well	that	I’m	a	
business	owner.		

	 So	I	look	at	them	and	say,	“Hey,	we're	scaling	up,	and	it's	not	going	to	be	just	me	anymore.	
I'm	involved.	I'm	very	involved.	You	can	call	me	anytime.	I	know	you	like	the	back	of	my	
head.	This	is	Lance.	Lance	is	the	bomb.	Lance	is	going	to	start	asking	you	questions.	I'm	
looking	at	the	questions	Lance	is	asking.	If	Lance	has	dumb	questions,	feel	free	to	say,	
“Hey,	that's	a	dumb	question.”	Right,	because	of	the	relationship.		

	 Now,	what	that	means	is	that	Lance	asks	a	ton	of	dumb	questions.	Like	we	build	the	
system	we	build	the	processes,	things	get	through,	and	nuances	are	weird.	The	point	is	
that	you	catch	it	and	you	document	it	and	you	fix	it.	Clients	are	going	to	understand.	If	
they	don’t,	they’re	not	your	client	any	more.	That's	it,	but	we’ve	got	to	grow	together.		

7:35	

Q:	I	started	my	business,	a	month	ago.	I	have	one	client.	I	can	give	her	first-rate	service	right	
now.	She's	just	everything	to	me	right	now.	Right.	And	she	takes	full	advantage,	because	I	
get	at	least	one	email,	two	texts,	and	phone	call	every	day.	So	I've	got	the	opposite	
problem	here.	My	question	is	this,	eventually	I	got	nowhere	to	go	but	up,	so	I'm	going	to	
keep	building	clients.	How	do	I	manage	her	expectations	on	my	time?		

A:	It's	all	about	that	expectation,	right.	Tell	them,	“If	you	want	a	full-time	bookkeeper,	it	starts	
at	$4,000	a	month.	We	aren’t	a	full-time	bookkeeper	for	you,	but	we’re	providing	this	
service	–	plus	some,	because	we're	awesome.	So	we're	charging	you	this	flat	rate,	fixed	
monthly	fee,	but	that	should	mean	to	you,	that	if	you	want	me	full	time...	“		

	 There's	another	piece	to	this	though,	that	is	worth	talking	about.	This	is	an	opportunity	
for	you	to	shop.	Because	right	now,	you've	got	one,	and,	and	it's	exciting	and	it's	new	and	
they're	running	you.	I	would	run	with	them,	building	systems	as	you	go.	They're	going	to	
be	in	your	onboarding	stage	until	you	get	your	second	client,	you've	got	to	know	
everything	about	them,	document	everything	to	get,	like,	get	into	the	habit.	See	how	much	
you	can	systemize,	and	then	at	some	point,	either	the	questions	will	stop	because	they're	
no	longer	nervous,	which	might	be	why	they	talk	to	you	all	the	time,	or	questions	won’t	
stop	and	you	get	back	to	them	say,	“Hey,	listen.	We	have	an	agreement	for	monthly	
connections	and	monthly	bookkeeping.	It	really	feels	like	I'm	doing	daily	bookkeeping	
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right	now,	and	our	price	needs	to	reflect	that.	And	then	you	can	begin	to	navigate	that	
conversation	or	maybe	they	really	want	weekly	for	$1,200	a	month,	and	now	you're	off	to	
the	races	again,	or	whatever	it	is.	

	 I	would	especially,	if	it's	your	first	or	it's	your	first	couple,	that's	an	opportunity.	Don't	go	
smacking	people	around	when	you	don’t	have	the	processes	yet.	Use	them	like	a	guinea	
pig	to	build	it	out.		

	

	

Click	Here	to	Return	to	Index			
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2.0	Day	2	

2.1	–	The	Rise	&	Fail	of	
Business	

Jan	Haugo	

Summary:	Jan	shared	her	background,	career	
evolution,	and	the	lessons	she	learned	in	the	
process	through	her	failure.	There	are	multiple	
types	of	failure:	1)	Experimental,	2)	Unavoidable	
–	outside	your	control,	and	3)	Glorious	–	this	is	
when	you	know	deep	down	that	something	is	not	going	to	work	out,	but	you’re	sure	you	can	make	
it	work.	Key	pivots	from	failure	are	it	causes	change,	and	you	need	to	do	something	else.	Use	
failure	to	succeed	–	learn	from	your	mistakes	by	doing	retroactive	thinking	and	reflecting.	We	are	
products	of	our	failures.	When	you	have	consistency,	you	have	confidence.	If	you	never	know	
failure,	you’ll	never	know	success.	Talk	better	to	yourself,	be	positive	and	believe	‘you’ve	got	this!’	
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4:52	

It	makes	me	just	so	proud	to	see	you	all	sitting	here	just	knowing	that	we	come	together	as	a	
community	to	be	in	a	group	of	like-minded	people.	To	raise	the	bar	and	raise	the	limit	is	just	
my	dream,	and	knowing	that	Ben	has	done	this	with	our	community.	Gabrielle,	everyone	that	
has	put	in	their	efforts,	you	guys	just	don't	know	how	much	my	heart	is	happy	right	now.		

I	started	this	topic	a	year	ago	and	I'm	calling	it	the	Rise	and	Fail	of	Business.	And	when	I	
started	this	topic,	I	think	it	says	in	the	bio	of	it,	that	it's	a	TEDx	talk	about	my	life,	and	when	I	
read	that	the	other	day	I	thought,	‘how	arrogant	is	that?’	But	I	can	actually	talk	about	my	life	to	
you	guys	because	honestly	TedX,	first	off,	that's	amazing,	but	secondly,	it	just	seems	like,	I	
don't	know	any	more	than	you	do.	The	difference	is	I'm	up	here,	and	you're	down	there,	but	
every	one	of	you	can	be	up	here.	So	today	we're	going	to	take	it	a	little	bit	differently	because	I	
got	nervous	when	I	started	thinking	about	that.		

I'm	not	presenting,	because	when	I	say	presenting	I	get	these	little	feelings	in	my	stomach.	If	I	
think	about	that	I'm	just	having	a	talk	with	my	friends,	which	is	what	you	are,	then	I'll	be	fine.	
So	that's	what	we're	going	to	do	today.	We're	going	to	talk	about	certain	things	that	have	
happened	in	the	industry.	And	I'm	not	going	to	get	nervous	and	you	guys	are	going	to	cheer	
me	on	and	we're	going	to	just	make	this	a	great	day.		

6:40	

Jan’s	Background	

• Helped	create	standardized	recognition	and	certification	for	global	bookkeepers.	
• Implemented	and	worked	with	several	Regional	and	National	accounting	and	

bookkeeping	firms.	
• Leads	the	industry	into	new	technology.	
• Written	many	articles	for	industry	publications	such	as	Intuit	blogs,	Entrepreneur.com,	

Insightful	Accounting,	and	Accounting	Today.	

This	first	slide,	I	actually	didn't	want	this	up	here,	but	since	it's	up	here	we're	going	to	talk	
about	it.	So	I	helped	create	standardization	and	recognition	for	certification	for	bookkeepers	
across	the	world.	When	I	was	with	ICB	I	helped	bring	certification	to	Australia,	Malta,	
Germany,	and	we	opened	up	in	New	Zealand's.	What	that	means	is	that	bookkeepers	didn't	
have	a	standard.	Bookkeepers	were	just	kind	of	left	out.	And	I	thought,	‘No,	we	need	
recognition.	We	need	to	know	that	we	can	achieve	hard	work	and	we	need	to	be	certified	to	
show	we	raise	our	level,	we	raised	our	bar.’	CPAs	get	certified.	We	do	as	much	work	as	they	
do.		

My	goal	was	pretty	lofty	goal,	was	to	create	certification	across	United	States.	And	I	was	
going	to	do	it	by	myself,	and	I	actually	thought	that	I	can	do	this	and	I	can	kick	some	butt,	but	
then	I	met	this	guy,	Ben.	And	it	just	kind	of	skyrocketed	from	there.	He	was	going	to	teach	and	
I	was	going	to	certify.	I	have	never,	ever	in	my	life	seen	such	an	amazing	program	for	
education	than	what	Ben	Robinson	has.	
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And	you	can	do	it	from	home.	You	can	do	it	when	your	kids	are	sleeping,	or	you're	in	between	
your	jobs.	Honestly,	it's	a	lifestyle	change,	but	it's	hard	work.	How	many	of	you	have	gone	
through	his	class.	Yeah,	look	at	this	frickin	amazing,	but	the	thing	is	you	know	it's	not	easy,	
right.	What	side	do	the	debits	go	on?	What	side	do	the	credits	go	on?	That's	the	basic	stuff.	The	
hard	stuff	he	teaches	you	is,	“How	to	talk	to	clients,	how	to	get	clients,	how	to	network,	how	to	
move	up,	how	to	level	up.’	And	that's	the	part	that's	missing	for	most	of	the	classes.		

I	ended	up	taking	a	lot	of	information	from	Ben	and	learning,	but	I	also	decided	I	can	do	this	
across	the	country.	So	I	worked	with	several	national	CPA	firms	in	several	regionals	and	I	
went	through	and	I	created	processes,	organization	and	workflow,	and	what	that	really	
started	to	tell	me	was	the	CPAs	are	not	any	better	off	than	what	we	are.	They	don't	know.	They	
don't	have	it	figured	out.	They	hire	people	who	know,	right.		

What	that	means	is	that	when	we're	out	there	looking	for	clients,	we're	looking	for	jobs	and	
we're	trying	to	move	it	to	the	next	level.	People	are	hunting	us	because	we've	got	it	figured	
out,	going.	So	I	think	the	thing	is	that	it's	all	about	sometimes	giving	yourself	a	little	boost;	a	
little	bit	of,	‘I	got	this.’		

One	of	the	other	things	that	I've	always	done	is,	all	of	those	vendors	that	you	see	out	there.	
They're	all	my	friends.	Even	Larry	is	one	of	my	best	friends	in	the	industry,	Josef,	Bob,	all	of	
them.	I	started	with	them	before	they	got	going	in	our	industry.	I	gave	them	feedback.	I	gave	
them	pointers,	slapped	their	hands	a	couple	times.	The	thing	is	I	told	them	that	this	is	not	
what	the	people	who	use	your	software	want.	Stop	making	it	pretty	and	giving	us	bells	and	
whistles	we’ll	never	use	-	make	it	functional.		

So	one	of	my	passions	is	to	make	sure	that	we	end	up	having	software	we	can	work	
with.	And	that	is	your	gift	back	to	the	vendors	-	give	them	good	feedback.	Tell	them	you	want	
products	that	you	can	work	with,	because	this	is	part	of	our	role	in	the	industry.	Everybody	
makes	great	software.	It	looks	awesome.	I	would	buy	anything	from	the	software	salesmen,	
and	I'm	not	kidding.		

I	wrote	an	article	called,	‘I'm	an	App-oholic.’	It's	based	on	the	12	Steps,	and	the	first	step	is	to	
admit	you	have	a	problem.	But	the	thing	is	that	it	was	my	job	to	give	back	to	my	community	to	
help	make	better	for	all	of	us.	I've	written	a	few	articles.	I'm	an	App-oholic	is	one,	but	there's	
others	out	there	and	you	can	search	for	them.		

There	was	one	that	I	was	questioned	on,	on	Entrepreneur,	and	they	asked	me,	“What	is	the	
number	one	thing	you	would	tell	bookkeeping	professionals	in	the	industry,	if	you	
could?”	and	I	said,	“It’s	to	be	creative.”		

And	the	person	who	was	interviewing	me	laughed	at	me	and	said,	“Creativity	and	accounting	
don't	go	hand	in	hand.”		

“You	don't	know	the	bookkeepers	and	accountants	that	I	do,”	but	you	know	we're	pretty	darn	
creative.	That’s	something	that	you	have	to	think	about	as	we	move	forward;	as	we	move	into	
this	next	generation	this	next	technology,	you	need	to	think	about	creativity.		
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11:47	

Jan’s	Evolution	

• Worked	10	years	for	her	B.S.	in	Accounting	
• Single	parent	of	2	and	4	year	olds.	
• Had	to	learn	to	work	with	no	sleep	and	no	Internet	
• Worked	in	a	CPA	firm	–	helping	‘the	man.’	
• In	2000	I	started	my	own	business	with	two	clients.	
• Spent	12-hour	days	servicing	clients	and	my	team.		

What	I	really	wanted	to	start	my	slides	off	with	was	this,	my	evolution.	It	took	me	10	years	to	
get	my	degree	in	accounting.	My	goal	was	to	graduate	with	my	degree	in	accounting	before	my	
kids	graduated	from	college,	and	I	beat	it	out	by	one	year.		

I	was	a	single	parent.	I	had	a	two	year	old	and	four	year	old.		I	went	to	school.	I	worked	and	I	
supported	them.	I	think	a	lot	of	you	do	this;	you	have	to	learn	how	to	work	with	no	sleep,	
right,	especially	when	you	have	little	kids,	because	we	don't	get	a	lot	of	sleep.	But	if	you're	
going	to	keep	a	goal,	you	need	to	move	forward.	I	did	all	of	that,	but	there	was	no	Internet	
when	I	started	this,	and	I	think	this	depiction,	kind	of	looks	about	right.	He	started	it	back	in	
the	cave	days,	but	you	learn	to	do	it,	you	learn	to	get	through	it.	I	also	worked	in	some	CPA	
firms,	and	what	I	call	helping	‘the	man’	and	here's	the	reason	why.	If	any	of	you	worked	in	a	
CPA	firm	you	know	that	you	track	your	time	every	6	minutes,	right.	Why	not	10.	Why	not	5,	
but	6,	but	we	do.		And	so,	in	a	firm	like	that	we	ended	up	not	thinking	about	the	people	that	
we're	talking	–	we	end	up	thinking	about	our	time.		

So	if	I	got	caught	on	the	phone	talking	to	someone	about	their	grandmother	that	had	just	
passed	away,	or	their	struggles	that	they're	having,	and	like,	getting	their	bills	paid,	or	that	
they	don't	have	enough	cash	flow.	I	had	to	listen	to	that	and	they	had	to	charge	them	for	it,	and	
I	just	didn’t	think	that	was	right.	

My	CPA	firm	that	I	work	with,	I	was	on	that	QuickBooks	DOS	that	Ben	mentioned	back	in	
1983.	They	would	send	me	out	to	teach	the	small	business	owner,	or	get	their	books	
straightened	out.	And	the	thing	is	that	at	the	end	of	the	day,	the	CPA	didn't	care	what	the	
books	looked	like;	they	wanted	them	as	a	tax	client.	So	I	was	a	sales	and	marketing	machine.	
And	I	just	felt	like	I	was	doing	a	disservice,	so	I	left.	I	thought	I'm	not	going	to	work	with	‘the	
man’	anymore.	I'm	going	to	work	for	myself,	like	this	is	going	to	be	great.	I	know	what	I’m	
going	to	do.	So	I	started	my	own	business.		

Well,	I	had	two	clients.	It	wasn't	really	a	business;	it	was	just	me	going	around	to	the	job.	Let's	
just	face	it	–	it	was	a	job.	But	the	way	that	we	did	is	-	I'm	from	Phoenix,	Arizona	and	the	way	
we	would	do	it	is	we	would	get	in	our	car	and	drive	around.	It's	a	big	valley,	so	I	could	be	on	
one	side	to	the	other	side,	and	that	would	take	me	an	hour.	That	cut	down	on	the	amount	of	
time	I	could	service	my	clients.		

So	what	I	ended	up	doing	is	getting	a	team.	I	had	a	couple	of	people,	who	worked	with	me,	and	
they	did	the	same	thing.	So	we	were	driving	from	one	account	to	the	next	account,	and	we	
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could	have	three	or	four	accounts	in	a	day.	That	was	three	to	four	hours	of	driving	a	day.	The	
rest	of	the	time	was	working	on	maybe	one	or	two	accounts,	three	or	four	hours	at	a	time,	but	
if	you	think	about	it,	that's	not	scaling,	right.	I	can	only	serve	an	X	amount	of	clients	at	a	time.		

15:02	

Jan’s	Evolution	of	Business	

• 2010	–	Intuit	Accountants	Council.		
• 2011	–	Lost	my	clients	to	cloud	solutions.	
• 2014	–	Lost	my	mom	to	cancer.	
• 2015	–	Took	a	job	with	ICP,	but	kept	my	clients.	
• 2016	–	Named	one	of	the	most	power	women	in	accounting.	
• 2017	–	Left	a	job.	
• 2018	–	Reformatted	my	company,	and	my	daughter	came	to	work	for	me.		
• 2020	–	Took	a	job,	but	this	time	I	don’t	have	my	clients	

Awards	&	Recognitions	

• 2014	–	Hubdoc	Top	50	Cloud	Accountants.	
• 2016	–	25	Most	Powerful	Women	in	Accounting.	
• 2018	&	2021	–	Practice	Admissions	Top	50	Women	in	Accounting.		

So,	we	ended	up	thinking,	“What	does	this	lead	up	to?”	Well,	it	leads	up	to	my	evolutions.	In	
2010	I	was	appointed	to	the	Intuit	Accountants	Council,	and	that's	when	my	eyes	were	
opened.	In	2011	I	started	moving	my	clients	to	the	cloud	and	I	lost	quite	a	few	of	them,	
because	in	2010	what	is	the	cloud,	right?	It's	really	just	dial	up,	you	know,	going	into	LogMeIn	
and	working	on	a	desktop,	so	it's	nothing	really	special.	It's	just	that	I	didn’t	have	to	drive,	
which	means	I	could	work	on	more	clients.		

But	I	did	that	because	my	mom	was	sick.	And	my	mom	had	cancer.	So	I	did	that	to	be	with	her.	
So	when	Ben	was	talking	about	life	&	work.	I	made	a	choice	to	work	on	my	life.	I	lost	a	lot	of	
my	clients	at	that	point.	We	had	about	120	clients,	and	we	lost	most	of	them.	I	lost	my	mom,	
and	that	was	kind	of	a	crazy	year	because	I	was	in	2014	I	was	Hubdocs’	top	public	cloud	
accountants.	There	were	50	of	us.	So	that	was	a	great	recognition.	

So	then	in	2015	I	took	a	job.	And	I	took	this	job	thinking	I'm	going	to	change	the	world	and	
that	was	the	job	I	took	with	ICB,	knowing	that	we're	going	to	do	global	certifications;	that	I	
was	going	to	bring	certification	to	the	United	States,	and	I	started	kicking	butt	and	taking	
names.	The	thing	is,	is	I	never	let	go	my	clients,	I	still	have	that	piece	of	it	-	about	35-40	clients.	
But	I	also	took	some	jobs	with	ICB.		

And	in	2016	I	was	named	one	of	the	25	most	powerful	women	in	accounting.	It	didn’t	count	
because	there	were	28	of	us	up	on	the	stage.	But	honestly,	I	thought	well	this	is	great.	This	is	
really	good.	
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But	then,	you	know,	it	wasn't	the	right	job	for	me,	it,	it	helped	me	bring	some	visibility	to	our	
industry,	but	it	wasn't	the	right	job.		

In	2017	I	left,	and	then	in	2018	I	started	reformatting	my	company,	and	my	daughter	came	to	
work	with	me.	She	was	amazing.	If	you	ever	get	an	opportunity	to	work	with	your	family,	do	it,	
you	might	want	to	strangle	them	and	kiss	them	at	the	same	time,	but	it's	so	good.	I	can't	even	
tell	you.	And	she's	not	even	an	accountant,	she's	a	nutrition	major.	Right.	But	again,	creativity,	
you	got	to	go	back	to	it.		

So	then	in	2018,	I	was	named	Practice	Admissions	Top	50	Women	in	Accounting,	and	again	in	
2021,	and	they	can	count.	They	actually	have	50	on	each	side	just	so	you	know.	But	the	thing	is	
that	I	kept	my	clients	the	entire	time.	I	kept	my	business.	I	kept	it	growing	in	membership.		

But	in	2020	I	ended	up	taking	a	job.	But	this	time	I	don’t	have	my	clients.		

So,	I	looked	up	and	I	was	thinking	about	it.	I'm	an	entrepreneur.	You	guys	are	entrepreneurs.	I	
looked	up	what	entrepreneurship	means,	and	what	it	really	means	is	get	your	butt	out	
of	bed	and	work	your	ass	off,	right.	Because	honestly,	at	the	end	of	the	day	when	we	talk	
about	how	hard	we	work,	people	don't	see	that.	They	don't	know	what	we	put	into	it.		

That	list	that	I	showed	you	of	what	I've	done	and	where	I’ve	been.	It's	no	different	than	any	of	
yours.	You	have	all	worked	just	as	hard	as	I	have.	You've	put	in	the	time,	you've	had	struggles,	
you’ve	have	successes,	everything.	That	kind	of	makes	you	get	out	of	bed,	right.	But	what	I've	
learned	is	that	there's	failure	in	business	and	when	we	start	our	businesses,	we	think	we're	
going	to	be	a	great	success	–	we	know	it.	We	don't	think	about	failure	and	that	never	enters	
into	your	mind	-	you're	going	to	fail.		

19:24	

Multiple	Types	of	Failure	

• Experimental	failure		
• Unavoidable	failure		
• Glorious	failure	–	this	is	when	you	start	something	and	you	know	deep	down	it’s	not	

going	to	work	out.	For	example,	when	I	took	a	job	with	ICP,	but	never	gave	up	my	
company.			This	can	also	happen	when	you	take	on	a	new	client	and	you	know	deep	
down	that	they	won’t	work	out.	You’ve	got	to	learn	to	pivot.	

And	so	I	looked	up	the	definition	of	failure,	and	that	means	‘the	lack	of	success.’	So	it	just	
means	that	you	just	didn't	achieve	your	success.		

As	I	was	thinking	about	it,	I	kept	thinking	that	there	are	multiple	types	of	failure.	There's	
one	I	call	experimental	failure,	and	this	is	the	one	that	you	know,	when	you	try	something	
and	it	doesn't	quite	work	out	-	whether	it's	a	new	piece	of	software,	or	it's	an	employee	who	
doesn't	work	out.	So	we've	got	different	types.		
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Just	recently	QBO	needed	a	client’s	backup	files.	It	was	messing	up	the	data	and	they	kept	
thinking,	‘Well,	I'm	just	going	to	try	on	the	Intuit	line	and	they	set	for	me	to	do	it.	How	many	of	
you	call	into	tech	support?	Okay.		

Now,	I	mean,	I'm	not	saying	I'm	older	than	you,	but	I'm	old.	I'm	used	to	a	person	talking	to	me	
and	listening	and,	you	know,	answering	questions,	but	they're	reading	from	a	script,	and	
they’re	not	listening	to	what	I'm	saying.	So	I'm	telling	this	person	I'm	having	this	issue.	I	will	
never	in	my	world	call	technical	support,	so	if	I'm	calling	technical	support,	you	know	I'm	at	
the	bottom,	you	know	I	need	some	help.		

So	I	call	them,	and	they	tell	me	to	do	this	thing,	and	I	have	my	client	QBO	file	in	lockdown	and	
guess	what,	it	starts	deleting	stuff.	I	mean,	I've	had	this	client	for	21	years	and	it	deletes	stuff	
all	the	way	back	to	2012,	and	random.	It	was	bills	here,	checks	there,	deposits,	invoices	–	
gone!	I	learned	about	backup.	If	any	of	you	want	to	know	about	QBO	backup,	there's	that	
thing,	but	that	was	an	experimental	failure.		

Here's	another	one's	called	an	unavoidable	failure.	It's	when	if	something	happens	out	of	
control	that	you	just	have	no	control	over,	right.	2020	is	a	perfect	example,	but	I	don't	look	at	
2020	as	a	failure.	We	were	still	working,	we're	still	living	our	lives;	it	wasn't	really	a	failure.		

I	look	at	it	this	way.	My	sister-in-law,	at	the	age	of	six	was	living	with	my	husband	from	
Montana,	and	so	at	the	age	of	six,	she	was	outside	waiting	for	the	school	bus	to	come,	and	you	
know	they	get	snow	–	I	try	to	avoid	that	stuff	now.	She	was	outside	waiting	for	the	bus	and	her	
mom	was	in	the	house	with	my	husband	who	was	a	small	kid	at	a	time.	While	she	was	waiting	
for	the	bus	to	come	get	her,	the	bus	comes	over	the	hill	and	hits	a	patch	of	ice.	The	driver	can't	
stop	and	he	hits	her.	Now	how	would	you	feel,	being	a	mother	and	watching	your	get	hit	by	a	
bus.		

But	the	thing	is,	she	died	three	times.	They	brought	her	back.	She	was	in	the	hospital	nine	
months.	She	has	a	prosthetic	left	leg.	If	anything,	that	was	an	unavoidable	failure.	Something	
happened	she	didn't	expect,	she	wasn't	prepared	for.	But	you	know	what,	she	learned	how	to	
waterski.	She's	got	this.	They	told	her	she	would	never	have	a	kid.	She	had	a	daughter.	Just	
three	grandkids	you	guys,	like,	amazing.		

She	did	learn	to	teach	piano	so	Sarah	being	a	teacher,	going	to	a	school	-	she	had	a	shift	her	
life,	she	had	to	pivot.	She	used	that	unavoidable	failure	to	pivot	and	become	a	piano	teacher	
and	she	taught	hundreds	of	kids	how	to	play	piano.	That	is	amazing.	Right.		

So	I	mean	for	me	those	are	the	kinds	of	things	that	you	don't	get	away	from	when	your	life	
alters	and	changes,	you've	got	to	pivot;	you've	got	to	learn	to	pivot	fast.		

So	when	I	think	about	pivoting.	That	brings	me	to	the	next	one	that	glorious	failure	and	this	
is	what	I	call	the	failure	that	you	actually	know	deep	down	when	you're	starting	something	
that	it's	not	going	to	work	out,	but	you	are	so	sure	you	can	make	it	work	out.	I	mean,	you	know	
you're	going	to	put	everything	into.	You	drag	everybody	into	that.	Everyone	comes	along	with	
you,	and	you're	pulling	them	saying,	“We're	going	to	do,	we’re	going	to	it,”	and	I	did	that.	I	did	
that	with	ICB.		
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All	along,	I	never	left	my	clients,	and	I	never	gave	up	my	company.	And	the	reason	I	knew	it	
was	a	glorious	failure	is	because	deep	down,	I	knew	it	wasn't	going	to	work	out.	That	is	a	
glorious	failure.	You	continue	to	try.	Erin	talked	about	this	yesterday,	right.	She	said	it’s	in	the	
pit	of	your	stomach,	and	you	have	this	sense.	You	know	when	you	take	on	a	client	and	they're	
not	so	good	for	you,	you	kind	of	get	this	feeling,	right.	Like,	I'm	going	to	give	him	a	chance,	but	
when	you	know	deep	down,	you’ve	got	to	pivot.	You’ve	got	to	learn	to	pivot.		

24:52	

Key	Pivots	That	Come	From	Failure	

• Causes	change	–	this	is	when	you	need	to	flip	and	do	something	else.	
• Builds	tough	skin	–	you	build	up	a	callous	after	awhile.	
• Keeps	your	ego	in	check	–	it’s	amazing	when	someone	tells	you	‘no’	how	competitive	

you	can	get.		
• Keeps	us	humble	–	it	takes	a	lot	to	sit	back,	listen	to	the	other	person,	to	have	

empathy	and	compassion.		
• Expands	our	minds	–	sometimes	you	need	to	take	a	break	from	a	problem	to	get	that	

‘aha	moment.’	If	you	don’t,	you’re	going	to	be	stuck.		
• Generates	new	growth	-	when	we	have	failures,	that's	the	start	of	the	success.	That's	

the	new	road,	that's	the	path.	

Some	of	the	key	pivots	that	come	from	failure	in	my	mind	are	it	causes	change,	and	when	
it	causes	change,	that's	when	you	need	to	flip	and	you	need	to	do	something	else.	You	need	
to	listen,	and	you	need	to	turn.	It's	really,	really	hard	to	do	that	because	we're	accountants	-	
we're	steady,	we're	fast.	We	kind	of	just	keep	moving	along.	Another	thing	that	happens	when	
we	pivot,	is	it	builds	tough	skin.	You	get	down,	hit	and	kicked	around,	and	after	a	while	it	
doesn't	hurt	right.	You	build	a	callus.	That's	hard	to	learn,	but	you	know	what,	it's	okay.		

The	other	thing	that	happens	when	we	learn,	or	when	we	get	these	points	that	we	need	to	
take	is	that	it	keeps	your	ego	in	check.	And	it's	amazing	how	when	someone	tells	you	‘no’	
how	competitive	you	can	be.	I	could	have	really	gotten	an	ego	when	I	won	all	those	awards,	
but	honestly;	no,	actually	the	award	forms	all	of	you,	the	people	who	helped	me	get	into	a	
status	of	recognition.	It	doesn't	mean	that	I	did	anything	special.	But	I	could	have	easily	gotten	
a	huge	ego	and	said,	“Oh	man,	I’m	a	stud.	Yeah,	I	got	this	right.”		

No,	ego	doesn't	get	you	anywhere.	There	is	no	ego	in	business.	We	need	to	be	humble,	and	
that's	the	next	one;	be	humble	in	business,	that's	the	way	you	want	to	go.	Because,	as	Gabrielle	
talked	about	Win-Win	yesterday,	it	takes	a	lot	for	you	to	sit	back	and	be	humble	-	to	listen	to	
the	other	person;	to	have	empathy	and	compassion.	You've	got	to	have	those,	so	don't	have	
ego.		

The	other	thing	that	we	need	to	learn	when	we	have	to	take	these	pivots	is	we	need	to	expand	
our	minds.	How	many	of	you	have	ever	been	working	on	a	problem,	can't	figure	it	out,	and	
you	sit	there	for	hours?	Maybe	you	play	Solitaire	and	either	you	do	something	else,	you	go	
back	and	you	still	can't	figure	it	out.		
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How	many	of	you	have	had	that	problem;	you	just	hit	the	wall,	right?	What	do	you	do?	Do	you	
call	somebody	else.	Yep,	send	it	over	to	somebody	else	or	have	somebody	else	take	a	look	at	it.	
What	else	do	you	do?	Take	a	drink	coffee.	Get	up.	Shake	it	off	.	Work	it	out.	put	it	down.	Work	
on	something	else.	Come	back,	right.		

The	reason	we	do	that	is	because	it	expands	our	mind,	it	creates	that	‘aha	moment.’	Oh,	I	
finally	got	it.	Thank	you.	Thanks	for	listening	to	me	just	walk	through,	and	I've	got	it.	Thank	
you	…Because	if	you	don't,	you're	going	to	be	stuck.	So	you	need	to	expand	your	mind,	you	
need	to	use	that	aha	moment	to	pivot.		

The	other	thing	that	it	helps	us	do,	is	it	generates	new	growth.	When	we	have	failures,	that's	
the	start	of	the	success.	That's	the	new	road,	that's	the	path.	When	you	see	that,	don’t	let	it	
beat	you	down.	Start	thinking,	“I've	got	this.	I	can	get	up.	I	can	start	on	a	new	road.”	It	may	not	
be	the	road	that	you	anticipated,	but	it's	there,	so	we	can	start	on	the	new	road.		

28:18	

Use	Failure	to	Succeed	

• Learn	from	the	mistakes	–	Pivot!	If	you	don’t	you’re	going	to	make	the	same	mistakes.	
• Better	to	do	imperfectly	than	not	at	all	–	sometimes	it’s	okay	to	turn	in	80%	of	the	

work	and	have	it	done	pretty	darn	good,	rather	than	100%	and	be	crappy,	or	worst	is	
not	getting	it	done	at	all.		

• We	are	the	products	of	past	failure	–	if	I	hadn’t	lost	my	clients	when	I	moved	them	to	
the	Cloud	–	which	I	deemed	a	failure	–	I	wouldn’t	be	a	success	and	led	me	on	the	path	
I’m	on	now.	

• Enemy	of	success	is	fear	of	failure	–	fear	will	freeze	you	up.	It’s	not	even	going	to	
allow	you	to	take	the	opportunity.	

• Consistency	creates	confidence	–	it’s	that	first	stuff	that	makes	it	tough,	but	do	it	
again,	and	do	it	again,	and	do	it	again,	and	you’re	going	to	build	that	confidence.		

• During	change,	have	short	and	long-term	goals	–	sit	down	and	list	out	the	dates	and	
times	that	you	want	to	achieve	these	goals.	Did	you	track	it?	Did	you	keep	moving	
forward	on	that	path?	

Some	of	the	key	pivots	that	come	from	failure	is	you	want	to	learn	from	your	mistakes.	
But	how	do	you	learn	from	your	mistakes?	You’ve	got	to	sit	down	and	take	some	time	to	do	so	
retroactive	thinking	and	reflecting,	because	if	you	don’t,	you’re	going	to	repeat	the	same	
mistakes.		

We’re	sitting	in	a	room	full	of	perfectionist	right	now.	I	know	every	one	of	you	wants	to	wait	
until	we	get	it	to	a	certain	point,	make	sure	it's	beautiful	and	that	it's	ready	to	go,	right.		

How	many	of	you	like	turning	in	crappy	works?	Wow.	Shocking	in	this	room,	but	I'm	just	
going	to	tell	you	that	sometimes	it's	okay	to	turn	in	80%	of	the	work	and	have	it	done	pretty	
darn	good,	rather	than	100%	and	be	crappy,	or	the	worst,	it	doesn’t	get	it	done	at	all,	right.	
Sometimes	if	you	can	get	it	to	50%,	60%	or	70%.	That’s	a	success.	But	you	need	to	use	that	to	
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think	of	it	as	success,	not	failure.	‘I	didn't	fail	to	turn	in	100	percent,	I	turned	in	what	I	had	
completed,	right.	I	got	the	job	done.		

The	other	thing	is	we	are	products	of	our	failures…	If	I	hadn’t	lost	my	mom.	If	I	hadn't	
moved	my	clients	to	the	Cloud,	and	lost	my	clients	to	the	Cloud.	If	I	hadn't	done	any	of	those	
things	that	I	deemed	a	failure,	I	wouldn't	be	a	success	–	in	my	mind	a	success.	I	don't	know,	
each	of	us	has	our	own	definition	of	success,	but	those	things	led	me	to	the	path	that	I’m	now	
on.	If	I	hadn't	gone	with	ICB,	I	wouldn't	know	about	the	global	impact	that	bookkeepers	are	
having.	If	I	hadn't	tried	to	help	my	mom,	I	wouldn't	have	moved	my	clients	to	the	cloud.		

So,	everything	you're	doing	today	is	going	to	make	you	that	product,	that	future	
product.	So	we're	all	part	of	our	past	failures.	Again	I	want	you	all	to	think	about	my	timeline	-	
what	are	some	of	the	thing	on	yours?		

The	other	one	that	I	want	you	to	know	is	that	the	enemy	of	success	is	the	fear	of	failure.	I	
don't	know	about	you	guys	but	this	is	almost	like	anticipation.	I	fear	that	I'm	going	to	fail,	and	
fear	will	freeze	you	up.	It	will	make	you	do	nothing.	You	can't	do	that.	Fear	is	the	worst.	
Failure	is	bad,	but	fear	is	the	worst,	because	what's	fear	going	to	do,	it's	going	to	make	you	
freeze.	It's	not	even	going	to	allow	you	to	take	the	opportunity.		

So,	no,	there's	fear	in	there,	you've	got	to	bust	through	it,	you've	got	to	talk	to	yourself,	you've	
got	to	say	‘you've	got	this,’	think	through	it,	bust	through	it.	

The	other	thing	is	that	consistency.	Your	bookkeeping	professionals,	we	do	it	every	day	-	get	
those	bank	feeds	and	write	the	checks	make	the	deposits,	reconcile,	we're	consistent.	When	
you	have	that	consistency,	you	have	confidence.	So	it's	that	first	stuff	that	makes	it	tough,	
but	do	it	again,	and	do	it	again,	and	do	it	again,	you're	going	to	build	that	confidence,	and	that's	
what	you're	going	to	do	when	you	have	these	failures.		

The	other	thing	is,	for	me,	it's	really,	really	tough	because	when	there's	change,	I	lose	sight	of	
my	goals.	I	talked	to	a	few	of	you	out	here,	and	you	were	saying,	“Well,	when	I	finish	the	class…	
When	I	get	my	first	client…	When	I	get	my	first	employee...”	So	these	are	all	goals.		

How	many	of	you	have	actually	sat	down	and	listed	out	dates	and	times	that	you	want	to	
achieve	these	goals?	It’s	okay,	if	you	haven't,	right.	But	I	think	there's	a	famous	scene	out	there	
that	says,	“If	you	don't	list	where	you're	going,	how	you	know	you've	gotten	there?”		

I	think	for	me	one	of	the	biggest	things	is	you	need	to	make	sure	that	you	understand	that	
you've	got	to	list	out	your	goals.	Now	do	you	need	a	long-term	goal?	Absolutely,	my	long-term	
goal	was	to	be	here	with	you.	But	my	short-term	goal	to	get	me	here	was	to	list	out	short-term	
paths	along	the	way	to	get	me	here	to	you.		

So	if	you	have	a	failure,	it's	easier	when	you	have	a	short-term	goal	to	pivot	and	change.	It	
might	serve	you	to	your	long-term	goal,	but	on	a	different	path.	I	didn't	expect	everything	that	
happened	to	me,	to	learn	here	today	to	happen.	But	I	pivoted	and	I	changed,	and	I	still	got	here	
because	I've	had	my	goals	written	down,	but	I	broke	them	up.		
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So,	make	short-term	goals	to	achieve	your	long-term	goal,	and	also	write	down	dates	and	
times,	because	we	want	to	make	sure	that	when	we	look	back,	we	can	say	I	kicked	ass,	or	they	
didn't	quite	make	it	but	that's	okay.		

Go	back	and	look	and	see	what	happened	to	knock	you	off	that	path.	Did	you	learn	something	
new?	Did	you	track	it?	Did	you	keep	moving	forward	on	that	path?	I	think	goals	are	hard.	I	
mean,	I'm	not	going	to	lie.	I	never	[garbled]	because	I	knew	I'd	break	it.	I	know	it's	never	going	
to	happen.		

34:21	

“If	you	never	know	FAILURE,	you’ll	never	know	SUCCESS.”	

• Self-talk	is	a	critical	key.	This	can	beat	you	up	or	you	can	say,	“I	got	this!”		
• Be	positive	–	get	back	on	track.	I	want	all	of	you	to	start	talking	better	to	each	other,	

talking	to	yourselves	a	little	bit	better,	start	giving	yourselves	that	boost.	
• You’ve	got	this!		

One	of	the	biggest	things	for	me	is	what's	called	self-talk.	I’m	the	worst:	“Jan,	you’re	a	
dummy.”	“Why	did	you	do	that?”		“Oh	my	gosh,	like,	you	could	have	talked	to	that	client	
better.”	“You	should	have	offered	him	a	better	discount.”	“Maybe	if	I	would	have	gone	back	
and	just	really	looked	at	this	books	a	little	bit	better,	I	would	have	seen	these	things	he's	
pointing	out.”	

I'm	the	world's	worst	enemy	to	myself.	How	many	of	you	struggle	with	this?	Because	who	
knows	that	we	could	do	it	better?	We	do.		

I'll	get	up	to	something	and	be	like,	I've	got	this.	I	can	do	this.	You've	got	to	be	positive.	You've	
got	to	stay	on	track.	You've	got	to	keep	yourself	in	that	motivation	to	say,	“I've	got	this,”	and	
every	time	you	start	feeling	down,	turn	around	and	start	using	that	sell-talk.		

Sometimes	the	family	doesn't	even	know	what	I	do.	They	have	no	clue.	I’m	on	the	phone	when	
the	clients	call	or	something.	My	kids	open	the	door.	“Hey,	what	do	we	have	for	breakfast?”	
Right.	They	don't	have	that	boundary	-	that	respect.	Again	it's	just	because	mom's	home,	they	
don't	know	anything	more.		

For	me	it's	always	about	self-talk.	I	want	all	of	you	to	start	talking	better	to	each	other,	
talking	to	yourselves	a	little	bit	better,	start	giving	yourselves	that	boost,	setting	goals,	
acknowledging	when	you	have	failures.	Because	they're	really	not	failures,	they're	going	to	
pivot	you	into	things	that	will	push	you	along	that	path,	maybe	a	different	path,	but	they	will	
push	you	along	that	path	that	you're	trying	to	achieve.		

And	one	of	the	things	that	you	probably	don't	know	is	that	I'm	extremely	competitive.	I	
mean	really	competitive.	I	love	golf.	I	learned	how	to	golf,	probably	13-14	years	ago.		

We	have	a	major	golf	tournament	in	Phoenix,	it's	called	the	Waste	Management	Phoenix	Open.	
And	if	any	of	you	have	not	seen	this,	you	have	to	watch	this	in	January.	It’s	one	of	the	largest	
tournaments	in	the	world.	About	700,000	people	attend	in	a	five-day	span.	Hole	number	16	is	
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a	par	three,	which	means	you	have	to	get	three	shots	to	get	it	into	the	hole,	for	those	of	you	
that	are	golfers.		

Basically,	if	you	look	at	this,	they	built	a	stadium	around	it.	And	this	one	hole	holds	20,000	
people	by	itself.	Yeah,	it's	huge.	The	fun	part	of	it	is	you	walk	through	a	tunnel	as	you	come	in	
and	they're	heckling	you,	they’re	heckling	the	golfers,	they’re	heckling	the	caddies,	like	it's	
friggin	amazing	-	honestly.	

They	have	a	Pro-Am,	and	this	program	invites	amateurs	to	play	with	the	professionals.	On	this	
particular	Pro-Am	2019,	one	of	my	favorite	players,	Gary	Woodland	invited	a	local	community	
college	girl	to	play	with	him.	Now,	I'm	sure	many	of	you	don't	go	out	and	visit	the	PGA	site	on	
the	web	at	all,	do	you?		

The	number	one	video	on	the	PGA	site	is	not	of	Tiger	Woods,	not	of	Rory	McIlroy	or	Ernie	Els,	
my	favorite.	It’s	this	video	I'm	about	to	show	you.	And	the	reason	I'm	showing	you	this	is	the	
gal’s	name	is	Amy	Bockerstette,	and	Gary	invited	her	out	to	play.	So	the	goal	was	for	her	to	
come	and	play	this	par	three	with	him	in	this	20,000	surrounding	arena.	Right.	And	she,	of	all	
people,	could	have	had	a	glorious	failure;	could	have	had	some	self-doubt,	and	some	self-talk	
that	pushes	you	down,	but	she	didn’t.	What	she	had	was	this.			

41:12	

[Showed	video:	Gary	Woodland	surprises	Amy	Bockerstette	from	Special	Olympics	Arizona	
2019.	https://www.youtube.com/watch?v=rYSjFvCNP7Q	]	

Is	that	awesome?	So	honestly,	‘You've	got	this!’		

What	does	this	mean?	It	means	that	you	need	to	tell	yourself	every	day,	“I've	got	this!”	Right.	
This	is	not	an	easy	job.	This	is	not	an	easy	profession	but	guess	what,	you've	got	this.	Look	at	
this	room.	You've	got	everything	you	need	in	here	-	everything.	And	if	Amy	can	get	up	there	
and	do	that	in	front	of	20,000	people,	you	guys.	Come	on,	you	guys	have	this.	I'm	so	proud	of	
all	of	you.	I'm	so	proud	of	what	we're	building	and	proud	of	this	community	and	I'm	honored	
to	be	here	with	you	guys	today.	Thank	you	so	much.		

	

Click	Here	to	Return	to	Index			
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2.2	–	The	Importance	of	
Community		

Kirstin	Reeder	

Summary:	A	Commune	is	an	intentional	community.	
Community	can	help	you	Calibrate;	Commiserate	with	
one	another;	gain	Confidence	from	the	support	of	
others;	gain	Confirmation	of	your	gut	feeling;	
Celebrate	wins;	Cultivate	growth	in	your	business;	
Collaborate	with	others,	which	builds	Creativity,	
Cooperation	and	expands	Capacity.	Community	also	
increases	Commitment;	creates	Culture;	builds	
Companionship	as	you	Challenge	one	another;	and	forms	Connections.	An	even	stronger	word	
that	describes	Community	is	Cohesion,	which	is	a	tendency	to	unite	and	resist	separation.	Kirstin	
shared	several	examples	of	building	strong	Cohesive	relationships	with	other	bookkeeping	
professionals.			
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5:40	

From	time	to	time,	when	the	world	is	like	really,	really	getting	on	my	nerves,	which	happens	a	
lot,	actually,	I	will	joke	with	my	friends	that	we	need	to	start	a	commune.	We	need	go	off	by	
ourselves	and	have	our	own	little	community.	And	we'll	just	do	our	own	thing.	And	
sometimes,	we	are	more	than	joking,	to	be	quite	honest.	But	you	know,	in	general,	it's	just	
kind	of	pretend.	But	what	is	a	commune	anyway?	

Commune:	An	intentional	community	of	people	sharing	living	spaces,	interests,	
values,	beliefs,	and	often	property,	possessions,	and	resources	in	common.		

I	have	16	acres	of	farmland	in	Arkansas,	and	I'm	like,	“Okay,	so	I've	got	some	friends	who	are	
like-minded.	They	kind	of	get	annoyed	with	society	from	time-to-time.	So	I	spelled	out	their	
skills,	and	I've	got	a	nurse	friend	and	I'm	like,	“Okay,	you're	in	my	commune,	you	can	be	our	
medical	person.”		

I've	got	a	gardening	friend	in	Colorado	who	can	actually	grow	things	in	a	garden,	even	though	
it's	a	desert,	and	we	have	a	really	short	growing	season	-	she	can	grow	amazing	stuff.	I'm	like,	
“Okay,	you’re	food	production	in	my	commune.”		

And	then	I	have	another	friend	that	she	lived	off	the	grid,	hunted	bear,	and	she	had	no	running	
water,	no	electricity.	I'm	thinking,	“You	can	come	and	do	all	the	things	on	our	commune,	
because	you	know,	whatever.”		

A	commune	is	an	intentional	community.	We	don't	just	live	in	a	tent	over	here,	and	
that	person	does	all	the	things,	and	then	a	tent	here,	and	that	person	does	all	the	things.	And	
then	this	person	does	all	the	things.	We	trade	back	and	forth	-	we	share	resources,	we	share	
knowledge.	

I've	really	looked	into	this	actually,	if	you	can't	tell,	and	we	partner	with	each	other,	and	we	
work	together	to	do	it.	And	it's	intentional.	It's	on	purpose.	Like	I	said,	I've	planned	out	who	is	
responsible	for	what,	and	the	people	in	the	community	want	to	be	in	the	community.	They	
respect	each	other.	They	treat	each	other	with	kindness.	And	if	they	don't,	then	I	have	a	like-
minded	law	enforcement	officer	that	I've	already	kind	of	said,	“Hey,	come	on,	and	you	can	kind	
of	take	care	of	all	that	stuff.”	

Our	bookkeeping	community	is	the	same	way.	We	are	intentional	about	being	here.	The	fact	
that	you're	here,	you	did	it	on	purpose.		

Commune-ity.	Even	the	root	word	of	commune	and	community	is	the	same.	So	we	have	a	
‘commune	–ity’	here.	You	have	chosen	to	participate	in	BKX.	You	paid	money	to	come	here,	or	
if	you	are	attending	virtually	you	paid	money,	you	had	to	set	aside	time.	You	had	to	travel,	
possibly.	You	did	it	on	purpose.		

But	do	we	need	a	community?	Is	it	necessary	to	have	a	successful	bookkeeping	business?		
Maybe	it	might	be	a	little	frustrating,	but	I	guess	technically,	you	could	do	it	on	your	own.	But	I	



	 118	

would	venture	to	say	that	yeah,	it's	harder	if	you	try	and	do	it	alone.	Community	can	help	you	
Calibrate…	

10:00	

Calibrate:	To	check,	adjust,	or	determine	by	comparison	with	a	standard.	
So	here	at	the	DBA	we	are	raising	the	standard.	We	are	tired	of	dealing	with	just	some	Joe	
Blow	walking	off	the	street	saying,	“Oh	yeah,	I'm	a	bookkeeper.	And	I	will	do	your	books,”	and	
then	messing	up	a	company's	books	because	they	don't	know	what	they're	doing.		

And	so	we	have	come	up	with	the	CDB	designation,	and	we	are	really	working	to	raise	the	
standard	of	what	bookkeeping	is.		

A	Community	can	help	recalibrate	you	a	little	bit.	It	can	provide:	

Encouragement	when	you	need	it	–	When	you	are	just	really	struggling	with	something	,we	
can	come	in	and	say,	“No,	man,	you've	got	this.	It's	okay.”	If	you	need	a	cheerleader,	some	
of	us	miss	our	cheerleading	days.	And	so	we're	like,	“Yes,	do	it!	You	can	totally	do	this!”	

Pricing	–	Sometimes	we	need	the	community	to	help	us	recalibrate	what	is	a	good	pricing	
amount?	Last	week,	I	literally	saw	someone	in	a	group	talking	about	,	“Oh,	yeah,	I'm	
thinking	about	charging	$15	to	$20	an	hour,”	and	someone	came	in	and	recalibrated	them	
by	saying,	“You	need	to	charge	more.	That	is	not	okay.”	

Expectations	–	Sometimes	we	have	to	have	our	expectations	recalibrated	because	we	may	
think,	“Oh,	yeah,	I'm	virtual.	But	this	guy,	he	wants	to	mail	all	his	receipts	to	me.	And	I'll	
just	take	care	of	him	there.”		

	 And	community	can	say,	no	virtual	means	virtual,	you	don't	mess	with	the	box	full	of	
receipts	in	the	mail	especially	mailed	to	you.		

	 And	then	maybe	too	high	of	an	expectation	might	be	if	you're	virtual,	and	you're	a	
bookkeeper,	you	might	be	a	little	shy	or	you	might	not	want	to	deal	with	people.	You	might	
think,	“Oh,	well,	I	never	have	to	actually	talk	to	them.	So	that's	really	cool.”		

	 And	that's	not	how	it	is,	you	do	actually	have	to	talk	to	your	clients	now	and	then,	and	so	
we	can	help	recalibrate	you	in	that	way.		

Boundaries	–	I	have	a	community	that	really	works	on	my	boundaries	a	lot,	because	they're	
like,	“Okay,	that	client	is	taking	advantage	of	you.	And	it's	okay	to	have	office	hours.	It's	
okay	to	not	answer	urgent	emails	after	office	hours.”	And	like	I	said,	my	community	is	
always	on	me,	“You	need	to	need	to	raise	your	fees.	You	need	to	dump	that	client.”	I'm	sure	
y'all	know	whom	I'm	talking	about.	Those	of	you	who	are	in	my	groups	know	who	I'm	
talking	about.		

	 They	can	re	calibrate	what	you	are	allowing	your	clients	to	do.	You	are	the	ones	who	set	
the	tone	of	your	business.	Even	though	you	want	to	keep	your	client's	needs	in	mind,	it's	



	 119	

really	up	to	you	to	determine	what's	okay	and	not	okay.	Sometimes	those	of	us	with	poor	
boundaries	can	kind	of	struggle	in	that	area.	So	our	community	can	help	say,	“Hey,	you	
need	to	be	a	little	stronger	in	this	area.”		

Accounting	Principles	–	How	many	of	us	have	gotten	some	understanding	of	basic	
accounting	principles	wrong	from	time	to	time?	I	have.	That's	where	community	can	really	
come	in	handy	is	for	someone	to	say,	“Hey,	that's	not	quite	right.”	And	we	can	learn	and	
grow;	we	can	help	our	clients	with	that	knowledge,	and	it	really	just	helps	so	much	to	have	
someone	come	alongside	us,	and	gently	correct	us	where	we've	got	something	wrong.	

14:27	

Commiserate		

How	many	of	us	have	had	just	burn	it	to	the	ground	days	with	our	business?	There	are	days	
where	I'm	like,	“I'm	done.	I	am	out.	This	is	crazy.	And	sometimes	it's	my	business,	not	the	DBA	
–	just	kidding.”	

And	my	community	is	able	to	come	alongside	and	they're	like,	“You	know	that	really	sucks.	I	
hear	you.	What	are	some	ways	we	can	fix	it?”	Or	sometimes	it's	just	like,	“Yeah,	that's	really	
bad.	I'm	sorry.”	But	they	are	the	reason	that	my	business	lives	to	see	another	day.		

So	if	you	need	to	commiserate,	turn	to	your	community.	Like	I	said,	you’ve	got	those	days	
when,	“Man,	that's	horrible.”		Oh	my	gosh,	I	don't	know	if	Jan	could	hear	me	gasping	about	her	
client’s	records	deleting	back	to	2012.	I	mean,	I	can't	do	anything	to	help	her.	But	I	can	
certainly	commiserate	with	her	.	

15:47	

Confidence	

If	you	need	confidence,	turn	to	your	community.	I	mean,	we	are	so	good	at	saying	you've	got	
this,	you	can	do	this.	I	believe	in	you.	I	had	so	many	people	texting	me	before	I	got	on	stage	
saying,	“I	know	you	can	do	this.	I'm	so	proud	of	you.”	And	that	just	gave	me	so	much	
confidence	because	this	is	a	new	thing	for	me.	

16:13	

Confirmation	

When	you	know	in	your	gut,	that	this	is	not	going	to	be	a	good	client	and	you	talk	to	your	
community	and	they're	like,	“You	need	to	run	like	with	your	hair	on	fire	-	out.	Because	there's	
no	way	that	this	is	going	to	end	well.”	They	can	confirm	that	gut	feeling	that	you	have.	

16:39	
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Celebrate:		

Like	I	said,	we	LOVE	to	Celebrate	about	the	littlest	thing.	If	you've	gotten	your	first	client,	5th	
client,	50th	client,	100th	client,	we	want	to	hear	about	it,	because	then	we	want	to	celebrate.	

If	you	got	to	quit	your	full	time	job,	because	of	your	bookkeeping	business,	how	many	people	
have	gotten	to	do	that?	Oh	my	god,	see,	that's	awesome.		

If	you	have	been	able	to	take	your	family	on	vacation	with	your	earnings	from	your	business,	
we	are	thrilled	to	hear	about	that.		

If	you've	bought	a	car,	just	with	the	earnings	from	your	business.	That	is	exactly	what	we're	
talking	about.	We	just	love	cheering	you	on	and	hearing	about	all	that	stuff.		

17:48	

Cultivate	

Something	that	your	community	can	do	is	it	can	help	you	cultivate.	It	can	help	you	cultivate	
growth	in	your	business	through	collaboration,	creativity,	cooperation	and	capacity.		

So	Collaboration	would	be	like,	“Anyone	have	experience	with	this?	Has	anyone	ever	used	
this?	Where?	How	does	that	work?	

It	could	be	some	random	software	that	might	be	niche	specific?	“Does	anybody	know	what	to	
do?	Has	this	ever	happened	to	anybody	before?	Has	anybody	worked	with	a	client	with	blah,	
blah,	blah,	situation?	Um,	we	can	help	collaborate?”	People	can	jump	in	and	say,	“Oh,	yeah,	that	
that	happened	to	me.	And	here's	how	I	fixed	it,”	or	whatever.		

If	you	are	struggling	with	something,	you	can	jump	on	a	zoom	with	someone.	And	you	can	
help	them,	they	can	help	you.	I've	done	that	several	times.	Like	I	was	struggling	with	how	long	
Excel	was	taking	me	and	found	out	that	I'm	like	scrolling	and	scrolling	and	scrolling	through	
1,000s	of	lines	of	data,	and	you	can	just	like,	hop,	skip	and	jump.	Who	knew	I	had	no	idea.		

I	think	I	gave	Jeremy	a	heart	attack	that	day,	because	he's	like,	what	are	you	doing	right	now?	
Why	are	you	scrolling	so	fast?	So	yeah,	I	didn't	know.	But	I	learned	through	Zoom	that	there's	
little	shortcuts	and	stuff.		

If	you	have	a	niche,	and	I	can't	stress	highly	enough	how	helpful	a	niche	is,	it's	not	essential,	
but	it's	helpful.	You	can	collaborate	with	other	people	in	your	niche,	and	learn	about	the	
struggles,	the	things	that	are	really	important,	etc.	You	can	collaborate	and	really	work	
together,	not	separately.	You	can	work	together	to	really	work	in	that	niche.		

	

Collaboration	also	helps	you	with	Creativity.	You	can	brainstorm	much	easier	with	a	group	
of	people	than	with	just	yourself,	at	least	that's	how	I	am.	
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Because	I	think	I'm	creative,	but	then	when	I	get	with	other	people,	I	think	of	this	idea,	then	
they	think	of	that	idea,	then	that	makes	me	think	of	another	idea.	And	then	they	think	of	
another	idea.	When	we	have	a	whole	group	of	people	brainstorming,	we	can	just	feed	off	of	
one	another	and	the	creativity	just	goes	through	the	roof.	

	

Cooperation.	When	you've	got	a	tax	pro,	or	a	CFO	or	a	consultant	or	someone	like	that,	you	
can	cooperate	with	them.	You	can	share	clients	back	and	forth.	You	can	refer	clients	back	and	
forth	to	each	other.	And	you	really,	really	can	work	together	to	serve	those	clients.	This	again,	
is	super	helpful	when	you	have	a	niche.	

I	have	a	mastermind	group	in	my	niche	-	I	work	with	travel	and	tourism	businesses	-	and	we	
work	together.	There's	a	CPA	who	doesn't	do	taxes,	there's	a	consultant	person,	she	does	kind	
of	CFO	work.	I'm	in	there.	I	do	bookkeeping	and	taxes	both.	There's	another	bookkeeper	in	
there.	And	we	all	work	together.	We	talk	about	some	of	the	different	struggles	because	this	
niche	is	kind	of	tricky	at	times.	And	we	talk	about	the	different	things	that	are	affecting	them,	
and	the	different	software	that	works	or	doesn't	work.	We	share	clients	back	and	forth,	we	
work	together	with	them,	and	we	just	really	cooperate	in	that	area.	

	

Cooperation	can	also	help	you	expand	your	Capacity.	You	can	reach	out	and	grow	your	
business	by	cooperating	with	other	people	because	you	can	hire	subcontractors,	you	can	hire	
employees,	you	can	find	them	in	your	community.	You	don't	have	to	advertise	on	Indeed.com	
or	something	like	that.	You	can	find	all	these	people	in	your	community	to	help	expand	your	
capacity.		

Cooperation	can	also	mean	an	association	of	people	for	common	benefits.	So	it	can	be	
kind	of	a	verb	and	it	can	also	be	a	noun.	We	here	are	an	association.	The	common	benefit	is	we	
are	promoting	the	DBA,	we're	promoting	the	Certified	Digital	Bookkeeper	designation.	We	are	
elevating	the	profession	of	bookkeeping	just	by	being	here,	and	being	a	cooperation	of	
bookkeeping	professionals.		

23:05	

Commitment	

Commitment	can	help	cultivate	growth	as	human	beings	as	well.	By	taking	an	active	role	in	a	
community	like	this,	you're	more	than	likely	to	be	committed	to	your	clients,	to	your	
businesses.	You	won't	give	up	as	easily.	You	are	more	likely	to	be	committed	to	the	
bookkeeping	industry.	The	fact	that	you're	here	demonstrates	your	level	of	commitment.		

It	can	also	help	cultivate	friendships,	because	we're	committed	to	each	other.	And	you	can	
develop	companions.	You	can	develop	non-work	related	friendships	-	your	BFFs,	your	tribe.	
They	do	not	have	to	just	be	work	related	relationships.		
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24:08	

Culture	

How	do	we	develop	these	companions	in	the	first	place?		

One	way	is	through	culture.	Here	in	the	Digital	Bookkeeper	Association,	we	are	very	
committed	to	our	culture.	Our	culture	is	intentional.	We	are	a	family.	We	treat	each	other	with	
respect.	I	won't	sick	my	law	enforcement	friend	on	you	if	you	don't,	but	that's	just	kind	of	this	
expected	thing	in	our	culture	is	to	treat	each	other	with	respect.		

I	was	talking	with	some	of	you	last	night.	Not	every	group	has	that	culture.	Some	other	groups	
are	kind	of	nasty	to	each	other.	They're	supposed	to	be	supporting	one	another.	I'm	not	sure	
how	that	works.	But	here,	we	do	treat	each	other	with	kindness	and	respect.	We	don't	
compete;	we	collaborate	with	one	another	-	even	bookkeepers	within	the	same	niche.	We	
work	together.	And	that's	kind	of	expected.	It's	just	the	thing	that	we	do.		

I	love	this	little	meme:	You	can't	compete	with	me…I	want	you	to	win	too.	I	think	that	has	so	
much	to	do	with	why	we	are	able	to	foster	that	kind	of	culture	here.		

25:32	

Challenge	

Another	thing	that	a	community	does	that	helps	build	Companionship	is	we	Challenge	one	
another.	We	recently	had	in	the	DBA	the	CBD	Challenge.	Who	here	participated	in	that?	Even	if	
you	didn't	complete	it,	you	participated.	Awesome.	

For	those	of	you	who	don't	know,	we	decided	back	in	January	or	February	we	need	to	have	
more	CBD	certified	people,	so	we're	going	to	lay	out	a	challenge.	We're	going	to	take	it	step-
by-step,	week-by-week.	We're	all	going	to	go	together,	and	we're	going	to	go	through	the	11-
week	process.	And	we're	going	to	do	it	together	and	cheer	each	other	on.	Several	of	us	did	
complete	it,	and	I	had	several	people	say,	“Oh	my	gosh,	I	never	would	have	even	started	that	
or	completed	it,	or	done	anything,	if	it	weren't	for	the	challenge.”		

I	myself	would	not	have	completed	it	if	it	weren't	for	the	Challenge,	and	it	worked	for	Ben	and	
Kelly	saying,	“You're	the	executive	director	of	the	DBA	you	really.	You	need	to	have	your	CBD.	
But	because	of	the	challenge,	I	was	able	to	break	it	down	into	smaller	chunks	and	complete	it.		

Sometimes	it	might	be	a	Marketing	Challenge.	You	might	have	heard	of	this	little	thing	where	
you	pass	out	five	business	cards	to	20	people	5	days	in	a	row.	Anybody	do	that	one?	

I	went	through	it	a	long	time	ago.	They	didn't	have	that	then,	but	now	they	do.	And	you're	
getting	out	there	and,	and	doing	the	challenge	Yakity	Yak	works.	And	people	are	jumping	in	
and	getting	clients	because	of	that	challenge.		

Sometimes,	a	challenge	might	be	an	informal	thing,	like	with	an	accountability	partner.	It	
might	not	be	something	like,	“Hey,	we	are	doing	this.”	It	might	just	be	someone	checking	in	



	 123	

with	you	and	saying,	“So	you	were	supposed	to	call	so-and-so,	did	you?”	I	don't	know	about	
you,	but	for	me,	when	I	know	that	someone's	going	to	be	asking	me	about	I	did	something?	I'm	
like,	“Oh	man,	I	better	do	that	so	that	I	don't	look	like	a	moron	when	they	asked	me:	Did	you	
do	that?”		

And	so	that's	where	a	challenge	can	be	kind	of	informal,	and	accountability	partners	can	be	
really	helpful.	It	doesn’t	have	to	be	a	formal	accountability	partner,	we	can	just	kind	of	hold	
each	other	accountable	and	challenge	each	other	in	that	way.		

28:34	

Connection	

How	do	we	form	a	connection?	Sometimes	it's	really	simple,	like	show	common	courtesy,	
which	apparently	these	days	is	not	very	common,	I'm	finding	out.	

Listen.	Really,	really	listen	to	what	people	say.	When	they're	talking	to	you,	don't	be	thinking	
things	like,	“Okay.	They're	going	to	say	this.	And	I'm	going	to	say	this.	And	what	am	I	going	to	
say	if	they	say	this	to	me?”	Don’t	be	thinking	about	all	that	stuff.	While	they're	talking,	listen	to	
what	they're	saying,	show	some	interest	in	what	they're	saying.	Be	curious	about	them.		

Be	vulnerable.	I	know	that	this	is	super	hard.	Let	people	know	where	you're	struggling.	You	
don't	have	to	be	on	all	the	time.	Let	people	know	where	you're	struggling.	Let	them	help	you.	
It's	really	funny	that	we	think	that	if	we	show	our	weaknesses,	people	won't	like	that.	But	
actually,	that	is	what	helps	them	grow	closer	to	us.		

Brené	Brown	literally	researches	this	type	of	thing	for	a	living.	And	what	she	found	is	that	
vulnerability	is	the	key	to	connection.	She	says,	“In	order	for	connection	to	happen,	
we	have	to	allow	ourselves	to	be	seen,	really	seen.”	

	Sometimes	that’s	the	ugly	stuff	–	warts	and	all.	That's	how	we	form	connections	with	people.	
It	might	mean	in	our	community	saying,	“I	really	made	a	huge	mistake.	I	don't	know	what	to	
do,	how	do	I	fix	this?”	

And	someone	can	come	along	and	say,	“Oh,	here's	what	I	did,”	and	that	connection	has	been	
formed;	a	bond	has	been	formed.	It	might	mean	saying,	“You	know	what,	I'm	wrong	about	
that.	You're	right,	when	they	might	be	having	a	discussion	about	whatever.	It	means	admitting	
that	you're	wrong	sometimes.		

It	might	mean	crying	in	front	of	others.	That	happened	in	a	Zoom	call	the	other	day,	and	we	
didn't	tell	this	person,	“Get	off	the	Zoom	if	you're	going	to	cry.”		

We	were	like,	“Oh	my	gosh,	we	are	we	are	here	for	you.	We	love	you.	We	want	to	support	you	
in	whatever	way	we	can.”	We	care,	but	it	doesn't	bother	us.	That	makes	us	feel	compassion	for	
you.	So	ask	for	help,	showing	weakness	rather	than	trying	to	be	strong	all	the	time.		
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Bob	Goff	says,	“Sharing	our	dreams	has	this	effect	on	us.	It	involves	
vulnerability,	creates	community,	and	with	this	comes	intimacy	and	
relationships.”	Share	your	dreams	with	us.	We	want	to	hear	them	especially	me.	This	is	my	
thing.	I	love	that.	We	want	to	dream	with	you.	Better	yet,	we	want	to	watch	your	dreams	come	
true.	We	love	it.		

Bob	Goff	says,	“Sharing	our	dreams	has	this	effect	on	us.	It	involves	
vulnerability,	creates	community,	and	with	this	comes	intimacy	and	
relationships.”	Share	your	dreams	with	us.	

31:55	

Cohesive	

Finally,	I	think	an	even	stronger	word	that	describes	how	a	community	should	be	is	cohesive.	
Cohesive	is	a	tendency	to	unite	and	resist	separation.	It's	kind	of	hard	to	get	away	from	us.	
I	don't	know,	if	y'all	have	had	that	experience.		

Even	if	you're	not	around,	and	actively	participating,	we	might	hunt	you	down	a	little	bit.	And	
we	might	pass	you	a	client.	We	might	think,	“Oh,	my	gosh,	you	know,	I	haven't	seen	her	
around.	But	I	know	that	she	used	to	do	dah,	dah,	dah,	dah	da.	I'm	going	to	reach	out	to	her,”	or	
“Hey,	I	wonder	what	he's	up	to.	I	have	not	seen	him	in	a	long	time.	I’m	going	to	reach	out	and	
see	what	he's	doing	these	days.”		

You	know,	this	community,	we’re	kind	of	tight.	And	we're	always	looking	for	new	folks	too.	
And	we	want	to	get	together	with	you.	We	want	to	learn	more	about	you.	That	is	cohesiveness.		

33:05	

What	helps	develop	cohesiveness?		

