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Information About These Notes 

 
The following Conference Notes & Growth Ideas were taken from the 
presentations given at the BKX Conference on June 14, 15 & 16, 2022 in 
Orlando, Florida  

These notes are probably unlike any you’ve seen before because their purpose is to 
complement the videos by highlighting the main points so they are easier to find and apply 
in your business. These notes include the following:  

• Growth Ideas that summarize the key points in the presentations. If you go to: 3.7 
Fulfilling Your Vision for the Future – Ben Robinson  you will learn about a tool you 
can use to prioritize the growth ideas you felt were the most beneficial. This will help 
you to know The ONE concept you should focus all your attention on first. 

• A summary of the presentation after the Index and at the beginning of each 
presentation, so you can get a quick preview of each presentation.  

• A photo of each presenter on the first page so you know who is speaking.  
• A visual Mind Map or detailed summary that provides a ‘big picture’ overview on the 

first page of each presentation. 
• URL links of websites, videos, or documents mentioned by each presenter.  
• Screenshot of slides or graphics the presenters used to provide greater 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. 
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BKX	Presentation	Summaries	
These	summaries	allow	you	to	get	the	main	points	of	each	presentation.	Click	on	the	
presentation	titles	below	to	take	you	to	the	designated	page.	

	

Day	1.	June	14,	2022	
1.1		The	Fascinating	Future	–	Ben	Robinson	.................................................................................................	42	
You	live	in	the	best	time	to	do	what	you’re	doing.	Every	business	needs	bookkeeping	services.	There	is	a	
economic	tsunami	coming,	but	if	you’re	prepared,	you	will	thrive.	The	great	resignation	is	just	a	return	to	
our	hunter-gather,	self	–employed	roots.	Some	observation	Ben	shared	are:	Small	business	is	here	to	stay,	
big	business	and	smart	dollars	want	your	clients,	radical	technological	change	is	occurring,	and	we	need	to	
fall	back	on	basic	human	relations.		
Add	additional	revenue	stream	to	your	business	–	probably	the	most	important	thing	you	can	do	in	your	
business.	Look	at	how	you	can	better	serve	your	clients,	especially	those	that	are	struggling.	You	are	in	
control	of	your	own	destiny.	Have	written	revenue	goals,	top	and	bottom	line.	Ben	shared	ways	to	be	
strong:	Plan	for	the	worst,	pray	for	the	best;	exercise	delayed	gratification;	surround	yourself	with	those	
that	have	built	what	you	want	to	build;	have	a	mentor	above	you	your	capacity;	invest	in	your	skills	now;	
and	expand	your	service	offering.	Ben	shared	the	expanded	services	his	company	is	offering.	
	
1.2		Launch	Event:	Digits	World	Premiere	–	Jeff	Seibert	and	Wayne	Chang		..................................	57		
Digits	uses	human-centered	design	to	create	a	unique	platform	with	multiple	tools	that	supports	
bookkeepers,	accountants,	and	finance	managers.	Their	goal	is	to	model	your	clients’	businesses	in	order	to	
unlock	insights	about	what’s	driving	it,	what’s	changing,	what’s	interesting,	and	what’s	important	to	pay	
attention	to.	Their	different	tools	include:		

• Digits	Search	–	Indexes	your	businesses	financial	history	and	cross-references	it	with	search	input.	
• Digits	Report	Builder	–	Powerful	visualizations	and	customized	and	customized	reports	that	you	can	

add	or	reorder	components.		
• Digits	Labs	–	Unlock	access	to	groundbreaking	tools,	collaborate	with	Digits	team,	and	get	

recognized	for	your	input.	
• Advisory	Tools	(available	soon)	–	There	are	three	components	to	this	

1. Burn	–	incredible	insights	into	your	clients	business	
2. Sales	–	helps	you	identify	areas	and	get	the	information	when	it	matters	
3. Boost	–	automate	your	work,	monitor	and	activate	your	client’s	ledger	

	
	
1.3		Different	is	Better	than	Better	–	Sally	Hogshead	................................................................................	76	
You	don’t	have	to	change	who	you	are.	You	have	to	become	more	of	who	you	are	already.	Sally	shared	the	
Fascinate	Test	and	how	to	use	it	to	find	your	Advantage.	It	shows	how	the	world	sees	you	at	your	best.	You	
can	use	it	to	differentiate	yourself	from	the	competition.	Different	is	better	than	better.	Knowing	this	about	
you	and	your	business	makes	it	easier	to	identify	your	ideal	client	who	will	remember	you,	refer	you,	and	
stick	with	you,	and	this	is	the	ultimate	way	to	grow	your	business.		

The	two	things	that	differentiate	high	performers:	1)	They	deliver	a	specific	benefit	to	their	clients.,	and	2)	
They	turned	this	specific	benefit	into	a	specialty	where	they	did	it	on	purpose,	and	over-delivered	in	this	
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one	specialty.	Identify	the	type	of	problem	you	are	uniquely	suited	to	solve	for	clients,	then	grow	your	
business	around	it.	Sally	ended	by	showing	how	to	use	the	Fascinate	Test	to	help	your	business	grow.	

	

1.4		How	to	Enjoy	a	6-Figure	Biz	Working	Part-Time	–	Brooke	Swan	............................................	105	
Brooke	built	a	6-figure	business,	working	about	20-hours	a	week.	This	has	allowed	her	to	build	her	dream	
business	that	provides	the	income	and	the	lifestyle	she	wants.	This	was	accomplished	using	her	four-step	
system	to	work	smarter	and	not	harder:		
1) Intentions	–	Be	intentional	with	your	energy.	
2) Execution	–	How	are	you	going	to	execute	and	manage	your	time?	
3) Management	–	Managing	your	tasks	effectively.	
4) Improvements	–	How	are	you	going	to	improve,	delegate,	and	automate	to	be	more	efficient?	

She	shares	the	details	with	a	well-organized	presentation,	and	at	the	end	Brooke	had	the	audience	start	an	
activity	worksheet	to	start	them	on	her	four-step	process.		

	
1.5		The	Magic	of	the	Brain	Dump	in	Intentional	Goal	Setting	–	Ben	Day	......................................	122	
The	brain	dump	is	a	CEO	skill	that	is	about	intentionality	in	goal	setting.	There	are	3	types	of	Brain	Dumps:	
Mini	(can	happen	anytime),	Normal	(3-6	months	&	described	below),	and	Big	(yearly).	It	starts	with	
identifying	The	Question,	which	is	the	pain	related	to	your	biggest	problem	(or	opportunity).	The	3	kinds	of	
problems	are:	1)	Roadblocks,	2)	Speed	bumps,	3)	Total	gridlock.	The	magic	of	the	Brain	Dump	is	how	you’re	
going	to	get	answers,	and	what	will	come	out	of	it	is	The	Plan.	The	3	Stages	of	the	Normal	Brain	Dump	are:	

		1.	Pre-work	(3-6	months	out)	–	Ask	The	Question	tied	to	your	pain	every	day	–	but	don’t	answer	it.		
		2.		The	Ritual	(1-3	days	out)	–	Take	the	trip	to	a	place	in	the	middle	of	nowhere,	do	a	Purge	by	listing	on	a	

sheet	of	paper	all	things	causing	anxiety	–	then	put	it	away,	and	the	next	2-3	days	do	self-development.	
		3.	The	Event	–	On	the	last	day,	go	to	a	private	place,	finally	ask	The	Question	and	write,	draw	or	doodle	for	

the	next	several	hours	all	thoughts	that	come	into	your	head.	
	

1.6		Sponsor	Panel	..................................................................................................................................................	140	
Sponsors’	representatives	gave	a	brief	summary	of	their	company,	then	Ben	and	the	audience	asked	
questions	for	the	reps	to	answer.	The	sponsors	included:		
Xero	–	Stephanie	Borsome:	We	are	a	cloud-based	accounting	software	that	helps	connect	clients	and	small	
businesses	with	their	advisors.	Our	goal	at	Xero	is	to	help	you	grow	your	firm,	and	work	more	efficiently.		
Melio	–	Bret	Harrison:	We	are	a	payment	solution	for	all	the	businesses	that	support	your	business,	such	as	
vendors,	suppliers,	and	contractors.	One	of	our	Creed's	is	keeping	small	business	in	business	
Digits	–	Rob	Hamilton:	Building	the	technology	over	the	last	four	years	with	our	living	model	to	provide	
valuable	information	and	reports	to	make	better	decisions	for	your	clients’	businesses.		
Corpay	One	–	Kat	Sloan:	We’re	an	all-in-one	spend	management	solution	really	looking	to	automate	and	
streamline	the	whole	AP	process.	One	of	our	creeds	is	keeping	small	business	in	business.		
ZenBill	–	Elie	Toubiana,	CEO:	We	are	an	account	payable	automation	tool,	using	machine	learning	to	help	
you	automate	your	practice	and	to	take	away	all	the	manual	processes	that	comes	with	encoding	invoices	
and	accounts	payables.	
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1.7		Beyond	Money:	Incorporating	Mission	into	Business	–	Bob	Dye	.............................................	152	
Your	clients	are	more	than	just	a	name	in	QuickBooks.	Bob	shared	three	parts	related	to	your	mission:		
First	–	Defining	your	mission.	This	is	a	strongly	felt	aim,	ambition,	or	calling	that	answers	why	you	are	in	

business.	Position	yourself	as	a	partner	with	clients.		
Second	–	Discovering	your	client’s	Mission.	Get	to	know	them	at	a	deeper	level,	and	learn	what	is	

important	to	them	and	what	do	they	want	to	accomplish.	Look	for	areas	of	commonality.	
Third	–	Aligning	those	two	together.		Integrate	your	mission	with	your	client’s	mission.	Always	add	value.	
Benefits	that	come	from	following	these	steps	include:	You	become	a	trusted	partner	rather	than	a	vendor;	
receive	more	referrals;	and	your	team	becomes	your	greatest	asset	in	extending	your	mission.	
	

	

Day	2.	June	15,	2022	
2.1		How	to	Delegate,	Develop,	and	Grow	–	Melissa	Honan	.................................................................	169	
The	two	things	that	helped	her	grow	her	business	to	seven-figures:	1)	Niche	your	business	to	a	specific	
market	–	theirs	is	painters;	2)	Have	the	right	team	that	you	can	delegate	tasks	to	get	more	done.		

The	primary	focus	of	the	presentation	was	telling	the	benefits	and	method	of	effective	Delegation.	The	
different	tasks	you	can	delegate:	Tiny,	Tedious,	Time-consuming,	Teachable,	Terrible	At,	Time-sensitive,	and	
“That’s	not	my	job.”		

To	ensure	your	team	is	successful	when	delegating,	ask	questions,	clarify	what	success	looks	like,	achieve	
buy-in	from	those	you	delegate	to,	have	processes	–	even	if	you	have	to	buy	the	processes,	have	regular	
check-ins,	and	use	positive	reinforcement.	Melissa	challenged	everyone	to	get	an	extra	two	hours	by	
delegating	at	least	2	hours	of	weekly	tasks	within	2	weeks.		

	

2.2		How	to	Choose	Your	Optimal	Tech	Stack	–	Gabrielle	Fontaine	.................................................	183	
Your	tech	stack	is	the	combination	of	apps	that	you	use	in	your	business	to	get	the	results	you	get.	Before	
building	your	tech	stack:	
Document	–	create	workflows	in	the	3	Stages:	Gather,	Process	&	Results	
Automate	–	leverage	the	technology	to	build	a	rock	solid	business.		
Delegate	–	essential	to	grow	and	scale	your	business.	

Don’t	use	technology	‘App	Backwards’	by	trying	to	make	your	business	fit	the	technology.	Workflows	come	
before	apps.	Start	with	the	results	you	need.	She	has	6-Steps	she	shares	to	ensure	the	app	you	implement	
works	for	your	business.	The	steps	are:	1)Results,	2)	Must	Haves,	3)	Search,	4)	Evaluation,	5)	Probation	&	
finally	6)	Adoption.	The	big	mistake	most	make	is	to	jumping	from	Evaluation	to	Adoption.	Gabrielle	shared	
apps	she	is	using	in	her	business,	and	then	ended	by	giving	an	action	plan	to	follow.			
	

2.3		I	Love	Bookkeeping	Podcast	–	Ben	Robinson,	Hanna	Robinson	&	Melissa	Honan	...........	198	
This	was	an	episode	of	I	Love	Bookkeeping	where	Ben	was	asked	questions	by	the	cohost,	Hanna	and	
Melissa,	about	a	variety	of	topics	to	learn	more	about	business	and	Ben	personally.	Trivia	questions	about	
Ben	were	asked	to	see	if	the	audience	could	answer	them.	AT	the	end	Ben	shares	his	favorite	app.	
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2.4		Inner	Circle	Mastermind	–	Ben	Robinson	...........................................................................................	215	
Ben	encouraged	everyone	to	leverage	their	personal	brand	so	you	can	differentiate	yourself.	Pick	a	niche	
that	you	can	focus	your	marketing	efforts	to	attract	your	ideal	clients.	Gain	greater	clarity	by	knowing	what	
you	want	for	your	business	and	for	your	personal	life.	Adding	other	services	is	the	quickest	way	to	solidify	
market	share	and	increase	your	revenue.	It	will	also	position	you	better	for	bad	economic	times.	Two	
obvious	services	are	tax	and	advisory.	It	costs	zero	to	market	because	you’re	targeting	existing	clients.		
The	Biz	Growth	Meter	was	shared	to	demonstrate	that	increasing	Service,	Market	or	Channel,	can	result	in	
greater	revenue	from	2x	and	more.	The	two	activities	you	should	never	stop	in	your	business	are	Marketing	
and	Recruiting.	These	two	pipelines	should	always	be	filled.			
The	last	half	of	the	session	was	spent	sharing	InnerCircle,	which	multiple	components:	A	mastermind,	
marketing	automation,	customized	marketing	automation,	talent	search	and	matching,	tax	biz,	advisory	
and	payroll	services.	This	provides	a	solid	foundation	for	growth	and	support	as	the	business	grows.	The	
number	involved	will	not	exceed	100	business,	and	it	is	by	application	only.		
Perry	Belcher	joined	Ben	on	the	stage	to	share	additional	insights	and	how	InnerCircle	not	only	has	the	
tools	business	owners	need,	but	also	provides	the	ideas	and	give	people	greater	confidence,	which	can	be	
defined	as	one’s	own	belief	in	their	ability.			
	

2.5		Strategic	Decision	Making	vs.	Rational	Decision	Making	Process	–	Kim	Erick	...................	233	
It’s	critically	important	to	define	your	Why	so	that	you	can	learn	to	make	better	decisions	that	will	not	only	
help	you	achieve	your	goals,	but	be	happier	by	being	in	alignment	with	your	Why.		Kim	also	shared	two	
types	of	decision	making:	Strategic	and	Rational.	Strategic	decision	making	seeks	information	that	is	used	to	
then	brainstorm	solutions	and	generate	alternatives;	whereas,	Rational	decision	making	places	an	emphasis	
on	identifying	and	weighing	the	decision	criteria	to	select	the	best	alternative.		
Kim	ended	her	presentation	by	teaching	the	value	of	saying	NO	when	a	choice	does	not	align	with	your	
Why.	She	had	attendees	do	an	exercise	where	they	practices	saying	No.	And	she	also	had	a	couple	of	
people	come	to	the	mic	to	share	their	stories	about	how	understanding	their	Why	and	making	better	
choices	that	reduced	their	stress	and	one	of	the	individuals	even	ended	up	making	more	money	by	
following	her	Why.		

	
2.6		How	to	Use	Video	to	Scale	Your	Business	–	Kate	Johnson	...........................................................	245	
Learning	to	make	a	video	is	a	skill	that	bookkeepers	should	develop.	The	two	skills	to	create	video	are	
Communicate	and	Create,	and	three	ways	you	can	acquire	those	skills	are:	1)	teach	yourself,	2)	take	paid	
training,	or	3)	hire	a	pro	to	do	your	videos.	Tips	and	ideas	are	given	in	these	areas.	The	kinds	of	videos	you	
can	make	can	be	place	in	any	of	these	three	buckets:		

1) Internal	operations	–	internal	SOPs	and	processes	in	your	business	used	by	employees.	
2) Clients	and	Hot	Prospects	–	these	are	people	who	are	close	to	your	business.	
3) External	videos	–	to	get	strangers	to	know,	like	and	trust	you.		

Ideas	where	shared	in	each	of	these	buckets	to	improve	your	videos.	Kate	also	shared	old	videos	of	Ben	
Robinson,	as	well	as	gave	encouraging	words	to	get	started	in	video.	
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2.7		Expert	Panel:	REAL	Bookkeeping	Biz	Owners	Using	Video	–	Moderated	by	Kate			 	
	 Johnson	;	Panel:	Rachel	Barnett,	Jolene	Fleming	&	David	Perry	.............................................	259	
There	is	a	detailed	summary	of	the	Expert	Panel	discussion	at	BKX,	that	was	made	available	by	Kate	Johnson	
on	her	website	at	www.bookkeepingsidehustle.com/videos		It	provides	valuable	tools,	apps,	training	
programs,	and	other	resources	to	help	you	start	creating	your	own	videos.		

After	that	is	the	transcript	of	the	Panel	in	a	Q&A	format,	moderated	by	Kate	and	also	questions	from	the	
audience.		
	

Day	3.	June	16,	2022	
3.1		Advertising	to	Get	Clients	–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson	..................	277	
Perry	and	Amanda	share	valuable	advice	for	bookkeepers	that	include:		
• Identify	the	One	Idea	from	all	you’ve	learn	here	and	implement	it.	Don’t	become	overwhelmed.		
• Create	an	automated	marketing	machine	for	your	business	that	provides	reliable	leads.		
• Add	Advisory	services	to	increase	the	value	to	your	clients	and	increase	your	income.	Don’t	just	tell	

the	numbers,	interpret	the	numbers	for	your	client.		
• Measure	your	Return	On	Ad	Spend	(ROAS)	to	know	the	effectiveness	of	your	marketing.	
• You	have	unlimited	vertical	scale	by	being	a	specialized	bookkeeper	in	a	nice.	
• Create	Super	Employees	by	having	your	employees	work	with	outsourced	people.	
• Crafting	an	offer	is	as	simple	as	–	make	a	promise,	tell	a	story,	and	then	make	an	offer.	
• Five	questions	that	are	part	of	your	Playbook:	1)	What	business	are	we	in?	2)	Who	is	our	client?	3)	

What	does	the	client	actually	want?	4)	What	makes	us	uniquely	qualified	to	provide	that	value	over	
someone	else?	5)	What	is	our	unfair	advantage?	

• The	more	you	can	control,	the	more	you	can	coordinate.	Provide	several	services	so	your	client	only	
has	to	deal	with	one	vendor.	This	will	both	increase	your	income	and	keep	client’s	from	leaving.	

• Close	The	Success	Gap	between	what	you	provide	and	what	your	clients	needs	to	be	successful.	
• You	get	paid	based	on	the	level	of	problems	you	help	solve.	Solve	big	problems	to	make	big	money.	

	
3.2		Hot	Seats	&	Q&A	–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson	.....................................	297	
The	first	half	of	the	session	was	a	hot	seat	was	done	with	Virginia	who	provides	bookkeeping	for	mom	
entrepreneurs,	and	the	last	half	was	answering	questions	from	the	audience.	Here	are	the	following	tips	
and	advice:	
• Do	these	before	paid	advertising:	Referrals	strategy,	gifting	strategy,	affiliate	program,	cold	outreach	

program,	podcast	guesting,	attend	industry	events.		
• Work	with	non-competitive	businesses	that	can	solve	a	problem	for	your	clients.	
• Position	yourself	as	a	fractional	CFO/COO	so	you	can	charge	more	and	provide	more	value.	
• Tell	a	story	rather	than	give	bullet	points.	You	can’t	debate	or	argue	a	story.	
• The	Content	Multiplier	is	a	way	to	get	30-40	pieces	of	content	from	a	15	minute	video.	
• A	niche	is	not	always	industry	specific,	it	can	be	based	on	ethnicity,	hobbies,	family	practices,	etc.	
• Many	other	resources	and	links	were	shared	during	this	session.	
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3.3		Building	Culture	in	an	Entirely	Remote	Environment	–	Tyler	Otto	.........................................	319	
You	have	within	your	firm	a	miracle	“drug”	called	communication.	When	taken	as	directed,	it	has	many	
positive	results	within	the	organization	and	on	the	bottom	line.	Video	recordings	can	be	used	to	inform	and	
communicate	with	staff	and	clients.	By	seeing	you	more	on	video,	it	creates	a	parasocial	relationship.		
Tyler	went	over	the	various	meetings	that	can	be	held	in	the	company,	and	how	they	can	be	used	to	build	
your	brand	and	improve	relationships.		Leverage	your	staff	to	support	other	team	members	by	having	a	
team	support	channel.		
Lastly,	culture	can	developed	with	incentives	that	uses	bonuses.	The	best	way	to	create	a	desired	culture	is	
to	hire	slow	in	order	to	make	sure	there	is	a	cultural	fit	with	people	you	add	to	your	team.	The	prescription	
was	given	to	implement	one	thing	in	your	firm	that	will	set	the	tone	of	your	business	for	future	hires.	
	

3.4		How	to	Grow	Yourself	&	Biz	with	Masterminds	–	Brandy	Derrick	..........................................	336	
A	mastermind	is	defined	as	a	group	of	people	who	come	together	to	brainstorm	ideas,	learn	new	things,	
have	peer	accountability,	and	to	sharpen	their	business	and	relationship	skills.	It	is	a	place	where	members	
aare	be	expected	to	participate	and	focus	on	giving	as	much	value	to	the	other	members.	Brandy	shared	
some	ways	that	masterminds	have	helped	grow	her	business:	

• She	has	learned	about	new	software	and	procedures	from	the	other	members.	
• It	has	gamified	her	to	get	things	accomplished	because	she	is	a	people	pleaser	and	pushes	her	to	

get	tasks	done	so	she	can	say	yes	to	the	group	about	things	she	said	she	would	do.	
• She	realized	that	she	was	the	bottleneck	in	her	organization,	and	she	learned	how	to		get	out	of	her	

own	way	to	grow	the	company.	
• Just	by	saying	the	words	out	loud	while	explaining	her	problem,	she	has	been	able	to	come	up	with	

solutions.		
• She	has	also	grown	as	a	person	by	learning	how	to	critique	employees,	pushing	her	to	get	out	of	her	

comfort	zone,	and	opening	her	eyes	to	view	other	points	of	view	and	perspectives.	And	they	
started	reading	books	and	sharing	their	insights.		

	
3.5		Monstermind	Panel:	Brandy	Derrick,	Jocelyn	Mynes,	Rachel	LaMantia	&	Ben	Day	.........	345	

	“Monstermind”	is	the	name	of	the	mastermind.	The	members	have	been	meeting	every	single	month	for	
2.5	years	and	the	members	have	built	strong	relationships.	They	shared	things	that	have	helped	their	group	
stay	together	for	so	long.	They	meetings	are	2	hours	long,	and	it	follows	this	format:	
The	first	30	minutes	are	spent	sharing	wins	with	each	other.	This	starts	the	meeting	off	with	a	positive	
feeling.	It’s	important	to	start	off	with	positive	things	that	each	person	has	done	since	the	last	meeting.	
Next,	is	the	accountability	time	where	each	person	is	asked,	“Did	you	get	the	ting	done	that	you	said	you’re	
going	to	get	done?	If	not,	why.		
They	then	share	what	they	plan	to	accomplish	during	the	next	month.	Each	person	posts	their	tasks	or	
projects	to	accomplish	next	month	in	their	Facebook	group.		
The	last	segment	is	left	to	discussing	the	challenges	they	want	assistance	from	the	other	members.	This	is	
done	by	stating,	“Here’s	the	thing	I	have	a	question	about,”	or	“here’s	the	thing	I	want	to	get	everyone’s	
opinion	on.”	Each	person	has	10	minutes	of	focused	attention	from	the	other	members.		
The	meeting	is	ended	promptly	on	or	before	the	end	time	so	they	can	get	back	to	work.		
Mid-way	to	the	next	meeting,	Brandy	has	an	email	that	goes	out	to	the	members	that	reminds	them	to	get	
the	task	done.	This	is	the	only	communication	until	they	meet	again	next	month.			
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3.6		Expert	Panel:	Ask	Me	Anything	–	Tyler	Otto,	Melissa	Honan,	Brooke	Swan,		
	 Bob	Dye,	Ben	Day	&	Ben	Robinson	........................................................................................................	364	
The	entire	session	was	used	for	individuals	to	ask	questions	of	the	panel	members.	Question	ranged	from	
clarification	on	points	in	a	presentation	to	where	to	get	laundry	service.	Below	are	some	of	the	questions	
answered	by	the	Expert	Panel:	

• What	is	the	process	you	use	to	complete	client	work?	Ben	R.	compared	it	to	an	assembly	line.	
• What	do	you	think	a	day	in	your	life	would	look	like	in	ten	years	from	now?	A	lot	of	varied	answers	

were	given.	
• What	is	your	best	advice	for	navigating	industry	conferences	to	market	your	business?	
• What	do	you	do	for	personal	development?	
• How	many	of	you	are	involved	in	a	mastermind?	Only	about	half	of	the	panelists.	
• Did	you	have	moments	where	you	had	to	overcome	fear	building	your	business?	
• Have	any	of	you	ever	acquired	another	bookkeeping	business,	or	do	you	have	plans	to	acquire	one	in	

the	future?	Ben	had	done	it	twice	and	recommended	not	to	do	it.		
• How	do	you	manage	your	time?		

	

	
3.7		Fulfilling	Your	Vision	for	the	Future	–	Ben	Robinson	....................................................................	379	
Ben	shared	his	method	to	help	prioritize	Potential	Projects	&	Growth	Ideas	you	learned	while	at	BKX,	or	
anywhere	else.	This	helps	to	identify	the	first	Project	you	should	focus	all	of	your	effort	on	to	complete.	
Below	are	the	steps	to	take:	

Step	1:	List	all	the	different	ideas	that	you	have.	If	you’ve	been	keeping	notes,	look	at	the	ideas	you	wrote.		

Step	2:	List	a	category	for	your	idea.	For	example,	all	3	ideas	below	are	listed	as	MKT	for	Marketing.		

Step	3:	Score	your	ideas	using	a	1,	2,	3	system	to	evaluate	the	idea.	A	1	under	Priority		means	it’s	best	one,	
for	Ease	it’s	the	easiest	idea	to	implement,	and	for	Earning	Potential	it’s	the	highest	amount	of	earning.		

Step	4:	Sort	all	Scored	ideas	in	ascending	order.	The	lowest	numbers	are	on	top.	So	in	the	example	below,	
“Send	50	Videos	on	Linked	in	would	be	the	project	at	the	top	of	the	spreadsheet.		

Step	5:	Focus	all	your	effort	on	the	top-rated	task.	You	wouldn’t	work	on	all	3	at	the	same	time	because	
you’d	get	overwhelmed	and	discouraged,	and	not	complete	any	of	them.	Once	you’ve	completed	your	#1	
Potential	Project,	then	you	can	focus	on	the	next	one	until	it’s	completed,	and	just	continue	the	process.		

	

	s	
	

Click	Here	to	Return	to	Index			
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Website	Links	and	Resources	Mentioned	in	Presentations	
This	includes	software,	documents,	and	video	presentations	mentioned	by	speakers.		
	

1.1	The	Fascinating	Future	–	Ben	Robinson	
Neuralink	–	breakthrough	technology	that	interfaces	with	the	brain.		https://neuralink.com/	
How	the	Economy	Works	–	Ray	Dalio.	A	32-minute	video	that’s	prophetic	to	what's	happening	today.		
https://www.youtube.com/watch?v=PHe0bXAIuk0		
Startup	Jungle	–		sister	company	that	helps	people	to	start	a	number	of	different	businesses.	
https://startupjungle.com/	
Keepful	–	marketing	automation	for	bookkeepers,	by	bookkeepers.	When	you	combine	this	with	another	
strategy	it	is	just	beautiful.	https://www.keepful.com/		
	

1.2	Launch	Event:	Digital	World	Premier	
Digits	–	unique	platform	for	bookkeepers	and	accountants.	https://digits.com/	
Figma	–	just	like	Photoshop,	but	it's	in	your	web	browser.	https://www.figma.com/			
Dall-E	2	–	art	created	by	AI	with	the	only	input	was	that	text.		https://openai.com/dall-e-2/	
Crashlytics	–	collects,	analyze	and	organize	app	crash	reports.	firebase.google.com/products/crashlytics		
	

1.3	Different	is	Better	than	Better	–	Sally	Hogshead	
HowToFacinate.com	–	take	the	Fascinate	Test	to	define	your	value,	differentiate	yourself,	and	grow	your	
brand.	https://www.howtofascinate.com/	
	

1.4	How	to	Enjoy	a	6-Figure	Biz	Working	Part-Time	–	Brooke	Swan	
Clarity-Bookkeeping.com	–	Brooke’s	company.	http://www.clarity-bookkeeping.com/	
Clockify	–	a	time	tracking	app	used	by	Brooke’s	firm.	https://clockify.me/apps			
WorkflowQueen.com	–	Alyssa	Lange’s	company.	https://www.workflowqueen.com/	
One	Second	Ahead:	Enhance	Your	Performance	at	Work	with	Mindfulness	–	book	by	Rasmus	Hougaard	

Zapier	–	empowers	you	to	automate	your	work	across	5,000+	apps.	https://zapier.com/		

	

1.5	The	Magic	of	the	Brain	Dump	–	Ben	Day	
LionsShareBookkeeping.com	–	Ben	Day’s	company.	https://lionsharebookkeeping.com/	
	

1.6	Sponsor	Panel	
Xero	–	cloud-based	accounting	software	to	help	streamline	and	automate	a	lot	of	your	workflows,	and	your	
day-to-day	processes.	https://www.xero.com/us/	
Melio	–	a	payment	solution	for	all	the	businesses	that	support	your	business,	such	as	vendors,	suppliers,	
and	contractors.	https://meliopayments.com/	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	11	

Digits	–	AI	software	with	multiple	tools	to	support	accountants	and	bookkeepers	and	finance	managers.	
https://digits.com/	
Corpay	One	–	an	all-in-one	spend	management	solution	to	automate	and	streamline	the	whole	AP	process.	
https://www.corpayone.com/	
ZenBill	–	account	payable	automation	tool	to	help	you	automate	your	practice	and	to	take	away	all	the	
manual	processes	that	comes	with	encoding	invoices	and	accounts	payables.	https://www.zenbill.com/	
	

1.7	Beyond	Money:	Incorporating	Mission	into	Business	
GoodShepherdBookkeeping.com	–	website	of	Bob	Dye.	https://goodshepherdbookkeeping.com/	
Notion	–	a	wiki	https://www.notion.so/		
Guru	–	wiki		https://www.getguru.com/		
Beehive	PDF:	Purpose,	Mission	and	Values	Alignment:	Beehive’s	Guide	to	Driving	Meaningful	Strategic	
Growth.	Free	download.		https://beehivepr.biz/purpose-mission-values-alignment/	
	

2.1	How	to	Delegate,	Develop,	and	Grow	–	Melissa	Honan	
BookkeepingForPainters.com	–	Melissa’s	company	website.	https://www.bookkeepingforpainters.com/	
	

2.2	How	to	Choose	Your	Optimal	Tech	Stack	–	Gabrielle	Fontaine	
BookkeepingDirect.com	–	Gabrielle’s	company	website.	https://bookkeepingdirect.com/		
LucidChart	–	diagramming	application	software.		https://www.lucidchart.com/pages/	
Bubbl.us	–	a	mindmapping	tool	that	can	be	used	to	create	workflows.		https://bubbl.us/			
ShareFile	–	securely	access	files,	data	and	create	time-saving	workflows.	https://www.sharefile.com/		
Boomerang	–	helps	you	reclaim	your	time	with	powerful	email	and	meeting	scheduling	tools,	in	your	
browser	or	in	mobile	apps.	https://boomerangapp.com/		
Autoreview	–	automated	review	that	detects	all	possible	errors	in	real	time.	Integrates	with	QuickBooks	
and	Xero.	https://xenett.com/autoreview/		
Financial	Cents	–	accounting	practice	management	software	to	track	client	work	and	hit	accounting	
deadlines.	Delegate	and	track	recurring	work,	collaborate	with	staff.	https://financial-cents.com/		
Keeper	–	financial	management	software	[could	not	find	URL].		

Schedule	Once	–	an	engagement	acceleration	platform	to	capture,	qualify,	and	engage	with	leads	in	
minutes,	not	days.	Used	in	conjunction	with	Zoom.	Now	known	as	OnceHub.	https://www.oncehub.com/		
Loom	–	for	quick	prerecorded	videos	to	send	to	clients.	https://www.loom.com/		
	

2.3	I	Love	Bookkeeping	Podcast	–	Ben	Robinson,	Hanna	Robinson	&	Melissa	Honan		
I	Love	Bookkeeping	podcast	–	a	podcast	for	bookkeeping	professionals.	https://ilovebookkeeping.com/			
Ben’s	favorite	app	–	Ben	showed	a	4’x8’	whiteboard.	One	of	3	he	used	to	build	his	business	to	$8M.	

	

2.4	Inner	Circle	Mastermind	–	Ben	Robinson	
Keepful	–	marketing	automation	that	is	customized	and	done-for-you.	https://www.keepful.com/		
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BKInnerCircle.com	–	sign-up	page	to	join	InnerCircle.	https://www.bkinnercircle.com		

Team	Directory	Application	–	listed	on	the	directory	to	get	work.	https://bookkeepers.com/directory-app/	

	

2.5	Strategic	vs.	Rational	Decision	Making	Process	–	Kim	Erick	
Home	Time	Business	Services	LLC	–	Kim’s	company	website.	https://hometimebusinessservices.com/		
DBA	Directory	–	site	for	individuals	looking	for	a	bookkeeper.	https://dba.org/directory/		
	

2.6	How	to	Use	Video	to	Scale	Your	Business	–	Kate	Johnson		
Heritage	Business	Services	LLC	–	Kate’	company	website.	https://heritagebusinessservices.com/		
Bookkeeping	Side	Hustle	–	another	website	of	Kate.	https://www.bookkeepingsidehustle.com/		
Bookkeeping	Side	Hustle	resources	–	“How	to	Use	Video	to	Scale	Your	Business”	available	on	this	website	
along	with	other	resources	to	help	in	video	production.		
https://www.bookkeepingsidehustle.com/video/		
Steal	the	Show	by	Michael	Port	–	podcast	for	better	communication.	https://stealtheshow.com/podcast/		
How	to	create	QuickBooks	Video	Tutorials	by	Hector	Garcia,	CPA	–	for	YouTube,	Facebook,	and	your	own	
internal	library.		https://hectorgarcia.teachable.com/p/how-to-create-quickbooks-video-tutorials		
Make	Better	Video	by	Jason	Staats	–	videos	on	making	better	videos.	https://jaas.co/make-better-video		
The	Theater	of	Public	Speaking	–	a	course	by	Misty	Megia.		

	

2.7	Expert	Panel:	REAL	Bookkeeping	Biz	Owners	Using	Video	
See	Video	Tips	–	BKX	2022	at	the	beginning	of	these	notes	for	a	lot	of	suggested	tools,	tips,	apps	and	other	
resources	to	create	videos.	https://drive.google.com/file/d/1fd-
XLdqXvZsoqBjxHC5ghUNmv0z9F22U/view		
Kate	Johnson	|	Moderator	|	Bookkeeping	Side	Hustle	|	kate@bookkeepingsidehustle.com		
Rachel	Barnett	|	Gentle	Frog,	LLC	|	rachel@gentlefrog.com		
Jolene	Fleming	|	Upper	Left	Accounting	|	jolene@upperleftaccounting.com		
David	Perry	|	Latitude	Bookkeeping	Services	|	https://www.facebook.com/david.irving.perry/		
	

3.1	Advertising	to	Get	Clients	–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson	
Startup	Jungle	–	supports	people	wanting	to	get	started	in	business.	https://startupjungle.com/		
Bench	–	online	bookkeeping	service	that	is	a	threat	to	independent	bookkeepers.	https://bench.co/		
No	Man’s	Land:	Where	Growing	Companies	Fail	–	book	that	talks	about	the	difficulty	of	growing	over	$3M.	

	

3.2	Hot	Seat	with	Virginia	&	Q&A	–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson	
Blogher	–	a	blog	that	has	a	lot	of	mommy	bloggers	in	the	community.	https://www.blogher.com/		
Rachel	Pederson	–	the	queen	of	social	media.	https://rachelpedersen.com/		
Rachel	Miller	–	create		viral	audience.	https://rachelmiller.com/		
Carrie	Wilkerson	–	a	mommy	Christian	speaker	specializing	in	events.	https://carriewilkerson.com/		
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Scalewind	–	Perry’s	outsourcing	business.	Combines	managed	outsourcing,	automation	technology	and	soft	
robotics	to	give	you	an	unfair	advantage.	https://www.scalewind.com/		
Giftology:	The	Art	and	Science	of	Using	Gifts	to	Cut	Through	the	Noise,	Increase	Referrals,	and	Strengthen	
Retention	–	book	recommended	by	Perry	to	increase	referrals.	

Content	Multiplier	–	resource	by	Peng	Joon	that	teaches	how	to	publish,	automate,	and	monetize	your	
content.	https://contentmultiplierformula.com/get-it-free		
Answer	The	Public	–	free	resource	to	discover	what	people	are	asking	about.	
https://answerthepublic.com/		
BuzzSumo	–	to	find	content	that	performs	best.	https://buzzsumo.com/		
YouTube	trending	videos	–	to	see	what’s	popular	on	YouTube.	https://www.youtube.com/feed/trending		
Fiverr.com	–	find	freelance	services	to	edit	your	content.	https://www.fiverr.com/		
	

3.3	Building	Culture	in	an	Entirely	Remote	Environment	–	Tyler	Otto	
Specialty	Bookkeepers	–	Tyler’s	company	website.	https://www.specialtybk.com/		
Gusto	–	all	in	one	place	people	platform	that	has	a	culture	survey	for	feedback	-	https://gusto.com/		
Clockwork	by	Mike	Michalowicz	–	a	book	that	teaches	how	to	improve	operations	and	automate	business.	

Microsoft	Teams	Channel	–	the	team	support	channel	that	Tyler	uses	for	team	communication.	

	

3.4	How	to	Grow	Yourself	&	Biz	with	Masterminds	–	Brandy	Derrick	
Legal	Ease	Bookkeeping	–	Brandy’s	company	website.	https://legaleasebookkeeping.com/		
Entrepreneurs’	Organization	–	mastermind	group	Brandy	belongs	to.	https://hub.eonetwork.org/		
BNI	–	Business	Network	International;	a	referral	networking	group.	https://www.bni.com/		
ProVisors	–	a	national	networking	organization	for	trusted	advisors.	https://www.provisors.com/		
Never	Split	the	Difference	–	a	negotiation	book	Brandy’s	mastermind	group	read	together.		

	

3.5	MonsterMind	Panel	
Zoho	–	suite	of	software	to	run	your	entire	business.	https://www.zoho.com/		
	

3.6	Expert	Panel:	Ask	Me	Anything		
Working	Backwards:	Insights,	Stories,	and	secrets	from	Inside	Amazon	–	book	by	Colin	Bryar	and	Bill	Carr	

Use	Motion	–	takes	tasks	and	projects	and	building	the	perfect	schedule.	https://www.usemotion.com/		
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BKX	Growth	Ideas	
From	the	BKX	Conference	on	June	14-16,	2022	
	

	These	264	Growth	Ideas	are	the	key	points	that	you	can	use	to	help	grow	your	business.	They	
have	timestamps,	so	you	can	go	directly	to	the	time	in	the	notes	or	video	for	the	actual	description	
by	the	presenter.	The	first	column	

With	some	of	the	presentations,	Growth	Ideas	will	reference	Q&As,	additional	information	or	
resources	that	you	can	go	to	the	notes	in	after	these	Growth	Ideas.	For	example,	you	will	find	“See	
1.5	for	Ben	Day’s	Q&A	part	of	his	presentation.”	That	let’s	you	know	to	go	to	the	Quick	Notes	
section	for	the	summary	of	the	presentation.	Likewise,	most	sections	in	the	Quick	Notes	will	
reference	you	to	go	to	the	Growth	Ideas,	unless	there	are	graphics	or	Q&A	content	to	the	
presentation.	

Go	to:	3.7		Fulfilling	Your	Vision	for	the	Future	–	Ben	Robinson		to	learn	about	a	tool	you	can	
use	to	prioritize	the	ideas	you	learned	from	BKX,	and	know	which	one	you	should	focus	all	your	
attention	on	first.		

	

	

 
 

Day.Present# 
Speaker 

Timestamp 
Growth Ideas Description of the Idea 

 1.1		The	Fascinating	Future	–	Ben	Robinson	

1 1.1 Robinson  
You live in the absolute 
best time to own a 
business 

You live in the absolute best time to be a bookkeeping 
professional. It is truly a fascinating future for you if you're 
poised the right way. One of my chief responsibilities is to 
prepare you for that; to get you ready, because there is a 
tsunami coming, but those of you that are prepared, you 
won't just survive, you will absolutely thrive. 

2 1.1 Robinson If you are prepared, you 
will thrive 

If you’re not poised, you will get hurt. One of Ben’s chief 
responsibilities is to prepare you for the coming 
recession. Those of you who are prepared will thrive.  

3 1.1 Robinson  
The answer to every one 
of your problems can be 
found at this conference.  

Every single one of your problems that you can’t solve, 
as it relates to your business, you can find the solution 
within the room or outside with the sponsors..   

4 1.1 Robinson  
Write down the biggest 
problem that you're facing 
in your business?  

Do one thing. Think about the community that you're 
building right here. I want you to find one to two people 
that you can latch arms with to support your business. 

5 1.1 Robinson 
Find 1-2 people that you 
can start building a 
community 

You’re going to get overwhelmed with information, but 
focus on finding the answer to your biggest problem and 
latching arms with 1-2 people to help support your 
business. It’s all about community. 

6 1.1 Robinson  Learn the lessons from 
history – the great 

For 1.8 million years you ‘killed and grilled’ to survive, 
then around 11,000 BC we transformed to ‘sowed and 
growed,’ then around 1776 was the first industrial 
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resignation is just going 
back to our evolutionary 
roots 

revolution and things changed radically. For most of 
evolutionary history we were hunter-gatherers, self-
employed, we had our own business. We’re just going 
back to our evolutionary roots.  

7 1.1 Robinson  

Those that survive 
through a recession 
thrive on the other side 
of it.  

I freaking love a recession. This is the very best time 
because I know that there's a lot of weaklings that are 
going to go out and I'm going to pounce on them like a 
tiger and eat them up. 

8 1.1 Robinson  Small business is here to 
stay. 

The number of new business applications jumped 
significantly in 2020 (4.38M) from 2019 (3.51M). This 
means there is a huge trend to become self-sufficient, 
and every one of those people needs bookkeeping. In 
2021 it jumped over 1 million (5.39M) from 2020. 

9 1.1 Robinson  Big business and smart 
dollars wants your clients 

Smart money is looking for a place to put their cash. They 
have figured out that bookkeeping, accounting and tax is 
making money. Certain companies want all your clients to 
be online.  

10 1.1 Robinson  Radical technological 
change is occurring.  

This is paradigm-shifting. Nueralinks.com is pushing the 
boundaries of neural engineering by interfacing with the 
human brain. https://neuralink.com/  

11 1.1 Robinson  We need to fall back to 
basic human relations.  

We have to stay in front of technological change, but fall 
back on relationships. People cancel transactions; they 
do not cancel relationships. Put your tentacles into your 
clients by providing so much value that they don’t want to 
leave.  

12 1.1 Robinson  
The weak will fail. Do 
what you can for your 
clients.  

A lot of business that started in the last few years will go 
out of business. Learn how to add additional revenue 
streams. If your clients aren’t preparing for cash flow 
problems, they will be going out of business. Think about 
how you can work with them to prepare them for the 
coming recession.  

13 1.1 Robinson Add additional revenue 
streams 

The is probably the most important thing that you can do 
right now in your business right now. The weak are going 
to fall, but yours is not going to be one of them.  