The	Level	Up	Retreat	that	Ben	mentioned	yesterday	will	do	nothing	but	form	connections	the	
whole	time.	That's	one	of	the	reasons	why	it's	there.		

Here	is	a	picture	of	some	people	at	Pepe’s	in	Atlanta.	
Little	did	we	know	at	the	time	when	this	picture	
was	taken,	that	Pepe’s	would	kind	of	become	a	
tradition	with	our	group.	It	became	an	essential	part	
of	every	trip	partially	because	of	passion	fruit	
margarita	that	they	serve.	They’re	absolutely	
phenomenal.		

It’s	really	not	about	the	passion	fruit	margaritas.	We	just	happened	to	find	this	restaurant,	and	
this	group	grew	and	grew	and	grew.	And	now	people	fly	in	early	so	that	they	can	come	with	us	
to	Pepe’s	the	day	before	the	intensive	starts.	And	we	have	this	whole	room,	and	there's	
probably	15	or	20	people	there	because	of	this	connected	group	of	people.		
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So	coming	to	BKX	will	also	help	you	form	relationships	with	people	that	you	would	have	
never	met	otherwise.	Here	is	a	photo	of	Jan	and	me,	and	this	was	not	a	picture	from	BKX.	This	
was	from	Bookkeeper	Boost.	Who	here	was	there?	Yes.	Okay.		

This	was	a	conference	that	was	put	together	four	years	ago.	
In	this	photo,	I	was	totally	fangirling	because,	I	mean,	it's	
Jan,	and	I	was	like,	“Oh	my	god,	it's	Jan.”	And	so	now,	I	still	
totally	fangirl,	but	now	I	consider	her	a	good	friend.		

So	Bookkeeper	Boost.	Some	of	you	may	have	heard	me	tell	
this	story,	but	I	discovered	that	I'm	not	an	introvert.	For	23	
years,	I	thought	that	I	was	because	I’d	be	around	people,	and	
I	would	have	to	go	in	my	room	and	just	kind	of	like,	calm	
down,	chill	out,	whatever,	because	it	would	just	suck	the	life	
out	of	me.	They	would	just	drain	me	and	I	thought	that’s	what	introverts	do	and	I	got	it		

So	I	go	to	bookkeeper	boost,	and	I	meet	these	amazing	people.	We	spent	I	think	like	two	or	
three	days,	and	we're	talking	all	day	long,	kind	of	like	this,	but	we	ate	every	meal	together.	We	
ate	every	lunch	and	supper	-	filet	mignon	and	crab	cakes	because	we	had	this	huge	food	and	
beverage	minimum	that	we	needed	to	meet.	And	we	had	we're	like,	okay,	all	the	food	all	the	
booze,	okay.	So	it	was	super	fun,	but	we'd	spend	all	day	long	with	people.	And	I	got	to	my	
room	the	first	night	thinking,	“Oh,	I'm	just	going	to	go	because	people	and	all	day	long.”		

No,	I	got	to	my	room	and	I	was	so	hyped	up	and	energize,	and	I	was	like	coming	out	of	my	skin.	
I’m	like,	“Okay,	I'm	back	in	my	room.	I	don't	know	what	to	do.	I've	got	all	this	energy.	Oh,	what	
am	I	going	to	do?”	And	I	went	and	ran	on	the	treadmill	in	the	fitness	center.	I	don't	run	on	
treadmills.	When	I	go	to	the	gym,	I	don't	run	on	the	treadmill.	I	hate	treadmills.	I	had	to	do	that	
in	order	to	get	this	energy	out,	because	I	had	finally	found	my	tribe.		

And	ya’ll	had	hyped	me	up	so	much	from	being	with	you	all	day,	I	don't	know	how	I	could	
stand	it	on	the	plane	and	being	home	after	three	days	of	this	because	it	was	so	great.	But	I	
found	my	tribe	from	Bookkeeper	Boost.	And	Bookkeeper	Boost	is	no	longer	a	thing,	but	now	
we	have	BKX,	and	BKX	can	help	you	find	your	tribe.	Let	it	find	your	tribe.		

In-person	meetings	in	your	area	can	also	help.	Chances	are	there	are	other	bookkeepers	in	
your	area,	unless	you're	in	Wyoming.	I	think	there	are	two	of	you	here.	Yes.	Oh,	that's	
awesome.	So	there	are	other	bookkeeping	professionals	or	other	DBA	members	in	your	area.	

You	may	have	to	drive	a	little	bit	to	get	
there,	but	get	together	with	them	from	
time	to	time.		

	

Here's	a	photo	of	some	of	the	folks	in	
Florida.	Florida	has	an	amazing	group,	
and	they	get	together	very,	very	
frequently.	I'm	in	a	Colorado	group,	and	
we	pretty	regularly,	at	least	we	did	
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before	COVID.	But	we're	starting	to	do	that	more.	Get	to	know	others	so	that	when	you	travel,	
you	can	get	together.		

39:16	

Here's	a	picture	of	Justin.	I	
went	to	the	account	tax	
conference	a	couple	years	
ago,	it	no	longer	exists,	but	it	
was	in	Boston.	And	so	while	I	
was	up	there,	I	got	together	
with	a	whole	bunch	of	
bookkeeping	professionals	
for	dinner	and	dessert.	And	
then	Justin	and	Kristen	and	I	
went	to	Cheers.	This	is	legit	
Cheers	in	Boston,	and	had	a	drink	at	Cheers.	That	was	really	fun.	Yeah.		

And	then	last	year	I	went	to	California	and	while	I	was	there,	I	got	to	spend	the	night	with	
Jackie	Anthony,	and	that	was	super,	super	fun.	I	have	a	client	who	lives	near	Jackie.	Again,	my	
client	is	my	niche	is	travel	and	tourism	businesses.	So	my	client	is	a	gondola	cruise	business,	
and	they	owed	me	because	I	had	testified	in	court	on	their	behalf	and	they	won.		

And	they're	like,	“Oh	my	gosh,	Kirstin,	next	time	you	come	to	where	we	are,	then	you	need	to	
come	and	we'll	give	you	a	cruise.	So	Jackie	and	her	husband	and	I	went	on	a	gondola	cruise.	
That	is	my	client.	They're	the	gondolier.	And	it	was	super	fun,	and	we	had	an	amazing	time.		

Now	I	will	warn	y'all.	If	you	ever	get	together	with	Jackie,	her	husband	fills	up	your	wineglass	
when	you're	not	looking,	so	be	careful	and	don't	catch	a	6am	flight	afterwards.	Ask	me	how	I	
know.	Okay.		

41:04	

When	you	come	to	events	like	this,	look	at	the	after	hours	events	that	are	going	on.	There	
was	a	party	bus	last	night.	I	think	there's	karaoke	tomorrow	night.	There	stuff	that	goes	on	
after	hours.	Get	together	with	others.	Don't	just	holdup	in	your	rooms.	I’m	talking	to	you	
introverts.	I	get	it.	I	get	it.	People	can	suck	the	life	out	of	you,	but	really	work	hard	to	build	
those	connections,	because	it's	those	after-hour	things	that	really,	really,	really	build	
connection.		

Here	is	karaoke	night	from	a	
couple	years	ago	in	Atlanta.	That	
was	such	a	fun	night.	I	almost	
played	the	video	of	OPT	for	you.	
But	I	thought	these	people	do	not	
want	to	hear	that.	It	was	so	good,	
but	so	bad.	It	was	amazing.	We	
had	a	great	time.	We	found	this	
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dive	bar	-	it	was	so	bad.	We	had	all	their	regulars	there,	and	then	here	comes	all	these	
bookkeeping	professionals.	We're	going	to	knock	those	out.	They	were	really	nice.	Some	guy	
got	up	on	stage	with	us	singing	Friends	in	Low	Places.	And	then,	during	one	of	our	songs,	we	
had	this	other	guy	just	walking	in	front	of	us	-	we	didn't	know	who	he	was.	But	we	had	a	great	
time.	We	got	to	know	each	other	really	well.		

We	formed	memories,	for	sure.	We	formed	friendships.	And	literally,	when	I	watch	some	of	
these	videos,	I	laugh	in	the	same	place	as	when	I'm	laughing	on	stage.	I	can	see	myself	like	
doubling	over.	I'm	laughing	to	myself,	because	it's	just	so	funny.	I	guess	you	can	say	that	to	
develop	cohesiveness,	you	can't	hide	behind	your	computer.	You	have	to	jump	at	the	
chance	to	meet	people	in	person.	It	could	be	scary,	but	it's	worth	it	in	the	end.		

So	how	about	you?	What	are	some	ways	that	you	have	developed	community?	There	are	
things	that	we	can	do	together,	and	that	no	one	has	ever	thought	of	before.		

	

Click	Here	to	Return	to	Index			
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2.3	–	10X	the	Value	of	Your	
Business		

Ben	Robinson	

Summary:	You	can	make	9.73x	your	annual	profit	in	
1	day	with	1	stroke	of	the	pen	by	selling	your	
business.	The	question	is:	do	you	have	a	bookkeeping	
Service	or	a	Business?	The	difference	is	a	Service	has	
earnings,	with	a	little	bit	of	value,	while	a	Business	
has	earnings	with	a	crap	ton	of	value.	EBITDA	(net	
income)	x	the	9.73	multiple	gives	you	the	valuation	of	
the	business.	As	you	increase	the	profit	in	your	
business,	it	can	be	multiplied	almost	10X.	Your	business	could	be	the	biggest	value	that	you’re	
sitting	on.	There	are	3	steps	you	have	to	do	to	gain	the	most	value	from	your	business	are:		
1. Perfect	your	operations	–	this	means	you	can	deliver	on	your	promise.	
2. Build	your	sales	machine	–	have	a	process	for	getting	clients	on	demand	like	clockwork.		
3. Hire,	train	&	PAMPER	your	team	–	marketing	and	hiring	are	two	activities	that	you	should	

never,	ever	stop.	Pampering	is	catering	to	a	person’s	needs	and	this	probably	the	most	
important	thing	that	you	can	do	for	your	team.	 	
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0:00	

I	want	to	frame	one	thing	because	you're	learning	some	new	strategies	here.	Some	of	the	
things	that	you're	learning	may	fly	in	the	face	of	what	we	talked	about	in	Bookkeeper	Launch,	
and	it's	not	a	conflict,	really,	it's	more	about	advanced	strategies.		

What	we	teach	you	inside	of	bookkeeper	launch	is	how	to	go	out	there	and	get	your	first	set	of	
clients.	For	some	people	that	set	is	100	plus	clients.	With	several	people	in	this	room,	that	fits	
that	bill.	For	some,	that's	five	clients	and	they're	totally	content.	But	some	of	the	things	that	
we	talked	about,	obviously	what	Perry	talked	about	yesterday	with	the	collaborative	close	-	
the	sales	process	that	he	taught	is	a	little	bit	different,	right.		

I	want	you	take	and	choose	what	works	for	you.	One	of	the	things	that	I	used	to	be	guilty	of	is	
that	I	would	take	somebody's	system	and	just	work	it	to	a	tee.	And	I	think	that	that's	good	up	
to	a	certain	point,	but	then	you	start	to	put	your	own	flavors.	It's	like	a	recipe	-	first	time	you	
make	a	recipe	you	follow	it	to	the	tee.	Second	time	you	probably	fall	into	it,	and	the	third	time	
you're	like,	“Hey,	I'm	going	to	put	some	chili	flakes	in	this	chocolate	soufflé.”	That	didn't	work.		

Kind	of	like	a	recipe,	you	follow	it	to	the	letter.	You	learn	how	to	make	it	and	then	you	start	to	
add	your	own	flavor	to	it.	So	that's	what	you're	learning	here	at	BKX	from	the	great	speakers,	
from	the	content	that	we're	talking	about.	So	you	do	have	to	pick	and	choose.	Right.		

Some	of	you	have	50	clients	and	you	want	to	get	to	100.	Some	of	you	have	five	clients	and	
you're	traveling	content,	that's	okay.	You	are	where	you	are.	You	get	to	choose	your	own	
adventure.	What	we're	going	to	talk	about	here	may	not	apply	to	some	of	you,	but	the	
principles,	what	we're	going	to	talk	about	do.		

2:40	

What	we're	talking	about	here	is	How	to	10x	the	Value	of	Your	Operation	in	Three	
Simple	Steps.	Now,	the	word	simple	does	not	mean	easy.	The	word	simple	in	this	case	
means	hard	as	hell,	but	worthy	of	your	endeavor	if	you	choose	to	go	down	this	path.	Choose	
your	own	adventure.	I'm	going	to	come	back	here	and	I'm	going	to	say	look,	this	is	all	about	
building	your	business	around	your	life.		

And	your	season	of	life	right	now	might	say,	I'm	content	with	five	clients.	I've	got	children	to	
raise,	I've	got	responsibilities.	But	when	those	suckers	are	out	of	the	house.	Woo,	party	time,	
we're	going	to	just	blow	this	thing	up.	So	it	may	not	apply	to	you	today	and	this	season	life,	but	
it	could	apply	to	you	later	down	the	road.	Think	of	this	with	an	open	mind	because	this	is	not	
something	that	is	going	to	be	for	everyone.		

What	we're	going	to	talk	about	is	how	to	10x	the	value	of	your	operation	in	three	simple,	but	
as	hard	as	hell	steps.	I	didn't	put	that	in	there	because	it	doesn't	sound	very	good	as	a	title,	
who	wants	to	go	through	stuff	that’s	hard?		

I	do	have	a	question.	Who	would	like	to	make,	and	I	didn't	pull	this	number	out	of	my	rear,	
who	would	like	to	make	9.73x	annual	profits	in	one	day	with	one	stroke	of	the	pen…	
while	working	less	and	doing	only	activities	you	enjoy?		
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Just	imagine	your	biggest	paycheck.	You're	here	today	earnings	that	you	got	from	your	best	
job,	and	multiply	that	by	eight	and	that	was	like	your	bonus.	Just	bonus.	And	then	you	went	on	
your	way.	So,	I	think	everybody	will	agree,	in	concept,	that	we	would	like	that	-	unless	there	
are	money	haters	in	here.		

While	we're	setting	this	up…		

Who	would	like	to	make	three	to	four	times	more	every	year	while	
working	less	in	your	business,	and	only	doing	the	activities	that	you	enjoy?	

Now	this	is	a	tall	order.	It	can	be	done,	but	it's	hard	as	hell.	And	that's	what	we're	going	to	talk	
about	here.		

Or	instead	of	selling	your	business,	you	may	want	to	pass	your	business	down	to	your	
children.	The	process	that	we're	going	to	talk	about,	you	have	options.	And	I	love	options.	I	
love	having	the	ability	to	make	my	own	decision.	I	love	the	freedom	-	that's	the	word	that	we	
hear	all	the	time	-	I	want	freedom.	If	you	have	real	freedom	that	means	you	have	options.	That	
means	there's	no	right	or	wrong	decision,	there	is	only	a	best	decision.	

5:57	

Who's	read	the	book,	Principles	by	Ray	Dalio?	Oh	my	gosh,	everybody	should	pick	that	up.	
There's	two	things	about	Ray	Dalio	you	got	to	do	right	now,	and	this	is	a	blog	post,	this	is	an	
email,	this	is	a	call,	this	is	a	text	to	every	single	one	of	your	clients.		

First,	you	read	the	book,	Principles	by	Ray	Dalio.	He's	a	ga-jillion,	billionaire	-	really	smart	guy.	
Yeah	kajillion	billionaire	has	a	lot	of	commas	in	it.		

But	get	that	book,	and	also	Google	“Ray	Dalio	30	minutes	economy.”	That'll	bring	it	up.	
Basically,	Ray	Dalio	breaks	it	down	in	30	minutes	what	the	economy	is	all	about.	It's	genius,	
and	you’ve	got	to	watch	it	because	it	really	gives	you	perspective	about	recessions	and	boom	
economies	and	sideway	economies	that	you	never,	ever	think	of	it.	[How	the	Economy	
Machine	Works	in	30	Minutes	by	Ray	Dalio.	
https://www.youtube.com/watch?v=sMRRz1J9RkI		]	

Again,	bookkeeping	professionals	you	have	job	security	in	an	up	market,	you	have	job	security	
in	a	down	market,	but	you	got	to	focus	on	those	clients	that	are	solid,	and	you’ve	got	to	help	
them.		

But	those	two	things	get	Ray	Dalio	Principles.	And	then	also	watch	that	YouTube	video.	If	you	
like	it,	send	it	on	to	all	your	clients.	If	you	don't	like	it…	What's	wrong	with	you,	because	it's	
very,	very	simple,	because	the	economy	is	something	that's	mystified	by	most	people.	And	he	
really	breaks	it	down	to	what	it	is.	And	I'll	kind	of	give	you	the	punch	line	a	little	bit,	it's	about	
credit	markets,	but	you	got	to	go	through	it	and	listen	to	Ray,	because	he's	a	lot	better	than	I	
can	rave.		
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So	pass	your	business	down	to	your	children	-	that	could	be	an	option.	You	could	sell	it	and	
makes	9.73	annual	profits	in	one	day.	This	is	again	talking	about	leveling	up	your	life	through	
your	business.	Okay,	that's	what	we're	talking	about	here.		

I	think	that	all	of	you	have	experienced	the	fact	that,	holy	cow,	I	just	wanted	to	earn	$500	a	
month	to	put	my	third,	unexpected	child	through	daycare	–	sorry	Justin,	I’m	always	picking	on	
you	-		and	16	months	later,	quit	his	full	time	job	as	a	banker.	Mr	Drysdale,	he	quits	that	job,	
and	now	has	a	thriving	business.	And	I	know	that	a	lot	of	you	started	with,	“Hey,	I	just	want	to	
have	this	right,”	and	that's	fine	if	that's	where	you	want	to	be,	that's	totally	fine,	but	then	you	
start	to	discover	stuff	about	yourself,	they're	like,	“Holy	cow	I	can	do	stuff.	I	thought	I	was	an	
introvert	and	could	never	go	to	a	networking	event,	but	I	did.	I	can't	do	bookkeeping	-	holy	
cow,	I	can.	It's	not	that	hard.	Right.		

So	it's	about	leveling	up	your	life	through	your	business,	and	giving	you	options	and	if	
only	I	opened	your	eyes	to	this	potential	in	this	opportunity	then	I've	done	my	job	here	today.		

9:00	

A	Tale	of	Two	Bookkeeping	Operations	

I	want	to	talk	about	the	tale	of	two	bookkeeping	operations.	Not	two	bookkeeping	
businesses,	but	the	tale	of	two	operations.	First	is	a	service,	a	bookkeeping	service,	and	the	
next	is	a	business.	What's	the	difference	between	a	bookkeeping	“service,”	and	a	
bookkeeping	business”?	Can	anybody	just	shout	it	out?	What	do	you	think	is	the	number	one	
thing	that's	a	difference	between	the	two?	

• Relationships		
• Marketing		
• Size	
• Mindset	

Okay,	all	these	all	these	things	are	partially	right.	A	service	has	earnings	-	let's	hope	and	
pray	-	and	a	little	bit	of	value.	A	business	has	earnings,	and	a	crap	ton	of	value.		

There's	a	big	difference	between	a	service	and	a	business.	And	I'm	not	saying	that	one	is	
better	than	the	other.	I'm	saying	that	they're	two	different	things.	You	may	have	a	service	now,	
and	that's	totally	fine,	I	get	it.	Choose	Your	Own	Adventure.	Build	your	business	to	support	
your	life.	Later	down	the	road	you	may	want	to	go	and	say,	“Now,	I	want	this	to	be	a	business,”	
and	that's	what	I'm	supposed	to	do	here	right	now	is	to	set	that	up.		

Here's	the	difference.	These	are	EBITDA	multiples	by	industry	2021,	and	here’s	my	reference.	
I	want	to	show	you	Personal	Services,	so	this	is	Accounting	&	Tax.	That	is	the	number	I	
referenced	at	the	very	beginning,	‘how	would	you	like	to	earn	9.73	times	earnings’	in	one	
stroke	of	the	pen.	Accounting	&	Tax	Preparation,	which	also	include	bookkeeping	and	payroll	
services.	Okay,	that	sells	for	9.73	EBITDA	–	Earnings	Before	Interest,	Taxes,	Depreciation	&	
Amortization.	So	$100,000	by	9.73	is	$973,000.	Right.		
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Let's	look	at	the	tale	of	the	two	
bookkeeping	operations	we	got	
right	here.	We	got	a	service,	and	
let's	say	that	this	service,	this	
bookkeeping	operation	has	
$70,000	in	revenue.	Good	job.	
Seriously,	getting	your	business	to	
$70,000	is	no	small	feat.	You've	
done	a	lot	of	stuff	right	you	should	
pat	yourself	on	the	back	and	
celebrate.		

The	good	news	is	that	you	have	
very	little	expenses,	but	why	is	
that?	Because	you're	pretty	much	running	the	business,	it’s	you,	right.	So,	$50,000	is	our	net	
income.	How	many	people	would	be	totally	satisfied	with	this	and	never	want	anything	more?	

If	this	is	you	and	you're	satisfied	with	this.	Bless	your	heart.	That's	wonderful.	Okay.		

Is	this	net	income	really	$50,000	in	this	
business?	Why	is	it	not?	Okay,	
bookkeepers	put	that	aside	for	just	a	
second.	I	know	I	didn't	do	my	multi-step	
income,	I	didn't	put	depreciation	and	
amortization	in	a	separate	category	
along	with	interest.	Nerds.		

So	it's	really	not	$50,000.	If	you	were	
going	in	and	looking	at	this	business	potentially	buy	it,	what	you	would	do	is	say,	“Hey	yeah,	
they	have	revenue	of	$70,000.	They	have	expenses	of	$20,000,	other	than	owner’s	
compensation.		

14:23	

Now,	if	I	were	to	buy	this	business,	I	don't	want	to	buy	a	job.	I	want	to	buy	a	business.	What	
I'm	buying	right	here	is	a	job.	And	I	can	tell	you,	bookkeeping	and	accounting	practices	sell	
every	year	under	this	method	because	
somebody	wants	to	go	in	and	they	want	
to	buy	a	job.	And	that's	totally	fine,	right.	
Again,	not	one	size	fits	all.		

But	what	do	we	have	to	do	here?	If	I	
were	going	to	put	somebody	in	here	to	
run	this	business	so	that	I	could	sit	on	
the	proverbial	beach	and	drink	mia	tias,	
what	would	I	have	to	do?	Well,	I	have	to	
have	some	owner’s	reasonable	

Source:	https://www.equidam.com/ebitda-multiples-trbc-industries/	

Service	
Revenue	......................................	$70,000	

Expenses	(other	than	owner’s	comp)	....	$20,000	

Owner’s	Reasonable	Comp	..........	$44,530	

Net	Income	...................................	$5,470	

Service	
Revenue	......................................	$70,000	

Expenses	(other	than	owner’s	comp)	....	$20,000	

Net	Income	.................................	$50,000	X	
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compensation.		

So	I'll	say,	“Hey,	an	owners	
reasonable	compensation	is	
44,530	smackers.”	I	didn't	just	
pull	that	out,	what	I	did	is	I	said	
hey,	what's	the	full	charge	
bookkeeper	salary	in	the	United	
States	and	the	median	is	
$44,530.	Good	luck	getting	
somebody	to	do	this	for	
$44,530.	Okay,	but	let's	play	the	
game.	It’s	probably	more	like	
$60,000	to	$70,000.	Those	of	
you	who	have	this	are	going	to	
know	that.		

But	let's	just	pretend	that	we	live	in	a	land	of	fairytales	unicorns	and	rainbows.	So,	now	what	
do	we	have	we	have	as	net	income?	It’s	really	worth	$5,470.	Now,	what	do	accounting	tax	and	
bookkeeping	operations	simply	sell,	for?	What's	the	multiple	EBITDA:	9.73	Right.		

So	you	take	9.73,	multiply	it	by	that	net	income	of	$5,470	and	the	valuation	=	$53,223.			

So	how	many	of	you	would	like	in	one	day	to	see	a	wire	go	into	your	bank	account	for	$53,223,	
but	that	means	you	sold	your	business?	Would	you	like	that?	Boo.	

16:30	

Okay,	here's	the	deal.	If	you	didn't	have	a	business;	let's	say	that	you	were	working	for	a	
corporation.	When	you	leave	there	they	give	you	a	watch	maybe	a	swift	kick	in	the	fanny,	and	
you	have	nothing.	But	here	in	this	situation,	at	least	you	had	something	that	you	could	sell	and	
make	a	little	bit	of	money,	support	your	retirement,	put	your	kids	through	college,	save,	pay	
off	debt,	whatever	it	is	that	you	choose.		

So	you're	in	a	much	better	situation	and	you	got	to	be	your	own	boss,	and	didn't	have	to	work	
with	jerks.	You	didn't	have	to	do	all	the	corporate	mega	rigmarole.	You	didn't	have	to	go	to	a	
job.	You	could	work	from	wherever	that	you	want.		

This	again,	I'm	not	saying	that	this	is	a	wrong	way	or	right	way.	You	were	leaps	and	bounds	
ahead	of	everybody	else	because	you	built	something.	You	made	money	at	it,	and	you	were	a	
badass.	Everybody	agree.		

17:30	

Now,	that's	a	service,	let's	talk	about	a	business	now.	Let's	say	that	we	increased	our	revenue	
in	this	business	to	$150,000.	My	contention	is	that	it's	not	that	hard.	I	know	that	some	of	you	
will	throw	stones	at	me	for	saying	that.	But	it's	not	that	hard	and	I	would	contend	that	with	

Source:	https://www.salary.com/		
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that	$70,000	practice,	half	of	that	increase	from	$70,000	to	$150,000	is	in	the	current	clients	
that	you	serve	-	making	a	couple	of	phone	calls.		

I	don't	have	time	to	go	into	all	that,	but	
20%	of	your	clients	are	willing	to	pay	you	
four	times	more	than	what	they're	paying	
you	right	now,	and	4%	of	your	clients	are	
willing	to	pay	you	16	times	more	than	
what	you're	paying	right	now.	If	you	
believe	in	Pareto’s	principle,	which	only	
applies	to	every	situation	-	it's	not	
Pareto’s	theory,	it’s	Pareto’s	principle.	If	
you	believe	that,	then	a	lot	of	this	-	increasing	your	revenue	is	already	in	the	clients	that	you	
serve.		

Okay,	that's	a	sidebar.	You	can’t	just	call	him	up	and	go,	“Hey,	are	you	willing	to	pay	four	times	
more,	sucker.”	It's	an	exchange	of	value,	it's	that	relational	values	or	relational	capital	that	we	
talked	about	on	day	one.		

But	that's	a	business,	okay.	We	increase	the	revenue	to	$150,000.	We	have	expenses	now	of	
$90,000,	which	includes	a	manager	to	run	the	business.		

So	we’ve	got	the	$20,000	expenses	that	we	had	before,	some	other	incremental	expenses	and	
now	we're	going	to	pay	somebody	$44,530	to	run	this	business.	Okay,	again,	play	along	with	
me	on	these	numbers,	because	it	would	take	the	other	one	down,	and	I	need	these	things	to	
work	out.	So	my	net	income	is	here	is	$60,000.		

19:12	

Now	let's	take	a	break	for	just	a	second.	I	learned	this	from	a	very,	very,	very	smart	man,	
Roland	Frazier,	who	is	one	of	the	leaders	of	War	Room.	He	just	thinks	on	a	different	level.	So	
Perry	is	one	of	the	leaders	on	that.	Ryan	Deiss	and	Richard	Lindner	are	others,	and	then	Perry	
Belcher,	and	DeAnna	tries	to	wrangle	all	of	them.	I	learned	a	lot	from	Roland	Frasier.		

Who's	read	the	E-Myth?	Who	has	not	read	the	E-Myth?		

Okay,	you	should	definitely	read	the	E-Myth.	Michael	Gerber,	who	is	the	author	of	the	E-Myth	
–	he	also	wrote	one	for	bookkeepers.	I've	not	read	that	one,	so	maybe	ask	somebody	who	has,	
if	that's	good.	That’s	marketing	genius	-	niche,	right.	It’s	a	very	smart	thing	that	you	can	take	
away	from	him	right	there.	He	partners	with	somebody	who's	in	each	of	these	industries.	It's	
really	brilliant	marketing.		

So	we	have	revenue	$150,000,	which	I	can	tell	wouldn't	take	that	much	to	do.	Expenses	are	
$90,000,	which	includes	a	manager	to	run	all	the	day-to-day	operations.	Do	you	remember	
what	Alyssa	said	yesterday,	‘I	haven't	been	in	office.	I	haven't	checked	in	since	June	first,’	and	
she's	not	going	back	till	next	week.	And	she	said	what	everything's	going	to	be	running	just	
fine.	I'll	buy	Alyssa's	business	right	now.	I’ll	write	her	a	hot	check	and	let	her	give	me	her	
business.		

Business	
Revenue	....................................	$150,000	

Expenses	(including	manager)	.............	$90,000	

Net	Income	..................................	$60,000	
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So	we	have	$150,000	in	revenue,	expenses	of	$90,000,	which	includes	a	salary	that	I	would	
have	to	pay	to	a	manager	to	run	my	business.	I	just	collect	a	check	for	$5,000	every	month	-	
$60,000	a	year.	Who	would	like	that	situation?	

Now,	I	want	this	to	seem	achievable	because	this	is	absolutely	achievable.	I	was	talking	to	a	
very	successful	student	last	night,	and	this	individual	wants	to	take	their	bookkeeping	
operation	to	$5	million.	Right.	

Is	that	possible?	Hell	yes,	that's	totally	possible.	She	has	no-limit	thinking,	right.	I'm	not	going	
to	call	this	individual	out,	but	seriously,	that	is	totally	possible.	What	I	want	you	to	see	is	that	
this	is	attainable.	I	didn't	want	to	put	a	million	and	a	half	up	here	because	it	just	seems	too	far	
out	of	reach,	but	what	you're	going	to	find	when	you	get	those	five	clients	to	earn	$2,500	a	
month	to	supplement	income,	and	you're	like,	holy	crap	that	was	pretty	easy.	Let	me	double	
this,	and	then	you	get	there	you're	like,	ohhh,	let	me	double	this.	It’s	totally	possible.	You're	
only	limited	by	what's	between	your	ears.	That's	it.		

You're	only	limited	by	your	attitude,	which	is	one	of	the	things	that	we	talked	about	with	
S.O.F.A.	–	Sales,	Operations,	Finances	and	Attitude.	That's	the	only	thing	that	limits	you.		

Okay,	so	$60,000.	So	the	valuation	here	is	$583,800.		

How	did	I	get	that?	Multiple	$60,000	times	9.73	and	it	equals	$583,800.	Let's	say	that	Ben	is	
only	half	right.	Okay.	You're	full	of	crap.	He	can't	get	that.	Okay,	let's	say	you	just	half,	right.	
Let's	say	it	was	4.865	multiple	okay,	$291,900,	is	what	the	valuation	would	be.		

So	which	would	you	prefer?	Would	you	prefer	the	$55,000	payday,	or	the	$580,000	payday?	
Not	a	trick	question.	All	right,	again,	this	isn't	for	everyone.		

23:35	

I	want	you	to	take	the	premise	away	that	your	business	is	the	biggest	value	that	you're	
sitting	on.	And	the	biggest	thing	that	you're	not	thinking	about,	and	I	didn't	either.	I	was	all	
about,	what's	my	income,	because	I'll	tell	you	when	I	started	this	journey	to	figure	out	how	to	
crack	the	nut	on	actually	doing	my	CPA	firm	the	right	way,	I	was	doing	everything	the	wrong	
way	and	it	probably	had	a	negative	value.	I	would	probably	have	to	pay	somebody	to	take	this	
off	my	hands,	as	opposed	to	when	I	sold	it	and	I	got	paid	really,	really	nice.		

So	what	do	you	prefer?	I	know	that	we	would	all	prefer	that	$580,000	versus	a	$55,000,	but	
that	might	not	be	you.	It's	got	to	be	you,	it's	got	to	be	genuinely	you.	There's	a	season	of	life	for	
everything,	right,	but	I	know	that	a	lot	of	you	had	these	aspirations,	otherwise	you	wouldn't	be	
in	this	room.	You	have	high	hopes.	You	know	that	you	can	do	that.	So	I	know	that	most	of	you	
prefer	that.		

So	you're	saying	to	me	right	now,	“Sounds	great	Ben,	but	how	in	the	world	
can	I	do	this?	Do	I	put	an	ad	in	the	paper?	Just	send	out	good	vibes	into	the	world	and	it's	
all	going	to	come	back	at	me.	Do	I	read	the	Secret	and	all	that	stuff?”		
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I'm	not	saying	there’s	any	of	that	stuff	you	shouldn't	do.	What	you	actually	have	to	do	some	
work	and	this	is	where	it	goes	from	being	simple	to	difficult.		

25:00	

So	here's	the	three	steps	that	you	have	to	do:		

Step	1:	Perfect	Your	Operations	

Step	2:	Build	Your	Sales	Machine		

Step	3:	Hire,	Train	&	PAMPER	Your	Team		

That’s	all…	end	of	talk	:)			

Okay,	so	let’s	talk	about	each	one	of	these.	

	 	

Step	1:	Perfect	Your	Operations	

I	was	really	good	at	marketing	and	sales	and	I	kind	of	knew	about	the	operational	side	of	
things	with	the	bookkeeping	and	the	tax	side	of	things	with	my	business.	I	did	marketing	and	
sales	so	well	that	I	got	all	these	clients	and	then	couldn’t	fulfill	them	and	things	started	falling	
through	the	cracks.	So	my	solution	was	to	hire	people,	but	I	couldn’t	find	anybody	to	hire,	or	
when	I	found	somebody	I	would	just	say,	“Hey,	here’s	some	bookkeeping,	will	you	go	do	it?”		

That	was	probably	not	too	far	exaggerated.	I’m	like,	“Take	this	crap,	figure	it	out.	I’m	going	to	
be	over	here	doing	tax	planning.	I’m	going	to	be	over	here	going	to	a	networking	event.	I’m	
going	to	be	over	here	doing	whatever.”	My	thought	was	that	all	we’ve	got	to	do	is	hire	people,	
and	people	will	take	care	of	it.	And	that	doesn’t	work.	

People	can’t	read	your	mind,	so	the	very	first	thing	that	you	have	to	do,	and	I	recommend	this	
for	if	you	want	to	have	a	$70,000	practice,	if	you	want	to	have	a	$700,000	practice,	if	you	want	
to	have	a	$7	million	practice	-	you	still	need	to	go	through	this	exercise.	Somebody	was	asking	
yesterday,	“Hey,	I	only	have	one	client.	Should	I	be	doing	this	stuff?”		

Absolutely,	absolutely,	that's	the	best	time	to	be	doing	it.	You	see,	you	think	you	don't	need	to	
be	doing	it.	But	this	is	exactly	when	you	do	it.	What's	the	old	saying,	‘If	I	had	four	hours	to	
chop	down	a	tree,	I’d	spend	the	first	three	hours	sharpening	the	axe,’	and	that's	what	you're	
doing	right	here.		

But	the	first	thing	you	do	is	you	have	to	perfect	your	operations.	It’s	just	3	words,	but	a	
lot	of	work.	So	here's	what	I	mean	by	that	in	operations,	remember	going	back	to	SOFA,	Sales	
Operations	Finances	and	Attitude.	So	with	perfecting	your	operations,	what	does	this	mean?	

This	means	that	you	can	deliver	on	your	promise.		
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We	know	that	every	single	one	of	your	clients	has	a	bookkeeping	need.	We	learned	yesterday	
that	one	of	the	big	disconnects	is	the	communication	gap.	Ben	said,	and	I	thought	that	this	was	
very	good	and	I'm	going	to	steal	it	from	him,	that	‘you	don't	have	a	bookkeeping	problem,	
you	have	a	communication	problem.’		

I	firmly	believe	that.	Some	part	of	your	operations	is	talking	about,	‘how	do	I	communicate	
with	clients?’	Who	communicate	with	clients?	For	most	of	you,	it's	going	to	be	you,	right.	But	
what	Alyssa	said,	“You	don't	say,	hey	Sally	does	this,	Jim	does	that.	It's	the	role.”	Bookkeeping	
operations	level	one	or	junior	bookkeeper	or	a	full	charge	bookkeeper,	whatever	that	you're	
calling	it	inside	of	your	business	-	that's	who	does	this.		

We’ve	got	to	get	our	processes	down.	A	‘process’	is	not	a	checklist.	A	process	is,	I	got	to	
prepare	these	monthly	financial	statements,	and	so	I	have	a	process	for	that.	We	all	have	a	
process	by	the	way.	Some	of	them	are	just	better	than	the	others.	Some	of	them	are	
documented	and	some	of	them	aren’t.	Some	of	them	have	all	kinds	of	friction	points	and	some	
of	them	are	just	smooth	as	silk.	

So,	before	you	go	about	doing	this,	before	you	release	the	beast	of	what	I'm	going	to	talk	about	
next.	You	got	to	have	your	operations	down	pat.	If	you	take	nothing	else	away	from	this	
know	that	the	operation	that	you	have	is	the	scalpel	in	the	hands	of	the	surgeon.	Would	
you	want	a	sloppy	surgeon	cutting	into	your	body?	

You're	the	surgeon,	the	proverbial	scalpel,	is	what	you're	doing	every	single	month,	whatever	
the	deliverable	is	that	you	promised	your	client,	and	promised	your	client	is	what	you	have	to	
deliver.	This	is	what	you	have	to	perfect	right	here.	This	is	one	of	the	reasons	that	being	in	a	
niche	is	so,	so	powerful.	Because	if	you	serve	retail,	and	you	serve	dental	and	you	serve	some	
third	industry,	it's	harder	for	you	to	build	operations.	It	is	not	impossible,	but	it's	so	much	
harder.		

I	cannot	tell	you	the	profound	effect	of	having	a	niche,	owning	a	niche,	and	being	a	
badass	bookkeeper	professional	at	that	niche.	How	important	that	is.		

It’s	one	of	the	things	that	we	talked	about	in	Bookkeeper	Launch,	it	one	of	the	most	
distinguishing	factor,	and	I'll	tell	you,	you	get	so	much	leverage	off	of	that,	of	anything	else	that	
you	do.	But	it	also	bleeds	over	into	your	operations.	It	makes	us	so	much	more	efficient.	You	
deliver	a	better	product	to	your	client.		

If	you	don't	have	a	niche	yet,	that's	fine.	You	will	find	one	or	the	niche	will	find	you,	as	in	my	
case,	so	just	relax	and	have	all	those,	but	perfecting	your	operations	is	the	first	thing	you	do.	
What	does	that	I	mean?	I’ve	got	to	identify	all	my	procedures.	What	are	those	key	procedures?		

I’ve	got	monthly	financial	statements	that	I	have	to	prepare,	review,	QC,	and	present.	That's	a	
procedure.	So	we	have	these	sorts	of	things.		

Then	we	back	off	from	the	processes	and	we	say,	“Well,	how	do	we	make	sure	that	that	gets	
done?”	Well	that	might	include	a	checklist.	That	might	include	the	video	stuff.	It	might	include	
a	spreadsheet	-all	these	different	things.	These	are	tools	to	help	you	get	the	job	done.	
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Everything	that	you're	doing	is	to	deliver	an	awesome	product	to	your	client,	every	
single	time,	without	fail.		

Don't	proceed	forward	to	Step	2,	until	you	have	this.		Now	I'll	tell	you,	it's	not	a	perfect	linear	
path.	There	could	be	some	overlap.	You	should	be	perfecting	your	operations	all	the	time.	How	
often	does	Alyssa	look	at	her	processes	and	review	them?	30	to	60	days.		

How	many	of	you	have	done	a	great	job	for	a	client	and	the	next	day,	the	next	week,	the	next	
month	got	a	couple	of	calls	from	people	that	referred	you	to	people?	Doing	a	good	job	for	
somebody	is	the	best,	cheapest	and	most	efficient	way	to	market	your	business.	So	that's	
another	reason	to	start	with	Step	1,	which	is	to	Perfect	Your	Operations.	Don't	try	to	go	down	
this	path	until	you	do	this.	Ask	me	how	I	know.	Because	what	I	did	-	I'm	genius,	by	the	way	-	I	
started	with	Step	2…		

32:58	

Step	2:	Build	Your	Sales	Machine		

When	I	mean	machines,	I	mean	machines.	You’ve	seen	a	machine	in	operation	-	you	put	
something	in	and	something	else	comes	out.	That's	what	we	want	to	have	with	our	business,	
but	don’t	start	here.		

To	fit	this	in	3	steps	I	really	had	to	say	that	this	is	1,	but	there	are	really	2	-	marketing	and	
sales.	Couldn't	be	any	more	different.	Here's	a	simple	way	to	remember.	Marketing	is	
something	that	you	do	with	the	masses	not	to	the	masses,	and	Sales	is	something	that	you	do	
singular.	That's	my	way	to	remember	that	sales	is	belly-to-belly,	Zoom-to-Zoom,	face-to-face,	
whatever	the	case	may	be.	Marketing	is	getting	that	person	to	the	appointment.	Remember	
Perry	talked	about	that,	and	it	is	so,	so	critical.	Sell	the	appointment;	don't	sell	the	service,	yet.	
There's	a	time	for	that.		

Building	out	these	marketing	and	sales	machines	is	instrumental	to	building	that	
business	that	we	want.		If	we	want	to	do	we	want	to	be	able	to	sit	on	the	beach	and	sip	mia	
tais,	everything	has	to	run	according	to	a	schedule.		

• I	get	a	potential	client.		
• I	qualified	them.		
• We	chat	with	them.		
• We	give	them	the	three-question	close.		
• They	say	yes.		
• We	get	their	credit	card	number.		
• We	get	the	engagement	letter.		
• And	we	start	to	work.		

That	has	to	happen,	just	like	with	the	operations,	like	clockwork.	The	trains	have	to	run	on	
time,	everything	has	to	happen.	Again	simple,	but	not	easy.		
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How	many	of	you	feel	like	you	have	a	good	marketing	and	sales	machine?	Two	people	back	
there.	And	that's	okay,	look,	you're	working	professionals.	That	means	that	you	probably	don't	
like	at	least	the	sales	part	it,	right.		for	you.		

Find	a	Someone	Who	Enjoys	Marketing	&	Sales…	If	You	Don’t	

If	you	like	the	marketing	and	sales	aspects	of	your	bookkeeping	operation,	will	you	stand	up	
please?	Because	you're	the	extrovert,	and	you	probably	don't	mind.	Everybody	who's	
standing,	keep	standing	up.		

So	everybody	who	is	sitting	down	and	you	want	to	grow	your	business	and	you	don't	like	the	
marketing	and	sales.	You	might	want	to	chat	with	one	of	these	people.	Partnerships	are	very,	
very	powerful.	They're	so	powerful	that	I'm	going	to	preamble	what	I'm	going	to	talk	about	
tomorrow.		

All	of	you	that	are	sitting	down	look	at	these	people	who	are	standing	and	probably	chat	with	
them.	Probably	won't	start	a	partnership,	but	it's	not	a	bad	idea	to	at	least	chat	about	it	right.	
That's	a	very	powerful	way.		

I	love	the	marketing	and	sale	and	I	was	really	good	at	it.	Until	I	found	an	operations	person,	
operations	were	just	okay.	When	I	found	an	operation	person,	it	was	the	like	the	dynamic	duo	
of	Batman	and	Superman,	because	we	were	just	able	to	feed	off	each	other.	I	was	able	to	
create	this	machine	that	brought	in	all	kinds	of	great	clients,	qualified	them,	and	she	would	
eventually	take	them	over	and	just	wow	the	people,	and	I'm	like,	“How	are	you	doing	that?”	It	
was	great.	

I	used	to	be	really	down	on	partnerships,	but	now	I	love	them	as	long	as	they're	strategic.	It's	
kind	of	like	a	marriage.	You	don’t	just	go	marry	the	first	guy	or	first	gal.	You	are	selective	in	
that,	and	you	have	to	do	the	same	thing	with	partnerships.	That's	why	it's	good	to	court	and	to	
date	before	you	get	married,	right.	The	same	thing	happens	in	a	metaphorical	sense	with	your	
partnerships	that	you	create.	

I	just	want	you	to	understand	the	power	of	partnerships	and	what	that	can	do	to	drive	your	
business,	not	finite	but	exponentially.	

37:25	

Step	3:	Hire,	Train	&	PAMPER	Your	Team		

Now,	here's	the	deal.	The	labor	markets	really	short.	I	was	sitting	with	Perry	yesterday	at	
lunch	with	Erin	Brockovich,	and	I	said,	“You	know	Perry,	the	labor	shortage	is	going	to	be	over	
in	September,	because	that's	when	the	unemployment	runs	out.”	

He	said,	“Ben,	you	have	a	third-grade	education	with	that	mentality.	You're	wrong.	Millennials	
(typically	born	from	1981	to	1996),	who	are	mainly	the	people	that	you're	going	to	be	hiring,	
don't	value	what	Gen	X	did.	They	don't	value	what	baby	boomers	did.	They	looked	at	mom	and	
dad	and	say,	‘I'm	not	living	like	that.	I	value	quality	of	life.	I	value	income	too,	but	I	equally	
value	quality	of	life.”		
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Whereas	my	generation,	and	the	generation	before	that	said,	“Work	hard,	work	your	ass	off,	
do	what	the	company	tells	you	to	do.”	And	that's	still	the	mentality	that	everybody	is	going	
about,	and	if	you're	recruiting	people	with	that	mentality,	it	will	fail.	If	you're	trying	to	hire	
people,	and	train	them	and	motivate	them	under	that	mentality,	it	will	fail.	Millenials	in	the	
room,	am	I	lying?	No.		

But	serious,	that’s	who	you’re	probably	trying	to	hire.	If	you're	trying	to	hire	right	now,	and	
your	frustration	has	been,	‘I	can't	find	anybody	that's	qualified,’	or	‘I	can't	find	anybody	to	
stick	around.’	It's	because	you're	not	pampering	to	their	needs	-	what	THEY	want.		

Use	that	three-questions	sales	process	that	Perry	talked	about,	in	your	recruiting.	I	said	this	
about	a	million	times	but	it’s	worth	saying	one	more	time.	If	you	want	to	create	a	
bookkeeping	business,	two	activities	that	you	should	never,	ever,	ever,	ever	stop:	
Number	one	–	marketing;	Number	two	–	recruiting.	

Marketing	-	always	out	there	looking	for	clients.	How	many	of	you	have	ridden	the	roller	
coaster?	You're	like,	“Holy	crap,	I	just	got	five	clients,	turning	off	all	marketing,	not	going	to	
networking	events,	not	doing	anything	else.	I	got	clients,	and	I’ve	got	to	take	care	of	them.”			

Then	you	get	those	five	clients	on	board	and	you're	like,	“Huh,	I'd	like	to	ask	more	clients,	but	
now	I	got	to	turn	on	this	marketing	machine,	and	there's	a	ramp	up	time	for	the	marketing	
machine.”	So	it	takes	time	to	get	more	clients.	And	the	same	thing	happens.	You	don't	want	to	
do	that.		

When	you're	marketing,	that	doesn't	mean	you	have	to	take	on	that	client.	When	you	have	a	
prospective	client	come,	it	gives	you	the	leverage	and	puts	you	on	the	right	side	of	the	table,	
because	then	you	can	be	very	selective	in	the	clients	that	you	serve.	Your	$500	minimum	now	
becomes	$1,000.	Don't	scoff	at	that	because	you	can	get	it	every	single	day	from	hundreds	of	
1,000s	of	clients.		

I	know	that	your	clients	are	all	cheapskates.	You	live	in	the	rural	area.	You	might	be	saying,	
“My	clients	are	different.	Nobody's	going	to	pay	that	rate;	it's	only	$20	an	hour.”	How	many	of	
you	hear	that…	in	between	your	ears	only?		

Who	here	has	a	client	that	is	at	least	paying	you	$2,000	a	month?	Look	at	them.		That's	a	lot.	
How	many	of	you	here	have	clients	at	least	paying	$1,000	a	month.	Okay.	

These	things	can	happen.	The	only	limitation	is	what's	in	between	your	ears.	I	keep	saying	
that	because	it's	so	dadgum	important.		

41:30	

Going	back	here	to	hiring	and	training	
and	pampering,	your	team	-	
remember	the	question	that	you	ask?	
It's	a	Dan	Sullivan	question.	You	
should	just	Google	that	as	well.	The	
Dan	Sullivan	question	is	very,	very	

The	Dan	Sullivan	Question	
“If	we	were	meeting	here	(time	frame	e.g.	1	year)	
from	today,	looking	back	over	that/those	(time	
frame	e.g.	1	year),	what	has	to	have	happened	
during	that	period	for	you	to	feel	happy	about	your	
progress?”	
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good.	He	goes	into	more	detail	on	that.	Perry	puts	some	spin	on	it.		

“Hey	junior,	(because	I	have	kids	that	are	millennials)	let's	pretend	it's	a	year	from	now,	and	
you've	been	working	for	ABC	Bookkeeping	Professionals	for	a	year,	and	it's	been	great.	You	go	
home	at	Thanksgiving	and	you	say	mom,	dad,	sister,	brother,	aunt,	uncle,	I	love	my	job.	I	love	
what	I	do.	I	love	my	boss.	I	love	my	clients.	I	just	love	everything.	In	order	to	say	that,	what	
would	need	to	happen	over	the	course	of	the	next	12	months?”	And	shut	up.		

We	can't	put	our	potential	employees	into	one	pool.	They	are	not	motivated	by	money	alone.	
Okay,	money	is	a	motivator,	but	it's	secondary,	tertiary,	or	whatever	the	fourth	area	is.	It	
certainly	is	not	the	most	important	one.	And	if	you	try	to	motivate	with	money,	it's	actually	a	
disincentive	to	them.		

I'm	not	trying	to	paint	with	a	universal	brush	here,	but	I	am	telling	you	‘know	thy	client,	know	
thy	team	member.’	What's	important	to	them,	because	what’s	important	to	Junior,	might	not	
be	important	to	Senior.	You've	got	to	figure	out	what	that	is.	You	got	to	also	align	your	values	

Millennials	are	very,	very	big	on	values.	That's	not	just	a	buzzword.	It's	a	big,	big	deal.	If	they	
don't	value	what	you	value,	they're	going	to	be	gone	like	that.	If	you	tell	them,	“Hey	we're	
going	to	work	on	Saturday,	they	will	drop	you,	like	it's	hot.	They	will	leave	because	they	don't	
have	these	notions	that	the	security	is	with	the	job	right.	I	know	we	talked	about	yesterday,	
but	according	to	the	Wall	Street	Journal	35%	of	all	working	Americans	have	a	side	hustle.	And	
about	50%	of	millennials	that	are	of	working	age	have	a	side	hustle	-	50%.		

44:05	

What	does	that	tell	you.	They	said,	“Corporate	world	–	up	yours.	I'm	doing	things	my	way.”	Is	
that	right	or	wrong,	I'm	not	here	to	say	that.	I'm	saying,	that's	who	they	are,	right.	They	may	
have	it	right	and	we	all	had	it	wrong	all	along.		

Sorry	to	the	millennial.	I	used	to	say,	“I’m	not	hiring	a	millennial,	I’m	hiring	a	an	old	guy	who	
just	wants	the	work,	and	just	put	him	in	a	dungeon	and	he'll	do	whatever,	right.”	And	I	was	
wrong.		

Millennials	will	give	you	everything	that	they	have,	if	you	will	first	give	them	everything	
you	have,	if	you	will	cater	to	their	needs	and	not	yours.	That's	what	pampering	to	your	
team	members	means.		

I	have	a	team	member	that	I	knew	wanted	something	that	was	not	attainable	to	this	
individual.	And	I	knew	it	was	important	because,	she	mentioned	it	in	passing.	We	provided	it	
to	her.	I'm	not	talking	$70,	not	talking	$700.	We're	talking	$7,500.	And	they	say	you're	an	
idiot.	Maybe,	low	employee.	Been	with	us	for	five	years.	Wouldn't	leave	us	for	anything.		

Now	listen	to	my	ears.	Pampering	is	probably	the	most	important	thing	that	you	do.	Now	
this	does	not	mean	that	you	let	them	get	away	with	anything.	This	does	not	mean	that	you're	
lax.	This	does	not	mean	that	they	don't	follow	your	systems.	This	does	not	mean	all	those	
things	that	you're	thinking.		
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It	just	means	that	you	cater	to	somebody's	doggone	needs,	right.	That	you	meet	them	
where	they	want	to	be,	that	you're	providing	for	them,	that	you're	listening	to	them.	All	the	
things	that	we	talked	about	up	to	this	point	with	clients;	apply	that	to	your	team	members,	
even	more	so	than	your	clients.	

Agree?	All	right.		

	

	

Click	Here	to	Return	to	Index			
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2.4	–	Falling	in	Love	with	the	
Process	Makes	You	Limitless		

Iyanna	Vaughn	
Website:		Lovely	Financials	Group	
https://lovelyfinancials.com/	

Summary:	Identify	the	limiting	beliefs	that	tether	your	
soul	and	realize	that	you	need	to	believe	in	yourself.	
These	are	3	things	to	help	you	on	your	journey	to	realize	
everything	you	deserve:	
1. Knowing	&	Understanding	Your	Worth	–	Your	worth	is	never	negotiable.	Stop	hustling	

backwards	by	working	for	people	you	shouldn’t	be	engaged	with	and	underpricing	grossly.	
Your	perceived	weakness	can	be	your	biggest	strength.	

2. Taking	Everyday	Action	–	What	gets	you	in	the	door	will	not	keep	you	in	the	door.	
Understand	client	cycles;	as	they	grow	they	will	need	more	assistance	outside	of	
bookkeeping.	

3. Being	a	Great	Leader	–	Be	comfortable	with	delegating	by	having	your	team	trained	in	your	
systems	so	that	each	department	can	deliver	better	client	engagement	for	the	future.	
Nurture	and	actually	care	about	your	team.	Cultivate	and	champion	the	leaders	in	your	team.	
Create	your	org	chart	and	then	build	it	to	reflect	your	future	firm.		 	
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2:42	

My	name	is	Iyanna	Vaughn,	I	am	the	owner	and	founder	of	Lovely	Financials	Group.	We	are	a	
firm	who	helps	digital	entrepreneurs	manage	the	life	of	their	dreams	while	they	are	
building	wealth,	growing	their	profits	and	creating	their	own	lifestyle	of	their	dreams	
as	well.	I	want	to	talk	to	you	about	how	falling	in	love	with	the	process	makes	you	limitless.	

What	are	some	of	your	limiting	beliefs?	

This	year	I	read	the	book	The	Untethered	Soul	by	Michael	Singer,	and	he	told	us	that	our	souls	
are	not	our	thoughts.	We	are	the	people,	the	souls,	who	observe	the	thoughts.	So	a	lot	of	the	
negative	beliefs	or	limiting	beliefs	that	you	have	in	your	head	are	alive,	and	I	want	you	to	be	
able	to	understand	that	we're	able	to	go	beyond	that	because	we	deserve	everything	that	we	
desire.		

Before	I	started	my	business,	I	didn't	necessarily	understand	what	it	was	that	I	really	desired,	
and	I	then	built	the	way	so	that	I	can	go	beyond	that.		

The	year:	2016.		

When	I	first	started	my	business,	I	was	extremely	new	and	during	the	first	year	I	was	a	
subcontractor	to	different	accounting	firms.	I	wanted	to	build	my	muscle	up	in	bookkeeping	
and	make	sure	that	I'm	able	to	go	through	a	process,	maybe	from	point	A	to	point	B,	and	go	
ahead	and	get	out	there	on	my	own,	and	grow	my	own	firm.	

What	I	found	was,	we're	never	ready.	We	always	think,	“If	I	do	this	thing,	then	I'll	be	ready.	If	I	
work	on	this	X	amount	of	times,	then	I'll	be	ready.”	However,	I	needed	to	just	believe	in	
myself;	push	myself	out	there	and	get	started.		

Now,	at	the	time	when	I	invested	in	myself,	my	life	looked	completely	different.	I	was	a	young	
mother.	I	was	about	24	years	old,	and	I	was	also	a	foster	mom	to	an	adult	with	special	needs.	
The	correct	name	of	it	is	a	host	parent	to	an	adult	with	developmental	disabilities.	I	taught	
people	how	to	live	their	life	independently.	I	was	an	advocate	for	them	so	that	they	can	go	
through	their	life,	and	feel	at	home	and	be	in	a	way	where	they	can	just	feel	like	they	are	
independent	in	their	own	right.		

So	essentially	I	was	a	mom	of	three	overnight.	I	was	really	afraid.	Not	afraid	in	the	sense	
where	I	hated	what	I	did	or	it	was	something	that	I	didn't	want	to	do,	but	I	was	afraid	of	what	
is	something	that	is	for	me.	I	served	everyone	from	the	time	that	I	woke	up	to	the	time	that	I	
went	to	sleep,	and	I	wanted	to	find	something	for	myself.		

And	that's	when	I	turned	to	doing	blogging	online.		I	was	immersed	with	women	owned	
business,	they	were	feeling	aligned	with	their	dreams,	they	were	crushing	their	goals,	they	
were	creating	family	legacies,	but	they	were	really	afraid	to	talk	about	their	numbers.	They	
were	afraid	to	talk	about	taxes.		
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How	many	of	us	experienced	that	when	we	are	around	these	business	owners,	and	they	love	
what	they	do,	but	they	hate	their	numbers.	I	think	that’s	all	of	us.	So	doing	that,	I	realized,	
maybe	blogging	is	not	for	me.		

What	if	I	filled	in	that	gap,	and	I	helped	them	understand	their	numbers	so	that	they	can	
have	an	easier	tax	season,	and	so	that	they	can	move	forward	in	their	businesses?		

At	the	time	I	sat	on	my	hands	with	IBL,	I	was	like,	‘Okay	maybe	I'll	get	there,	maybe	I	won’t,”	at	
the	time	I	didn't	know	of	any	bookkeeping	courses.	That's	when	I	came	across	Ben's	program.		

As	I	came	across	the	program	I	was	able	to	then	go	from	conceptualizing	my	knowledge	and	
accounting.	I'll	talk	to	you	a	little	bit	about	that	as	I	go	along,	because	it's	going	to	be	really	
important	to	really	understand	that	journey.	What	we	desire	is	in	our	grasp.	However,	the	
journey	that	we	have	in	front	of	us	today	is	what	matters	most.		

8:00	

I’m	going	to	talk	about	3	different	things:	

1. Knowing	&	Understanding	Your	Worth	
2. Taking	Everyday	Action	(and	I	promise	it	doesn’t	mean	working	like	a	horse)	
3. Being	a	Great	Leader	

	

1.	Know	&	Understand	Your	Worth	

So	first	I	want	to	tell	you.	Your	worth	is	never	negotiable.	There's	this	premise	online,	
or	just	overall,	that	you	need	to	price	what	you're	worth,	or	that	you	need	to	be	able	to	price	in	
a	way	that	is	so	that	you	can	make	progress	in	your	business.	However,	I'm	here	to	tell	you	
that	you	as	a	person	are	valuable.		

When	I	really	understood	how	to	change	my	mindset	to	really	hone	in	to	my	own	worth.	I	was	
caught	up	against	the	fact	that	I	didn't	have	extensive	experience	in	accounting.	In	college	I	
was	a	healthcare	management	major.	I	took	a	few	accounting	courses	and	fell	in	love,	but	I	
was	expecting	my	child	and	I	did	not	have	time	to	change	my	major	to	accounting.	Fast	
forward	to	when	I	started	my	business,	and	my	first	negative	belief	was,	“Who	was	I	to	start	a	
business	in	bookkeeping	when	I	had	no	experience?”		

I	thought	that	owning	a	business	was	not	something	that	was	in	the	forefront	for	me.	
However,	when	we	come	across	our	business	owners	or	a	client,	a	lot	of	them	are	running	
multi	seven-figure	businesses,	and	some	of	them	don't	even	have	degrees.	They	took	a	chance	
on	themselves,	they	saw	a	solution	or	a	problem	that	they	were	able	to	solve,	and	they	ran	
with	it	and	drove	in	on	it.	

Another	thing	that	I	wanted	to	do	is	stop	hustling	backwards.	Who	here	knows	what	
that	means?	That	was	me.	When	we	start	our	businesses	within	the	first	year	working	with	
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whoever	comes	into	the	door.	We	work	with	people	who	we	know	we	shouldn’t	be	
engaged	with,	and	we’re	underpricing	grossly.		

That	was	one	problem	that	I	faced,	and	I	think	that’s	something	that	we	all	face,	especially	
when	we	start	our	businesses.	When	you	underprice	for	too	long,	it	not	only	hurts	you	and	
your	client,	but	it	also	hurts	your	colleagues,	and	everyone	in	this	room.	It	hurts	everyone	
because	when	you	come	across	people	who	want	to	work	with	you,	they	have	this	value	
placed	on	bookkeeping	and	then	commoditize	it.	They	don't	understand	that	this	service	
should	be	priced	in	a	way	that	is	profitable,	because	it	definitely	delivers	value	and	it	helps	
someone	transition	from	having	their	books	in	shambles	to	actually	having	their	financials	in	
order.	I	wanted	us	to	be	able	to	break	that	cycle,	because	I	wanted	to	extend	and	be	able	
to	scale	our	businesses.		

11:10	

Your	Weakness	Can	Be	Your	Biggest	Strength	

Another	thing	that	was	huge	for	me	was	I	projected	my	self-image,	as	being	a	weakness.	I'm	a	
woman.	I'm	a	black	woman,	and	I'm	a	young	black	woman	–	I'm	a	millennial.		

I	thought	to	myself,	“Who	am	I	to	present	myself	in	this	in	realm	of	accounting	and	finance,	
and	look	like	the	way	I	did.”		

However,	I	was	able	to	reverse	that	and	say,	“Because	I	am	a	black	woman	millennial,	I'm	
able	to	serve	people	who	look	like	me	and	help	them	break	their	generational	curse	with	
money	by	helping	them	alleviate	their	anxiety	with	financials.”		

How	many	of	us	talk	to	our	clients	and	they	just	like	word	vomit	their	anxiety	about	money,	
and	we're	able	to	absorb	it	and	turn	it	around	so	that	we	can	just	go	through	that	next	best	
step	with	them.	Not	to	solve	everything	all	in	one	in	one	day,	but	that	next	best	step	is	doing	
this.	So	being	that	representation	was	a	catalyst	of	me	just	really	understanding	my	worth	and	
my	value	in	what	I	do.	

12:35	

2.	Taking	Action	Every	Day	

This	does	not	mean	that	we	need	to	do	work	every	single	day;	however,	it	is	quite	the	
opposite.	I'm	huge	on	creating	a	balance	between	my	life	and	my	business	and	this	is	
something	that	I've	definitely	nurtured	in	my	team.	We've	built	a	culture	where	we're	not	
working	over	30	hours	a	week.	We're	moms,	we're	wives	or	partners,	we	have	lives	outside	of	
our	businesses	and	what	we	do	at	work.		

Being	able	to	have	that	balance	is	extremely	important.	However,	if	you	work	every	single	
day	on	yourself,	that	is	even	more	important.	What	I	mean	by	that	is	during	my	journey	as	
an	entrepreneur,	what	I've	come	to	terms	with	was	I	need	to	be	able	to	make	sure	that	I	am	
fulfilling	my	own	needs	first.	If	I'm	not	waking	up	in	the	morning	every	single	day	being	able	
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to	meditate,	to	journal,	exercise,	and	sit	with	my	team	and	understand	their	needs,	and	then	
also	work	with	our	clients,	then	things	are	not	where	they	need	to	be.		

I	know	all	of	us	are	built	on	referrals.	I	know	a	lot	of	our	marketing	is	referrals	and	we	do	
amazing	work	with	our	clients.	However,	what	gets	you	in	the	door	will	not	keep	you	in	
the	door.	There's	a	way	where	we	need	to	get	away	from	being	too	comfortable.	You	know	we	
need	to	consistently	fulfill	on	our	client's	needs.	I	like	to	think	of	the	relationship	of	building	
client	experiences	as	pretty	much	like	dating.	You	know	you're	going	through	the	first	90	days,	
and	you	want	to	make	sure	that	you're	able	to	not	be	in	the	honeymoon	phase.	And	then	as	it	
finishes,	you're	not	making	them	disappointed	in	what	you're	doing.		

15:00	

Client	Cycles	=	Different	Phases	of	the	Business	

One	of	the	things	that	I	like	to	understand	is	client	cycles.	When	I	first	started	in	business,	one	
of	the	things	that	I	came	across	with	my	entrepreneurs	is	a	lot	of	them	were	within	their	first	
six	figures.	As	they’ve	grown,	they	were	able	to	go	to	the	next	phase,	and	they	needed	
more	assistance	outside	of	bookkeeping.	They	needed	to	make	sure	that	they	
understood	what	their	financials	were	telling	them.		

What	we	do	with	our	firm,	we	are	feeding	the	financials	for	the	CEO	so	that	they're	able	to	
understand	their	numbers	and	make	proper	decisions	for	their	future.	We've	grown	from	
doing	the	bookkeeping	to	doing	the	CFO	services	and	helping	them	predict	their	future.	As	
they're	growing,	we're	helping	our	clients	go	from	that	solopreneur	mindset	to	owning	a	
company.	Really	understanding	those	different	phases	helps	me	be	to	able	to	not	overstretch	
myself,	but	to	be	able	to	help	them	to	understand	what	they	need	next.		

Now	after	they're	able	to	grow	their	profits,	we	understand	that	someone	who	increases	their	
profitability	also	increase	their	tax	liability	potentially.	So	then	we've	been	able	to	help	them	
legally	reduce	their	tax	liabilities,	and	once	we	are	able	to	do	that,	we	then	help	them	with	tax	
preparation.	With	the	different	client	phases	we're	able	to	help	them	as	they	grown	their	
businesses	and	understand	who	we’re	serving.	

When	you	are	taking	everyday	actions	you	need	to	understand	that	a	failed	business	is	
relative.	In	2016	I	had	a	net	loss	in	my	business.	I	was	really	afraid	to	go	out	on	my	own.	I	was	
subcontracting,	and	that's	where	my	first	failure	in	business	was.	If	I	stayed	in	that	area	of	
failure,	I	wouldn't	have	gone	forward.		

In	2018	my	business	has	grown,	and	my	next	failure	was	in	my	personal	life.	My	personal	
finances	were	in	shatters.	I	didn't	serve	myself	like	I	served	my	clients,	and	that	was	when	I	
had	my	own	financial	mishaps.	I	moved	out	with	my	daughter,	we	were	alone,	and	I	got	so	
busy	that	I	forgot	to	do	my	own	bookkeeping.	I	didn't	do	my	own	personal	finances.	And	then	
when	I	sat	and	gave	myself	grace,	and	I	made	a	promise	to	myself:	You	need	to	treat	yourself	
like	you	would	any	other	client.		



	 148	

How	many	of	us	need	to	treat	our	own	financials	like	we	do	with	clients	so	that	we	can	grow.	
Make	that	promise	today.	If	you	treat	yourself	like	a	client,	give	yourself	that	grace,	forgive	
yourself	and	push	forward.	You'll	be	able	to	see	the	other	side.		

Since	then	I	created	a	business	where	we've	been	making	multiple	six	figures,	because	I've	
been	able	to	see	and	really	understand	what	my	vision	for	the	future	of	the	business	will	look	
like.		

Then	in	2020	COVID	happened,	and	we	worked	with	online	business	owners,	and	they	were	
doing	a	lot	of	pivoting.	We	were	helping	them	understand	how	that	pivot	will	impact	their	
financials.	We	did	some	of	that	as	well.	We	started	to	understand	how	to	scale	our	own	
business	so	that	we	can	departmentalize	our	business	as	well.		

Then	in	2021,	what	we've	seen	is	what	worked	and	2020	is	changing	for	this	year	to	being	
able	to	go	through	those	changes.	We've	been	able	to	successfully	understand	that	a	failed	
business	is	something	that	we	can	only	define	for	ourselves.	

19:20	

3.	Being	A	Great	Leader	

Be	not	a	good	leader,	but	a	great	leader.	One	of	the	things	that's	really	important	for	me	is	
creating	a	team	that	I	have	leaders	in.	We	know	the	term	entrepreneur,	what	about	the	
intrapreneurial	experiences	of	your	team.	How	many	of	us	have	an	org	chart	that	is	laid	out,	
and	we	know	exactly	who	we	want	to	hire	next,	and	we	have	the	placeholders	for	who	we	
want	on	our	team?		

Who	knows	what	an	org	chart	is?	And	I’ll	show	my	exact	org	chart,	because	it	really	helps	just	
create	that	picture	of	where	we	want	to	go	and	grow	and	where	we	want	see	our	firm	go	in	
the	future.	What	I	mean	by	that	is	when	you	have	leaders	on	your	team;	they're	able	to	treat	
all	your	clients,	as	if	it’s	safest.		

We	talked	about	life	and	work	balance.	If	I	stepped	out,	my	team	members	are	acting	as	if	
they're	me,	because	we're	able	to	build	that	culture	and	community	so	that	we're	not	missing	
them.	What	if	we	take	an	entire	month	off	from	our	businesses,	and	our	team	is	able	to	
execute	on	our	behalf,	as	if	they	are	us?		

We	do	that	by	being	comfortable	with	delegating.	That's	something	that	we	first	talked	
about.	We	have	our	systems,	we	have	our	team,	and	we	need	to	be	able	to	delegate.		

One	of	the	things	that	we've	been	doing	is	hosting	department	meetings,	and	in	each	
department	we	go	through	a	whole	slew	of	things	that	hasn't	been	working	quite	as	well,	or	
have	something	that	has	been	working	amazingly	well	that	we	need	to	do.		

The	first	department	meeting	was	for	our	bookkeeping	department,	and	we	were	able	to	
determine	what	we	needed	to	do	to	improve	our	client	processes	so	that	we	can	make	our	
business	a	well-oiled	machine.		
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Next	we	went	over	the	tax	department	and	we	were	able	to	understand	exactly	what	we	
needed	to	do	for	that.	Then	can	create	better	client	engagement	for	the	future.	Now,	when	
we	change	our	mindset	from,	‘I	run	the	company	to	we	have	a	company,’	we're	able	to	
be	clear	and	create	our	processes.		

So	how	many	of	us	have	our	processing	laid	out?	If	someone	were	to	come	on	and	look	at	
them,	they	will	be	able	to	understand	and	know	what	to	do	to	get	started.	What	I	learned	was	
we	need	to	create	a	curriculum	for	our	team,	a	curriculum	meaning	if	someone	is	stationed	in	
this	role,	we	need	to	be	able	to	create	an	entire	force	for	them	so	that	they're	coming	on	and	
there’re	hugely	supportive.	When	we	have	those	clear	processes,	we're	able	to	grow	our	
team.	

22:40		

Nurture	your	team	and	actually	caring.	One	of	the	things	that	I	pride	myself	on	is	growing	
or	maintaining	personal	relationships	with	my	team	members.	What	we	did	once	was	we	
went	to	brunch	and	talked	about	our	personal	lives,	and	one	of	our	team	members	at	the	time	
who	was	a	financial	analyst,	told	us	about	how	she	wanted	to	eventually	own	her	own	doggy	
daycare	company.		

By	knowing	that	I	was	able	to	consistently	talk	to	her,	and	really	understand	what	she	wanted	
to	do	outside	of	being	within	the	company.	She	was	able	to	share	her	own	desires	for	her	
future,	so	she	could	know	that	I	was	there	to	support	her.	Then	a	little	while	later,	she	was	
able	to	come	across	an	opportunity	where	she	was	able	to	open	her	own	doggy	daycare,	and	
she	didn't	just	quit.	She	made	sure	that	she	gave	us	long	notice	in	advance	to	let	us	know,	and	
she	was	able	to	then	transition	into	filling	in	the	role,	or	helping	us	be	able	to	create	a	job	
description	for	that	role,	and	hire	someone.	When	we're	able	to	nurture	our	team,	we're	able	
to	have	them	be	able	to	support	us.	

24:16	

Cultivate	and	champion	your	leaders.	Not	only	are	you	creating	a	company,	you're	wanting	
to	create	leaders	in	your	team.	When	you	have	someone	and	they're	asking	you	different	
questions,	you	want	to	be	able	to	see	how	they	can	provide	solutions,	instead	of	just	making	
up	problems	for	you.		

Here’s	one	thing	that	I	like	to	do	when	I	have	new	team	members.	They	ask	some	questions	
and	I'll	ask	them	a	question	right	back	so	that	they	can	build	their	muscle	of	making	the	
decision	for	the	company,	instead	of	just	asking	me.	Because	what	I	find	is	when	you	have	
someone	basically	holding	your	hand,	you're	not	giving	them	the	freedom	to	be	able	to	come	
up	with	their	own	solutions.	You	need	to	help	them	be	independent,	so	that	they	don't	need	to	
have	you	in	every	part	of	the	decision	making.		
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25:25	

Organizational	Chart	

Next,	I	want	to	talk	about	
my	organizational	chart	
and	where	I	see	the	
future	for	my	firm.	I've	
departmentalized	the	firm	
where	we	have	our	
bookkeeping	department,	
finance	department	and	
tax	department	as	we	
grow	our	team.	Right	now	
I'm	in	a	lot	of	those	areas,	
but	I	really	want	to	be	
able	to	get	out	of	those	
different	pockets.		

My	dream	for	the	future	is	to	be	an	equity	owner,	where	I'm	able	to	sell	my	business	and	
be	able	to	be	with	my	family,	so	that	when	someone	can	come	in,	they're	able	to	have	all	those	
roles	filled.	Each	one	of	your	roles	in	your	organizational	chart	should	have	a	job	description,	
and	within	that	job	description	you	can	have	key	KPIs	so	that	people	know	exactly	what	they	
need	to	hit	and	their	goals,	so	that	they	can	do	the	best	to	support	you.	Does	this	gives	you	a	
good	idea	of	what	an	org	chart	can	look	like	for	your	own	business?		

Another	part	is	the	other	
side	of	the	business.	
When	it	comes	to	the	
operations,	I'm	at	this	
point	where	I	have	my	
executive	assistant.	
However,	we're	doing	
different	roles	where	
she's	doing	some	
operating	assistant	role	
with	some	operating	
assistant	duties,	and	it's	
really	hard	to	hire	
someone	and	not	give	
them	exactly	what	they	
need	to	do,	and	they're	
not	fulfilling	on	their	roles.		

For	example,	when	I	hired	my	executive	assistant,	I	wanted	her	to	do	quite	a	few	things.	
However,	when	we	made	it	clear,	she	was	able	to	understand	exactly	what	she	needed	and	
wanted	to	do.	Now	that	I	am	still	in	all	these	different	areas;	however,	I	know	when	I	want	to	
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take	myself	out.	I	want	to	take	myself	out	of	the	tax	department	by	the	end	of	next	year,	so	
that	I	can	focus	on	the	sales	and	marketing	piece.	We’re	working	on	creating	our	first	team	
retreat	in	October	so	that	we're	able	to	really	drill	into	our	business	a	company	culture.	

We	have	five	ladies	on	our	team,	however	I'm	in	a	lot	of	those	different	areas	in	the	org	chart.	
It's	really	helpful	to	know	where	we	are	going.	A	lot	of	my	will	allow	my	team	members	have	
been	with	me	for	years	especially	my	Accounting	Manager.	She	has	been	with	me	since	almost	
the	beginning,	and	we	were	in	the	trenches	together,	making	sure	that	we	were	able	to	really	
grow	from	where	we	needed	to	be.		

I'd	love	to	be	a	little	interactive	and	answer	any	questions	about,	just	different	mindset	shifts	
that	you	want	to	talk	about.	We	can	talk	through	some	of	those	things	because	I	want	us	to	sit	
and	think	about	our	version	of	success.	Think	about	what	we	desire	for	our	future,	what	if	
we	wrote	down	exactly	what	our	dream	life	would	be.	And	we	act	as	if	we	were	already	in	that	
dream,	and	be	detached	to	the	outcome,	and	really	enjoying	that	journey.		

	

Click	Here	to	Return	to	Index			
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2.5	–	Falling	in	Love	with	the	
Process	Makes	You	Limitless		

Iyanna	Vaughn	

	

2:30	

Q:	I	really	liked	the	org	chart	idea	I	never	thought	of	
that	and	I	think	that's	a	fantastic	forward-looking	
tool	for	the	business.	What	I	see	here	is	you	have	
like	the	bookkeeping	department	and	the	finance	department.	I	would	love	to	hear	how	
you	envision	those	different	than	what	the	responsibilities	are.		

A:	That’s	a	great	question	because,	for	bookkeeping,	to	me,	it’s	getting	the	reconciliations	and	
the	accounting	platform;	getting	all	the	financial	reports	buttoned	up.	Then	the	financial	
department	analyzes	it	for	the	client,	and	helps	them	do	projections	for	the	future.		

	 I	had	a	job	post,	and	I	was	looking	for	bookkeepers;	however,	one	of	the	applicants	was	a	
financial	analyst	at	CNN,	so	she	was	able	to	come	in	and	really	do	a	better	job	than	I	was	to	
analyze.	So	I	was	like,	“Oh,	maybe	we	need	a	finance	department.”	So	that's	where	the	idea	
was	birthed	from	really	understanding	the	difference	between	bookkeeping	and	
accounting;	bookkeeping	looking	backwards	versus	finance	looking	forward.		

	

Q:	I	think	my	biggest	question	for	you,	looking	through	all	this	stuff,	I	think	there's	a	huge	
mindset	shift	when	you	decided	to	become	a	business	owner	and	figure	out	how	to	do	all	
that	stuff	and	you	get	some	traction,	and	then	you	kind	of	hit	your	first	ceiling.	That’s	kind	
of	where	I'm	at,	so	I'm	curious	to	know	what	the	mindset	shift	is	when	you	start	realizing,	
‘Hey	I	need	to	start	bringing	on	help.	I	need	to	start	thinking	about	some	of	this	stuff.’		

	 Tell	me	about	some	of	your	process;	how	you	came	up	with	some	of	those	KPIs.	I'm	just	
kind	of	curious	to	know	what	that	looked	like	for	you.	I	know	it	evolves	over	time	but	I’d	
love	to	hear	your	thoughts.		

A:	One	thing	that	I	came	across	when	I	wanted	to	hire	my	first	person	I	realized	that	I	was	
getting	too	many	clients	and	had	too	little	time,	and	I	needed	that	support.	I	needed	to	also	
do	that	in	a	way	that	was	scalable.	What	I	did	was	create	a	job	post,	and	I	was	able	to	
understand	it.	I	think	you	had	a	lot	of	resources	for	getting	a	really	bomb	job	description.	
You	were	able	to	say	exactly	what	the	responsibilities	were	so	that	birthed	the	idea	of	
having	KPIs.	Because	when	we	think	about	evaluating	our	team	members,	we	put	a	lot	of	
emotion	into	it.		

	 However,	if	we	create	a	KPI	evaluation,	we're	able	to	objectively	say,	‘Hey	this	person	met	
this	expectation	in	this	way	or	this	scale,’	so	that	when	we	do	formal	evaluations,	we	can	
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just	say	objectively,	‘Hey,	this	is	exactly	how	you've	been	performing,’	and	then	we	can	
make	improvements	from	there.	A	lot	of	times	when	we	work	with	millennials,	we	like	
feedback	so	that	we	can	know	exactly	how	we’re	doing	and	what	we	can	do	to	improve.	

6:15	

Q:	When	you	started	out	as	a	bookkeeper,	how	did	you	add	-	you	answered	the	finance	part	
but	the	tax	part	also.	Were	you	already	doing	that	as	part	of	your	practice	and	it	was	just	
you,	or	did	you	find	someone	to	fill	that	role	right	away	and	then	add	it?	How	did	you	grow	
this	from	one	specialty	to	three	without	doing	it	yourself,	or	did	you	do	it	yourself	first?			

A:	I	did	do	it	myself.	However	I	did	take	taxes	at	Launch	to	get	the	foundations.	And	with	that	
I've	been	able	to	really	study	and	research	different	tax	planning	strategies.	Because	when	
we	help	our	clients	increase	their	profits,	what	else	happens	-	they	increase	their	tax	
liability.		

	 And	with	that	being	the	case;	with	having	that	experience	and	doing	some	educational	
research,	I've	been	able	to	help	my	clients	find	a	way	to	legally	reduce	their	taxes	by	the	
way.	However,	it’s	not	something	that	I	completely	love	so	I	will	be	growing	my	team	to	
really	cover	that	whole	department	there,	but	it	is	definitely	a	need	and	our	clients	love	it.	
We're	like	a	boutique	firm	where	we	don't	serve	so	many	clients,	but	we	serve	our	clients	
deeply.	We're	able	to	holistically	serve	them.		

	

Q:	I'm	just	looking	at	the	same	things,	like	how	to	level	up;	how	to	start	building	out	these	
processes	like	a	lot	of	people	here.	I'm	looking	at	your	organizational	chart,	and	your	five	
team	members,	and	you	appear	to	have	at	least	13	roles.	I'm	wondering	specifically	what	it	
looks	like	for	you	on	sort	of	the	day-to-day,	week,	month-to-month	basis	to	say,	“Okay	the	
bookkeepers	have	finished	bookkeeping,	the	finance	managers	are	looking	at	the	
financials.”		

	 Where	do	you	step	in?	Are	you	the	one	meeting	with	the	clients?	Are	you	reviewing	the	
financials?		Because	you've	got	to	have	a	real	clear	picture	on	how	far	back	do	you	look	
How	hard	is	it	for	you	to	get	caught	up	on	the	month?	

A:	So	this	is	fun	for	me.	I'll	talk	to	you	about	my	onboarding	process	in	one	to	five	months	so	
that	you	can	kind	of	get	a	picture	of	how	we	work	with	our	clients.	With	onboarding,	what	
we	do	is	a	lot	of	times	our	clients	have	their	bookkeeping	in	shambles	and	we	need	to	
catch	up	and	we	do	the	bookkeeping	clean	up.	Right.		

	 As	they're	waiting	for	the	cleanup,	what	I	do	is	I	talk	with	the	client,	maybe	like	a	coaching	
series	where	I	help	them	dig	out	by	covering	the:		

! What	is	your	organizational	chart,	or	let's	create	one.	Because	I	get	questions	if	they	
can	afford	this	team	member,	but	if	you	don't	tell	me	what	your	picture	is	right	now,	I	
can't	give	you	an	educated	response	on	if	you	can	afford	that	person	now	or	in	the	
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future.	So	while	the	finances	are	being	cleaned	up	and	caught	up,	we	talk	through	those	
different	things.		

! We	talk	through	their	value	ladder.	How	many	of	us	know	what	our	value	added	is?	
It’s	basically	a	way	to	understand	what	their	offerings	are	at	the	low-level,	mid-level	
and	high-level.		

! We	help	them	understand	their	pricing	structure,	and	then	we	are	able	to	help	them	
project	for	the	future.		

! By	that	time,	I've	looked	at	the	financials	that	have	been	cleaned	up	and	caught	up.	I	
given	them	a	snapshot	of	things	that	they	need	to	immediately	improve.	

! And	then	we	create	their	forecast	for	their	business	future,	making	sure	that	it's	not	
just	throwing	numbers,	but	really	tying	it	into	what	they've	done	before,	what	they	
want	to	do,	and	exactly	the	steps	that	they	need	to	get	there.		

! Then,	every	month,	the	bookkeeping	team,	on	the	first	week	of	the	month	they're	
knocking	everything	out.	However,	each	week	they're	doing	it	so	that	you're	not	having	
to	start	from	scratch	in	the	beginning	of	the	week	

! The	second	and	third	weeks	of	the	month,	I'm	doing	the	financial	analysis	we	do	with	
clients.	So	we	have	one-hour	meetings,	or	depending	on	their	scope	of	service,	I'll	do	
like	a	video	analysis	reporting.		

	 So	I'm	able	to	create	these	processes	and	our	bookkeeping	system	so	that	everything	like	
literally	flows	like	a	train.	The	accounting	is	done,	the	bookkeeping	gets	done,	and	I’ll	
analyze	it.	The	meetings	get	done.	I'll	probably	tell	the	team	any	things	that	needs	to	be	
updated	or	things	that	are	coming	down	the	pipeline,	and	then	those	get	updated.	And	
then	we	start	fresh	on	the	next	month.		

	 Now	at	tax	season,	my	non-peak	weeks	are	the	first	week	and	the	fourth	week	of	every	
single	month.	So	then	I'm	able	to	do	the	other	things	in	the	business	like	finish	up	tax	
preparation,	do	some	tax	planning	and	things	of	that	nature.	I	like	to	see	my	day	and	see	
my	weeks,	so	that	I'm	not	stressed	out	then.		

	

Q:	Tell	me	about	your	CEO	day.	

A:	A	CEO	day	is	taking	a	bird's	eye	view	of	your	business,	really	analyzing	it,	and	looking	at	
what	are	the	goals	for	the	next	week.	

12:05	

Q:	I	like	the	idea	of	a	mini-course	with	new	team	members,	it	can	really	save	time	while	
onboarding,	I	wonder	what	the	best	way	would	be	to	host	this	material	and	cost	effective,	
is	there	probably	something	better	than	Loom	videos	and	Google	Drive	folders	that	you	
recommend?	

A:	Great	question.	So	we	have	a	course	platform	called	podia.com	https://www.podia.com/				

	 It's	a	really	affordable	course	creative	solution	it's	about	$39	a	month.	I	also	use	this	to	sell	
courses	as	well	to	future	customers,	but	I'm	doing	an	internal	course	where	I'm	creating	a	
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curriculum	for	my	new	team	members.	This	way	when	I	create	the	curriculum,	I'll	have	
like	a	workbook,	and	then	I'll	record	over	some	PowerPoints	and	it	won't	be	alone,	just	
because	I	want	it	to	be	housed	in	a	flowing	platform	so	that	I	can	know	how	my	team	is	
flowing	through	the	courses	is	that	I	can	add	some	assessments	that	I	can	understand	that,	
okay,	they	may	have	experience	in	their	industry	however	they're	learning	to	LFG	way	so	
that	they	can	execute	as	if	they're	me	or	someone	else	on	the	team.	

	

Q:	What	is	your	particular	niche?	

A:	We	help	our	clients	sell	their	intellectual	property	online,	whether	it	be	through	coaching,	
consulting,	or	having	digital	agencies	ecommerce	brands.	A	lot	of	our	clients	are	online,	
they	have	a	descent	close	following	they	have	their	storefront	online	as	well	so	we	kind	of	
niche	down	to	there	so	that	we	can	understand.	‘Hey	clients	like	you	do	X,	Y	and	Z	to	grow,’	
or	‘I've	seen	clients	spend	X	percent	of	their	revenue	on	this	line	item	usually,	and	you	
match	up	in	this	way.’	So	just	kind	of	helping	understand	what	the	benchmark	is.		

	

Q:	How	many	clients	do	you	have?	

A:	It’s	a	boutique	so	we	have	about	30	clients,	and	we	serve	them	deeply.	We	do	other	things	
besides	our	monthly	clients.	I	also	have	something	called	like	the	Intensive.	So,	when	
clients	who	come	in	are	within	their	first	six	figures,	they	don't	necessarily	need	
bookkeeping	immediately	from	us	because	we	like	to	work	with	more	established	
businesses.	However,	they	absolutely	need	the	strategy,	and	that	strategy,	if	they	spend	X	
amount,	that	they're	able	to	make	consistent	income	from	working	with	me	for	an	hour,	so	
that's	been	something	that	we've	been	able	to	leverage	as	another	offering.	When	people	
ask	me	how	many	clients	we	have,	there's	different	ways	with	different	revenue	streams	
that	we	have	to	be	able	to	facilitate	different	clients.	

15:05	

Ben:	I	want	to	pause	on	something	that	she	went	over	that	was	wicked	smaht.	The	one	that	
I'm	talking	about	is	creating	the	courses	that	she	sells	to	entrepreneurs	that	are	not	quite	
ready.	Remember	what	we	talked	about	yesterday,	having	those	touch	points.	Remember	
what	he	talked	about	getting	a	credit	card	number.	Guess	what	she	has	on	her	website?	
That’s	a	lot	of	potential	clients	and	passive	income.	Wicked	freak’n	smaht!		

	 Everybody	should	take	a	cue	out	of	that.	I	don't	care	if	it's	$7,	$27,	or	$97.	Somewhere	in	
that	range,	I	would	imagine.	They	ain't	going	anywhere	else,	by	giving	her	money;	when	
it's	ready,	they're	coming	to	her.	She's	added	a	ton	of	value	to	their	lives.	She	could	get	in	
front	of	them	now,	because	that’s	a	paying	customer.	Don’t	skirt	over.	That's	wicked	
smaht.	
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Iyann:	And	I	want	to	piggyback	off	of	that	too	because	now	we've	been	growing	a	waitlist	
because	we	want	to	build	or	grow	our	team.	And	while	they're	on	the	waitlist,	we	can	give	
them	the	different	offerings	to	purchase	the	courses.	I’ve	had	people	wait	because	they	
wanted	to	work	with	us.		

	 That's	why	I	talk	about	the	value	ladder.	You	serve	someone	in	a	small	area,	and	then	that	
next	midpoint,	what	is	that	offering,	and	then	that	high	level	ticket	offer,	what	is	that?	
Since	I	do	work	with	business	owners	who	work	online,	I'm	able	to	kind	of	leverage	some	
of	those	skill	sets.	

17:00	

Q:	With	your	focus	on	really	pampering	the	team	that	you	talked	about	earlier,	one	of	the	
struggles	is	keeping	good	help.	Have	you	been	able	to	eliminate	turnover	to	some	extent	
where	basically	the	people	that	leave	are	leaving	because	you	set	them	up	to	do	something	
super	awesome	for	them,	and	it's	a	it's	a	celebratory	leaving.	Have	you	been	able	to	just	
kind	of	make	that	happen?	

A:	That's	such	a	good	question	because	when	we	have	someone	that's	amazing	on	our	team,	
we	want	to	keep	them.	However,	how	about	we	detach	from	the	outcome	of	them	staying,	
or	going	to	something	for	their	own	life.	For	instance,	my	turnover	hasn’t	been	quite	high,	
however	when	someone's	on	my	team,	I	like	to	get	personal,	right.	Not	too	personal,	where	
it's	a	little	bit	uncomfortable,	but	personal	enough	so	that	they	can	know	that	I	really	legit	
care	about	them	as	a	person.	I'll	ask	them	what	is	your	goal	for	your	future	career?	How	I	
help	you	facilitate	that.		

	 I	have	a	tax	assistant	who	wants	to	study	for	the	EA	exam	and	I'm	telling	her,	“Hey,	if	you	
take	that	EA	exam	and	you	get	some	experience,	you	have	a	guaranteed	position	as	a	tax	
manager	within	the	firm.”	And	this	is	a	way	for	them	to	be	entrepreneurial.	So	I	give	them	
different	incentives	outside	of	just	money,	really	caring	about	them	and	investing	in	their	
future.	That	way	you're	able	to	just	love	on	them,	and	then	if	they	need	to	leave,	you	have	
no	regrets.		

	

Q:	I	was	wondering	if	you	were	100%	client	facing,	and	if	not,	were	you	planning	on	letting	
any	team	members	be	client	facing.		

A:	Yeah,	so	I'm	not	100%	client	facing	any	longer.	So	for	instance,	I	don't	do	any	work	in	the	
bookkeeping	department,	because	I	have	my	manager.	That's	been	a	huge	blessing	for	me	
to	step	out	of	those	different	roles,	so	that	my	team	can	think	on	their	own.	The	next	thing	
that	I	want	to	do	with,	of	course,	is	the	tax	department;	however,	when	we	hire	financial	
analysts,	they	will	absolutely	be	client	facing.	But	taking	a	rigorous	course,	as	well	as	them	
sitting	on	meetings,	I	can	help	nurture	them,	to	really	be	confident	and	in	front	of	different	
clients.		

Click	Here	to	Return	to	Index			 	
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2.6	–	Getting	High-Quality	
Clients	without	Marketing		

Ben	Robinson	

Summary:	Ben	shares	3	of	the	most	effective	
methods	to	get	high-quality	clients:			
1. Partnerships	–	If	you	don’t	like	marketing	and	

sales,	consider	partnering	with	someone	who	
does.	Leverage	the	power	of	community	by	
getting	with	bookkeepers	in	your	area	to	get	ideas	and	hold	each	other	accountable.	

2. Authority	–	Become	more	influential	by:	A)	Picking	a	niche,	B)	Having	a	good	versus	evil	
mission;	C)	Have	step-by-step	plans	to	help	clients	overcome	their	biggest	pain(s);	D)	
Maintain	absolutes;	E)	Answer	all	of	their	specific	and	tactical	questions;	F)	Have	icons,	rituals	
and	rites.	

3. Referrals	–	The	key	to	getting	inundated	with	referrals	is	to	“Be	so	good	they	can’t	ignore	
you.”	Adopt	the	craftsmanship	mindset	by	focusing	on	what	value	you’re	producing	in	your	
job.	

	



	 158	

0:14	

What	we're	going	to	talk	about	here	is	how	to	get	high-paying,	quality	clients	without	
marketing.	I	should	have	put	a	little	asterisks	on	here	because	there's	a	book	out,	that	I	read	
and	it's	about	the	dental	professional	called,	Everything	Is	Marketing.	I	love	that	title	
because	it	truly	is.		

When	you're	going	out	there	and	looking	for	a	new	team	member,	you’re	marketing.	When	
you're	out	in	the	grocery	store	and	start	talking	to	somebody	about	their	business,	about	their	
bookkeeping,	you’re	marketing.	You're	sitting	on	a	plane	and	hand	out	your	business	card,	
that's	marketing	right	there.	So	what	we're	talking	about	here	is	just	another	way	for	you	to	go	
out	there	and	get	clients.	You	should	never,	ever	stop.		

What	did	we	say,	there	are	two	activities:	number	one	is	marketing	and	the	other	one	is	
recruiting.	You	don't	have	to	take	on	every	client,	you	don't	have	to	hire	every	individual,	but	
if	you	want	to	grow	this	business	it's	so,	so	important.	What	we're	doing	is	obviously	arming	
you	with	a	lot	of	different	stuff.	Again	it's	not	anecdotal.	It's	not	working	for	everyone.	You	
grab	on	to	what's	working	for	you.	You’ll	notice	instead	of	booking	launch,	there's	a	lot	of	
different	ways	to	go	out	there	and	get	clients.		

Some	people	love	LinkedIn,	and	I've	had	tons	of	success	on	LinkedIn	and	other	people	aren’t	
getting	results.	You	got	to	find	where	your	people	are	and	get	in	front	of	them.	I	was	speaking	
with	an	attendee	and	she	was	speaking	about	a	certain	niche,	and	I	was	like,	“Where	are	
they?”		

Get	in	front	of	them	in	front.	Get	in	front	of	them	online.	Get	in	front	of	them	in	an	ad.	Get	in	
front	of	them	on	Facebook.	Get	in	front	of	them	physically,	with	all	the	different	ways	that	you	
can	do	that.	What	you're	trying	to	get	here	are	the	ways	that	are	going	to	work	for	you	–	the	
ways	that	are	going	to	work	for	where	your	clients	are.		

2:13	

Method	1:	Partnerships	

I'm	going	to	go	back	to	Method	number	1,	which	I'm	going	to	do	the	exercise	again	because	I	
don't	think	you	understand	the	implications	or	the	possibilities	of	what	this	can	do.		

We	had	an	inordinate	amount	of	people	who	didn't	like	the	marketing	and	sales,	and	a	few	
people	who	did,	and	I	would	venture	to	say	that	those	that	enjoy	the	marketing	and	sales	
probably	have	a	lot	more	info.	Is	that	right	or	wrong?	I	don't	care,	but	I'm	just	venturing	to	
guess		

Partnerships.	Who	likes	to	do	marketing	and	sales?	So	again,	stand	up.	Stand	up	if	you	like	to	
do	marketing	and	sales.	Those	of	you	who	are	sitting	down	you	should	look	for	these	people.	
You	should	look	for	potential	partnerships.	Again,	I'm	not	suggesting	that	you	go	and	get	
married,	but	have	a	conversation	with	somebody,	maybe	they	were	at	your	table.		
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It's	important	that	you	understand	because	most	of	us	don't	like	marketing	and	sales.	And	
when	you	create	that	Superman	and	Batman.	When	you	create	that	duo,	it	can	be	very,	very	
powerful.	Not	just	here	and	not	just	in	this	context.	It	might	be	something	that	you	do	
formally,	it	might	be	a	joint	venture,	it	might	be	something	that	you	do	as	a	formal	
partnership,	but	I	can	guarantee	you	that	one	plus	one	does	not	equal	two	in	this	situation,	it	
equals	10,	it	equals	20.		

Don't	underestimate	that.	The	problem	is	that	for	every	one	person	in	here	who	likes	
marketing,	there's	seven	or	eight	of	you	who	don't.	So	looking	as	leverage.	What	we're	trying	
to	do	here	is	to	find	more	ways	to	go	out	there	and	get	those	quality,	high-paying	clients	and	
doing	it	in	a	way	that	systematize	like	we	talked	about	like	full	on.	That	make	sense?	
Partnership	-	at	least	explore	them.		

This	is	another	one	of	the	benefits	of	getting	together	physically	with	people	that	are	in	
your	area…	This	is	just	some	of	the	things	some	of	the	ways	that	we	could	potentially	do	that	
and	if	it's	not	some	sort	of	formal	partnership,	it's	accountability,	it's	getting	help.	It’s	
the	power	of	community	that	Kirstin	talked	about	this	morning.	All	these	things	are	a	benefit	
and	I	cannot	stress	enough	that	it's	a	lonely	endeavor.	I	don't	have	to	tell	you	that,	but	it's	so,	
so	important	that	you	have	that.	Again,	I'll	come	back	to	the	things	that	are	central	because	it's	
so	important.	I	cannot	drive	it	home.	I	know	you're	going	to	be	saying,	“I	wish	you	would	shut	
up	and	stop	talking	about	the	community.	But	I'm	not	going	to.	I'm	going	to	do	it	because	it's	
so	important		

5:44	

Method	2:	Authority	

I	don't	mean	authoritarian.	I	don't	mean	this	in	a	negative	connotation.	I	mean,	you	becoming	
an	authority.	Another	buzzword	that	people	use	is	an	influencer,	right.	What	does	influence	
mean?	That's	means	you're	able	to	persuade.	

Has	everybody	read	the	book,	Influence	by	Robert	Cialdini.	Okay,	put	that	on	your	book	list.	
Another	one	by	him,	which	is	the	ying	and	yang	type	of	situation,	is	Pre-suasion.	I	got	to	see	
Robert	Cialdini	speak.	Really	cool.	But	there's	a	lot	of	powerful	stuff	in	there.	He	talks	about	a	
authority,	he	talks	about	influence,	and	again,	this	is	not	a	negative	connotation	saying	I'm	
going	to	be	an	authoritarian	and	what	I	say	goes	–	and	that’s	it.	That's	not	what	we're	talking	
about.		

Give	me	a	famous	person	who's	written	a	book	lately…	Erin	Brockovich,	perfect,	thank	you.	
Raise	your	hand	if	Erin	Brockovich	was	one	of	the	determining	factors	of	coming	to	BKX?		
She's	an	authority,	right.	She	has	a	movie	about	her,	but	she	didn't	have	that	movie	about	her	
until	she	stood	up	for	what	was	right.		

A)	Niche	

What	we're	going	to	be	talking	about	here	is	how	to	become	an	instant	authority…	
in	your	niche.	Which	raises	my	first	point:	Niche.			
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It's	a	whole	lot	easier	for	you	to	be	heard	inside	of	a	high	school	gymnasium,	than	it	is	at	the	
AT&T	Dallas,	Texas	Stadium.	Imagine	you're	in	a	high	school	stadium,	and	you're	trying	to	yell	
at	somebody	across	the	floor.	You	probably	have	a	pretty	good	chance	of	being	heard,	unless	
it's	just	really,	really	ruckus	and	loud.	In	Dallas	Texas	Stadium,	or	any	other	in	the	big	stadium,	
is	it	possible	for	you	to	be	heard	there.	No.		

So	this	might	be	called	being	a	big	fish	in	a	small	pond.	Being	in	a	niche	is	probably	the	most	
powerful	thing	that	you	can	do	to	become	an	authority	in	your	field.	I	mean	that.	It's	like	
the	best	thing.	I	cannot	tell	you	how	many	clients	that	I	got,	simply	by	saying,	“Hi,	I'm	Ben	and	
I’m	an	account	and	I	only	work	with	dentists.”		

“Whoa,	really.	Come	sign	up	with	me.”		

I	mean	that	was	literally	out	of	all	the	things	that	I	did	and	all	the	tricks,	I	would	say	that	and	
literally	after	that,	“You	want	some	help?”		What	Perry	talked	about	yesterday.	And	I	was	
shocked	that	half	the	time	they're	like,	“Yeah,	let's	get	going,”	because	they	saw	the	value	in	
that.	They	saw	me	as	an	authority.		

I	would	use	things	like	in	dentistry.	I	would	use	things	like	it's	an	amalgamation	of	your	
financial	state.	Who	in	the	hell	uses	the	word	amalgamation,	right?	People	in	the	dentist	field.	I	
learned	their	lingo.	Don't	underestimate	the	power	of	that.	I	would	use	it	in	the	right	context	
but	it	showed	that	I	knew	what	I	was	talking	about,	that	I	understood	them,	which	has	been	a	
recurring	theme	–	understanding	your	client,	understanding	your	team	members,	
understanding	what	they	want,	and	feeling	heard.		

Remember	when	Perry	was	talking	about	if	people	feel	heard,	they're	going	to	be	attracted	to	
you.	It's	the	same	thing	right	here.		Of	all	things	we're	talking	about,	this	is	the	quickest	way	
for	you	to	become	an	authority.	

I'm	going	to	give	you	an	example	of	somebody	who	does	this	probably	better	than	anybody	in	
just	a	minute	so	that	you	can	kind	of	put	it	all	together.		

10:20	

B)	Have	a	good	versus	evil	mission	

Let's	think	about	it	this	way.	Let's	say	you	had	a	company	that	sells:	How	to	start	a	
bookkeeping	business.	What	could	be	a	potential	evil	to	a	potential	client?	

Well,	the	potential	evil	is	corporate	America,	the	status	quo,	having	to	choose	between	putting	
your	child	in	childcare	versus	being	able	to	stay	at	home	with	them	-	all	these	things.		

It	could	be	a	person,	it	could	be	a	symbol,	or	it	could	be	a	corporation.	I'm	not	suggesting	that	
you	become	a	conspiracy	theorist,	that's	not	what	I'm	talking	about	here.	But	it	can	come	as	
basic	and	when	you	see	the	example	you'll	understand	exactly	what	I'm	talking	about.		
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Let's	go	back	to	dentistry	and	dentists.	There's	tons	of	evil,	right,	tons	of	things.	One	of	them	
could	be	the	dental	supply	companies.	One	of	them	could	be	that	my	patients	are	different,	
whatever	the	case	may	be.	How	do	you	think	that	I	uncover	what	their	evil	is?...Ask!		

Ask	them,	and	listening	to	them.	It	comes	back	to	the	pain	points	and	we'll	talk	about	that	
more	because	pain	alleviates	and	sells	a	lot	more	than	gain.	That's	how	we're	wired.	How	
much	money	is	spent	on	preventative	medicine,	versus	curing?	It's	like	50	to	one.		

People	don't	spend	money	to	prevent	things;	they	just	want	to	know	if	I	got	it,	how	can	I	get	
rid	of	it,	right.	That's	why	pain	sells	a	lot	more	than	gain.	Now	that	doesn't	even	become	
negative	Nancy	and	all	that,	I'm	trying	to	give	you	an	insight	into	the	human	psyche.		

Yesterday,	Erin	was	at	lunch	saying	that	she's	a	student	of	human	psychology	and	I	am	too	
because	that's	really	marketing.		

What	is	the	evil	mission	in	your	niche?	If	you're	doing	tax	-	this	is	a	slam-dunk	-	what's	the	
evil?	The	IRS.		

You've	seen	those	commercials	that	say,	“Do	you	have	more	than	$50,000	in	back	taxes,	well	
we	can	help	you	right	there	the	IRS	does	not	have	the	right	to…”	What	have	they	done	right	
here?	They've	created	good	versus	evil	mission.		

It	really	helps	if	you	have	a	niche,	and	it	doesn't	have	to	be	one	evil,	it	could	be	several	things.	
A	lot	of	people	ask	me,	“I	just	don't	know	what	to	write	about?”	There	you	go,	write	about	
good	versus	evil.	You	can	write	about	the	evil	all	day	long,	but	then	the	evil	leads	to	the	
solution,	and	what's	the	solution?	…Hire	you.		

What	is	that	good	versus	evil	mission?	Now	the	way	that	you're	going	to	be	able	to	extrapolate	
that	and	the	way	you're	going	to	be	able	to	find	that	is	listen	to	the	pain	points.	So	extrapolate	
what	those	are.	What's	that	good.	What's	the	evil.		

14:25	

C)	Have	step-by-step	plans	to…		help	your	client	overcome	their	biggest	
PAIN(S)	

This	is	right	on	cue	with	what	Iyanna	talked	about	her	creating	guides	that	people	pay	for	
before	they	become	clients	that	helps	them	probably	to	overcome	their	biggest	pains.	Maybe	
they're	a	new	business	owner	and	they	don't	know	how	to	set	up	QuickBooks	Online.		I'm	just	
guessing	what	a	guide	would	be	that	they	need	to	do,	but	they	can't	afford	to	pay	her	yet,	or	
they	can't	justify	that.		

So,	what	if	you	had	step-by-step	plans	of	how	to	do	that.	That's	a	very	basic	one,	but	it	would	
be	very	powerful.	Imagine	me	as	your	potential	client	coming	to	your	site,	or	finding	your	ad,	
or	getting	something	handed	out	physically	to	me	at	a	networking	event	that	tells	me	exactly	
how	to	do	that.	I’m	like,	“Holy	crap.”	This	is	exactly	step-by-step	detailed	plans.		
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Somebody	was	saying	don't	give	away	too	much	information	in	the	blog	or	sales	consultation.	
I	say	no,	I	say	give	it	all	away.	Tell	all	the	secrets.	Give	them	all	the	steps.	If	they	want	to	do	it	
on	their	own,	you	just	added	value	to	the	marketplace.	I	say	hold	nothing	back.		

Some	people	will	take	that	and	they'll	run	with	it.	Some	people	will	love	you,	and	some	people	
will	be	apathetic.	You	don't	know	which	one	is	going	to	be	the	right	client,	which	one's	going	
to	sign	up	with	you,	which	one's	going	to	give	you	money.		

Don't	be	afraid	to	share	information.	Don't	be	afraid	to	tell	them	exactly	how	to	do	it.	Over	
deliver.	Help	your	clients	overcome	their	biggest	pain.		

Here's	what	I	would	do	if	I	were	you.	How	many	of	you	record	your	consultations	or	
proposals,	whatever	you	want	to	call	them?	How	many	record	them?	I	tell	you	this	in	the	
course	-	start	recording	every	consultation	that	you	have	with	a	potential	client.	Get	their	
permission	before	you	hit	the	record:	“Mr.	Potential	Client,	we're	going	to	record	this.	Is	that	
okay?”	In	the	recording	I	get	it	again.	We	covered	the	legalities	of	all	that	right	there.		

Why	do	I	want	to	do	that?	Because	I	want	to	start	going	back	and	I	want	to	trend	and	see	what	
are	they	asking.	The	questions	they	are	asking	are	objections	to	not	using	you.	When	you	start	
documenting	these,	you	should	be	able	to	answer	these	questions	on	the	proposal,	in	the	
consultation,	in	line	at	the	grocery	store,	or	at	a	networking	event	–	boom	–	like	the	back	of	
your	hand	because	you	are	cataloging	them.		

What	else,	these	questions	are	great	fodder	for	marketing	content,	step-by-step	plans,	all	this	
comes	back.	What	are	their	pains?	We	can	get	to	the	gain	-	that's	great,	help	him	to	get	that.	
But	if	somebody	owes	$100,000	in	back	taxes,	or	somebody	has	four	years	worth	of	financial	
statements	to	prepare	because	the	IRS	sent	them	a	nasty	letter	and	said	the	government	is	
going	to	come	seize	all	their	property.	They	have	a	pain.	They	couldn't	care	less	about	how	
much	they're	going	to	make	in	the	future.	I'm	not	discounting	that,	but	I'm	saying	you're	
alleviating	the	pain.		

Help	your	clients	overcome	their	pain,	give	them	step-by-step	directions	of	how	to	do	that,	
whether	or	not	they	are	paying	you	or	not.	I	know	that	that	flies	in	the	face	of	a	lot	of	what	we	
think	and	it	does	me	too,	but	I'll	tell	you,	cast	a	lot	of	bread	on	the	water	and	it	comes	back,	
right.	Make	sure	you	do	that.		

18:22	

D)	Maintain	absolutes	

So	an	absolute	example	to	you	is:	You	must	niche.	I	don't	say	you	shouldn't	niche,	you	
couldn't	niche…	you	must	niche.		

Now	some	of	you	don't	take	that	advice	and	that's	fine.	You're	adults,	you're	a	business	owner,	
you're	hard	headed,	you	can	do	what	you	want.	You	can	do	whatever	you	want,	but	that's	an	
absolute	–	that's	an	absolute	that	we	say	is	so,	so	important.	
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A	lot	of	us	don't	want	to	be	offensive,	and	you're	like,	“Oh	I	can't	say	dogmatic	terms	like,	‘Oh,	
you	have	to	do	this,	you	must	do	this’	and	all	that.”	That's	okay.	Right,	everybody	is	not	you	
client.	If	everybody	is	your	potential	client,	you	don't	have	a	good	market	defined.	So	maintain	
those	absolutes.	Again	I'm	going	to	give	you	an	example	of	somebody	who	does	really,	really	
well	and	you'll	know	who	he	is,	in	just	a	second.		

19:16	

E)	Answer	all	of	their	specific	and	tactical	questions	

What	questions	are	your	clients	asking	over	and	over	and	over	again,	where	you're	almost	
ready	to	just	jump	off	a	bridge	because	if	you	answer	that	again,	you're	going	to	jump,	right.		

We	actually	did	this	on	our	site.	On	bookkeepers.com	we	took	all	the	questions	that	we	get	
most	frequently,	and	I	recorded	a	three	to	five	minute	video	on	every	single	one	of	those	and	
put	them	up	so	that	people	can	get	their	questions	answered.		

Until	you	answer	all	questions	that	a	prospect	has,	they're	not	going	to	give	you	any	money.	
They	need	to	have	all	those	questions	answered	and	the	more	that	you	can	do	on	the	front	
end,	the	more	that	you	can	do	before	they're	to	you	-	where	it's	just	pretty	much	shut	up	and	
take	my	money;	where	it's	that	easy.	Or	softening	the	beachhead	that	Perry	was	preparing	us	
for.	

The	more	marketing	that	you	can	do,	the	more	questions	that	you	can	answer,	the	more	
authoritarian	you	can	look	in	a	good	way,	the	more	likely	they	are	to	say,	‘”Yes.	Shut	up.	Take	
my	money.”	(Thanks	Ryan	Deiss	for	teaching	me	that.)		

But	answer	all	their	specific	and	tactical	questions.	If	you	do	this,	you	will	never,	ever,	ever	
run	out	of	content.	That's	what	you	write	about	right	there.		

I	will	give	you	a	couple	of	resources	that	you	can	do	that.	The	very	best	way,	and	it	cannot	be	
substituted,	is	talking	to	people..	Talk	to	your	prospects,	talk	to	your	clients.	By	the	way,	going	
back	to	that	recording	of	the	prospect	conversations,	I	would	also	record	the	client	meetings	
that	you	have.	You	can	record	them	on	Zoom.	Here's	a	great	value	add,	you	have	a	portal,	
upload	that.		

But,	get	it	transcribed.	You're	going	to	be	a	documenter	here	for	a	while.	Get	everything	
transcribed,	or	just	go	back	and	listen	to	it.	Use	rev.com	–	it’s	about	a	dollar	per	minute.	Or	you	
can	use	other	transcriptions,	or	you	can	just	simply	listen	to	it.	This	is	where	you're	going	to	
get	those	specific	and	tactical	questions	from	your	clients	and	from	your	prospect.	You	want	
all	those	answered	before	they	get	on	the	phone.	Okay,	so	that	they	can't	tell	me	what's	the	
objection	or	have	something	stupid,	and	they're	just	like,	it's	like	shooting	fish	in	a	bucket.		

How	many	of	you	think	that	having	a	niche,	you	could	really	drill	down?	Yeah.	“Hey,	I'm	
getting	this	piece	of	dental	equipment,	and	I	heard	that	I	could	write	the	whole	thing	off.”	

“Hey,	you're	in	luck.	We’ve	got	this	right	here	on	how	to	depreciate	all	of	your	X,	Y	&	Z.”	Be	
very,	very	specific	combat.		
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22:18	

F)	Icons,	rituals	and	rites	

Who	does	this	as	well	as	anyone?	Dave	Ramsey	[The	following	are	examples	of	how	Dave	
Ramsey	applies	the	elements	that	Ben	has	talked	about.]	

a)	Who’s	his	niche?	People	in	debt.	

b)	What’s	Dave	Ramsey’s	good	vs.	evil	mission?	Debt-free	is	good.	Debt	is	evil.	You	know	
how	that	goes:	Debt	in	your	business	=	Bad;	Debt-free	=	Good.	Again,	it's	not	just	one	evil.	It's	
not	about	talking	bad	about	some	person.	It’s	finding	out	what	really	is	evil	in	this	situation.	

c)	Have	step-by-step	plans	to	help	them	to	overcome	their	biggest	PAIN(S).		

I	took	a	screenshot	of	the	Dave	Ramsey	site.	He's	got	so	much	free	content	on	this,	but	I'll	tell	
you	also,	he	does	a	good	job	of	trying	to	sell	you	on	something	right	there;	getting	that	
commitment,	getting	that	credit	card	number,	but	he	does	it.		

He	has	guides	after	guides,	and	I	know	that	you're	not	Dave	Ramsey,	and	I	know	that	you	don't	
have	his	content	machine,	and	you	don't	have	his	people.	I	don't	either.	But	he	does	this	better	
than	anyone.	
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d)	Maintain	absolutes.	What’s	the	absolute?	You	must	gain	control	over	your	money.	I’m	
paraphrasing	–	I	must	gain	control	over	my	money.		

e)	Answer	all	their	specific	and	tax	prep	questions.	Again,	going	back	to	those	step-by-step	
guides	and	things	that	we	talked	about	that	he	has	on	his	site.	He	absolutely	does.		

f)	Now,	the	last	one	here;	can	anybody	think	about	an	icon	or	ritual	or	rites	that	Dave	
Ramsey	has	people	do?	The	debt-free	scream.	Right,	genius.	And	that's	what	made	him	so	
successful.	Whether	you	like	him	or	not.	Whether	you	believe	in	him.	I	believe	he	sometimes	
rubs	people	the	wrong	way,	including	me,	but	this	guy	does	it	right.	And	if	you	look	at	his	
marketing	organization	behind	the	radio	show,	fabulous.	entree	leadership,	all	that	stuff.	I	
mean,	if	you	want	to	follow	somebody	in	marketing	and	learn	how	to	do	it,	get	into	his	funnel.		

By	the	way,	how	many	of	you	have	gotten	into	marketing	funnels	for	other	people	who	
provide	services	that	you	do?	I	want	you	to	go	out	there	and	find	people	who	are	your	
competitors	and	get	into	their	funnels	and	admire	and	acquire.	Obviously	don't	steal	anything.	
But	go	out	there	and	see	what	other	people	are	doing.	Get	into	other	types	of	marketing	and	
see	who	is	doing	it	right.	How	can	you	follow	up?	What	can	you	borrow?	How	can	you	adapt?	
Don't	ever	start	with	a	blank	sheet	of	paper.		

26:00	

LISTEN!	

I	want	to	listen	on	this	because	it's	very,	very	important.	I	learned	this	from	Perry,	so	I	cannot	
take	credit	for	it,	and	I'm	sure	he	stole	it	from	somebody	else.	But	I	want	you	to	listen	to	this:		

Your	clients,	your	prospects,	your	team,	your	family,	anyone	who	has	a	
pulse	will	run	through	a	brick	wall	for	you,	if	you…	

• Support	their	DREAMS		
• Allay	their	FEARS	
• Justify	previous	FAILURES	
• Confirm	their	SUSPICIONS,	and		
• Cast	stones	at	their	ENEMIES	

Let's	walk	through	those	each	real	quick	here.	

Support	their	DREAMS		

Do	the	business	owners	that	you	work	with;	from	your	family	members	to	your	team	
members,	do	they	have	dreams?	Do	they	have	aspirations?	And	do	they	have	goals?	Not	trick	
question.	Do	you	have	dreams?	Do	you	have	aspirations?	Do	you	have	goals?		

If	I’m	going	to	support	somebody’s	dreams,	what	do	you	think	are	probably	the	first	step	to	
do?	Know	what	their	dream	is,	right.	We	talked	about	bringing	that	out.	Supporting	their	
dreams…	If	you	do	that,	they'll	run	through	a	brick	wall	for	you	
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If	know	that	in	five	years	this	client	wants	to	sell	their	business	for	half	a	million	dollars.	I	say,	
“I’m	not	a	business	valuation	person,	but	I	bet	it's	worth	$100,000.	Would	you	agree?”		

“Yeah,	I	agree	with	that.”	

“So	you	want	to	get	it	from	$100,000	to	$500,000.	I	can't	do	it	on	my	own,	but	I	can	help	you,	
and	here's	the	plan:	A	B	C	and	D.	Would	you	like	some	help?”	

Supporting	their	dreams.	Do	you	think	anybody	else	has	taken	the	time	to,	number	one,	know	
what	their	dreams	are…	all	their	dreams,	not	just	their	work	dreams,	not	just	their	business.	
Also	their	life,	you	know,	learning	about	them.	What	do	they	want?	Supporting	their	dreams	

28:30	

Allay	their	FEARS	

Client	says,	“I'm	afraid	that	in	five	years	I'm	not	going	to	be	able	to	give	this	business	away.”	

Oh,	okay,	that's	a	fear.	“Well,	that	may	be	true,	or	may	not,	but	I	think	that	we	can	help	with	A,	
B,	C	and	D,	as	long	as	you	can	help	with	that.”	

What	are	their	fears?		“I'm	afraid	that	I	owe	$100,000	in	taxes.	I	don't	know,	because	I	haven't	
done	my	financial	statements.”		

Now	you	can't	say,	“Oh	don't	worry,	you	don't	know	$100,000.”	You’ve	got	to	figure	it	out	first,	
as	part	of	the	first	step	of	helping	them	to	allay	that	fear,	

	

Justify	previous	FAILURES	

Client	says,	“You	know	what,	I	didn't	have	success	in	the	past.”		

“Well,	it	wasn't	your	fault.”	

Now	don’t	say	things	that	you	don't	believe.	Don't	say	things	that	are	disingenuous,	and	don't	
pander.	If	you	did	one	of	these	you're	ahead	of	most	people	that	are	out	there.	But,	what	are	
the	failures?	“You	know	what,	I	failed	in	my	business	miserably.”	

“It’s	probably	because	you	didn't	know	about	finances,	right.”		

Dave	Ramsey,	same	thing,	“Hey,	you	had	debt,	it	was	dumb.	Get	over	it.	It	was	okay,	that's	the	
way	the	world	tells	you	everything	is	pushed	towards	having	credit.	You're	just	pushed	in	that	
box,	but	it's	time.”	I	believe	he	says	something	along	those	lines	of	basically	take	
responsibility.	“It	maybe	not	your	fault,	but	take	responsibility	now.”	I'm	paraphrasing	-	sorry	
Dave.		

Justify	their	previous	failures.	How	do	you	feel	bad	for	previous	failures,	and	we	talked	about	
that	this	morning.	Rotten,	right.		
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30:13	

Confirm	their	SUSPICIONS		

Client	says,	“The	IRS	is	out	take	all	my	money.”		

“You	bet.	They	want	it	all.	They’ve	got	two	lines	on	the	new	tax	form:	how	much	did	you	make,	
send	us	a	check.”		

What	are	their	suspicions,	and	again,	please	don't	think	that	I'm	talking	about	going	dark;	
going	evil,	but	we	all	have	suspicions	right.	You	know,	we	can	talk	about	those	in	a	news,	
political,	financial,	or	business	type	of	context,	but	we	all	have	suspicions.	And	I'm	just	giving	
you	kind	of	the	tip	of	the	iceberg.	If	you	only	supported	their	dreams.	You	got	it.	But	if	you	can	
confirm	their	suspicions.	If	you	can	allay	their	fears	and	all	the	other	things,	you	are	golden.	
They'll	run	through	a	brick	wall	for	you.		

	

Cast	stones	at	their	ENEMIES	

Client	says,	“Yep,	that	bank.	They’re	son’s	a	bitches.”	

“Yeah,	they’re	bad.	I	deal	with	them,	they're	not	good.”	Again,	you	don't	have	to	do	all	of	these	
things	but	if	you	do	one	of	them	you’re	so,	so	far	ahead.		

So	method	number	two	is	going	out	there	and	establishing	yourself	as	an	authority.	If	you	
only	took	one	piece	out	of	this	it	is	that	you	I	can	help	to	support	my	clients’	dreams.	Okay,	
pick	and	choose.	

31:47	

Method	3:	Referrals	

I’ve	talked	to	so	many	people	here	today	and	yesterday	and	the	day	before	and	we’re	talking	
about,	“You	know	what	Ben.	You've	helped	me,	we've	done	all	this	stuff	and	I've	never	spent	a	
dime	on	advertising.	I've	never	marketed.”	I	always	like	to	get	into	that	because	it	doesn't	
happen	to	everyone,	but	the	power	of	referrals.	Right.		

Those	of	you	who	know	what	I'm	talking	about,	it	becomes	this	almost	unstoppable	machine,	
but	it	comes	back	to	Step	1:	Taking	your	service	to	a	business	and	creating	basically	a	well-
oiled	machine.	Get	your	operations	right.	Perfect	your	operations.		

If	you	offer	a	lousy,	crappy	service,	then	guess	what,	nobody's	going	to	refer	you.	But	if	you	do	
offer	a	great	service,	capitalize	on	that.	I	get	this	all	the	time,	“Hey,	I	really	want	to	do	referrals,	
what's	the	secrets	to	getting	my	clients	to	refer	people.	Is	there	a	secret,	a	new	pill	or	
something	I	can	say?	Is	there	a	magic	potion?	What	can	I	do	to	get	them	refer?”		
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So	most	people	think,	“Hey,	it's	how	I	ask	for	a	referral,	right?	It's	when	you	ask	for	a	referral.	
It's	the	phase	of	the	moon,	the	sun	and	the	stars,	are	you	a	Libra?	Then	it	will	work.	Taurus?	
It's	not	going	to	work.”	Guess	what,	it's	none	of	these.		

33:45	

Then,	what	IS	the	key	to	getting	inundated	with	referrals?		

”Be	so	good	they	can’t	ignore	you.”	—Steve	Martin		

This	is	a	quote	on	Charlie	Rose’s	interview,	where	Steve	Martin	asked,	“If	you	knew	somebody	
is	getting	into	the	entertainment	business	right	now,	what	advice	would	you	have	for	them?”	

And	he	said,	“Be	so	good	they	can’t	ignore	you.”	

Have	you	ever	seen	the	biography	of	Steve	Martin?	He’s	an	entrepreneur	and	a	hustler.	He	was	
unknown	forever,	playing	his	banjo	and	all	that	stuff.	

I	know	that	I've	recommended	this	before	but	if	you've	not	read	it,	going	back	to	talking	about	
getting	your	operations,	polished,	this	by	Cal	Newport	is	a	wonderful,	wonderful	book.	So	
Good	They	Can't	Ignore	You:	Why	skills	trump	passion	in	the	quest	for	work	you	love.	His	basic	
premise	is	that,	“Hey,	following	your	passion	is	a	bunch	of	hooey.	Get	really	damn	good	at	
something	and	passion	will	come.”	

Adopt	the	craftsman	mindset.	Cal	Newport	refers	to	this	as	“A	focus	on	what	value	you’re	
producing	in	your	job.”	

What	value	are	you	producing	in	your	business?	What	value	are	you	producing	for	your	
clients?	What	value	are	you	producing	for	your	team	members?	All	of	these	things,	it	goes	
back	to	what	Gabrielle	was	talking	about	Win-Win.	It's	Win-Win,	what	have	you	done	for	me	
lately?	What	are	you	doing	for	them:	producing	results.		

Remember	we	said	yesterday	morning,	that	everything	that	you	do	in	your	business	should	be	
focused	on	the	end	result	that	your	client	wants	-	alleviating	the	pain	that	they	have.	That's	
everything	that	you	do.	And	those	are	just	some	examples	that	I	wanted	to	share	with	you	
here	today.		

	

Click	Here	to	Return	to	Index			
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2.7	–	Technology	Tsunami		

Jan	Haugo	

Summary:	Until	the	1900s,	knowledge	doubled	
every	century.	Today,	it	doubles	every	12	hours!	
Jan	shared	the	four	industrial	revolutions	and	in	
the	fourth	one	we	are	now	focusing	on	cyber	
physical	systems,	which	is	technology	that	
merges	with	human	lives,	like	AI,	3-D	printing	and	
robotics	(RPA),	and	we	can	use	these	to	gain	a	
competitive	advantage.	Jan	shared	how	we	can	
be	better	prepared	for	these	changes	and	benefit	
from	the	technology	tsunami	headed	our	way	by:		
• Simplifying	your	world	–	Use	an	app	to	help	simplify,	but	don’t	rely	totally	on	it.	Jan’s	

workflow	starts	and	ends	with	a	human.	In	the	middle	she	automates.	
• Continually	Learning	–	Jan	has	a	book	on	Kindle	and	reads	whenever	she	has	5	extra	minutes.				
• Fostering	a	Data-Centric	Culture	–	Put	data	is	in	one	place	where	relevant	people	can	get	to	it.		
• Crowdsource	Your	Learning	–	Join	groups	in	your	industry	to	learn	and	solve	problems.	
• Go	Mobile	–	Use	your	smart	phone	to	go	mobile	and	do	most	everything	you	need	to	do.	
• Optimize	the	Human	Component	–	Jan	uses	ActivTrak.com	to	optimize	her	team’s	time.		 	
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4:00			Doubling	the	Knowledge	Curve	

Buckminster	Fuller	identified	the	
theory	of	the	Doubling	of	
Knowledge.	Until	the	nineteen	
hundreds	human	knowledge	
doubled	approximately	every	
century.	By	the	middle	of	the	20th,	
century	knowledge	was	doubling	
every	25	years.	And	as	of	2014,	
knowledge	doubles	every	13	
months	on	average.	So,	today,	knowledge	doubles	every	12	hours-	pretty	freak’n	amazing	if	

you	think	about	it.		So	what	does	that	really,	really	mean.	

I	found	this	chart	of	the	data	in	the	world	put	all	the	data	in	the	world	into	a	comparison	with	
other	physical	objects.	If	we	look	at	what	a	megabyte	would	be	out	there.	There's	a	lot	of	
knowledge,	but	it	would	be	the	size	of	a	tiny	ant,	and	that's	about	the	size	of	a	very	large	novel.	
When	you	multiply	that	out	and	we	get	a	gigabyte	-	a	gigabyte	is	essentially	all	the	
information	in	the	human	genome	of	a	short	person	-	five	foot.		

Then	we	look	at	a	terabyte.	A	terabyte	is	equivalent	to	the	annual	World	Literature	
production.	Think	about	that	and	that's	the	size	of	the	Auckland	bridge	over	in	New	Zealand.	
And	then	we	get	to	a	petabyte,	which	is	essentially	all	of	the	US	academic	research	libraries.	

And	then	we	get	to	an	exabyte.	That	is	two	thirds	of	the	annual	production	of	information,	
and	that	is	the	diameter	of	the	sun.	Think	about	that	one	second,	that's	too	much	information.	
You	guys	feel	like	this	is	what	you	walk	into	every	day	when	you	get	a	new	client?	How	scary	
is	that,	but	it's	also	really	interesting	to	think	that's	how	much	data	we're	seeing.		

6:28	
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Overview	of	the	Four	Industrial	Revolutions	

So	we'll		take	you	down	this	
history	knowledge,	and	we're	
going	to	go	down	into	the	
industrial	revolutions.	The	
first	one	is	the	first	industrial	
revolution,	which	really	
focused	on	textile	
manufacturing	using	the	steam	
engine.	The	second	revolution	
focused	on	mass	production,	
automobiles,	and	advances	in	electricity.		

The	third	industrial	revolution	really	focused	on	the	digital	revolution,	electronic	and	IT	
systems	and	automation,	and	it's	that	most	of	you	might	say	that's	probably	where	we	are.	But	
you're	wrong.	We’re	actually	in	the	fourth	industrial	revolution,	and	with	this,	we're	
focusing	on	cyber	physical	system.	And	this	is	technology	that	merges	with	human	lives,	you	
know,	machine	learning,	artificial	intelligence,	3-D	printing,	robotics,	and	basically	what	this	
is,	is	integrating	sensing.	It's	computation,	its	control	and	its	networking	physical	beings	with	
technology.		

I	don’t	know	about	you,	but	one	of	my	favorite	new	people	at	my	house	is	called	Alexa.	I	can’t	
do	anything	without	her,	but	if	I	use	her	name,	she	never	shuts	up.	She	helps	me	with	my	
grocery	list.	She	helps	keep	my	husband	on	track.	Turns	on	lights.	She	automates	a	lot	of	
things	in	my	house	–	my	television	and	music.	Integrating	her	into	my	life	has	made	things	
more	enjoyable,	but	she	didn’t	move	in.		

I’m	telling	you	about	all	this	because	the	industrial	revolution	transformed	how	we	produce	
things.	If	you	think	about	the	first	revolution	of	clothing	in	the	future,	the	economies	of	scale	
got	immediate,	but	the	second	revolution,	which	was	manufacturing	massively.	With	the	third	
revolution	we	used	the	power	of	automation	and	organizing	and	creating	systems	to	develop	
and	expand	on	the	second	one.			

8:50	

What	are	Current	Trends?	

What's	going	to	happen	in	the	fourth	one;	the	challenges	here	are	really	going	to	be	thinking	
about	how	we	can	gain	competitive	advantage.	We're	going	to	use	the	fourth	industrial	
revolution	to	gain	competitive	advantage,	and	that's	going	to	be	by	flexibility,	automating	
logistics	and	deploying	intelligent	machines.	Sounds	scary,	right.	Not	for	you	guys.	You	got	
this!		

How	many	people	really	love	tech?	Don't	tell	me	you	all	don't	have	a	smartphone	in	hands.	
Right,	everybody	does.	So	you	love	some	time	kind	of	tech.	Now	we	just	have	to	figure	out	how	
to	get	it	to	work	for	you.		
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9:40	

Emerging	Trends	–	Fourth	Industrial	Revolution	

More	dispersed	workforce.	One	of	the	things	that	we	talked	about	and	I	want	to	look	at,	
what	are	the	trends?	What	are	going	to	be	the	current	trends	that	we're	going	to	see?	One	of	
these	is	going	to	be	a	more	dispersed	workforce.	Automation	is	a	labor-share	reducing,	not	
labor	displacing.	How	many	of	you	lost	jobs	because	of	automation?	Probably	none	of	us,	but	
we’re	going	to	be	able	to	use	that,	not	to	displace	us	but	to	share	with	us.		

Most	of	the	concern	today	is	people	are	thinking	about	Artificial	Intelligence	(AI).		

We	hear	that	all	the	time.	We're	always	worried	that	artificial	intelligence	is	going	to	come	in	
and	replace	the	bookkeeper.	What	was	one	of	the	first	slides	that	Ben	showed	us?	That	we’re	
going	away,	right.	Bookkeepers	are	dying!	We're	dying	because	people	don't	believe	in	us.	
They	don't	believe	that	we	can	adapt;	that	we	can	use	these	technologies	to	move	forward.	We	
have	to	be	in	that	competitive	advantage.		

Human	behavior	is	changing.	One	of	the	things	we’re	talking	about	is	virtual	reality	(VR).	
What's	happening	is	we're	becoming	overloaded	with	information	and	as	complexity	
accelerates	furiously,	our	ability	to	embrace	and	engage	with	that	complexity	diminishes.	WE	
distracted	and	become	very	disengaged.		

Social	impact.	So	for	me	this	is	an	interesting	one	because	when	we	look	at	social	impact,	we	
start	to	look	at	how	people	interact	now.	When	we	look	at	social	impact,	Twitter,	Facebook,	
we	start	to	make	movements	off	of	that.	Black	Lives	Matter	-	social	impact.	TikTok,	we're	not	
waiting	for	governments	to	tell	us	what	to	do.	We're	creating	it	through	our	Facebook,	
through	our	Instagram,	through	our	desktop.	There's	a	lot	that's	going	to	happen	on	this	social	
impact.	

The	next	trend	that	we're	going	to	see,	obviously	is	the	artificial	intelligence.	And	basically	
this	is	going	to	give	us	more	room	to	analyze	more	data.	And	so	we're	going	to	have	a	lot	more	
insights.		

And	that	leads	us	into	our	next	trend,	which	is	big	data.	Big	data	is	really	real-time	
information.	And	we're	seeing	this	with	increased	computing.	So	we're	at	5G	now	or	most	
places	are	getting	the	5G,	but	6G	is	on	its	way.		

The	other	thing	is	that	it's	really	about	connections.	If	we	start	talking	about	this,	you	may	
see	IoT,	there's	one	called	Internet	of	Things,	but	there's	also	one	called	Intelligence	of	
Things.	And	this	would	be	like	I	talked	before,	like	Alexa.	This	is	something	that	we're	going	
to	start	to	see.		

13:48	

Autonomous	robots	(RPA).	Another	one	we	don't	see	which	is	really	robotics,	I	think,	for	
me,	in	a	way	I	see	a	lot	of	this	I	tend	to	ignore	it.	But	really	what	autonomous	robots	are,	and	it	
doesn't	have	to	be	a	physical	robot,	but	it's	a	Robotic	Process	Automation	(RPA)	that	can	
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handle	repetitive,	and	time	consuming	tasks	such	as	document	analysis	and	processing.	These	
are	things	that	we	see	in	every	accounting.	

The	last	one	is	called	relevant	data.	Now,	I	showed	you	that	steep	curve	before	right	that	
learning	curve	is	too	steep.	The	biggest	driver	that	we're	going	to	see,	and	success	with	
relevant	data	is	going	to	be	organized	data.	We're	going	to	have	to	learn	how	to	organize	and	
make	our	data	relevant	in	order	to	scale	it.	These	are	the	emerging	trends	that	we	are	going	to	
start	to	see	in	our	area,	in	our	arena.			

Obviously	it’s	going	to	happen	across	the	world	in	the	global	economies,	but	this	is	what’s	
going	to	impact	us	most.		

15:15	

How	Can	We	Prepare	For	This?	