14 1.1 Robinson  

Action item: Make a list 
of struggling clients and 
have an honest 
conversation with them. 

Help prepare your clients for what could happen if they 
aren’t prepared for what’s going to happen if they don’t 
make some changes. Have a frank and honest 
conversation with them. They deserve that. 

15 1.1 Robinson 
21:06 

Put yourself in the 
situation of your clients 
and ask these questions 

If this were my business, what would I do to prepare 
myself for good times, bad times, and anything in 
between? 
What can you do to help them? 

16 1.1 Robinson 
23:57 

The strong will survive, 
that are positioned well 

Those businesses that have strong cash flow and have 
the extra cash will be positioned well for the future. They 
will gobble up the little businesses that won’t survive. 

17 1.1 Robinson 
24:30 

Your business can be 
whatever you want it to be 
– you are in control of 
your destiny 

If you want to have a $1,000 per month business; if you 
want to have a $10,000 month business, you absolutely 
can. If you want to have a million dollar month business, 
Let's talk we can build that together. 
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18 1.1 Robinson 
25:37  

Action item: Set a written 
revenue and profit goals 
for 2022 

Set your top line and bottom line goals. For those of you 
that don’t have it set yourself a simple budget and set 
these goals for 2022.  

19 1.1 Robinson 
27:45 

Plan for the worst; 
pray/hope for the best. 

What would happen tomorrow if you lost half of your 
clients? How are you prepared for that scenario? 

20 1.1 Robinson 
29:10 Delay gratification Right now is the time to be saving and cutting your 

unnecessary expenses. 

21 1.1 Robinson 
30:45 

Surround yourself with 
those that have built what 
you want to build. 

You are the average of the five people you hang around 
most. Have clarity on where you want to go and then 
surround yourself with people who are successful and are 
where you want to go. 

22 1.1 Robinson You need to know where 
you want to go 

Know where you want to go this year and next year, then 
surround yourself with people who have been where you 
want to go. 

23 1.1 Robinson  
Have a mentor that’s 
above you in some 
capacity 

Deepen your offer by providing more services to the 
clients that you have. You want to be the one call that 
your client makes that can solve their problems 

24 1.1 Robinson  Invest in your skills now.  
Deepen your offer by offering more services to the clients 
that you have. You want to be the one call that your client 
makes that can solve their problems. The very best thing 
you can invest in has always been to invest in your skills. 

25 1.1 Robinson  
Expand your service 
offering – Build your 
moat 

Share of wallet means having your clients paying you for 
additional service you offer. It’s called expanding your 
share-of-wallet when you can make more from the same 
client by offering additional services. Ben calls it “getting 
your tentacles into your client” in a good way. 

26 1.1 Robinson  
The expanded services 
that Ben is offering and 
developing 

Our expanded service offering include: 
StartUpJungle.com; Bookkeeping.com; Keepful.com; 
Workflows.com; and Inner Circle 

 1.2		Launch	Event:	Digits	World	Premiere	–	Jeff	Seibert	and	Wayne	Chang	

27 1.2 Seibert & 
Chang 

The pace of tech 
innovation continues to 
accelerate and it has the 
potential to transform 
industries 

Some examples of how design tools have changed 
include photography, art, and writing. Digits is on a 
mission to build the next generation of finance tools that 
will transform the industry by providing fast & accurate 
information for accurate decision making.  

28 1.2 Seibert & 
Chang 

Human-Centered Design 
is the process of deeply 
empathizing the problems 
of people and finding 
solutions 

This process is how magical products can come to life. 
The real obsession at Digits is to build tools that 
empower you, grow your business, and better serve your 
clients.  

29 1.2 Seibert & 
Chang 

The root cause of issues 
with analysis, accuracy, 
and efficiency is 
technology 

Digits’ living model is a twin of your clients real life 
business. It adapts and learns to better interact with 
clients to organize and understand your clients’ data.  
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30 1.2 Seibert & 
Chang Digits goal 

To fully model each of your clients’ businesses so that we 
can unlock insights about what is driving it, what’s 
changing,, what’s interesting, and what’s important to pay 
attention to.  

31 1.2 Seibert & 
Chang 

The array of Digits tools 
that have been built or are 
in the process 

Digits Search – Indexes your businesses financial history. 
Digits Report Builder – Powerful visualizations; add or 

reorder components. 
Digits Labs – Unlock access to groundbreaking tools; 

collaborate with Digits team; get recognized for input. 

32 1.2 Seibert & 
Chang Digits Search capabilities 

Indexes your business’s entire financial history and 
cross-references it with your search input and considers 
your true intent. All search results are delivered in less 
than a second.  

33 1.2 Seibert & 
Chang 

Ways Digits improves 
reports 

It offers collaboration so you and your client can 
collaborate with the report. Grow Intuition by helping 
clients understand what’s going on. Lastly deliver insights 
to surface what’s important. 

34 1.2 Seibert & 
Chang 

Reports are a storytelling 
mechanism 

You really want to be able to customize them and 
highlight what’s important to each client – what that 
business owner needs to know.  

35 1.2 Seibert & 
Chang 

Digits Reports Builder 
capabilities 

This includes powerful visualizations and customized 
reports. You can add or reorder components. It is 
interactive and there is better collaboration, so it’s a 
natural part of the experience.   

36 1.2 Seibert & 
Chang Digit Labs capabilities 

This is where the innovation happens. You can 
collaborate with a world-class product team, get 
recognition for feature ideas, and you can help shape the 
tools of tomorrow.  

37 1.2 Seibert & 
Chang 

Advisory Tools that will 
be available through 
Digits 

Burn – incredible insights into your clients business 
Sales – helps you identify areas and get the information 
when it matters 
Boost – automate your work, monitor and activate your 
client’s ledger 

38 1.2 Seibert & 
Chang 

Community.Digits.com 
for community interaction 
of ideas 

In this community you can submit an idea, vote on an 
idea, and watch the tools get better. The feedback 
offered through Community is at the center of everything 
that Digits is doing. 

39 1.2 Seibert & 
Chang 

Additional 
announcements of thing 
to come from Digits 

Digits will be available in a Mac Desktop version later this 
year – 2022.  
No setup is required. All you have to do is link to 
QuickBooks. 

 1.3		Different	is	Better	than	Better	–	Sally	Hogshead	

40 1.3 Hogshead 
HowToFascinate.com 
measures how the world 
sees you 

Most personality assessments measure how YOU see 
the world. HowToFacinate.com measures how THE 
WORLD SEES YOU using 49 personality archetypes. 
[see 1.3 for a graphic of the Archetypes] 

41 1.3 Hogshead 
We tend to underrate 
ourselves on things we 
can’t measure. 

When we can measure an attribute, like your ability to 
drive or your intelligence, we tend to be more confident. 
When we can't measure something. We feel insecure 
and awkward and so we're more likely to under rate 
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ourselves. 

42 1.3 Hogshead  
We tend to overrate 
ourselves on things we 
can measure 

In her decade of research with over 1.3 million people, 
we tend to over-rate ourselves when we can measure 
something. However, we tend to under-estimate in 
those areas we can’t measure. 

43 1.3 Hogshead  

What makes the 
difference is called 
“differentiation” in 
marketing 

In a focus group between Coke and Pepsi, how does the 
consumer see Coke as different from Pepsi? What’s the 
difference that your clients see with you and your 
business? 

44 1.3 Hogshead Different is better than 
being better 

In a crowded environment, it's good to be better but it's 
better to be different. Different is better than better. It’s 
the things about you that makes you different that makes 
people love you. 

45 1.3 Hogshead 
The thing about you that 
makes you different that 
makes people love you 

Sally proposes that you most glorious, powerful, and 
valuable traits came in those times when you were made 
wrong, or you were disciplined, or you felt ashamed, or 
insecure. 

46 1.3 Hogshead 
Put all your energy, hope 
and vision in areas where 
you are already excelling 

It’s dangerous to focus on your weaknesses. What would 
happen if you took all that pain of working on your 
weaknesses and focused on excelling in your strengths. 

47 1.3 Hogshead 
Identify the areas in 
which you are ideal for 
your ideal clients. 

You don't have to change anything. You don't have to fix 
anything. When you work with your ideal client, being the 
person that you already are, you're simply maximizing 
what you're already doing right. It becomes really easy 
for that ideal client to find you, remember you, refer you, 
and stick with you. And that is the ultimate way to grow 
a business. 

48 1.3 Hogshead 
Transactions can be 
canceled, relationships 
can’t 

If you’re business is only a commodity, then it is 
incredibly vulnerable because you have to start 
competing on the basis of price, which means there’s no 
relationship. 

49 1.3 Hogshead It’s good to be better, but 
it’s better to be different 

Instead of looking to see what other people are doing to 
see who you are, you’re already at your best. You just 
have to be who you already are. 

50 1.3 Hogshead 
Having different results 
means you are an 
excellent team 

You don’t want your team to all be the same. You want 
different strengths in your company so you can be a 
better team.  

51 1.3 Hogshead 

The two things that 
differentiates the high 
performers in the 
financial services 
category 

1) They deliver a specific benefit by being detail-oriented, 
consistent and accurate;  
2) They turned their specialty into something where they 
were uniquely suited to solve a client’s problem. They 
focus on what makes them different. 

52 1.3 Hogshead 
Bookkeepers are more 
likely to be detail oriented 
and consistent & stable 

You are 60% more likely than the average population to 
be detail oriented. You are almost double the average 
population in your consistency and stability. 

53 1.3 Hogshead 

Grow your business 
around the type of 
problem you are 
uniquely suited to solve 

There are certain types of problems and certain types of 
needs from your clients that you are the ideal solution. 
Turn your specialty into something that you do on 
purpose. Over-deliver in this ONE specialty.  
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54 1.3 Hogshead 
The problem in working 
with the clients who are 
not the right fit for you 

They drain you of energy after interacting with them. 
They are less likely to refer you and could possibly 
damage your reputation. It’s more important to know 
who’s not a right fit client than who is. 

55 1.3 Hogshead What the most admired 
brands do… 

1) They focus on what makes them different from the 
competition.  

56 1.3 Hogshead 

When you're fascinated 
by a brand you love, you 
become intensely 
focused on them and 
what they're doing. 

In these moments, your brains open up. So when your 
client is listening to you when they're really listening to 
you, you are far more likely to be heard, and to be 
remembered in a way that people will take action on what 
you tell them. 

57 1.3 Hogshead Trust is the language of 
consistency 

As a BKX group, your primary advantage that shows your 
major difference to clients is Trust. Sally went through the 
different advantages to compare BKX attendees with 
others who have taken the survey.  

58 1.3 Hogshead Your Archetype is your 
personal brand 

It’s your personal brand. You have a primary advantages 
and secondary advantages. It’s going to give you three 
adjectives. The question for you is which of those 3 
adjectives best describes how you are different than 
other bookkeepers.  

59 1.3 Hogshead 

Answer the question: My 
business is most 
successful when I am… 
[adjective] 

Go the adjective on The Archetype to answer these 
question: What is a client’s problem you see these days? 
What is a typical solution to that problem?  
What adjective, of the three, did you choose that makes 
you different?  
How does being [adjective] help you solve the client’s 
problem better and different than anyone else? 

60 1.3 Hogshead 

Your Archetype is not a 
box, it simply lights the 
way to how you add value 
in most situations 

It’s not how you respond to the test, show it to someone 
else and it’s how they see you. It doesn’t mean that you 
respond that way in all situations, because it depends on 
who you’re dealing with and the context.  

61 1.3 Hogshead 
Hire the people on your 
team that will optimize 
you 

Bring in people to your team that score high in areas 
where you may be low, or where it can give you an 
advantage. Sally hires for these three top advantages: 
Trust, Alert and Mystique. 

 1.4		How	to	Enjoy	a	6-Figure	Biz	Working	Part-Time	–	Brooke	Swan 

62 1.4 Swan  

We get to choose our 
destiny, whether we want 
to work 60 hours or 6 
hours per week. 

“Reject the belief that to pursue your goals and build 
wealth you have to work yourself to the bone and be 
miserable about it.” Brooke likes this quote because it 
feels like in our day and age in society, we wear our 
burnout and our hustle as a badge of honor. 

63 1.4 Swan 
Four-Step System for 
working smarter, not 
harder 

1, Intentions. Be intentional with your energy. 
2. Execution. How are you going to execute & manage 
your time? 
3. Management. Managing your tasks effectively. 
4. Improvements. How are you going to improve, 
delegate, and automate to be more efficient? 
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64 1.4 Swan 1) Intentions – planning 
your time with a purpose 

When are you operating at your best? Pay attention to 
what energizes and exhausts you? Plan your week 
around YOU! YOU are in control of your schedule – what 
you say yes or no to. Listen to your body.  

65 1.4 Swan 

2) Execution  
  1. Track your time 
   2. Analyze it 
   3. Change it 
   4. Protect it 
 

Use a time-tracking app. Brooke uses Clockify.me 
https://clockify.me/apps Departmentalize the different 
areas you spend in your business. Be detailed. 
• Admin/ops 
• Sales & Marketing 
• Internal b 
• Team/Payroll/HR 
• Client Work – Break down client work by each client! 

66 1.4 Swan Track your time by each 
client This is an important metric in your business.  

67 1.4 Swan 2) Execution  
   2. Analyze your time 

Review your time reports weekly or monthly 
Reflect on it 
Ask the right questions… 
WHERE is my time going? Where am I spending it each 
week? 
Am I working more or less than the [# hrs] that I want to? 
What clients am I spending the most time on? 

68 1.4 Swan 2) Execution  
   3. Change it 

What are we going to change? Is there someone better 
at this than I am? 
What do we what to be spending less time on? 
What benefit will we reap for making the changes in our 
business?  

69 1.4 Swan 2) Execution  
   4. Protect it 

Awareness – be aware of where you’re time is going. 
It’s okay to say “no.” This teaches your clients to respect 
your time in the future.  
Mindset is key! Remember you’re in control of your time. 

70 1.4 Swan 
3) Management – We all 
have the same 24 hours 
in a day 

1. Create a priority to-do list each day. Put in these 
categories: Do first, Do next, Do last, Waiting 

2. Focus on one task at a time. Whatever task you’re 
doing, close out everything else so you can give your 
full energy and attention to what you’re doing.  

3. Time block your week. Visually planning on your 
calendar all the things that you have to do that aren’t 
appointments. (Can use a different color for each client 
to know how much time you spend on each one. 

71 1.4 Swan Management Tips/Tricks Quit checking your email 
Schedule time for unpredictability 

72 1.4 Swan 4) Improvements 
What are we gong to improve? 
How do we want to improve it? Trim, Transfer, Trash, or 
Treasure 

73 1.4 Swan 4) Improvements – What 
are we going to improve? 

    Trim.  
• Where are you spending too much unnecessary time?  
• Use apps &Y tools to take the thinking work out of it. 
• Create templates for repeatable tasks. 
    Transfer.  
What can I delegate? Who is better suited to complete 
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this task? Learn to let shit go. 
If you never learn to delegate and get things off your 
plate, you will never scale.  
    Trash. Trash parts of your processes that no longer 
serve a purpose.  Examples: Posting on LinkedIn every 
day, pushing receipts in Hubdoc vs. just saving in Google 
drive.  
    Treasure. The things that help propel your business 
forward. Example: Business coaching 
What helps you grow the business? What should you be 
doing? What is your zone of business? 

74 1.4 Swan At my firm we actually 
work 32 hours per week  

Everyone works 32 hours because I believe in it so 
much. We don’t live to work; we work to live. Reject the 
hustle and change the course of our lives for the better. 

75 1.4 Swan 

What does building your 
dream business look like 
to you?  
 

We all have different visions, priorities, and goals, and 
that's okay. I always encourage especially during these 
conferences, take the few pieces of information that really 
lands that really resonate and act on those because 
these things are a wealth of knowledge. Take what's 
hitting home and get rid of all the rest. 

76 1.4 Swan 
Take the few pieces of 
information that resonate 
with you and act on those 

Those things are a wealth of knowledge. Take what’s 
hitting home and get rid of all the rest, or whatever you 
like.  

77 1.4 Swan 

The growth of the 
business will never 
exceed the growth of the 
business owner.  
 

The more we work on ourselves, and the more we create 
space for our personal lives and all the other things that 
we do not only are we going to be more refreshed and 
more energized, but we're going to be able to come up 
with a brilliant ideas that will help propel your business 
forward when we allow the space and time for that. 

 1.5		The	Magic	of	the	Brain	Dump	in	Intentional	Goal	Setting	–	Ben	Day 

78 1.5 Day  You don’t get anywhere 
without INTENTION 

The brain dump is about intentional goal setting. If you 
want to get somewhere the best thing you can do right 
now is set a goal about something. Have something that 
you need to get done. 

79 1.5 Day 
All the things you learned 
at the conference could 
be goals for you 

There are so many cool ideas you’ve learned, and each 
of those could become a goal that you set to improve 
your business and your life.  

79 1.5 Day 

The brain dump is what I 
would consider to be a 
CEO skill.  
 

If you want to get somewhere the first best thing for you 
to do is set that goal, but how you get there is equally as 
important, and it's something that you can learn if you do 
it. 

80 1.5 Day Once you find your ONE 
THING, leave 

You have so many ideas at a conference that you know if 
you stay long enough, you’re going to drown in the 
options and you’re not going to get the really important 
things done to grow your business the way you want it to 
grow. 

81 1.5 Day Growing out of PAIN 
instead of towards GAIN 

The PAIN is examining all the things you hate doing and 
finding a solution to get away from those problems. Ask 
yourself: What hurts RIGHT NOW! 
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82 1.5 Day 

The 3 kinds of problems 
that could exist in your 
business right now: 
  

Roadblocks – these stop you from progressing. 
Speed Bumps – these aren’t a big deal, but they slow 
you down and sucks. 
Total Gridlock – nothing is working and it’s awful 
If you can begin to identify the above 3 things, you can 
work on solving them. 

83 1.5 Day Where the MAGIC comes 
in 

We often can’t see our own problems, but if you can 
begin to identify the various problems you’re 
experiencing, you can solve them.  

84 1.5 Day A Brain Dump is an event 
in 3 stages: 

1) Pre-Work (3-6 months) 
2) The Ritual (1-3 days out) 
3) The Event 

85 1.5 Day 1) Brain Dump – Pre-
Work 

The Question – find the question tied to your pain. Look 
3-6 months in the future. 
The Trip. Book the trip. Ask the question every day. 
The Etiquette. You never answer the question. Ask it 
and leave. You intentionally save this question for later. 

86 1.5 Day 2) Brain Dump – The 
Ritual 

The Sticks. Go out in the middle of nowhere. No wifi. 
The Purge. Take a single sheet of paper and write down 
everything that causes you anxieties. Don’t take a lot of 
time. Put it away and don’t worry about it until you leave. 
The Work. The next 2-4 days is your self-development 
days. This is intentional for you to grow. Read the books. 
Listen to your podcasts. You are only working on you as 
a person. 

87 1.5 Day 
3) Brain Dump – The 
Event (done on the last 
day) 

The Questions. Write your question down. Immediately 
below that write: I don’t know the answer to this question 
IF I did know the answer, it would be something like… 
[write all the answers that comes to you.]  
The result should be a notebook worth of your ideas and 
thoughts, uninterrupted.  
The Magic – How you’re going to get answers. What will 
come out of this is The Plan.  

88 1.5 Day Highlights to the Brain 
Dump process 

Space. Make very intentional space outside of your 
house and distractions. 
Time. Make time for you to do this. The more time you 
take the better, where you can’t be distracted.   
Development. Have some sort of PD in the process 
Permission. Give yourself permission to do this. 
The Prompt. When you begin to prompt yourself is how 
you’re going to get some of these breakthroughs.  
The Answers. At the end of the day, what you’re going 
to get out of this is the plan that is best for you.  

89 1.5 Day Q&A 
How do you do the Brain 
Dump if you can’t get time 
away from home? 

First, don’t do it at home – there are too many 
distractions. The best thing you can do is find a buddy or 
form a small mastermind group. If it’s important enough 
you’ll make it work. 

90 1.5 Day Q&A 
Do you have one question 
at a time or can you have 
several? 

Start with one question that you use to prime yourself. 
You’re going to find that ONE question will open up 87 
different answers for things that weren’t your question. 
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91 1.5 Day Q&A 
What’s the magic of doing 
the 3-6 months of pre-
work? 

Even if you have the answer to your question, it may not 
be the best answer. By asking the question and giving 
yourself time, you’re giving your brain permission to 
actively look for and soak up solutions other than the 
kneejerk one right now. 

92 1.5 Day Q&A 
How can your one 
question still be relevant 
in 3-6 months? 

If you’re asking a question about something that needs to 
be solved right away (i.e. getting clients’ financial 
statements tomorrow), back up and look at the root of the 
problem, which may be a systems problem. This will help 
you develop a better question that addresses the issue. 

93 1.5 Day Q&A 
How are the Mini, Normal 
& Big Brain Dumps 
different? 

Ben likes the Normal Brain Dump that can be done on an 
extended weekend. Don’t go straight into the Min-Brain 
Dump from there because you’re building a muscle (skill). 
As you build that skill and are thinking about the 
question, you find ideas coming to you while driving and 
you have to pull over and write them down.  It will get 
better and more intentional as you continue to do this. 
For the Big Brain Dump, you can find events like BKX, 
and book extended time where you have more days for 
the purge, development at the event, and then spend a 
couple of days afterwards to do the Brain Dump. 

94 1.5 Day Q&A 
Is it better to do go with a 
group of people or go off 
by yourself? 

Ben first started with a group of people with his mentors, 
are Ron & Angela Harris. They did self-development 
workshops together at the first, and then later go off by 
themselves to do the Brain Dump. The visionary time is 
crucial to your business.  

 1.6		Sponsor	Panel 

95 1.6 Sponsors See notes concerning the 
sponsors  Sponsors: Xero, Melio, Digits, Corpay One, and ZenBill 

 1.7		Beyond	Money:	Incorporating	Mission	into	Business	–	Bob	Dye 

96 1.7 Dye  
When I began to “niche” 
the business, it really took 
off 

I know churches and I know ministries, and so I began to 
go down this path and really just went exclusive with 
churches and ministries. And it really began to take off 
and just some really wonderful things began to happen. 
So listen to Ben. There is a power in niching down into 
your expertise. What are you familiar with? What do you 
know, and understand and then begin to niche in that? 

97 1.7 Dye 
Your clients are more 
than just an name in 
QuickBooks 

They are real, living human beings that matter. What your 
doing is more than just doing bookkeeping for them. 
What you’re doing can have more of an impact on 
furthering your clients’ mission.  

98 1.7 Dye Three different things 
related to your mission: 

First of all, is defining your mission. Understanding what 
our mission is; 
Secondly, looking at discovering your client's mission;  
Third, how we might be able to align those two together.  
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99 1.7 Dye Step 1: Defining Your 
Mission 

Mission is a strongly felt aim, ambition, or calling. Why 
are we in business? We protect our clients by having 
their back and giving them reliable data and actionable 
insights. Any client can find a bookkeeper. We what to be 
viewed as their partner, rather than a vendor. Someone 
they have a relationship with.  

100 1.7 Dye 
Helping others is the 
theme that crosses over 
into every business 

We help others by finding out what’s important to our 
clients, and then trying to help them get to where they 
what to be.  

101 1.7 Dye Love others as you love 
yourself 

When we love ourselves, we provide for ourselves, we 
provide physically, mentally, emotionally, spiritually and 
all of these different ways, we can take better care of our 
clients. 

102 1.7 Dye Be viewed by your clients 
as a “partner” 

Be someone they have a relationship with, someone they 
trust and seek insights from like they would a friend. 

103 1.7 Dye 
Serve your staff to ensure 
clients get a high level of 
service 

Your most important priority should be to give your 
employees their dream job. Live up to the standards that 
you promise to your staff. The goal is to have happier 
employees who will go out of their way to take care of 
customers.  

104 1.7 Dye Developing your mission, 
vision & values 

Take it seriously. Take some time. Talk about it with your 
clients, team, and your significant other. It’s always a 
work in progress. 
Get it on paper. Know your core values. It goes out with 
every single proposal, so all clients see it.  
Ask yourself how your vision can align with your client’s 
vision, mission and values.  

105 1.7 Dye Step 2: Discover your 
client’s mission 

Get to know them at a deeper level. What are the things 
important to them, and what do they want to accomplish. 
Ask questions and spend time with them.  
Ask early and ask often. Listen. Don’t be afraid to talk 
beyond business. 

106 1.7 Dye Two-step approach to 
consultations 

Look for connecting points – areas of commonality.  
Ask about their pain points related to bookkeeping. Look 
for how you can serve them 

107 1.7 Dye 
Step 3: Integrate your 
mission with your 
client’s mission 

Mission integration is basically bringing your mission and 
your clients mission together.  
Always thinking about how you can help your client fulfill 
their mission and goals 
AAV – Always Add Value 

108 1.7 Dye 
Plan a visit for a couple of 
days if you have a remote 
model 

If many of your clients are living in places where you 
haven’t seen them except through Zoom, plan a trip to go 
and visit with them.  

109 1.7 Dye 
Results of incorporating 
Mission into your 
Business 

You focus on what’s important to your client, rather on 
just making the sale. 
You become a Trusted Partner, rather than a vendor 
Selling becomes rewarding, rather than drudgery 
It brings personal satisfaction, greater income & referrals 

110 1.7 Dye Greater referrals come 
from integrating Mission 

Bob’s business has practically doubled every year in the 
last three years from referrals by using this approach. 
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111 1.7 Dye 

Your team may be the 
greatest asset you have 
to extend your mission out 
to your clients 

• They	can	help	demonstrate	company	values	in	
communication	with	clients	

• Include	your	client’s	pain	points	and	mission	
statement	in	your	knowledge	base	for	your	team’s	
information	

• Month-end	Review	–	“How	did	we	resolve	our	
client’s	pain	points	this	month?	How	did	we	
further	their	mission?	

112 1.7 Dye Mission alignment 

Understand that mission could be different with each 
client. A niche helps because there is a lot overlap in 
mission. How you can help your clients find & fulfill their 
mission and in that fulfill your mission? Perhaps as 
simple as servicing their clients as best as possible. 
Random calls to just see how they are doing.  

113 1.7 Dye Results from aligning your 
mission with your clients 

You focus on what is important to your clients rather than 
on the sale, yet generally the sale will come. You become 
a TRUSTED PARTNER rather than a VENDOR. 
Selling becomes rewarding rather than drudgery, 
This approach also brings personal satisfaction and joy 
along with greater income and referral business.  

114 1.7 Dye Mission and your team 

Your team may be the greatest asset in extending your 
mission to your clients. They can help demonstrate 
company values in communication with clients. 
Include your client’s pain points and mission statement in 
your month-end review. Do you know and understand 
your team members. How can we help your team reach 
their full potential? Greater opportunity to be a part of 
their relationship 

115 1.7 Dye 
Software to build your 
company’s knowledge 
base 

Bob suggested Notion https://www.notion.so/  or Guru, 
https://www.getguru.com/ to build your knowledge data 
base.  

116 1.7 Dye Focus on alleviating your 
client’s pain points 

As part of your month-in review ask this question to have 
to learn if you are resolving your clients pain points: How 
did we resolve your pain points this month?  
You can also ask: How did we further your mission? 

117 1.7 Dye Additional resources to 
create your mission 

Selling With A Servant Heart: Ten lessons on the path to 
joy & increased income – Jim Doyle 
The Customer Mission by Andrea Belk Olson 
https://beehivepr.biz/purpose-mission-values-alignment/ 

 2.1		How	to	Delegate,	Develop,	and	Grow	–	Melissa	Honan 

118 2.1 Honan Blocking time for sales 
calls 

Melissa blocks 30 minutes for sales calls that can last 
anywhere from 10-60 minutes. She has 30 minutes 
blocked afterwards to take the pressure off in case it 
takes 60 minutes. 

119 2.1 Honan  
How I grew a 7-figure 
bookkeeping business – 
Two parts: 

1) I NICHE in painters, and my job wasn’t figuring out 
everything. It was figuring out what painters want.  
2) Having the right team that you can delegate items to 
get things done (internal or external). 
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120 2.1 Honan 
Delegation will build 
trust and morale among 
your team 

Your team will get stronger. It will empower them to do 
more. Hire people smarter than you and your job is to do 
the rest.  

121 2.1 Honan Types of tasks you can 
delegate 

Tiny tasks that may take a few minutes to complete. 
Tedious tasks that require little skill but are annoying. 
Time-consuming tasks that big tasks. Break it into parts 
Teachable tasks you can teach other how to do. 
Terrible at tasks that you hate doing.  
Time-sensitive tasks that need to be done right away. 
“That’s not my job” tasks 

122 2.1 Honan 

Questions to ask when 
delegating to your team. 
Have a conversation with 
your people. 

Is the right person on your team? Do you know their 
areas of expertise? What are heir areas of opportunity? 
What have they been delegated before? Do they want to 
grow in their position? Do they want to grow in the 
company? Can what you’re delegating them help them 
grow?  

123 2.1Honan Do a postmortem after a 
task is completed 

Figure out if it worked, or did not work. If it didn’t work, 
why not? And can we do it differently next time? 

124 2.1 Honan 
Questions to ask when 
contracting out work to 
delegate: 

Does this need one person or several? Is this something 
that needs to be consistently done; is it a recurring event, 
or is it a one-time task? Do you have process already in 
place? Is there a time commitment to get it done? 

125 2.1 Honan Buy processes if you 
don’t have them 

Delegate your processes by buying them. You’re not 
doing anything special in your bookkeeping that the rest 
aren’t doing. Don’t recreate the wheel. It’s worth the 
money.  

126 2.1 Honan Achieve buy-in from 
those you delegate a task 

Clarify success. What is the task? Is how the task 
completed important? Are the proper resources being 
provided? When does the task need to be completed? 
How is success measured? 

127 2.1 Honan 
Clarify Success - know 
what the end result 
should look like 

Your team wants to know what the end result looks like. If 
you don't know what the end result is, nobody knows.  
Have supportive communication where your team can 
ask questions and get feedback. 

128 2.1 Honan 
Have regular check-ins 
with the people you 
delegate a tasks 

Block out time when you will follow-up on the task. 
Provide feedback. If there are mistakes, ask: What would 
you do differently next time? 

129 2.1 Honan Provide positive 
reinforcement 

Public praise, and private counsel. Give constructive 
criticism in private. Make positive reinforcement as loud 
as possible. Their wins are everybody’s wins.  

130 2.1 Honan 
Invest in yourself once 
you get things off your 
plate 

Just as you invest in your team to develop them, you 
need to invest in yourself. Your business will grow as you 
continue to grow. Grow as a team, and grow as a 
manager. 

131 2.1 Honan Challenge: Get 2 hours in 
2 weeks. 

Identify 2 hours of what you do that you don’t need to be 
doing. Start with the “Terrible At” tasks, because this will 
give you more energy once it is off your plate.  

 2.2		How	to	Choose	Your	Optimal	Tech	Stack	–	Gabrielle	Fontaine 
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132 2.2 Fontaine  First document, then 
automate, then delegate 

My approach is a longer path than Melissa’s. There’s 
different people in room, and it depends on how you 
operate your business to find success.  

133 2.2 Fontaine 

Apps are there so they 
can serve us and our 
clients, NOT the other 
way around 

Do everything you can with what you have right now. 
Start with where you are with your tech and use it to your 
benefit. Leverage technology to build a rock-solid 21st 
century bookkeeping business. 

134 2.2 Fontaine Tech Stack – what and 
why 

Paperless office by being 100% virtual/cloud-based 
Dynamic software 
Tech Stack = your combo of apps 
Efficient  
Faster than it used to be 
Convenient 
Scalable – easier to scale your practice 

135 2.2 Fontaine Biggest mistake we all 
make 

We start in the wrong place 
We focus first on the apps and try to build our workflow 
around them… 
We assume each app ‘comes with’ a workflow. 
Workflows come BEFORE apps. 

136 2.2 Fontaine The App Success Path 

What - Results > How- Workflow > Which - App  
 
The breakdown comes when you jump for what results 
you want to which app to choose, without defining your 
workflows.  

137 2.2 Fontaine Define your workflows 

Not sexy but the linchpin to predictable growth 
Simple flowcharts or checklists 
How is the work getting done now? 
Apps can become game-changing if you have 
standardized workflows 

138 2.2 Fontaine Warning: Don’t use 
templates “out of the box” 

• There is NO “plug n’ play” workflows for everyone! 
• No two bookkeeping practices are the same 
• But don’t have to start from nothing either 
• Start with the core compliance bookkeeping, and then 

customize to make it your own 

139 2.2 Fontaine 3-Stage Core Workflow 

Gather – Collect all your documents and data. 
• Scan 
• Upload 
• Automate 

Process – what are you doing now to get the work done? 
• Categorize 
• Attach docs 
• Reconciliation 

Results – This is where the value is for the client! 
• Report 
• Share  
• Storage 

140 2.2 Fontaine Action Step #1 

Document your workflows at 10,000-foot level 
Flowcharts that are visual and editable 
• Physical: sticky notes, whiteboards, paper & pencil 
• Digital: PowerPoint, Bubbl.us, Lucidhchart 

Outlines & Checklists 
Keep it Simple! 
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141 2.2 Fontaine Apps Need a Clear 
Purpose 

Need and function must precede ‘cool’ 
Each app represents an investment… time, energy, 
money. Even if it’s ‘free 
Follow this process step-by-step… 

142 2.2 Fontaine 6-Step App choosing 
process 

1. Result. What’s the purpose? 
2. Must have list 
3. Search. Talk to your friends 
4. Evaluation. Dig deeper  
5. Probation. Don’t adopt it right away. Put it on trial to 

make sure it serves your business. 
6. Adoption.  

143 2.2 Fontaine Best practices choosing 
an app 

• Focus only on one app at a time! 
• Client-facing apps: Start with only 1 or 2 clients 
• Set expectations for time & expense up front and 

communicate proactively 
• Don’t try to rush the process or you risk a mess, 

frustration and a lot of waste 

144 2.2 Fontaine 
Streamlining Secrets to 
Automation 
Start where you are: 

Zoom into a single process that needs to be improved 
Where are the bottlenecks or time vampires? 
What could be done to improve processes? 

• Save time, money or effort 
• Make it easier (for you and/or the client) 
• Improve accuracy and consistency 

Does your current software have functions that help? 

145 2.2 Fontaine App Best Practices 

Keep your tech stack small! (less = more) 
Determine if bottlenecks are due to systems or behavioral 
factors 

• Systems should support behaviors 
• Add automation where humans are the problem 

Regularly review/test your systems – Quarterly, or at 
least 1-2x per year. 

146 2.2 Fontaine  Additional Resources  
Gabrielle@winwinbusinessconsulting.com   
The Bookeeper’s Guide to the Virtual Galaxy 
App Survival Guide: Step-by-step guide to surviving the 
bookkeeping app jungle 

 2.3		I	Love	Bookkeeping	Podcast	–	Ben	Robinson,	Hanna	Robinson	&	Melissa	Honan 

147 2.3 Robinson  
[see 2.3 notes for 
Interview Q&A session 
with Ben Robinson] 

 

 2.4		Inner	Circle	Mastermind	–	Ben	Robinson 

148 2.4 Robinson  
How you insure ourselves 
from big business or other 
people 

You can do that through you by developing more skills. 
You can do that by creating a brand. You can do that 
through you as a team, and you should do all of those. 

149 2.4 Robinson Leverage your personal 
brand into your business 

This allows you differentiate yourself so that it makes it so 
that somebody would be a total idiot to go with a big 
business versus you. 
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150 2.4 Robinson 
Diversification is the 
quickest way to build 
market share 

You can solidify market share for your business and  
increase your revenue. And more importantly, you will 
increase your profitability. 

151 2.4 Robinson You’ve got to have other 
services you offer 

You need to understand this as it relates to a recession. 
Other services can include advisory, tax preparation, and 
payroll. There are other things too, but these take time to 
onboard. This is the quickest way and It costs zero to 
market to your current clients.  

152 2.4 Robinson A Niche allows you to 
focus 

It makes your work easier because you can focus now on 
one industry, one chart of accounts, and one type of 
client. This means you take less time, which means you 
make more money, which means you have a happier 
client and they're not going to leave you. 

153 2.4 Robinson 
The one thing that's 
standing in your way most 
of all is confidence.  

Does anybody else agree with me on that? That you lack 
confidence. We all lack some form of confidence in our 
business. That’s standing in your way, and it stands in my 
way. 

154 2.4 Robinson Clarity is the other thing 
that we lack 

What do I need to do next? I want to go here, but what 
should I do? You got to plan this stuff out. None of this is 
just going to happen if you go back from here to your 
regular day today, and don't make any changes. 

155 2.4 Robinson You’ve got to plan this 
stuff out 

None of this is just going to happen. Don’t go back to 
your regular day-to-day, and not make changes. Make a 
plan and be specific. 

156 2.4 Robinson An easy way to find out 
what you want 

List out every single thing that you don't want in your life, 
in your business, in your health, and your family. What do 
I not want? Start with that and see if that can’t point you 
towards the thing that you do want. 

157 2.4 Robinson Biz Growth Meter 

    Service .......... 1 ........ 2 ......... 2 
x Market ............ 1 ........ 1 ......... 2 
x Channel .......... 1 ........ 1 ......... 1 
                = ........ 1 ........ 2 ......... 4 
Doubling any one of Service, Market or Channel will 
double your business. Doubling in two areas will 4X your 
business.  

158 2.4 Robinson 
The two activities you 
should never stop in 
your business 

You should never stop marketing in your business to get 
more customers. And you should never stop recruiting 
people in your business. You always want prospects and 
potential employees in your pipeline.  

159 2.4 Robinson Have a mentor who’s 
been there and done that 

Find someone who's been there, done that, and knows 
where the boundaries are. Why do you think I work with 
Perry Belcher, because he's such a good looking guy and 
has a great personality? 

160 2.4 Robinson Inner Circle Mastermind 
benefits you’ll realize 

• Mastermind. You’ve got to be in a live mastermind.   
o Two physical masterminds a year (Atlanta & Las 

Vegas) + two virtual masterminds. 
o You’ll be around your coaches and peers (best & 

brightest) at these events.  
• Marketing Automation. Keepful.com 

https://www.keepful.com/ 
• Customized Marketing Automation  
• Talent Search / Matching 
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• Tax Biz – this is the ying to the yang of bookkeeping. 
Save clients money on taxes. 

• Advisory 
• Payroll* (This is the keys to the kingdom of more 

services you can offer)  

161 2.4 Robinson Get outside your industry 
to get good ideas 

Most of the good ideas that Ben learned were from 
talking to people in totally, radically different industries.  

162 2.4 Robinson 
Most people do things 
based on an event in their 
life 

Taxes are an event that every business has to deal with 
because of the IRS. 

163 2.4 Robinson 
Having the right tools 
can make a huge 
difference 

Condors (birds) are the most efficient animal in the world. 
Man is #16, but when you give a human a bicycle, they 
become #1. Because of our use of tools, it gives us an 
advantage.  

164 2.4 Robinson Keep marketing 
automation consistent 

Most people don’t do things in life without a prompt. They 
don’t hire a bookkeeper, unless a tragedy happens. The 
point is you never know where people are at in life. 

165 2.4 Robinson 
In every relationship you 
area either the prize or 
the prostitute 

When you have a constant stream of recruiting and you 
have 20 applicants, and you can only hire 2, then you are 
the prize and they’re the prostitute. If you only have one 
applicant and you really need someone, then they are the 
prize and you are the prostitute, because you need them. 

166 2.4 Robinson 

In a mastermind you’ll 
learn a lot from your peers 
who have been there 
done it 

A mastermind can be compared to having a Sherpa 
when climbing a mountain, and other climbers with you 
who have been up the mountain before. You have the 
person guiding you on the journey and other peers to 
give you support and advice.  

 2.5		Strategic	Decision	Making	vs.	Rational	Decision	Making	Process	–	Kim	Erick	
 

167 2.5 Erick  Be crystal clear on your 
WHY 

Your WHY is personal and emotional to you. It will get 
you through the hardest days in your business, propel 
you to do what needs to be done, and helps you make 
those hard decisions. 

168 2.5 Erick Ask these question to 
help define your WHY 

• What do I want more than anything else in this world?  
• Why do I want this one particular thing? Create an 

anchor to that, and keep it in front of you at all times. 
• Is my WHY in mind when I make decisions? Humans 

make 35,000 decisions per day according to 
Psychology Today. Make decisions in your business 
and life using your WHY. 

169 2.5 Erick Strategic decision-
making 

• Identify Problems 
• Seek Information 
• Brainstorm Solutions 
• Choose Alternative 
• Implement the Plan 
• Evaluate Outcomes – what’s the impact? 

170 2.5 Erick 
Rational decision-
making 
 

• Identify the Problem 
• Establish Decision Criteria 
• Weight Decision Criteria 
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[see a comparison of the 
two decision-making 
processes in the notes] 

• Generate Alternatives 
• Evaluate Alternatives 
• Select Best Alternative 

171 2.5 Erick Three main points 
1) Start with your WHY 
2) Get your WHY clearly defined 
3) And learn to say NO 

172 2.5 Erick You may find the niche 
that you picked sucks 

Kim started out taking anyone with a pulse and money, 
but then niched in bookkeeping for truckers. She still 
keeps her old clients because she likes them. If the niche 
you picked sucks, you can pick another niche based on 
the clients you like to work with.  

173 2.5 Erick 
Strive for Win-Win 
relationships with your 
clients 

That’s really good because when you do that, it gets you 
closer to your hopes and dreams, and that Why in your 
life.  

174 2.5 Erick 
Be brave enough to say 
NO if a client is not 
aligned with your Why 

Angie shared a story where she fired a client that was 
taking away from her Why, and within a month she 
signed a client where she makes twice the money and 
works half the time.  

175 2.5 Erick 

Example of ‘burning your 
business to the ground’ 
and rebuilding back with 
your Why in mind 

Cary was making over six-figures, but miserable. She got 
rid of a client that was worth 90% of her income and went 
to making $1,000 a month. After spending time healing, 
she got a partner, and is now making $8k a month, and 
only working 3 days a week.  

176 2.5 Erick Three additional points 
1) Keep your WHY in mind 
2) Be purposeful in you relationships 
3) Cherish every moment you have with the people in this 
room. 

 2.6		How	to	Use	Video	to	Scale	Your	Business	–	Kate	Johnson 

177 2.6 Johnson  
Why haven’t you made 
that video you know you 
should be making? 

If I do my job here today, everyone is going to leave here 
with a tool or type of video that you can create in your 
business whether you've made one, or whether you have 
made some and can improve your skills. 
You're going to have a lot of ideas and a lot of tools at the 
end of this hour and a half and your problem is going to 
be narrowing it down to a manageable amount of tools 
and ideas. 

178 2.6 Johnson 
These are marketing 
stats that illustrate the 
trend with videos: 

• 93% of businesses gain a new customer as a direct 
result of posting branded videos to social media. Video 
+ social media = world's most powerful marketing tool. 

• 66% of people choose to learn about a product by 
watching the video first. Of all the ways you can learn 
about something, video is the highest way consumers 
learn about whatever they're wanting to buy  

• 32% is the annual increase in video consumption 
between 2013 and 2018. 

• YouTube is the second most visited website in the 
world. 

• No bookkeeper has died because they made a video. 
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179 2.6 Johnson Two skills you have to 
learn to make a video: 

1) Communicate. Some ideas may complex. Join a local 
Toastmasters to learn how to communicate. 
2) Create a video. You can teach yourself, pay for 
training, or hire a pro to create your video. 

180 2.6 Johnson Three ways to get the 
two required skills 

1) Teach yourself to get the skills 
2) Take paid training to learn the skills 
3) Hire a pro to do it for you 

181 2.6 Johnson Communication tips 

• Steal the Show podcast by Michael Port 
• Take any chance to present. Consider it free practice. 
• Volunteer to help in the audio and visual booth in your 

church. 
• Tutorial on how to create videos on Camtasia by 

Hector Garcia for $75. 
• Jason Stats is a bookkeeper and has a course to get 

better at video. 