Here's	the	thing.	How	can	we	
prepare	for	this?	How	can	we	move	
past	this.	When	I	look	at	this	picture	
I	put	up,	which	is	artificial	
intelligence	and	big	data,	there's	so	
much	here.	There's	machine	
learning,	there's	speech,	there's	
vision,	there's	language	systems,	
planning,	robotics,	so	a	lot	of	stuff	
deployed	into	this.	But	the	thing	is,	
we	need	to	be	thinking	about	how	
can	this	impact	our	lives,	and	how	can	this	impact	our	clients’	lives?	How	can	we	improve	on	
what	we're	seeing,	or	how	can	we	utilize	it	in	order	to	take	advantage	of	it	to	get	that	
competitive	advantage?		

16:05	

Robotic	Process	Automation	(RPA)	

Let's	take	a	look	at	robotic	process	automation.	One	of	the	things	that	we	can	talk	about	is	
finding	systems	that	have	this	capability,	and	there's	one	out	there	that	I	know	of	that	uses	
this	and	I	think	people	stay	away	from	it	because	they	think	it's	going	to	replace	them.	Has	
anyone	here	ever	heard	of	BotKeeper?	Okay,	so	quite	a	few	of	you.		
https://www.botkeeper.com/		

BotKeeper	uses	RPA.	They’re	not	competing	with	you,	they’re	offering	you	a	service	or	
offering	you	the	opportunity	to	use	the	robotic	process	automation	to	repeat,	and	then,	
duplication	of	the	work	that	you're	already	doing	that	is	repetitive,	so	they	can	lift	you	out	of	
where	you	are	to	do	other	things.	Why	not	take	advantage	of	something	like	that?	Why	not	
take	advantage	of	something	that's	going	to	do	that	repetitious	work	for	you?		That’s	why	you	
hire	people,	right.	You	hire	people	and	they	can	do	that.		
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17:10	

Preparation	

! Standardize	
! Aware	of	the	Trends	
! Labor	vs.	Machine	
! Human	Behavior	
! Organize	Data	

Standardize		

We’ve	had	so	many	great	speakers.	I	love	the	talks	about	standardization.	But	how	can	you	
prepare	for	this.	You	have	to	standardize.	If	you're	going	to	use	RPA	to	do	anything,	you've	got	
to	have	some	kind	of	standards.	You've	got	to	have	a	system	in	place,	because	otherwise,	how	
are	you	going	to	automate,	if	it's	not	repetitive,		

Ben	talked	about	niching.	Everybody	should	be	niching.	But	if	you're	not	niching,	how	can	you	
get	through	that?	Start	to	segment	out	your	clients	by	type,	by	function,	and	by	category.	

	

Aware	of	the	Trends	

One	of	the	things	that	I	think	we	do	as	bookkeepers	really,	really	well	is	get	in	the	weeds.	love	
to	sit	there	and	just	do	nothing	but	enter	a	bunch	of	bills.	https://www.bill.com/			

Get	out	of	those	weeds,	go	read	an	industry	magazine,	maybe	not	even	on	accounting.	One	of	
my	favorite	magazines	happens	to	be	Consumer	Electronics.	If	any	of	you	guys	know	about	
TVs	or	stereo	systems,	there's	a	ton	of	stuff	in	there	and	they're	about	six	months	ahead	of	
where	we	are.		

If	you	like	marketing,	go	read	a	marketing	industry	magazine.	Pull	out	of	the	weeds	and	see	
what's	happening.	The	other	thing	is	that	could	benefit	from	this.	You	might	learn	some	things	
and	then	you	can	start	to	incorporate	it.	We	talked	earlier	about	expanding	our	minds.		

So,	expand	it	by	looking	outside	of	our	arena	but	stay	aware	of	the	trends.	You're	going	to	see	
the	trends	and	other	industries	that	will	follow	them.	People	argue	with	me	but	accounting	is	
in	every	industry.	It's	money	people.	Doesn’t	every	industry	have	money	–	sales,	marketing,	
restaurant,	ecommerce	they	all	deal	with	money.	Accounting	is	in	every	industry.	Watch	those	
trends.		

19:35	

Labor	vs.	Machine		

We	go	back	to	that	RPA.	There	are	specifically	companies	out	there	that	just	offer	RPA.	You	
don't	have	to	go	like	a	blockchain,	or	something	like	that.	What	you	want	to	look	for	is	one	
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that's	going	to	help	benefit	you	on	the	system.	Some	of	them	will	design	the	RPAs	for	you.	
Some	of	them	already	have	them	preset.	But	you	need	to	look	at	the	labor,	versus	the	machine.		

Are	you	saving	any	time	by	using	this?	If	you	have	a	standardized	process	all	of	your	clients	
are	sending	in	your	bills	or	their	receipts	to	one	area,	and	you're	getting	them	and	you	haven't	
standardized	on	where	the	Chart	of	Accounts	goes,	or	where	those	bills	need	to	be	automated	
or	attached	to	General	Ledger	software.		

Use	the	RPA.	Use	it	to	do	that	work.	As	we	start	to	see	some	of	my	technology	friends	have	
advanced	their	software	pieces,	you're	going	to	see	more	and	more	of	this	built	into	the	
systems,	it's	not	there.	But	if	you	do	it	now	you're	ahead	of	the	trends.	

20:43	

Human	Behavior	

I	think	this	for	me	is	a	key	area.	I	was	talking	about	my	firm,	and	like	all	the	sudden	I	just	
became	a	mother	to	35	kids,	not	the	favorite	thing	in	the	world.	But	the	thing	is	kids	cause	you	
so	much	grief,	but	you	love	them	so	much,	right.	At	the	same	time,	you've	got	to	take	care	of	
them	and	Ben	did	a	great	job	telling	us	we	have	to	pamper	our	staff.		

When	you	get	into	a	workplace	and	you	have	a	lot	going	on,	and	clients	need	everything	now	
and	team	members	can't	get	access,	there's	a	lot	of	noise	–	even	if	we're	virtual,	working	in	a	
room	by	ourselves.		Minimize	that	noise	for	your	team.		

One	of	the	things	we	do	in	our	firm	is	we	have	quiet	time.	We	shut	down	Slack.	It's	blocked	
on	everyone's	calendar.	Twice	a	day	they	get	an	hour.	One	hour	where	nobody's	allowed	to	
email	anybody	else.	Nobody’s	allowed	to	Slack	anybody	else.	Don't	take	emails	don't	take	
phone	calls;	you	just	work	in	a	nice	quiet	space.		

For	me,	it's	really	about	helping	my	team	learn	about	their	behaviors,	otherwise	they'd	sit	
there	looking	confused,	and	they	get	overwhelmed.	Then	kind	of	pamper	them	in	different	
ways.		

The	other	thing	that	we	do	is	we	try	to	make	sure	that	I'm	able	to	help	them	with	their	
behavior,	because	at	the	end	of	the	day,	the	team	relies	on	each	other,	they	rely	on	pulling	that	
knowledge,	that	crowdsourcing.	So	we	try	to	encourage	more	collaborative	meetings	where	
we	can	cross-share	information.	If	one	person	is	having	one	set	of	problems,	the	other	
person	might	be	having	that	problem	as	well.	But	what	we	ended	up	doing	is	putting	them	
together	and	self-solving.		

We	also	have	learning	hours.	On	Wednesdays	for	two	hours,	a	team	sits	together,	and	we	
learn,	we	solve	problems	as	a	group.	Everybody's	on	that	call,	so	it's	amazing	to	watch	
everyone	helping	each	other	out,	but	again,	I'm	trying	to	encourage	human	behavior.		

We	do	coffee	chats,	because	I	want	the	physical	interaction.	I	don't	want	my	team	and	I	don't	
want	others	to	lose	how	to	interact	with	each	other.	At	the	end	of	the	day,	I	don't	want	them	to	
be	afraid	to	talk	to	the	customer,	or	to	talk	to	their	teammates	or	ask	for	help.		



	 176	

We	encourage	Wellness	Hour.	We	sit	down	for	an	hour	and	we	actually	have	a	wellness	
coach	come	in	and	talk	to	us	about	food	and	health.	Today	was	on	fasting.		

But	the	thing	is	that	the	team	would	have	never	gotten	to	this	on	their	own,	because	they're	
stuck	in	front	of	their	computers.	They've	got	to	change	their	behavior.	Sitting	in	front	of	that	
computer	for	12	hours	is	terrible.	It's	terrible	for	all	of	us.	We’ve	got	to	get	up	and	we've	got	to	
move.		

These	are	things	that	we	need	to	consider	because	we've	got	to	prepare	for	all	the	data	coming	
in.		

24:26	

Organize	Data		

The	next	thing	we’ve	got	to	prepare	is	our	data.	When	we	talk	about	data,	we	talk	about	a	ton	
of	information	overload.	Typically	what	we've	seen	is	data	sets	in	silos:	sales	has	data,	
marketing	and	has	data,	our	accounting	has	data.	And	unless	you're	using	a	CRM,	and	even	if	
you	are	using	a	CRM,	sometimes	it's	not	all	in	the	same	place.	The	other	thing	is	that	
sometimes	our	data	gets	old	and	outdated.		

Anyone	want	to	guess	how	long	is	your	four-year	college	degree,	take	you	past	your	time	for	
education?	It	gives	you	1.5	years.	Yeah,	so	after	you	get	your	degree,	you	have	1.5	years	to	
basically	use	that	knowledge	and	that's	as	long	as	it’s	good	for.	So	that	data	has	become	very	
old	that	they	learned	at	the	beginning	of	their	college	career.	Now	think	about	me.	It’s	been	10	
years	since	I	got	my	degree.	How	good	was	that	data	when	they	came	out.	Yeah,	we	stopped	
using	abacus	and	green	papers	probably	way	back	before	I	started	my	firm.	But	the	thing	is	it	
that	wasn't	broken.		

You've	got	to	get	rid	of	old	data.	You've	got	to	organize	your	data	and	make	it	relevant.	Keep	
someone	on	it	to	keep	it	purged.	Make	it	accessible	for	your	team	and	it	goes	back	to	that	
human	behavior;	if	they're	really	struggling	trying	to	find	information,	what's	the	first	thing	I	
was	going	to	do?	Hey	Alexa.	Can	you	help	me	out?	We're	going	to	go	find	it	on	your	own.	They	
would	rather	have	them	not	spend	the	time	wasted	looking	for	data	that's	old	outdated	or	not	
relevant.		

26:30	

How	To	Benefit	From	The	Tsunami	

! Simplify	Your	World	
! Continual	Learning	
! Foster	a	Data-Centric	Culture	
! Crowdsource	Your	Learning	
! Go	Mobile	
! Optimize	the	Human	Component	
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Simplify	Your	World	

How	many	of	you	are	looking	to	simplify	their	world?	Yeah.	You	know,	it's	overload,	right.	So,	
David,	Larry	and	I	were	in	the	back	actually	talking	about	this.	More	systems	are	starting	to	
become	one-all-be-all	

I'm	an	Expensify-type,	expense	out,	and	then	also	payroll,	now	I'm	going	to	offer	Geocoding	-	
sounds	really	good,	because	now	I	just	use	one	app.	

But	just	because	I	use	one	app	doesn't	mean	I'm	solving	everything.	But	what	you	can	start	to	
do	is	reduce	that	friction.	When	I	create	a	workflow,	my	workflow	looks	like:	Start	
with	the	human	and	end	with	a	human.	In	the	middle,	automate.	In	the	
middle,	if	I	have	a	problem,	and	I	have	to	bring	in	a	human,	it's	a	bad	workflow	because	it	
should	start	with	a	human	and	end	with	a	human.	If	I'm	having	friction	because	something	
broke	-	the	bank	feeds	don't	work,	a	bank	changed	its	UI	-	I'm	causing	a	lot	of	friction	for	my	
team	and	for	myself.		

So	what	I	want	to	do	is	I	want	to	simplify,	so	if	I	can	find	an	app	that's	going	to	bring	more	in.	I	
don't	have	to	have	that	friction,	I'm	going	to	do	it.	I'm	going	to	look	at	it	every	time.	
Remember,	I’m	an	app-oholic,	so	take	that	with	a	grain	of	salt,	but	seriously	think	about	this.	
Think	about	reducing	your	workflow	so	that	you	don't	have	pieces	of	automation	or	apps	in	
this	workflow.	If	I	can	do	it	with	three;	that's	the	way	you	want	to	go.	Your	team	doesn't	have	
to	learn	as	much	either.	You	don't	have	to	learn	as	much.		

38:30	

Continual	Learning	

I'm	a	huge	proponent	of	this.	For	me	it's	really	about	how	can	you	learn?	I	learn	different	than	
everyone	else.	You	learn	different	than	I	do.	I	like	pictures,	numbers,	and	videos.	Whatever	it	
is,	just	do	it.	Get	out	there;	pick	it	up,	wherever	you're	wanting	to	be.	

So	one	of	the	things	that	I	like	to	do	is	get	my	Kindle,	and	I	put	a	book	on	my	Kindle	and	I	
read	it.	It	could	be	when	I'm	waiting	5-10	minutes	for	an	appointment	at	book	market.	I’m	
learning	when	I	can	learn,	not	when	somebody's	telling	me	I	have	to	learn.	That's	the	beauty	
of	Ben's	courses,	right,	you	can	learn	whenever	you	want	to.	But	you	got	to	keep	your	team	
up.	There's	a	lot	of	knowledge	out	there.	Get	some	of	those	resources	in	mind.	

	

Foster	a	Data-Centric	Culture	

This	is	kind	of	an	interesting	one	because	it's	hard	to	get	people	to	read	when	at	the	end	of	the	
day	they	don't	want	to	look	at	anything.	They	can	get	their	data	in	other	ways.	We	want	to	
make	sure	that	our	data	that	we	get,	goes	back	to	that	clean	data;	that	structure	of	having	a	
silo-free	data.	
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So	if	I	know	and	you	know,	and	you	know,	all	the	better,	but	if	I'm	the	only	one	that	knows	
about	a	bottleneck.	You	betcha,	I	basically	want	everyone	to	be	able	to	see	into	that	data,	find	
it	and	make	it	relevant,	but	it	has	to	be	one	place	where	everybody	can	ask	us	for	it.	
Whatever	that	looks	like	for	you,	make	sure	that	your	team	-	whoever	you	bring	on,	such	as	
subcontractors,	employees,	partners	–	any	of	those	people	can	get	in,	find	what	they	need,	and	
get	out	quickly.	

30:33	

Crowdsource	Your	Learning	

How	many	of	you	are	on	a	Facebook	group	that	is	for	accounting?	Holy	cow,	and	I	probably	
have	all	of	you	as	my	friends.	I	checked	this	out	the	other	day.	I'm	a	member	of	400	Facebook	
accounting	groups.	So	that	means	that	there's	a	lot	of	good	learning.	It’s	a	great	place	to	ask	
questions,	great	place	to	learn.		

LinkedIn.	Another	one,	I	don't	know	if	you	guys	have	gone	on	some	of	the	LinkedIn	groups.	
Get	together	with	some	of	your	peers.		

So	Richard	Roca	is	one	of	my	friends	and	he	has	a	roundtable	group	that	he	started	a	few	years	
ago.	I	thought	this	was	the	best	thing	since	sliced	bread.	A	bunch	of	my	people,	we	got	
together	once	a	week,	we	just	had	like	a	coffee	and	we	just	chatted	about	different	topics.	And	
it	was	amazing.	I	was	able	to	cut	out	all	the	noise	from	Facebook.	And	it	was	awesome	because	
I	can	ask	questions.	You	know,	we're	in	the	woods,	in	the	weeds	so	no	solutions.	And	I	think	
for	me	that	really,	really	was	helpful.		

So	find	a	group	of	people	who	might	be	in	your	industry,	maybe	they	are	in	painting,	
maybe	they’re	in	construction,	and	try	to	outsource	because	again,	you	have	that	problem,	
somebody	else	has	had	it	to	the	world	is	too	small	for	us	I	think	that	we're	the	only	ones	that	
have	that	problem.		

	

Go	Mobile	

Everybody's	got	a	phone,	and	I	don't	think	there's	too	many	flip	phones	here.	So	they're	all	
smartphones.	We're	going	to	be	able	to	use	our	phones	more	to	go	mobile.	I	talked	about	
my	mom	and	when	I	had	to	take	care	of	her,	she	was	in	Florida	and	I	was	in	Arizona.	I	had	to	
fly	back	and	forth,	so	I	could	do	everything	I	needed	to	operate	the	business.	Naturally,	I	could	
do	everything	I	need	to	right	now	off	my	phone.		

How	many	of	you	can	do	that?	You	had	to	work,	we	run	payroll	off	your	phone.	How	many	of	
you	can	do	invoicing?	How	many	of	you	can	tell	how	many	of	you	can	have	client	meetings?	
These	are	all	things	that	should	be	on	your	phone.		

How	many	of	you	can	do	that?	You	had	to	work,	we	run	payroll	off	your	phone.	How	many	of	
you	can	do	invoicing?	How	many	of	you	can	tell	how	many	of	you	can	have	client	meetings?	
These	are	all	things	that	should	be	on	your	phone.	I	know	that	sounds	terrible,	but	at	the	same	
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time,	if	I	need	to	I	can	jump	on	to	do	anything	within	a	heartbeat	and	just	give	myself	that	
peace	of	mind.		

We	talked	about	going	mobile,	and	being	right	there	so	that	basically	we've	got	everything	in	
my	hands.	Clients	love	to	Slack	us	they	love	to	text	us.	I	hate,	I	hate	it,	I've	honestly	thought	
about	changing	my	phone	number.	

34:18	

Optimize	the	Human	Component	

Now	this	one's	a	little	bit	different.	In	my	firm	I	initiated	something	called	ActivTrak	[	
https://www.activtrak.com/	].	ActivTrak	is	a	tracking	software	on	all	of	our	employees	
computers	-	not	what	you	think,	although	I	don't	care	what	they	do,	as	long	as	it's	not	during	
work	hours.	But	I	can	track	their	workflow	habits.	But	what	we're	looking	for	is	trying	to	
optimize	that	human	component,	meaning	that	you	need	to	know	your	people,	you	need	to	
know	yourself,	you	need	to	know	your	habits.	

Why	we	use	it	is	I	can	see	when	my	staff	starts	working.	They	start	at	5	and	they	end	at	3,	
maybe	we	shift	our	hours	for	a	couple	times	a	week.	I	can	see	if	my	teammates	are	overloaded.	
It	tells	me	if	they're	productive,	or	they're	non	productive.	And	no	matter	how	many	hours	in	
the	day,	and	how	many	hours	in	the	day	are	they	productive.	So	with	all	of	that,	I	sit	back	and	I	
look	at	my	teammates	that	are	having	some	struggles,	and	I'll	reach	out	to	them.	When	we	go	
for	coffee,	we'll	talk	about	it.	“I	see	that	you	were	on	the	computer,	95%	of	the	time	last	week,	
and	it	was	unproductive.	How	can	I	make	this	better	for	you?”		

We	have,	which	is	kind	of	low,	27%	productivity	rate.	My	team	works	eight	hours	a	day,	five	
hours	of	it	are	productive,	but	only	1.2	hours	of	that	time	is	focused	work,	which	means	
they're	being	bothered	the	rest	of	time.	That's	our	quiet	time.	

The	other	thing	that	we	found	from	here	is	we	can	track	the	apps.	Which	apps	are	they	using	
the	most.	Which	have	synergies	that	we	can	integrate	that	makes	their	lives	easier.	So	that	
sounds	like	I'm	being	-	not	going	to	say	big	brother	–	but	big	mama.	Doesn't	quite	sound	good	
either,	but	the	thing	is	I	can	track	what	they're	doing,	and	change	and	pivot	like	we	talked	
about	earlier,	to	adjust	to	make	it	more	of	a	human	component	for	my	team.		

Because	honestly,	what's	the	most	valuable	thing	in	your	company.	The	people.	Right,	it's	the	
clients.	It's	the	team	members,	and	you	better	take	care	of	them.	So,	I'm	using	that	big	data	
and	using	analytics,	and	I'm	trying	to	make	sure	that	we	have	a	place	that	people	want	to	work	
there.	I	want	to	make	sure	if	something's	wrong,	I	can	pick	it	out.		

The	other	thing	is	about	the	technology.	We're	introducing	a	brand	new	CRM	system	that	
came	in	to	ship	it	out.	So	they're	giving	you	something	new	that	they've	never	seen	before.	I	
want	to	be	able	to	see	their	documentation.	One	of	the	things	that	the	tech	will	tell	me	is	how	
fast	they're	adopting.	If	they're	not	adopting	that	fast	I'll	pinpoint	those	areas.	We'll	sit	down,	
we'll	have	a	session	on,	find	out	what	their	pain	points	are,	but	I	can	pick	that	up	within	a	day	
and	a	half,	if	it's	not	working.		
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And	I	can	change	by	the	end	of	the	week.	So	if	I	can	do	that,	we	can	carry	on	next	week.	Isn't	
that	worth	it?	How	fast	can	we	move?	It’s	about	competitive	advantage.	You	don't	get	to	take	
over	the	world	by	sitting	on	your	tracks	and	saying,	“Hey,	how's	it	going	today.”	No,	I’m	all	
over	them.	But	the	thing	is	they	don't	mind	it	because	they	know	I'm	looking	out	for	them.		

38:20	

Software	Tools	

I	want	to	bring	up	a	couple	of	tools	that	I	use	that	are	going	to	help	you.		

ActivTrak		https://www.activtrak.com/		

I	told	you	about	ActiveTrak.	This	is	a	tracking	software	that	I	put	on	my	computers	and	IT.	
Honestly,	if	I	wasn't	doing	the	larger	firm,	I	would	still	probably	put	it	on	my	computer	myself	
because	the	analytics	are	amazing.	

ScribeHow		https://scribehow.com/		

The	minute	a	team	member	leaves,	how	do	they	do	that	process.	You	can	systematize,	but	we	
also	have	to	be	able	to	transfer	that	knowledge.	So	the	operators	can	do	is	a	crowd	out	
completely	free.	While	you're	doing	your	work,	for	the	people	that	are	out	here	that	are	on	
your	own,	you	start	this	process.	Wherever	you	click	it	creates	a	screenshot	and	SOP	header	
saying,	‘Click	here,	but	next…	put	customers.’	As	soon	as	you	hit	stop,	you've	got	a	formatted	
SOP	with	screenshots,	ready	to	go.	

It's	amazing.	It	will	help	you	scale	like	no	other.	Now	we	use	this	by	creating	kind	of	a	
instructional	base	because	not	everybody	in	our	firm	has	an	accounting	background.	What	we	
do	is	we	create	an	educational	SOP	that	my	team	can	refer	to	in	case	we're	having	problems	
when	we	insert	the	customer	SOP	lead.		

Now	if	something	changes	in	the	client’s	SOP	where	processes	changed	or	checklist	items	
change,	you	can	take	out	the	bad	image.	Go	in	and	re-record	the	fresh	one.	No	need	to	redo	the	
entire	SOP,	which	means	it's	really	live	and	ready	to	go	at	any	point	in	time.		

If	I	got	hit	by	a	bus,	we	would	have	SOPs,	and	it'd	be	ready	to	go.	The	team	can	follow	along,	
and	this	is	how	you	go	in,	how	you	scale	and	how	you	use	technology.	Who	would	have	
thought	you	could	do	this	in	a	blink	of	an	eye.		

41:09	

So	with	that,	we've	all	got	to	learn	how	to	overcome	the	tsunami.	Use	the	tips	I	just	gave	you,	
minimize,	simplify,	create	better	data,	crowdsource	that	knowledge	and	education	because	
we're	not	going	to	make	it	alone.	Though	at	the	end	of	the	day	I	don't	want	you	to	drowned.	
You	can	see	it	coming.	You	know	it’s	going	to	happen.	It's	going	to	go	out,	and	it’s	going	to	
come	back	with	a	powerful	surge.		
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Start	telling	yourself	every	day:	You've	got	this!		Because	it's	not	overwhelming	if	you	prepare.	
You	can	do	this,	you	can	gain	that	competitive	advantage,	but	you	can't	do	it	alone.	

	

Click	Here	to	Return	to	Index			
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2.8	–	Efficiency	Expert	Panel		

Jan	Haugo,	Melissa	Honan,	Daniel	Honan,	Ben	Day,	Justin	Boynton	&	
Gabrielle	Fontaine	

Ben:	This	is	one	of	my	favorite	parts	of	this	event,	as	well	as	when	I	go	to	other	events.	It’s	
getting	to	pick	the	brains	of	really	smart	people.	

	

3:33	

Q:	(Tracy)	It's	not	really	bookkeeping	related,	but	I'm	curious	what	everybody	is	using.	Now	that	
we	have	remote	workforces	and	everything,	one	of	the	biggest	challenges	I'm	having	right	
now	is	two-factor	authentication.	We	were	really	excited	about	grasshopper	and	we	went	
through	the	whole	process	and	because	Dial	Pad	didn't	work	out,	we	got	grasshopper	
implemented	and	it	was	working	great,	and	then	all	of	a	sudden,	negative	ghostwriter.	It	
stopped	working.	We	reached	out	to	support	and	they	were	like,	“Yeah,	we	don't	really	
support	that.	That's	not	really	our	thing.”		

	 I	had	my	VA	spend	a	week,	reaching	out	to	every	system	out	there	and	we	haven't	found	
anybody	that	will	allow	SMS	from	five	digit	numbers.	We're	not	getting	codes	anymore.	Chase	
has	stopped	sending	them.	We've	got	probably	a	dozen	banks	that	we	can't	get	codes	from	
anymore.	

Melissa:	So	for	that	we	have	Google	Voice.	

Ben	D.:	Some	of	that	stuff	has	stopped	working	as	well.	So	that	just	sucks.	And	there's	nothing	
you	can	do	about	it.	The	bank	controls	that	security	and	so	like	you're	kind	of	up	a	creek.	
Before	the	text	message	issue	anyway.	What	we	were	doing,	what	we're	still	doing	is	we're	
forwarding	any	text	call	voicemail	email	to	a	dedicated	email	address	all	the	team	
members	can	log	into.	So,	the	day	that	Google	Voice	stops	working,	we'll	just	end	up	
buying	a	phone	number	where	everything	gets	forwarded	to	that	anyway	like	a	legit	phone	
number,	and	just	keep	trucking.	

Tracy:	Right	now	the	only	solution	I've	come	up	with	is	I	have	a	line	that's	no	longer	being	
used	on	my	cell	phone	account.	And	we're	exploring	setting	up	a	separate	account	so	
everybody	can	log	into	that	cell	phone.	That's	all	we've	got	right	now	but	Google	Voice	
actually	told	us	that	they	weren't	going	to	do	it	anymore	either.	

Justin:	Sideline	is	another	one	that	I	use.	It’s	working	flawlessly	and	it	forwards	to	an	email	
address	that	everyone	has	access	to	and,	and	all	of	that.	

6:00	
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Q:	(Talitha)	This	is	kind	of	embarrassing	but	I	was	basically	raised	by	wolves.	So	I'm	going	to	ask	
anyways.	Okay	now,	wolves,	but	totally	counterculture	hippies,	and	I	have	some	fear	with	
technology.	My	dad	is	convinced	that	the	government	is	tracking	him	when	my	daughter	does	
a	school	report	on	him,	I	am	not	joking.	So,	I'm	trying	to	overcome	this	in	my	own	life,	but	
given	my	background	I	do	have	some	fear	with	technology.	I	know	that's	in	my	own	head.	I	
know	they	probably	already	have	all	that	information	anyways,	I	hope	to	God	I'm	not	the	
only	person	who	has	this	issue.	How	do	I	overcome	it?			

Jan:	I'm	not	going	to	lie.	They	already	have	all	the	information	so	I'm	not	going	to	try	to	come	
to	you	and	pacify	you,	but	at	the	end	of	the	day	I	think	you	have	to	you	have	to	go	back	to	
what	I	was	talking	about	with	data,	and	you	have	to	say	how	much	data	am	I	willing	allow?	
How	much	am	I	willing	to	give	away?	And	that's	your	limit	so	if	somebody	says	you	know	
can	I	get	your	cell	phone	number	and	your	email,	and	I	might	give	them	my	first	thing,	
maybe	the	city	I	live	in.	But	you've	got	to	become	a	data	protective	community.	And	that	
means	you're	only	going	to	give	out	as	much	as	what	you	want.	

	 Have	y'all	noticed	that	I	go	by	two	names?	There's	a	reason	why.	I	mean	it's	an	alias,	but	
part	of	it	is	because	I	can	tell	where	that	information	is	coming	from.	One	is	my	work	name	
and	one	is	my	first.	I	know	that	kind	of	sounds	a	little	weird,	but	it's	exactly	what	you're	
going	for.	So,	you're	never	going	to	get	away	from	it,	just	know	that	there's	some	level,	but	
you	can	control	it.	That	is	what	I	would	encourage	you	to	do.		

Gabrielle:	I'll	tell	off	of	what	Jan	says	too.	I	would	ask	the	question,	though,	is	it	a	fear	just	
because	you	were	brought	up	to	be	afraid	of	that,	or	can	you	enunciate	like,	what	is	it,	
what's	the	worst	thing	that	could	happen?	Because	sometimes	when	we	have	a	fear,	I	
know	for	myself	you	know	I'm	not	confident	or	something.	It's	always,	what's	the	worst	
that	could	happen?	The	government's	got	all	my	stuff,	but	guess	what,	they've	got	
everybody's	stuff.		

	 So	you're	not	alone.	But	what	Jan	said	-	it's	just	little	by	little,	because	the	way	we	
overcome	a	phobia	-it's	exposure	to	something.	So	it's	little	by	little,	just	getting	used	to	
doing	it.	And	the	fear	will	start	to	subside	a	bit,	so	just	keep	pushing	yourself	out	of	your	
comfort	zone	in	a	way	that	you	can	handle.	And	you'll	find	that	your	comfort	zone	will	
spread.		

9:10	

Q:	Jan,	you	mentioned	the	two	apps	the	ActivTrak,	and	what	was	the	second	one	and	what	does	
it	do?	

Jan:	Yeah	it's	called	ScribeHow.com	www.ScribeHow.com		and	it's	free	if	you're	only	using	
cloud	based	solutions.	But	let's	say	you	have	to	go	into	Excel	for	some	manipulation	of	
data,	but	you	need	to	capture	that	piece	of	the	process	as	well.	Then	you	need	to	pay	for	
their	desktop	version,	and	that	actually	just	captures	whatever's	on	the	desktop.	It's	not	a	
desktop	app,	but	it	captures	software	that	is	on	your	desktop	and	I	think	that	is	like	$20	a	
month.		
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10:00	

Q:	As	far	as	tech	and	kind	of	staying	ahead	of	the	game;	that	is	kind	of	a	scary	aspect	of	this	
business	for	me,	just	from	past	businesses	that	I've	been	in	and	kind	of	outsourcing,	et	cetera,	
et	cetera.	So	my	question	to	you	is	specifically	like	how	to	stay	ahead	of	that.	I'm	assuming	
that	with	this	group,	BKX,	and	just	Ben's	amazing	way	that	he	puts	the	training	together,	it's	
very	succinct	and	he's	staying	on	top	of	it	for	us,	but	obviously	like,	100%,	you	know,	it's	not	
on	him.	It's	on	us	as	business	owner.	So	I	just	want	to	find	out	on	your	end,	what	you	
recommend	as	far	as	the	top	three	resources	to	stay	on	top	of	that	of	things	like	AI	type	stuff.	
But	also	that’s	not	completely	overwhelming	so	that	we	just	kind	of	shut	down	as	soon	as	you	
even	open	the	book	or	go	online	to	check	out	the	information,	just	kind	of	maybe	at	a	
moderate	level.	

Jan:	We'll	again,	go	back	to	what	I	talked	about	maybe	confer	with	crowdsourcing,	right,	like	
he	can't	know	everything.	That's	why	we	have	a	group	of	amazing	people	who	can	pick	
their	brains,	and	you	find	out	the	people	who	are	good	at	certain	things.	You	start	to	ask	
them	who	are	doing	really	awesome	things	with	workflow	or	processes,	‘Well,	can	I	talk	to	
you	about	that,’	and	then	that's	how	you	stay	up	on	some	of	that.		

	 The	other	thing	is	like	I	said,	going	outside	of	your	industry	and	looking	at	industry	trends.	
How	can	you	stay	on	top	of	that?	It	could	be	a	news,	or	it	could	be	an	articles.	I	actually	
have	social	media	apps	where	I	filter	down	for	certain	keywords,	certain	hashtags	and	
then	that	is	me	making	it	so	that	that	way	I	can	filter	out	all	that	news.	Then,	as	much	as	I	
am	not	a	huge	proponent	of	Facebook	groups,	as	I	said,	I	have	one.	But	the	thing	is	I	do	
utilize	questions	and	get	people	thinking,	but	also	from	a	business	standpoint	there's	a	
point	of	view,	but	it's	more	intimate.	

12:17	

Q:	Okay,	just	one	more	question.	Is	there	any	specific	like	you're	talking	about	magazines	earlier	
or	like	a	website	or	podcast...?	

Jan:	If	you	haven't	listened,	I	think	David	and	Blake	are	absolutely	amazing	they	really	do	a	
great	job	of	keeping	up	on	the	trends,	because	for	me,	again,	they	bring	in	things	that	I	
don't	think	about.	If	you	can	find	a	couple	of	good	podcasts	or	whatever	it	is	and	that	to	me	
is	really,	really	simple	and	easy.	I	can't	say	that	there's	one	because	I	don't	know	why	
people	do	it	but	there	are	some	great	things	like	the	podcasting	industry	resources	that	I	
just	tried	to	really	niche	down	on	both	to	try	to	get	my	evolution.	

Melissa:	Can	I	do	a	shameless	plug	for	a	podcast	called	No	Trade	Secrets,	which	is	not	my	
podcast	but	my	brilliant	business	partner.	I'm	just	going	to	give	a	shameless	plug	there,	it's	
got	great	content.	

13:35	
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Q:	There's	been	a	lot	of	conversation	about	the	internal	talk	and	the	attitude	and	adjusting	that.	
You	guys	all	had	your	own	issues,	working	through.	My	question	was	what's	been	the	best	
thing	that	you've	done	to	overcome	that	negative	self-talk.		

Justin:	I	have	an	answer	and	that's	here.	Being	here	in	the	communities	on	Facebook,	
wherever.	Just	being	around	these	people,	I	mean,	how	many	people	have	had	an	awesome	
weekend	just	hear	no	information.	All	that	aside,	just	meeting	people,	how	many	people	
have	had	an	awesome	time	meeting	others.	It's	been	so	awesome.	So	being	in	communities	
like	this	is	the	biggest	way	I	get	around	it.	

Ben	D.:	I'm	not	just	helping	that	person.	Every	client	you	help	is	not	only	putting	money	into	
your	family's	life,	but	it's	helping	your	clients	survive	and	whoever	your	client	is	helping	
too.	Your	one	little	bit	of	effort	is	having	a	huge	impact.	It's	just	this	huge	ripple	effect.	
Even	when	it's,	like	the	community	and	all	that,	like	just	the	answer	is	great,	but	it	really	
think	about	how	many	lives	you	touched	by	having	that	one	financial	conversation	that's	
like,	“Dude,	stop	paying	that,	it's	killing	you.	You're	affecting	the	economy	in	a	lot	of	homes.	
Every	time	that	you	do	something.”	So	that's	what	juices	me	up.	

Melissa:	I'm	going	to	expand	on	mine.	Although	it	was	funny,	it	is	true.	I	like	to	talk	about	it	
because	there	is	a	really	large	stay-at-home-mom	community	in	BBL,	and	postpartum	
depression	is	real.	And	a	lot	of	people	don't	like	to	talk	about	it	because	it's	weird,	right.	
But	I	think	that	the	biggest	thing	for	me	personally	was	setting	my	pride	aside	and	asking	
for	help,	which	is	not	something	that	you	should	be	ashamed	of.	And	I	did	that	a	lot	with	
the	bookkeeper	elite	community.	Ben	Day	gets	a	lot	of	random	text	messages	from	me.	But	
you	know,	talking	to	my	midwife	and	actually	getting	help	from	taking	medicine,	it's	not	a	
bad	thing.	It's	a	very	uncomfortable	thing	to	talk	about,	but	I	think	it's	really	important,	
because	it's	not	a	shame	to	have	mental	health	issues.	I	think	that	being	in	my	position	of	
having	a	fairly	large	company,	I	have	10	employees,	I	have	7	subcontractors	and	they	rely	
on	me,	and	I	needed	to	make	sure	that	I	could	be	the	best	person	that	I	can	be	for	them,	for	
my	husband,	for	my	children,	and	for	me	that	was	taking	control	of	my	mental	health	and	
that	means	that	I	have	to	take	a	pill	every	day	right	now.	

17:38	

Q:	Thank	you	for	saying	that.	I	have	three	kids	under	three,	so	I	get	that.	My	question	actually	is	
about	lead	magnets.	How	many	of	you	guys	have	one?	How	did	you	develop	it	or	get	your	
idea	for	it?	What	do	you	suggest	for	somebody	who's	new	and	doesn't	have	the	knowledge	to	
pull	from	their	client	base?		

Daniel:	I	would	say,	what	are	your	clients	pain	points?	I	know	you	said	you're	new,	but	try	to	
get	that	understanding	of	who	your	ideal	client	is.	What	are	their	pain	points?	And	then	
doing	a	workshop,	something	that	you	can	record	once	and	then	push	people	to	as	a	lead	
magnet	or	maybe	an	e-book,	or	something	like	that.	Your	marketing	campaign	should	flow	
into	that	lead	magnet.	Perry	said,	you	want	to	sell	them	towards	the	consult,	you	could	do	
that.	Or	you	could	sell	them	towards	a	free	workshop,	and	then	that	workshop	or	that	
consult.	You	get	them	to	sell	them	on	your	services	to	take	them	through	that	funnel,	but	it	
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comes	down	to	understanding	the	client's	pain	points,	and	the	solutions	you	can	provide	in	
that	magnet	or	whatever	it	is.		

	 I	like	the	idea	right	now	of	doing	a	workshop	that	you	can	just	put	a	link	on	a	hidden	web	
page	in	your	website,	and	it	is	chock	full	of	awesome	value	to	your	ideal	client,	and	it	hits	
all	their	pain	points	in	that	industry	and	you	can	just	read	about	it	and	some	direct	mail	
and	emails	and	phone	calls	that	you	put	out	in	your	marketing	campaign	push	them	to	
that.	And	then	at	the	end	of	that	workshop	in	the	last	15	minutes,	you	sell	them	on	the	
consult	to	get	them	to	reach	out	to	you.			

Melissa:	To	add	to	that,	if	you're	just	starting	out,	anything	is	better	than	nothing.	So	don't	get	
wrapped	up	in	it	needing	to	be	perfect	or	it	needs	to	be	this	most	tech	savvy		lead	magnet	
that	it	can	be.	And	if	you	feel	like	you	find	yourself	procrastinating	because	you're	
overwhelmed	with	life	and	three	kids	under	three.	Check	Upwork	or	the	video	community	
and	trying	to	lean	on	somebody	to	help	you	with	that.	It	might	be	worth	the	$100,	$200	or	
$300	to	have	somebody	do	it	for	you.	But	like	literally	anything.		

	 I'm	like	the	queen	of	delegation.	I	think	a	lot	of	entrepreneurs	get	bogged	down	by	I'm	an	
entrepreneur,	I'm	the	business	owner,	I	have	to	do	everything	and	be	able	to	do	everything	
in	my	business.	I	can't	do	most	things	in	my	business,	and	that's	okay	because	I	have	
people	that	are	much	smarter	than	me	doing	those	things.		

20:50	

Q:	(Trish)	I	want	to	ask	all	of	you.	You	guys	are	all	super	clearly	successful.	So	what	is	something	
that	you	wish	you	would	have	implemented	sooner,	that	would	have	saved	you	a	lot	of	
headaches,	or	like	if	you	could	have	done	it	differently,	or	earlier	on,	what	would	you	have	
done?	

Justin:	Systems!	I	should	have	taken	Ben	Robinson’s	advice,	going	through	the	course	and	
learning	everything.	I	made	the	mistake	of	thinking,	“Nah,	I	can	get	this	on	my	own,	I'm	just	
going	to	go	and	get	clients.	I	just	need	a	good	vehicle	to	do	it.”	

	 Man,	if	I	would	have	put	systems	in	place	my	business	would	be	four	times	the	size	it	is	
now.	I	tell	everyone	that	now,	if	you're	going	to	put	something	in	place,	put	your	systems	
in	place.	Right	now	it's	a	beautiful	time	to	do	it,	if	you	have	one	or	two	clients.	You	can	you	
tell	your	clients	you're	going	to	have	them	be	a	guinea	pig.	You're	going	to	develop	systems	
on	them.	Give	them	a	rate	reduction	to	do	that,	whatever,	but	put	your	systems	in	place.	
It's	going	to	be	so	valuable	as	you	grow,	if	you	have	everything	in	place	as	far	as	systems	
grow.	

Gabrielle:	And	also,	because	I	made	this	mistake	that	I	know	many	do	when	they're	first	
starting	out,	is	first	of	all	I	didn't	have	a	specialty.	That	it	can	be	hard	to	do	at	the	
beginning.	But	when	you	take	on	your	first	few	clients,	you	want	to	take	on	simple	clients,	
because	I	think	the	first	couple	bookkeeping	clients	I	took	on	very	quickly.	I	had	one	that	
was	in	manufacturing	and	she	was	very	entrepreneurial.	I	got	in	over	my	head,	and	I	got	
tangled	up.	So	that	hits	on	your	self-esteem	and	your	confidence.	So	it	takes	a	while	to	



	 187	

build	back	up	and	realize	you	really	can	do	this.	I	would	say	the	thing	that	I	needed	to	
learn,	and	it's	kind	of	a	humility	too,	is	to	just	keep	it	simple	in	the	beginning,	while	you're	
getting	your	experience.		

Ben	D.:	Planting	seeds	will	be	it	for	me.	Totally	agree	with	the	systems.	If	I	could	tell	myself	to	
like	do	the	yackety	yak	work,	make	quality	connections	and	referrals	and	lead	points	six	
months	earlier	than	when	I	actually	started	that,	I'd	be	in	a	totally	different	spot	right	now	
-	100%,	no	doubt	in	my	mind.		

	 So	even	as	you're	going	through	and	doing	the	bookkeeping	work	and	transactions	and	the	
technology	and	the	hiring	and	systems	and	the	processes,	every	day	man	go	and	plant	
seeds	somewhere	in	a	quality	connection	because	it	will	take	you	a	year.	The	first	prospect	
I	ever	talked	to	it	took	him	a	year	and	a	half	to	give	me	$1.	But	now	they're	awesome.	And	
that's	just	because	I	got	connected	with	them	early,	provided	the	value	and	stayed	in	their	
sphere	long	enough.	That	one	contact	that	I	had,	I've	made	so	much	money	off	of	that	one	
effort	just	showing	up	and	having	coffee	with	somebody	at	this	point.	I	would	absolutely	
do	that	consistently	and	way	earlier.	

Daniel:	For	me	I	think	it's	getting	help	from	other	people	and	having	my	wife	and	me	
company	in	the	company	has	worked	out	pretty	well	for	me.	But	yeah,	like	everyone	has	
their	strengths	and	their	weaknesses,	like	Morgan	is	awesome	with	networking	connecting	
with	people,	and	I	suck	at	that.	So	she	does	that	really	well.	My	wife's	really	great	with	
team	building.	So	we	each	have	our	strengths	and	weaknesses	so,	you	know,	identifying	in	
yourself,	what	your	weaknesses	are,	what	your	strengths	are,	and	then	not	being	afraid	to	
get	either	your	team	or	finding	the	right	person	to	fill	out	your	team.		

Melissa:	I	agree	with	that,	I	think	at	first	the	hardest	thing	for	me	was	balancing	home	life	
and	work	life,	because	I	did	make	that	transition	from	being	a	stay	at	home	mom	to	a	
working	mom,	and	so	the	best	thing	that	I	did	was	hire	a	cleaning	company	for	my	house.	I	
would	highly	recommend	and	I	know	they're	not	going	to	clean	as	good	as	you	clean	or	
they	might	clean	better,	but	think	about,	that's	an	hour,	two	hours	of	your	life	that	you	can	
work	on	your	business	or	work	on	your	own	self	care.	

25:38	

Q:	Okay,	Benjamin,	this	question	is	for	you.	Yesterday,	during	your	talk,	you	mentioned	just	in	
passing,	about	this	whole	Canva	PowerPoint	automation	that	you	do	for	your	client	
presentations,	and	as	I	scale	up	I	can	see	where	that	would	be	a	bottleneck,	you	know	if	you	
have	50	clients	it's	going	to	be	hard	to	get	the	presentations	ready	and	do	the	presentations	
themselves	and	so	on	so	if	he	did	elaborate	a	little	more	on	this	magic.	

Ben	D.:	Oh	sure,	I	stole	this	from	Daniel.	He	mentioned	it	in	passing	one	time	and	I	was	like	
that	sounds	cool	enough,	but	I'm	going	to	do	it	my	way.	Well,	one	of	the	things	that	I	would	
really	encourage	everybody	in	the	room	to	do	is	be	on	video	more	often	with	your	clients	
even	when	they're	not	there.	So	I	adore	Loom	video.	People	like	to	see	you,	they	like	to	feel	
important	and	if	you're	smiling	at	them	and	telling	them	everything's	going	to	be	okay,	it'll	
give	them	the	warm	fuzzies,	even	if	it's	not	live.		
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	 And	so,	when	you	don't	have	a	whole	lot	of	clients	you	don't	have	to	automate	this	step.	I	
would	get	on	a	video	and	just	talk	about	somebody's	numbers	and	then	watch	that	video,	
watch	how	you're	performing	and	watch	how	you're	engaging.	If	you	hate	it,	you	could	do	
it	again	because	there's	nobody	else	in	the	room,	right.		

	 Now	that	we	have	enough	of	that	stuff,	what	we	do	is	we	take	the	financial	dashboard	that	
we	create	for	our	clients	and	just	screenshot	that	bad	boy,	drop	it	into	a	slide	deck	and	
then	Canvas	has	the	ability	to	save	videos	on	each	of	those	slides,	so	you	have	a	slide	that	
talks	about	their	revenue,	and	like,	“Hey,	here's	what	we	talked	about	your	revenue	goal	
being,	and	here's	how	you	can	read	this	line	on	your	dashboard.	And	if	you	have	any	
questions	about	why	this	number	is	weird	or	not,	call	me	and	let's	talk	about	it.	Here's	
what	you	did	and	here's	your	goal	and	here's	your	over/under.”	And	it's	just	like	that	for	
all	of	their	different	metrics	that	we	track	for	them.		

Daniel:	Yeah,	since	this	was	my	idea.	So	if	you	go	to	the	retreat,	I'm	going	to	walk	you	through	
how	to	do	this	for	your	business,	so	expect	more	people	sign	up	for	that.	But	basically,	you	
can	automate	the	inputs,	what	are	your	clients	goals	like	Ben	said.	What	are	their	revenue	
goals?	What	is	their	discretionary	earnings	goal?	We'll	develop	a	dashboard,	like	he	said.	
And	then	you	just	pre-record	some	audio	clips	and	then	you	basically	set	up	some	
automations	to	read	how	your	client	did	the	previous	month.	Did	they	meet	their	goals?	
Are	they	worse	or	better,	yes	or	no,	true	or	false?	And	then	you	kind	of	go	through	your	
benchmarks	like	for	your	industry	and	hopefully	your	niching	so	you	have	that	benchmark	
data.	How	is	your	client	doing	compared	to	the	benchmark,	like	gross	profit,	current	ratio,	
cash	generated	from	operations,	whatever	it	is,	and	it's	just	a	true	or	false,	right.	They	
either	did	better	than	the	benchmark,	or	they	didn't.		

	 Then	so	you	concatenate	the	screenshots	of	the	dashboard,	and	you	pull	the	right	audio	file	
and	you	generate	a	five-minute	financial	video	review	where	there	was	no	menial	work	
involved.	We	implemented	it	in	our	business,	and	you	know	it	was	about	42	hours	of	
manual	work	cut	down	to	about	two	hours,	basically	just	kind	of	choosing	that	video	and	
making	sure	it	looks	right	and	then	sending	the	client	the	video.		

Melissa:	It	has	a	95%	profitability.	We	charge	$100	per	video.	So	think	about	that.		

29:30	

Q:	(Aaron)	How	many	of	you	have	some	sort	of	business	coach	and	how's	that	impacted	you?	

Gabrielle:	I've	had	a	business	coach,	and	don't	have	one	at	the	moment.	I'm	just	weird.	I'm	
mostly	self-taught	on	most	things	so	sometimes	I	think	I'm	not	so	coachable.	However,	I	
have	learned	a	lot	and	don't	regret	working	with	a	couple	business	coaches	that	I've	
worked	with,	because	I	still	learn	a	lot	from	them	and	I’m	even	learning	to	be	more	
coachable.	That	has	helped	me	too,	but	I	would	say	something	else	that	it	has	helped	me	
with	is	my	confidence.	It	has	really	helped	raise	my	confidence.		

Justin:	I	don't	have	any	formal	business	coach	but	I	am	a	member	of	a	couple	of	mastermind	
groups,	and	I	highly,	highly,	highly	recommend	anyone	because	it's	so	helpful	to	bounce	



	 189	

ideas	off	of,	just	to	vent	to	sometimes	is	so	helpful.	So	if	you	have	people	that	you	really	
connect	with	here,	make	sure	you	keep	in	touch	with	them	regularly	so	that	you	can	hold	
each	other	accountable,	and	be	there	for	each	other.		

Ben	D.:	I	have	a	huge	bone	to	pick	with	every	business	coach.	I	love	getting	coaching.	I	really	
strongly	recommend	it	if	you	know	exactly	what	you	want.	Too	many	people	think,	“Oh	my	
gosh	I'm	struggling	and	I	just	need	a	coach.”	Wrong	reaction.		

	 You	need	to	know	exactly	what	you're	looking	for	and	then	go	hire	that	person.	So,	I	was	
having	competence	issues	with	selling.	And	so	I	ended	up	finding	a	coach	that	was	really	
great	on	the	mindset	and	some	of	the	language	and	selling.	I	had	spend	a	bunch	of	money	
there.		They	told	me	one	thing,	and	I	was	like	cool,	done,	and	then	realize	Ben	had	been	
saying	it	the	whole	time	anyway.	So,	just	be	very	conscious.	Don't	go	jump	into	coaching	
because	you	feel	like	you	need	it.	Be	crystal	clear	on	what	you're	looking	for	and	go	find	
that.	

Melissa:	He	hasn't	met	my	business	coach.	She	actually	doesn't	go	by	the	title	business	coach,	
she's	a	Communication	Consultant	and	that's	where	we	started	to	work	with	her	is	that	
Morgan	and	I	are	two	very	unique	people,	which	tends	to	be	off	putting.	And	we're	both	
women	that	have	predominantly	male	personalities,	which	does	not	translate	well	for	a	lot	
of	people.	And	so	we	decided	that	if	we	wanted	to	scale	our	business	we	needed	to	work	
on	ourselves.	And	so	our	communication	consultant	has	met	with	every	single	member	of	
our	team,	and	has	talked	to	them,	learned	their	communication	style,	talks	to	Morgan	and	I	
regularly,	knows	our	communication	style	and	if	we're	having	issues	communicating,	we'll	
go	to	her	and	role	play	exactly	how	to	communicate	and	she'll	give	us	pointers	on,	“Okay,	
well	this	is	the	type	of	communicator	that	Greg	is.	If	you	need	to	talk	to	Greg	about	
something	this	is	the	way	that	you	would	want	to	translate	it,”	instead	of,	“Hey	Greg,	you	
messed	up,	just	fix	it.”		

	 She's	going	to,	you	know,	give	us	better	ways	to	express	ourselves.	We	haven't	quantified	
whether	she's	helped	us	grow	the	business,	but	she's	definitely	helped	us	grow	ourselves	
on	the	personal	side,	but	also	the	business	side	as	well.	So	I	think	that's	important.		

33:30	

Q:	I	am	curious,	one	of	the	main	selling	points	for	what	we	do	is,	these	clients	they	don't	have	to	
go	it	alone.	They	have	someone	in	their	corner	to	help	them	out.	As	you	guys	built	your	
businesses,	what	was	one	of	those	key	things	that	you	were	so	stoked	you	came	alongside	
someone,	whether	it	be	like	IT	professionals	that	helped	you	get	everything	set	up,	or	social	
media,	but	what	was	that	most	impactful	one,	or	what	do	you	regret	not	partnering	with	
someone	on,	in	retrospect?	

Ben	D.:	This	is	a	good	one.	So	we	work	with	real	estate	investors	in	case	anybody	didn't	know	
that.	By	far,	hands	down,	the	best	contact	I	made,	period,	we	ever	made	was	with	a	
husband	and	wife	team.	They	own	a	real	estate	investing	coaching	business,	and	a	real	
estate	friendly	brokerage	in	Oklahoma	City.	And	that	was	actually	one	of	my	first	
prospects.	It	took	me	a	year	and	a	half	to	get	paid.	He	was	a	student	of	that	coach,	and	so	he	
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and		I	went	to	coffee,	right	before	their	meet	up.	And	I	continued	to	go	to	that	meet	up	8-12	
times,	and	the	coach	realized	that	I	wasn't	just	cruising	to	hand	out	business	cards.	They	
brought	me	on	to	teach	the	bookkeeping	portion	of	their	real	estate	coaching	program.	
That	has	paid	for	itself	over	and	over	and	over	again.	So	as	far	as	referral	partners	go,	
it's	who	is	serving	the	person	that	you	want	to	serve.	Go	be	their	best	friend.		

Gabrielle:	Probably	the	best	I	ever	had	was	learning	to	do	online	marketing.	And	I	started	
that	back	in	2005.	But	the	main	teacher	I	had,	one	was	Ryan	Deiss	that	I	learned	much	
through	their	programs,	but	the	marketer	that	I	learned	the	most	from	really	is	what	
helped	me	to	do	all	the	online	and	build	all	that	I	did	on	the	consulting	side,	but	I	built	my	
bookkeeping	business	too.		I	also	learned	that	when	I'm	really	good	students	of	any	of	
those	who	are	teaching	me,	in	time	they	become	my	clients.	

Justin:	Besides	the	friendship	and	mentorship	from	this	big	guy	over	here	(Ben	Robinson).	
One	would	be	a	coach,	a	chiropractic	coach.	So	my	niche	is	chiropractic;	I	love	working	
with	husband	wife	chiropractor	teams.	So	I	sought	out	this	coach,	I'll	tell	you	more	about	
this	in	my	talk	tomorrow.	I	sought	her	out	because	she	teaches	mom	chiropractors	to	live	a	
better	life.	And	it	was	really	easy	to	talk	to	those	mom	chiropractors	in	this	coach,	and	to	
refer	because	we	just	simply	gave	them	their	time	back,	so	that	they	can	go	be	with	their	
families	and	all	that.	And	that's	my	only	value	proposition,	so	it's	again	a	coach	in	the	
industry	that	serves	your	future	clients.		

Melissa:	When	I	stepped	into	bookkeeping	for	painters,	for	those	of	you	that	don't	know	me,	I	
was	five	months	pregnant	with	our	second	child,	and	Daniel	was	deployed	overseas.	He	
had	started	having	a	relationship	with	different	business	coaches	in	the	painting	industry.	
We	would	go	to	their	events,	and	we	work	a	lot	on	referrals	because	of	that,	but	I	knew	
being	pregnant,	with	a	deployed	husband,	with	a	two	year	old,	taking	over	a	company	that	
was	not	something	that	I	was	going	to	be	able	to	foster,	and	so	one	of	the	best	friendships	I	
developed	was	with	my	business	partner.		

	 I	keep	talking	about	Morgan	Gray,	who's	never	met	a	stranger	and	makes	you	feel	like	
you’re	her	best	friend.	There's	no	other	person,	honestly,	in	the	world	that	could	just	
network	better	than	her.	She	came	on	board	right	away	and	just	immediately	took	those	
relationships	to	just	the	absolute	next	level.	And	so	there's	literally	now	nowhere	in	the	
painting	industry	that	you	can	go,	that	you	will	not	find	bookkeeping	for	painters.	And	so	
that's	a	really	strong	relationship.	Obviously	with	our	business	partner	we	can	do	
something	that	we	cannot	do;	that	is	just	not	something	Daniel	and	I	want	to	do	first	of	all,	
but	we're	not	successful	at	it.	So	I	think	again,	circling	back	around	to	determining	the	
things	in	your	business	that	you	know	need	to	get	done,	but	you're	not	the	best	one	to	do	
it.		

	 So	the	second	one	would	probably	be	social	media.	I	just	can't	stand	social	media.	It's	
really	hard	for	me	to	stay	consistent	at	it.	And	so	I	hired	a	social	media	manager,	a	lot	of	
you	actually	work	with	them,	because	they	inadvertently	ended	up	me	sharing	with	
bookkeepers,	because	it	turns	out	a	lot	of	us	don't	like	doing	that	kind	of	thing.	And	it's	
something	now	that	I	can	make	sure	that	it's	done,	and	it's	done	right,	but	I	don't	have	to	
do	it.	
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	 So	again,	my	recommendation	is	just	do	a	task	audit	of	all	the	things	that	you	need	to	
do,	and	decide,	do	I	need	to	delegate	this	to	somebody	that's	on	my	team,	hire	
somebody	to	do	it	for	me	because	nobody	on	my	team	can	do	it,	or	do	I	need	to	keep	
it	myself.		Really	set	your	pride	aside	when	you're	doing	that	task	audit,	because	you	
might	think,	I	am	the	only	person	in	the	world	that	can	do	this.	And	that's	most	likely	not	
true,	especially	for	those	of	us	that	do	want	to	get	our	businesses	to	the	point	where	we	
can	step	out.	Ideally,	you	should	actually	be	the	last	person	doing	any	of	those	things.	

39:47	

Q:	(Tanya)	I	have	a	niche,	and	one	of	my	client’s	partners	wife	has	an	ecommerce	business,	and	I	
don’t	want	to	do	that,	I	want	to	do	my	niche.	So	would	it	be	of	benefit	for	me	to	say	‘no’	I	don’t	
want	to	do	bookkeeping	for	your	wife?	

Melissa:	Saying	‘no’	is	the	best	thing	that	you	could	ever	do,	just	in	life	in	general,	first	of	all.	
Daniel	is	really	great	at	that	because	when	we	first	started	we	would	have	different	
companies	come	to	us	and	ask	us	to	do	bookkeeping,	and	I	would	say,	“Yes,	we’ll	do	it.”	
And	he	would	just	‘’no’	we	niche	with	painters;	we’re	only	going	to	help	painters.	So	just	
find	a	tactful	way	to	say,	“I'm	not	the	best	person	to	serve	you	because	I	specialize	in	this	
niche,”	and	then	lean	on	the	community	around	you	and	say,	“I	actually	know	somebody	
that	specializes	in	e-commerce	and	I	think	they	would	be	better	suited	for	you,”	and	then	
they	can't	be	mad	at	you.	You're	doing	the	best	thing	for	them	and	for	you.		

Jan:	I	would	build	up	a	referral	list.	Go	out	and	find	5-6	that	you	can	refer	to,	so	that	you	can	
just	send	those	off	and	just	say,	“Here,	you	know,	this	isn't	what	I'm	focusing	on,	but	let	me	
help	you	out.”	Absolutely.		

41:50	

Q:	(Lisa)	With	my	business,	I'm	on	the	cusp	of	scaling	the	point	where	I	have	to	hire	someone.	So	
I've	actually	already	chosen	the	first	person	to	hire.	The	one	thing	that	I	regret,	not	following	
Ben's	advice	on	was	getting	my	processes	started	and	I	had	like	two	times.	My	question	is,	
when	you	began	hiring;	I'm	struggling	with	which	tasks	I	should	start	with,	whether	I	should	
bring	her	on	just	to	assist	me	on	my	largest	and	most	complicated	client,	or	if	I	should	give	
her	all	the	little	piddly	stuff	that	I	keep	falling	behind	on	with	my	smaller	clients	or	if	I	should	
hire	somebody	for	each	of	those	tasks.	I'd	love	to	hear	what	you	first	hired	for	and	what	was	
your	focus	on	with	your	team.	

Justin:	I	did	exactly	what	you're	describing.	I	started	falling	behind	on	some	of	these	really	
simple	clients,	and	it	was	really	easy	to	onboard	someone	and	get	that	worked	on	right	
away.	That	would	be	my	first	recommendation.		

	 I	shouldn't	say	that.	That	would	be	what	I	did	first	because	that's	what	I	needed	at	the	
time.	Now	that	I	known	good	processes	and	all	of	that,	I	would	have	done	a	good	task	audit	
and	figured	out	what	do	I	not	like	to	do,	and	then	hire	someone	for	those	roles.	With	what	
you	just	described,	you're	falling	behind	on	those	really	simple	clients,	you	should	be	able	



	 192	

to	onboard	someone	pretty	simply	to	get	on	there,	and	congrats	to	you	getting	to	the	point	
where	you're	hiring	someone.	That's	pretty	awesome.	

Ben	D.:	You	just	need	to	do	a	task	audit,	look	at	everything	that	you're	doing	and	figure	out	if	
you	can	delegate	it	or	not.	One	of	the	things	that	we	did	in	that	same	space,	is	we	began	to	
look	at	our	client	list	and	said,	“Who	is	very	similar	to	each	other.”		

	 We	will	bundle	clients	into	bundles	of	three	or	five,	and	then	we	would	hire	people	we'd	
say,	“Hey,	all	three	to	five	of	these	clients	work	kind	of	the	same	way,	I'm	going	to	start	you	
on	this	one,	we're	going	to	onboard	a	new	person	right	here	to	see	if	you're	good	or	not.	
And	then,	we	can	pretty	rapidly	roll	out	all	five	of	these	to	you	and	the	same	set	of	tasks	
that	are	very	similar	across	the	board	and	train	some	of	the	nuances	in	there	as	well.	”	

	 That's	how	we	began	to	scale	out,	but	it	was	definitely	starting	with	the	task	of	it	and	
looking	at	what	work	you	have	to	do;	figuring	out	how	comfortable	you	are	with	
onboarding	some	of	that	stuff.	I	kept	complicated	clients	for	a	long	time,	out	of	fear.	And	I	
handed	off	the	simple	people,	and	that	was	fine,	but	it	really	just	kind	of	depends	on	you.	
You're	the	boss.	Do	whatever	you	want.		

Jan:	I	would	just	say	the	only	other	thing	that	you	want	to	make	sure	when	you	hire	
somebody,	don't	think	just	because	you	handed	that	off	that	they	know	what	they're	doing.	
So	make	sure	you're	doing	regular	check	ins	and	see	that	work.	And	don't	let	it	go	in	if	
they're	making	more	mistakes	over	and	over	and	over	again,	fire	them.	I	mean,	it's	hard,	
but	you've	got	to	fire	them	because	if	it	gets	behind	and	you’re	the	only	other	person	on	
the	team	just	has	to	pick	up	the	slack.	Slow	to	hire,	quick	to	fire.		

Melissa:	So,	very	succinctly	what	Jan	was	saying,	I	had	a	couple	in	my	first	hiring	experiences,	
not	the	best	experience.	And	the	first	thing	I	did	was	look	in	the	mirror	and	realize	that	I	
didn't	give	them	everything	that	they	needed	to	be	successful.	We	can	talk	about	tasks	
audits	and	processes,	but	the	other	half	of	that	is	the	people,	and	realizing	that	everybody	
has	a	different	style,	or	different	needs	in	a	remote	environment.	Not	everybody	has	ever	
worked	remotely	and	they	don't	know	how	to	do	it.	And	a	lot	of	people	don't	know	how	to	
ask	for	help	because	you're	not	in	an	office	space	so	you	can't	just	stick	your	head	in	to	
your	coworker’s	door	and	say,	“Hey,	I'm	not	sure	how	to	do	this,	can	you	help	me.”		

	 So	giving	them	what	they	need	to	be	successful	for	that	job.	Not	only	should	you	do	a	task	
audit,	but	-	I	believe	that	already	when	you	said	you	had	already	chosen	who	you	were	
going	to	hire	-	try	to	think	of	the	tasks	that	they	can	start	with	that's	going	to	let	them	be	
successful.	So	it	might	not	be	the	best	thing	to	take	off	your	plate	right	now,	but	think	
about	small	wins	for	them.	If	the	first	couple	of	things	that	you	delegate	are	going	to	make	
them	more	confident	in	taking	on	more	that	might	be	the	better	step	for	you.	

47:20	

Q:	I'm	very	new.	I	just	opened	my	business,	a	month	and	a	half	ago.	I	have	a	couple	clients,	and	
just	starting.	I'm	just	kind	of	following	through	this	similar	theme	about	partnership,	
subcontracting,	hiring.	I	met	someone	here,	and	we're	having	a	similar	ideas	and	niche,	and	
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that	person	needs	to	hire	someone,	and	I'm	at	a	point	where	I'm	looking	for	partnering	or	
subcontracting,	or	learning,	and	getting	more	experience	by	getting	some	practice.	Can	you	
give	some	ideas,	some	thoughts	on	how	to	decide	where	it's	a	good	fit	to	partner	or	
subcontract	or	on	the	other	side,	if	the	person	wants	to	hire	someone,	or	subcontract	or	
partner,	if	that	makes	any	sense?		

Melissa:	This	is	a	great	question	to	ask	me	after	I've	had	a	glass	of	wine	because	then	it	
changes	a	little	bit.	I	really	like	Jan's	advice	that	I	should	talk	to	you	like	my	friends,	but	
that	would	be	really	weird.	So	I	might	not	get	invited	back	if	I	do	that.	As	far	as	partnership	
goes	do	you	mean	as	far	as	like	merging	businesses	and	having	a	business	partner,	just	like	
a	referral	partner.	Okay,	I	actually	have	a	business	partner	and	for	those	of	you	that	have	
ever	considered	that,	that's	basically	marriage,	so	I	think	going	into	that	with	a	very	strong	
will.	For	the	employees	versus	subcontractors,	when	I	first	stepped	back	and	after	having	
my	son,	we	were	primarily	a	subcontractor-based	business,	which	worked	for	what	we	
were	doing	at	the	time,	but	I	had	bigger	ideas	of	where	I	wanted	to	take	the	company	and	
for	me	that	meant	I	wanted	to	commit	to	having	employees,	and	I	wanted	to	give	them	my	
commitment,	so	that	they	could	be	committed	to	me	as	well.	Also	there's	that	gray	area.	
Legally,	what	is	a	subcontractor?	With	the	amount	of	control	that	I	wanted	over	how	they	
did	the	bookkeeping	and	how	they	follow	the	processes	they	had	to	be	employees.	So	
recently	we	did	start	taking	on	subcontractors,	because	we	had	a	few	instances	where	we	
brought	on	employees,	it	didn't	work	and	Daniel	had	to	do	a	lot	of	paperwork,	and	he	was	
like	please	stop	hiring	so	many	people.	So	now	we	bring	them	on	a	trial	basis	to	make	sure	
they	are	good	culture	fit,	but	then	still	the	goal	is	to	bring	them	on	as	an	employee.	

50:50	

Q:	(Sharon)	I	just	have	a	question	on	an	app	for	receivables.	I	have	POS	systems,	and	Stripe	and	
PayPal	and	I	have	to	do	everything	manually	with	the	sales	receipt	and	it's	driving	me	nuts.	I	
have	to	pull	up	their	POS	system,	and	get	their	daily	receipts.	I	have	to	pull	up	their	stripe,	
their	PayPal,	anything	else	that	they've	got.	Make	a	sales	receipt	manually	in	QBO	and	bundle	
it	so	it's	all	in	there.	Put	in	their	sales	receipts,	their	card	payments	and	it	just	drives	me	
insane.	It's	a	retail	store.		