182 2.6 Johnson The 3 Buckets of videos 
you can create 

Bucket 1: Internal Operations or SOPs 
• A good place to start if you’re afraid to make videos. 
• Use Loom to create videos explaining your 

processes. 
Bucket 2: Clients & Hot Prospects – Sales process for 
someone close to becoming a client 
Bucket 3: External Know/Like/Trust Videos – these 
are for strangers.  
• Post videos on social media. 
• Take your blog posts and use them for a video script. 
• You don’t need to be a YouTuber. Be an amazing 

bookkeeper who has resources on YouTube.  

183 2.6 Johnson 

Don’t have monthly 
meetings with clients until 
Loom notifies you they 
have watched your video 

A woman named Shanita does this with her clients so 
she wants the conversation with clients to be a lot richer 
than going over the basics. After they have the basic info 
out of the way, she can go over the stuff that will impress 
them and help grow their business.  

184 2.6 Johnson 
Hire someone on Fiverr to 
make an intro and outro 
video clip 

This will make your video look more professional and you 
can use it over and over again.  

185 2.6 Johnson Get video testimonials 
from happy clients 

Take a blurp from the video testimonial and put it under 
the video so people. Have an image of the video on your 
website.  

 2.6 Johnson 
If you’re asked a question 
more than once, make a 
video on it 

You will be  

186 2.6 Johnson Smile while you are on 
camera 

Put a piece of tape next to the eye of the camera that 
says ‘smile’ so you will remember to smile 

 
2.7		Expert	Panel:	REAL	Bookkeeping	Biz	Owners	Using	Video	–	Moderated	by	Kate			

	 	 Johnson	;	Panel:	Rachel	Barnett,	Jolene	Fleming	&	David	Perry	
 

187 2.7 Expert 
Video Panel  

[See 2.7 Expert Panel 
notes for comments and  
Q&A] 
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 3.1		Advertising	to	Get	Clients	–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson 

188 3.1 Belcher  Prioritize your list of ideas 
from the conference 

Look at your list and prioritize it. What are the things that 
are going to help your business – those small hinges that 
swing big doors. Find The ONE and circle it. 

189 3.1 Belcher Marketing is something 
you do every day 

One of the key things you do every day is marketing, and 
you've got to advertise but that doesn't mean you have to 
spend money. It doesn't mean you need to be consistent, 
and that you need to go out there and have a tap that's 
turned on that's bringing you qualified prospects. 

190 3.1 Belcher 
If I was looking to buy a 
business I would look at 
these things: 

Ask: What kind of marketing machine do they have?  
What's their deliverable machine?  
And what's their Net Promoter Score? 

191 3.1 Belcher Loss Leaders or Trip 
Wires 

You spend more upfront to get a customer, knowing that 
you will be getting more than what you paid long-term 
from the relationship. Sometimes in perpetuity if they 
continue to remain withyou.  

192 3.1 Belcher Create an automated 
marketing machine 

Marketing is an amazing thing. If you get it set up right, 
you can build an automated marketing machine. It's like 
having a slot machine that always pays off. You put a 
quarter in the top and $1 falls out. 

193 3.1 Belcher Offer Advisory Services 
to your clients 

Of KPMG’s $30 billion, 30% came from accounting, 20% 
from tax services, and the balance came form Advisory 
Services. If you aren’t grasping that opportunity and 
understanding how to do it, you’re really costing yourself 
a lot of money. Your clients are begging for more help 
operationally.  

194 3.1 Belcher 
Advisory services is a 
huge opportunity for 
bookkeepers 

KPMG’s revenue was $30 Billion last year and 50% came 
from advisory services. You have the ultimate ‘flycatcher’ 
because they already need bookkeeping and tax service. 
You can add on Advisory services to that.   

195 3.1 Belcher Perry spends $25k a 
month for his bookkeeper 

She positions herself as a fractional COO. She’s pend a 
lot of time and money building her personal brand and 
only works in the narrow industry (niche) of online 
marketers.  

196 3.1 Belcher 
You income can go up 
by 100x, if you know how 
to market Advisor right 

Advisory can have a much higher perceived value 
because there is little market comparison, and by being 
in so many businesses, you have insights that are 
valuable to help grow your clients’ businesses. 

197 3.1 Belcher Measure your Return On 
Ad Spend (ROAS) 

As your business progresses, you’ll realize ad spend is 
an investment. You're making a ROAS. If you ever talked 
to anybody who wants to buy media for you. The ROAS 
is what people in the marketing business use to become 
incredibly wealthy. 

198 3.1 Belcher It’s scary to build a big 
business 

You’re comfortable with “normal,” and you’re not living to 
your potential. The only way to really get past that is to 
hold somebody’s hands that’s been up that mountain and 
have them do it with you. 
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199 3.1 Belcher For you to do millions of 
dollars is a no-brainer 

The Big 3 are doing billions of dollars. Everybody in the 
room should be doing a minimum 7-figure business. All 
you’ve got to do is want it and get out of the way.  

200 3.1 Belcher Hardest thing is to build a 
product and scale it 

The hardest thing in the world is developing a product 
that can scale and sell it. You’ve got a product and it's 
becoming more and more automated, like Ben said, with 
digital platform where everything's in the cloud, it's 
becoming easier and easier for you guys to do this stuff. 

201 3.1 Belcher You have the ability of 
unlimited vertical scale 

You can be a specialized bookkeeper in a niche, and if 
you max out there, you can move on to other similar 
niches. There's a lot of rollover there. As bookkeepers, 
every single business owner needs what you are selling. 
Entrepreneurs are forced by the IRS to use your services. 

202 3.1 Belcher Stop undervaluing 
yourself 

As bookkeepers, once you guys are recognize that 
relationships and understanding how important 
operationally you are to the people you're providing 
services to, you will stop undervaluing yourself and start 
charging what you are worth. I know my businesses 
wouldn't run without the accounting and bookkeeping 
teams behind me. 

203 3.1 Belcher 

Industries are 
consolidating, and it will 
eventually move into 
bookkeeping 

You're watching other industries consolidate with funded 
companies like Digits They're not only software 
companies, what you're seeing really commonly is an 
amalgamation of technology and services. They're going 
to get better and better, and they're well funded and 
they're going to come at you, and you’ll either become 
the hunter or the hunted. 

204 3.1 Belcher $3 to $10 million is a no-
man’s land in business 

When I buy a company, I usually buy at the $2 or $3 
million level, and then push like crazy to get a company 
over $10 million. That's a hard place to be, but there's a 
book called No Man's Land, and you don't want to be 
there and then it's coming out of it right now. If you can 
stay small and lean, and still do $2 to $3 million, you can 
make a lot of money.  

205 3.1 Belcher Leverage outsourcing 

You guys need to learn to leverage technology and 
outsourcing in your business. On every business that I 
bought, we immediately leverage outsourcing. We 
immediately leverage soft robotics, and the very best of 
class software tools in our businesses. All of my 
businesses run on the same core software.  

206 3.1 Belcher Create super employees 

Just as you can get more done through outsourcing and 
VAs, leverage your employees by having them do the 
same. Almost everyone of Perry’s employees has two 
outsourcers working for them. They can do 2-3x the work 
for 1.5x the pay. 

207 3.1 Belcher Craft an offer that makes 
you stand out 

Just learn how to make a Promise, tell a Story, and make 
an Offer. Just doing these three things will put your 
marketing ahead of the competition.  

208 3.1 Belcher Know your numbers and 
know what they mean 

Not only tell the numbers, but be able to interpret what 
those numbers mean and give a weekly snapshot to your 
clients. 
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209 3.1 Belcher Five questions that are 
your playbook 

1) What business are we in?  
2) Who is our client? Who do you serve? 
3) What does the client actually value? (the most 
important question) They value insight, where they stand 
and no surprises. 
4) What makes you uniquely qualified to provide that 
value over someone else? Why are you the better 
choice? If you can be the 10X better choice, you will 
always win. Become specialized in an industry so you 
know the specific numbers and metrics that are most 
important. 
5) What is our unfair advantage? Ben is giving it to you… 
vendor reduction. We want to deal with fewer people.  

210 3.1 Belcher 
The more you can 
control, the more you 
can coordinate 

When you coordinate several services and they only 
have to deal with one vendor, it gives you an advantage 
and them better communication. Plus, you’ll have 
multiple tentacles in a client, and they won’t leave you. 
Find ways to add value by adding additional services.  

211 3.1 Belcher 3 questions the investors 
ask on Shark Tank 

If you'll ever notice the first question they ask the guys 
when they come up is: How much are you doing in 
sales? Then, how much do you make from those sales? 
The third question they always ask: What's it cost for you 
to acquire a customer? You have to know that. 

212 3.1 Belcher Take a multi-prong 
approach to advertising 

If you are niche-specific, your momentum is going to 
build. Every dollar that you spend is not going to be an 
immediate ROI. Sometimes it’s just repeated exposure, 
and building up your reputation. Do organic promotion by 
posting on social media. TikTok advertising is growing. 

213 3.1 Belcher Messaging is more 
important than advertising 

When you get the right messaging, move it to different 
platforms, such as YouTube, Facebook, TikTok, etc. 
Once you find something that works, put it on different 
platforms.  

214 3.1 Belcher 
90% of business owners 
have no idea what their 
breakeven is 

Perry does advisory consulting for $10k per day, and only 
about 10% know their breakeven. Businesses need your 
advisory service.  
 

215 3.1 Belcher 
Understand the 
information business 
owners need 

By being niche or geographically specific, you’re going to 
better understand the information that business owners 
need for them to do their jobs better, and the better you 
understand that, the better you can service your client. 

216 3.1 Belcher The Success Gap 

This is the gap between what you provide and what they 
need to be successful. You differentiate yourself from a 
bookkeeper that does the bare minimum by providing 
advisory services, and providing an interpretation of their 
numbers.  

217 3.1 Belcher 
You get paid according to 
the level of problems you 
help solve 

Solve your client’s problems, alleviate their pain, and 
provide relieve for people. The more pain or problems 
you resolve, the more you get paid.  

 3.2		Hot	Seats	&	Q&A	–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson 
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218 3.2 Belcher & 
Dobson  

Hot Seat with Virgina who 
found a partner to do 
advisory services in the 
Mom-preneur space 

Perry’s advice: Don’t make the reactive decision you’re 
about to make. There’s a great book called Slicing Pie. It 
shares an equitable way to divide the equity in a 
company based on performance measures.  

219 3.2 Belcher & 
Dobson  

Do these before doing 
paid advertising: 

- How many of you guys have a written-down referral 
strategy? 4-5. That’s the cheapest way to get more 
clients. People that have a strategy get 20-30 times more 
referrals. 
- Who has a gifting strategy? 2-3 
- Who has an affiliate program? 3-4 
- Who has a cold outreach program? 2-3 
If you implemented these programs you’d probably 
achieve $2 million gross revenue a year.  

220 3.2 Belcher & 
Dobson  

Pay a high referral 
commission to acquire a 
client 

If you charge $800 per month, keep a client for several 
years, and your profit per month is $600, you can afford 
to pay $600 for a referral, and continue achieve long-term 
profits. Rather than pay 20% forever, pay a high fee. A 
referrer will typically take a high, up-front commission vs. 
a smaller percentage forever.  

221 3.2 Belcher & 
Dobson  

Work with non-
competitive businesses 
that can solve a problem 
for your clients 

Find someone who can solve a problem for your 
customers from a non-competitive source. Say, “I'd like to 
do this service for you for free for a while, so you can see 
how I work, and maybe you can refer to your customers 
and I pay this much commission on a referral.” 

222 3.2 Belcher & 
Dobson  

Perry’s company 
ScaleWinds makes $3M a 
year in recurring revenue 
using these 5 methods: 

1- Referrals 
2- Cold outreach 
3- Affiliates 
4- Podcast guesting 
5- Attend industry events – your business can’t lose 
money having a booth at your industry’s event 

223 3.2 Belcher & 
Dobson  

Position your service as a 
Fractional CFO 

By positioning yourself as a C-level executive, you can 
charge more and be more valuable to a client. If they 
believe they can’t afford you, let them know how you’ll 
get paid from the money you save them, and ask: And I 
bet there’s been somebody you’ve been thinking about 
firing. 

224 3.2 Belcher & 
Dobson  Provide Peace & Profit 

Virginia tells this to clients. One thing Perry can’t take is a 
frantic financial person. Having a calming nature is good 
position to have when working with entrepreneurs 
because they so excitable and deal with a lot of stressful 
situations 

225 3.2 Belcher & 
Dobson  

Tell a story rather than 
giving bullet points 

A story is so much better than giving bullet points. A story 
is the best way to create an emotional connection with 
someone. 

226 3.2 Belcher & 
Dobson  

You can’t debate or argue 
a story 

You can always debate and argue a fact/stat/number, but 
they can’t debate or argue a story. Use stories to paint a 
before and after picture for the prospect. Let them know 
you understand the position they’re in now, and then 
paint a future picture of where they could be, and how 
you would be the best choice to close that gap. 
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227 3.2 Belcher & 
Dobson  Eliminate Mom guilt 

Every single mom entrepreneur has to deal with mom 
guilt and it you can reduce that, you will stand out and 
become a solution to them. 

228 3.2 Belcher & 
Dobson  

The difference between 
Referrals and Affiliates 

Referrals refer to you because they want to help a friend 
and want a good service provider for them. 
Affiliates send clients to you because you have a pre-
arranged agreement to pay for each person they send to 
you.   

229 3.2 Belcher & 
Dobson  

Specific videos for 
getting leads 

Peng Joon has a strategy called the Content Multiplier. 
https://contentmultiplierformula.com/get-it-free  
He shares how to record one video on a subject and how 
to edit it for every single platform. You can build out 30 
days of content that will last for the rest of the year.  
You can edit the videos or can hire someone on Fiver. 

230 3.2 Belcher & 
Dobson  

Different ways to find a 
niche 

A niche isn’t always industry related. It could be based on 
your ethnicity, hobbies, family specifics, etc. Look at 
things you’ve done for other industries. Provide one thing 
you do really well, and then expand your services. Look 
at your best clients and get more of those types of 
clients.  

 3.3		Building	Culture	in	an	Entirely	Remote	Environment	–	Tyler	Otto 

231 3.3 Otto  
Communication is a 
miracle “drug” in our 
business 

Communication can increase retention, improve 
profitability, decrease employee turnover, improve 
efficiency, and drive more to your bottom line. 

232 3.3 Otto Script in your personality 
in your videos 

You need to know your brand. and you need to be able to 
script in your personality to all these videos, your 
onboarding, your trainings, your client sales 
presentations. I know for me, I like to be a little bit of a 
goofball And I give myself the freedom that if a sun pops 
in my head because I started singing it a little. 

234 3.3 Otto Para-social 
relationships 

This is a one-sided relationship where one side gets to 
know a person, and the other side doesn’t know they 
exist. This happens when you use videos to 
communicate to your clients. The repetition of your face 
creates familiarity with you to your clients and employees. 

235 3.3 Otto Have your camera on 
Make sure everyone’s face is showing because 93% of 
communication is nonverbal and 55% of that is body 
language. This helps make a better connection with 
employees and clients.  

236 3.3 Otto The morning lineup 

This is an opportunity for you to go through the highlights 
of whatever everyone is working on, and “find the 
question of the day.” Someone has to come up with a 
question to ask others. This gives an opportunity to bond 
with your team by learning more about them. 

237 3.3 Otto The one-to-one meeting 
Your team wants feedback. They want to want to connect 
with you, so do not cancel this meeting or skip it. Let 
them go first and start the meeting by asking, “What do 
you got?” 
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238 3.3 Otto The lunch-and-learn is a 
great philosophy 

If you're trying to show that part of your company culture 
is continuous education that you're investing in your 
team. Coming up with ways to enrich the skills of your 
team members goes a long way. 

239 3.3 Otto Creating your background 
video 

You don't need something fancy. A blank wall does 
wonders, but if you want to go expert mode, you can 
really start doing things to drive your company culture 
and communicate things that you never thought were 
intended. Have different things in your office that can 
trigger a conversation. Examples include, your guitar, 
children’s drawing, skis, etc. 

240 3.3 Otto Use emails/text/chat to 
communicate your culture 

Tyler shared how he uses these to communicate his 
culture by having Specialty Bookkeepers is a “flexible 
schedule employer” under his signature. You can also 
use Out-Of-Office replies to communicate culture and 
humor.  

241 3.3 Otto 
Team Support Channel 
where staff can answer 
questions of other staff 

This has been a game changer because it empowers my 
team to help each other. But to be honest, I'm not the 
best bookkeeper on my team. There's several team 
members that are crushing it way better than me, and so 
giving them a channel and a central space to help each 
other is crucial. 

242 3.3 Otto Our bonus structure 

Tyler uses Gusto https://gusto.com/ They have a cluster 
survey you can turn on. I set it up that part of our bonus 
structure for my employees is as long as we get over 
80% participation on our culture survey, it adds on to 
their bonus. This increases feedback, It's anonymous, 
and I'm getting that feedback because I want to continue 
improving. 

243 3.3 Otto Continuous improvement 

Tyler’s shared how they review their processes regularly 
by having his mom, who has an accounting background, 
come in and use the processes. If she can do the 
process, it passes it is “Tyler’s Mom Proof.” If she can’t 
do it, they talk through it and ask if was his mom goofing 
up or was it something else. 

244 3.3 Otto “Three then me” rule to 
self-solve problems 

When a team member has a question, they need to show 
they went to 3 resources inside or outside the company 
to try to solve it before going to you. This demonstrates 
they have resources they can use to self-solve before 
going to you, and it goes a long way to empower your 
team to solve problems 

245 3.3 Otto Give everyone IT support 
to solve problems 

We support our team and protect our clients by giving 
everyone IT support, not only for my employees to solve 
their own problems, but also protect our clients because 
we're holding a lot of their data. All our employees get a 
laptop, and they get a stipend to build out their office 
space. They get everything they need, because we want 
to show that we are being productive. They  get two 
monitors, and they can buy a third one if they want. We 
give them what they need and then our outsourced IT 
firm is there 24/7 to help solve issues. It's an investment. 
We have to building in the cost to charge the client. 
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246 3.3 Otto Hire for values 

Instead of having to train the culture, go out and find 
individuals that already model a healthy balance of those 
attributes that you're trying to build within your company. 
Having a good hiring process that is going to identify 
those people who get in the door is a game changer  
for us. One of the first things we did was make sure they 
have some of our shared values. When you find people 
that will go that extra mile for you for a job, they're going 
to go the extra mile for clients as well. So finding ways to 
put things in the job description to start to tease them out. 

247 3.3 Otto Use a quiz to identify if 
they can solve problems 

The quiz is good just to check to see how they can solve 
a problem. What it does is set it up for them to have to 
walk us through their quiz, and I put some pitfalls in there. 
I'm expecting them to stumble over it. 

248 3.3 Otto [Go to 3.3 presentation 
notes to see Q&A 
responses with Tyler) 

 

 3.4		How	to	Grow	Yourself	&	Biz	with	Masterminds	–	Brandy	Derrick 

249 3.4 Derrick  What is a mastermind? 

A group of people who come together to:  
• Brainstorm ideas 
• Learn new things 
• Have PEER accountability 
• Sharpen business and relationship skills 

250 3.4 Derrick What a mastermind isn’t 

• Guru centric – where you pay them to listen to their 
advice 

• Networking group to get clients 
• A place for you to gather information and not provide 

value 
 
You all have value that you can give to other people. 

251 3.4 Derrick How masterminds have 
grown my business:  

• Taught me new software and procedures 
• Held me accountable 
• Just talking out loud about problems have sparked 

solutions 
• Shown me different ways of thinking about things 
 
Make a video about how to use all the software 
Make an onboarding video showing how to use each 
software program being used.  

252 3.4 Derrick 
How masterminds have 
helped me grow 
personally 

• I am scared to confront people – they help me come 
with how to think about it differently. 

• Push me to take leaps like getting our Mastermind up 
on this stage 

• Open my eyes to how people think about things 
differently 

• Suggest books to each other, like: Never Split the 
Difference 
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253 3.4 Derrick Who should be in your 
mastermind 

• People who you know will be committed to show up to 
each meeting 

• Cannot be an over-sharer who will talk too much, or 
an under-sharer who does not share thoughts 

• People who are willing to be real about their struggles 
• People who are about the same level as you 

254 3.4 Derrick Set up your initial meeting 

• Set a time and place (if not Zoom) 
• Go over structure of the meeting 
• Set length of time (meeting and individual time) 
• Go over how to help people. Share how you solved a 

problem. Don’t tell people they should do something. 
• Let everyone get to know each other.  
• Who is going to keep track of accountability. Write 

down what each say will accomplish by the next 
meeting and then ask them if it was done. 

255 3.4 Derrick Why masterminds fail 

• No value to the members 
• Too big 
• Member’s experience level is too different 
• Members are not committed or constantly changing 
• Meeting are too often or not often enough 

 3.5		Expert	Mastermind	Panel	–	Tyler	Otto,	Melissa	Honan,	Brooke	Swan,	Bob	Dye,	Ben	
Day	&	Ben	Robinson	

256 3.5 Expert MM 
Panel Structure for the meetings 

• Start by sharing your Wins – focus on the positive 
accomplishments. 

• Ask each person: “Did you get the thing done, you 
said you would get done?? 

• Ask: “How are you?”Get a check-in 
• Challenges section. Share your biggest challenge 
• Accountability & planning for the future. 
• Do something fun. Suggest a book to read together.  

257 3.5 Expert MM 
Panel Keeping people on track 

• Appoint someone to keep within the time and give the 
person permission to keep people on track. 

• Have a timer 
• When it goes off and if they are still talking, ask: “Was 

that helpful?” to remind people to stop talking.  

258 3.5 Expert MM 
Panel 

Sharing wins at the 
beginning 

Wins can be: 
• How many clients you have 
• Revenue goals  
• What accomplishments the staff has done 
• Personal accomplishments 

259 3.5 Expert MM 
Panel 

Project management 
software that was 
recommended 

Zoho project management software was suggested. Free 
for up to 3.  https://www.zoho.com/projects/  
https://www.zoho.com/  

260 3.5 Expert MM 
Panel 

Choosing people to be 
part of the mastermind 

Shared goals and ambitions are important to have among 
the members. 
Important that everyone respects other’s time, gives 
feedback and accepts feedback. In the very first meeting, 
we gave each other the permission to say, “Hey, you’re 
talking too much.” 
The magic comes when you get into the deeper stuff. Be 
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willing to open up and give and receive. Engage in a way 
that is meaningful.  