Jan:	It's	called	A2X	https://www.a2xaccounting.com/		and	it's	an	integration	for	point	of	sales	
systems.	It	brings	in	your	Stripe,	PayPal,	fees	everything	in	it,	and	it	groups	it	depending	on	
how	you	want	to	tell	it	to	group.	That	brings	all	the	information	in	and	syncs	to	track	sales,	
assets,	and	liabilities.	and	ATMs	and	to	number	two	for	alpha	city	management	and	
remember,	Thank	you	guys.	

52:45	

Q:	(Jody)	Did	you	know	what	your	niche	was	going	to	be	when	you	first	started	out,	or	did	you	
kind	of	stumble	into	it?	I	have	no	idea	where	to	begin	to	funnel	it	down,	but	I	definitely	see	the	
benefits	of	doing	so	and	I	want	to.	How	do	I	figure	out	what	my	niche	will	be?	
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Melissa:	Put	a	bunch	of	names	in	a	hat	and	pick	one.	To	expand	on	that	slightly,	although	yes	
he	[Daniel]	did	know	exactly	what	niche	he	wanted	to	start	with,	at	least	when	I	joined	him	
then.	But	I	don't	think	that	the	actual	niche	itself	matters	as	much	as	you	becoming	the	
expert	in	that	niche,	so	don't	get	bogged	down	in	trying	to	pick	the	perfect	niche	because	
you	need	to	make	yourself	the	perfect	bookkeeper	for	that	niche.	

Daniel:	I	think	Ben	covers	it	in	the	course	but	look	at	your	experience	and	then	look	at	the	
statistics	of	that	industry	to	make	sure	it	can	support	what	you're	doing	or	what	your	goals	
are.	But,	I	agree	with	Melissa.	It	doesn't	matter,	as	long	as	you	go	and	actually	understand	
the	industry,	and	actually	go	to	the	conferences	and	making	it	with	the	business	coaches,	
going	to	the	conferences	and	really	understanding	that	industry	so	that	you	understand	
the	client	pain	points,	and	then	that	you	can	sell	to	that.	

54:25	

Q:	(Daisha)	I	have	a	question	on	security.	So	when	clients	give	you	access	for	instance	like	read	
only	and	all	this	stuff.	Here's	where	I	get	really	bogged	down	and	a	little	overwhelmed.	I	
always	feel	like	they	give	me	their	read	only	access	and	I	can't	give	this	to	anyone	else.	How	
do	I	delegate	certain	bookkeeping	tasks	to	team	members	without	feeling	like	I	need	to	be	
involved	in	it	because	I’ve	got	access,	specifically	for	me,	but	I	needed	somebody	else	to	do	it?	

Gabrielle:	Yeah,	easy	answer.	LastPass	https://www.lastpass.com/		You	can	have	it	so	that	
you	share	it	with	your	team,	but	the	team	can't	see	it.	Now	it's	not	absolutely	bulletproof,	if	
somebody	wants	to	crack	it	they	can.	So	you	can	share	that	way	and	it's	still	reasonably	
secure.		

Daniel:	Yeah,	I	would	also	say	have	policies	in	place	for	your	workers,	for	security	purposes.	
They	need	to	have	a	VPN	and	all	that	stuff.	Make	sure	they	have	McAfee	loaded	on	the	
computer.	So	you	have	the	security	check	boxes	that	you	put	in	your	policies.	When	they	
sign	up	to	be	a	team	member,	they	read	that	and	you're	covered	if	something	goes	wrong.		

Justin:	There's	a	good	mindset	that	you're	talking	about	here.	Do	they	hire	you	or	do	they	hire	
your	company?	Yeah,	so	your	company.	If	that's	the	way	you	think	about	it,	your	people	
work	in	your	company,	right.	Yeah.	So	what	they	gave	you	is	for	your	company	to	do	the	
work.	I	had	that	same	kind	of	mental	block	and	like,	“Gees,	I	don't	know	if	I	can	share	this	
with	anyone,”	but	they	hired	my	company,	not	Justin	Boynton.	

57:02	

Q:	(Jenna)	I	started	in	2017	with	the	BBL,	so	I'm	not	as	new.	I	want	to	know	two	things:	Number	
one,	how	long	are	these	little	videos	that	are	being	sent	to	the	clients	and	number	two,	are	
the	clients	seeing	them?	Are	they	actually	watching	them	and	do	you	know	if	they?	I	don’t	
want	to	do	all	this	work	if	they're	not	going	to	actually	see	them.	

Ben	D.:	This	is	an	excellent	question.	So	when	you	send	a	Loom	video,	and	somebody	watches	
it,	you'll	get	an	email	saying,	“Hey,	somebody	watched	your	video,”	so	you'll	know	if	
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they're	not	watching	them.	And	you'll	know	what	they're	watching	months	after	you	set	
them	-	you'll	get	that	alert.		

	 They	should	be	as	long	as	they	need	to	be	and	not	a	second	longer.	Clients	don't	want	an	
hour	and	a	half	from	you,	they	want	it	quick	and	to	the	point.	So	we	try	to	we	aim	for	10	to	
15	minutes,	just	because	we	talk	about	a	lot	of	stuff.		I'm	very	long	winded,	but	if	we	could	
do	it	in	two	minutes,	we’d	do	it	in	two	minutes.	

58:20	

Q:	(Joel)	I	have	two	quick	questions.	The	first	one	is	where	do	you	guys	find	your	employees?	

A:	EDL.	People	in	this	room.		

Q:	And	the	second	question	is	super	simple.	What's	your	advice	to	someone	who	has	a	full	time	
job,	and	also	as	a	bookkeeping	practice	for	clients	right	now?	I	want	to	grow	my	company.	
What's	your	advice	and	maybe,	how	much	time	should	I	put	in	to	overtake	my	full	time	job	
pretty	much.	

Justin:	Wow,	that's	an	awesome	question.	I	literally	just	had	this	conversation	with	Kelly	on	
the	last	break.	I	was	always	taught	to	be	careful.	I	worked	for	a	bank	and	they	could	squash	
me	pretty	easily	and	just	fire	me.	I	couldn't	get	fired.	But	then	I	thought	about	it	and	I'm	
like,	“Well,	I'm	going	to	start	my	business	anyway,”	then	Ben	said	to	me,	“Dude,	you	can	get	
another	job.”		

	 And	I	was	like,	“Oh	yeah.”	Then	I	figured	it	out	like,	“Oh,	I	actually	can	get	another	job.”		

	 So	be	careful	in	the	beginning.	You	don't	want	to	step	on	people's	toes,	and	you	don't	want	
to	use	company	time,	I	was	very	strict	with	myself	not	to	use	company	time	or	resources	to	
support	my	business.	You	can	bet,	after	I	left	work,	I	was	working	like	a	dog	getting	this	
thing	going.	Working	till	midnight	a	lot	of	nights,	but	then	I	got	to	the	point	where	I	could	
leave	and	that	was	a	freakin	sweet	day,	man.	It	was	awesome.	Besides	my	marriage	and	
my	three	kids	being	born,	it	was	the	best	day	in	my	life.	

1:01:10	

Q:	(Bridget)	Does	Morgan	strictly	do	marketing	and	do	potential	clients	only	see	her	face	when	
they	sign	on	and	someone	else	takes	over	the	client-facing	tasks,	like	monthly	reviews	and	
such?	

Melissa:	I	wouldn't	say	Morgan	does	marketing.	She	really	does	partner	relationships.	You	
know	she's	the	one	doing	podcasts,	interviews,	writing,	content,	meeting	with	business	
coaches,	doing	sales	webinars,	going	to	events.		Both	of	us	are	going	to	be	going	to	
Nashville	for	a	painting	industry	event.	So	they	just	don't	just	see	her	face,	but	she	is	that	
primary	face,	so	a	lot	of	times	people	do	book	our	sales	funnel,	and	you	ask	them	how	did	
you	hear	about	this,	and	it's	just	Morgan	Ray.	She's	our	celebrity,	for	sure.		
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	 That	being	said,	as	we've	grown,	we	still	had	to	diversify	that	because	there	is	only	one	
Morgan	Ray.	She	can't	meet	with	100	clients	at	a	time.	And	so	we've	actually	removed	her	
from	the	sales	process	for	that	reason,	because	what	was	happening	is	that	they	would	see	
Morgan,	say	at	a	painting	industry	event	and	then	maybe	they	would	sign	up	for	a	free	
consultation,	Morgan	and	I	were	doing	them.	They	go,	if	Morgan	did	the	free	consultation	
and	signed	them,	and	then	happened	to	do	their	onboarding,	and	then	now	she	is	the	client	
facing	financial	advisor,	it’s	really	hard	to	get	them	to	go	to	somebody	else	later.		

	 So	now	she	does	not	take	any	free	consultations	at	this	time,	because	she's	just	maxed	out,	
and	we	are	practicing	a	term	called	‘aggressively	defending	our	time,’	which	is	making	sure	
that	we're	managing	our	time	well,	but	also	making	time	for	ourselves.	So	she's	maxed	out	
and	she's	not	taking	free	consultations.	Now	they	see	Morgan,	and	then	the	free	
consultation	comes	to	me.	And	so	now	they	realize	okay	there's	two	people.	So	it's	not	
always	going	to	be	Morgan	It's	Morgan	and	the	team.		

	 And	then	when	they	go	to	onboarding,	it's	not	always	going	to	be	me	or	Morgan	
onboarding	them.	Now	Holly	or	Greg	is	onboarding	them,	so	now	they've	had	three	really	
great	experiences	with	Morgan,	Melissa,	Holly	then	there's	Greg.	Then	when	you	get	down	
to	how	we	do	our	bookkeeping,	there's	three	sets	of	eyes	on	every	single	one	client.	You	
have	the	bookkeeper,	you	have	the	quality	control	bookkeeper,	and	then	you	have	the	
account	manager	or	the	Job	Costing	QC.	There's	lots	of	people	mixed	in	there,	and	we	make	
sure	that	all	of	our	clients	know	that	it's	an	entire	team	that's	helping	them;	it's	not	just	
one	person.		

	 This	happened;	not	very	organically.	It	really	was	always	just	Daniel,	and	we	kind	of	fell	
into	having	to	figure	out	a	way	that	it	wouldn't	just	be	Daniel.	And	that's	worked	out	
better,	just	having	an	entire	team,	making	sure	it's	always	we	and	not	I.		

	 And	although	yes,	a	lot	of	people	know	Morgan;	Morgan's	great	about	that	too	when	
Morgan's	talking	about	our	company,	it's	we,	it's	the	team,	it's	the	bookkeeping	team,	and	
the	tax	team.	We	are	collaborative,	and	just	making	sure	that	they	understand	that,	going	
into	our	relationship.	

Jan:	She's	got	it	right,	she's	nailed	it	right.	That's	what	we	do.	We're	doing	faster	on	
implementation.	We	bring	in	our	team,	and	the	client	gets	to	meet	them	right	away.	
Although	they	still	know	that	implementation	personal,	and	they	have	kind	of	a	
relationship	with	them,	what	we	end	up	telling	them	is,	we're	moving	to	the	background	so	
that	the	team	can	start	to	help	you	take	over.	We're	never	going	away.	If	you	ever	need	us,	
we’re	here.	And	that	really	has	given	them	comfort	to	know	that	that	initial	person	that	
reached	out	to	them	can	still	come	back	at	any	point.	You	introduce	your	team	as	fast	as	
you	can,	or	based	on	that	team	so	that	she	said,	“We,	we,	we,”	and	then	they	don't	get	so	
disturbed	with	multiple	people	who	are	helping	them.”	It’s	easier	when	someone	goes	on	
vacation.		

	

Click	Here	to	Return	to	Index			 	
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3.0	Day	3	

3.1	–	Automate	Your	Prospect	
Followup	

	Ben	Robinson	

Summary:	Ben	shared	one	of	his	key	takeaways	
was	to	sell	courses	on	your	website	for	a	nominal	fee	
in	order	to	tie	them	up	as	a	potential	client.			

Following	up	on	Perry’s	suggestion	to	have	an	
autoresponder,	Ben	shared	how	he	uses	it	to	automate	prospect	followup.	It’s	not	about	the	
technology;	it’s	about	the	connections	you	make	to	remain	top-of-mind.	Ben	uses	Aweber.com	
and	Perry	uses	Mailchimp.com	for	their	CRM	platforms.	He	then	shared	how	he	uses	it	with	an	
automated	email	sequence	consisting	of	20	periodic	emails	sent	out.	The	purpose	of	a	follow-up	
campaign	is	to	talk	WITH	your	prospects.	You’re	NOT	talking	AT	them.	You	want	them	to	REPLY!	
Below	are	the	20	emails	that	Ben	sends:	

1. Welcome	Email	
a. Thank	you	for	being	a	part	of	our	family	
b. Set	expectations	
c. Ask	question	

2. Informational	Email	
3. Only	XX%	of	People	Get	This	Right	Email	
4. How	to…	Email	
5. Recommendation	Email	
6. FAQs	Email	
7. Live	Class	Announcement	Email	
8. Resource	Announcement	Email	
9. Blog	Post	Email	
10. Hard	Close	Email	
11. Tax	Deadline	Reminder	Email	
12. Tax	News	Email	
13. Niche-Specific	News	Email	
14. News	Hacker	Email	
15. What	We/I	Believe	Email	
16. Testimonial	Email	
17. Did	you	Know…	Email	
18. Top	10	(blank)	for	(Niche)	
19. Is	Everything	OK?	Email	
20. Have	You	Given	Up…	Email	 	
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5:00	

Perry	mentioned	the	other	day	the	follow	up,	nurture	campaign.	Remember	how	many	
connections	does	it	take	to	get	a	sale?	20.	Okay,	now	that's	a	general	guideline.	Somebody	may	
say,	“Well	I	talked	to	20	people	and	I	didn't	get	a	client.”		

Well,	if	you	play	the	numbers,	it's	probably	going	to	happen.	Remember	you	can	talk	to	one	
person	20	times	or	you	can	talk	to	20	people	one	time.	You	talk	to	five	people,	four	times	you	
how	to	do	math.	It's	about	staying	in	front	of	people.		

I	came	back	to	exactly	what	Iyanna	said	yesterday	because	I	think	it's	probably	the	most	
wicked	smart	thing	that	I've	seen	for	really	locking	down	somebody,	and	tying	into	what	Perry	
said	about	getting	that	money;	and	that's	selling	those	courses	for	a	nominal	fee.	Now	you	
have	a	client.	They	may	not	be	paying	you	every	single	month,	but	if	they're	going	to	get	
a	bookkeeping	service,	there’s	a	90%	chance	they're	going	to	come	to	you,	right.	That	is	
wicked	smart.		

That's	one	of	the	questions	that	we	get	from	people	all	the	time	is	like,	“Okay	this	client	isn’t	
big	enough,	what	should	I	do	with	them.”	Here	is	the	solution.	It’s	semi-passive	income	-	we	do	
have	to	create	the	content.	Okay,	but	you	can	do	that.	And	now	you	have	a	revenue	stream.		

Now	the	most	important	thing	though,	let's	say	you're	selling	it	for	$27	and	you	sell	two	a	
month.	I	know	it's	not	about	the	$54.	It's	about	the	24	new	clients	that	are	in	your	pool,	and	
probably	some	certain	percentage	of	them,	I	don't	know	if	that's	20%,	50%,	or	5%.	That	is	a	
client.		

And	that	right	there	is	my	key	takeaway.	That	is	one	of	the	things	that	we	can	do.	I'll	tell	you	
on	my	$27	product,	make	it	worth	$2,700.	Don't	think	that	you're	going	to	give	away	too	much	
information.	Don't	think	that	for	one	minute,	if	they're	going	to	do	a	DIY	with	that	$27	trade,	
you	got	$27,	you	added	value	to	this	individual,	but	the	raw	numbers	say	that	most	of	those	
people,	if	they	decide	that	they	need	a	bookkeeping	professional	are	going	to	come	back	
to	you.	So	see	the	power	in	that,	please	don't	glaze	over	that.		

I'm	going	to	share	my	screen	here	with	you	real	quick	because	Justin's	going	to	talk	about	
networking	for	people	who	hate	networking.	I	love	that	title;	that	is	great.	And	Justin's	a	
master	at	that.	I	know	that	I	give	him	grief,	but	he's	one	of	the	most	wicked	smart	people	that	I	
know	in	this	industry,	and	it's	just	amazing	to	see	the	evolution	when	I	was	up	in	the	
bookkeeper	elite	room	last	night.	Just	to	see	all	these	individuals	that	have	grown	as	people.	I	
won't	mention	who	I'm	thinking	about	right	now,	but	I	remember	having	a	conversation	with	
one	of	the	bookkeeper	elite	people,	and	this	individual	was	almost	in	tears	because	of	what	
was	going	on	in	their	business.	And	to	see	their	growth,	where	they	are	today	and	knowing	the	
numbers	behind	their	business	and	where	they	are,	I	was	like,	“I	didn't	know	we	had	people	
doing	that	well,”	and	to	see	their	personal	growth	was	just	everything.	I	cannot	stress	that	this	
is	so	much	more	than	a	business.	This	is	so	much	more	than	earning	money.	It	started	off	
that	way,	but	that's	not	where	we	ended	up.		

And	one	thing	I	also	want	to	encourage	people	that	have	one	or	two	clients,	or	maybe	even	no	
clients	right	now	is	that	please	don't	get	down	on	yourself.	If	you	hear	people	say,	“Oh	my	
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gosh,	I	got	107	clients,”	and	I	don't	have	2.	Don't	compare	your	reality	to	somebody	else's	
highlight	reel.	Don't	kick	yourself	in	the	pants	with	where	you're	not.	Look	forward	to	where	
you	want	to	be	in	your	business.		

I	can	always	see	that	the	grass	is	greener	on	the	other	side	of	the	fence.	I	always	wish	that	I	got	
somewhere	quick,	I	always	wish	that	I	had	more,	but	you	can't	do	that.	You	are	where	you	are.	
You	don't	have	a	rearview	mirror	or	a	window	to	going	forward.	Today,	I	don't	want	you	to	be	
discouraged.	I	want	you	to	be	pumped,	I	want	you	to	be	encouraged.	And	part	of	that	comes	
with	connecting	with	the	people	that	are	here	around	you.	I	hope	everybody	has	made	at	least	
one	good	connection.		

Perry	was	talking	about	staying	in	front	of	people	and	having	an	autoresponder,	you've	all	
been	on	ours,	right.	When	I	get	introduced	to	somebody,	virtually,	at	a	networking	event,	at	
the	grocery	store,	whatever	the	case	may	be,	and	I	get	their	email	address,	I	get	their	phone	
number,	and	I	get	their	name.		I	can	put	them	into	a	system	where	I	stay	in	front	of	them;	I	stay	
top	of	mind.		

That's	known	as	an	autoresponder	and	I	want	to	make	this	very,	very	simple,	of	what	it	is.	It's	
not	about	the	technology.	It's	about	the	connection.	And	one	of	the	things	that	I	don't	want	
you	to	take	away	from	this	is	that	you're	trying	to	be	hypie,	you're	trying	to	be	marketing,	the	
only	thing	you're	trying	to	be	is	top	of	mind.		

We're	going	to	talk	specifically	about	an	email	format,	but	you	can	supplement	this	with	a	
phone	call,	or	with	a	text	message	(as	long	as	you	get	permission),		with	a	handwritten	note	
(that's	very	powerful),	and	one	thing	that	most	people	overlook.	You	can	supplement	all	of	
this.		

What	do	you	want	to	do	in	these	emails	is	that	you	want	to	engage	in	a	dialogue,	a	two-way	
conversation.	Imagine	that	you're	on	your.	Let's	go.	Let	me	go	back	to	when	I	was	dating	way	
back	in	high	school.	If	I	kept	writing	a	note	to	a	girl	in	class	and	she	never	handed	me	a	note	
back.	That's	probably	not	going	to	go	anywhere.	If	you're	on	a	dating	app,	and	you're	
messaging	somebody	and	they're	not	messaging	you	back,	unless	you're	a	weirdo,	you're	
probably	not	going	to	keep	messaging	that	person.	

7:05	

Remember,	in	all	your	emails,	everything	that	you	do,	you	want	to	engage	in	a	two-way	
conversation.	You	want	to	ask	a	question,	you	want	it	to	be	like	you're	across	the	table	from	
the	person,	even	though	it's	an	email	format.	One	of	the	biggest	mistakes	I	see	is	that,	“Hey,	I	
want	to	put	all	this	stuff	in	there	when	I	sell	marketing.”	No,	you’re	trying	to	sell	the	
appointment,	right.	Sometimes	you're	doing	a	hard	sale,	“Hey,	you	want	an	appointment.”	And	
sometimes	you're	doing	a	soft	sale	in	the	P.S.,	and	sometimes	nothing	at	all.		

I	know	that	we're	all	App	happy.	But	the	reality	is	if	there's	no	secret.	There's	no	one	tip.	
There's	no	magic	pill.	It's	a	series	of	things	that	you	do	consistently	every	single	day	to	get	you	
to	the	goal	that	you	want	to	achieve.	Does	that	make	sense?		
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What	I	want	to	do	is	show	you	an	app,	but	more	important	I	want	to	talk	about	the	emails	and	
how	you	can	do	that	and	give	you	some	ideas.	I	hope	to	have	time	to	templatize	all	these,	but	I	
did	not	because	I	got	up	at	4:30	in	the	morning	to	prepare,	but	yeah,	it	was	just	running	out.		

The	thing	that	I	like	to	use	are	the	system	for	marketing	automation,	and	let	me	give	you	some	
context	for	what	that	means.	You	have	a	website,	and	you	say,	“Join	my	newsletter.	Get	
information,	get	tips	how	to,”	and	all	that	sort	of	thing.	And	you	get	a	name	and	you	get	an	
email	address.	So	that	email	address	and	that	name	now	feeds	into	what	we're	talking	about	
right	here	-	a	CRM,	the	modern	marketing	platform.		

We've	all	done	this,	if	everybody's	entered	their	email	and	their	name.	I	know	that	you	have	
because	you're	here.	So	you	entered	your	name	you	entered	an	email	and	now	you	get	an	
email	from	them	right.		

8:50	

So,	what	happens	is	that	is	basically	put	to	this	database	and	the	one	that	I	like	and	the	one	
that	we’ve	used	from	the	very	first	year	in	existence	at	bookkeepers.com	is	Aweber	
[https://www.aweber.com	].	Now,	Perry	mentioned	MailChimp,	it's	great	
[https://mailchimp.com	].	

I	started	with	AWeber	and	I	probably	just	have	some	sort	of	emotional	attachment	to	them	
because	I	really	didn't	like	going	off	of	them,	but	we	just	kind	of	got	more	complicated	and	
needed	more	stuff,	but	you	can	get	a	Aweber	for	about	$200	a	year.	They	have	a	free	plan.	But	
like	everything	else,	they're	going	to	brand	it	and	all	that	sort	of	thing,	but	it's	about	$200	a	
year	to	be	on	there	and	I	think	they	have	a	monthly	plan	to	where	it's	like,	20	bucks	or	
something	like	that.		
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But	what	happens	is	that	when	I,	or	your	prospect	enters	their	name	and	their	email,	it	goes	
into	here.	Now,	think	of	this	like	a	big	Excel	spreadsheet,	which	would	have	names	and	email	
addresses,	but	we	don't	want	to	just	capture	the	email	and	the	name	and	not	do	anything	with	
it.	Now	we	want	to	follow	up	with	them.	We	want	to	send	them	emails.	We	want	to	be	in	front	
of	them.	But	the	thing	is	we	don't	need	to	be	in	front	of	them	every	single	day.	We	don't	need	
to	even	be	in	front	of	them	every	single	week.	We	could	initially.		

With	20	touch	points	I	want	to	give	you	20	different	email	ideas	that	you	can	send	out.	I'm	just	
going	to	give	you	the	top	line.	Again,	I	wish	I	had	time	to	templatize	these	I'll	try	if	I	can.	I'm	
going	to	go	through	these	and	then	I'll	come	back	into	Aweber	and	show	you	just	a	couple	of	
the	capabilities	that	it	has.	I'll	share	this	document	right	here[Summary	below,	and	Ben	gives	
more	details	on	each	one	after	this	summary]:		

10:26	

The	purpose	of	a	follow-up	campaign	is	to	talk	WITH	your	prospects.	You’re	NOT	
talking	AT	them.	You	want	them	to	REPLY!	

21. Welcome	Email	
a. Thank	you	for	being	a	part	of	our	family	
b. Set	expectations	
c. Ask	question	

22. Informational	Email	
23. Only	XX%	of	People	Get	This	Right	Email	
24. How	to…	Email	
25. Recommendation	Email	
26. FAQs	Email	
27. Live	Class	Announcement	Email	
28. Resource	Announcement	Email	
29. Blog	Post	Email	
30. Hard	Close	Email	
31. Tax	Deadline	Reminder	Email	
32. Tax	News	Email	
33. Niche-Specific	News	Email	
34. News	Hacker	Email	
35. What	We/I	Believe	Email	
36. Testimonial	Email	
37. Did	you	Know…	Email	
38. Top	10	(blank)	for	(Niche)	
39. Is	Everything	OK?	Email	
40. Have	You	Given	Up…	Email	
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--		

The	purpose	of	the	follow-up	campaign	that	you're	putting	together	is	to	talk	WITH	
your	prospects	and	not	talk	AT	your	prospects.	If	you're	sitting	down	at	a	table	and	I'm	
doing	all	the	talking,	I'm	talking	at	you,	and	you're	like,	‘Would	you	shut	up.”	I'm	like,	“Nah.”		

Remember	what	we	talked	about	in	communications,	if	you're	at	a	networking	event	you	want	
to	listen	about	80	to	90%	of	the	time.	Same	rule	applies	here	with	email,	and	open-ended	
questions	are	really,	really	good.	Let's	say	you	have	a	lead	magnet,	let's	say	that	you	have	a	
web	form,	let's	say	that	you	have	this	on	your	business	card	and	I	think	you	should	have	it	in	
every	modality.	You	can	say,	“Hey,	go	get	my	lead	magnet,”	you'll	get	my	lead	magnet,	go	get	
my	checklist,	go	get	my	something	that's	easy	to	consume	that	cures	a	pain	that	they	have,	so	
here's	different	emails.	

11:25	

1.	Welcome	Email.		
a. Thank	you	for	being	a	part	of	our	family	
b. Set	expectations	
c. Ask	question	

The	number	one	email	that	you	want	to	send	out	is	a	welcome	email.	Let's	say	that	you	met	
somebody	at	a	networking	event,	on	or	offline,	and	say,	“Hey,	I’d	like	to	stay	in	touch	with	you.	
What’s	your	name	and	email?”	It	doesn't	have	to	be	something	cold	when	they	enter	it.	You	
can	just	ask	for	it	right.	“Hey,	is	it	okay	if	I	follow	up	with	you.		

“Absolutely.”	Now	you	can	enter	them	into	the	database,	you	can	enter	them	into	AWeber,	you	
can	enter	them	into	Mailchimp,	whatever	system	that	you	want	to	use.	You	can	hand	
somebody	a	business	card	in	the	supermarket,	and	it	says	‘join	my	email	list	here,’	again	not	a	
good	call	to	action,	but	I'm	just	trying	to	give	you	the	premise	right	here.	Get	people	to	sign	up	
so	that	you	can	stay	in	front	of	them,	so	you	can	stay	top	of	mind,		

The	welcome	email	is	pretty	simple.	It's	like,	“Hey,	thanks	for	joining	my	family.	Glad	you're	
here.	I'm	going	to	set	expectations,	so	hey,	I	like	to	send	out	an	email	once	a	week,	I	like	send	
me	out,	you	know	periodically,”	whatever	the	case	may	be,	with	helpful	information	about	
whatever	that	they're	concerned	about.		

This	comes	back	to	knowing	what	the	pains	are,	what	they	have,	knowing	what	gains	they	
want,	and	knowing	what	jobs	they	have	in	their	business,	in	their	life	that	suck	the	life	out	of	
them	that	you	can	help	them	with.	Setting	expectations	is	very	important.	I'm	going	to	spam	
you	every	other	day	with	offers.	Okay	great,	you	set	the	expectations.		

And	then	finally,	you	want	to	ask	a	question,	an	open-ended	question.	If	we	were	sitting	at	
dinner,	and	I	was	talking,	talking,	talking,	and	after	you	say,	“Shut	up,”	and	then	I	go	on	and	
finally	figure	out	how	to	communicate,	I'm	going	to	ask	open-ended	questions.		

I	may	ask	you,	“Hey,	where	are	you	from?”	Now	you're	going	to	talk	to	me	right	now.	Maybe	
I'm	not	going	to	ask	where	you're	from	right	here,	but	what	if	I	ask	something	relevant	to	the	
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conversation,	“So	what's	your	biggest	pain	point	with	your	bookkeeping	process?	What's	your	
biggest	frustration	with	your	bookkeeping	process?	How's	business	going?”	

Just	ask	some	sort	of	engaging	questions,	because	what	you	want	them	to	do	is	to	reply.	Now	
you've	taken	it	from	some	sort	of	automation	to	humans-to-human.	It's	not	about	the	
automation	here,	it	is	about	the	communication,	and	it’s	about	a	two-way	dialogue	between	
you	and	your	prospect.		

And	you	say,	“That's	not	scalable.”	Absolutely	it's	not	scalable,	but	I	do	that	all	day	long	-
communicating	with	prospective	client.	That	is	a	high	value	activity,	that's	$1,000	an	hour	
type	of	work,	because	you're	doing	this	sort	of	thing	and	it	doesn't	take	a	long	time.		

But	asking	the	question,	and	you	can	refine	this.	That's	a	great	way	to	get	a	question	that	they	
would	reply	to	from	your	prospects,	from	your	clients.	I	think	this	is	one	of	the	greatest	things	
so	ask,	“Tell	me,	what's	your	biggest	pain	point	with	your	bookkeeping,	or	with	your	
business	or	with	your	finances.	What's	your	biggest	struggle	right	now?”	That's	going	to	
be	eye	opening,		

Remember	we	talked	about	keeping	that	catalogue	of	questions.	This	is	content,	well	guess	
what,	this	is	another	place	in	which	you	can	get	it.	The	people,	if	they're	worthy,	will	tell	you,	
Now,	they	may	not	tell	you	on	this	welcome	email.	They	may	tell	you	down	the	road	in	the	
other	emails	that	you	send.	This	is	not	linear.	I	know	that	I	have	them	numbered.	I	just	want	to	
tell	you	that	there's	20	of	them	that	you	can	use,	and	again	I'll	share	this	document	with	a	
welcome	email.		

14:50	

2.	Informational	Email.		

What	do	they	want	information	about?	They	do	not	want	information	about	how	to	reconcile	
QuickBooks.	They	don't	want	to	know	how	to	set	up	a	vendor.	They	don't	want	to	know	how	
to	connect	Venmo	through	Stripe	to	the	sun,	back	to	the	moon	and	beam	it	up	to	Scotty.	They	
don't	want	to	know	about	that,	right	-	very	few	of	them	may.		

They	want	to	know	how	to	alleviate	the	pain	that	they	have.	They	want	to	know	how	to	get	the	
gain	that	they	want,	but	some	sort	of	information.	Don't	think	that	this	has	to	be,	“Hey,	I	just	
discovered	how	to	make	fire.”		

This	is	great	with	if	you	have	a	niche	It	could	be	some	simple	thing	like,	“Hey,	have	you	ever	
tried	to	use	it	Zapier?	You	know	you	can	connect	different	apps	automatically	and	it	takes	
away	this	pain	process?”		

“Are	you	kidding	me,	I	didn't	even	know	that	was	in	existence.”		

“Well	it	is,	because	I'm	great.	You	should	hire	me.”	Just	offer	some	sort	of	piece	of	information	
to	give.	Don't	think	that	you're	giving	away	some	sort	of	trade	secret.	By	the	way,	on	the	
Internet	you	can	find	out	any	information.	Information	is	rooted	-	it's	everywhere.	Jan	was	
talking	about	that,	she	said	knowledge	was	doubling	at	something	about	every	12	hours.		
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16:10	

3.	Only	XX%	of	People	Get	This	Right	Email.		

One	of	the	things	we're	just	starting	to	try	right	here	is	number	three:	Only	XX	percentage	of	
people	get	this	email	right.	For	example,	in	our	emails	we're	using,	“Hey,	only	a	third	of	people	
get	this	right.	According	to	The	Wall	Street	Journal,	how	many	millennials	have	a	side	hustle:	
10%,	25%	or	50%?”	And	you	put	that	in	kind	of	a	clickable	thing	let	me	just	show	you	what	
I'm	talking	about	right	here,	because	my	friend	Perry	sent	one	of	these	out	through	this	right	
here.		

One	of	these	ancient	weapons	has	recently	become	a	staple	of	the	modern	military	Marines,	
Navy,	and	first	responders	can	you	guess	which	one:	

A. Bayonnet	
B. Combat	Knife	
C. Tactical	Axe	
D. Bow	and	Arrow	

Click	on	the	on	the	choice	above	to	reveal	the	answer.		

Now,	you	won't	get	cutesy	like	this,	but	there	could	be	something	in	there	like,	“What's	the	
typical	profit	margin	for	a	dental	practice:	17%,	21%,	or	45%?		Who	want	to	know	that,	right?	
Is	that	relevant	is	that	useful	information?	Has	anybody	told	them	that,	ever?		

If	they	click	that,	it	can	take	them	to	a	blog	post	
that	talks	about	that.	Don't	try	to	be	cutesy	
with	this	and	don't	send	them	from	here	over	
to	an	offer	for	a	book	or	something.	Make	it	
relevant.	That's	something	that's	like	wicked	
smart	because	you've	just	got	people’s	
information	and	you	got	them	to	engage.		

You	may	not	even	make	it	a	clickable	link.	You	
say,	“Hey,	if	you	want	to	know	the	answer,	give	
me	a	call.	I'd	like	to	talk	to	you	about	it.”	That's	
right.	You	don't	have	to	create	these	things	as	
all	links	and	all	that.	So	that's	something	we	
just	started	trying	that,	but	I	thought	that	that	
was	pretty	darn	smart	right	there.		

17:45	

4.	How	to…	Email.		

‘How	to’	is	one	of	the	most	powerful	leaders	to	a	headline	or	to	a	subject	line	of	an	email.	By	
the	way	when	you're	doing	your	subject	lines	and	emails,	that's	basically	a	headline.	The	
purpose	of	the	subject	line	is	to	get	people	to	open	the	email,	the	purpose	of	the	email	is	to	get	
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people	to	click,	or	get	people	to	reply.	And	the	biggest	thing	that	you	want	to	do	if	you're	ever	
optimizing	is	to	optimize	for	the	reply,	not	optimized	for	the	open	rate.		

You	want	to	get	the	people	to	engage.	If	they	don't	click	reply,	they're	not	engaging	in	a	two-
way	dialogue.	If	you're	sending	them	to	a	blog	post,	that's	the	same	thing,	right.	You're	getting	
them	to	engage,	you're	getting	them	to	click	right	there.	

If	you	don't	know	what	to	write	about,	think	about	what	your	clients	asking.	Like,	‘how	to	take	
your	dental	practice	from	17%	to	45%	in	12	months.’	You	think	a	dentist	would	be	interested	
in	that?	Better	yet,	‘how	to	make	double	what	you're	making	right	now,	without	doing	
anything	else	in	your	dental	practice.’	People	love	how	to	stuff.		

19:01	

5.	Recommendation	Email.		

This	can	be	an	app,	this	could	be	a	book,	this	could	be	a	video,	this	could	be	some	sort	of	other	
resource.	It	could	be	a	connection,	it	could	be	an	individual,	it	could	be	a	company,	but,	“Hey,	
this	is	something	I	recommend...”		

They’re	not	even	your	clients,	right.	How	many	people	think	that	your	prospects	are	getting	
just	tips	out	of	the	blue	from	their	accountant	or	bookkeeper	just	left	and	right?	About	0.0%.	
I’m	rounding.		

19:37	

6.	FAQs	Email.		

Here's	a	question	that	I	get	a	lot	from	dental	professionals:	Can	I	write	off	my	speed	boat?		

Absolutely	you	can.	And	you	can	also	go	to	jail.	FAQs	-	keeping	up	with	those.	You	don't	just	
have	to	have	one	FAQ	feature.	If	you	have	20	FAQs,	you’ve	got	20	emails.	I	wouldn't	just	send	
out	the	listing,	all	at	the	same	time.	FAQ	email,	email,	email.	Another	FAQ	email,	email,	email,	
email	-	gives	you	fodder.	But	again,	don't	just	put	that	in	there,	ask	a	question,	get	them	to	
engage	with	you.		

20:17	

7.	Live	Class	Announcement	Email.		

If	you're	going	to	do	some	sort	of	training	or	web	class,	don't	call	it	a	webinar.	Call	it	a	lab	class	
or	lab	training.	,	I	like	to	call	it	laughs.	Right,	you're	going	to	do	something	like,	“Hey,	in	this	
class	right	here	we're	going	to	talk	about	three	steps	to	double	your	dental	practice	profits.”			
And	you	can	do	something	like	that.	I	know	a	lot	of	you	don't	do	that,	but	again	this	is	just	an	
idea.		
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8.	Resource	Announcement	Email.		

“Hey,	I	just	created	this	calculator.”	Calculators	work	great.	If	you're	looking	for	some	content	
on	your	site,	here's	a	great	thing.	How	much	is	your	bookkeeping	business	worth?	If	I	put	a	
calculator	up	there	right	now	and	ask	a	few	questions	and	figure	it	out:	Is	it	a	service,	is	it	a	
business,	how	much	is	this	worth?		

If	I	put	that	out	there,	‘how	much	is	your	bookkeeping	business	worth,’	I	guarantee	you	that	
I'd	probably	get	a	60%	open	rate	and	probably	40%	of	you	would	click	through	to	find	that	
out,	which	is	are	astronomical	numbers,	right,	because	it's	applicable	to	you.	You	want	to	
know	the	answer	to	that	curiosity	base,	so	that	could	be	a	resource	you	could	do.		

	

9.	Blog	Post	Email.		

You	can	say,“Hey,	I	just	read	this	blog	post	about	how	to	do	XYZ.”	

21:22	

10.	Hard	Close	Email.		

I	just	read	this	blog	post	about	how	to	do	XYZ	hard	closes.	Now	when	I	say	hard	close	that	
means,	“Hey,	would	you	like	to	have	an	appointment?	Would	you	like	to	have	a	consult?	Reply,	
let	me	know.”		

Don't	send	them	to	your	Calendly	link	once	you	engage	in	a	dialogue	with	them	and	start	
talking	with	them	via	email	or	text	or	phone	call,	then	send	them	to	your	Calendly	link.	

	

11.	Tax	Deadline	Reminder	Email.		

“Hey	reminder,	the	tax	deadline	is…	maybe	it's	not	April	15,	But	the	to	estimate	is	due	on	June	
15.”	Do	you	think	their	tax	preparer	is	sending	them	that?	No!,	is	there	a	bookkeeper	telling	
them	that?	No!		

If	you’re	doing	it,	they’re	like,	“Holy	crap!	I	was	going	to	forget	doing	that,	and	he	saved	me	
$1,000	in	potential	penalties.	Not	too	bad.”	There	is	always	a	tax	deadline,	right.	If	I	can	go	on	
IRS	website,	or	the	Canadian	equivalent	of	the	IRS,	they	have	a	calendar	of	them	each	year	that	
they	publish.		

22:50	

12.	Tax	News	Email.		

“Hey,	did	you	just	read	the	new	tax	law	that	was	enacted?”	There's	always	a	new	tax	law	that’s	
enacted	because	there's	always	a	new	regulation,	there's	always	a	new	revenue	procedure.	I	
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know	that	most	of	us	are	not	tax	professionals,	but	it	relates	to	their	business.	And	it	doesn't	
take	too	much	information;	you	can	go	the	IRS	newsroom	and	get	it.	That's	your	fodder	right	
there.	That's	something	that's	relevant	to	them.	

	

13.	Niche-Specific	News	Email.		

“Hey,	did	you	hear	that	Aspen	Dental	is	buying	up	practices	left	and	right.	Are	you	going	to	
play	the	victim	to	them?”	That's	a	little	scare	tactic	and	I	wouldn't	do	that.	But	you	know,	“Hey,	
I	just	read	this	article.”		

	

14.	News	Hacker	Email.	

News	hacker	[it	doesn't	have	to	be	your	article,	just	something	that’s	just	happening	in	the	
news].	“We	just	read	that	this	has	been	proposed,	what	do	you	think	about	that?”		

‘What	do	you	think	about	that,”	is	a	very	powerful	thing.	

23:52	

15.	What	We/I	Believe	Email.		

This	is	sharing	your	values.		

	

16.	Testimonial	Email.		

A	testimonial	email	or	emails,	“Hey,	here's	what	Dr.	Sally	Dentist	said	about	my	services.”	A	
third-party	testimonial,	right	there.	Again,	very	powerful	if	you're	in	a	niche.		

24:10	

17.	Did	you	Know…	Email.		

	

18.	Top	10	(blank)	for	(Niche).		

The	top	10	apps	for	bookkeeping	professionals.	The	top	10	apps	for	saving	time	for	
bookkeeping	professionals	-	example	right	there.		
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19.	Is	Everything	OK?	Email.		

“I	haven’t	heard	from	you.	You	haven’t	replied	to	me.	Are	we	still….,	whatever	the	case	may	be.	

24:38	

20.	Have	You	Given	Up…	Email.		

I	love	this	one.	I've	learned	this	just	a	couple	months	ago	from	Chris	Voss's	Never	Split	The	
Difference.	Have	you	given	up	-	nobody	wants	to	say	‘yes’	to	that.	“Have	you	given	up	on	
getting	your	books	in	order?”	Yes	I	have.	I	don't	ever	want	my	books	in	order.	I	want	them	to	
be	a	piece	of	crap	everywhere.	Okay	good.	You've	given	up.		

“Have	you	given	up	on…,”	that's	kind	of	a	last	ditch	effort	right	here.	But	what	I	just	want	to	do	
is	introduce	you	to	some	potential	emails	that	you	can	be	sending	out,	and	I	want	to	do	a	little	
bit	more	on	this	but	I’ve	run	out	of	time.		

25:18	

--	

Going	back	to	AWeber,	you	can	sign	up	for	free,	and	you	can	go	in	here	and	you	can	create	a	
campaign.	I	just	want	to	show	you	here	real	quick	what	I	mean	by	campaign.	So	you	can	
basically	say,	“Alright,	here's	a	nurture	campaign,”	which	is	what	we're	talking	about	here	-	
those	20	contacts.	So	a	new	subscriber	comes	in	and	you	can	enter	them	manually,	they	can	
come	through	your	website,	but	there's	some	way	that	a	subscriber			comes	in.	I	don’t	like	the	
word	subscriber,	but	let's	just	pretend	and	use	their	vernacular.	That	means	that	a	written	
message	right	here	goes	out.		

Now	you	can	put	a	time	delay	in	there,	you	say,	“Hey,	you	know	what,	when	somebody	
subscribes.	I	want	to	wait	four	minutes,”	so	after	that,	I'm	going	to	wait	four	minutes	and	then	
I	want	to	send	that	welcome	email:	“Hey,	welcome	to	the	Sparkle	Bookkeeping	Tribe.	Glade	
you’re	here.”	

And	then	wait	another	day,	or	let's	say	I	want	to	send	it	out	every	week.	I	can	customize	all	the	
emails	and	they	go	out.		

Right	now	it	does	take	a	little	bit	of	time	to	go	through	and	do	all	of	this.	It's	not	just	this	
simple,	but	literally	you	can	sit	down	and	get	your	first	campaign	and	send	you	first	email.	
And	by	the	way,	don't	think	that	you	have	to	have	all	20	emails	written.	All	you	have	to	do	is	
stay	one	week	ahead,	if	you're	sending	out	one	email	a	week.		

All	you	have	to	do	is	stay	one	week	ahead.	Add	another	email	next	week,	add	another	email	
next	week,	add	another	email	until	you	get	done	with	them.	You	can	set	this	up,	probably	even	
writing	the	first	email,	in	about	30	minutes	-	and	now	have	your	autoresponder.		
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You	can	do	this	through	MailChimp.	There's	other	ones	out	there.	I	like	AWeber	just	because	
probably	nostalgia,	and	also	I	find	it	easier.	You	may	ask	other	people	what	they	use,	but	most	
of	them	are	very,	very	powerful.	I	hope	this	helps.	

	

	

Click	Here	to	Return	to	Index	
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3.2	–	Networking	for	Those	
Who	Hate	Networking		

Justin	Boynton	
Website:		Watch	My	Green	Bookkeeping	and	
Business	Profit	Solutions	
https://www.watchmygreen.com/		

Summary:	Justin	loves	networking	and	covered	
these	points	in	his	presentation:		
• Opening	Poll	–	Most	admitted	they	don’t	like	

networking,	but	all	realize	its	value.	
• My	Background	–	Justin	originally	started	in	bookkeeping	to	just	make	some	extra	money.		
• Vision	for	YOUR	Firm	–	Know	your	‘why,’	picture	your	ideal	day,	and	put	strategies	into	place.		
• What	is	Networking	Exactly	–	“Building	and	cultivating	relationships.”	
• Networking	Specifics	–	The	valuable	content	in	this	section	includes:	farming	vs.	hunting,	key	

benefits	of	networking,	how	to	overcome	the	hard	work,	different	ways	to	network,	adopt	the	
“Givers	Gain”	motto,	Visibility	+	Credibility	=	Profitability,	develop	your	elevator	pitch	then	get	
out	and	start	to	Yakkity	Yak	(talk)	with	people,	remember	names	and	ask	for	referrals.	

• Examples	of	Great	Networking	–	Shared	3	stories	that	prove	networking	works.	
• Recommended	Reading	–	Most	of	the	books	on	building	relationships	were	written	pre-1980.	
• Calls	to	Action	to	Help	Your	Firm	Level	Up	–	5	steps	to	get	started	in	networking.		
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1:53	

My	talk	is	networking	for	people	who	don't	like	networking.	I'm	going	to	go	through	the	
agenda	here	real	quick.	

1. Opening	Polls		
2. My	Background	
3. Vision	for	YOUR	Firm	
4. What	is	Networking	Exactly?	
5. Networking	Specifics	
6. Examples	of	Great	Networking	
7. Recommended	Reading	
8. Calls	to	Action	to	Help	Your	Firm	Level	Up	
9. Q&A	

I	don't	consider	myself	a	big	expert,	but	I	freakin	love	this	stuff.	I	love	networking;	getting	to	
know	people.	I	love	talking	to	people.	I	love	hearing	their	stories.	I	had	a	conversation	with	
Cory	this	morning,	and	if	I	didn't	have	to	touch	QuickBooks	again,	I	would	be	a	happy	man.	All	
I	would	is	have	lunches	with	people.	I	would	go	play	golf	with	people.	I	would	just	network	
with	people	because	I	really	love	it.	I	love	people	so	much.	I	know	not	all	of	you	are	like	that,	
but	whatever.	Get	over	it.	

3:50	

Open	Polling	

Alright,	opening	poll,	by	a	show	of	hands,	who	doesn't	like	networking,	and	it's	okay	to	admit	
it?	Alright,	you're	in	the	majority.		

Who	is	mildly	interested	in	the	term	networking?	All	right,	there	we	go.		

And	who	wakes	up	every	day	and	says,	“Man,	I	can't	wait	to	get	out	there	and	network.”	
Alright,	so	thank	you	guys.	That's	awesome.	That's	what	I	expected.	So	that's	maybe	15%	of	
the	crowd.	So,	we're	going	to	talk	through	ways	of	getting	over	that.		

Who	thinks	networking	is	overrated?	That's	awesome.		

Now	who	realizes	the	importance	of	networking	and	growing	the	business.	Alright,	and	I	don't	
see	anyone	who	didn't	raise	your	hand	so.		

4:45	

My	Background…	And	why	am	I	qualified	to	talk	about	this?	

…and	why	am	I	qualified	to	talk	about	this?	

1. Father	of	3	crazy	boys	and	husband	to	an	amazing	and	supportive	wife.	
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2. Hunter,	fisherman,	amateur	numismatist,	aspiring	pilot,	and	The	Suburban	
Woodchopper.	Oh...	and	a	HUGE	Boston	Sports	Fan!	

3. Former	banker	(reformed	banker).	I	believed	in	what	I	was	doing,	but	I	was	always	
delivering	bad	news	–	so	it	really	sucked.		

4. Professionally	networking	for	the	past	20	years.	I	started	in	the	cell	phone	industry.	
5. I	am	one	of	you…	how	I	got	started	with	Ben’s	help!	

I	got	started	because	we	have	two	boys,	and	then	we	have	a	small	house,	like	1100	square	feet,	
and	it	was	small	and	feeling	cramped	so	we	got	a	bigger	house,	and	a	bigger	mortgage	and	all	
of	that.	And	then,	a	month	after	we	moved	into	the	house,	my	wife	said	to	me,	“Hey,	how	our	
finances	doing?”	

I	said,	“We’re	great,	we're	living	on	our	budget,	we're	good.”		

She	goes,	“Well	we're	having	another	kid,”	and	I	said,	“That's	awesome.”		

Where	I	live,	it's	freaking	expensive	for	daycare,	and	we	were	at	that	point	where	we	would	
have	had	three	kids	in	daycare	and	spending	about	$2,900	a	month	on	daycare.	So	that	
additional	bump	in	daycare	was	just	crazy.	I	was	like	I	need	to	do	something	different,	so	I	
wanted	to	find	something	that	I	really	wanted	and	that	I	could	do	in	my	spare	time	after	work.	
I	found	Ben's	course	and	I	still	think	you	emailed	me	when	I	said,	“Hey,	is	this	real?	Can	this	
really	happen?”		

I	still	think	it	was	in	that	email,	and	he	emailed	me	and	said,	“Yes	it	can	definitely	happen	and	
it	is	real,”	and	the	rest	is	history.	Besides	the	birth	of	my	kids,	and	the	day	I	got	married,	it’s	
the	best	decision	I	ever	made.		

9:25	

Vision	for	YOUR	Firm	

1. Knowing	“Why”	you	are	building	your	business.		
2. Picture	what	the	ideal	day	in	the	life	of	you	and	your	business	would	be.	
3. After	you	figured	out	the	‘Why’,	then	you	could	put	strategies	into	place	to	get	you	

there.		

If	anyone's	in	bookkeeper	lab,	
bookkeeper	elite,	bookkeeper	launch,	
you	hear	about	vision,	and	it's	like,	ad	
nauseum…	vision,	vision,	vision.	“Yeah,	
I’ve	got	the	vision	thing	right.”	So	I	want	
to	talk	to	you	about	knowing	why	you're	
building	your	business,	because	it's	
very	important	knowing	why,	
obviously	because	you	want	to	figure	
out	how	to	get	there.	You	want	to	figure	
out	the	end	goal	-	begin	with	the	end	in	
mind,	right.		
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For	me	it	was	about	being	at	all	my	kids’	events.	I	had	my	six-year	old	the	other	day;	I	was	
coaching	his	t-ball	and	he	goes,	“Dad,	are	you	going	to	t-ball	with	us	again?”		

I	was	like,	“Yeah	buddy	I'm	your	coach.”	

“Because	you're	there	so	much.”	

	But,	I	thought	about	it,	and	I	looked	around	like	three	days	and	there's	no	other	kids	with	
their	dads.	Like,	that	stuff	super	special	to	me.	You	can't	get	that	stuff	back,	right.	So,	knowing	
why	you're	building	your	businesses	is	super	duper	important.		

Have	you	ever	pictured	your	ideal	day	when	you	wake	up?	What	the	heck	does	that	look	
like?	Do	you	stay	in	your	pajamas	or	shorts	or	whatever?	Do	you	have	coffee	on	your	deck	out	
back?	Do	you	go	somewhere?	Do	you	go	for	a	walk	in	the	woods	or	on	the	beach	or	wherever	
it	may	be?	Once	you	figure	out	what	you	want	your	ideal	day	to	look	like,	then	you	can	decide,	
“Hey,	is	this	networking	thing	work	worth	it?”		

But	after	you	figured	out	the	why,	then	you	can	put	strategies	in	place	to	really	develop	a	
good	networking	strategy.	Alright	so	let's	jump	into	what	is	networking.		

11:22	

What	is	networking?	

There	are	many	different	definitions.	I've	pulled	this	off	of	Google.	There	are	literally	
hundreds	of	definitions.	

Many	definitions	

1. The	action	or	process	of	interacting	with	others	to	exchange	information	and	develop	
professional	or	social	contacts.	

2. It	is	meeting	and	forming	contacts	with	other	people	in	your	field	of	business.		
3. The	cultivation	of	productive	relationships	for	employment	or	business.		
4. The	process	of	establishing	mutually	beneficial	relationships	with	other	

businesspeople	and	potential	clients.	

Blah,	blah,	blah…	so,	how	many	people	know	that	all	those	say	the	exact	same	thing,	right?	

12:03	

My	Definition	of	Networking	–	“Building	and	cultivating	
relationships.”	

• These	relationships	may	be	brief,	some	may	last	a	year	or	two,	some	may	span	decades.	
• Every	single	one	of	them	is	important!	Every	single	person	you	meet,	whether	it’s	in	an	

event	like	this,	whether	it’s	out	in	line	for	coffee,	whether	it’s	at	a	BNI	event,	or	
something	like	that	is	important…	

• Because	you	never	know	where	something	will	come	from!	
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This	story	started	in	2003.	I	was	living	with	three	or	four	buddies;	basically	living	in	a	frat	
house.	Each	of	us	had	girlfriends	and	the	girlfriends	would	come	over	and	we	were	just	living	
the	bachelor	life.	It	was	pretty	awesome.	Then	I	got	to	know	one	of	my	roommate’s	girlfriends,	
Chelsea.	She's	a	great	girl.	They	ended	up	breaking	up	and	we've	just	never	kept	in	touch.	Let's	
fast	forward	12	years	later	to	2016,	2015	or	something	like	that.	I'm	at	a	BNI	event	and	
Chelsea	walks	into	the	room.	I	haven't	seen	her	for	so	long,	and	we're	like,	“Geez,	it's	so	great	
to	see	you,”	and	she	says,	“I've	been	meaning	to	contact	you.”	

I	was	like,	“Oh	really,”	she	had	no	idea	why,	she	just	knew	that	relationships	are	important	and	
so	we	got	in	touch	with	each	other.	I	told	her	I	was	a	bookkeeping	professional,	not	a	
bookkeeper.	And	she	goes,	“Really,	I	might	need	your	help,”	and	I	said,	“That's	great.”		

Over	the	course	of	the	next	few	months,	she	became	my	client.	She	has	introduced	me	to	a	
chiropractor,	which	is	my	niche,	who	introduced	me	to	a	chiropractic	coach,	who	then	in	turn	
has	introduced	me	to	10	different	husband	and	wife	chiropractic	teams,	and	it's	responsible	
for	maybe	40%	of	my	revenue	right	now	in	my	business.	All	from	this	chance	meeting,	and	
developing	this	relationship	and	realizing	that	that	relationships	are	so	important.	So	you	
never	ever	know	where	businesses	may	come	from.		

14:20	

Farming	vs.	Hunting	

Big	Difference…	

Hunting	–	your	goal	is	to	get	something	right	away,	but	that	isn’t	always	the	case.	In	fact,	most	
of	the	time	you	come	home	empty	handed.	Are	there	any	hunters	in	the	room?	There	we	go.	
But	you	don't	always	come	home	with	something.	Plus	you	normally	have	to	starting	over	
each	time	you	go	out	hunting.	

Farming	–	you	plant	seeds,	you	water	them,	you	wait	for	sun,	you	water	again,	and	you	don’t	
see	results	right	away.	In	fact,	you	don’t	see	results	for	quite	some	time!	There’s	a	long	period	
of	cultivating	these	relationships	and	keeping	in	touch	with	contacts,	and	you	don’t	see	
anything	for	quite	some	time.	In	fact,	when	you	do	start	to	see	something,	which	you	still	can’t	
eat	it;	you	still	can’t	bring	it	home.	You’ve	got	to	wait	for	it	to	grow	and	produce	fruit,	right.	

Realize	that	networking	is	that	way.	You	won’t	see	results	up	front.	Most	of	the	time	you	won’t	
see	any	results,	but	here’s	the	thing,	when	you’re	out	farming	in	the	field,	bring	your	weapon	
of	choice	because	if	you	see	something	and	you	can	hunt	it	–	this	might	be	a	poor	analogy	for	
those	who	hate	guns	-		you	want	to	be	able	to	take	advantage	of	that	opportunity.		

Just	keep	that	in	mind	when	you're	farming	versus	hunting.	What	I	mean	by	that	is	if	you	start	
hunting	by	going	out	to	the	consult	right	away	instead	of	building	a	relationship,	you	will	
probably	scare	that	person	off	and	EVERYONE	will	notice.		

I	remember	in	my	BNI	group,	there	was	a	life	insurance	agent	who	was	super	pushy.	He	came	
in	and	tried	to	sell	everyone,	and	everyone's	like,	“Dude,	would	you	shut	up!	We	cannot	have	
you	in	here	trying	to	sell.”	He	was	using	the	assumptive	sale	by	filling	out	applications	for	
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everyone.	He	lasted	like	four	months	in	this	group,	and	ruined	relationships	with	20	
colleagues	of	mine.	Now	whenever	we	bring	up	his	name,	they're	like,	“That	guy.”	So	he	was	
hunting,	when	he	should	have	been	farming.	You	must	have	the	attitude	of	a	farmer.		

16:58	

Why	is	it	so	important?	

What	are	the	benefits?	

1.	You	get	to	meet	people	–	something	many	people	in	our	profession	don’t	want	to	do.	Let’s	
change	that	narrative!	There's	no	reason	why	we	can't,	just	because	we're	a	little	introverted	
and	we'd	like	numbers.	There's	no	reason	why	we	can't	be	successful	networkers	who	go	out	
and	meet	people.	Even	if	you’ve	got	to	fake	it	for	a	little	while,	it	is	so	darn	important	to	be	
able	to	do	this.	

2.	It	helps	to	build	your	brand.	You're	out	there	all	the	time.	You	get	the	chance	to	speak	
about	your	business,	and	you're	building	your	brand.		

3.	It	establishes	you	as	an	authority	in	your	field.	If	you're	constantly	networking,	and	you	
know	of	other	bookkeeping	professionals	are	in	that	area,	you're	starting	to	establish	your	
brand.	You're	trying	to	weed	out	your	competition	a	little	bit.	

4.	You	develop	professional	skills	like	speaking	and	presenting.	I'm	standing	up	here	as	a	
result	of	many	week-after-week	presentations,	standing	up	in	front	of	people	and	talking	and	
learning	how	to	do	this,	and	really	studying	good	speakers	and	doing	all	that.	I	don't	think	I'm	
that	great	of	a	speaker,	however,	I	am	a	heck	of	a	lot	better	than	what	I	was	2,	3	or	5	years	ago.	
So	even	if	you	don't	like	it	-	who	couldn't	use	those	skills	to	speak	and	present.	

5.	You	get	to	help	others	by	finding	business	and	resources	for	them.	This	is	so	much	fun.	
When	you're	out	networking	and	you	realize	that	there	is	an	opportunity	out	there	to	help	
someone	else,	who	relishes	the	chance	of	being	able	say,	“Hey,	I	know	someone	who	can	help	
you.”		

This	is	so	exciting	because	all	of	us	have	clients,	and	if	you	can	be	a	resource	to	those	who	are	
your	clients	by	knowing	a	bunch	of	professionals	in	an	area,	think	about	how	sticky	those	
clients	become.	If	you	refer	them	to	a	good	CPA,	or	if	you	refer	them	to	a	good	mortgage	
broker	or	whatever	it	may	be;	the	better	you	do	it	and	the	more	you	refer	to	them,	the	more	
loyal	they	become.		

6.	Of	course,	it	brings	more	business	to	you!	So,	we'll	get	into	that.	

19:52	

Why	does	it	feel	like	a	chore	when	you’re	networking?	

So	often	I	hear,	“This	drains	me…”	
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1.	You	have	to	put	your	‘game	face’	on,	not	to	mention	pants…	We’ve	been	able	to	work,	
essentially	pant-less,	for	18	months.	Actually	this	is	the	first	pair	of	pants	that	I've	worn	in	
four	months.	I've	always	been	in	shorts,	and	it's	been	so	nice.	And	now	you’ve	got	to	put	your	
game	face	on,	you	got	your	hair,	you’ve	got	to	put	makeup	on,	or	whatever	it	may	be.		

2.	You	‘get	to’	listen	to	others	talk	about	themselves.	How	many	have	been	in	a	networking	
situation	where	you're	listening	to	someone	and	you're	like,	“Are	you	freaking	kidding	me.	
Would	you	shut	up!	I	don't	want	to	hear	about	your	14	dogs	and	whatever.”	People	will	just	
verbal	diarrhea	all	over	you,	if	you	let	them.	That's	part	of	good	listening	skills	to	be	able	to	
listen	and	to	do	all	that,	but	it's	draining	to	talk	to	others	about	usually	the	problems.		

3.	You	have	to	step	out	of	your	comfort	zone	a	bit,	or	quite	a	bit	in	most	cases,	to	walk	into	a	
room,	meet	people	and	introduce	yourself	and	to	have	good	conversations.	It	can	be	a	little	bit	
out	of	your	comfort	zone.	

4.	It	takes	time	to	pay	off	and	is	certainly	not	a	quick	return	on	your	investment.	Here's	the	
biggest	reason	I	think	most	people	don't	do	a	lot	of	networking.	You	have	to	put	a	lot	of	time	
in.	You	have	to	put	a	lot	of	effort	in,	and	a	lot	of	times	you	don't	get	results	right	away.	

5.	Bottom	Line	--		It	Works!	I	enjoy	this	type	of	work.	I	think	it's	so	much	fun	to	meet	new	
people.	

22:13	

How	to	overcome	the	hard	work	

Starts	with	your	vision…	

1.	You	have	to	want	something	different.	You're	going	to	go	out	there	and	get	something	
uncomfortable	like	networking.	Why	would	you	do	that	if	you	didn't	have	anything	you	
wanted	that	was	different?	So	think	about	that	to	yourself:	If	you	don't	want	something	
different	then	why	are	you	going	out	and	willing	to	be	uncomfortable?		

2.	If	the	dream	is	big	enough,	the	facts	don’t	count!	I	love	this	term.	If	you	have	a	big	
enough	dream,	a	big	enough	vision	for	your	company,	you	can	be	home	with	your	kids.	You	
will	be	able	to	have	lunch	with	your	spouse	on	a	random	Tuesday,	if	you	have	a	big	enough	
dream,	if	you	have	a	big	enough	vision,	if	you	have	a	big	enough	goal.	There	will	be	a	little	bit	
of	discomfort	to	go	to	networking	event,	but	that	will	eventually	pay	off.	There's	no	reason	
why	you	can't	be	a	little	bit	uncomfortable	if	you've	got	this	big	thing	over	here	that	you're	
going	after.	I	think	it's	so	important	to	have	something	to	run	after	because	if	you	don't,	you're	
just	not	going	to	do	it.		

3.	Go	with	a	buddy.	If	you	are	a	little	bit	nervous,	get	a	buddy	to	go	with	you.	How	much	less	
intimidating	is	it	to	go	to	a	networking	event,	if	you	have	someone	who	you	already	know?	

4.	Get	to	know	someone	else	who	is	going.	So	many	times,	networking	events	will	have	a	
prelisted	roster	of	people	who	are	going.	Pick	out	a	couple	people	on	that	roster	and	just	give	
them	a	phone	call	and	say,	“Hey,	you	mind	if	we	take	five	minutes	on	the	phone,	and	get	to	
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know	each	other	so	I	can	meet	you	at	this	networking	event.	It	takes	down	some	guards,	and	
you	have	someone	you're	looking	forward	to	going	in	and	seeing.		

24:17	

Different	Ways	To	Network	

So	many	ways…	

1.	In	person;	BNI,	Chamber	of	Commerce,	local	group	in	your	town	or	city.	This	is	my	favorite	
because	you	get	to	shake	hands,	hug,	talk	to	people,	and	smell	their	bad	breath	(just	put	your	
foot	out	a	little	bit	so	they	don't	get	too	close).	So	I'm	a	huge	proponent	of	BNI.	If	you	get	it	and	
you	work	at	it,	it’s	money	in	the	frickin	bank	guys,	It's	awesome.	It	helps	build	your	skills	too,	
and	helps	build	your	confidence	if	you're	talking	all	the	time.	I	am	not	paid	to	say	this,	but	if	
you	can	find	a	BNI	group,	do	it	because	it's	worth	the	money.	Another	way	to	network	is	
through	Chamber	of	Commerce	or	local	groups.	Jocelyn	you	mentioned	one	–	ProVisor	
https://www.provisors.com/		

2.	Online,	BNI,	Facebook	Groups.	This	is	another	way	to	network.	A	lot	of	them	are	online,	so	a	
lot	of	BNI	groups	are	now	online.	I	have	Facebook	groups	ProVisor	group	is	a	great	way	to	
network.	

3.	Podcasts	and	Webinars	–	be	generous	with	your	time.	I	put	this	up	here,	because	it	is	like	
gold,	and	I'll	tell	you	why.	If	you	know	someone	who	does	a	podcast	or	a	webinar	or	web	class,	
whatever	you	want	to	call	it,	there's	a	big,	big	bang	for	your	buck	here.	Because	once	they	
record	it,	it's	out	there.	I	was	on	an	episode	of	I	Love	Bookkeeping	podcast,	and	I've	gotten	two	
contractors	to	join	my	team,	just	from	listening	to	that	podcast	because	it	was	out	there	and	
they	were	listening	and	then	they	called	me	and	said,	“Hey,	I	really	liked	the	way	your…	
whatever.	Can	I	interview	for	a	position	with	you.”		

I	said,	sure.	It's	two	team	members.	How	valuable	is	that?	It's	so	awesome.	So	if	you	know	
someone	who	is	doing	some	sort	of	podcast	or	webinar	that's	in	your	niche	specifically,	and	
they	ask	you	to	do	it,	make	time	to	do	it,	because	it's	so	darn	important	because	that	stuff	lives	
out	there	forever.		

4.	Trolling	social	media	looking	for	ways	to	add	value.	We've	all	done	it,	right.	We're	all	on	
Facebook.	We're	in	Facebook	groups	and	we	go	through	and	we	read	different	people's	
comments,	and	we	look	for	ways	to	add	value;	that's	networking,	right?	You're	putting	your	
name	out	there	and	you	are	trying	to	add	value.	You're	trying	to	become	noticeable	in	those	
groups.		

5.	When	you’re	out	and	about…	[LinQ	card	to	just	tape	their	phone	and	all	info	is	transferred	
https://buy.linqapp.com/	].	I	always	have	this	little	car,	it's	called	the	Lina	card,	it's	like	$35	a	
year,	and	it's	this	NFC	Card,	that	I	have	all	of	my	information	on.	I	also	carry	regular	business	
cards	but	whenever	someone	wants	to	exchange	information,	it's	very	easy	for	me	to	pull	out	
a	regular	card,	or	this	Linq	card	that	I	just	tap	their	phone	with,	and	all	my	stuff	comes	up,	all	
the	websites	I	want	them	to	see.	I	can	update	it	and	updates	in	the	phone,	it's	really,	really	
cool.	I	enjoy	having	something	like	that.		
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Rachel	LaMantia,	from	Wisconsin,	shared	with	me	how	she	was	out	and	about	at	a	whiskey	
tasting.	Now	that's	not	usually	a	place	where	you	think	you're	going	to	get	a	client	but	she	was	
out	there	and	was	talking	with	someone.	They	became	one	of	her	first	and	I	think	she	shared	
with	me	one	of	her	best	clients,	just	from	being	out	and	about	and	willing	to	talk.	