 3.5		Monstermind	Panel:	Brandy	Derrick,	Jocelyn	Mynes,	Rachel	LaMantia.	Ben	Day	

261 3.5 Expert MM 
Panel 

[See 3.5 presentation 
notes for Q&A comments]  

 3.6		Expert	Panel:	Ask	Me	Anything	–	Tyler	Otto,	Melissa	Honan,	Brooke	Swan,		
	 	 Bob	Dye,	Ben	Day	&	Ben	Robinson 

262 
3.6 Expert 

Panel: Ask Me 
Anything 

[See 3.6 presentation 
notes for Q&A comments]  

 3.7		Fulfilling	Your	Vision	for	the	Future	–	Ben	Robinson 

263 3.7 Robinson 

Potential Project 
analyzer spreadsheet  
 
[See 3.7 notes for sample 
spreadsheet and more 
details] 

1) List all the different ideas you have from BKX or 
anywhere else.  

2) List a category for your idea (e.g. MKT) 
3) Score your idea under Priority, Ease, and Earnings 

Potential with a 1-3 score (1 = highest, like in golf). 
4) Sort all Scored ideas in ascending order, with the 

lowest score at the top. 
5) Focus all your efforts on the task with the lowest score 

until it is completed, before working on any other task. 

264 3.7 Robinson Connect with people you 
met at BKX 

Hopefully, you exchanged contact information so you can 
get together virtually or in-person after the event. This 
was talked about a lot between masterminds and 
community, to have someone in your corner.   

	

Click	Here	to	Return	to	Index	
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Day	1	–	June	14,	2022	

1.1	The	Fascinating	Future		
–	Ben	Robinson	
June	14,	2022	

Summary:	You	live	in	the	best	time	to	do	what	you’re	doing.	Every	
business	needs	bookkeeping	services.	There	is	a	economic	tsunami	
coming,	but	if	you’re	prepared,	you	will	thrive.	The	strong	will	survive.	The	great	resignation	is	just	a	return	
to	our	hunter-gather,	self	–employed	roots.	Some	observation	Ben	shared	are:	Small	business	is	here	to	
stay,	big	business	and	smart	dollars	want	your	clients,	radical	technological	change	is	occurring,	and	we	
need	to	fall	back	on	basic	human	relations.		
	
Add	additional	revenue	stream	to	your	business	–	probably	the	most	important	thing	you	can	do	in	your	
business.	Look	at	how	you	can	better	serve	your	clients,	especially	those	that	are	struggling.	Role	play	to	
have	a	frank	conversation	with	a	client.	You	are	in	control	of	your	own	destiny.	Have	written	revenue	goals,	
top	and	bottom	line.	Ben	shared	ways	to	be	strong:	Plan	for	the	worst,	pray	for	the	best;	exercise	delayed	
gratification;	surround	yourself	with	those	that	have	built	what	you	want	to	build;	have	a	mentor	above	you	
your	capacity;	invest	in	your	skills	now;	and	expand	your	service	offering	–	build	your	moat.	Ben	shared	the	
expanded	services	his	company	is	offering.	
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I	have	a	little	story.	It	was	a	September	morning	in	1848,	and	the	assassin	of	small	businesses	
stepped	on	shore,	coming	over	with	his	family	as	a	young	boy	from	Scotland.	And	this	guy	was	
an	assassination	attempt	at	small	business	at	the	gig	economy.		

Now,	what	does	a	story	about	a	guy	from	1848	have	to	do	with	BKX	2022.	We're	going	to	find	
out	here	in	just	a	minute.	But	I	want	to	tell	you	first	and	foremost;	you	live	in	the	very	best	
time	to	be	doing	what	you're	doing.	Does	everybody	believe	that?	You	live	in	the	absolute	
best	time	to	own	a	business.	You	live	in	the	absolute	best	time	to	be	a	bookkeeping	
professional.		

It	is	truly	a	fascinating	future	for	you	if,	and	this	is	a	big	if,	you're	poised	the	right	way.	And	
part	of	my	responsibility	up	here	is	to	predict	the	future.	Now,	I'm	not	really	good	at	it,	but	if	I	
hit	on	10%	of	that,	I've	done	my	job.	I	need	to	prepare	you	for	the	future.	I	need	to	get	you	
ready	for	what’s	coming	up	because	most	of	you	have	not	had	a	business	recession.		

Who	here	is	worried	about	a	recession?	Everybody	should	raise	their	freakin	hand.	If	
you're	not	worried	about	recession,	I	want	to	scare	the	hell	out	of	you	this	week	about	a	
recession	because	I've	gone	through	three	of	them.	And	if	you're	not	poised,	you	will	get	hurt.	
Ask	me	how	I	know.	And	one	of	my	chief	responsibilities	is	to	prepare	you	for	that.	To	get	you	
ready.	Because	there	is	a	tsunami	coming,	but	those	of	you	that	are	prepared,	you	will	
thrive,	you	won't	just	survive,	you	will	absolutely	thrive.		

If	this	is	your	time	to	come	to	you	BKX	–	this	is	only	our	second	year	–	first	and	foremost	I	
want	to	welcome	you.	Thank	you	for	spending	the	time,	the	money,	and	the	effort	to	come	
here.	I	know	that	this	takes	a	lot	away	from	you.	It's	more	than	$750	for	those	of	you	in	the	
room.	For	those	of	you	who	are	virtual	thank	you	for	being	here,	but	for	the	300	who	are	here	
physically,	you're	taking	off	a	week	from	work,	and	you're	spending	three	grand	to	come	here.		

	

How	to	get	a	ROI	from	this	conference:	

• The	answer	to	every	business-related	problem	is	in	the	room	or	outside	with	
sponsors.	

• Write	down	the	biggest	problem	you’re	facing	in	your	business.	
• Build	a	community	with	people	you	meet	here	to	get	support.	It’s	about	community.	

	

You're	going	to	have	a	great	time	but	I	want	to	talk	to	you	about	how	you	get	a	return	on	
your	investment	for	that.	If	you've	never	been	to	one	of	these	conferences	before,	you're	
going	to	be	confused	like	I	was.		

The	first	thing	that	I	want	you	to	understand	about	this	is	it's	about	the	community.	You	
have	problems,	and	the	answer	to	every	one	of	your	problems,	and	the	solution	is	within	
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this	room	or	outside	with	our	sponsors.	There	is	not	a	problem	that	you	have	in	here	as	it	
relates	to	your	business	that	you	we	can't	solve:	Myself,	my	team,	the	sponsors,	somebody	else	
probably	sitting	at	the	table	with	you.	We're	going	to	talk	about	the	importance	of	this.		

The	first	thing	I	want	you	to	do,	everybody	should	have	a	sheet	of	paper,	or	an	electronic	
version	of	that.	I	want	you	to	write	down	right	now:	What	is	the	biggest	problem	that	
you're	facing	in	your	business?	Not	10	problems.		

One	of	the	things	that	you're	going	to	understand	is	that	you're	going	to	get	so	much	great	
information.	We’ve	got	a	great	speaker,	but	I	don't	you	to	be	overwhelmed.	I	want	you	to	do	
one	thing.	I	want	you	to	think	about	the	community	that	you're	building	right	here.	I	
want	you	to	find	one	or	two	people	that	you	can	latch	arms	with	to	support	your	business.		

	

The	Great	Resignation	is	just	a	return	to	our	hunter-gather,	self-employed	roots	

Now	going	back	to	that	guy…	let	me	give	you	a	brief,	merciful	lesson	in	history.	For	1.8	million	
years	we	humans	walked	the	earth	as	hunter-gatherers.	So	we	literally	ate	what	you	killed	
and	grilled.	That's	the	only	way	we	survive.	That's	the	ultimate	gig	economy,	right?	If	you	
don't	kill	it,	you're	going	to	die.	And	then	somewhere	around	11,000	BC,	we	transformed	into	
an	agrarian	society	where	we	started	having	farms,	where	you	ate	what	you	sowed	and	
growed.	I'm	from	Georgia.	I	can	use	words	like	‘growed’.		

It	wasn't	until	about	1776,	when	the	first	industrial	revolution	hit,	that	things	changed	
radically	and	it	comes	back	to	the	story	that	I	was	telling	you	earlier.	You	see	at	this	stage	
representing	the	existence	of	human	history	1.8	something	million	years,	all	the	way	over	to	
about	right	here	we	were	absolutely	hunter-gatherers,	self-employed,	had	our	own	business,	
and	did	that.		

So	what	you're	seeing	right	now,	the	great	resignation,	where	everybody	thinks	that	this	is	
something	new;	is	something	revolutionary.	No.	What	we're	doing	is	we're	going	back	to	our	
evolutionary	roots.	We	all	crave	the	desires	for	self-sufficiency;	to	control	our	own	destiny.	
What	you're	seeing	right	now	is	an	amazing	thing.	All	of	this	comes	back	to	the	point	that	you	
are	poised	to	be	in	an	amazing	situation.		

6:30	

I	tell	you,	those	that	survive	inside	of	a	recession	thrive	on	the	other	side	of	it.	I	freaking	
love	a	recession.	I'm	licking	my	freaking	chops	right	now.	I	absolutely	am.	I	think	that	this	is	
the	best	time.	I	started	this	business	in	2015.	And	this	is	the	very	best	time	because	I	know	
that	there's	a	lot	of	weaklings	that	are	going	to	go	out,	and	I'm	going	to	pounce	on	them	like	a	
tiger	and	eat	him	up,	and	you	shouldn't	be	too.	That’s	what	your	business	is	about.	Business	is	
about	making	money.	Business	is	about	being	better	than	your	competition.	And	that's	what	
we're	going	to	do	here.		
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You	being	here	right	now	tells	me	that	you're	very	serious	about	your	business.	And	I'm	very	
proud	of	you	whether	you're	here	or	whether	you're	online.	Thank	you	so	much	for	being	
here.	You're	showing	me	that	you're	a	serious	business	owner.		

Now,	let's	get	down	to	a	little	bit	of	business	right	here.	We’ll	be	talking	about	the	Fascinating	
Future	with	Sally	Hogshead.	Everybody	should	have	taken	the	assessment.	That	was	pretty	
darn	fascinating,	right?	I	was	looking	at	mine	right	before	I	came	on,	so	that	I	would	
remember	exactly	what	I	was	supposed	to	say	when	she	asks:	What	was	your	type,	Ben?		

Her	book	Fascinating	is	just	a	great	read,	but	here's	the	deal.	If	you're	not	prepared	for	what's	
coming	down	the	road,	it's	going	to	be	an	uphill	battle.	If	you	started	this	business	in	2015	up	
to	about	six	months	ago,	you've	been	swimming	downstream.	Now	you're	going	to	start	
swimming	upstream.	It's	a	lot	harder,	and	I	don't	know	how	significant	the	rapids	are	going	to	
be,	but	they're	going	to	be	an	uphill	battle.	It's	going	to	be	an	upstream	swim.		

I'm	not	here	to	do	pitch	doom	and	gloom.	I'm	actually	here	to	pitch	the	opposite,	but	I'm	also	
here	to	give	you	a	warning	that	if	you're	not	ready,	it's	going	to	be	harmful	for	you,	and	it's	
going	to	be	harmful	for	your	business,	but	that's	not	going	to	happen.		

	

Observations	

• Small	business	is	here	to	stay.	
• Big	business	and	smart	dollars	want	your	clients.	
• Radical	technological	change	is	occurring.	
• We	need	to	fall	back	on	basic	human	relations.	
• The	weak	are	going	to	fail	–	do	what	you	can	for	your	clients.	
• The	strong	will	survive	that	are	positioned	well.	

I	want	to	make	some	observations	here	about	the	future,	about	what	I'm	seeing	right	now.	
These	are	key	takeaways,	and	I'm	going	to	give	you	logistics	and	stuff	like	that	here	in	just	a	
little	bit,	but	I	wanted	to	start	off	with	this	because	if	you	had	to	leave	right	now,	I	what	you	
get	the	best	of	the	
best.		

Here's	number	one:	
small	business	
here	to	stay,	which	
means	job	security	
for	you.	Whether	
business	is	up	or	
down,	people	have	
to	have	their	
numbers	counted.	
So	inside	of	this	
economy	is	a	
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wonderful	time,	but	a	lot	of	businesses	are	going	to	go	out,	and	I'll	talk	about	that	when	the	
weak	will	fall,	and	they	will	fall	hard.		

I	want	to	show	you	this	stat	right	here,	which	is	fascinating	to	me,	the	number	of	small	
businesses	that	have	been	started	each	year	since	2011.	Notice	that	in	2020,	there	was	a	
significant	leap	from	2019.	You	can	see	it	bounce	around	there	about	2.5	to	3	million,	and	now	
it's	over	4	million,	and	that	was	a	record	year.	By	the	way,	the	first	quarter	was	one	of	the	
lowest	ever.	So	what	that	tells	you	is	the	next	nine	months	was	an	amazing	time	for	people	to	
start	businesses.		

This	does	not	reflect	gig	economy	people.	This	does	not	reflect	people	getting	a	1099.	By	the	
way,	the	statistics	from	the	New	York	Times	says	that	about	34%,	roughly	a	third	of	every	
American,	received	some	sort	of	1099	on	top	of	this.	Now	those	aren't	necessarily	your	clients,	
but	what	this	tells	us	is	that	there's	this	huge	trend	to	be	your	own	boss,	to	control	your	own	
destiny;	going	back	to	our	roots,	and	going	back	to	our	evolutionary	desire	to	be	self-
sufficient.		

Every	single	one	of	those	people	have	to	have	bookkeeping.	It's	so	great	when	the	service	
that	you	provide,	if	they	don't	do	it,	they	go	to	jail.	Ain’t	that	nice?	It's	almost	like	you're	a	
drug-testing	agency	for	prisoners	that	are	out	on	parole.	If	they	don't	do	that,	they're	going	to	
go	to	jail.	And	by	the	way,	that's	a	great	sales	mechanism.	Always	work	that	into	your	offer.	
“Hey,	and	by	the	way,	all	things	considered,	you	won't	go	to	jail	if	you	work	with	me	on	this.”		

That	was	a	record	year,	and	then	in	2021	it	spikes	up	another	million	new	business	
applications.	What	we're	seeing	is	a	significant	trend	up	of	small	business.	You	are	a	living	
testament,	how	many	of	you	started	your	business	in	2020	or	2021?	A	significant	portion	of	
you,	you're	part	of	these	numbers.	And	I	love	seeing	that.		

As	a	matter	of	fact,	one	of	the	other	businesses	that	Perry	and	I	have	is	capitalizing	on	
people	who	want	to	start	a	business,	not	bookkeeping,	but	people	who	want	to	start	a	
business	because	there's	a	right	way	to	do	it.	And	there's	about	99,000	wrong	ways	to	do	it.	
Ask	me	how	I	know.	A	lot	of	what	I	preach	up	here	is	based	on	bad	experience.		

Small	businesses	are	absolutely	here	to	stay,	and	you	should	be	licking	your	chops.	By	the	
way,	the	numbers	for	2022	aren’t	out	totally,	but	we’re	seeing	this	nice	trend	upwards	–	more	
like	2020,	than	2021.	This	is	good	news	for	you.	Guess	where	every	single	one	is	hanging	out.	
I'm	going	to	tell	you	later.	I'm	going	to	leave	you	hanging	on	that	one	because	it's	very,	very	
important,	and	I'm	going	to	keep	you	coming	back	here.		

Now,	here's	the	dichotomy.	Has	anybody	heard	the	term	dry	powder?	So	dry	powder	is	
basically	cash	sitting	on	the	sidelines,	but	people	don't	know	what	to	do	with.	I'm	talking	
about	smart	money	here.	I'm	talking	about	venture	capital.	I'm	talking	about	angel	capital.	I'm	
talking	about	hedge	funds.	I'm	talking	about	Smart	Money,	though.	People	that	bet	on	that.	
There's	so	much	money.	I	forgot	the	exact	number,	but	it's	over	a	trillion	dollars	in	dry	
powder.	That	means	it's	just	cash	sitting	there.	And	by	the	way,	cash	is	going	down	at	8.6%	a	
year	negative.		
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So	smart	business,	big	business,	smart	money	is	looking	for	places	to	put	this	cash.	
They’re	like,	“How	do	we	get	a	return?	I	don't	care	if	it's	a	strip	club.	I	don't	care	if	it's	a	VC,	I	
don't	care.	I	just	want	to	make	money	off	of	this.”			

And	guess	what	they	have	figured	out?	What's	this	over	here?	They’ve	figured	out	that	
bookkeeping,	accounting,	and	taxes	are	making	money,	and	they	forgot	about	it.	There’s	a	crap	
ton	of	money	coming	in,	and	that’s	you’re	competition.	Big	biz	wants	your	clients.	I'm	not	
going	to	mention	any	names,	but	there's	certain	companies	that	want	all	your	clients	to	be	
online.	

There's	so	many	out	there	and	this	may	scare	you,	but	it	should	not	scare	you	if	you're	
positioned	the	right	way.	Don't	take	this	as	the	sky	is	falling.	It's	not	falling.	It	could	be	falling	
on	others.	I'm	going	to	put	you	an	umbrella	up	there.	If	you'll	take	my	heed,	and	do	what	I'm	
telling	you	to	do	because	I	have	been	there.	This	is	my	fourth	time,	and	I'm	seeing	it	all	over	
again.	I've	gotten	burned,	and	I've	thrived	in	it.	So	please	listen	to	me	on	this.		

It's	funny,	over	the	last	couple	of	days	I've	been	speaking	with	some	people.	I	think	it	was	
three	different	people	that	said,	“Ben,	I	wish	I'm	going	to	listen	to	you	because	you	told	me	not	
to	do	that.	Or	you	told	me	to	do	this.	And	I	didn't	take	your	advice.”		

I'm	like,	“Yeah,	there	you	go.	Right.	School	of	hard	knocks.”	So	I'm	here	to	prepare	you	for	that.	
That's	my	big	job	up	here	today,	but	big	business	and	smart	money	want	your	clients.	
They’re	coming	after	them.	So	we	want	to	solidify	our	position	where	they	would	be	silly	to	go	
anywhere	else.		

Radical	technological	change	is	occurring.	So	if	I	look	back	in	2015	when	I	first	started	this	
business,	it's	all	the	progression	of	technology	from	2015	to	2016,	there's	some	things	that	
changed.	So	what	we're	seeing	now,	and	kind	of	what	we're	going	to	have	in	the	next	session	
is	someone	leading	the	change.	I'm	not	talking	about	like	little	things	like,	‘oh,	now	I	can	do	bill	
pay	by	clicking	this	button	over	there.’	That's	not	a	radical	technological	change.		

What	we're	talking	about	here	is	paradigm	shifting.	Has	anybody	here	ever	heard	of	
neuralink?		https://neuralink.com/	You	better	be	scared	shitless	about	neuralink.	But	I'm	
here	to	tell	you	about	how	you	can	capitalize	on	that.	I	don't	know	where	this	is	going.	But	I	
want	to	bring	this	to	your	attention	because	I	was	listening	to	a	smart	guy	talk:	Elon	Musk.	
And	he's	talking	about	neuralink.	There	was	this	rumor	going	around	that	Tesla	was	going	to	
come	out	with	their	phone.	Elon	Musk	said,	“No,	we're	not	going	to	come	out	with	a	phone.	
We're	thinking	about	neuralink.”	

I	started	doing	some	research	on	this.	This	is	Star	Treky	y'all;	really	weird	stuff.	Basically	what	
happens	is	a	brain	surgeon	goes	in	and	puts	this	thing	in	your	head	and	there's	an	app	that	
works	with	it.	You	think	it	and	the	app	executes	it.	So	is	there	any	implications	there	for	small	
business?	Is	there	any	implications	there	for	bookkeeping	or	tax?	I	think	there's	huge	
implications.		

We're	probably	on	the	very	bleeding	edge	of	this,	and	it	may	be	decades	before	we	get	it.	I	
don't	think	so.	If	you	look	at	the	money	that's	behind	this	company	–	smart	money.	Follow	the	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	48	

the	smart	money,	but	imagine	being	able	to	think	about	where	transactions	should	be	
classified	and	it's	done.	That'd	be	kind	of	crazy,	right?	This	is	an	amazing	piece	of	technology.		

	

We	need	to	stay	current	on	radical	technological	change.	We	need	to	understand	what's	going	
on.	But	one	thing	that	we	also	need	to	do	is	to	fall	back	on	basic	human	relations.	
Technology	changes.	Tactics	change,	but	humans	don't.	It	really	pisses	me	off	when	I	see	a	
new	marketer	or	somebody	talking	about	all	the	stuff	that	you	you've	heard	about	sales	and	
all	that	stuff	doesn't	work	anymore.	No,	that's	absolutely	wrong.	It	does	work.	For	us	as	
humans,	we	don't	evolve	that	quickly.	Things	that	worked	100	years	ago,	are	working	today.	
Things	that	worked	1,000	years	ago	are	working	today.	

When	we	have	all	this	radical	technological	change,	we	have	to	stay	in	front	of	it.	We	have	to	
know	what's	happening.	We	have	to	use	best	practices,	but	we	also	have	to	fall	back	on	the	
relationship.	I'll	say	it	again.	People	cancel	transactions.	They	do	not	cancel	relationships.	
If	you're	building	your	business	on	a	relationship,	you're	setting	yourself	up	for	
success.		

Now,	that's	not	the	only	thing	that	you	do	because	if	a	very	smart	competitor	comes	along,	and	
they	have	a	better	offer	than	you,	guess	what?	They	will	supplant	you.	But	this	helps	you	to	
put	your	tentacles	in	there.	I	want	to	help	you	to	put	your	tentacles	in	so	far	into	your	clients	
that	it	would	be	such	a	pain	for	them	to	leave.	And	I	wanted	you	put	your	tentacles	in	there	
where	you	get	so	much	money	from	them	that	it	hurts.	But	the	reason	that	you're	doing	that	is	
because	you're	providing	so	much	value.	Not	talking	about	extrapolating	money	from	them	as	
extortion.	We're	talking	about	providing	tons	of	value,	and	they	are	thankful	to	give	you	
money.	That's	what	you	want.	And	I'm	going	to	talk	to	you	about	how	you	do	that.		