6.	Recommendations	–	talking	about	a	good	book	or	an	article	that	you	read.	I	find	there's	so	
much	value	here	too.	Ben	mentioned	it,	if	you	are	reading	a	good	book	or	if	you've	read	a	good	
article,	how	powerful	is	it	that	you	reach	out	to	your	networking	friends	and	say,	“Hey	guys,	I	
saw	this	great	article.	I	thought	you'd	like	it.”	Or	you'd	send	it	out	to	a	coach	that	you're	
working	with,	and	you	say,	“Hey,	I	read	this	great	book	and	I	know	you’d	love	it.”	That's	a	
really	great	way	to	use	that	as	an	authority.		

Now	if	you	read	a	really	good	book	and	you	know	it's	going	to	be	good	for	someone.	I	was	
doing	this,	buying	the	physical	book	writing	a	physical	note,	stick	it	on	the	front	and	ship	it	to	
him.	Like	that's	a	great	way	to	make	a	good	impression.	I	think	that's	so	powerful.		

--	

So	those	are	some	different	ways	to	network.	I	told	you	I'm	a	huge	BMI	fan.	Their	slogan	is	
called	‘givers	gain,’	and	I'm	going	to	take	some	time	on	this	slide	because	I	think	it's	very,	very	
important.	

29:35	

Givers	Gain™	(BNI’s	slogan)	

Not	my	idea…	but	it	is	a	wonderful	way	to	work!	

1.	Concerned	with	giving	business,	not	getting.	It's	a	philosophy	based	on	the	law	of	
reciprocity.	In	the	context	of	networking	groups,	people	who	adopt	this	philosophy,	dedicate	
themselves	to	giving	business	to	their	fellow	networkers,	rather	than	making	getting	business	
their	foremost	concern.	

Let's	first	talk	about	the	list	of	why	people	like	to	give,	and	then	different	motivations		around	
giving.	We	give	because	we	understand	that	in	the	community	what	we	do	and	what	others	do	
we	will	all	benefit.	Just	think	about	this	culture	here	at	bookkeepers.com.	Think	about	the	
culture	that	Ben	and	Kelly	have	put	together,	of	giving.	I	was	talking	with	Cory	this	morning.	
And	he	said,	‘Man,	I	can't	believe	how	giving	these	people	are,	right.”		

It's	Ben	and	Kelly	creating	this	culture,	but	really	it's	all	of	us	really	establishing	this	kind	of	
culture.	How	many	people	have	done	this?	If	you	had	a	question	on	QuickBooks	or	had	an	
accounting	question,	you	can	go	try	to	get	on	QuickBooks	chat,	or	call	them	or	whatever.	You	
can	also	post	something	in	BBL	Facebook	group,	and	get	an	answer	like,	I	don't	know,	seven	
seconds.		

Why	is	that,	because	we've	established	a	culture	of	giving.	We've	established	a	culture	of	
helping	one	another.	And	I	am	so	gosh	darn	proud	of	that.	I	talk	about	it	all	the	freakin	time	to	
people	who	are	not	in	our	group;	about	the	amazing	support	that	we	all	have.	I	want	to	give	
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you	guys	a	big	round	of	applause	for	that,	if	you	guys	would	do	that	as	well,	that's	what	keeps	
people	here,	and	coming	back	for	more.		

2.	Works	in	business,	and	in	life.	Not	only	do	you	think	about	it	in	terms	of	networking	and	
in	business	but	if	you	think	about	being	willing	to	give,	there's	some	very	valuable	lessons	to	
be	learned	in	life	as	well.		

3.	Don’t	keep	score.	How	many	of	you	have	small	kids.	I	constantly	run	into,	“Well,	so-and-so	
got	this	much,	and	I	only	got	this	much?”	H	many	of	you	parents	have	dealt	with	that.	It's	
frickin	annoying.	Think	about	it:	If	you're	in	a	networking	sense,	and	you're	working	with	a	
mortgage	broker,	for	example,	and	you	have	a	CPA,	and	if	the	CPA	has	gotten	so	much	more	
business	than	me,	and	you're	talking	to	everyone	else	in	the	group,	how	people	going	to	look	
at	you	like	a	whiny,	frickin	brat.	Right,	you	don't	want	to	be	a	whiny,	frickin	brat.		

4.	My	philosophy	–	give	good,	and	good	will	eventually	find	you.	My	personal	philosophy	
is	if	you	give	good,	good	will	eventually	find	you,	and	I	know	that	is	the	case	with	most	of	us	in	
here.	

5.	Open	hand	vs.	closed	fist.	Now,	here's	an	interesting	thing.	The	picture	on	here	is	an	open	
hand	versus	a	closed	fist.	Think	about	it,	if	you	hang	on	to	something,	let's	use	the	example	of	
money.	Once	you	have	money,	and	you	hold	on	to	it	with	a	closed	fist,	you're	not	going	to	lose	
it.	But	if	you	have	money	in	your	hand	like	this,	it	might	go	away.	But	if	you	have	a	closed	fist,	
you	are	not	at	all	open	to	any	more.		

What	you	have	is	really	the	only	money	you're	going	to	have.	If	you	have	an	open	hand	you	
may	lose	it,	but	think	about	how	much	more	open	it	is	to	get	from	other	people	when	you're	
willing	to	give.	So	always	think	about	that	closed	fist	versus	an	open	hand.		

33:38	

VCP	

Visibility	+	Credibility	=	Profitability	

1. Visibility	–	people	know	who	you	are	and	what	you	do.	
• Be	consistent	in	attending	the	meetings.	
• Be	active	when	you	are	there	–	participate.	Remember,	we	are	trying	to	break	the	

mold	of	our	industry	typically	being	quite.	We	want	to	go	out	there	and	take	this	
world	and	show	people	that	we	are	bookkeeping	professionals,	and	have	the	ability	
to	go	out	there	and	network	the	hell	out	of	where	we	are	going!	

• Talk	with	different	people	each	time	–	don’t	just	go	to	the	ones	you	are	comfortable,	
talk	to	different	people	every	single	time.	And	that	leads	to…	

2. Credibility	–	people	are	learning	that	you	are	now	good	at	what	you	do.	
• They	watch	you	and	how	you	operate	because	you’re	visible	
• They	may	know	someone	who	has	done	business	with	you.	
• They	may	even	have	done	business	with	you	directly.	And	that	leads	to…	

3. Profitability	–	people	are	now	willing	to	help	you	in	some	way.	
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• Doesn’t	mean	cash	right	away,	but	that	you	have	a	profitable	give	and	take	
relationship.	

So	the	bottom	line	is	show	up	consistently	get	to	know	people	through	meetings,	build	great	
relationships,	and	that	will	eventually	lead	to	profitability.	

35:22	

Developing	Your	Elevator	Pitch	

Get	it	down	and	stick	with	it!	

1. Usually	30-45	seconds	of	not	only	what	you	do,	but	how	it	helps	people.	
2. Say	it	in	a	way	that	makes	them	ask	questions.	
3. Know	it	by	heart	so	you	can	talk	about	it	anywhere.	

Justin’s	Elevator	Pitch:	“We	do	bookkeeping	and	business	profit	solutions	for	husband-
wife	chiropractor	teams.	We	help	them	work	on	their	business	and	allow	them	to	have	more	
time	with	their	family.”	

So,	I	tell	people	what	I	do,	how	I	help	who	I	want	to	work	with,	and	how	it	helps	them.	Your’s		
doesn't	have	to	be	the	same.	You	don't	have	to	memorize	it,	but	make	it	conversational	when	
you're	talking	to	someone,	you	can	have	some	‘umms’	and	‘ifs’	because	that	makes	it	real.	And	
people	are	looking	for	real.		

There's	this	guy	in	my	networking	group.	He	runs	a	roofing	company,	and	from	day	one,	he	
says,	“We're	Southern	Construction.	We	do	exterior	construction	roofing,	siding,	windows	and	
doors.	He	did	this	every	week	for	four	years.	I	do	this	books.	And	three	years	ago	he	did	
$680,000	in	revenue.	Nice	small	little	business.	This	year	in	January,	he	did	$986,000	-	in	
January.	Now	he's	in	multiple	million	dollar	months,	and	he	is	freaking	killing	it.		

You	know	what	he	says,	“Hey,	we're	Southern	Construction.	We	do	exterior	construction	
roofing,	siding,	windows,	decks	and	doors	I	mean,	that's	a	message	right.	It's	easy,	people	
know	it,	and	it's	being	consistent.	That	is	helping	him	having	so	much	success.		

37:35	 	

Yakkity	Yak	

Such	an	effective	tool!	

1. Friends	and	Family	is	a	great	place	to	start.		
2. Wear	branded	items	with	logos.		
3. Don’t	tell	people	you	are	JUST	a	bookkeeper.		
4. Talk	to	everyone	(don’t	be	shy,	remember	we	are	trying	to	break	that	paradigm!)	

Do	you	ever	wonder	why	yackity	yak	isn't	mentioned	in	every	single	course	--	because	it	
works,	right.	How	many	of	us	know	that	yackity	yak	works?	Jocelyn	was	telling	me	about	a	
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time	in	a	mom's	group,	and	she	tells	them	she’s	starting		a	bookkeeping	business.		One	of	the	
persons	she’s	talking	to	says,	Oh,	my	husband	needs	a	bookkeeper.	And,	lo	and	behold,	look	at	
that	-	yackety	yak.	He	becomes	Jocelyn’s	client,	and	he	is	now	one	of	her	most	favorite	clients	
that	she	works	with.	

So	yackety	yak	is	a	very	effective	tool	with	friends	and	family,	because	it's	a	great	place	to	
start.	You	probably	saw	me	these	past	three	days	wearing	my	branded	polo	shirts.	I	wear	my	
branded	polos	everywhere	and	I	always	get,	“Hey,	what	is	Watch	My	Green.	Are	you	do	like	
dealing	pot?”		

Like,	“No,	I	don't	deal	with	pot.”		

“Are	you	in	the	golfing	industry.”		

“No,	no,	bookkeeping.”	

“Oh,	that's	funny.	Yeah	that's	really	funny.	Did	you	can	do	that	on	purpose?’		

“Yeah,	yes	of	course	I	did.”	So	I	always	have	my	branded	polos	on	because	it	creates	
conversations.	And	don't	tell	people	you're	just	a	bookkeeper,	right.	We've	been	telling	you	
guys	this.	I	do	bookkeeping,	but	I	tell	people	I	do	business	profit	solutions,	and	they	always	
say,	“Well,	what	is	business	profit	solutions,”	and	then	I	get	a	chance	to	talk	to	them	a	little	bit	
more.		

You	are	obviously	way	more	than	a	bookkeeper.	You	guys	know	what	to	do.	I	talk	to	everyone.	
Remember	we're	trying	to	break	this	paradigm.	We	always	talk	to	everyone.		

39:51	

Remembering	Names	

How	many	people	are	‘bad	at	remembering	names’?	

“Remember	that	a	person’s	name	is	to	that	person	is	the	sweetest	and	most	important	sound	in	
any	language.”	–	Dale	Carnegie,	1936	

I'm	in	my	mastermind	group	and	we	read	this	book	last	month	called	Limitless	by	Jim	Kwik.	
It's	a	very,	very	good	book.	He	had	a	section	in	there	called	remembering	names,	and	he	has	
this	acronym	called	B.E.	S.U.A.V.E.	

Believe	–	The	first	step	is	to	believe	that	you	can	actually	be	good	at	remembering	names.	
When	you	talk	about	people	without	remembering	names,	how	many	of	you	say,	“Ah,	I'm	not	
very	good	at	remembering	names.”	Guess	what,	you're	going	to	be	-	not	be	good	at	
remembering	names.	But	if	you	say,	“Hey,	I'm	getting	better	at	remembering	names.”	
Remembering	names	is	so	important	here.		

Exercise	–	Know	that	it	will	take	practice	to	start	remembering	names.	
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Say	It	–	Say	it.	When	you	first	meet	someone,	say	their	name	back	to	them	if	it's	a	weird	
spelling,	or	you	don't	know	what	was	said,	or	if	it's	loud	and	you	can't	hear.	Always	get	them	
to	repeat	their	name.	Asking	them	to	spell	it	really	helps	to	know	their	name.		

Use	it	–	Use	their	name	in	conversation.	When	you're	talking	to	them	ask,	“So	Jeff,	how	long	
have	you	been	in	the	in	the	construction	business?”	That's	really	helpful	when	the	guys	name	
is	Jeff.	

Ask	–	If	it's	a	different	name	ask	them	where	their	name	came	from.	Or	if	you	meet	a	‘Sarah,’	
you'd	say,	‘Hey,	is	it	with	an	‘H’	or	without?”	

Visualization	–	So	let's	say	her	name	is	Mary,	and	you're	trying	to	picture	Mary.	Think	about	
her	on	her	wedding	day	with	a	big	veil	over	her	head	or	something	like	that,	something	stupid.	
You	won't	forget	that	scenario,	right.		

End	–	You	always	want	to	end	the	conversation	by	saying	their	name	at	the	end	of	the	
conversation.		

43:03	

Ask	for	Referrals	

Don’t	be	afraid	to	ask.	People	love	to	help	others,	but	they	won’t	help	if	you	don’t	ask.	

1. When	going	through	transactions,	ask	about	the	vendors	they	are	using,	they	may	be	
great	future	referral	sources.		

2. Ask	about	their	business	associates:	CPA,	attorney,	and	bankers.	
3. Use	LinkedIn	as	a	tool	before	a	client	meeting.		
4. Ask	current	clients	for	introductions	to	others	in	their	field.	

When	going	through	transactions	on	your	client	accounts,	look	for	different	vendors	
that	they're	using,	especially	if	you're	in	a	niche.	Okay,	look	at	the	different	vendors	
because	they	may	be	great	future	referral	sources.		

I	told	you	earlier	about	a	chiropractic	coaching	client.	I	was	in	my	chiropractors	books	and	
said,	“Hey,	what's	this	charge	here?”		

She	said,	“Oh,	that's	my	chiropractic	coach.”	

“I	was	like,	“Oh,	that's	pretty	cool.	Can	you	introduce	me,”	and	she's	like,	“Yeah,	sure,	why	not.”	
That	has	led	to	a	lot	of	different	clients,	and	all	I	did	was	ask.	

Ask	about	other	business	associates,	CPAs,	attorneys	and	bankers.	Many	times	your	
business	owners	will	do	business	with	bankers	and	CPAs	and	lending	institutions.	It's	a	good	
idea	to	get	in	touch	with	those	people	so	that	you	can	collaborate	on	stuff,	but	also	it's	
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important	when	you're	doing	that	to	let	them	know	exactly	what	you	do	and	what	type	of	
business	you're	looking	for	because	they	can	become	great	referral	sources.	

Use	LinkedIn	as	a	tool.	I	shared	this	a	while	ago.	My	life	insurance	agent	is	with	
Northwestern	Mutual.	Before	every	single	quarterly	meeting	we	had,	we	had	his	assistant	go	
through	and	look	in	my	LinkedIn,	and	look	for	people	who	he	wants	to	be	introduced	to.	Then	
at	every	meeting,	he	came	to	me	with	a	piece	of	paper	and	said,	“Hey,	do	you	know	this	
person.”		

Yeah,	yes,	that's	so	and	so,”		

“Do	you	know	this	person?”		

“Well	not	really.	We're	just	connected.”		

“Okay,	can	you	introduce	me?”	That	was	at	the	end	of	every	meeting,	and	you	know	how	many	
freaking	referrals	I've	gotten	that	guy,	and	you	know	why?	Because	he's	asked	me.	

If	you	have	a	VA,	have	them	look	on	LinkedIn	before	going	into	a	client	meeting	to	see	if	
there's	any	type	of	referral	opportunity	there.		

Ask	current	clients	to	be	introduced	to	others	in	their	field,	especially	when	you	match.	
Business	owners	hang	around	with	business	owners.	Chiropractors	hang	around	with	
chiropractors.	Roofers	hang	around	with	roofers.	Just	continually	ask	current	clients,	to	see	if	
you	can	get	interviewed.		

45:30	

Specific	is	Terrific	

Fun	exercise	

Get	out	a	pen	and	paper,	or	make	a	spot	if	you	take	notes	electronically.	

1. For	15	seconds	–	write	down	as	many	silly	things	that	people	have	done	in	the	world	
that	you	can.		

2. For	15	seconds	–	write	down	as	many	silly	things	that	your	children	(or	someone	
else’s)	have	done.		

3. For	15	seconds	–	write	down	as	many	things	as	you	can	think	of	that	are	white	in	color.		
4. For	15	seconds	–	write	down	things	that	are	white	in	color	in	your	refrigerator.	

So	how	many	people	in	number	2	and	number	4	got	more	than	what	you	did	in	1	and	3?	
Hopefully	it	was	more	because	that	would	really	make	this	exercise	pretty	effective.		

The	reason	why	I	talk	about	that	is	because	Specific	is	Terrific	when	we	talk	about	
networking.	When	you	are	specific	about	what	you're	asking	for,	you're	going	to	get	
more.	Those	questions	were	much	more	specific	in	the	second	one,	than	they	were	in	the	first	
one.		
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There's	a	thing	in	your	brain	called	the	Reticular	Activating	System;	think	about	when	you	buy	
a	car	and	you're	like,	“Wow	this	car	is	awesome,”	and	all	of	a	sudden	you	start	seeing	them	
everywhere	because	your	mind	is	open	to	seeing	that	specific	thing.	The	same	thing	happens	
with	referrals.	When	you're	specific	with	your	ask,	you	get	much	more	effective	with	
referrals.		

47:47	

Networking	in	your	Niche	

This	can	lead	to	exponential	returns…	

1. Who	are	the	influencers	in	your	niche?	
• Coaches	
• Service	providers	(Merchant	Payments,	Payroll,	Accounting)	
• Thought	leaders	

2. Where	do	they	and	your	prospects	hang	out?	Then	go	there	and	get	noticed!	
3. Attend	conferences	focused	around	your	niche	–	Thank	you	Ben!	

Ben	gave	me	this	recommendation	three	years	ago:	attend	a	chiropractic	conference.	This	was	
really	cool	I	was	referred	in	a	BNI	meeting,	I	had	a	payroll	provider	in	there	from	ADP,	and	we	
met,	and	I	asked	her,	“Hey,	I	would	like	to	be	introduced	to	husband	and	wife	chiropractors	
teams	that	you	know.”		

She	was	like,	“Husband,	wife	chiropractic	teams.	That's	pretty	specific.	I	know	this	couple	up	
here.”	So	she	introduced	me,	and	it	turns	out	the	couple	were	having	a	networking	meeting	
that	morning	in	their	chiropractic	office	so	I	went	there.		Ben	said,	“Hey,	you	should	join	the	
main	Chiropractic	Association	Conference	here	in	October,”	and	I	was	like,	“Wow,	I	just	talked	
to	my	mentor	the	other	day	about	that	and	I	signed	up.”		

Turns	out	I	have	now	four	different	vendors	from	that	conference	that	continually	refer	me	
business,	and	it	was	all	because	I	was	specific	about	my	ask,	so	network	in	conferences	that	
are	specific	to	your	niche.	

49:20	

Following	Up		

So,	you	have	put	in	the	time…	now	what?	

1. This	may	be	the	most	important	part	(other	than	starting)	
2. Make	time	for	this!	
3. Ways	to	follow	up:	

• Email	is	good	
• Phone	call	is	better	
• How	about	a	hand-written	note?	

4. Book	a	meeting	from	a	meeting	
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If	you're	in	a	meeting	with	a	client,	we	always	book	the	next	time,	right.	Think	about	this	same	
thing	with	networking.	When	you're	with	a	networking	partner,	always	book	your	next	
meeting,	even	if	it's	six	months	down	the	road	because	that	creates	a	little	more	commitment.	
Networking	is	that	important	to	book	a	meeting	from	the	meeting.		

50:06	

Stories	from	the	Trench	

These	are	fun,	and	proof	that	networking	works!!	

1. Brandy	Derrick	–	wearing	a	QB	shirt	at	lunch	–	got	a	client.	
2. Mortgage	Broker	and	former	Marin	Patrol	Officer	from	my	BNI	group.	
3. Rachel	LaMantian	–	had	coffee	with	someone	3	years	ago	–	stays	in	touch	–	recent	

client.	
4. Ben	Day	–	consistently	went	to	events	with	no	results	–	eventually	got	a	coaching	gig	

and	clients	from	it.	

1.	So	Brandy	was	wearing	a	QuickBooks	shirt	one	day	at	lunch	and	her	dad	with	yackety	
yakking	with	the	guy	next	door,	and	she	said,	“Hey,	do	you	work	for	QuickBooks?”		

Brandy’s	like,	“No	I	don't,	but	I'm	a	bookkeeper	who	focuses	on	attorneys.”	It	turns	out	that	
person	was	an	attorney,	and	she	became	a	client.	

2.	This	is	a	really	fun	thing.	There’s	a	former	Marine	Patrol	Officer	and	he	has	some	other	
Marine	Patrol	guys	that	he	kept	in	touch	with.	He’s	in	my	BNI	group	and	a	good	friend	of	mine.	
That	one	referral	to	this	Marine	Patrol	Officer	has	resulted	in	72	closed	mortgages,	and	he	said	
close	to	$2	million	in	income	for	him	alone,	because	all	he	does	is	keep	in	touch.	He	just	refers	
and	refers	and	refers,	and	I	think	he’s	built	a	tremendous	network	in	that	area.		

3.	Rachel.	This	is	a	cool	story.	She	had	coffee	with	someone	three	years	ago	and	stayed	in	
touch	and	she	eventually	became	a	new	client.	So	always	stay	in	touch.	Ben	Day	mentioned	it	
yesterday	from	stage.	He	consistently	went	to	events	with	no	results.	He	eventually	got	the	
coaching	gig,	which	eventually	led	to	a	client.		

4.	Ben	day	mentioned	it	yesterday	on	stage.	He	consistently	went	to	event	and	had	no	results.	
He	eventually	got	a	coaching	gig,	and	that	eventually	led	to	a	client.		

51:18	

Recommended	Reading	

Leaders	are	readers,	but	not	all	readers	are	leaders.	

1. “How	To	Win	Friends	and	Influencer	People”	–	Dale	Carnegie.	
2. “How	To	Have	Power	and	Confidence	In	Dealing	With	People”	–	Les	Giblin	
3. “How	To	Swim	With	The	Sharks	Without	Being	Eaten	Alive”	–	Harvey	MacKay	
4. “The	Go-Getter”	–	Peter	B.	Kyne	
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5. “Never	Eat	Alone”	Keith	Ferrazzi	

Notice	the	pictures	of	books	on	here	are	open	and	not	
closed	because	books	are	way	more	effective	when	
they're	open,	right.	Now	the	first	four	are	all	written	
pre-1980,	but	are	so	relevant	in	networking,	and	then	
Never	Eat	Alone	is	about	building	relationships	–	
having	success	building	relationships	one	at	a	time.		

52:10	

Key	Takeaways	

And	other	tips	

1. During	meetings,	be	the	first	to	arrive	and	the	last	to	leave.	It	makes	it	a	lot	less	
intimidating	when	you’re	going	to	a	meeting	when	you’re	the	first	one	there	and	people	
are	coming	in	to	see	you,	and	you’re	not	walking	into	a	bunch	of	people.		

2. Always	have	business	cards,	or	use	a	service	like	‘Linq’,	an	electronic	business	card.	
https://buy.linqapp.com/		

3. Make	time	for	networking	and	for	following	up	afterwards.	I	always	give	half	an	hour	
after	every	networking	event	to	put	things	in	my	CRM,	to	follow	up	with	people	–	even	
write	draft	emails.	

4. Be	consistent	in	your	message.	
5. Be	consistent	with	your	time.		

52:41	

Calls	to	Action!	

Leveling	Up…	Lets	Do	This!!	

1. Develop	your	‘Elevator	Speech’	
2. Figure	out	a	time	that	works	for	you,	but	join	a	networking	group	and	make	time	for	it.		
3. When	you	find	a	group,	schedule	time	each	week	for	follow	up.	
4. Make	a	goal	to	connect	with	someone	each	week	and	always	look	for	ways	to	help	your	

peers.	Go	through	your	list	of	contacts	and	actively	network.	
5. Get	out	of	your	comfort	zone	and	do	it!	(before	long,	this	will	be	your	new	comfort	

zone)	

	

[No	time	for	Q&A.]	

	

Click	Here	to	Return	to	Index	 	
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3.3	–	Simple	Systems	Workshop:	
Getting	More	Done	with	Less	
Stress	

Gabrielle	Fontaine	
Contact:	gabrielle@bookkeepers.com		

Summary:	In	this	WORKshop,	attendees	identified	
their	key	processes	that	can	move	their	business	
forward	and	spent	time	to	work	on	them.	Gabrielle	
shared	how	a	small	practice	improved	their	service	
delivery	using	simple	systems	to	not	only	help	the	
business,	but	also	give	the	owners	a	better	work-life	balance.		
The	3	Phases	to	get	from	where	you	are	to	where	you	want	to	go:	
1. Prioritize	–	Identify	and	focus	on	the	20%	of	processes	that	produce	80%	of	the	results	in	

your	business.	This	could	include	such	things	as	onboarding	clients	or	getting	reports	done	
sooner.		

2. Systemize	–	Standardized	=	Simplified.	Having	a	niche	practice	makes	this	much	easier.	Don’t	
worry	about	getting	it	perfect.	Think	in	terms	of	WHAT	needs	to	be	don,	not	HOW	to	do	it.		

3. Optimize	–	Focus	on	the	right	things	needed	to	speed	your	systems	up,	while	also	getting	rid	
of	the	clutter.	Use	apps,	as	needed,	so	it	doesn’t	add	to	the	clutter	with	more	moving	parts.		 	
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1:30	

Guess	what	we're	going	to	talk	about	today?	Systems.	It's	what	we've	been	talking	about	
throughout	the	conference,	right?	Processes,	workflows,	your	operations,	what	we	know	from	
what	we've	heard	all	along	from	Alyssa,	from	Ben	Day,	from	Ben	Robinson,	from	Justin	
Boynton,	who	said	that	he	wished	he’d	focused	on	his	systems	before	he	started	hiring	people	
and	ramping	up.		

There's	a	reason	for	that.	Because	if	we	first,	like	Ben	said,	start	focusing	on	our	marketing,	
which	really,	we	need	that.	But	if	we	do	that,	to	neglect	our	systems,	then	we're	working	hard	
to	bring	in	those	clients,	and	then	they're	going	out	the	back	door,	because	it's	not	working	so	
well	once	they	get	past	the	initial	glow.		

So	a	question	here,	though,	because	we	all	have	heard	this	for	a	long	time,	it's	taught	in	
bookkeeper	launch,	that	we	have	to	get	our	system	in.	And	we	know	that	some	people	like	
Alyssa	and	a	few	others	here,	have	got	it	handled.	They've	got	their	processes	down.	But	I	
want	to	know,	total	honesty:	Who	here	has	all	of	your	processes	done,	they're	up	to	date,	and	
they're	working	great?	Congratulations	to	those	hands	that	are	up.	I	don't	have	it	all,	either,	
because	mine	are	outdated	now.	And	we	know	it	changes	quickly.		

Why	is	it	that	so	many	of	us	stumble	and	have	a	hard	time	with	it?	Because	it's	a	heck	of	a	lot	
of	work.	Now	you	have	the	wonderful	resource	of	what	Alyssa	went	through,	because	she	
went	through	the	nitty	gritty	steps	of	really	getting	it	all	done.	But	that's	not	what	we're	going	
to	talk	about	today	is	getting	it	all	done.	This	is	a	workshop.	We're	not	going	to	just	talk	about	
it;	we're	going	to	do	it.	But	because	we	only	have	45	minutes,	we're	going	to	do	it	very	
efficiently.		

I	don’t	have	a	ton	of	materials,	but	I	do	have	some	guiding	principles,	and	then	you’re	just	
going	to	do	it.	And	sometimes,	as	I	always	say,	the	learning	is	in	the	doing,	but	sometimes	you	
get	great	insights	as	well	when	we’re	applying	what	we’re	learning	right	away,	and	it	will	stick	
better.	

So	with	that	I'm	just	going	to	bring	us	back	around	because	if	your	systems	aren't	so	great,	
they’re	out	of	date,	and	your	team	doesn't	know	who's	doing	what	–	you're	not	alone.	And	we	
never	get	it	perfect.	It's	dynamic.	It's	never	done	100%.		

4:28	

Imagine	if	you	could	have	the	key	processes	handled.	The	ones	that	will	
make	your	business	move	forward.	

It	could	be	that	you're	trying	to	build	your	empire,	you	really	want	to	scale	it,	and	you	want	to	
remove	yourself	from	the	operations	and	have	it	still	grow	and	function.		

Or	it	might	be	that	maybe	you	don't	have	that	big	vision,	you	actually	want	to	just	have	a	small	
operation	with	maybe	a	couple	of	team	members,	if	any.	But	you	don't	want	to	be	working	
your	brains	out	anymore.	That's	what	can	happen,	when	you	just	put	in	simple	system;	they	
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will	get	you	there.	In	fact,	they	will	get	you	most	of	the	way	there.	In	fact,	they	will	get	you	
most	of	the	way	there.	

When	we're	trying	to	bridge	that	gap,	we're	thinking	how	do	we	do	that?	Well,	a	lot	of	times	as	
adults,	we	learn	based	on	examples	of	others.	So	you	have	lots	of	examples	here.	And	you	can	
call	on	colleagues,	pick	

5:50	

Here's	a	quick	example	of	a	real	company	that	did	just	one	simple	system	that	made	a	huge	
difference.	

Foray	Business	Group	
https://www.foraybus
iness.com/		
	

The	Foray	Business	
Group	is	up	in	
Washington	State,	and	
they	have	a	small	
practice.	Their	issue	
was,	it	was	taking	so	
long	to	get	through	the	
books	to	produce	the	
financial	statements	
each	month.	Their	
team	was	disorganized	
and	couldn't	figure	out	how	to	do	that.	So	then	they	just	put	down	a	simple	system.	They	
recognized,	okay,	we	need	to	speed	this	up,	we	need	to	have	a	consistent	workflow	with	
everyone	following	on	the	same	page.	And	when	they	did	that,	they	were	able	to	shave	off	
two	weeks	in	the	time	it	took	for	all	their	clients	to	get	the	financials	done.		

Now,	maybe	you've	got	this	particular	process	down.	But	if	you	were	delivering	the	reports	on	
the	24th	of	the	month,	and	now	you	could	move	that	back	to	the	10th,	what	impact	would	that	
have	on	your	business?	Would	it	be	significant?	Heck	yeah.		

Here's	the	other	benefit	that	they	mentioned.	Because	things	were	in	disarray,	clients	were	
calling	in,	you	know,	because	of	the	chaos	that	comes	from	not	having	their	processes	in	place.	
Even	when	they	weren't	working,	their	mind	wasn’t	fully	with	their	kids.	They	wanted	that	
work-life	balance.		

They	found	once	they	had	the	system	down,	knowing	what	to	do	with	everybody	on	the	same	
page	to	get	it	done	quicker,	all	of	a	sudden	their	personal	time	was	their	personal	time	with	
their	families.	I	like	Stephen	Covey’s	7	Habits,	and	that	also	goes	to	the	7th	Habit,	which	is	
sharpen	the	saw.	We	can't	be	workaholics,	working	all	the	time.	We	need	to	have	time	for	
ourselves.		
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So	even	if	you	don't	have	these	visions	for	having	a	really	big	business	-	which	some	of	us	do	
and	that's	amazing.	But	some	of	us	who	don't	[want	a	big	business]	need	to	make	sure	that	the	
business	can	still	run	without	us	when	we're	not	working.	Like	we	need	to	take	time	off,	and	
that's	what	a	simple	system	can	do.	It	removes	much	of	the	stress	that	we	face.		

And	again,	I'm	still	learning	these	lessons	if	I	can	speak	so	passionately.	Because	I	do	this,	I	
learned	it,	and	I'm	still	learning.	Who	gets	stressed	out	when	we	have	busy	season?	Who	gets	
stressed	out	when	all	of	a	sudden	we	had	to	deal	with	PPT	and	all	of	that	stuff.	It	was	crazy,	
right?	And	it	could	throw	our	systems	off.	But	if	we	have	our	main	systems	down	nice	and	
smooth,	at	least	we	knew	where	we	could	find	some	breathing	room	for	the	unexpected.	So	
just	notice	here	that	what	I	want	you	to	take	away	from	this	case	study,	is	that	it	was	just	one	
thing	they	did	to	make	sure	they	could	get	their	reports	out	quicker.		

9:10	

Bridge	The	Gap	

To	get	from	where	you	are	to	where	you	want	to	be,	what's	it	going	to	take?	We	know	
that	there's	a	lot	to	it,	I'm	not	going	to	lie.	And	that's	where	most	of	us	get	stuck,	or	we	get	it	
handled,	and	then	we	slack	off,	and	then	we're	stuck	again,	because	we	had	to	redo	everything.	

But	getting	from	where	we	are,	to	where	we	want	to	be,	really	boils	down	to	just	three	phases	
that	we	can	go	through.	

Three	Phases	

1. Prioritize	
2. Systematize	
3. Optimize		

Sounds	simple,	right?	Nice	principle,	but	let's	dig	a	little	bit	deeper	into	each	of	them.	Like	I	
said,	there's	not	a	ton	here	for	you	to	learn,	or	even	take	notes	on	so	much,	although	revisit	the	
notes	later.	But	just	to	get	the	concept	in	your	mind,	and	then	go	from	concept	to	Being	
because	the	actual	Doing	isn't	complicated.		

10:12	

#1	Prioritize	

The	first	one	is	to	prioritize.	You’ve	heard	of	the	Pareto	Principle	or	80/20	Rule,	which	applies	
to	so	many	things.	Well,	in	this	case,	we’re	going	to	just	do	a	little	twist	on	it	and	call	it	the	
20/80	Simple	Rule.		

When	you	look	at	your	practice	or	your	business,	only	20%	of	the	processes	are	what	is	
producing	80%	of	the	results,	and	of	the	revenue.	It's	also	been	said	that	20%	of	your	
clients	produce	80%	of	your	revenue.	I	don't	know	if	you've	ever	checked	that,	but	it's	
probably	pretty	close.		
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So	we	take	this	principle	when	it	comes	to	systematizing	your	practice.	Don't	worry	about	
systematizing	everything,	worry	about	what	are	the	critical	practices,	the	processes,	or	
the	workflows	that	will	make	all	the	difference.		

What	is	a	priority	process	in	your	practice	that	has	a	big	impact	on	how	things	go	from	day	to	
day?	[responses	from	the	audience:	onboarding,	get	reports	out	sooner	–	standardize	the	
process.]	

When	we	look	back	at	that	case	study,	it	was	just	one	thing	–	get	the	reports	out	sooner	than	
what	they	were	doing.	So	they	chose	that	one.	They	needed	to	standardize	that	process	
because	it	wasn't	standardized	at	all.		

Then	focusing	on	wherever	the	pain	might	be.	Everybody	said	onboarding	right	away	
because	it's	painful,	isn't	it?	It	takes	up	so	much	time.	So	you	look	at	the	places	where	there's	
frustration,	confusion,	and	time	sucked.	Those	are	the	places	that,	generally,	are	going	to	be	
within	that	20%.	That	would	be	where	you	focus	your	energy	to	get	those	systems	down.	But	
this	is	just	prioritizing.	Once	we	prioritize	it,	that's	the	point	where	now	we	start	to	
systematize;	where	we're	building	the	machine.		

13:10	

#2	Systematize	–	Build	Your	Machine	

Standardized	=	Simplified	

If	you	have	a	niche	practice,	this	is	where	systematizing	becomes	a	lot	easier,	because	
even	your	priority	processes	are	probably	narrower	than	those	of	us	who	are	
generalists.	If	we	have	many	different	clients,	that	is	what	can	make	it	overwhelming	to	put	
together	your	processes.	You	might	have	a	process	for	this	client,	a	process	for	that	client,	and	
a	process	for	the	other	client,	and	they're	all	kind	of	different.		

If	you	have	a	general	practice,	and	most	of	us	start	off	that	way	-	I	sure	did.	Make	sure	to	
categorize	all	your	clients,	look	for	what's	common	and	put	them	in	certain	buckets.	Because	
at	this	stage,	when	you	want	to	get	your	most	strategic	processes	down,	and	then	systemize	
them	–	that	means	basically	standardizing	them.	Because	then	that	will	simplify	what	it	takes	
to	get	it	done,	and	we	know	that	when	that	happens,	a	lot	of	the	stress	can	just	go	away,	
because	you	don't	have	to	worry	about	it.	It's	all	there,	and	it	won't	take	you	forever.	

	

KISS	–	Keep	It	Simple,	Sweetie	

Part	of	the	reason	we	can	get	balled	up	with	getting	our	processes	down	is	because	we're	
trying	to	get	it	perfect.	Guess	what?	It	won't	be	perfect.	It	will	never	be	perfect,	but	just	get	it	
down.	Finish	a	single	process	and	be	done	with	it	for	right	now	so	you	can	move	forward.	This	
is	way	better	than	trying	to	get	it	perfect,	but	you're	never	quite	done	with	it,	and	that's	as	
good	as	not	having	it	at	all.		
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We	need	to	Keep	It	Simple,	Sweetie.	I	say	Sweetie,	because	you	want	to	be	kind	to	yourself,	
and	you're	doing	something	that	can	be	a	little	bit	difficult.	You	can	just	use	whatever	is	
simplest	for	you.	For	me,	personally,	I	like	flowcharts	because	flow	charts	to	me,	it's	visual.	I	
can	get	it	down	and	get	it	done	quickly.	Others	will	use	sticky	notes.	Others	will	use	checklists.		

To	get	your	systems	down,	there's	also	a	distinction	to	make,	you	have	to	think	in	terms	of	
what	needs	to	be	done,	not	how.	It's	kind	of	a	separation	between	the	training	and	the	
technical	part	of	getting	something	done,	versus	what's	the	order	this	should	be	done	in;	what	
are	the	different	phases	or	steps	for	it	to	be	done.	That	makes	it	a	whole	lot	easier	because	
now	you're	not	writing	this	big	long	instruction	-	that	can	come	later.	But	you	just	get	down	
the	specific	steps	that	you	need	to	go	through.		

An	ancient	Asian	philosopher	[Lao	Tzu]	said,	“The	journey	of	1,000	miles	begins	with	a	single	
step.”	Well,	the	journey	of	having	complete	processes	in	place	starts	with	a	single	
process.		

17:07	

#3	Optimize	–	Focus	on	the	right	things.	

Our	third	principle	here	is	the	optimized	part,	this	is	the	part	we	always	want.	That's	the	part	
where	you	can	bring	in	the	automation.	We	can	speed	things	up	and	maybe	cut	things	out	that	
we	don't	need.	The	key	part	on	that	is	getting	rid	of	the	clutter.		

• What	are	you	doing	in	your	practice	that	maybe	you	don't	need	to	be	doing?		
• Can	you	pull	it	out?		
• Are	there	extra	steps	in	some	of	what	you're	doing	that	could	be	consolidated?		

That's	the	optimization	part,	and	of	course,	that's	the	part	where	we	go,	“Okay,	what	app	can	
help	you	with	that?”	But,	we’ve	got	to	keep	it	simple.	If	you	are	the	one	who	has	most	of	your	
processes	down	or	at	least	your	key	ones,	and	you're	at	the	point	where	you're	ready	to	
optimize,	think	about:	I	want	to	use	as	few	apps	as	I	can,	because	we	can	start	adding	
clutter	when	we	have	too	many	moving	parts.			

In	all	that	I've	done	over	the	years	with	workflows	and	automation,	I	found	that	when	there	
are	too	many	moving	pieces,	then	you	spend	a	lot	of	time	in	maintenance	because	then	
they're	not	working,	because	the	software	companies	are	changing	all	the	time.	So	the	
optimized	piece	is	after	you	get	through	the	Prioritize,	and	Systematize.	Those	are	the	three	
principles.	That's	the	crux	of	what	we're	talking	about	here	today.		

	

Group	Exercise:	Put	These	Simple	Principles	to	Work	Right	NOW!	

You	see	this	stuff	on	the	table.	You	got	some	sticky	notes	and	some	pieces	of	paper.	What	
we're	going	to	do	is	put	these	simple	principles	to	work,	and	we're	going	to	focus	on	these	
three	steps	of	Prioritize,	Systematize	and	Optimize,	but	we're	focusing	on	the	first	two	–	
Prioritize	&	Systematize.		
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The	first	part	is	to	stop	
and	think	if	you	don't	
have	your	systems	
down	yet,	just	think	if	
you	could	just	have	that	one	system	-	the	sticky	one	that	brings	the	most	frustration.	For	
example,	if	it’s	‘onboarding’,	is	there	a	part	of	your	onboarding	that	might	be	sticky?		

Now,	depending	on	the	mode	that	you	prefer,	you	could	draw	out	a	flowchart.	If	you've	been	
in	any	of	my	workflow	classes,	you've	probably	seen	this	before,	ad	nausea	because	I’ve	used	
it	so	many	times.	This	is	the	very	core,	top-level,	20,000-foot	view	of	what	the	core	
bookkeeping	flow	is.	Yours	might	be	a	little	bit	different,	and	that's	fine.	

If	you	feel	that	you	need	to	map	out	your	core	bookkeeping	or	if	you	specialize	in	payroll,	
maybe	you're	a	big	picture.	20,000-foot	table	could	be	payroll,	accounts	payable,	accounts	
receivable,	whatever	that	flow	is,	you	could	map	that	out	from	20,000	foot.	What	I	personally	
find	helpful	in	this	rounding	is	to	start	at	the	top	level,	and	then	like	in	QuickBooks	reports,	
right,	we	get	summary	reports.	But	then	we	can	drill	down	to	the	transactions.		

We	want	to	start	at	the	top	level,	and	then	drill	down,	drill	down,	drill	down.	And	then	of	
course,	ultimately,	at	the	bottom	level	are	all	your	SOP	instructions	-	the	step-by-step	
instructions	for	when	you're	training	your	team.	But	we're	starting	at	the	very	top	here.		

So	look	for	in	your	process:	Where's	the	sticky	point?	

You'll	see	in	the	orange	outline	parallelogram,	those	are	where	the	interaction	is	with	the	
clients.	And	we	know	often	that's	where	the	sticky	part	is,	especially	the	part	of	getting	the	
missing	information.	Who	still	struggles	with	that?	

What	is	your	process	for	gathering	missing	information	from	your	clients?	Do	you	have	one,	
or	does	each	person	do	it	differently?	Are	you	doing	it	differently	with	each	client?	Is	there	a	
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way	you	can	systematize	that	or	streamline	it	a	bit?	So	that's	an	example	of	getting	just	one	
chunk	that	you	could	work	on,	that	wouldn't	take	a	long	time	to	do.	It	just	takes	a	few	minutes	
of	concentration	to	be	able	to	do	it.		

22:15	

Let’s	Do	It	Right	Now!	

1. What	small	but	significant	process	is	a	bottleneck	or	source	of	frustration?	
2. Map	out	what	the	current	process	in	steps	is	(not	how	to	do	it).	

• Use	the	method	that’s	easiest	for	you	
• Draw	as	a	flowchart	
• Use	sticky	notes	
• Make	a	checklist	

Drawing	a	blank?	

• Use	the	example	of	gathering	missing	info	from	clients	

Remember:	KEEP.	IT.	SIMPLE.	

Now	we're	going	to	do	that	exactly	right	now.	I	want	you	to	keep	in	mind:	Keep	It	Simple,	
Sweetie.	And	we	will	look	at	just	one	significant	process	in	your	practice	where	you're	
struggling,	and	most	everybody	said,	onboarding.	So	your	onboarding,	where	do	you	think	
maybe	it's	not	working	right,	or	it's	not	defined	yet?		

Think	about	that,	and	then	put	down	what	needs	to	be	done	-	not	how,	or	the	steps	that	it	
goes	through	-	because	the	what	is	a	whole	lot	easier	to	identify	quickly.	And	it	gets	the	ball	
rolling,	and	you	can	use	whatever	works	best	for	you.		

I	like	flowcharts,	because	it's	quick	for	me.	You	can	draw	it	out	on	the	paper	there	or	use	
sticky	notes.	The	nice	thing	with	sticky	notes	is	that	you	can	move	it	around	when	you	start	
doing	it,	if	change	your	mind.	But	you	can	only	get	a	few	words	on	there.	So	that's	good.		

If	a	checklist	works	easier	for	you,	or	if	you're	a	very	linear	thinker,	put	it	in	an	outline	-	you	
could	do	it	that	way	too.	If	you	can't	think	of	a	process	in	your	practice	right	now	that	you	
could	do	in	a	few	minutes,	map	out	getting	the	information	from	the	clients.	What	is	the	
process	that	you	go	through	in	order	to	get	that	to	work	for	both	the	clients	and	for	you?		

Let	me	ask	you	this	first:	Who	already	has	in	their	mind	the	process	that	they'd	like	to	take	a	
few	minutes	and	just	snap	it	out?	Only	a	few.		

Why	don't	we	take	2	minutes	right	now	-	just	quiet	time,	so	not	talking	-	and	think	for	a	few	
minutes	if	there's	just	one	practice,	one	process	that	would	make	life	easier.	There	might	be	
something	small.	But	what's	one	process	that	would	improve	the	way	your	business	is	
running	right	now?		

[Two	minutes	pass]	
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26:30	

Do	you	have	something	you	want	to	map	out	that	you	can	go	home	tomorrow	with	something	
you	can	lay	out	and	start	using?	Yes.		

Now	is	the	time	that	we	want	to	get	it	out	of	your	head	and	down	so	that	you	can	see	it,	in	any	
of	the	ways	that	works	for	you.		

Why	don't	we	take	5	minutes	and	see	how	far	we	can	get	with	writing	out	the	actual	steps	of	
the	process	of	getting	from	point	A	to	point	B	in	that	process.	And	it	could	be	the	protocol	on	
how	do	we	deal	with	email.	What	is	the	best	way	we	will	deal	with	email	was	an	example.	Go	
ahead	and	set	the	timer	for	5	minutes.	

[Five	minutes	pass]	

32:40	

Great	job.	I	started	to	hear	everybody	talking	a	little.	So	the	5	minutes	must	have	been	enough.	
So	here's	something:	We	took	5	minutes	(if	you	want	to	count	the	time	thinking	about	it,	7	
minutes).	In	7	minutes,	you	were	able	to	get	down	or	at	least	mostly	get	down	a	key	process	
that	would	have	an	impact	on	your	business.	I	love	to	see	different	people	using	different	
modes.		

Sometimes	we	overthink	it.	So	that's	why	having	a	timer	can	work.	I	do	this	all	the	time	
myself,	when	I'm	procrastinating	to	get	something	done.	I	have	a	kitchen	timer	at	my	desk,	
and	I	put	the	timer	on.	You'll	be	amazed	at	how	quickly	you	can	get	it	done.	And	that	can	
happen	with	documenting	your	processes	and	handling	them.		

Remember,	if	it's	something	like	onboarding,	and	you	say	I	really	just	don't	know	where	to	
begin	on	that,	go	to	that	very,	very	high	20,000-foot	level,	and	just	map	out	the	very	main	
components	that	go	to	it.	Then	you	drill	down	and	drill	down.	That	makes	it	a	lot	easier	to	be	
able	to	get	this	out	of	your	head	and	get	it	down.		

A	lot	of	us,	especially	if	you	have	a	smaller	practice,	think,	“I	know	how	to	do	this.”	And	that	
actually	leads	to	the	next	stumbling	block:	when	we	are	doing	our	processes,	you	don't	need	
to	be	the	one	to	document	all	your	processes.	It's	actually	a	team	sport.		

Now,	if	it's	just	you	and	your	practice,	then	yeah,	you’ve	got	to	do	them.	But	you'll	be	getting	it	
ready	for	your	team.		

If	you	have	a	team,	and	you	already	have	your	processes	down,	if	you	say,	“Hey	guys,	this	is	
how	we're	going	to	do	this.	It's	going	to	make	it	so	much	better.”		

What	happens?	Do	they	go,	“Great!	I'll	just	follow	that	procedure	now	with	that	process.”	No.	
You	get	some	pushback,	and	especially	if	you've	got	professional	who	already	have	the	skills,	
right?	They	go,	“I	know	how	to	do	this.	You	don't	need	to	give	me	this.	I	can	handle	it.”		



	 236	

And	then	you	can	have	processes	that	they	aren't	following.	Sometimes	you	might	find	that	
you	do	the	process,	and	you're	not	following	it.	That's	why	it's	good	to	work	on	it	together	if	
you	do	have	a	team.		

As	we	talked	about	over	here	that	sometimes	you	might	need	a	process	to	remind	ourselves	to	
use	our	processes,	if	we've	been	used	to	doing	it	‘by	the	seat	of	our	pants.’	Because	a	process	
can’t	work,	unless	we're	actually	using	it.		

What	are	some	tips	on	how	best	to	implement	it?	Now	I	want	to	hear	from	you	too.	Did	you	
find	this	difficult?	Easy?	Did	your	mind	just	go	blank,	because	all	of	a	sudden,	you	had	to	do	it	
now?	Any	feedback?		

Good.	Good.	

What	process	did	you	did	you	do?	Onboarding.	That	was	an	excellent	choice.		

Anybody	else?	Did	you	find	it	easy	or	difficult?	And	what	was	your	process?		

37:07	

I	found	it	difficult	because	I	like	doing	this	while	I'm	in	the	process.	So	I	found	it	very	difficult	to	
think	of	what	steps	there	are,	without	going	through	it	while	I	was	doing	it.		

Yes,	and	I	can	I	can	attest	to	that	too.	Because	there	are	certain	processes	where	I	don't	even	
know	what	I	do	until	I	have	it	right	in	front	of	me.	So	yeah.	So	obviously,	that's	the	way	you	
can	do	it.		

This	morning	I	went	and	looked	up	ScribeHow.com,	and	signed	up.	It	looks	like	a	cool	tool.	It	
looks	like	it's	actually	somewhere	between	the	top	level,	big	picture,	lay	it	out,	and	the	nitty	
gritty	of	every	single	piece	of	how	to	do	it.	ScribeHow.com	looks	like	it's	documenting	what	
you're	doing	while	you're	doing	it.	We	also	know	that	you	can	use	screen	capture	video	to	
capture	it,	and	then	document	that	stuff.	

You	can	definitely	do	that,	but	I	recommend	the	top	level	first,	because	it	works	as	the	guide	to	
then	get	down	into	the	nitty	gritty.	And	it	makes	it	easier	to	just	work	on	one	process	that	has	
the	biggest	impact.		

So	my	suggestions	is	I	don't	think	there's	any	absolute	on	it.	We've	got	
lots	of	people	in	the	room	that	can	give	you	tips	as	well,	because	I	
don't	know	everything	about	it	all	the	time.	None	of	us	do.		

I	will	recommend	this	book	to	you	because	I	found	it	hugely	helpful,	
SYSTEMology	by	David	Jenyns.	Ben	mentioned	The	E-Myth	by	Michael	
Gerber,	and	there's	one	for	bookkeepers	as	well.	Also,	there's	another	
book	that	I	enjoyed	that	I	read	several	years	ago	and	it’s	really	good	
and	shows	you	how,	Work	The	System:	The	Simple	Mechanics	of	
Making	More	and	Working	Less,	by	Sam	Carpenter.		



	 237	

SYSTEMology	was	newly	introduced	to	me,	and	I	don't	know	if	anybody	here	has	heard	of	this	
before,	but	I	like	it.	He's	the	one	who	has	the	20/80	Principle	that	I	learned	-	you	don't	have	to	
systematize	everything,	just	the	key	things,	and	that	will	get	you	80%	down	the	road.	Then	
when	you're	down	80%	the	road	and	everything's	going	great,	you'll	have	a	whole	team	that	
you	can	help	you	get	down	that	other	20%.	That's	my	recommendation.		

39:40	

Just	to	recap,	your	three	phase	principles	is:	Prioritize,	Systematize,	and	only	after	you've	
Systematized,	do	you	Optimize.	My	recommendation	is	that	once	you've	got	those	first	two	
phases	handled,	that's	generally	when	you're	going	to	be	bringing	in	the	automation.		

I	love	what	Jan	said	yesterday	where	she	starts	with	a	human,	then	she's	adding	all	the	
automation,	and	then	ends	with	a	human.	So	you'll	have	to	find,	depending	on	the	process,	
what's	the	right	mix;	because	you	also	want	to	stay	as	lean	as	possible	and	focused	doing	the	
right	things.		

So	it's	Prioritizing	your	20%	that	will	get	you	80%	results.	You	Standardizing	as	much	as	
possible,	and	it’s	going	to	make	it	a	whole	lot	easier	on	you.	And	then	Optimize	by	focusing	on	
the	right	things	-	it's	the	25%	that	will	get	you	the	most	that.	Brian	Tracy	said	a	full	75%	of	the	
decisions	that	you	make	in	your	business	will	be	wrong,	but	the	25%	that	are	right	are	the	
ones	that	make	you	fly.		

So	it's	a	very	similar	principle	that	when	we're	doing	our	processes,	we	are	focusing	on	our	
big	picture	goal	and	we’re	doing	the	right	things	to	get	us	where	we're	trying	go,	to	get	past	
this	clutter.		

41:25	

Q&A	
Comment:	When	I	go	to	conferences,	I	process	them	with	three	phases:	Pre-event,	the	
conference	event,	and	the	post-event.	I	review	my	notes	after	a	conference,	in	30	days,	and	
also	in	3	months	so	the	information	doesn’t	escape	me.	

Q:	(From	Gabriella	to	the	attendee)	I	assuming	you’ve	gone	to	a	faire	number	of	conferences	in	
your	time.	My	question	to	you	is	a	strategic	and	prioritized	one.	Do	you	find	that	it	is	worth	
your	time,	your	effort,	your	expense	and	all	of	that	to	come	to	a	conference	like	this?	Does	it	
make	a	difference	in	your	business?	

A:	(by	attendee)	Yes,	ma'am.	It's	an	investment.	I	mean,	Perry	alone	was	the	one	thing,	like	I	
didn't	have	to	come	back	after	that.	But	the	rest	is	has	all	those	nuggets	in	them,	because	I	get	
nuggets	out	of	this,	and	being	able	to	connect	with	folks.	There's	only	one	other	person	from	
Wyoming.	So	that's,	that's	very	important	for	the	two	of	us	to	just	see	each	other.	Absolutely.	
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Comment	by	Ben:	The	theme	for	all	of	this,	because	2021	has	been	systems	and	processes.	
Again	building	it	all	so	that	your	business	supports	your	life,	and	not	your	life	supporting	
your	business.	

	

Click	Here	to	Return	to	Index	 	
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3.4	–	Find	and	Use	Your	
Strengths	in	Your	Business		

Bryan	Baker		

Summary:	Bryan	uses	this	question	to	get	
people	thinking	about	the	strengths	they	have	to	
share:	“How	can	you	bring	the	best	of	you	to	the	
pressing	needs	of	the	world?”	He	then	shared	the	
story	of	Acres	of	Diamonds,	which	emphasizes	the	
need	to	identify	the	hidden	potential	in	our	life.		

Donald	Clifton	is	the	father	of	strength-based	psychology	and	the	inventor	of	Strengths	Finder.	He	
developed	a	tool	that	allows	people	to	identify	and	focus	on	their	unique	strengths	to	get	the	most	
ROI	in	their	business	and	life	by	doing	what	they	do	best	every	day.	Clifton	Strengths	consists	of	34	
strength	themes	organized	in	4	Domains:	Executing,	Influencing,	Relationship	Building	&	Strategic	
Thinking.	You	know	if	you’re	living	in	your	strengths	if	something	is	Energizing,	Enjoyable,	Easy	and	
you	are	Effective	doing	it.	
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4:20	

Most	people	are	like	me	probably,	and	they	don’t	realize	that	there	is	this	vibrant	community	
out	there	of	bookkeepers	who	are	changing	the	world	in	your	arena.	Bookkeeping,	I’m	sure	
can	be	a	lonely	to	be	in,	and	this	is	good.	The	work	you	do	is	significant.	You	are	organizing	the	
world,	one	customer	and	one	business	at	a	time	–	so	remember	that.		

So	I’m	here	to	talk	to	you	about	how	to	use	your	strengths	and	the	best	things	about	you	in	
your	business.	I	have	this	question	that	I	ask,	and	I’ve	been	asking	it	for	over	a	year.	I	work	a	
lot	in	the	non-profit	arena,	and	I	was	doing	this	at	a	school	on	leadership	with	marketplace	
leaders,	and	I	brought	this	question	forward.	And	I	love	this	question:		

How	can	you	bring	the	best	of	you	to	the	pressing	needs	of	the	world?	

That’s	your	family,	your	workplace,	your	business,	your	community,	and	the	rest	of	the	world.	
We	desperately	need	people	who	are	bringing	the	best	of	themselves	to	every	area	of	life.		

So	I	asked	this	question	in	this	group	of	marketplace	leaders	in	the	community.	I’m	a	nonprofit	
guy	asking	this	question	and	then	we	go	through	a	workshop	that	is	very	similar	to	this,	and	
one	of	the	guys	asked	me	a	question,	he	said,	“Hey,	can	you	do	this	in	my	business?”	

And	I	accidently	said,	“Yes,	but	I’m	going	to	charge	you	a	ton	of	money,	because	that’s	what	
pays	for	stuff	like	this.”	

So	he	invited	me	to	go	golfing,	and	I	hate	golfing,	and	I	was	embarrassed	because	they	said	
they	weren’t	good	at	golf,	but	they	were	former	football	players	and	they	were	incredible.	
Then	we	start	talking	and	he	says,	“Hey,	I	want	to	hire	you	for	$10,000.	Is	that	enough?”	

And	I’m	like,	“Wow,	yeah,	yup.”	So	I’m	speechless.		

I	started	a	marketplace	basing	business	in	about	two	weeks.	I	got	all	of	the	licenses,	
everything	like	that,	and	since	then	I've	been	working	mostly	in	the	marketplace	with	people	
just	like	you	that	are	really	trying	to	do	business	well	and	serve	customers,	and	it	has	been	
awesome.		

So	I've	been	asking	this	question	for	a	couple	years	now	to	mothers	and	fathers	bookkeepers,	
pastors,	nonprofit	leaders,	and	graduating	high	school	seniors.	I	got	to	speak	at	the	
commencement	in	my	community	with	33	graduating	seniors.	I	asked	this	question	and	got	to	
speak	at	the	commencement	right	afterwards.	So	fun.	So	awesome.	

I've	been	asking	people	in	the	highest	levels	of	leadership	and	companies,	and	to	the	people	
who	answered	the	phone.	I	love	this	question	because	it's	such	an	important	question.	How	
can	you	bring	the	best	of	you	to	the	pressing	needs	of	the	world?		

I	want	to	tell	you	a	story.	This	story	was	first	told	by	a	man	by	the	name	of	Russell	Conwell,	all	
the	way	back	to	civil	war	times.	He	was	known	for	his	bravery	fighting	in	the	Union	Army.	
After	he	got	out	of	the	military,	he	first	started	as	a	lawyer,	and	then	later	did	some	other	
things.	He	told	this	story	over	6,000	times	to	raise	money	to	help	kids	who	didn't	have	an	
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education,	to	get	an	education,	and	get	through	college	so	that	they	could	impact	the	world	
also.		

7:44	

Acres	Of	Diamonds	

He	heard	the	story	from	a	guy,	while	he	was	traveling	in	the	Middle	East.	The	story’s	about	a	
Persian	by	the	name	of	Ali	Hafed.	Ali	Hafed	owned	a	very	large	farm.	He	had	grain	green	fields	
and	gardens	and	was	wealthy	and	contented.	

One	day,	he	was	visited	by	a	priest	and	the	priest	told	Ali	Hafed	how	the	world	was	made,	
including	how	all	the	minerals	of	the	earth	were	embedded	into	its	surface	The	chief	among	
them	diamonds.	The	priest	told	Ali	Hafed	that	if	he	a	diamond	the	size	of	his	thumb,	then	he	
could	purchase	a	county.	If	he	found	a	diamond	the	size	of	his	hand,	he	could	place	his	
children	on	thrones.	

So	Ali	Hafed	heard	all	about	diamonds	and	how	much	they're	worth,	and	he	went	to	bed	that	
night	a	poor	man.	He	was	poor,	not	because	he'd	lost	anything.	He	was	poor	because	he	was	
discontented,	and	he	was	discontented	because	he	feared	he	was	poor.		

And	so	he	said,	“I	want	to	mine	diamonds.	Early	in	the	morning	he	sought	out	the	priests.	The	
priests	wasn't	happy	to	be	woken	up	so	early,	but	Ali	Hafed	insisted	on	being	told	where	he	
could	find	diamonds”	

“Diamonds,	what	do	you	want	to	do	with	diamonds,”	the	priest	said.		

Ali	Hafed	said,	“I	want	to	be	immensely	rich.”		

“Well,	then	go	along	and	find	them.”	

“But	I	don't	know	how!”	

The	priest	told	him	to	look	for	a	river	with	white	sands	and	the	white	sands	would	indicate	
where	there	could	be	diamonds.	He	sold	his	farm.	He	set	up	his	family	to	stay	with	a	neighbor	
and	then	he	went	and	searched	the	mountains	to	the	north	and	he	came	around	to	Palestine.	
And	then	he	went	to	Europe,	and	then	at	last,	when	all	of	his	money	was	gone,	all	of	his	energy	
was	wasted,	he	stood	on	the	shore	of	a	bay	in	Barcelona.	And	when	a	wave	came	rolling	in,	he	
cast	himself	into	the	sea	and	sank.		

Here's	the	rest	of	the	story.	One	day	the	man	who	purchased	Ali	Hafed's	farm,	took	his	camel	
for	a	drink	by	the	stream.	A	curious	flash	of	light	came	out	of	the	white	sand	of	the	stream	
bank.	He	reached	down	and	he	pulled	out	this	stone,	and	out	of	the	stone	there	was	a	little	
sparkle	of	light.	The	stone	was	much	different	than	all	of	the	other	stones	that	he'd	seen	on	the	
farm,	but	for	some	reason,	he	decided	to	take	this	one	home.		

He	got	home	and	he	sat	it	on	the	table.	A	few	days	later,	the	priest	came	in,	and	the	priest	said,	
“Here's	a	diamond.	Has	Ali	Hafed	returned?”		
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“Oh	no,	Ali	Hafed	has	not	returned.	That	isn't	a	diamond,	it's	just	a	stone	that	I	found	in	the	
sand	by	the	stream.”		

Thus	was	discovered	the	diamond	mines	of	Golconda,	up	until	recently	has	produced	the	
finest	diamonds	in	the	world.	Had	Ali	Hafed	dug	in	his	own	wheat	field	or	his	own	garden	
instead	of	dying	in	strange	land,	he	would	have	had	acres	of	diamonds.	For	every	acre	on	that	
old	farm	had	diamonds.		

Every	single	one	of	you	has	within	your	reach	acres	of	diamonds.	I	don't	think	that	they're	
supposed	to	be	found	somewhere	else.	I	think	that	there's	incredible	treasure	inside	of	each	
one	of	you.	You	already	have	untapped	treasures	that	simply	need	to	be	mined	appropriately.		

11:55	

Where's	the	hidden	potential	in	your	life?		

The	diamonds	in	your	life,	so	to	speak,	they	may	be	in	their	rough	state.	And	the	beauty	inside	
may	need	to	be	refined,	but	they're	there,	nonetheless.		

I	didn't	know	this	until	recently	when	Ron	Price,	a	Price	Associates	pointed	this	out.	He	said	
the	word	diamond	in	Tibet	means	‘hidden	potential’.	Isn't	that	incredible	-	hidden	potential.		

So,	remember	a	diamond	is	just	a	pretty	stone.	There's	no	actual	inherent	value	in	a	diamond.	
It's	given	value	by	the	people	who	see	the	value	in	it…	the	people	who	see	the	value	in	it.		

Donald	Clifton	invented	the	StrengthsFinder,	which	is	just	a	great	tool.	Donald	Clifton	flew	B-
24s	in	World	War	II,	received	the	Flying	Cross	for	the	25	successful	bombing	runs	that	he	had,	
but	he’d	seen	enough	of	the	devastation	of	war.		

He	wanted	to	spend	his	life	making	the	world	a	better	place.	He	came	home	to	Butte	Nebraska,	
where	he	was	born,	went	to	school,	became	the	Professor	of	Educational	Psychology	at	the	
University	of	Nebraska,	and	one	of	the	things	that	he	noticed	as	he	was	reading	books	in	the	
area	of	psychology	was	that	they	were	focused	on	what	was	wrong	with	people.		

So	he	asked	himself	the	question,		

“What	would	happen	if	we	actually	studied	what	was	right	with	people?”		

Martin	Seligman,	who	in	the	same	time	periods,	also	in	the	area	of	psychology,	he	found	that	
most	funding	in	the	area	of	psychological	research	was	geared	for	studying	the	problems	
inside	of	people.	They	were	literally	studying	sick	people	to	try	to	figure	out	how	to	make	
people	well.	And	he	started	to	think,	“Hey,	there's	something	wrong	with	this.”		

He	actually	did	a	study	where	he	found	out	that	there's	something	true	with	animals	and	
human	beings.	There's	learned	helplessness	-	that	we	kind	of	learn	a	sense	of	helplessness.	
And	he	discovered	the	psychological	condition,	but	what	he	also	found	was	that	there	was	a	
small	group	of	people	who	were	able	to	overcome	adversity	and	lead	happy	and	productive	
lives.		
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14:40	

Martin	Seligman	said:	

	“Most	satisfied,	upbeat	people	are	those	who	have	discovered	and	
exploited	their	unique	combination	of	signature	strengths.”	

Donald	Clifton,	is	the	father	of	strength-based	psychology	and	the	grandfather	of	positive	
psychology.	His	research,	studying	what	was	right	with	people,	was	groundbreaking.	He	began	
to	look	what	for	what	was	most	good,	most	healthy,	most	impacting	and	that	led	to	the	
discovery	that	most	people	have	natural	talents,	which	when	develop	can	turn	into	powerful	
life-changing,	business-impacting,	world-affecting	strengths.		

He	spent	his	entire	life	helping	people	to	develop	the	beauty	inside.	We're	going	to	talk	about	
what	that	looks	like	today	-	how	do	you	develop	the	beauty	inside.	The	talents	that	you	
already	have	are	not	somewhere	out	there	to	be	found.	He	wanted	to	help	them	turn	these	
natural	talents	into	unbelievable	strengths.	He	founded	Selection	Research,	a	business	which	
later	bought	Gallup,	which	is	where	we	get	the	Gallup	Strengths	Finder.		

What	is	a	strength?		

Now	for	most	of	my	life	I	haven’t	believed	that	there	are	acres	of	diamonds	waiting	to	be	
mined	in	my	own	life.	For	most	of	my	life	I've	been	focused	on	my	weaknesses.	In	fact,	I	think	
it's	something	that	we	kind	of	naturally	do.	And	that's	what	we	call	deficit	thinking,	focusing	
on	what	we	don't	have,	instead	of	what	we	do	have.		