I	want	everybody	to	watch	this;	maybe	put	a	Google	alert	on	neuralink	and	see	what's	going	
on	out	there;	thinking	implications	of	this.	And	honestly,	I'm	trying	to	think	about	how	we	do	
some	of	this.	But	imagine	having	to	go	to	a	brain	surgeon	to	have	this	thing	put	in	your	head…	
that’s	just	kind	of	freaky,	right?	

	

Now,	here's	where	we	get	really	granular:	the	weak	are	going	to	fall.	So	the	number	of	
businesses	that	have	started	over	the	last	few	years,	maybe	10	million,	a	lot	of	those	are	going	
to	go	out.	What	you're	going	to	see	and	what	I	saw	in	the	previous	three	recessions	is	that	the	
businesses	that	were	like,	“I	don't	know	if	I	can	make	payroll	next	week.”	For	sure	they	can’t	
make	payroll,	because	they're	out	of	business.		

I	don't	want	your	business	to	be	one	of	those.	I	want	your	business	to	be	one	of	those	that's	
capitalizing	on	that,	and	we're	going	to	talk	about	how	to	add	additional	revenue	streams,	
which	is	probably	the	most	important	thing	that	you	can	do	right	now	in	your	business.	
And	I'll	talk	about	that	in	the	tactics	section	of	this.	But	the	weak	are	going	to	fail,	and	they're	
going	to	fail	hard.	The	number	of	businesses	that	are	going	to	go	out	is	tremendous.	Yours	is	
not	going	to	go	out.		
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I	want	to	talk	to	you	about	good	clients.	How	many	of	you	have	one	or	several	of	those	clients	
that	always	have	cash	flow	problems.	Those	clients,	if	they	don't	do	something	right	now	to	
prepare,	they	are	going	to	be	remiss.	They're	going	to	go,	unless	some	luck	happen	to	them.		

	

One	thing	that	I	do	want	to	do	is	an	action	item	here.	Look	at	your	clients	that	are	on	the	edge.	
Make	a	list	of	those	clients	that	you	have	that	are	struggling	now,	and	see	what	you	can	do	
to	help	them.	You	don't	want	to	go	to	them	and	say,	“Hey,	I	heard	this	talk,	and	you're	going	to	
go	out	of	business.”		

What	you	want	to	do	is	figure	out	how	you	can	work	with	them	to	prepare	them.	Now	some	of	
them	are	just	their	own	worst	enemies.	They	make	$100,000,	and	they	draw	out	$120,000.	
You	can't	fix	stupid,	right?	But	what	can	you	do	is	to	help	to	prepare	them	for	that,	to	soften	
the	blow,	to	have	a	frank	and	honest	conversation	with	them	like	I'm	having	with	you?	You	
deserve	it	to	your	clients	to	do	that.			

I’d	love	to	deliver	a	rose	petals,	puppy	dogs,	unicorn	and	rainbow	message	when	I	can,	but	I	
can't	sugarcoat	it	when	I	don't	see	that	everything	down	the	road	is	sugar.	I	can	bring	you	to	
reality	so	that	I	can	set	you	up	to	thrive	later	on	down	the	road.	Does	everybody	get	that?		

This	is	a	much	different	talk	than	it	was	last	year,	because	we're	in	a	much	different	
circumstances	now	than	we	were,	but	you	should	be,	again,	licking	your	freaking	chops	with	
what’s	about	to	happen	here.		

So	those	businesses,	most	likely	if	they	don't	prepare	right	now,	are	going	to	go	out.	And	that's	
hard.	It's	hard	on	them.	It's	hard	emotionally.	They've	invested	tons	of	time,	and	tons	of	
energy.	Their	whole	life	is	in	that,	right?	As	business	owners	we	have	such	an	identity	in	our	
lives	from	work.	Why	am	I	so	good	at	this?	Because	I	suck	at	everything	else.	I	mean,	my	
business	is	my	identity.		

So	imagine	that	somebody	who	has	poured	their	heart	and	soul	into	their	business,	and	they	
go	out.	So	what	can	you	do	right	now	to	help	your	clients?	Like	literally	sitting	down	and	
thinking	through	each	client	that’s	struggling,	whether	they're	struggling	or	not,	and	asking	
this	is	a	question:		

• If	this	were	my	business,	what	would	I	do	to	prepare	myself	for	good	times,	bad	
times,	and	anything	in	between?		

• What	can	you	do	to	help	them?		

Sometimes	it's	as	easy	as	an	expense	analysis.	They	may	be	spending	way	too	much.	They	
have	way	too	many	employees.	And	that's	a	hard	conversation	to	have	with	the	client.		

Having	those	frank	conversations	with	your	clients	is	something	that	I	don't	like	having	those;	
I	like	telling	them	when	everything's	good,	right?	I	don't	like	telling	them	that	the	sky	is	falling,	
but	you	owe	it	to	them.	So	one	action	item	that	I	want	to	encourage	you	right	now,	do	what	
you	can	for	your	clients.	Do	what	you	can	for	those	that	are	struggling.	Do	what	you	can	for	
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those	that	are	doing	well,	but	could	be	doing	a	lot	better.	I	know	we	so	get	fixated	in	the	day-
to-day	bookkeeping,	and	all	the	things	that	we	can	do,	and	that's	great,	but	you	have	a	skill	set,	
and	you	have	a	mind	that	can	help	them	tremendously	if	they	will	stop	and	think	about:	What	
would	I	do	if	this	were	my	business?	

	

Role	play	to	have	a	frank	conversation	with	a	client.	

Imagine	me	as	a	business	owner.	And	Mike,	I'm	going	to	pick	on	you.	So	Mike's	my	
bookkeeping	professional	and	he	calls	me	and	says,	“Hey	Ben,	I	see	some	stuff	coming	down	
the	road,	and	I	want	to	prepare	you	for	it.	I	want	to	tell	you	what	I	see.”	

	“Okay,	so	tell	me	what	it	is?”	

“Mike,	well	I	see	a	recession	coming	up.	This	is	going	to	happen.	This	has	happened	before,	
and	I	think	that	we	need	to	start	hoarding	cash.”		

“Okay,	how	do	I	do	that?”		

“Well,	you	need	to	stop	taking	so	much	of	the	paycheck.”		

“I	ain’t	going	to	do	that.	Tell	me	some	other	stuff	I	need	to	do.”	

“You	need	to	fire	these	two	people	because	your	labor	is	really	out	of	whack.”	

That's	a	frank,	honest,	open	conversation	that's	very	difficult	to	have,	but	you're	the	only	
person	that's	going	to	have	it	with	them.	There's	nobody	else	that's	doing	that	with	them.	
That's	doing	that	for	them.		

So	please,	right	now	while	you	still	can,	have	conversations	with	your	clients.	Will	you	please	
commit	to	do	that?	You	owe	it	to	them	to	bring	this	stuff	to	their	attention.	Sometimes	we	
have	to	be	the	bad	cop.	And	this	is	your	chance	to	the	bad	cop	so	that	they	can	thrive	on	the	
other	side	of	it.		

I	don't	want	your	clients	failing.	We're	going	to	prepare	you	this	week	for	you	not	fail;	for	you	
to	thrive	in	all	of	this.	Trust	me,	back	in	2004	when	I	specialized	in	construction,	that's	a	great	
one,	right?	People	ask	me	about	construction	and	I'm	like,	“That's	great,	but	make	sure	you	
have	a	fallback	because	when	that	thing	falls,	it	falls	hard.”	What	you	want	to	do	is	make	sure	
that	you're	positioning	your	clients	to	be	the	best	they	can.		

	

The	strong	will	survive.	Those	that	are	positioned,	those	that	have	extra	cash,	those	that	
have	free	cash	flow,	those	that	are	doing	the	thing	that	they	need	to	do	it;	they’re	going	to	
survive.		They’re	going	to	gobble	up	the	businesses	from	those	little	businesses.	Again,	that's	
why	somebody	like	me	is	licking	my	chops	when	this	comes	up.	I	love	a	recession,	and	you	
should	see	it	as	a	positive	thing	too	by	the	time	we	get	to	the	end	of	this.	So	the	stronger	going	
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to	survive.	So	what	does	that	mean?	I	want	you	to	be	strong.	I	want	you	to	be	in	position	so	
that	you	can	gobble	up	other	businesses	if	that's	what	you	choose.		

	

By	the	way,	this	is	a	good	point	for	me	to	mention:	You	are	in	control	of	your	own	destiny.	I	
bless	upon	thee	with	the	Holy	Sacrament	of	bookkeeping	business.	The	fact	that	your	business	
can	be	what	it	is	that	you	want	it	to	be.	If	you	want	to	have	a	$1,000	a	month	business	–	do	it.	
If	you	want	to	have	a	$10,000	a	month	business	–	absolutely.	If	you	want	to	have	a	million	
dollar	a	month	business,	let's	talk	because	we	can	build	that	together.		

You	can	do	whatever	it	is	that	you	want.	So	when	I'm	talking	about	big	and	getting	all	this	
stuff,	use	a	filter.	That's	not	a	one	size	fits	all,	but	I	think	most	people	in	this	room	who	are	
spending	three	grand	to	come	here,	you’re	expecting	a	return	on	your	investment,	right?	You	
want	to	figure	out,	if	I	spend	$3,000,	how	can	I	go	back	and	make	$30,000	next	month	or	the	
rest	of	this	year.	Anybody	not	in	that	category?	You're	all	here	seeking	a	return	on	your	
investment,	right?	This	is	an	important	thing	that	you	need	to	think	about.	How	am	I	going	to	
do	that?		

	

So	when	you	have	your	own	business,	like	how	many	of	you	have	written	revenue	goals,	
top	line	and	bottom	line	for	2022?	All	right,	action	items.	For	those	of	you	that	don't	have	
those,	get	those	today,	tonight	before	you	step	foot	back	in	here	again.		

I	see	Tyler	shaking	his	head,	yes.	I	met	Tyler	last	year	at	BKX	and	went	through	this	exercise.	I	
asked	him	last	year	what’s	your	monthly	recurring	revenue,	and	he	was	like,	“Uh,	I’m	not	
sure.”	And	now	he's	spitting	off	exact	numbers	to	me	because	of	this	exercise.	So	I	want	you	to	
look	and	say,	“How	much	do	I	want	to	make	top	line,	and	how	much	do	I	want	to	make	bottom	
line	for	the	rest	of	this	year?		

Set	yourself	a	very	simple	budget	for	July	through	December.	If	you	have	that	down	now,	you	
have	something	to	work	towards.	But	if	you're	just	out	there	going	through	the	grind,	not	
knowing	really	what	it	is	that	you	want,	guess	what?	You're	going	to	get	that.	So	this	is	a	very	
basic	action.			

The	things	that	are	basic,	I	know	that	I	often	forget	about.	Anybody	else	in	that	situation?		Like	
the	basics	of	blocking	and	tackling.	You	want	to	get	all	these	fancy	tactics	and	we	forget	about	
things	like,	oh,	that's	my	revenue	goal,	and	then	put	it	right	here	on	my	monitor	so	that	I	can	
see	it	all	the	time.	I	want	you	to	be	strong.	I	want	you	to	help	your	clients	to	be	strong.		

	

How	to	Be	Strong		

• Plan	for	the	worst;	pray/hope	for	the	best.	
• Delay	gratification.	
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• Surround	yourself	with	those	that	have	built	what	you	want	to	build.	
• Have	a	mentor	that’s	above	you	in	some	capacity.	
• Invest	in	your	skills	now.	
• Expand	your	service	offering	–	build	your	moat.	

We'll	talk	about	some	tactical	things.	Here's	the	thing	I	know	that	bookkeepers:	esoteric	only	
goes	so	far.	That’s	one	of	things	I	love	about	Sally	Hogshead	coming	here.	I	had	the	pleasure	of	
meeting	her	yesterday.	I	think	that	her	chat	with	us	is	going	to	be	very	enlightening.	When	she	
was	given	us	some	of	those	statistics	about	you	as	an	audience,	it	was	amazing	some	of	the	
insights	that	I	got	about	you	that	I	never	would	have	thought	about	before.	And	I	know	that	
Sally	is	going	to	do	a	great	job	on	that	too.		

	

Plan	for	the	worst,	pray	for	the	best,	or	hope	for	the	best	–	whatever	insert	you	want	to	put	
right	there.	So	plan	for	the	worst.	I	want	you	to	really	think	about	it	from	this	situation:	What	
would	happen	tomorrow	if	you	lost	all	of	your	clients?	What	would	happen	tomorrow	if	you	
lost	half	of	your	client?		

That	happened	to	me.		I	had	a	big	firm	before	I	went	in	dental.	I	had	dental	clients,	but	I	had	a	
lot	more	construction,	and	I	literally	over	the	course	of	two	months	lost	more	than	half	of	my	
business.	It	ruined	my	business.	It	ruined	me	economically,	and	it	had	lasting	implications	that	
I	only	got	over	about	six	years	ago.	I	don't	want	this	to	happen	to	you.	I	want	you	to	start	
asking	yourself	good	questions:		

• What	would	happen	if	my	business	was	cut	in	half?		
• What	would	happen	if	my	business	went	away?		
• What	would	I	do?		
• How	are	you	prepared	on	that?		

One	of	the	great	things	to	do	is	to	go	out	there	and	get	more	clients,	and	obviously	that's	what	
we're	going	to	be	talking	about	a	lot	here,	but	plan	for	the	worst,	and	think	about	what	the	
worst	is.	I	am	not	talking	about	being	Debbie	or	Don	Downer,	or	whatever.	I'm	talking	about	
planning	for	the	worst	so	that	you	have	a	rainy	day	fund	that	you	can	withhold	for	the	bad	
times;	for	things	that	you're	going	to	be	doing	for	your	clients.	Even	if	you	don't	ever	have	bad	
times,	at	least	you	have	planned	for	that.	It's	a	very	important	thing	to	plan	for	the	worst.	Pray	
for	the	best.		

	

Delay	gratification.	What	do	I	mean	by	that	–	right	now	is	the	time	to	be	saving	and	cutting	
those	unnecessary	expenses.	I'm	not	talking	about	investments.	Now	is	the	time	to	be	
investing	in	your	business,	but	cutting	those	unnecessary	expenses,	and	delaying	gratification	
Those	that	delay	their	gratification	now	will	thrive	later	because	you'll	be	set	up	and	have	the	
cash,	and	the	ability	to	bring	all	of	this	into	fruition.	Does	that	make	sense	to	you?		
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How	do	you	delay	your	gratification?	I	could	take	out	$10,000	from	our	businesses,	but	I'm	
only	going	to	take	out	five	and	leave	it	in	there	so	that	they	can	work	for	me,	or	at	least	I	have	
a	cushion,	and	you	sleep	a	heck	of	a	lot	better	at	night.		

This	right	here	is	not	just	for	me.	There	is	a	guy	by	the	name	of	Ray	Dalio.	I	don't	listen	to	very	
many	people,	but	I	listen	to	Ray	Dalio.	I	really	listened	to	Elon	Musk.	We	talked	about	him	last	
year.	If	you've	not	watched	the	YouTube	video,	How	the	Economy	Works,	it's	like	a	32-minute	
video	with	Ray	Dalio.	Please	go	watch	that	because	it's	all	so	prophetic	to	what's	happening	
today.	https://www.youtube.com/watch?v=PHe0bXAIuk0		

The	punch	line	is	that	everything	hangs	on	the	credit	market.	What’s	happening	right	now	is	
the	credit	market	is	tightening	up	and	interest	rates	are	going	up.	That's	why	you're	seeing	
everything	just	crapped	the	bed.	Right?	Like	what	investment	can	you	put	into	that’s	making	
money?	I	mean,	precious	metals	aren’t,	real	estate	isn’t,	stock	market,	crypto	everything	is	
falling.	But	there	is	one	place	that	I’ll	talk	about	in	a	minute.		

	

This	is	so	important	and	it's	very	typical	about	what	it	is	that	you're	doing	right	here.	
Surrounded	yourself	with	those	who	have	built	what	you	want	to	build.		

Have	you	ever	heard	the	saying	that	you	are	the	average	of	the	five	people	that	you	hang	
around	in	income?	Basically,	it's	true,	right?	The	five	people	that	you	hang	around	most,	in	the	
personal	and	business	settings,	you	typically	are	like	them	in	all	regards	–	your	income.		

Now	let's	focus	on	the	business	side	of	that.	Let's	say	that	right	now	your	business	is	doing	
$30,000	a	month,	which	is	a	great	bookkeeping	business,	and	you	want	to	take	it	to	$100,000	
a	month.	Well,	if	I'm	surrounding	myself	with	people,	do	I	want	to	surround	myself	with	
people	who	have	a	$10,000	a	month	businesses?	Who	would	I	want	to	surround	myself	with?	
You	need	to	surround	yourself	with	people	who	have	been	where	you	want	to	go?		

There's	several	dynamics	that	you	need	to	pursue	here.	There's	one	where	you	have	your	
colleagues	to	kind	of	talk	shop,	whine	too	and	have	a	shoulder	to	cry	on.	All	that	sort	of	stuff	is	
good.	That's	something	that	you	need	to	have	because	sometimes	I	just	text	Perry	to	rant,	and	
he	never	responds,	and	I	just	say,	rant	over.	Because	sometimes	it's	nice	to	have	that,	when	
somebody	else	understands.	That's	one	of	the	reasons	I	surround	myself	with	Perry	because	
he's	very	smart;	a	hell	of	a	lot	smarter	than	me,	and	he	has	done	things	that	I	want	to	do.	And	
he's	not	the	only	one.		

What	you	need	to	know	is	where	the	heck	do	you	want	to	go.	Everybody	here	needs	to	
know	where	you	want	to	go	this	year,	and	next	year.	And	then	you	say,	whose	already	been	
there,	done	that.	I	want	to	surround	myself	with	those	people	that	have	been	there	and	done	
that.	Most	of	my	tutelage	and	things	that	I'm	tell	you	are	about	mistakes	that	I	have	made,	but	
have	figured	out	how	to	do	it	the	right	way.		

When	you're	thinking	about	mentors	and	thinking	about	coaches,	and	you’re	thinking	about	
all	that	stuff,	I	think	it's	great.	But,	you	need	to	go	with	somebody	who	knows	what	they	are	
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talking	about	and	has	been	there,	done	that,	got	the	t	shirt,	the	battle	scars	,and	been	doing	it	
for	a	long	time.	And	I'm	not	just	talking	about	me,	obviously,	I	got	tons	of	stuff	that	y'all	can	
buy,	and	I'll	tell	you	about	it	later.	What	I'm	telling	you	is	that	I	want	the	best	for	you,	and	I	
want	you	to	surround	yourself...		

	

How	many	of	you	have	somebody	that's	above	you,	that's	your	mentor	in	some	
capacity?	I	just	I	cannot	tell	you	how	important	this	is	for	you	to	help	your	business,	and	by	
the	way,	when	you	pay	them	it	should	hurt.	No,	I'm	serious.	It	should	definitely	hurt	because	
that	means	that	they're	doing	their	job.	When	we	have	to	pay	Perry	Belcher	on	a	quarterly	
basis,	I	go,	“Ah,	this	hurts,”	but	then	I	quickly	go,	“but	I'm	so	thankful	because	it's	a	much,	
much	bigger	pie	that	I'm	sharing	with	him.”	When	it	hurts,	and	you're	getting	a	return	on	your	
investment,	then	that’s	the	right	person	probably.		

Again,	if	you	want	to	be	at	$30,000	a	month,	and	you’re	at	$10,000,	go	to	$30,000	or	$50,000	
people.	Don't	surround	yourself	with	people	at	$1,000	a	month	for	the	mentoring,	for	the	
coaching,	for	the	getting	better,	for	the	getting	where	you	want	to	be.	Does	that	makes	sense	to	
everybody.		

The	only	reason	you	signed	up	for	Bookkeeper	Launch,	most	of	you	here,	is	that	you	said,	
“Hey,	I	want	this,	but	I	don't	know	how	to	get	there.	Therefore	I’m	going	to	buy	this	program	
that's	going	to	help	me	to	get	there,	right?”	That's	what	you're	doing	with	a	mentor.	You're	
like,	“Hey,	something’s	area	tactics.	Some	things	are	very	strategic,	but	they're	helping	you	to	
avoid	the	pitfalls.	Avoiding	the	mistakes	is	probably	the	biggest	thing;	so	make	sure	that	
you're	doing	this.	It's	so	important,	and	it's	becoming	even	more	important	in	this	virtual	
crazy	world	that	we're	living	in.		

	

Invest	in	your	skills	now.	You	need	to	deepen	your	offer.	When	a	market	is	shrinking,	the	
best	way	for	you	to	grow	your	business	is	to	offer	more	services	to	the	clients	that	you	already	
have.	If	you're	offering	bookkeeping	right	now,	you	need	to	think	about	offering	tax.	If	you’re	
offering	bookkeeping	and	tax,	you	need	to	think	about	offering	advisory	services.	If	you're	
offering	bookkeeping,	accounting,	and	tax,	you	need	to	think	about	adding	payroll.		

What	other	services	are	your	clients	already	buying	that	you	could	help	them	with?	
None	of	those	things	are	so	outlandish.	But	here's	the	deal,	the	other	day	like	we	had	this	
drainage	problem	in	our	backyard,	and	I	was	like,	“It	would	take	me	forever	to	do	this.”	So	I	
call	our	landscaper	and	like,	“Hey,	can	you	do	this?”	

“Yeah,	I	can	do	that.	I'll	be	over	next	week.”	He	gets	it	done.	We	want	one	person	to	call,	
right?	You	don't	have	to	think	about	a	bunch	of	different	people	and	coordinate	all	this	crap.	
We	want	one	person	to	call.	You	want	to	have	that	one	call	that	you	can	make,	and	everything	
happens,	right?		

So	a	client	calls	you	and	says,	“Hey,	I	want	to	talk	about	tax	planning.”	
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“Yeah,	I	got	that.”	And	please,	it's	not	that	difficult.	I	mean,	there	is	some	difficulty	to	it,	but	I'm	
telling	you:	What	other	services	can	you	be	providing	to	your	clients.	What	are	they	already	
buying	that	you	could	do?	Maybe	you	couldn't	do	it	right	now.	But	you	could	do	it	with	a	little	
bit	of	training,	and	a	little	bit	of	skills.		