At	Gallup	they've	been	studying	strengths	for	over	40	years	and	they	found	that	people	have	
far	more	potential	for	growth	when	they	invest	energy	in	developing	their	strengths,	instead	
of	correcting	their	weaknesses.	You	will	get	the	most	ROI	from	building	your	strength.	
Absolutely.	You	will	get	the	most	return	on	investment	from	developing	your	strengths.	

What	does	that	look	like	for	you	to	identify	the	strengths	that	are	in	your	life?	You	know,	I	put	
that	magnifying	glass	up	there	on	purpose	because	a	lot	of	times	what	we	do	is	we	magnify	
our	weaknesses	and	flaws.		

In	fact,	we	do	it	in	the	lives	of	other	people.	We	don't	call	out	the	strengths	that	are	in	people.	
Now	this	isn't	necessarily	a	strength,	but	my	son,	Levi	is	so	funny.	In	fact,	when	he	was	little,	
his	greatest	desire	was	to	be	a	comedian.	He	would	practice,	he	watched	YouTube	videos,	he	
would	be	cracking	these	jokes	all	the	time,	and	he	can	just	pull	stuff	out	from	nowhere.		

We	asked	him	one	time,	“What	do	you	want	to	be	when	you	grow	up,”	and	he	said	I	want	to	be	
a	comedian.	And,	you	know,	he	just	had	that	in	him.	And	I	don't	know	what	Gallup	would	call	
that,	but	whatever	it	is	he	had	it,	and	he	was	six	years	old.		

I	took	a	three-month	sabbatical	and	we're	coming	back	from	Florida.	We're	driving	through	
this	town	and	he	says,	“Hey,	where	are	we,”	and	I	said,	“Cedar	Rapids.”	And	he	said,	“See	da	
rabbits,	see	da	rabbits.”		
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At	six-years	old	we	knew	exactly	that	he	was	just	joking	around.	He	does	that	all	the	time.	I	got	
mad	at	him	one	time	at	the	table	because	he	just	wasn't	eating	and	I	said,	“Get	your	nose	over	
that	plate,”	and	he	stuck	his	nose	right	on	the	plate	and	would	not	move	it,	until	I	started	
laughing.	He	knew	he	could	always	get	out	of	trouble	if	he	got	me	to	laugh.	

One	day	Kim,	my	wife,	asked	him	again	what	he	wanted	to	do	when	you	grow	up,	and	he	said	
something	else.	And	I	said	I	thought	he	wanted	to	be	a	comedian.	You	know	when	he	used	to	
say	that	I’d	say,	“,	so	what	are	you	going	to	do	to	make	a	living.”	And	I'd	say	things	like,	“You’ve	
got	to	have	a	plan.	You	got	to	do	something	because	that's	not	realistic.”		

And	here's	what	he	said,	“Dad,	you	killed	that	dream.”		

How	often	are	we	magnifying	the	wrong	things	because	we're	being	too	practical?	How	often	
do	you	do	that	in	your	own	life?	You	see	the	negatives,	the	deficits,	the	weakness,	the	flaw,	and	
you	point	that	out.	You	know	what,	I'm	doing	everything	I	can	to	encourage	my	son.	He	is	a	
gifted	photographer	-	both	of	my	sons.	Levi	is	a	gifted	photographer	and	he	is	very	creative	I'm	
doing	whatever	I	can,	and	he	still	has	a	little	bit	of	that	comedy	bug,	and	just	a	little	while	ago	
at	the	school	concert,	he	did	a	song	-	he	did	a	spoof	song	called	“I	Am	a	Stalker,”	or	something	
like	that,	and	the	whole	place	is	just	absolutely	rolling.	So	when	he	gets	down,	I	say,	“I'm	so	
proud	of	you	son.	That	was	amazing.	You're	not	going	to	get	a	date	the	rest	of	high	school,	but	
that	was	amazing.”		

20:50	

Clifton	Strengths	Assessment	

How	do	we	identify	strengths?	You	don't	have	to	use	a	tool	like	this,	but	it's	helpful.	Gallup’s	
been	studying	strengths	for	40	years,	and	they	found	that	people	have	far	more	potential	for	
growth	when	they	invest	energy	in	developing	their	strengths	instead	of	correcting	their	
weaknesses.	What's	amazing	is	that	after	all	of	this	study,	after	serving	over	10	million	people	
they	found	that	only	1/3	of	people	strongly	agree	with	this	statement:		

At	work	I	have	the	opportunity	to	do	what	I	do	best	every	day.		

Only	1/3	of	people	agree	with	that	statement,	and	the	cost	of	that	is	staggering.	When	polled,	
1,000	people	who	reported	that	they	disagreed	that	they	got	to	do	what	they	do	best,	what	
they	found	was	not	a	single	person	in	that	group	was	engaged	in	the	work	that	they	did.		

I	forgot	to	bring	it	up	here	as	I	was	actually	reading	a	LinkedIn	article	last	night	that	said	that	
the	cost	of	unengaged	people	is	unbelievable	to	companies.	As	much	as	a	third	of	a	person's	
salary	during	a	year	is	getting	wasted	because	the	people	are	unengaged,	and	so	they're	not	
working	as	efficiently	as	they	could.		

So	the	Clifton	Strengths	Finder	now	called	Clifton	Strengths	came	out	of	all	of	these	studies.	
It's	this	assessment	that	gives	language	and	definitions	for	the	hidden	beauty	inside	of	people.		

Here	are	some	fun	facts:		
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• More	than	90%	of	fortune	500	companies	have	used	Clifton	Strengths	to	bring	the	
power	of	strength-based	development	to	their	workplace	culture.		

• People	who	know	their	strengths	are	six	times	more	likely	to	be	engaged	in	their	jobs.		
• There	are	three	times	more	likely	to	report	having	an	excellent	quality	of	life.	
• Strengths	development	leads	to	10-19%	increased	sales,	8-18%	increased	

performance,	and	14-29%	increased	profit.	That	might	not	seem	like	much,	but	if	that's	
growing	every	year,	that's	amazing.		

So	this	is	one	of	the	assessments	that	I've	used	and	I've	now	used	it	with	all	of	my	teams.	In	
fact,	one	of	my	team	members	just	really	didn't	feel	comfortable	with	assessments	because	
not	as	all	assessments	are	created	equal.	And	I	just	had	to	say	just	work	with	me	on	this,	let's	
just	do	this.		

It	was	really	interesting	because	we	do	a	SAP:	Strengths	Alignment	Profile	for	an	individual,	
and	then	we	do	a	team	alignment.	Me	and	my	colleagues,	we	align	with	another	coaching	
group.	We	use	this	all	the	time.	I	did	this	with	my	team,	and	it	was	really	interesting	because	
what	I	found	out	is	the	things	that	were	most	frustrating	to	me	with	my	team,	were	actually	
because	those	were	their	strengths.		

I	had	a	couple	of	interns	and	another	associate	that	work	with	me,	and	the	number	one	
strength	for	all	three	of	them	is	adaptability.	My	son	Caleb’s	number	one	strength	is	
adaptability.	I	hate	adaptability…	What	are	you	doing	to	me?	I	mean,	it's	looks	like	someone's	
trying	to	say	something	to	me.		

I	hire	people	that	are	high	in	adaptability,	all	without	even	thinking	about	it.	I	didn't	assess	
them	before	hiring	them,	but	having	people	around	me	that	they	can	see	quickly	drop	
everything	in	transition	and	pick	up	on	something	else.	Wow,	that's	powerful.	And	so	instead	
of	hating	it,	I	now,	love	it…	most	of	the	time.		

25:20	

Understanding	the	Four	Domains	

I	use	this	assessment	in	Bridgeway	Coaching	and	then	with	other	coaching	organizations	that	
I'm	with,	and	I	want	to	take	a	few	minutes	to	introduce	this	tool	to	you.	This	will	help	us	when	
we	get	to	the	panel	discussion.		

There	are	34	strengths	themes	and	you	can	see	those	in	the	back	of	that	table	there.	These	
domains	are	organized	into	four	major	categories,	which	are:	Executing,	Influencing,	
Relationship	Building	and	Strategic	Thinking.		

The	Executing	themes	are	focused	on	how	you	make	things	happen.	The	motivation,	with	
the	Executing	theme	is	getting	things	done,	implementing,	and	accomplishing.	People	with	
Executing	themes	will	work	tirelessly	to	accomplish	the	goal.		

The	Influencing	themes	are	focused	on	how	you	influence	others.	The	motivation	is	
connecting,	selling	ideas,	taking	charge	and	speaking	up.	People	with	Influencing	themes	
connect	with	others.	Often	they're	really	good	at	convincing	others	also.		
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I	loved	it	when	Kirsten	presented	yesterday.	I	have	never	seen	so	many	‘C’	words	put	together	
in	such	an	awesome	way.	Incredible,	and	she	told	me	this	too,	when	we	got	to	Woo	she	got	
excited.	And	there's	no	Woo	in	my	life.	So	she	got	really	excited,	and	she	said,	“I	used	to	think	
I'm	an	introvert,”	and	I	knew	she	had	nine	kids	no	that's	not	introversion,	that's	exhaustion.		

Coming	to	an	event	like	this	is	an	energizer	even	now.	I'm	sure	that	it's	an	energizer,	but	when	
you	find	something	that	you	can	own	and	the	amazing	thing	is,	is	a	lot	of	these	things	may	
have	been	things	that	people	saw	then	missed	it.	When	I	was	coaching,	Laurie	was	here	also.	
When	we	got	the	responsibility,	she	got	excited.	Responsibility	is	an	executing	strength.	And	
she	said,	“I've	always	been	holding	on	to	this.	I	love	Responsibility.	No	one	told	me	that	that's	a	
good	thing.”		

One	of	my	coaching	companions	is	high	in	Command.	When	he	found	out	that	Command	
wasn't	a	bad	thing	he	was	in	tears	because	he'd	been	punished	his	whole	life	for	being	too	in	
charge,	to	direct,	too	bossy,	whatever	it	is	not.	Yeah,	there's	some	things	that	are	raw	that	
need	to	be	refined	that	need	to	be	grown,	but	is	that	really	a	weakness	in	a	person,	or	is	it	just	
something	that	needs	to	be	developed	in	your	own	life?		

So,	Relating	themes	are	focused	on	how	you	build	and	nurture	strong	relationships.	
People	with	Relationship	building,	themes	strengthen	bonds.	You	know,	a	lot	of	times	if	a	
person	is	really	strong	on	one	of	these	domains	it.	I	think	I	heard	Kirstin	say	this,	“I	don't	have	
any	Executing	themes.”	How	do	you	use	your	Relational	themes	to	Execute?	People	who	are	
great	at	Relationships,	they're	just	Executing.		
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Thinking	themes	–	they	are	focused	on	how	you	are	absorbing	and	analyzing	information	
and	situations.	The	motivation	is	knowledge,	information,	making	better	decisions,	and	
thinking	about	outcomes.	People	with	Thinking	themes	can	stretch	people's	thinking	into	the	
future.	

My	top	three	are	Thinking	themes,	and	it's	really	hard.	From	the	blind	spots	and	over	
extensions	of	that,	I	can't	stop	thinking.	I	buy	books	faster	than	I	can	read	them.	I	got	rid	of	
about	200	books	a	few	months	back	and	said	I'm	not	going	to	buy	any	more	until	I	catch	up	on	
my	reading	pile,	I	probably	spent	500	bucks	on	books.		

The	Clifton	Strengths	Profile	takes	about	30	minutes.	You	pair	177	statements	that	best	
describe	you	-	completing	the	online	talent	assessment.	It's	a	talent	assessment,	actually,	
because	a	talent	isn't	a	strength.	Here's	how	Gallup	defines	a	strength:		

Talent x Investment = A Strength. 

It’s	that	investment	-	investing	time,	energy,	knowledge	and	skills	into	that	and	being	
intentional	about	it.	So	it's	Talent	Assessment.	It	points	out	the	potential	strengths.	So	
completing	the	assessment	helps	you	discover	what	you	naturally	do	best,	and	then	you	can	
begin	to	develop	that.	You	can	learn	how	to	develop	your	greatest	talents	into	strengths,	and	
you	can	begin	to	leverage	those	strengths	to	bring	the	best	of	you.	It's	not	just	your	business.	
It’s	your	family,	your	community,	the	world,	and	it’s	your	business	and	your	customers.		

31:33	

Strengths	Spotting	

So,	let’s	pull	it	all	together.	I	want	to	talk	about	Strengths	Spotting.	It’s	putting	a	magnifying	
glass	on	your	own	life,	and	maybe	helping	others	to	see	their	strengths	too.	It’s	being	able	to	
say	to	someone,	“It	seems	like	you’re	really	gifted	at…,”	and	then	encouraging	them.	You	never	
know	what	that	might	do.		

Do	you	have	to	take	a	$50	assessment	to	learn	your	strengths?	I	would	say	absolutely	not.	It	
does	help.	It	gives	you	a	language	that	you	are	able	to	use	and	help	you.	Knowing	your	
strengths	might	help	you	get	momentum,	but	you	can	do	this	in	your	life.	When	you	notice	
something	that	you	are	good	at,	own	it	–	claim	it.	Grab	onto	it	and	acknowledge	that	you	
have	something	that	is	more	natural	to	you	than	10,000	or	maybe	100,000	other	people.		

Claim	It	–	Name	It	–	Aim	It	–	Flame	It	

Claim	It	and	then	Name	It.	You	can	use	an	assessment	to	get	a	name	for	it.	If	you	don’t	like	
their	word,	you	can	come	up	with	another	word,	but	name	it.	What	would	you	call	that	
Strength.	And	then	Aim	It.	How	are	you	going	to	aim	the	things	that	you	are	best	at	–	the	
strengths	that	are	in	your	life?		
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Put	it	to	work	in	the	everyday	situation	that	you’re	in.	Figure	out	how	to	put	what	you	are	
good	at,	and	develop	it	until	it	brings	success	to	yourself	and	others.	And	then	Flame	It	–	fire	
it	up.		

33:22	

How	do	you	know	if	you’re	living	in	your	Strengths?		

I’m	going	to	give	you	4	things	that	all	start	with	‘E’	that	let	you	know	you’re	living	within	your	
Strengths:		

Energizing	–	You	get	increased	energy	when	you	are	using	that	strength.	Even	though	you	
are	expending	energy,	you’re	getting	energized.	Can	you	think	of	one	of	those	things	that	you	
do	and	for	other	people,	it	just	tires	them	out	and	when	you’re	done	and	you’re	like,	“I	got	this!	
This	is	awesome.”		

Enjoyable	–	It	feels	fun	and	satisfying.	That’s	why	something	may	be	fun	to	you,	but	it’s	not	
fun	to	other	people.	You’re	like,	“Doesn’t	everyone	love	this?	No,	but	I	do.”	

Easy	–	Especially	when	it’s	developed.	It’s	so	natural	to	you,	you’re	like,	“Why	don’t	other	
people	do	it	this	way?	This	is	who	I	am!”		

This	is	why	we	never	make	fun	of	people’s	strengths,	because	it's	who	they	are.	They	can	
make	fun	of	them.	But	we	don't	make	fun	of	them.	Weaknesses	might	be	fair	game.	Be	gentle	
though.	Be	careful.	But	we	don't	make	fun	of	strengths	because	it’s	who	people	are.		

Effective	-	And	then	the	other	‘E’,	Effective.	You're	really	good	at	it	and	you	get	great	results.	
So	when	we're	coaching,	there	are	34	of	them.	When	you	take	the	assessment,	those	will	be	
ordered,	so	that	you	can	see	what's	most	powerful	in	your	life.	Now	remember	this	is	not	a	
weakness	assessment.	Now,	you	might	see	weaknesses,	but	this	is	not	a	weakness	assessment.		

35:32	

It	identifies	where	there's	a	strength,	so	when	we're	coaching	people,	we	go	through	all	34,	
and	we	say	what	are	the	Signature	Strengths	that	are	there.	A	signature	strength	is	
something	that	you'll	sense	those	four	‘E’s’.	They're	Energizing,	Enjoyable,	Easy	and	Effective.	
And	then	we	go,	what	are	the	Auxiliary	Strengths.	Now,	here's	the	interesting	thing	about	
Auxilary	Strengths	is,	you	can	do	them.	You	may	even	be	able	to	do	them	really	well.	They	
don't	take	a	lot	of	energy,	but	they	don't	give	you	enough.		

And	then	there's	the	Non-Pattern.	We	actually	draw	the	lines	so	you	can	figure	out	where	
you're	at	-	this	is	fun.	The	Non-Patterns	are	those	things	they	take	a	lot	of	energy.	You	may	be	
able	to	do	them	well.	But	if	you	had	to	do	them	all	the	time	you're	going	to	burn	out,	and	most	
likely	you’re	not	enjoying	what	you're	doing.	

We	actually	do	an	energy	grid,	and	we	look	at	kind	of	what	are	the	things	that	are	de-
energizing,	because	then	it's	really,	what's	the	start	list	and	what's	the	stop	list.	Probably	after	
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a	weekend	like	this,	you	have	a	lot	of	Starts,	and	you	also	have	a	lot	of	Stops.	Don't	go	home	
with	a	lot	of	Starts	unless	you	also	have	some	Stops.		

The	other	thing	that’s	really	powerful	is	the	networking	opportunities	that	you	have	here.	You	
don't	even	want	to	know	the	statistics	on	how	much	retention	happens	out	of	events	like	this.	
It's	bad.		

Do	you	know	that	you	significantly	increase	the	retention,	but	also	the	application,	if	you	
process	this	with	someone	else.	Get	involved	in	these	networking	groups,	save	money	on	a	
coach.	Take	the	Clifton	Strengths	Assessment	and	then	work	it	out	with	one	of	your	
networking	groups	–	talk	about	it.	If	you're	not	involved	in	a	group	and	you	leave	here	without	
getting	involved	in	a	group	by	reaching	out	to	a	Kirstin	or	Ben,	then	it's	on	you.		

Did	you	know	that	the	best	book	is	waiting	to	be	written?	The	next	Teacher	of	the	Year	award	
is	waiting	to	be	won.	The	next	revolution	in	the	construction	industry	is	waiting	to	be	
designed.	The	next	successful	entrepreneur	who	innovates	the	professional	bookkeeping	
industry	is	sitting	in	this	room	or	is	attending	online	right	now.	

Where	one	person	sees	an	empty	lot,	there’s	someone	who	sees	a	beautiful	home	waiting	to	be	
built.	Where	one	person	sees	a	bunch	of	numbers,	another	person	sees	investment	in	
expansion	opportunities.	There	are	opportunities	out	there	that	are	waiting	for	
individuals	like	you	who	are	willing	to	put	their	strengths	to	work,	to	see	opportunities	
and	to	make	them	a	reality.		

Ray	Kroc	could	have	been	satisfied	with	one	hamburger	stand	in	Chicago,	but	he	saw	an	
opportunity	and	McDonald's	now	has	locations	in	over	100	countries,	serving	69	million	
people	a	day.	Remember	this,	nothing	is	as	good	as	it	can	be,	and	opportunity	doesn't	have	a	
sign	on	it	saying,	“Hey	look,	I'm	an	opportunity.”	

Someone	took	a	hairpin	and	saw	paper	paperclip,	and	it's	been	organizing	the	world	for	120	
years.	Even	the	simplest	things	have	amazing	possibilities	and	potential.	And	that's	not	just	
true	of	things	-	it's	true	of	people.	Every	single	one	of	us	has	the	opportunity	to	be	more.	What	
are	you	going	to	do	to	make	the	world	a	better	place	-	your	family,	your	community,	and	your	
business?	You	can	start	by	bringing	the	best	of	you	to	the	pressing	needs	of	the	world.	Develop	
the	best	things	about	you.	A	better	world	starts	with	people	who	will	be	better	by	
developing	the	best	that's	already	in	them.		

	

	

Click	Here	to	Return	to	Index	
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3.5	–	Strengths	Finder	Expert	
Panel		

Bryan	Baker	-	Moderator	

Expert	Panel	Members:		

• Lauren	Brady	
• Jo	Christiansen	
• Alyssa	Lang	
• David	Perry	
• Kirstin	Reeder	
• Ben	Day	

0:00	

We	have	a	panel	and	we're	just	going	to	kind	of	process	this	out	loud	what	this	looks	like	in	
businesses.	Now	you've	already	heard	from	some	of	them.	Can	you	see	the	strengths	with	
some	of	the	people	that	have	been	presenting	already?	Isn't	this	amazing?	

So	we're	just	going	to	talk	about	how	this	works	in	our	own	lives,	and	in	our	own	businesses.	I	
want	to	invite	the	panelists	to	introduce	themselves	and	tell	you	their	business,	and	tell	you	a	
little	bit	about	their	niche	that	they're	in,	and	so	you	can	just	develop	that	and	go	with	it.	Since	
you're	so	shy,	let's	start	with	you	Ben.		

Introductions	

Ben:		Hi,	my	name	is	Ben	Day.	My	like	bookkeeping	niche	is	real	estate	investors,	it’s	a	
beautiful	thing.	My	top	five	strengths	are	Input,	Achiever,	Intellection,	Analysis	and	
Futuristic.	I've	got	five	other	ones	that	I	sometimes	remember.	But	those	were	my	core	
five,	those	are	the	five	that	I	got	started	with	that	really	turned	me	onto	Strengths	Finders	
in	a	major	way.	The	strengths	that	I	don't	have	are	anything	in	the	Influencing	column	at	
all.	Six	of	my	strengths	are	Strategy,	three	are	Execution	and	then	I'm	a	Relator,	and	that's	
what	I	got.		

Angee:	I’m	Angee	Wentz	with	Olive	Branch	Bookkeeping.	When	I	took	the	Clifton	Strengths	in	
December	of	last	year	2020,	and	my	number	one	strength	is	Futuristic.	You	know	why	I	
bought	Ben's	course	now,	right.	I	talked	to	a	lot	of	you	and	you	probably	know	that	one	of	
my	strengths	is	Relationship	Building.	My	main	categories	are	in	Influencing,	so	I	use	
that	to	get	my	clients.	I	need	to	hire	people	that	are	definitely	more	like	Strategic	Thinking,	
Executing	definitely	anybody	out	here	that	takes	a	test	I	need	to	hire	you.	
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Kirstin	Reeder:	Hi,	I’m	Kirstin	Reeder.	In	my	non-DBA	world,	I	own	Purple	Sapphire	
Business	Solutions	and	I	focus	on	travel	and	tourism.	My	top	strengths	are	Input,	
Communication,	Woo,	Positivity	and	Individualization.	So	my	top	ones	are	in	
Influencing	and	Relationship	Building,	and	I’m	not	allowed	to	use	the	word	weakness,	
but	the	ones	at	the	bottom	of	the	list,	the	Non-Patterns	in	my	list	are	anything	Executing.	
So	things	like	Discipline,	Consistency,	and	Focus,	So	that's	why	I've	been	so	tired	because	
that's	like	sucking	the	energy	out	of	you	thing.	Yeah,	that's	how	I've	been	living	for	a	long	
time	and	then	I	started	to	embrace	my	Influencing	and	Relationship	Building	and	started	
to	get	some	energy	again.	

David:	My	name	is	David	and	my	businesses	is	Latitude	Bookkeeping	Services	and	we	serve	
churches,	we	lobby	to	church	leaders,	and	I	kind	of	break	into	locksmiths.	I	know	those	are	
absolutely	two	different	things,	but	it's	fun.	So	I	took	this	test	quite	a	long	time	ago,	and	
just	being	part	of	this,	I	was	able	to	come	back	to	it	and	it's	been	great	to	talk	to	Brian	
because	I'm	learning	all	kinds	of	things	that	I	just	hadn't	thought	of	before.	My	top	five	
strengths	are	Learner,	Input,	Relator,	Belief	and	Individualization.		

	 If	some	of	you	have	talked	to	me,	as	you’ve	gone	through	this	conference,	I'm	kind	of	like	
an	app	junkie	and	so	I	just	love	learning	about	the	apps	and	what	they	do	and	apply	them	
to	my	business.	And	so	I	just	love	making	those	connections	just	as	a	Relator.	I	just	love	to	
be	able	to	pick	the	Learner	and	Input	information	that	I	have,	and	just	share	that	with	
other	people,	sometimes	other	people	don't	want	your	help,	though	I've	learnt.	So	there's	
that.		

Jo:	Hi,	my	name	is	Jo	Christiansen.	I	own	Stone	Tablet	Bookkeeping,	and	I	don't	have	a	niche	
yet.	I'm	still	working	on	it.	My	top	five	strengths	are	Input,	Believe,	Responsibility,	
Empathy	and	Futuristic.	For	me	the	Input	can	be	wonderful,	and	it	can	be	bad	because	
I'm	always	searching	for	that	next	app	or	golden	nugget.	And	then	you	don't	get	down	into	
the	trenches	with	stuff	you're	learning.	So	you	know	a	lot	about	nothing,	and	a	little	about	
important	things.		

	 My	other	one	that's	really	interesting	is	Empathy.	I'm	actually	working	with	Brian	to	help	
me	with	that	one,	because	when	a	client	comes	to	me	and	gives	me	their	whole	sob	story,	I	
don't	just	feel	it	-	I	live	it.	I	like	eat	it,	breathe	it,	and	take	it	into	my	family,	all	that	type	of	
stuff.	But	it’s	actually	a	strength,	as	I'm	learning	from	Brian.	So	don't	let	that	Empathy	be	a	
negative	in	your	life.	Let	it	be	a	positive.		

Alyssa:	Hi.	My	name’s	Alyssa	Lang.	I’m	the	owner	of	Workflow	Queen	and	I	help	you	guys.	I'm	
an	Activator,	Futuristic,	Input,	Achiever	and	Competition.	My	major	strength	is	instead	
of	Influencing.	I'm	really	big	on	hearing	my	team	and	actually	letting	them	shine	and	
move	into	the	right	role.	I	love	this	whole	StrengthsFinder.	My	low	bottom	one	is	Woo.	I	
don’t	have	Woo.	So	it	is	quite	interesting,	our	whole	team	also	does	this	as	well	on	our	
onboarding	and	we're	absolutely	obsessed	with	StrengthsFinder.	

Lauren:	I'm	Lauren	Brady	with	Brady	Accounting	Solutions.		My	niche	is	interior	designers,	
it's	just	recently	found.	Apparently	I	have	a	secret	creative	side	of	me.	I	sing	at	church.	My	
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top	five	are	Responsibility,	Intellection,	Achiever,	Strategic,	and	Learner.	The	
Intellection	thing	is	really	comforting	to	learn	and	that	was	huge	for	me	because	I've	
always	been	an	intellect.	I	met	two	people,	literally	on	the	way	here,	and	we	talked	for	two	
and	a	half	hours	about	politics,	religion,	racism	and	I	don't	know	what	else	we	talked	
about,	but	at	the	end	of	it	we're	all	still	friends	because	we're	all	Intellects,	I’m	pretty	sure	
and	we	love	deep	conversation.	I	have	always	been	Responsibility	and	Achiever...	“Lauren	
will	get	it	done.	Just	ask	Lauren,	she’ll	do	it.”	I’ll	work	80	hours,	it's	cool,	you	know.	But	as	
we	talked,	I	figured	out	I	can’t	do	that	because	my	kids	still	need	me	to	be	mom…	

--	7:58	

Brian:	It's	interesting	because	I	got	to	throw	everyone	into	a	team	environment	just	to	see	
where	we	would	all	fall.	And	so,	as	individuals	you'd	ask	the	question,	“Hey,	what	domain	
do	you	lead	from,”	and	you	can	just	taking	the	top	five,	what	domain	do	you	lead	from	and	
then	expanded	this	to	the	top	10,	right.	Don't	take	it	beyond	that	quite	yet.	But	when	you	
lead	from	this	group,	we	lead	from	Thinking.	Surprised?		

	 Strong	Input.	So,	Input	is	like	a	filing	cabinet,	I	mean	Input	people	can	store	a	ton	of	
information,	and	then	almost	on	cue,	pull	out	the	filing	cabinet,	grab	the	file,	pull	it	out	and	
say	this.	And	everyone's	like,	“How	can	you	remember	that?”		

	 Then	you	look	at	the	individuals,	and	it	changes.	So	just	as	individuals,	how	is	knowing	
your	strength	helped	you	in	everyday	life,	and	also	in	your	business?	You've	talked	a	little	
bit	about	that,	but	what	would	you	identify	as	one	strength	that	you	lean	into	the	most	
right	now.	It	does	change	sometimes	you're	leaning	different	strengths.	What	are	one	
or	two	strengths	that	you	lean	into	at	this	particular	time	in	your	
business?		

Alyssa:	So	with	Influencing	clearly	and	being	an	Activator	as	well,	I	think	that's	the	number	
one,	I	pretty	much	take	the	things	that	everybody	wants	to	do	and	actually	take	action	on	
them.	I	don't	just	sit	around	and	wait	for	someone	else	to	tell	me	to	do	it,	like	it's	going	to	
happen.	So	when	I	identify	that	that's	who	I	am,	I'm	going	to	make	it	happen,	and	like	our	
team	as	well.	My	operations	managers	is	an	Executer,	and	our	copywriter	is	a	Relationship	
Builder,	and	we	are	all	in	the	right	spot,	and	it	helps	us	with	our	strengths	and	the	ability	
to	actually	amplify	what	we're	supposed	to	be	here	to	do.	

Ben:	I	love	StrengthsFinder	so	much.	I'm	really	doing	my	best	to	lean	into	my	Relator	
strength,	and	really	figure	out	that	piece,	especially	as	I'm	beginning	to	grow	a	team	and	
have	really	cool	people,	and	how	do	I	empower	them.	This	came	across	for	me	when	I	
hired	my	most	recent	lead	bookkeeper.	I	made	him	take	the	StrengthsFinders,	and	I'm	a	
high	Achievers,	so	we	get	stuff	done.	We're	working	12	hours	a	day	and	feel	great.	And	his	
Achiever	was	at	the	bottom	of	his	strengths	list,	and	at	the	top	of	his	strengths	list	was	
Deliberative,	so	they're	both	Executing	and	we	both	get	stuff	done.	Knowing	the	difference	
for	me,	and	seeing	that	from	him	and	being	able	to	look	at	him	and	say,	I	will	do	80	things	
all	day,	you	will	do	one	thing	perfectly,	and	I	need	to	give	you	the	space	to	do	that.	It's	like	
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the	light	turned	on	for	him,	and	we've	kind	of	based	our	whole	working	relationship	
around	that.		

	 So	I	love	doing	stuff	like	that,	and	being	able	to	relate	to	people	in	that	I'm	really	enjoying	
the	Relator	piece.		You	can	also	use	this	as	a	template	to	really	figure	out	how	do	you	
put	people	in	the	right	spot.	People	will	feel	loved,	when	you	lean	into	their	strengths,	
and	that's	been	the	biggest	thing	for	me	is	figuring	that	out.		

David:	It's	interesting,	so	Brian	asked	me	that	question	last	night,	and	it	just	completely	blew	
my	mind.	When	he	asked	me,	“Which	strength	do	you	actually	lead	out	of?”	Before	last	
night,	I	probably	would	have	said	Strategic	Thinking,	because	my	top	two	strengths	are	
Learner	and	Input.	And	as	I	started	to	look	at	the	four	domains,	a	little	bit	more	and	where	
my	strengths	are,	if	you	go	a	little	bit	above	the	top	five,	and	you	go	to	the	top	10,	I	actually	
realized	that	I	lead	out	of	Relationship	Building.		

	 It	blew	my	mind,	but	I	just	stepped	back	and	thought	about	how	I've	set	up	my	business	
and	how	I	set	up	my	processes.	I'll	give	you	an	example.	Whenever	I	hand	off	my	client	to	
somebody	on	my	team,	the	way	that	I	think	through	that	whole	process	is	I	think	about	
who	my	client	is,	and	part	of	the	reason	is	I	learned	that	that	millennials	like	to	be	
connected	to	what	they're	working	on,	right.	They	don't	want	to	just	do	a	task	or	just	do	
this	thing,	they	actually	want	to	know	what	it's	connected	to	and	know	that	they're	doing	
something	that	has	a	greater	purpose	than	just	the	task	itself.		

	 I've	been	thinking	about	that,	so	when	I	hand	off	my	clients	to	somebody	from	my	team,	
you	can	go	to	my	[?]	and	you	can	see	I	have	it	all	listed	out.	I	have	a	template	for	it,	and	it	
just	starts	with	who	my	client	is	-	I	tell	a	little	bit	about	my	client.		

	 So	it's	a	little	bit	Strategic	thinking	here	because	I	have	to	Learn	and	take	that	Input	stuff,	
but	then	it's	all	framed	by	the	Relationship,	like	here's	my	client,	here's	who	they	are,	
here's	their	Facebook,	here's	their	website.	Go	check	out	my	client	because	I	want	you	to	
know	that	you're	not	just	doing	a	bookkeeping	task,	you're	actually	doing	something	for	
somebody,	and	it	makes	a	difference	in	their	lives.		

	 So	you	can	see	who	the	client	is,	what	our	deliverables	are	for	them,	and	then	you	know	
how	we	work	with	that	client	then;	breaking	down	even	farther	into	the	nuances.	It	just	
made	me	realize	that	I	really	lead	out	of	the	Relationship	piece,	more	so	than	the	Strategic	
Thinking,	even	though	that	they're	paired	a	little	bit.		

--	13:40	

Brian:	One	of	the	things	that	we	deal	with	in	the	whole	strengths	is	we	got	to	talk	about	
weaknesses.	So	what	Gallup	says	is,	“We	grow	our	strengths,	and	you	aggressively	manage	
your	weaknesses.”	This	is	an	important	question:	“How	can	you	use	your	strengths	
to	manage	your	weaknesses,	how	do	you	do	that?”		

Lauren:	I	have	zero	Influencing.	Woo	is	the	last	thing	on	the	list.	I	hate	networking.	I	hate	
sales.	I	am	a	Thinker,	obviously.	So	after	two	and	a	half	years	of	doing	this,	I	still	get	very	
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nervous	before	a	discovery	call,	and	our	monthly	review	call.	I	prepare	for	those	because	
that's	what	makes	me	feel	better.	But	what	I've	learned	is,	if	I	change	my	mindset	to	how	
can	I	help	them	and	be	a	Strategic	Thinker,	and	discover	what	their	problems	are	in	the	
same	point,	then	that	nervousness	kind	of	goes	away	a	little	bit.	Then	I	just	turn	into	how	
can	I	help	them?	What's	the	worst	thing	that	can	happen?	If	they	say	‘no,’	oh	well.	But	
that's	a	big	one	for	me,	and	I	know	there	are	others	out	here	like	that	might	get	really	
nervous	about	that.	

Brian:	That's	really	important	to	catch:	How	can	I	help	them?	The	Discovery	Call	it’s	not	cold	
selling	or	cold	calling,	it's	how	can	I	help	you?	That	just	changes	things	and	that's	amazing	
because	what	you're	doing	there	is	you're	using	a	strength	in	order	to	do	something	so	
that	it	can	actually	be	something	that	you	can	get,	maybe	not	excited	about,	but	we'll	get	
there.	

Lauren:	And	I	love	puzzles.	So	figuring	out	what's	going	on	with	their	books	is	a	puzzle	that	I	
can	solve.		

--	15:38	

Brian:	So	anyone	else?	How	can	you	use	a	strength	to	kind	of	address	
weaknesses?	

Kirstin:	If	you	look	further	down	the	list,	my	first	Executing	strength	doesn't	start	till	number	
16.	So	it's	like	halfway	down	the	list,	and,	I	mean	we're	talking	about	things	like	to	get	stuff	
done.	But	my	top	ones	are	full	of	Strategic	Thinking	and	Relationship	Building.	And	my	
number	one	is	Input,	like	that	filing	cabinet.	You	ask	me	something	that	I	happened	to	
know	just	a	little	bit	about	and	I	can	pull	it	totally	out	of	my	head.		

	 I	might	sound	like	I	know	what	I'm	talking	about,	but	I	may	or	may	not	actually,	but	I	can	
fake	it	really	well.	Anyway,	so	I	use	my	Strategic	Thinking	and	that	Input	when	I	need	to	
get	stuff	done.	Because	I	know	something	about	that,	I'm	able	to	pull	it	out	and	work	on	it.	

	 I	also	really	think	about	Relationship	Building,	kind	of	like	what	Lauren	was	talking	about.	
I	use	my	strengths	to	reframe	my	thinking	about	the	things	that	are	Non-Patterns.	Because	
I	do	struggle	with	getting	things	done,	because	I	have	different	issues.	But	then	I	think	
about	my	Connectedness	and	my	Individualization;	I'm	really	high	on	those	things.		

	 I	really	work	hard	on	the	tasks	that	I	need	to	do	to	get	things	done	for	that	client,	in	order	
to	have	a	better	relationship	with	that	client,	and	in	order	to	really	individualize	my	
services.	It	can	come	back	and	bite	me	sometimes	too,	but	I	really	work	hard	to	overcome	
and	push	through.	Rather	than	just	saying,	“Okay,	I	need	to	be	more	disciplined.	I	need	to	
be	more	focused.”	I've	reframed	it	in	my	mind,	as	I	want	to	work	on	my	relationship	with	
this	client.	I	want	to	work	on	being	connected	to	this	client,	and	in	order	to	do	so	I	have	to	
do	a	good	job	for	them.		
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David:	If	I	could	just	piggyback	off	that.	So	Discipline	is	one	of	my	last	ones	and	what	I'm	
realizing,	in	the	midst	of	other	things,	that	I'm	not	great	at	having	discipline.	I	want	to	do	
the	things	that	I	like	to	do	and	so	I	gravitate	towards	those	things	a	lot	and	it's	really	hard	
for	me	to	stay	on	track.	So	I've	got	systems	to	keep	me	doing	the	priority	things.		

	 Other	than	that,	one	of	the	things	that	I'm	doing	now	with	my	team	is	I'm	trying	to	figure	
out	what	are	the	things	that	I	don't	do	well	or	I	just	don't	like	to	do.	It	kind	of	comes	back	
to	that	task	audit.	What	are	the	things	I	do	well,	and	that	I'm	more	likely	to	do.	Then	
finding	people	on	my	team	because	of	the	relationship-building	piece,	I'm	always	trying	to	
find	out	like,	“Okay,	here's	my	team	member.	What	are	they	really	good	at	and	what	can	I	
get	them	to	do	so	that	they	can	just	take	this	thing	and	run	with	it,	and	do	a	better	job	than	
I	am,	and	it's	actually	going	to	get	done.”	So	that's	how	I	manage	some	of	that	as	well.	

Jo:	So	for	me	I	have	zero	Influencing.	I’m	mostly	Relationship	and	Strategic	with	a	little	bit	of	
Executing.	A	couple	of	my	clients	are	nonprofits,	so	they	have	boards,	and	I	was	finding	I	
was	butting	heads	with	a	lot	board	members.	When	I	took	this	and	I	started	studying	my	
strengths	and	non-patterns.	Then	I	started	studying	the	board	members,	and	I	started	
realizing	what	their	strengths	were	and	what	their	non-patterns	were,	and	I	learned	how	
to	step	back	and	figure	out	what	they	were	so	that	I	work	better	with	them.	

Ben:	Yeah,	let's	talk	about	being	on	a	stage	full	of	people.	Does	anybody	want	to	do	that,	
because	every	single	one	of	you	have	a	really	interesting	story	to	tell	and	you	should	all	try	
to	be	speakers	at	BKX	next	year.		

	 For	some	reason,	basically	being	up	here	is	terrifying,	right.	I	don't	have	an	Influencing	
bone	in	my	body.	I	gave	an	hour-long	talk	yesterday	about	communication	that's	near	the	
bottom	of	my	strengths.		

	 When	you're	managing	weaknesses,	you	absolutely	have	to	reframe.	We're	talking	about,	
“Hey,	how	can	I	help	you?”	I	guarantee	you	when	I	come	up	here	to	do	something	and	try	
to	be	energetic	or	whatever,	its	strategy	-	I'm	playing	chess	all	the	time.	It	is,	what	do	I	
need	to	be	doing	right	now?	What	is	the	best	speaking	thing,	and	how	can	I	get	that	
nonsense	done?	How	can	I	check	that	box?		

	 And	so	for	me,	it's	a	situation	where	I'm	going	to	be	nervous	or	uncomfortable.	I'm	trying	
to	be	as	smart	about	it	as	possible,	and	learn	for	myself	every	time	on	how	we	get	that	
done.	That's	why	I	talked	about	it	the	other	day.	I	put	a	lot	of	videos	of	this	happy	mug,	
talking	about	something	that's	boring.	And	just	that	repetition,	knowing	what	that	video	
should	look	like;	trying	to	be	smart	about	it;	make	it	a	little	better;	make	it	a	little	more	
concise;	doing	it	2,000	times	until	I've	figured	out	this	on-camera	personality.		

	 I	can	guarantee	you	I'm	absolutely	an	introvert,	but	all	of	that	work	and	Executing	and	
Strategy	is	how	you	can	begin	to	do	something	like	this,	even	if	you	feel	like	that's	not	what	
you're	gifted	at.	There's	no	strength	that	says	I	can	speak	from	a	stage.	Right.	There's	no	
strength	that	says	I'm	funny,	right.	None	of	that	is	on	the	board.	You	can	absolutely	use	
some	of	those	things	to	do	whatever	you	want.		
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--	22:00	

Brian:	How	many	of	you	resonated	with	that:	I	don’t	have	an	Influencing	bone	in	my	body?	
And	yet,	Ben	is	very	influencing	in	so	many	ways.	So	how	do	you	use	the	strengths	that	you	
have	to	influence.	You	can	frame	it.	[Ben]	You’ve	got	a	lot	of	good	things	going,	and	you’re	
influencing,	maybe	not	out	of	those	Influencing	things.			

	 There’s	a	couple	of	things	that	can	happen	with	weaknesses,	and	one	of	them	is	called	an	
Over-extension.	A	lot	of	times	a	weakness	actually	isn’t	a	weakness.	It’s	a	strength	that’s	
over	extended,	or	there’s	a	blind	spot.		Because	some	strengths	can	have	some	blind	spots	
that	are	with	those,	and	it	causes	you	not	to	see	certain	things	and	not	know	when	to	turn	
it	off.		

	 As	you’re	thinking	through	the	weaknesses	–	when	is	it	actually	not	a	
weakness,	when	is	it	a	strength	that	is	over	extended?		

	 Would	anyone	be	willing	to	share	a	little	bit	about	that?	

Alyssa:	The	last	thing	I	wrote	on	my	hand	is	Developer.	For	me	it’s	weird	because	it’s	the	last	
thing	on	my	list,	but	yet	I	am	so	big	about	my	team	just	embodying	who	they	really	are;	
allowing	them	to	just	cultivate	what	they	want	and	like	what	they're	here	for.	And	I	find	
that	really	interesting	that	that's	my	last	one,	and	I	feel	like	I	do	that	really	well.	So	it's	like,	
because	it’s	on	the	last	the	bottom	I'm	like	that's	last.		

Jo:	I	don't	know	if	this	answers	the	question,	but	I've	talked	to	quite	a	few	of	you	and	one	of	
mine	is	Responsibility,	right.	If	Ben	Robinson	says,	“Okay,	you	guys	need	to	present	your	
financials	to	your	clients	every	month;	like	you	need	to	be	in	front	of	them	and	you	just	do	
that,”	then	we	work	ourselves	to	death	to	try	to	do	that.		

	 And	some	of	our	clients	keep	telling	us,	“Just	send	them	to	me.	I'll	look	at	them.	I'll	ask	any	
questions.”		

	 And	we	keep	trying	to	follow	Ben's	thing	of	-	Get	in	front	of	them,	get	in	front,	get	in	front	
of	them.	At	some	point	we	have	to	step	back	and	listen	to	the	client	and	say,	“This	is	what	
they're	looking	for.	Send	them	that	email,	shoot	the	staff,	and	then	lay	back	and	just	
contact	them	periodically,”	like	Ben	Day	talked	about	with	communication	with,	“Hey,	
everything	okay?”	But	sometimes	we	have	to	step	back	and	listen	to	our	clients	or	listening	
to	our	team	members.	

David:	Because	my	top	strengths	are	Learner	and	Input	and	I	consume	a	lot	of	information,	
with	a	lot	of	input	that	can	get	a	lot	of	output.	So	if	you	ask	me	a	question	about	something	
-	I	think	somebody	said	-	if	you	asked	me	a	question	about	something	that	I	know	about	or	
I’ve	studied,	and	even	though	I'm	not	an	expert,	I	may	sound	like	I'm	one	and	I	really	have	
no	idea	what	I'm	talking	about,	but	I	heard	some	things.	On	one	hand,	it	may	be	hard	for	
you	to	get	away	from	me,	because	I'm	going	to	keep	talking	because	you	seem	interested.		
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	 The	other	side	of	that	is	I	end	up	trying	to	help	people	or	do	things	that	I	think	are	helpful,	
or	share	something	that's	helpful,	and	they	just	don't	really	want	to	be	helped.	It	
oftentimes	creates	tension	with	people	because	they	don't	really	want	to	be	helped,	and	
I'm	overstepping	my	bounds.	So	I've	had	to	kind	of	step	back	and	just	counter	that	a	little	
bit	and	just	recognize	that	in	myself	and	just	realize	when	someone's	trying	to	get	away	
from	me,	it's	probably	time	to	stop	talking.	

Brian:	So	Ben	Day	asked	me	a	question	the	other	day.	Input,	Learner	and	Intellection	are	my	
top	three	-	big	mistake.	My	wife	asked	me	later,	“Hey,	what	was	that	all	about?”	and	I	said,	
“I	talked	waaay	too	much.”	That's	not	what	coaches	are	supposed	to	do.		

Jo:	Somebody's	smart	up	here	on	the	stage;	we	need	to	learn	to	ask	the	question:	“Do	you	
want	help?	What	are	you	seeking?	What’s	your	end	goal?”	Like	when	we	start	throwing	up	
too	much	information	on	people.		

Brian:	That's	a	great	trigger	for	those	of	us	that	do	this,	ask:		

• How	much	help	would	you	like	right	now?	
• What	would	serve	you	the	best	at	this	time?”	
• By	the	end	of	our	conversation,	what	would	you	like	to	walk	away	with?		

	 Questions	like	that	can	help	you	as	you're	serving	your	customers	just	to	kind	of	think	
about	that	a	little	bit	more.	Yeah.	

Kirstin:	So,	my	two	three	and	four	are	Communication,	Woo	and	Positivity,	and	when	you	
combine	all	three	of	those	that	can	be	a	little	extra,	at	times.	And	I	totally	know	that	and	I	
know	that	I	can	be	a	bit	much	for	people.	I	think	just	being	aware	of	that	has	helped	me	
too,	because	I	don't	want	to	be	too	much	and	be	overwhelming	and	strong.	Just	having	that	
knowledge,	and	especially	seeing	them	as	number	two,	three	and	four	together.	They	can	
be	a	strength	but	also	an	over-extension;	they’re	just	a	bit	much.		

Alyssa:	It's	a	problem	that	I	for	sure	have	when	people	ask	me	questions,	especially	being	
here	about	systems	or	processes.	I'm	so	excited	to	answer	the	question	that	I	literally	will	
just	give	all	the	information.	I'm	like,	just	listen	to	me,	I	talk	really	fast,	like	you	just	have	to	
be	prepared.	It's	a	weakness	so	maybe	approaching	it	as,	“How	much	do	you	really	want	to	
understand?	Because	if	it’s	all,	I’’	show	you	everything	right	now	for	five	hours.”	It’s	going	
to	be	bad,	like	me	at	lunch	earlier	to	everyone	who	was	at	my	lunch	-	I	was	just	spewing	all	
things.	

28:30	

Lauren:	Responsibility	is	my	number	one,	and	some	of	us	at	lunch	we're	talking	about	this,	
where	we	will	say	‘yes’	to	everything	because	he	will	do	it	for	you.	So,	what	tends	to	
happen	is	I	get	overwhelmed	and	I	shut	down	and	don't	do	anything,	right.	So	you	have	to	
recognize	that	to	say	‘no.’	It's	okay.	Not	everybody	is	your	ideal	client,	right.		
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Brian:	So	that's	that,	“What	are	you	asking	me	to	do?”	And	then	if	you	don't	have	the	
capacity	to	do	that,	ask,	“How	much	can	I	say	‘yes’	to?	Let's	talk	about	that.”	It	changes	
the	question.		

	 You	can	cut	your	calls	when	customers	are	asking	you	about	things,	once	you	get	to	know	
your	strengths,	lean	into	those	strengths,	and	learn	how	to	ask	questions	that	will	help	
your	customer	really	narrow	down	the	conversation	and	get	to	the	point	to	where	you	can	
really	serve	them	and	give	them	what	they	need.	

Lauren:	The	other	thing	I	was	thinking,	too;	I’m	an	Analyst	and	I	sometimes	catch	myself	
expecting	that	others	have	thought	about	things	as	long	as	I	have.	So	remember	that	
because	it’s	important	to	you,	it	may	not	be	important	to	them.	

	 Somebody	was	talking	about	dealing	with	customers,	and	recognizing	that	some	don’t	
want	the	hour-long	conversation.	They	want	the	2-minute	Loom	video	and	they’re	good,	so	
maybe	you	offer	that.	I’ve	got	a	customer	that’s	fairly	busy,	and	we	chat	for	a	minute,	and	
she’s	already	looked	at	the	financials.	Recognize	that	your	customers	may	be	very	different	
from	you.		

--	30:15	

Brian:	Any	last	things	you	want	to	share	–	jut	encouragement	or	highlights	that	you’ve	taken	
away	from	Clifton	StrengthsFinder?	

Angee:	Yeah,	definitely.	So	when	I	first	took	the	Strengths	test,	in	the	top	five	are	Relator,	
Woo	and	Empathy.	So	I	will	talk	to	you	all	day	long.	I'll	get	on	your	level	and	like	I	know	
what	you	mean.	I	love	that,	I’m	like,	“Tell	me	your	why.”		Oh,	I	love	that.			

	 When	I	took	these	though,	they	were	trigger	words	for	me:	Woo,	Relator	and	Empathy.		
You	know	what	I	mean,	like	what	about	you,	be	your	own	person,	be	authentic,	you're	
wish-washy.	These	things	were	trigger	words	for	me.	And	so	when	I	took	this	test	I	was	
like,	“Screw	this,	I'm	done	-	out.”		

	 But	then	I	read	the	descriptions,	and	it	changed	me.	It	gave	me	permission	to	lean	into	
myself,	and	it	was	powerful.	I	seriously,	highly	recommend	it.		It	blew	my	mind.	I	know	
exactly	what	kind	of	leader	I'm	going	to	be	in	my	organization.	I	know	exactly	who	I	need	
to	hire,	which	I'm	starting	to	do	that.	I	know	a	lot	of	us	are	getting	to	this	point	we're	
following	up,	we're	getting	excited,	we're	like,	we	need	help.	I	know	who	I	need	to	hire	
now.		

	 We	need	your	strength.	In	grade	school,	you	hear	these	people	making	fun	of	your	
strengths,	because	they	don't	have	the	same	strengths.	They	don't	recognize	that	because	
that's	not	in	there,	that's	the	flow	around	their	non-patterns.	And	so	they	don't	recognize	
that,	and	that	is	totally	okay,	because	they're	going	to	go	do	something.	I'll	probably	go	buy	
their	app.	You	know,	everybody	has	their	place	and	their	strength.	And	you	have	yours.	
Know	yours	and	give	yourself	that	permission.	So	these	were	trigger	words	to	me.	You	
know	what	I	mean,	you're	too	much	this	or	too	much	that.		
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Brian:	So	these	are	trigger	words,	and	some	of	you	actually	may	feel	that	way	about	some	of	
these	strengths.	And	so	taking	the	Clifton	Strengths	will	help,	and	then	go	read	the	Gallup	
definition	-	that's	really	important	to	read	the	Gallup	definition.	Now	here's	the	thing,	if	it	
doesn't	change	your	mind,	it's	your	assessment;	it's	a	self-assessment,	cross	it	off.	Change	
it.	

	 We	always	work	on	a	true/false	edit	model	when	it	comes	to	assessments.	Since	it's	a	self-
assessment.	Kirstin	during	the	strengths	alignment	process	that	we	went	through,	she	
said,	“Well,	I	think	that	one’s	higher.”		

	 I	told	her,	“I	move	it,	move	it	up	one.	Play	with	it	for	a	little	while.	If	you	don't	feel	like	it	
was	right,	move	it	down.	And	so	lean	into	it,	and	if	you	find	out	after	six	weeks	that,	“No,	
that	isn't	energizing	me,”	then	it's	not	a	strength.	If	it	is	energizing	you	then	it	is.	And	so,	
the	assessments	are	tools	for	you.	So,	any	one	else	last	off.	

33:50	

Kirstin:	Brian	told	me	about	the	person	who	is	the	Command	person	who	literally	cried	when	
he	found	out	that	being	a	Command	person	was	okay.	Piggy	backing	on	what	we	were	
talking	about;	yeah,	with	literally	five	out	of	my	top	10	are	Relationship	Building,	and	so	
I'm	really,	really	into	that.	And	that	involves	a	lot	of	talking,	and	really	wanting	to	interact,	
and	things	like	that.		

	 For	a	very	long	time	I	had	been	calibrated	for	that	-	to	put	it	politely.	And,	and	so	I	thought	
that	was	a	bad	thing.	I	had	convinced	myself	that,	that	was	a	bad	thing.	When	I	found	out	
about	the	Influencing,	and	oh	my	gosh,	Woo!	Y'all	need	to	look	up	the	Woo.		

	 I	was	looked	down	upon	for	that	and	so	I	would	try	to	hide	it.	I	actually	had	a	really	good	
friend	that	met	me	a	long	time	ago,	and	she's	one	of	my	best	friends	now,	and	she	admitted	
to	me	that	when	she	first	met	me,	she	said,	“Well,	no	I	don't	want	to	be	like	that,	because	I	
was	so	neat	and	quiet.”	I	was	so	meek	and	quiet	because	I	had	shut	that	part	of	me	down,	
and	I	was	convinced	that	it	was	a	bad	thing.		

	 Now	that	I've	taken	this	strength	alignment	and	I	realized	that	it's	not	a	bad	thing,	and	I	
can	be	over	the	top,	I	get	it.	But	as	long	as	I	am	aware	of	it,	and	I	kind	of	control	it,	it's	not	a	
bad	thing.	It's	okay	to	be	like	that,	and	I	can	use	it	in	my	life.	So	I	felt	so	much	like	that	guy	
that	found	out	that	it	was	okay	to	have	Command	as	a	strength.	That	was	just	
transformative	for	me.	

David:	Something	that	I	struggles	with	that	I	just	wanted	to	share	because	I	know	that	it's	
super	easy	to	look	around	this	room,	and	there's	some	people	in	this	room	that	have	done	
an	incredible	job	building	their	business	and	growing	their	business.	One	of	the	struggles	
I’ve	had	early	on,	just	being	part	of	the	bookkeeper	elite	group,	is	looking	to	see	where	
other	people	are	in	their	business,	and	you	just	kind	of	think	like,	“Wow,	I'm	not	getting	
there	as	fast	as	I	think	that	I	should	or	I'm	not	where	they're	at.”		
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	 What	you	don't	realize,	first	of	all,	they	may	have	been	in	this	a	few	more	years	longer	than	
you	have.	But	what	this	is	allowing	me	to	do	is	not	just	give	me	permission	to	be	who	I	am,	
but	it	also	kind	of	gave	me	some	grace.	What	I	mean	by	that	is,	you	know	when	you	take	a	
look	at	the	process	that	I	created	for	my	clients	and	somebody	from	my	team,	it	takes	me	a	
really	long	time	to	do	that.	And	so	I	haven't	really	been	able	to	pass	the	client	off	to	
somebody	from	my	team,	because	of	my	Strategic	Thinking.	I	spent	a	lot	of	time	thinking	
through	that	relationship	and	that	connection	from	my	client	to	my	team,	and	making	that	
happen.		

	 So	again,	it's	just	allowed	me	to	give	myself	some	grace	in	those	areas	and	realize	it	
may	take	me	a	little	longer	to	get	there,	but	I'm	probably	going	to	think	through	it	a	
little	bit	more	and	hopefully	not	have	as	many	troubles	and	issues	pop	up	that	other	
people	may	have.	Yeah,	so	grace	for	ourselves.		

Brian:	What	a	great	takeaway	-	having	grace	for	ourselves.	Knowing	your	strengths	actually	
helps	you	to	do.	It	helps	you	to	say,	“It's	okay.	I've	got	this.”	

Alyssa:	I	highly	suggest	that	you	don't	just	do	this	for	yourself,	but	(if	you	have	a	team)	
you	encourage	your	team	to	also	take	action	and	do	something	like	this.	For	us,	one	
of	the	first	things	our	team	does	when	they	get	onboarded	is	to	take	the	StrengthsFinder.	
We	analyze	it,	we	hop	on	a	call,	and	say,	“How	can	we	work	better	together.	To	
complement	each	other's	non-patterns,”	making	sure	that	we	can	strategically	walk	
through	how	we	can	support	each	other	and	make	sure	that	we're	each	in	the	right	seat	to	
ensure	that	the	work	is	actually	being	done.		

	 It	sets	the	tone	almost	for	your	onboarding	process,	because	everyone's	like,	“Oh,	I	didn't	
realize	that	this	is	like	something	I'm	really	good	at,”	and	it	helps	them	to	identify	that,	and	
it's	such	a	quick	win	in	a	way	that	they	already	have	so	much	energy	towards	working	with	
you.	So	I	highly	suggest	covering	the	cost	to	have	your	team	take	the	assessment.			

38:46	

Brian:	And	one	thing	if	you	don't	have	a	team,	do	this	in	your	networking	group.	After	you	
have	an	opportunity	to	look	at	your	top	five,	or	with	your	top	10	with	your	team,	be	very	
careful	during	that	process	to	affirm	each	other.		

When	we	do	a	team	alignment,	that's	how	we	end	our	session	is	with	affirmations;	
going	around	and	now	we	know	each	individual’s	signature	strengths,	and	we	affirm	
the	other	people.	You	would	not	believe,	in	business	settings,	the	tears	that	come	because	
people	get	so	little	affirmation.	People	actually	say	this,	“I	didn't	know	this	about	you,	but	
it’s	what	I	appreciate	most	about	you,	and	it's	changed	my	life.”	Unbelievable	just	what	
that	does.	So	do	it	as	a	team,	and	then	affirm	each	other.	

Jo:	It	can	also	help	in	marriages	and	relationships	with	your	kids.	It's	fun	to	it	do	that	way.	
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Brian:	Yeah,	there’s	a	whole	group	out	there	that	are	marriage	coaches	that	are	using	this	
right	here,	and	it	transforms	marriages.	This	is	the	kind	of	stuff	that	helps	my	wife	know	
me	better.	She’s	an	angel	to	have	to	deal	with	me.		

Lauren:	I	was	reading	these	to	my	husband	last	night,	which	the	night	before,	after	that	
conversation	we	had	that	was	two-and-a-half	hours	long,	I	forgot	that	I	live	in	Florida,	so	
it's	three	hours	time	difference.	I	literally	called	my	husband	at	night,	and	he	did	not	say	a	
word,	he	just	let	me	ramble	on	because	I	was	so	energized	by	having	an	intellectual	
conversation.	At	the	end	he's	like,	“Well,	you	know	I	gotta	go	to	bed	honey.	It's	one	
o'clock,”	and	I'm	like,	“Oh	my	gosh.”	

	 Definitely	he	was	like,	“Oh	definitely,	that	is	so	you.”	I	think	it	would	be	very	useful.		

Brian:	Hey,	just	talking	with	this	team	up	here	on	Zoom,	it's	interesting	after	seeing	their	
assessments,	and	I	put	them	into	that	software	and	I	could	kind	of	see	just	the	power	that’s	
up	here.	But	it's	interesting	once	I	started	to	get	to	know	you,	to	see	that	beauty	inside	
coming	out.	And	to	see	even	there	with	beauty	how	much	you	bless	your	customers	by	
bringing	the	best	of	who	you	are	to	the	pressing	needs	of	the	world.	And	that's	a	beautiful	
thing.	Thank	you.	It's	been	so	fun	to	get	to	know	you.	I	know	we	have	extra	time	but	we	
don't	need	to	keep	going.	Ben,	you	get	to	be	the	last	guy.	

--	41:35	

Ben:	I’ll	close	this	out.	Listen,	you	all	have	homework.	That’s	what	this	is.	Ben	did	a	great	job	
about	how	do	you	Level	Up,	and	how	does	this	play	in.	Right	now	it	sounds	like	we’re	
complimenting	each	other,	and	you’re	right.	We’re	saying	good	things	about	us.		

	 The	trend	line	for	every	single	person	up	here	is	they	took	the	StrengthsFinder	
assessment	and	there	was	something	on	there	that	empowered	them	in	a	major	way	
–	it	changed	their	attitude	about	themselves.		

	 So	if	you’ve	got	Wants	and	Needs	in	your	Sales,	Operations	and	Finances	right	now…	cool.	
And	you	need	to	address	those.		When	I’m	doing	that	chart	that	Ben	had	us	do,	I	was	
wondering,	“What	do	I	put	in	the	Attitudes	section?	How	do	I	begin	to	address	my	‘Why’	in	
a	meaningful	way,	other	than	Live,	Laugh,	Love	and	My	Bad.”	I	mean,	what	are	we	doing?	

	 The	next	time	you	signup	a	client,	carve	out	the	50	bucks	and	start	this.	That	is	an	action	
item	you	can	do	that	will	fundamentally	change	your	attitude	about	yourself	and	about	
your	people.	And	it	will	absolutely	help	you	Level	Up	in	that	place	in	your	business.		

Brian:	Absolutely.	How	can	we	bring	the	best	of	you	to	the	pressing	needs	of	the	world?	The	
other	thing,	find	something	that	will	inspire	you	and	look	forward	to	you	every	day,	when	
it	comes	to	the	best	of	you.	I	have	a	picture	in	my	office.	It's	actually	a	picture	that	my	wife	
gave	me.	And	it's	of	a	bush	on	the	top	of	the	hill.	The	only	thing	growing	on	the	top	of	that	
hill,	literally	nothing	else	going	on	the	top	of	that	hill,	and	it's	leaning	into	the	wind	and	I	
live	in	one	of	the	windiest	places	in	Montana.		
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	 We	were	driving	by	after	one	of	our	dates,	we	drive	on	our	dates	and	we	drive	30	miles	to	
a	bigger	town,	we're	in	a	small	town.	And	one	day	she	starts	laughing,	and	she	says,	“That's	
you.”		

	 And	I	thought,	“Great,	bald,	standing	up	in	the	middle	there,	tall.”		

	 “Oh,	no,”	she	said,	“that	you.	You're	always	trying	to	pull	a	mountain.”	I'd	never	seen	that	
before.	

	 She	talked	to	a	friend	of	ours	who	took	a	picture	of	it	and	put	a	little	verse	at	the	bottom.	
And	I	look	at	that	thing	every	day.	It's	something	that	seems	like	that	um,	I'm	just	in	the	
wind,	getting	blown	away.		

	 Find	something	that	will	encourage	you	and	motivate	you,	because	it's	not	easy	out	there.	
It's	not	easy	out	there.	You're	all	awesome.	Go	develop	your	hidden	beauty.		

	

Click	Here	to	Return	to	Index	
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3.6	–	Using	LinkedIn	to	Get	High	
Paying	Clients	

Chad	Nicely	

Summary:	LinkedIn	is	better	than	Facebook	for	finding	
leads	for	bookkeeping	professionals.	Chad	shares	a	simple	
process	he	developed	to	increase	the	typical	response	rate	
from	3%	using	spam-style	messaging	to	30%	using	his	
personalized	video	messaging	technique.		

The	3	steps	to	get	started	are:	1)	Build	your	Social	Selling	
Index	(SSI)	score;	2)	Send	your	28-second	intro	video;	3)	Respond	to	the	prospect	by	getting	them	
on	the	phone.		

To	increase	your	SSI	score	you	should	have	a	professional	photo	and	million-dollar	branding,	a	
great	header,	create	your	Profile	Hook	–	which	follows	everything	you’re	doing	on	LinkedIn,	and	
improve	the	About	Me,	Skills	&	Endorsements,	and	Recommendations	sections.		
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1:28	

I've	been	asked	to	come	here	and	teach	you	all	how	to	rock	out	on	LinkedIn,	and	more	
specifically,	how	to	find	clients	on	LinkedIn.	So	first	of	all	you	have	to	know	that	yes,	that	
actually	is	my	real	last	name	-	Nicely.	I’ve	got	two	daughters	to	prove	it.	They're	both	in	the	
business	as	well.		

I	appreciate	what	Ben	just	said	because	he's	right,	there	is	a	lot	of	ways	to	skin	a	cat	and	there	
are	a	lot	of	things	that	you	can	do	with	LinkedIn.	I	have	a	feeling	the	method	that	I'm	going	to	
show	you	today	is	probably	one	that	you	haven't	stumbled	upon,	and	it's	something	that	is	
producing	enormous	results	for	us	in	our	business.	It's	a	very	simple	process.	Nothing	real	
complicated.	I'm	going	to	break	it	down	into	three	simple	steps.		

First	of	all,	let	me	tell	you	a	little	bit	about	who	I	am.	Yes,	my	name	really	is	Chad	Nicely.	I've	
been	an	entrepreneur	for	23	years;	something	like	1998	I	started	when	I	was	in	my	20s.	Today	
I'm	45	years	old	and	I	don't	look	it,	but	that's	the	truth.	I've	owned	restaurants,	coffee	shops,	
and	gift	shops.	I	did	all	of	that	in	Wyoming.		

But	now	I'm	here	as	a	local	resident,	about	a	mile	away.	And	yes,	the	infamous	Perry	Belcher	is	
my	partner.	I	couldn’t	be	more	thrilled.	It’s	always	an	adventure	with	that	guy,	but	I'm	sure	
you	guys	already	know	that.	In	addition,	I	run	masterminds	and	events	here	in	Las	Vegas.		

I'm	the	owner	of	a	very	successful	software	company	and	now	Perry	and	I	are	partners	in	that	
as	well.	I'm	a	lead	generation	and	conversion	specialist,	and	I’ll	let	you	know	a	little	secret.	My	
specialty	is	actually	Facebook.	I	love	Facebook	and	they	came	to	me	they	said,	“Hey,	can	you	
teach	us	all	how	to	rock	out	with	Facebook?”		

I	said,	“Yeah,	but	you're	all	trying	to	get	bookkeeping	clients	so	Facebook's	not	the	platform	
for	them.	Instead,	the	platform	is	LinkedIn.”	So	that's	what	we're	going	to	do	here.	I've	
coached	1,000s	of	students	all	around	the	world,	but	most	importantly,	I	am	the	proud	dad	of	
two	little	girls.	My	little	12-year-old	wants	to	be	a	motivational	speaker	herself.		

3:55	

Two	Types	of	Profiles	on	LinkedIn	

You	need	to	know	this	before	you	optimize	

It’s	important	to	identify	which	of	these	models	you	are	after:	
1st	Type:	Authority	
2nd	Type:	Servicing	

First	of	all	you	have	to	know	about	LinkedIn.	There	are	two	goals:	

Number	one,	we're	going	to	be	an	authority	figure	on	LinkedIn.	We're	going	to	go	position	
our	profile,	and	people	are	going	to	find	us.	We're	going	to	position	it	to	have	our	bio;	we're	
going	to	brag	a	little	bit.	We	going	to	have	a	million-dollar	product	shot.	People	are	going	to	
find	us.	It's	more	like	a	celebrity	post.		
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But	more	importantly,	what	you	all	want	to	do	is	you	want	to	position	your	profiles	on	there	
to	go	out	and	be	able	to	find	clients.	Now,	people	are	going	to	find	us,	when	I	show	you	this	
method,	but	more	importantly	you're	going	to	be	in	a	position	where	you	can	go	out	there	and	
you	can	find	the	clients	yourself.	It's	important	right	away	to	go	ahead	and	identify	which	
of	these	two	models,	are	you	going	after.		

Here's	the	reason	why	we	use	LinkedIn	–	and	it	clearly	is	the	premium	social	media	
platform	for	you:	

• Connect	with	real	business	owners.	These	are	the	decision	makers.	These	are	the	
people	with	the	money.		

• They	are	not	OVEREXPOSED	like	everybody	on	Facebook.	If	we	look	at	their	
followings	and	email	list	and	everything	else,	it	is	actually	pretty	moderate	compared	
to	our	prospects	on	Facebook.	

• We	are	able	to	reach	key	prospects	without	paying	for	a	dime.	That’s	something	
we	teach	on	Facebook	as	well,	but	the	prospects	that	we	find	on	here	are	much	higher	
quality.	

• And	it	only	takes	about	15	minutes	a	day.	How	many	of	you	can	contribute	15	
minutes	a	day?	That’s	all	that	this	strategy	is	going	to	take.	

5:55	

Typical	Lead	Generation	Strategy	

First	let's	take	a	look	at	what	everybody	else	is	doing.	And	like	I	said,	I'm	not	here	to	bag	on	
anybody	that	has	taught	you	anything	different.	I'm	just	here	to	tell	you	what	has	worked	for	
us.	

This	has	become	the	standard	prospecting	method	in	the	LinkedIn	Platform	

What	you	see	today…	

• General	Targeting.	We	do	a	search	on	LinkedIn	and	we	connect	with	everybody.	We	
don’t	want	to	do	that.	We	want	to	get	very	specific	with	targeting.	

• Spam	Style	Messaging.		
• No	Personalization.	
• No	Offline	Follow-up	–	its	pretty	much	a	spam-fest	in	your	inbox.	
• Ineffective	Automation.	
• Wasted	Time	with	Spreadsheets	

I've	seen	100	people	in	the	past	month	where	they	have	all	of	these	spreadsheets,	and	they're	
trying	to	keep	track	of	everything	on	a	spreadsheet.	I'm	like,	“What	in	the	world,	is	that	even	
effective?”	I	have	a	picture	of	a	spreadsheet	here	and	I'll	show	you	that	it	clearly	isn't	effective	

The	results	of	those	actions…	
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• You’re	going	to	irritate	your	prospects	–	100%,	without	a	doubt.	
• Breaking	LinkedIn’s	Rules	–	If	you	break	LinkedIn’s	rules,	they’ll	shut	you	down.	

They	have	no	problem	shutting	you	down.	If	Facebook	shuts	you	down,	there’s	ways	to	
get	around	that	–	we	can	open	up	another	account	(ask	me	how	I	know).	On	LinkedIn,	
you’re	screwed,	you’re	out	of	business.	You	don’t	want	that	to	happen.	We	want	to	play	
by	LinkedIn’s	rules.		

• Wasting	your	time	speaking	to	people	that	aren’t	qualified.	I	wasn't	here	for	the	past	
couple	days,	but	I'm	sure	at	some	point	they	talked	about	make	sure	that	your	people	
are	pre-sold	and	pre-qualified	before	you	get	on	the	phone	with	them,	right.	

• You’re	wasting	your	money.	There	are	services	that	you	can	pay	for	and	they're	going	
to	go	and	deploy	these	tactics	right	here	[that	don’t	work].		

Today	I’m	going	to	show	you	how	you’re	not	only	going	to	play	by	their	rules,	you’re	
absolutely	going	to	fall	in	love	with	what	you’re	doing.	How	do	I	know?	Well,	because	they	
reached	out	to	me	and	they	said,	“Hey,	we	want	to	know	more	about	what	you're	doing,	and	
how	you	came	up	with	this	method	and	everything	else.”		

That's	how	groundbreaking	it	really	is.	And	to	be	truthful	with	you,	we	haven't	really	had	a	
chance	to	teach	a	lot	of	people.	We	taught	our	private	VIP	sessions	and	our	mastermind,	but	
hey,	COVID	hit	and	took	us	all	off	the	stage.	So,	what	we're	revealing	to	you,	very	few	people	
know,	right.	

8:35	

The	Typical	Theory:	It’s	just	a	numbers	game.	

How	many	of	you	have	heard	that	before?	The	more	people	you	reach	out	to,	the	more	likely	
that	you're	going	to	get	somebody	to	respond,	right.	Well	I	call	BS	on	that,	because	see	what	
happens	is	most	of	the	time	they're	going	to	DISCONNECT	from	you.	It's	not	going	to	work.		

So	imagine	this,	you	go	open	up	your	LinkedIn	box	and	you	got	any	spam	messages.	Do	you	
feel	like	responding	to	that	person?	No,	and	I	don't	get	it	like	90%	of	people	are	still	playing	
this	game,	and	it	just	doesn't	work.	It's	a	very	poor	way	of	doing	business,	and	in	the	long	run,	
it's	going	to	hurt	your	reputation.		

Now,	I've	seen	this	a	lot	lately	too,	where	what	they'll	do	is	go	hire	a	VA,	but	in	many	cases,	
they're	not	speaking	proper	English,	and	they're	reaching	out	to	your	prospects	with	broken	
English	and	guess	what	happens?	Your	prospects,	don't	want	to	move	forward	with	you.	
You're	not	going	to	have	any	clients	that	way.	So	frankly,	the	traditional	way	that	everybody's	
doing	LinkedIn,	it	doesn't	get	you	results.	

I'm	going	to	show	you	how	to	do	this,	and	you're	not	going	to	need	any	sales	funnels	at	all.	You	
will	with	Facebook,	but	not	LinkedIn.	You	don't	have	to	have	any	webinar	presentations,	you	
don't	have	to	run	any	ads,	no	sales	pages,	and	frankly,	if	you're	trying	to	run	software	on	
LinkedIn.	Stop	it.		

I	don't	care	what	their	sales	page	says,	if	they're	approved	and	they	use	an	API	-	just	don't	buy	
it	because	LinkedIn	will	shut	you	down,	it's	against	their	terms	of	service.	There's	a	couple	of	
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mouth	there	and	frankly	the	method	I'm	about	to	reveal	to	you.	You	don't	have	to	have	that	
software.		

10:55	

The	3	Steps	To	Get	Started!	

These	3	steps	allow	anybody	regardless	of	their	experience	to	get	started!	

Step	1	–	Build	the	SSI	Score.	[Social	Selling	Index	–	out	of	100]		

That’s	your	report	card	on	LinkedIn.	I’m	going	to	tell	you	exactly	how	to	do	that	today.	Now	
it's	important	so	that	we	can	get	more	exposure,	so	you	show	up	in	the	searches.	We	do	that	
with	the	SSI	score.	So,	once	you	get	your	SSI	score	connected.	Well,	guess	what,	now	you're	
able	to	go	out	there	and	make	your	first	set	of	connections,	we'll	talk	about	that	here	in	a	
minute.		

Step	2	–	Send	Your	Intro.		

We're	going	to	send	out	your	intro	in	a	way	that	you	have	never	ever	seen	before.	I	promise	
you,	100%.	And	when	I	tell	you	this,	you're	going	to	be	like,	“I	don't	want	to	do	that.”	But	when	
you	see	the	results	of	this,	you're	absolutely	going	to	want	to	do	this.	It's	only	going	to	take	
about	15	minutes	a	day.	I'm	going	to	give	it	to	you	right	now:	What	we're	going	to	do	is	when	
they	accept	our	connection	requests,	we're	going	to	take	out	our	phone	and	we're	going	to	
shot	a	simple	28-second	video.	

I	want	you	to	think	about	that,	because	everybody	else	is	sending	this	canned	spam	message.	
Here's	the	other	thing	that's	really	cool.	When	I	send	out	a	connection	request,	I	don't	have	
some	message	that	goes	with	it.	I	don't	really	care.	Everybody	that	accepts	my	connection	
request,	I'm	going	to	take	out	my	phone	and	I'm	going	to	send	them	a	short,	little	video.	And	
what	happens	is	that	video	pops	up	on	their	screen,	and	it	grabs	your	attention.		

Now	I	want	you	to	think	about	that.	You	just	accepted	a	connection	request	from	somebody.	
You	go	get	your	coffee,	go	to	the	bathroom,	come	back,	whatever	and	then	all	sudden	on	the	
screen	there's	a	video	there.	Now,	is	that	going	to	get	your	attention?	Of	course	it	is.	Wow.		

And	you	know	what	that	video	doesn't	have	to	be	much.	Just	the	fact	that	there's	a	video	there.	
I	got	clients	that	shoot	the	videos	in	their	bathrobe	and	in	their	pajamas.	Seriously,	I	do.	And	
guess	what?	It	is	just	as	effective,	why	because	we're	doing	something	different	than	
everybody	else.		

Step	3	–	Respond	to	the	Prospect.		

You're	going	to	make	an	appointment	to	get	them	on	the	phone,	and	I'm	sure	that	Perry	
revealed	that	killer	sales	formula	the	other	day;	that	three	question	close.	That	thing	works	
really,	really	well.	So	if	you	take	the	system	that	I'm	revealing	to	you,	and	combine	it	with	
Perry’s	system,	guess	what?	You	knock	it	out	of	the	park.	Now,	by	show	of	hands	how	many	of	
you	are	like,	“You	know	what,	this	is	something	I	can	do	15	minutes	a	day.”	
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Everybody	that	accepts	your	connection	requests,	you're	going	to	shoot	a	simple	little	video.	
I’m	going	to	tell	you	exactly	what	you're	going	to	saying	in	that	video.	And	I'm	going	to	make	it	
simple	for	you.		

14:45	

Your	Social	Selling	Index	Score	

The	official	definition:	SSI	is	a	score	from	LinkedIn	based	on	how	effectively	you	portray	your	
professional	brand,	build	relationships,	find	the	right	people,	and	engage	with	insights.	This	is	
known	as	your	Social	Selling	Index,	or	SSI	for	short.		

Your	SSI	score	can	be	found	at:	https://www.linkedin.com/sales/ssi		

That	link	will	give	you	your	score.	Just	make	sure	that	you're	logged	into	LinkedIn.	If	you	need	
to,	you	can	just	go	into	Google	and	say	what's	my	SSI	score	and	they	will	give	you	the	same	
exact	link.		

Now	if	you've	never	looked	at	it	before,	don't	be	surprised	if	it's	in	like	the	20s	or	30s	or	
something	like	that	and	that's	okay.	What	we	do	is	we	help	our	clients	and	our	students	build	
up	their	SSI	score	in	about	three	days.	In	many	cases	we	can	double	and	we	can	triple	it.		

That's	what	I	teach	my	students	how	to	do	is	to	go	out	there	and	provide	the	services.	When	
you	go	do	the	search,	
you're	going	to	see	
something	like	that,	
that's	what	I	pulled	up	
today.	My	SSI	score	is	
72.	I've	been	able	to	
get	it	to	about	85.	This	
is	your	report	card	
and	LinkedIn	will	tell	
you	exactly	what	you	
need	to	do	to	get	a	
better	score.	It's	
incredible	that	none	of	
you	knew	that.	That	
was	your	pack	your	
bag	moment	right.	The	
SSI	Score	right	there.		

16:15	

6	Points	of	Optimization	

Let's	talk	about	what	do	we’ve	got	to	do	to	increase	our	SSI	score.	We	have	found	that	there	
six	points	of	optimization.	
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These	6	things	will	boost	your	SSI	Score	

1. The	Million	Dollar	Branding	
2. The	Header	
3. The	Profile	Hook	
4. The	About	Me	section	
5. The	Skills	section	
6. The	Recommendations	section	

16:25	

1.	Million	Dollar	Branding	

How	many	of	you	have	a	beautiful,	professional	photo?	If	you	don’t,	I	highly	recommend	that	
you	go	into	Google	and	you	type	in	‘male	power	poses’	or	‘female	power	poses.’	Have	a	good	
idea	of	10-15	poses	so	you	can	go	to	a	photographer	and	say,	“Hey,	this	is	what	I	want.”	Bring	
somebody	with	you	so	that	they	can	go	and	they	can	fix	your	collar	and	they	can	position	your	
watch,	and	I	mean	you’d	be	really	surprised	how	long	you	want	to	spend	on	a	power	pose,	
because	you	can	use	that	forever.	Even	when	you’re	20	years	older,	you	can	still	use	the	same	
photo.	

17:05	

2.	The	Header		

I	recommend	you	go	to	Fiverr.	Once	you	have	your	power	pose,	say,	“Here’s	the	picture	I	want	
to	use.	I’m	here	in	Las	Vegas,	Nevada,	so	I	want	to	play	off	Vegas.”	Then	don’t	restrict	them	too	
much	because	that’s	their	superpowers,	let	them	do	that.	They’re	the	graphic	artists.	

I	sometimes	I	have	students	and	clients,	and	they'll	will	try	to	lock	something	in	on	Fiverr	and	
they'll	be	like,	“Okay,	I	want	the	banner	red	and	I	want	a	blue	outline	and	I	want	to	have	a	
yellow	cloud,”	and	I’m	like,	“You're	not	the	graphic	artist,	and	frankly	that's	not	going	to	look	
very	well.”	Let	them	do	their	job	right	and	give	them	bare,	minimal	information.		

17:50	

3.	Creating	The	Profile	Hook		

How	many	of	you	have	ever	heard	that	term	before?	I	don't	think	anybody	has	because	it's	our	
own	term.	The	profile	hook	is	the	headline	on	LinkedIn.		There’s	no	doubt	in	my	mind	that	
other	people	have	probably	told	you,	“Make	sure	that	the	headline	doesn't	read	like	the	
resume.”	Everybody's	heard	this;	it	is	absolutely	true.	Now,	here's	what	you	may	not	know	the	
headline	will	follow	everything	you're	doing	on	LinkedIn.		

If	you	make	a	comment,	if	you	like	something,	people	can	see	your	headline.	That's	the	first	
thing	they	see	so	it's	important	that	we	get	this	dialed	in.	Here's	a	simple	formula:	
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I	help	__________	(whatever	industry	you're	going	to	target)	do	__________	
(whatever	it	is),	without	having	to	__________.		

So	we	focus	on	benefits	the	results,	minus	the	things	somebody	hates,	dislikes	and	fears.	We'll	
get	into	that	here	in	a	minute.		

18:50	

4.	The	About	Me	section	

Where	you	can	go	wrong	with	the	About	Me	section	is	if	you	start	pitching.	Don't	pitch.	Don't	
even	put	a	link	to	an	appointment	calendar	-	I	hate	those	things	by	the	way.	Don't	say,	“Hey,	
here's	a	link	to	my	calendar.”	That	drives	me	nuts.	Be	as	personal	as	you	can	be.	Like,	have	a	
conversation	with	me	first.	I'm	okay	using	a	calendar,	but	you	go	book	the	time,	you	tell	me	
what	you	have	available.	Take	that	extra	step	that	makes	all	the	difference	in	the	world.	That's	
going	to	be	the	same	thing	when	you're	talking	to	prospects,	keep	that	in	mind,	don't	just	say	
here's	a	link	to	my	calendar.	Seriously,	there	are	people	that	it	just	rubs	them	wrong.		

When	it	comes	to	the	about	me	section,	you	want	to	tell	a	little	bit	of	storytelling.	You	want	to	
have	a	little	bit	of	an	entertainment	value	there,	and	you	want	to	convey	the	benefits	or	results	
that	your	service	provides.	But	don't	pitch,	don't	put	links	in	there,	don't	do	any	of	that	stuff.	If	
it	looks	spammy	then	it's	definitely	spammy.		

19:57	

5.	The	Skills	and	Endorsements	section	-	I	wouldn’t	choose	more	than	5.	

Sometimes	when	I	go	look	at	people's	profile,	they	have	like	500	skills.	And	what	happens	is	a	
top	three,	four	or	five	will	have	like	200,	100	or	50,	and	then	it	starts	going	down,	down,	down,	
down,	and	then	it	gets	down	to	two	or	one	endorsements.		

You	don't	want	to	do	that.	You	want	to	choose	about	five	skills.	That's	it.	Because	what's	
going	to	happen.	They're	all	going	to	be	billed	the	same.	You're	not	going	to	empty	skills,	you	
have	like	one	or	two	or	three,	and	some	of	those	skills	at	the	bottom	could	be	your	absolute	
superpowers,	but	the	problem	is	it’s	so	far	down	the	list.	People	get	tired	of	giving	you	all	
these	recommendations.	So	choose	five.		

20:45	

6.	The	Recommendations	section		

This	is	very	important.	How	many	of	you	already	have	existing	clients?	Good.	How	many	of	
you	have	the	ability	to	reach	out	to	those	clients?	Good.	And	how	many	of	you	think	that	those	
clients	would	leave	you	a	recommendation	on	your	LinkedIn?	Good,	write	that	down.	That's	
what	you	need	to	do.	I'm	going	to	show	you	my	LinkedIn	here,	I	have	about	90	
recommendations.	It's	not	enough;	I	need	more.		
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So	these	are	the	6	Points	of	Optimization.	When	you	work	on	these,	your	SSI	score	will	
increase.	So	you	can	write	down	your	SSI	score	today,	you	can	do	these	things	right	here,	and	I	
promise	you	your	SSI	score	is	going	to	double	or	triple	in	the	next	three	days	if	you	do	
everything	I'm	about	to	show	you.	Pretty	powerful.		

21:38	

Million	Dollar	Branding	

• Have	Your	Photo	Professionally	Done	
• Have	something	that	draws	curiosity	or	is	very	professional.		
• Don’t	leave	the	default	template	on	LinkedIn	because	they’ll	ding	your	SSI	score	for	

doing	it.	

Do	a	professional	photo	shoot,	seriously.	Have	a	photographer	do	it,	and	if	you're	not	a	‘suit	
guy’	okay,	cool	-	do	what	you're	comfortable	with.	You	don't	have	to	wear	a	tie	or	anything.	I	
typically	wear	a	sports	coat	with	jeans.	I'm	okay	with	that.	Just	be	yourself.		

That	image	draws	curiosity	because	you're	like,	“What	in	the	world	is	he	doing?	Is	he	a	mad	
scientist	or	what?”	Well,	when	you	look	at	that	image,	what	you	discover	is	that	I've	actually	
laid	out	a	process	to	generate	leads	on	LinkedIn.		

So	guess	what	happens	when	somebody	reaches	out	to	me.	That	is	a	very	targeted	lead.	
Normally	I	would	go	to	Fiverr	and	I	have	something	very	beautiful	branded	to	the	city	or	in	
my	niche	or	marketplace	or	whatever.	With	this	one	I	had	an	opposite	approach.	I	said,	“You	
know	what,	I'm	going	to	go	bold	and	ugly.”	And	I	actually	got	a	better	response.	Why,	because	
it's	different	than	what	everybody	else	is	doing.		

So	that's	the	first	thing,	million	dollar	product	shots.	Then	have	something	that	draws	
curiosity	or	something	that's	very	professional,	but	for	heaven's	sakes,	don't	leave	the	default	
template.	Is	there	anybody	here	who	has	a	default	template	on	their	LinkedIn?	You	know	
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what,	they’re	dinging	your	SSI	score	because	LinkedIn	says,	“Hey,	you	don't	even	care	to	
update	your	profile	header	for	people.	We're	going	to	ding	you.”	So	don't	leave	that	there.		

23:16	

The	Profile	Hook	-	You	need	to	know	this	before	you	optimize.	

For	some	of	our	students	we	teach	marketing,	so	their	profile	hook	was,	“I	help	chiropractors	
grow	and	monetize	their	brand	so	they	get	more	exposure	and	see	more	patients.”	

Do	you	know	what	this	person	offers?	Very	clearly.	So	when	they	go	make	a	post	or	they	leave	
a	comment	or	anything	like	that,	they're	going	to	see	that	-	they	know.	And	that's	why	it	does	
not	read	like	a	resume.		

	

Skills	and	Endorsements	

Don't	go	beyond	five.	Okay.	Very	simple.	Now	how	many	of	you	have	more	than	five,	already.	
You	want	to	turn	those	off.		

24:18	

Recommendations		-	My	Profile	Has	84	Recommendations	

Reach	out	to	everybody	you	know	
and	everybody	that	you've	
worked	with.	Give	them	a	link	to	
your	profile,	and	ask	them	to	leave	a	
recommendation	for	you.		

How	many	of	you	already	have	
recommendations	or	testimonials?	
You're	probably	over	there	putting	
them	on	your	fan	page	or	Yelp	or	
whatever,	right.	LinkedIn	is	very	
important.	It’s	where	the	right	
prospects	are.		

	

Finding	the	right	prospects	

How	many	of	you	have	Sales	Navigator?	You	really	want	to	have	Sales	Navigator.	Here's	the	
thing,	you	can	get	started	with	a	general	search	because	Sales	Navigator	is	really	expensive,	
it's	like	80	bucks	a	month	–	really	
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But	look	at	the	ROI	of	what	y'all	are	doing,	and	the	kind	of	prospects	that	you	can	find	with	
Sales	Navigator.	You	absolutely	need	Sales	Navigator.	You	should	go	home	and	you	should	
download	a	trial	of	it	because	it's	free	for	30	days,	and	hit	the	ground	running.	

Sales	Navigator	is	awesome	because	there's	advanced	search	features.	What	I	love	about	it	is	
we're	able	to	go	and	we're	able	to	tag	our	searches.	You	can’t	do	all	that	with	basic	LinkedIn,	
and	there's	some	other	things	you	can	do	too.	You	can	link	it	to	some	of	the	third	party	
platforms	like	HubSpot	and	stuff	like	that.	That's	pretty	awesome.		

Now	let's	get	down	to	the	nitty	gritty.		

25:50	

The	28-Second	Video	to	New	Connection	

Very	simple	script	that	is	adapted…	

1. Have	their	profile	on	screen	while	you	record	the	video.		
2. Mention	their	name	3	times.	There’s	magic	when	you	do	this.		
3. Tell	them	your	location.	
4. Mention	their	location.	
5. Tell	them	you	see	they	are	in	[Industry]	
6. Tell	them	what	you	do	[use	your	Profile	Hook]	
7. Ask	them	a	question	–	conclude	with	this	to	get	them	to	respond.	The	question	could	

just	be	something	like,	“I'm	just	checking	in	with	you	because	I	know	that	we	just	got	
through	this	whole	COVID	thing.	How's	business	for	you?	How	are	things	going?	

We're	using	Sales	Navigator,	we're	finding	our	ideal	prospect,	and	when	they	accept	our	
request	we're	going	to	go	send	them	a	video.	Yes,	I'm	telling	you	it's	going	to	change	
everything	for	you.		

1.	Here's	the	secret:	What	you	want	to	do	is	have	the	LinkedIn	app	on	your	phone,	and	
at	the	same	time,	you	want	to	have	it	open	on	a	computer	screen.	We're	going	to	use	the	
phone	to	send	a	video	message,	but	we're	going	to	be	looking	at	their	profile	on	the	screen.	

I	know	exactly	where	they're	located.	I	know	what	industry	they're	in.	I	know	a	little	bit	about	
them.	So	I	can	actually	talk	to	them	on	the	phone	and	be	looking	at	the	screen	at	the	same	
time.	There	are	many	cases	where	I	don't	even	hide	it.	I	say,	“So	it	looks	like	you're	here	in	Las	
Vegas	with	me.	That's	awesome.	We	should	get	together	and	have	lunch	here	pretty	soon,”	so	I	
don't	even	hide	it.	They	know	I'm	reading	off	the	screen	now	is	that	a	good	impression?	Yes	it	
is,	right.	Look	at	the	extra	effort	I'm	putting	into	this.	So	you	want	to	have	their	profile	on	the	
screen.		

2.	There's	magic	when	you	mention	somebody's	name	three	times.	I	don't	know	what	it	is	
but	I	split	tested	this	100	different	ways.	Mention	their	name	three	times,	and	for	some	reason	
they	get	all	gaga	goo	goo,	and	all	crazy	with	you,	and	like	I	can't	believe	you	took	the	time	to	
shoot	me	a	video,	really,	like	who	does	that?	It	happens	all	the	time.		
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It’s	so	simple,	it’s	like	a	28	second	video,	it's	nothing.	I’ll	knockout	30	of	them,	just	like	that,	
like	nothing,	every	single	day.		

3.	I	always	tell	them,	“Hey	I'm	here	in	Las	Vegas,	Nevada,	and	[4]	I	see	that	you're	over	there	
in	Miami	Florida.”		

5.	And	I’ll	tell	them	I'm	in	marketing,	and	I	help	chiropractors,	or	doctors	or	attorneys	or	we	
work	with	coffee	shops	or	restaurants,	or	gift	shops	or	whatever	it	is,	right.		

6.	Now	go	ahead	and	bring	out	my	profile	hook	-	so	we're	going	to	help	you	with	your	
marketing	your	automation	and	your	branding.	

7.	I’m	going	to	do	all	of	that	in	28	seconds,	and	then	this	is	the	most	important	part,	we	need	
to	conclude	with	a	question.	Can	anybody	tell	me	why	that	is?	Because	we	need	a	response.	
We	need	to	conclude	with	a	question,	and	the	question	could	just	be	something	like,	“I'm	just	
checking	in	with	you	because	I	know	that	we	just	got	through	this	whole	COVID	thing.	
How's	business	for	you?	How	are	things	going?		

How	many	of	you	see	how	simple	it	is?	It	really	is	simple	to	shoot	a	28-second	video.		

You	need	to	shoot	it	with	every	connection	request	because	guess	what,	30%	of	them	will	
respond	to	it.	Whoa.	We've	had	this	before	we	get	like	a	3%	response	rate	because	of	
spam-style	messages	and	it's	usually	go	pound	sand	or	something	that	equipment.	So	very	
effective.		

And	in	many	cases,	depending	on	the	nature	of	the	business,	we	do	go	ahead	and	cut	to	the	
chase	and	follow	up	with	a	call	to	action	for	an	appointment	or	phone	call.	But	remember	to	
ask	the	question.		

29:40	

Here	it	is,	here	are	the	steps:		

You	need	the	app.	I	don't	care	if	you	got	cr-Apple,	or	if	you’ve	got	Andrew,	whatever	you’ve	
got,	go	download	the	app.	You	can't	shoot	the	video	from	your	desktop.	It	won’t	let	you,	you	
need	the	app.	And	all	you're	going	to	do	is	
when	they	accept	your	connection	request;	
you're	going	to	go	and	send	them	a	message	
like	you	usually	do.		

Then	there's	another	button	on	the	app	that	
you're	going	to	click	and	it's	going	to	open	
up	a	camera	and	you're	going	to	be	able	to	
shoot	a	video	message	to	them.	I	can't	
figure	out	why	nobody	does	this.	I	don’t	get	
it.	And	that's	exactly	what	LinkedIn	wants	
you	to	do,	so	guess	what	happens	to	your	
SSI	score.	It	goes	up.	That's	the	first	thing	
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you	need	the	app.		

I'm	trying	to	show	you	here	on	the	desktop	it’s	perfectly	synced	with	your	app,	so	I	can	see	
everybody	that	has	accepted	my	connection	request	on	the	screen,	and	then	I'm	able	to	
follow	it	on	the	app	-	you	see	how	easy	this	is?		

So	when	they	accept,	I	click	their	name,	and	I	see	everything	about	them.	So	as	I'm	
shooting	the	28-second	video	I'm	just	reading	it	off	the	screen.		

Then	what	happens	is	there's	a	little	bit	of	a	delay,	but	you'll	see	the	video	pop	up	on	your	
monitor	and	you're	good	to	go.	Then	remember	when	they	log	into	their	LinkedIn	what	do	
they	see	-	video	pops	up.		

It	works.	We	do	this	all	the	time.	That's	what	
it	looks	like	on	their	screen.	It	pops	up.	I'm	
not	fancy	with	my	videos.	Sometimes	I	do	it	
on	the	couch.	Sometimes	I	do	it	in	the	chair,	I	
don't	really	care.	They	are	blown	away.		

Even	if	you	screw	up	that	video,	they're	still	
like,	“I	can't	believe	you	sent	me	a	video.”		None	of	it	made	sense,	but	who	isn’t	going	to	call,	
right.	They’re	just	so	blown	away	you	sent	a	video.		

They	may	even	say,	“I	appreciate	the	personal	video.	We	have	so-and-so	in	common,	and	I	
know	he	has	a	lot	of	respect	for	you.”	They’ll	always	compliment	you.	Now	is	that	a	great	way	
to	start	a	relationship?	Absolutely	it	is.		

So	for	me,	this	is	not	a	numbers	game	folks.	It's	all	about	quality.	This	is	another	human	being,	
this	is	a	potential	client.	I	don't	need	a	bunch	of	dead	leads.		

So	the	video	messages	appear	at	the	bottom	on	the	desktop.	This	is	something	that	99%	of	
people	are	not	doing;	they're	still	playing	the	spam	fest	game.	Now	understand	this.		

The	Goal	of	the	Introduction	Video:	To	Over-deliver	on	the	connection	and	
get	them	to	continue	with	your	Call	To	Action.	

First	impression	is	everything.	You're	going	to	win	them	over.	You're	absolutely	going	to	win	
them	over.	And	when	they	respond,	they	will	be	absolutely	shocked	that	you	took	the	time	to	
shoot	a	video	for	them.	Follow	up	with	an	appointment,	phone	call,	or	call	to	action.	And	
again,	I	was	highly	discouraged	from	just	shooting	them	a	link	saying,	here's	a	link	to	book	a	
call.	Try	doing	that	with	Perry	Belcher	and	see	how	that	works	out	for	you.	Very	simple,	very	
powerful.		

33:15	

Here's	the	big	secret.	When	you	do	this,	when	you	take	the	time	and	you	create	that	
initial	video,	from	this	point	forward,	it	doesn't	have	to	be	you.	You	send	the	video	
and	if	you	have	a	VA	following	up	with	everybody	you	sent	the	video	to,	or	answering	
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questions	or	whatever	it	is,	they	assume	that	it’s	you.	And	why	wouldn’t	they	when	you	took	
the	time	to	shoot	a	video.		

So	I	will	take	the	time	to	personally	shoot	those	videos,	and	then	I	have	a	team	that	follows	
up	as	me	and	answers	any	questions,	or	anything	else.	This	is	a	system	that	we	have	set	up	for	
a	lot	of	people.	They	always	think	it's	you,	even	when	it's	not.	

34:28	

Who	now	knows	what	their	SSI	score	is?	[Chad	had	people	call	out	their	SSI	from	the	audience,	
with	them	ranging	from	10	to	76.]	

The	algorithm	that	LinkedIn	has	is	something	else.	It	knows	when	you're	connecting	with	the	
right	prospects.	It's	watching	your	engagement.	They	know	everything	about	you,	seriously.	
Their	intelligence	is	unbelievable.		

I've	given	you	a	blueprint.	I've	given	you	steps	to	follow,	and	if	you	just	follow	the	steps,	I	can	
promise	you	it	will	increase	that	score.	I	just	wanted	to	make	sure	I	have	enough	time	to	
answer	any	questions	that	you	all	have.	I've	given	you	a	blueprint.	I've	given	you	steps	to	
follow,	and	if	you	follow	these	steps,	you	will	absolutely	have	people	following	up	with	you.	
It'll	blow	your	mind.	They're	going	to	want	to	get	on	a	call	with	you,	and	they	would	have	
never	ever	done	that	before	with	the	canned	messages	that	everybody	else	is	telling	you	to	
send.	It	didn't	work	for	me.		

Here's	the	thing,	the	people	on	LinkedIn	are	absolutely	willing	to	spend	the	money,	they	will.	I	
can't	tell	you	how	many	clients	I’ve	been	able	to	pull	off	of	LinkedIn	versus	Facebook.	And	the	
best	part	is	you	don’t	have	to	pay	for	ads	on	LinkedIn	-	don't	do	that.		

Do	exactly	like	I'm	telling	you	and	what	you	want	to	do	is	get	this	dialed	in,	and	there's	no	
reason	at	all	why	you	can't	have	an	assistant	that's	shooting	those	videos	for	you.	It	works	just	
as	well,	but	what	you	need	to	do	is	you	need	to	understand	the	strategy	yourself	and	what	it	
requires	is	discipline	and	consistency.	The	path	to	success	is	you	have	to	have	discipline	and	
consistency,	each	and	every	day.		

It's	one	of	those	things	where	you're	not	going	to	get	all	the	responses	in	one	day,	but	it	builds	
up.	If	you	just	give	yourself	15	minutes	and	say,	“Okay,	I'm	going	to	shoot	these	10	videos,	or	
whatever,	every	day.”	If	you	do	that,	I	promise	you	a	steady	stream	of	leads	coming	in.	And	
these	are	people	that	want	your	business.	They	want	your	service.		

39:00	

Q&A	
	

Q:	How	can	we	do	a	redo	or	reset	on	the	connections	that	we've	already	had?	We	might	have	
had	a	little	video	call	with	one	or	two	of	them	and	just	lost	contact.	How	can	we	reset	that?		
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A:	Well,	the	same	way.	You	can	go	into	your	connections,	and	you're	able	to	send	them	a	
message,	but	send	them	a	video.	Absolutely.	I'm	so	happy	you	brought	that	up.	All	the	existing	
connections	that	you	have,	by	all	means,	send	them	a	video	asking	them	how	they're	doing.		

I	mean	it's	very	simple.	Put	yourself	in	their	shoes.	How	would	you	feel	if	somebody	sent	you	a	
video	on	LinkedIn	right	now?	How	would	you	feel?	Show	of	hands	if	you	would	respond?	
There	it	is	folks.	That's	all	the	proof	you	need.		

	

Q:	When	I'm	looking	at	my	SSI	score,	the	lowest	thing	that	I	have	is	‘Engaged	with	insight.’	Is	
that	where	I	should	be	focusing	on	to	raise	my	SSI	score?	

A:	Not	really	because	that'll	happen	on	its	own.	There's	a	little	question	mark	there,	right	next	
to	the	bars	that	explains	exactly	what	that	means.	The	insights	are	going	to	naturally	increase	
on	their	own	when	you	get	better	connections	and	relationships.	And	their	algorithms,	like	
nobody	really	understands	what	they	have	going	on,	but	I	can	tell	you	that	if	you	focus	on	
those	steps,	we	have	turned	around	and	like	tripled	that	SSI	score.		

40:44	

Q:	Yes,	I	have	a	pretty	old	account	and	I’ve	worn	a	lot	of	different	hats	over	the	years,	so	
should	I	restart	from	square	one,	or	just	clean	up	what	I	currently	have,	and	then	continue	
this?	

A:	Well,	when	you	say	restart,	don't	open	up	another	account.	Don't	do	that.	Man	that	
company	is	on	the	ball	and	they	know,	so	don't	do	that.	I'm	glad	you	brought	that	up	too	
because	I	know	you	wear	a	lot	of	hats.		Who	else	here	wears	a	lot	of	hats?	Okay	when	it	comes	
to	LinkedIn	pick	one	hat,	because	a	confused	prospect	isn't	going	to	continue	with	you.	
They're	going	to	leave,	right.		

	

Q:	So	you're	saying	we	send	the	video	app	after	they	accept	our	request.	As	far	as	crafting	that	
connection	request,	what	is	your	recommendation	to	have	that	be	impactful	so	they	end	up	
even	accepting?	

A:	So	I	just	want	to	make	sure	I	understand.	When	I	go	check	my	phone	every	single	day,	
there's	a	menu	at	the	top,	and	you	can	say	‘show	me	the	most	recent	connections,’	because	all	
your	most	recent	connections	are	at	the	top.	Okay,	and	then	everybody	that's	new,	I'm	going	
to	click	that	button	I'm	going	to	send	them	a	message.	And	it's	going	to	keep	track	of	who	I	
sent	that	message	to.	They're	going	to	appear	in	my	inbox.	When	you	scroll	down	far	enough,	
you'll	see	where	you	sent	that	video	and	you	know	to	stop.	And	what's	really	cool	is	when	you	
get	a	Sales	Navigator,	you	can	assign	a	tag	once	you've	sent	that	video.	Does	that	answer	your	
question?		
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Q:	Not	completely	like	when	you're	sending	the	next	request	before	that,	there's	a	little	
message	to	ask	them	to	connect	with	you.	I'm	more	asking	about	how	you	craft	that	message.		

A:	So	we	talked	on	it	a	minute	ago	but	here's	the	thing,	everybody	sends	a	message	with	a	
connection	request,	yes.	You	want	to	know	how	we're	going	to	be	different.	We	don't	send	a	
message.	Send	it	blank.	Why	would	we,	everybody	else	is	spamming	the	hell	out	of	it	right.	

Okay,	so	how	do	we	be	different?	Very	simple,	with	LinkedIn	it's	the	opposite	of	what	
everybody	else	is	doing.		

	

Q:	So	similar	to	the	previous	question,	I	had	a	career	before	I	started	my	bookkeeping	
business	and	it's	totally	unrelated.	So	I've	got	a	little	of	information,	a	lot	of	endorsements,	and	
things	like	that	from	my	previous	career.	Obviously	we	can't	open	another	account,	so	how	do	
we	adjust	that	account,	so	that	now	we're	reaching	the	prospects	that	we	need	to?	

A:	You’ve	got	to	reposition	it.	There's	people	that	will	do	that	for	you,	but	you	can	turn	off	a	lot	
of	endorsements,	you	can	rewrite	your	About	Me	section,	you	can	change	out	your	profile	
hook.	I'm	sure	your	image	is	fine,	and	you	can	change	out	your	header.	That	will	take	care	of	it.	
And	remember	what	do	people	see	the	most?	They	see	your	profile	hook,	right.		

44:02	

Q:	This	is	really,	really	good.	What's	the	deal	with	28	seconds,	is	there	magic	to	that?		

A:	For	whatever	reason,	when	I	shoot	that	video	and	mention	where	they’re	at,	where	I’m	at,	
whatever	we	have	in	common,	and	what	we	do,	it	always	comes	out	to	28	seconds.	You	might	
get	it	down	to	27,	they	might	get	it	down	to	like	10,	right	[There’s	no	secret	LinkedIn	
algorithm	thing].	Here's	the	thing	though.	People	have	the	attention	span	of	a	monkey	today,	
so	the	shorter,	the	better.	

	

Q:	I	haven't	been	very	active	on	LinkedIn	because	I	think	my	About	Me	just	intimate	me.	I	feel	
like	it	has	to	read	like	a	resume,	but	can	you	give	us	just	a	little	bit	more.	You	said	there’s	a	
story	line	or	make	it	funny,	or…?	

A:	Do	you	have	a	story?	[Sure,	everybody	does,	right.]	Okay,	so	why	did	you	get	into	the	
business	that	you're	in?	Are	you	passionate	about	it?	Do	you	love	providing	a	transformation	
in	the	lives	of	other	people?	Do	you	love	serving	your	clients?	Share	that.	Share	your	why.		

We	all	love	to	hear	that	don't	we?	But	keep	in	mind	WII-FM.	How	many	of	you	know	what	that	
stands	for:	What's	In	It	For	Me.	Don't	forget	that,	right.	If	it's	all	about	you	and	nothing	in	it	for	
them,	they’re	going	to	disconnect.		
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Q:	I	would	love	to	know	how	bad	is	it	if	I	delete	connections	on	LinkedIn.	Is	it	bad?		Will	it	
affect	the	algorithm	somehow?	

A:	Good	question.	I	don’t	know.	Try	it	and	find	out.	Let	me	know.	

Here’s	the	thing,	you	can	look	at	your	SSI	Score,	experiment	a	little	bit,	refresh	it	and	see	what	
happens.	Nobody	truly	knows	the	algorithms.	We’re	all	assuming	what’s	happening	here.		

So,	awesome,	y'all,	have	been	amazing.	Thank	you	so	much	for	having	me	here.	

	

	

Click	Here	to	Return	to	Index	
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3.7	–	Where	Do	You	Go	From	
Here?	

	Ben	Robinson	

Website:	BKX	feedback	page	-	
https://www.surveymonkey.com/r/DW83DCH	

Summary:	Ben	had	everyone	get	out	their	SOFA	
exercise	sheet	that	they	completed	on	the	first	day,	
and	asked	how	many	have	a	NEED	and	WANT	that	
has	either	been	accomplished	or	they	know	how	to	accomplish	it.	Most	of	the	room	responded	
positively	–	which	is	the	reason	why	he	asked	people	to	focus	on	these	during	the	course	of	the	
event.		

He	then	had	them	pull	out	their	One-page	Action	Items	sheet	and	had	them	put	a	checkmark	by	
no	more	than	3	of	the	most	important,	then	circle	only	1	that	is	most	important.	He	had	them	
commit	to	schedule	a	block	of	time	on	Monday	morning	to	start	working	on	their	#1	most	
important	thing	that	will	move	their	business	to	the	next	level.	This	is	going	to	help	you	Level	Up!	

--	

0:00	

I	want	to	talk	about	where	we	go	from	here.	Does	everybody	remember	the	SOFA	exercise	
that	we	did?		

I	want	you	to	get	that	SOFA	exercise	out,	and	I	want	to	get	your	one-pager	that	I	said,	“Hey,	
when	you	find	a	key	takeaway,	I	want	you	to	write	this	down.	If	it's	an	action	item,	a	
connection,	an	individual,	something	you	need	to	do,	or	something	you	need	to	stop	doing.”		

Now	remember	the	SOFA	exercise,	we	said,	“Hey,	what's	my	NEED,	and	what	is	it	that	I	
WANT?”		

I	think	most	of	us	can	agree	that	we	wrote	down	that	we	have	a	NEED,	right?	I	need	more	
sales,	I	need	to	improve	my	operations,	I	need	better	finances,	or	I	need	to	improve	my	
attitude.	If	you're	all	set,	then	you	have	some	sort	of	WANT.	

How	many	of	you	wrote	down	a	NEED,	and	it's	already	been	met?	Okay.	

How	many	of	you	wrote	down	a	NEED	that	you	already	know	how	to	get	that?	Okay.	

How	many	of	you	have	a	WANT	you	already	have	accomplished?	How	many	of	you	have	a	
WANT	that	you	know	how	to	accomplish?	Alright,	so	we	have	most	of	the	room	that	has	
gotten	that,	and	that's	the	very	reason	for	that	exercise	
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I	want	you	to	do	is	to	keep	this	first	and	foremost	in	front	of	you.	Those	of	you	have	completed	
your	NEED,	cross	that	out	and	go	to	the	next	NEED.	If	there's	no	NEED	and	go	to	the	WANT.	
Those	of	you	who	have	WANTS,	the	same	system	applies	-	cross	it	out	and	go.	And	you	can	
repeat	this	exercise	over	and	over	and	over	again.		

I	want	you	to	get	to	the	place	where	it's	a	WANT.	I	don't	NEED	more	sales,	but	I'm	sure	would	
like	to	triple	my	sales.	I	don't	NEED	to	improve	operations,	they’re	pretty	solid,	but	I	WANT	to	
make	it	the	best	well-oiled	machine	possible.		

2:13	

The	One-Pager	Action	Items	

Now	that	other	sheet	of	paper	that	I	asked	you	to	keep	up	with,	is	that	one-pager,	right?	What	
are	the	action	items?	I	want	you	to	take	two	minutes,	by	yourself	being	quiet.	Please	don't	talk	
amongst	other	people.	This	is	for	you.		

I	want	you	to	look	at	that	list	and	I	want	you	to	put	a	checkmark	by	no	more	than	3	of	the	most	
important	things	that	you	think	are	on	that	list	-	only	3.	If	you	have	2	or	you	have	1,	that's	fine,	
but	no	more	than	3.	Take	two	minutes,	and	I	want	you	to	look	at	all	the	things	and	ask:		

Which	one	of	these	is	going	to	move	the	needle	in	my	business?		

Which	one	of	these	is	going	to	make	my	life	better?”		

[Two	minutes	pass.]	

Now	circle	the	1,	of	those	3,	that's	the	most	important	thing	-	circle	it.		

Okay,	so	Monday	morning.	Not	Monday	afternoon.	Not	Monday	night.	But	right	now	I	want	to	
go	on	your	calendar	and	I	want	you	to	block	off	an	hour,	or	however	long	you	think	it's	going	
to	take	you	to	think	through	this,	and	block	that	time	off	right	now	in	your	calendar	so	that	
nobody	can	get	on	it.	If	you	say,	“I've	got	an	eight	o'clock	meeting,”	we'll	then	get	your	ass	up	
at	six	and	do	it	at	seven,	because	this	is	important	stuff.	Scheduling	right	now	on	your	
calendar.		

That	is	holy	time.	That	is	time	that	you	should	not	let	anybody	else,	your	team	or	your	children	
if	you	have	them,	interfere.	Make	that	time	sacred;	because	this	is	something	that's	going	
to	move	your	business	to	the	next	level,	this	is	going	to	help	you	to	Level	Up.		

If	you	were	sick,	and	you	had	a	doctor's	appointment,	you	would	do	everything	in	your	power	
to	be	there,	because	it	relates	to	your	health.	This	relates	to	your	mental	health.	This	relates	to	
your	financial	health.	This	relates	to	your	business	health.	You	wouldn't	be	late	or	skip	out	on	
a	doctor's	appointment.	You	would	show	up	there	and	give	the	doctor	the	respect	that	she	or	
he	deserved,	right?	You	need	to	do	that	with	your	own	self.	This	is	your	time.	That’s	the	1	
thing.	
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When	you	get	done	with	that,	when	you	have	it	on	the	road	to	recovery,	then	you	move	on	to	
that	next	thing.	You	can	have	up	to	2	more	to	check,	and	you	do	this	continually.	This	is	not	
something	that	you	should	just	do	here	at	BKX.	This	is	something	that	you	should	do	
continually	in	your	life.		

8:20	

Set	aside	time	for	the	most	important	things	and	set	it	aside	first.	Don't	wait	till	all	your	
other	time	is	out,	and	now	you	say,	“I	don't	have	time.”	Bullshit.	You	do	have	time.	You	
absolutely	have	time.	You	just	have	to	make	it	a	priority.	So	that's	what	you	need	to	do.		

Now,	as	we	close	out	I	hope	it's	been	worth	your	time.	I	hope	that	we	have	over	delivered,	but	
I	know	that	this	is	our	first	year	event,	and	I	know	that	we	can	do	things	better.	So	I	have	a	
favor	to	ask	from	you.	There	is	a	link	at:	bkxfeedback.com.	This	is	a	short	survey	that	will	take	
you	about	a	minute…	I	know	that	we	can	do	some	things	better,	because	2022	we	want	to	
make	this	experience	even	better	than	it	was	this	year.	I	know	it's	hard	to	imagine,	but	we	can.		

The	one	thing	that	I	just	want	to	warn	you	-	don't	go	home	and	live	your	life	or	live	your	
business	as	you	did	before	you	came	in	here.	If	that	were	what	you	were	to	do,	then	you…	I'm	
a	loss	for	words,	because	that's	the	worst	thing	that	can	happen	is	that	you	take	in	
information,	then	you	have	no	implementation.		

I	would	have	rather,	you've	taken	one	piece	of	information	from	my	very	first	talk	and	left	this	
facility,	left	this	city,	left	this	state	and	gone	and	implemented	it,	rather	than	hear	everything	
and	do	nothing	with	it.	And	that's	why	I've	asked	you	to	do	this	action	item	to	set	first	things	
first.		

--	11:23	

So	one	thing	I	do	want	to	say	is	I	know	that	some	of	you	are	not	DBA.	Members.	You	should	
definitely	take	a	look	at	that.	We're	going	to	be	doing	some	cool	stuff.	And	I	want	to	take	two	
minutes	to	explain	that.	When	we	started	DBA	right	before	the	pandemic,	in	November	of	
2019	-	and	everything	kind	of	turned	upside	down.	I	also	rented	an	office	in	Atlanta,	because	
we	were	going	to	fill	our	team	with	that	office	in	January	2020.	That	was	great.	And	I	still	
write	checks	for	that	every	single	month.	No	bitterness	here.		

We	want	to	make	the	DBA	the	equivalent	of	what	the	AICPA		(American	Institute	of	Certified	
Public	Accountants)	is.	That	will	not	happen	in	my	lifetime	unless	we	get	really	lucky	-	the	
Certified	Digital	Bookkeeper	that	we	acknowledge	up	here	the	other	day,	the	CDB.	Our	vision	
for	that	is	to	be	on	par	with	a	CPA.	When	you	go	a	party	and	they	say,	"What	do	you	do,"	and	
you	say,	“I'm	a	CDB,”	and	everybody	knows	that,	or	90%,	whatever	the	case	may	be.		

I'll	be	long	gone.	Our	grandkids	will	probably	be	doing	something	at	that	point	as	an	adult.	But	
that's	my	vision,	and	I'm	starting	the	fire.	And	so	with	the	DBA,	it's	our	responsibility	to	
promote	the	brand	of	the	Certified	Digital	Bookkeeper	to	bring	professionalism	to	the	
perception	of	our	profession.		
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And	so	we're	really	going	to	be	out	there	promoting	the	Certified	Digital	Bookkeeper	to	
businesses	owners.	We're	going	to	be	promoting	the	hell	out	of	our	member	directory.	And	
when	I	say	promoting	the	hell	out	of,	I	mean	that.	We've	got	some	great	tactics,	it's	not	just	
online,	it's	also	offline.		

What	we're	going	to	be	doing;	basically,	what	I	want	to	do	is	scare	every	business	owner	that	
if	they're	not	using	the	CDB,	they're	missing	out,	right.	I	will	scare	them	to	death.	And	not	
technically,	but	I	want	them	to	know	what	these	people	had	to	go	through	that	are	up	here,	
and	hopefully	you	will	commit	too.	It's	not	an	easy	process,	but	we're	going	to	be	doing	a	lot	of	
stuff	right	there.	We’ve	got	a	lot	of	members	that	have	gotten	clients	off	of	that	directory	
promotion	that	we're	currently	doing.	But	we	can	ratchet	that	up	almost	to	any	extreme	that	
we	want	to	right	there.		

I	just	want	to	thank	you.	I	hope	that	this	has	been	worth	your	while.		

	

	

Click	Here	to	Return	to	Index	
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3.8	–	Audience	Key	Takeaways			

Ben	Robinson	-	Moderator	

Summary:	Members	from	the	audience	went	up	to	
the	microphone	and	shared	their	key	takeaways	
from	the	BKX	Conference.	The	major	theme	of	the	
takeaways	seems	to	be	the	value	of	systems	in	their	
operations,	but	comments	were	made	from	each	of	
the	presentations.	

--	

3:15	

I	want	to	see	if	we	can	get	some	key	takeaways	and	breakthroughs;	something	that	you've	
gotten	from	the	conference	that	you	would	like	to	share	with	everyone.	I	know	that	it's	early	
in	the	morning,	but	it's	very	important	that	you	come	up	and	share	this	victory.	It's	important	
for	you	because	you	articulate	and	it	makes	it	stick	in	your	brain.	And	it's	also	important	for	
other	people	to	hear	your	takeaways,	because	they	may	not	have	seen	the	talk,	or	they	may	
not	have	consumed	the	content	in	the	same	way	that	you	did.	Do	you	ever	get	that	where	you	
see	something	from	one	angle,	and	you're	speaking	to	somebody	else	and	they	see	it	from	a	
totally	different	angle?	You're	like,	“Oh	my	gosh	I	didn't	think	about	it	that	way.”	So	it's	
beneficial	for	you,	it's	also	beneficial	for	your	fellow	attendees.		

[Comments	from	attendees]	

--	4:22	

You	know	we've	been	transitioning	into	a	business	this	last	year,	and	full	on.	So	seeing	that	
9.73	[10X	the	value	of	your	business],	and	all	of	that	just	lined	out,	was	a	huge	light	bulb.	
Like	yes,	this	is	the	way	we're	going.	Then	the	operating	and	marketing	combination;	that	
conversation	is	just	all	lining	up	exactly	where	we	need	to	go.		

--	

I'm	going	to	go	home	and	make	an	org	chart,	and	also	get	ScribeHow.		

--	

I'm	brand	new.	And	I	hate	networking,	but	this	has	made	me	a	convert	to	community	and	
how	valuable	it	is.		

--	5:55	

I	have	two	others	that	I	took	away;	one	is	Perry's	closing	on	your	hires.	I	mean,	that	was	just	
like,	if	you	can	picture	it	a	year	from	now,	and	what	that	looks	like	and	so	what	skills	are	you	
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bringing	in	me,	and	like,	hey,	let's	help	develop	the	rest	of	those	for	you.	That	was	amazing	
and	just	like	the	biggest	aha,	but	I	want	to	let	you	know	that	my	husband's	been	listening	in	on	
the	attendify.	We're	closing	our	trucking	business,	and	he's	going	all	in	with	me.		

--	

So	I've	been	in	business	for	five	years	and	I've	done	a	lot	of	reviews	of	books	before	I	ever	
talked	to	a	client.	I've	never	charged	for	it.	People	have	always	told	me	you	should	charge	
money	-	it's	$500	or	whatever	1000	bucks	-	just	look	at	their	books	and	find	out	what's	wrong	
with	it.	But	something	that	Perry	said	yesterday	just	clicked	in	my	head.	He	said	that	it's	to	
take	them	off	the	market.	It's	not	that	I	am	providing	this	amazing	service	by	telling	them	
here's	all	the	things	wrong	with	a	book,	because	I	don't	even	give	it	to	them.	It's	something	
that	I	need	to	do	in	my	business	and	I	thought,	“Why	would	I	charge	for	that,	it's	not	their	
thing,”	but	taking	them	off	the	market	is	like,	oh	my	gosh,	that	is	why	I'm	going	to	do	it.	And	
that	was	amazing.				

--	

I	have	several	takeaways	from	this	week.	I'll	just	focus	on	my	top	two:	Think	Win-Win.	That	
was	huge	for	me.	I	got	one	of	those	pins	and	I'm	going	to	put	it	where	I	look	at	it	every	day,	
because	I	do	tend	to	be	a	people	pleaser,	not	my	favorite	quality	of	myself,	but	sometimes	I	do	
Lose-Win,	and	I	do	seem	to	remember	that	as	I	grow.		

The	second	thing	was,	as	I	bring	on	my	team	to	really	pamper	my	people.	You	were	not	the	
only	one	who	said	that.	That's	come	up	several	times,	and	that	it	doesn't	necessarily	have	to	
be	monetary,	it's	more	about	their	lifestyle	and	their	goals	and	what	they	want;	so	that	was	
huge	for	me	as	I	grow.	

--	8:40	

My	biggest	takeaway	for	this	week	is	that	the	way	I	grow	my	business	doesn't	have	to	look	
the	way	that	all	of	your	businesses	grow.	Because	of	my	disabilities	and	stuff,	I	have	to	
approach	it	differently,	that	I	can	do	it.	

--	

So	my	biggest	‘aha’	moment	was	when	you	talked	about	the	service	and	the	business.	My	
goal	when	I	started	was	to	replace	my	income	from	my	full	time	job,	and	I	was	happy	with	
that,	I	have	my	few	clients	and	I	was	in	the	service	side.	I	never	thought	of	the	9.73	that	I	
could	go	grow	this	as	a	business	and	sell	it	one	day.	So	that's	my	biggest	‘aha’	moment.	

--	

Ben,	you	talk	about	it	all	the	time	that	your	business	is	designed	to	support	your	life,	and	not	
the	other	way	around.	Sometimes	I	could	be	kind	of	a	workaholic.	So,	I	think,	even	what	Alyssa	
said,	implementing	those	key	systems	and	processes	in	your	business.	That'll	help	a	lot,	
so	shout	out	to	the	Workflow	Queen.	
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--	9:56	

I	received	a	ton	of	inspiration	from	all	the	speakers	and	even	just	of	everyone	here.	This	has	
been	amazing,	but	a	couple	of	big	takeaways	I	thought	was	one	from	Ben	Day	about	
bookkeeping	issues	are	really	just	communication	issues.	I	mean	I	have	tried	to	dumb	
down	my	client	request	and	make	it	as	easy	and	as	basic	as	possible,	and	it	does	work	to	some	
extent,	but	it	still	made	me	realize	that	we	need	to	communicate	this	differently,	and	I	need	to	
communicate	with	my	team	a	little	bit	differently,	too.	So	those	are	big	takeaways	that	I'm	
going	to	work	on	when	I	get	back.		

And	also	Alyssa’s	periodic	reviews	of	systems	because	it's	one	thing	to	put	the	systems	in	
place,	but	businesses	and	clients	are	ever	changing.	So	if	you	don't	want	to	be	using	a	process	
from	years	ago	to	train	a	new	employee,	but	be	like,	“Oh	yeah,	this	is	all	different.”	So	those	
were	my	two	takeaways.		

--	

It's	already	been	mentioned,	but	I	think	my	two	biggest	takeaways	are,	A)	Process.	I	have	to	
get	those	better	in	place.	I'm	still	relatively	small	so	growing,	and	sometimes	you	put	that	off,	
and	I'm	a	very	‘fly	by	the	seat	of	your	pants’	person	so	I	need	to	be	more	consistent	in	that,	so	
that's	good.	

And	another	one,	as	it	was	mentioned,	doing	more	of	a	paid	review,	just	getting	that.	That	
was	like	the	biggest	thing,	is	just	somehow	getting	them	in	the	game	and	invested,	and	even	if	
it's	not	right	then	or,	when	Iyanna	talked	about	adding	a	service.	Maybe	they're	not	your	
client	right	then,	but	offering	something	that	maybe	when	they're	a	little	bit	bigger	they’ll	
become	a	client.		

--	

Three	takeaways:	systems,	systems	and	systems.		

--	11:57	

I	will	admit	that	I	was	actually	a	little	bit	nervous	about	coming	out	to	this	conference,	and	it's	
a	strange	feeling	for	me	because	a	huge	part	of	what	I	do	in	our	business	is	go	to	events.	Just	
talk	to	people	and	networking	has	always	been	something	that's	come	very	naturally	to	me.	I	
think	part	of	what	kind	of	made	me	nervous	about	it	is	that	I'm	used	to	going	out	and	
networking	with	clients.	I'm	used	to	rubbing	elbows	with	a	lot	of	contractors	and	so	I	had	this	
thought	that	I'm	going	to	a	bookkeeping	accounting	conference	with	all	these	other	
bookkeeping	professionals	that	are	going	to	be	pretty	classy,	like	if	I	drop	an	F-bomb,	I	don't	
know	how	that's	going	to	go	over.	You	know,	Erin	Brockovich	made	me	feel	a	lot	better	about	
that.		

But,	you	know,	being	here	with	all	of	you,	what	really	struck	me	is	something	that	I	knew	that	
I	loved	about	going	to	client	conferences,	and	it	was	told	to	me	by	a	friend	a	few	years	ago,	
when	I	was	connecting	at	a	painting	contractors	conference,	I	was	like,	“Nick,	you	know	you've	
been	in	this	for	15	years	and	you	come	every	single	year	out	to	these	events.	How	do	you	set	
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aside	time	so	consistently	from	your	business	in	your	life	to	come	out	here	for	this	every	
year.”	

And	he	looked	at	me	and	he	said,	“Morgan,	every	year	when	I	come	out	here	it	convinces	me	to	
keep	doing	this	for	another	year.	I	come	out	here	and	I	see	the	pride,	I	see	the	
craftsmanship	that	goes	into	the	work	that	we	do.	And	I	remember	that	it's	not	always	
about	the	stress,	it's	not	always	about	the	clients	or	the	customers	that	aren't	getting	exactly	
what	they	need,	the	way	they	think	that	they	need	at	that	moment.	And	you	get	to	see	your	
comrades	and	your	colleagues	and	this	is	an	oasis	in	the	desert	of	being	a	business	
owner,”	and	I	loved	that	answer	from	him.		

And	for	some	reason	the	thought	never	occurred	to	me	that	maybe	I	needed	that	too.	So	that's	
what	I	get	coming	out	here.	I	feel	very	lucky	that	this	is	the	first	event	that	I've	been	able	to	
come	out	to	and	connect	with	all	of	you	and	it's	a	beautiful	day,	so	I	hope	that	all	of	you	
take	this	and	think	about	next	year	planning	for	coming	out	again.	Convince	yourself	to	keep	
doing	this	another	year.		

--	

I	want	to	thank	you	first	of	all	for	putting	this	on	I	think	for	my	housemates	and	other	stay-at-
home	moms	like	reigniting	what	we	did	before	we	had	kids,	like	we	have	a	passion,	we	have	
something	besides	raising	our	kids,	not	that	that's	not	important,	and	it's	very	important	and	I	
chose	that.	But	I'm	just	thankful	for	that	and	I'm	thankful	I	made	the	step	to	come	here,	but,	
two	things	processes.	You’re	speaking	to	the	chorus,	like	we	hear	it	all	the	time,	but	like	you	
say,	we're	adults,	and	sometimes	we	don't	listen	just	like	our	children	don't	listen	to	us.		

Then	secondly,	I	kept	on	saying	I'm	a	stay-at-home	mom,	I've	got	two	under	4,	I	have	this	
limited	amount	of	time,	I	can't	grow	my	business,	but	I	came	here	today	and	I'm	like,	I	can	
with	processes,	and	seeking	out	help	in	our	community.	I'm	excited	because	of	the	future.	
Before	I	was	like,	“Well,	I'll	just	have	to	wait	until	they	go	to	school,	when	I	have	more	time,”	
and	now	I'm	like,	“But	I	don't	have	to	wait,”	so	I'm	really	excited	about	that.		

--15:35	

Ben	this	has	been	awesome,	thank	you.	I	think	my	biggest	takeaway	from	all	this	has	been	the	
mindset	shift.	Every	speaker	has	given	me	something	that's	just	shifted	a	little	bit.	And	I	
know	in	talking	to	a	lot	of	different	individuals	around	here,	some	of	the	biggest	mind	shift	
changes	that	can	happen	is,	the	“I	to	the	we.’	It's	a	company,	you	are	a	company,	you	are	
‘we’	not	an	‘I,’	so	just	that	takeaway	for	me	is	probably	the	biggest	thing.		

--	

So,	I've	been	in	sales	for	a	lot	of	years,	and	one	of	the	things	of	hearing	about	partnerships,	
and	you	know	you've	emphasized	that	in	what	you're	doing	right	now.	So,	I	love	selling,	and	
just	talking	yesterday	about	sharing	what	I	love	to	do,	but	yet,	what	other	people	don't	love	to	
do.	And	being	able	to	create	a	community	of	that.	So	partnering	with	others	that	don't	
necessarily	love	to	sell,	but	love	to	do	the	numbers,	which	I	do,	but	I	don't	want	to	do	it	
anymore.	So	that's	a	big	part.		
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I	stood	up	as	one	of	the	people	that	love	to	sell.	Well	I'm	here	to	help	wherever	I	can,	people	
that	don't	want	to	-	not	everybody,	just	a	select.		I	still	have	my	own	business	to	run.		

I've	been	to	a	lot	of	conventions	and	a	lot	of	different	industries,	so	I’ve	got	to	tell	you,	we	got	
to	give	up	a	kudos	to	everybody	that	put	on	this.	

--	17:50	

Part	of	the	reason	I	started	my	business,	like	so	many	people	here,	is	because	this	guy	up	here	
[Ben]	convinced	us	that	we	could	actually	like	live	the	best	life	that	we	can	live.	And	I	don't	
know	what	it	was	about	coming	here.	I've	never	been	anxious	about	flying,	or	going	places,	
but	I	just	had	like	this,	I	don't	know,	maybe	it's	like	a	midlife	crisis	or	something,	but	I	just	had	
this	sense	of	like,	“Wow,	like	if	something	ever	happens	to	me,	like,	here's	my	family,	like	have	
I	lived	the	best	life	that	I	can	live?”	And	I've	just	been	thinking	about	that	a	lot.		

I	just	had	this	realization	that,	“Wow,	my	business	has	gone	well	and	I'm	like	super	
overwhelmed.	I	don't	want	to	keep	living	the	way	that	I	am,	like	something	has	to	change,”	
because	I	have	this	tendency	to	just	work	and	work	and	work	and	just	put	the	blinders	on	and	
just	get	to	work	and	do	the	thing.	I've	done	that,	and	now	I'm	realizing	it's	time	to	make	a	
really	big	shift,	and	to…	actually	and	it's	funny	because	my	business	is	called	Latitude	
Bookkeeping	Services,	and	it's	on	this	premise	that	our	focus	is	your	freedom.	Being	free	is	the	
thing	that	I	want	for	my	clients,	because	it's	the	thing	that	I	deeply	want	for	myself,	and	I	don't	
even	have	that	for	myself,	so	how	can	I	get	that	for	my	clients.		

So	the	big	shifts	that	I'm	going	to	make,	just	moving	forward,	is	our	systems	and	
processes	I've	been	working	on.	I	did	one	of	the	podcasts	with	Ben,	and	I	just	do	what	you	
said	Ben.	I	just	got	to	it,	did	videos	and	did	instructions,	and	it's	there	and	I	made	a	lot	of	
progress.	They've	just	saved	me	from	doing	really	dumb	things,	like	you're	working	on	your	
clients	accounts.		

I'm	just	going	to	apply	that	same	mentality	to	the	process	of	onboarding	clients,	because	
I've	just	taken	clients	on,	and	I	just	realized	that	I	need	to	make	a	waitlist	and	actually	create	a	
process.		Like	if	someone	comes	to	me,	I	need	something	to	tell	me,	“Hey	dummy,	this	isn't	a	
good	idea	because	you	don't	have	the	capacity	to	do	this	right	now.”	And	just	have	a	system	in	
place	like,	how	am	I	going	to	wait	less	them,	or	how	am	I	going	to	you	know	to	get	those	
account	numbers	so	that	we	have	a	diagnostic	or	something	in	place	to	catch	them.	So	that's	
the	big	thing	I’m	going	to	make	a	shift	on.		

Then	the	rest	of	it	I	think	is	just	continuing	to	work	on	my	business	and	just	create	that	
space	to	do	those	things.		

--	20:35	

So,	through	the	pandemic,	I	watched	the	majority	of	my	clients	pivot,	and	come	up	with	new	
ways	to	make	money	because	many	of	them	are	in-person,	and	many	of	their	businesses	were	
shut	down.		Besides	going	through	the	nightmare	of	PPP	and	idle,	what	I	didn't	do	is	I	didn't	
pivot.		
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I	was	busier	than	ever	and	I	didn't	have	to	think	about	that,	but	coming	here	and	listening	to	
Iyanna	talk	about	other	revenue	streams	and	passive	income,	and	watching	my	clients	do	
all	this.	And	it	just	really	didn't	even	occur	to	me	until	this	morning	actually,	that	there’s	
others	opportunities	for	us,	like	with	Alyssa	and	her	Workflow	Queen,	and	how	she's	been	
able	to	take	this	business	and	find	one	little	piece	of	it,	and	turn	around	and	help	all	of	us.	

Iyanna	with	her	videos	and	Perry	mentioning,	get	that	get	that	money	up	front	by	selling	
these	little	videos.	It’s	like	something	we	all	hear	and	we	all	know,	but	we	don't	act	on,	and	I	
think	it's	a	really	great	opportunity	one	on	that.		

--	

I	just	want	to	say	that	I	don't	know	how	you	did	it,	but	did	you	pre	screen	people	or	not.	My	
biggest	takeaway	from	this	conference	is	that	every	single	person	I	met	here	can	be	my	
best	friend.	Good	people,	maybe	because	most	of	us	are	people	pleasers,	but	just	such	a	great	
community	of	people	and	I’m	so	thankful	Ben.	Thank	you	very	much.	
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