I’m	telling	you,	all	investments	right	now	are	“pooping	the	bed.”	The	very	best	thing	you	can	
invest	in	has	always	been	to	invest	in	or	your	skills.	When	I	pay	$10,000	for	a	day,	or	$20,000	
for	a	day	with	somebody,	I	always	come	out	of	there	going,	wow,	that	was	amazing.	Now	I	got	
better	skills.	I'm	going	to	go	make	some	money	from	that.		

	

Expand	your	offering	–	build	your	moat.	Become	the	one-stop-shop.	There's	this	thing	
called	share-of-wallet.	Here's	how	this	concept	works	in	the	insurance	industry.	If	you	just	
have	auto	insurance	with	a	company,	there’s	a	50%	chance	that	you're	going	to	cancel	with	
them	within	five	years.	If	you	have	your	auto	and	home	insurance	with	them	there’s	about	an	
80%	chance	that	you	won't	cancel.	If	you	have	your	auto,	your	home,	and	your	life	insurance	
with	them,	you	aren’t	leaving	unless	something	crazy,	crazy	happens.		

That's	called	share-of-wallet.	I	call	it	getting	your	tentacles	into	your	clients	in	a	good	way.	
Where	you're	the	provider.	You're	the	one	that	they	go	to.	Think	about	expanding	your	service	
offering.	I'm	telling	you	in	a	shrinking	market,	that's	the	most	important	thing	you	could	do.		

The	only	thing	that	saved	my	butt	when	I	had	that	catastrophe	with	construction	was	the	tax	
services	offering,	because	everybody	has	to	have	their	tax	services.	Now	they	got	all	these	net	
operating	losses,	and	they	want	to	go	back	and	they	have	to	have	bookkeeping,	and	allow	me	
to	come	out	of	that.	Not	unscathed,	but	it	allowed	me	to	actually	come	out	and	still	be	in	
business.	Please	consider	expanding	your	service	offering.	It's	so,	so	important.		

The	Expanded	Services	Ben	is	Offering		

I	want	to	chat	with	you	about	how	we're	doing	everything	that	I'm	talking	about.	I’m	not	just	
telling	you	this	in	theory.	I’m	telling	you	this	as	somebody	who’s	executing	on	it.	I	believe	so	
much	in	small	business	that	we're	investing	heavily	in	Startup	Jungle,	our	sister	company	
that	helps	people	to	start	a	number	of	different	businesses.	https://startupjungle.com/		

I	believe	in	that.	And	I	believe	in	the	dream,	if	you	will,	of	having	your	own	business	but	
building	it	the	right	way.	And	that's	what	we're	going	to	do	with	Startup	Jungle.	Again,	Perry	is	
my	partner	on	that.	I	believe	in	all	this.	I'm	investing	a	lot	of	money	right	now.	I'm	doing	
everything	I'm	talking	about	with	you	to	invest	in	your	skills,	and	expanding	your	offering.		

So	here's	just	a	little	bit	of	our	expanded	offering.	And	I'm	not	going	to	go	into	too	much	of	
this,	but	bookkeeping.com.		So	I	won't	go	into	too	much	on	this,	but	one	component	of	it	is	
leads	-	getting	leads	of	people	who	want	bookkeeping	services,	and	I'm	not	talking	about	a	
cold	lead;	it’s	a	vetted	lead	right	there.		

Keepful.com	is	marketing	automation	for	bookkeepers,	by	bookkeepers.	When	you	combine	
this	with	another	strategy	it	is	just	beautiful.	https://www.keepful.com/		
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Workflows.com	is	going	to	be	automated	processes	and	workflows	for	professional	services,	
including	bookkeeping,	accounting,	and	tax.	

Inner	Circle,	which	I'll	be	talking	more	about,	but	this	is	our	incubator.	This	is	our	coaching	
and	mentoring.	We	are	taking	masterminds	to	the	next	level	where	they	want	to	go	with	their	
business.	It’s	going	to	be	amazing.			

	

Click	Here	to	Return	to	Index	
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1.2	Launch	Event:	Digits	World	
Premiere		
–	Jeff	Seibert	&	Wayne	Chang	
June	14,	2022	

Website:	https://digits.com/		

Summary:	Digits	uses	human-centered	design	to	create	a	unique	platform	with	multiple	tools	that	
supports	bookkeepers,	accountants,	and	finance	managers.	Their	goal	is	to	model	your	clients’	
businesses	in	order	to	unlock	insights	about	what’s	driving	it,	what’s	changing,	what’s	interesting,	
and	what’s	important	to	pay	attention	to.	Their	different	tools	include:		

• Digits	Search	–	Indexes	your	businesses	financial	history	and	cross-references	it	with	search	
input.	

• Digits	Report	Builder	–	Powerful	visualizations	and	customized	and	customized	reports	that	
you	can	add	or	reorder	components.		

• Digits	Labs	–	Unlock	access	to	groundbreaking	tools,	collaborate	with	Digits	team,	and	get	
recognized	for	your	input.	

• Advisory	Tools	(available	soon)	–	There	are	three	components	to	this	
4. Burn	–	incredible	insights	into	your	clients	business	
5. Sales	–	helps	you	identify	areas	and	get	the	information	when	it	matters	
6. Boost	–	automate	your	work,	monitor	and	activate	your	client’s	ledger	

	
Other	things	that	Digits	provides	is	Community.Digits.com	for	community	interaction	of	ideas.	This	
allows	you	to	submit	an	idea,	vote	on	an	idea,	and	watch	the	tools	get	better.	This	feedback	is	at	
the	center	of	everything	that	Digits	is	doing.		

Digits	is	continually	innovating	and	evolving.	Future	plans	are	to	make	it	available	in	a	Mac	desktop	
version	at	the	end	of	2022,	and	they	currently	work	with	QuickBooks,	but	plan	to	integrate	with	
other	platforms.		
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We're	so	excited	to	be	here,	and	you're	far	too	kind	and	the	intro	Ben.	Very,	very	excited	for	
the	future	of	the	bookkeeping	industry.	And	really	actually	just	seeing	everyone	here	and	
meeting	folks	here	because	all	I've	seen	is	you're	so	inspired	to	learn,	to	share	advice,	to	
discover	new	ideas,	and	push	the	bounds	of	what's	possible.	And	so	this	has	actually	become	
our	obsession	as	well.		

I	want	to	show	you	what	we	think	might	be	possible	with	new	finance	technology,	new	
software,	Ben	was	talking	about	neuro	link.	Our	team,	over	the	past	four	years,	has	spent	over	
100,000	hours,	and	committed	over	1.5	million	lines	of	code	to	build	what	we	hope	is	a	new	
platform	in	finance.	And	so	today	for	the	first	time	ever,	we're	going	to	share	publicly	what	
we're	building	and	how	it	actually	works	under	the	covers,	to	hopefully	generate	some	ideas,	
because	we're	really	excited	to	build	this	together	with	you.	

So	I'm	sure	you've	heard	lots	of	hype	about	machine	learning,	and	the	future	of	work.	And	
today,	we	want	to	help	tease	apart	the	fact	from	the	fiction	and	show	you	what	is	actually	
possible	with	the	latest	technology.	And	it's	very	clear	that	pace	of	tech	innovation	continues	
to	accelerate.	And	when	applied	to	the	right	problems	in	the	right	way,	it	does	have	the	
potential	to	transform	industries.		

And	so	as	a	quick	example	of	this,	let's	actually	spend	a	minute	looking	at	digital	art.	So	I'm	
sure	you're	familiar	with	Photoshop.	You've	heard	of	Photoshop.	Photoshop	has	been	market	
dominant	for	over	30	years.	But	it's	starting	to	show	its	age	actually.	And	so	now	you	have	
computational	photography.	This	empowers	photographers	to	take	photos	that	were	never	
before	possible	with	a	lens,	with	a	camera	that	literally	fits	in	your	pocket	that	you're	carrying	
around	all	day	long.	And	instead	of	having	to	go	back	to	Photoshop	and	adjust	the	lighting	or	
add	filters	or	stitch	together	a	panorama,	literally	your	phone	does	it	for	you.		

Then	think	about	collaboration	in	this	era	of	remote	work,	remote	collaboration	is	critical.	
That's	really	all	that	matters,	and	so	now	there's	Figma	https://www.figma.com/		Figma	is	
just	like	Photoshop,	but	it's	in	your	web	browser.	And	so	it's	become	this	new	de	facto	design	
tool	for	modern	digital	artists	because	it	unlocked	multiplayer	design,	and	you	can	collaborate	
from	anywhere	on	earth	together.		

When	you're	lacking	for	
inspiration	now	you	can	actually	
just	ask	the	computer	to	draw	
something	for	you.	So	let's	say	
you're	working	on	a	children's	
book,	and	you	need	an	
illustration.	Well,	okay,	what's	
this	page	about?	Okay,	maybe	
it's	about	some	teddy	bears.	
There	we	go.	And	if	you	don't	
love	it,	you	literally	just	ask	
again	and	you	can	ask	again.	And	
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this	is	real.	So	these	images	were	created	by	a	new	AI	called	Dall-E	2	https://openai.com/dall-
e-2/	,	and	the	only	input	was	that	text.	You	can	type	in	whatever	you	want.	It'll	give	you	an	
image	about.	

You	may	think	this	is	impossible.	Whether	this	
is	magic.	Trust	me	that	this	is	real.	And	it's	not	
just	art	computers	can	now	write	for	you	too.	
So	for	example,	maybe	we	can	have	an	AI	give	
me	some	advice.	I	want	to	know	how	I	can	
make	sure	this	presentation	is	successful.	So	let's	see	what	its	advice	is.	So	let's	add	in	a	little	
bit	more	here.	And	then	will	hit	submit.	There	we	go.	[Jeff	did	a	demo	on	the	screen	by	using	
AI	to	answer:	The	best	way	to	blow	bookkeepers’	minds	at	a	conference	on	stage	with	
advanced	technology	and	tool.]	Right	not	bad,	that	is	completely	computer	generated	by	an	AI.		

So	maybe	you	can	help	us	predict	the	future	as	well.	Let's	go	back	for	a	second.	Does	this	look	
like,	oh	interesting	[shows	picture	of	a	robotic	bookkeeper].	Well,	it	definitely	looks	like	your	
job	is	going	to	get	harder,	not	easier.	And	I	love	how	one	of	your	arms	will	soon	be	a	
calculator.		

So	more	seriously	though,	what	you're	starting	to	see	here	is	actually	some	of	the	weaknesses	
of	this	technology.	You	can	start	to	see	how	this	works.	So	what	this	AI	is	doing	is	it's	taking	
themes	from	the	words	you	type	in,	getting	imagery	from	those	themes,	and	then	morphing	
them	together.	So	it's	not	a	human	brains,	not	being	creative.	It	is	trained	on	a	vast	data	set,	
and	it's	pulling	from	that	data	set	to	more	things	together	and	combine	them	in	interesting	
ways.		

And	so	once	you	start	to	understand	how	this	technology	works,	then	you	can	be	really	
thoughtful	about	where	it	can	be	useful,	and	where	it	can't.	And	so	rather	than	making	bold	
claims	about	computers	taking	over	the	world,	we	believe	in	a	process	called	Human	
Centered	Design	–	when	you	deeply	empathize	with	people	and	understand	what	problems	
they're	trying	to	solve,	and	how	the	technology	we	have	can	really	help	them	achieve	their	
goals.	That's	where	magical	products	can	come	to	life.		

And	so	our	real	obsession	at	Digits	is	to	build	tools	that	empower	you.	We	are	trying	to	save	
you	vast	amounts	of	time,	help	you	grow	your	business,	help	you	better	serve	your	clients,	and	
we're	super	excited	to	share	more	of	what	we	have.	So	if	you	could	be	empowered	by	better	
accounting	software,	what	would	it	do	for	you?	How	would	it	make	your	life	easier?	How	
would	it	save	you	time?		

And	so	this	is	the	journey	we've	been	on	for	four	years.	So	before	that,	my	co	founder	Wayne	
and	I	have	actually	been	obsessed	with	tech	and	business	for	a	long	time	prior.	Who	here	has	
used	Dropbox?	Okay,	pretty	much	everyone.	That's	awesome.	So	Wayne	co-founded	Dropbox	
in	2007.	Here	he	with	Arash	and	Drew		pitching	Y	Combinator	when	they	first	raised	money,	
and	Dropbox	really	was	about	pushing	the	bounds	of	collaboration	online.		

They	were	trying	to	make	it	possible	to	transfer	and	share	files	without	having	a	clunky	USB	
stick.	What's	funny	is	that	same	year,	I	started	a	product	called	Backboard	to	do	online	

“Any	sufficiently	advanced	
technology	is	indistinguishable	
from	magic.”		–	Arthur	C.	Clark	
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collaboration	around	documents.	The	real	power	was	in	this	technology	we	were	one	of	the	
first	ways	to	render	files	in	a	web	browser,	like	PDFs	or	Photoshop	or	Word	docs	or	
PowerPoints,	etc.	And	then	you	can	mark	them	up	and	comment	live.		

And	Wayne	and	I	didn't	know	each	other.	But	a	few	years	later,	my	company	was	acquired	by	
Box,	Dropbox’s	his	main	competitor.	And	so	we	didn't	know	it	yet,	but	we	were	already	
working	on	the	same	types	of	problems.	And	so	it	may	sound	crazy	today,	but	if	you	go	back,	if	
you	go	back	and	put	yourself	back	in	the	early	2000,	online	file	backup	and	document	
collaboration	lies	in	your	browser.	These	were	completely	novel	technologies.	Before	that	era,	
these	didn't	really	exist	today.	You	take	both	of	these	for	granted.	Right.	And	so	what's	the	
future?		

What	will	10	years	from	now	look	like?	That	feels	totally	crazy	today.	So	by	the	time	when	I	
did	me	in	Boston,	all	the	world's	attention	had	switched	to	mobile	and	2011	everyone	was	on	
their	phones	starting	to	use	apps,	this	whole	industry	was	born,	but	the	ecosystem	was	still	
really	in	its	infancy.	And	back	then	10%	of	all	reviews	on	the	App	Store	mentioned	the	word	
‘crash’.	Right?	The	tools	were	archaic,	mobile	might	have	been	the	future.	But	we	were	still	
figuring	out	how	this	industry	worked	and	what	was	needed.		

And	developers	were	wasting	hours	and	hours	trying	to	debug	their	apps,	trying	to	figure	out	
what	was	wrong	so	that	they	can	fix	it.	So	this	is	a	real	apple	crash	report.	And	just	like	you're	
probably	familiar	with	tediously	pouring	through	account	statements,	receipts,	invoices,	
whatever	it	might	be.	Developers	had	to	pour	through	1000s	tens	of	1000s	of	these	reports	to	
figure	out	why	their	app	was	crashing.		

It's	like	a	needle	in	the	haystack.	If	you	scroll	down	enough	you	get	to	thread	1,886,	and	that's	
what	crashed.	And	so	what	really	struck	us	was	like	there	had	to	be	a	better	way.	This	took	a	
lot	of	time.	And	it	turned	out	there	was.	So	we	built	a	product	called	Crashlytics.	We	went	deep	
into	the	tech	and	we	figured	out	how	we	could	fully,	automatically	identify	the	line	number	of	
code	that	caused	the	app	to	crash.		

And	we	could	report	it	back	to	the	developer	in	under	two	seconds	from	anywhere	on	earth,	
no	matter	where	the	user	was	using	their	app.	And	so	then,	imagine	you	have	hundreds	of	
users	about	your	app	being	unstable.	And	we	tell	you	the	line	to	fix	you	fix,	you	fix	it.	And	now	
you	can	close	the	issue.	This	was	incredibly	delightful	to	app	developers	as	you	can	imagine,	
it's	all	of	a	sudden	making	their	lives	so	much	easier.		

And	we	got	very	fortunate	with	the	timing.	We	went	from	zero	to	over	300	million	devices	
running	Crashlytics	in	under	12	months.	But	more	importantly,	we	had	really	shown	these	
app	developers	what	truly	modern	software	could	do	for	them	and	for	their	productivity.	And	
we	saved	them	hundreds	of	hours,	countless	hours	debugging	their	apps.		

Twitter	acquired	us	in	2013.	And	Wayne	and	and	I	went	on	to	lead	Twitter's	developer	
platform,	and	this	is	funny	because	it	is	true.	They	did	not	kill	us	off	actually.	So	that	was	fun.	
We	ended	up	running	conferences	for	1000s	of	app	developers	around	the	world	and	we	built	
out	a	whole	suite	of	mobile	products	for	these	app	developers.	And	today,	Crashlytics	actually	
still	exists	today.	It's	owned	by	Google.	It's	powering	1	million	apps	around	the	world.	And	it	is	
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everywhere.	It	runs	on	99%	of	all	active	phones	on	Earth	with	it,	unquestionably	probably	
everyone	in	your	hands	right	now;	over	6	billion	devices.	And	it	now	processes	5	trillion	
events	per	month.	And	so	we	are	extremely	used	to	vast	data	at	scale,	very	complex	data	at	
scale.	And	that	was	part	of	the	lens	we're	bringing	to	this.	

So	you're	probably	thinking,	okay,	great.	Yeah.	What	does	this	all	have	to	do	with	
bookkeeping?	So,	through	this	whole	journey	with	Crashlytics,	Wayne	and	I	were	really	struck	
by	the	difference	between	the	tools	on	the	product	engineering	side	of	the	business	and	the	
tools	on	the	finance	side	of	the	business.	On	the	product	engineering	side,	we	had	a	live	A/B	
testing,	these	real	time	performance	dashboards,	user	analytics,	everything	you	could	just	go	
and	pull	up	and	instantly	know	exactly	how	the	product	was	doing.		

And	on	the	business	side,	we	literally	had	PDFs	and	excel	models	we	had	to	maintain	by	hand	
and	it	really	struck	us	like,	“Why	was	there	this	dichotomy?	Why	couldn't	we	get	instant	
answers	to	our	financial	questions?	Why	did	we	have	to	wait	weeks	to	close	the	books	and	do	
all	this	work	and	it	was	so	manual,	and	then	you	have	to	go	and	update	your	budget,”	and	it	
just	felt	like	there	could	be	a	better	tool.”		

And	so	what	really	struck	us	is	like,	“Why	couldn't	we	have	this?”	And	then	we	realized	it	
wasn't	just	us	as	a	little	startup,	right?	Of	course,	we	didn't	have	this,	but	even	big	companies	
didn't	have	this.		

So	in	2015,	I	was	named	head	of	consumer	product	at	Twitter,	and	ended	up	leading	the	core	
product	engineering	teams	for	the	main	Twitter	experience	and	we	had	teams	in	dozen	offices	
around	the	world.	And	so	I	wanted	to	bring	them	together	for	a	strategy	off	site.		

So	I	went	to	corporate	finance,	and	it	was	like,	great,	we're	going	to	do	a	strategy	planning	off	
site	for	the	core	Twitter	team,	what's	the	budget?	And	instead	of	them	giving	me	a	number	or	
range	or	anything,	their	little	response	to	me	was,	“Oh,	we	haven't	run	those	books	yet.	Can	
you	give	us	three	weeks?”		

And	I	was	like,	what,	like	you	have	a	100	person	finance	team,	you’re	Twitter,	and	we	need	to	
run	this	off	site.	Are	we	going	to	do	it	or	not?	And	so	they	literally	were	like,	“Oh,	okay,	just	do	
it.	It'll	be	fine.”		

And	so	we	go	ahead	and	do	it.	Sure	enough,	at	the	end	of	the	quarter,	corporate	finance	comes	
back	to	me	all	upset	that	I	was	told	you’re	over	budget.	And	I	was	like,	I	literally	asked	you	
what	the	budget	was.	And	so	this	was	sort	of	the	turning	point.		

So	Wayne	and	I	left	Twitter;	we	were	fed	up	with	this.	And	so	we	started	Digits	with	the	goal	
of	helping	bookkeepers,	accountants,	finance	teams,	hopefully	with	better	tools	to	make	all	of	
this	possible.	And	so	speaking	of	Wayne,	let	me	invite	him	up	here.	To	talk	about	the	start	of	
this	journey.	
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The	Start	of	the	Digits	Journey	

Wayne	Thanks	Jeff.	First,	before	I	start,	I'm	incredibly	excited	to	be	here.	We	have	been	
working	for	four	years	and	we've	been	keeping	everything	really	on	a	tight	lid	and	trying	to	
keep	everything	really	focused	and	building	this	stuff.	So	today	is	actually	a	momentous	this	
day	for	us	as	a	team;	our	team	live	streaming	right	now,	and	so	just	know	that	they're	all	
excited	here	with	you.		

But	it's	true	what	Jeff	said,	we	love	tackling	really,	really,	really	hard	problems.	Our	approach	
to	tackling	these	problems	is	to	build	incredibly	simple	tools	to	solve	the	problem.	You	don't	
want	really	complicated,	another	spreadsheet,	another	interface	with	a	million	buttons	on	
there,	that	changes	all	the	time.	You	don't	want	that.		

And	it	turns	out	that	in	order	to	solve	this	problem,	business	finance	is	very,	very	educated,	
very	complicated.	There's	many	different	sides	of	the	businesses.	Some	are	cash	flow	driven	
and	some	are	expense	driven.	So	our	mission	is	to	build	these	tools	to	fit	all	those.	In	order	to	
do	that,	we	have	to	surround	the	company	first	with	the	best	supporters.		

We've	raised	from	benchmark,	Google	Ventures	and	very	recently	we	just	announced	that	we	
raising	from	SoftBank.	I	want	to	call	out	one	investor	in	particular	Peter	Fenton,	and	he's	been	
a	believer	in	us	since	the	very	beginning.	He	has	been	on	the	board	of	Yelp,	Zendesk,	Twitter,	
and	Airtable,	and	when	he	said	that	he	really	wanted	to	be	the	first	investor	and	supporter	in	
Digits.		Jeff	and	I	were	floored,	and	of	coursewe	said	yes.		

And	that's	how	we	began.	Then	we	began	the	real	journey	of	talking	to	businesses,	your	
clients,	you	yourselves	in	accounting	and	bookkeeping	in	the	entire	industry.	I'm	trying	to	find	
out	what	are	some	of	the	problems	that	still	persists	today;	that	still	plague	the	industry	today	
in	2022.		

One	problem	we	saw	very	simply,	many	businesses	still	struggle	with	finding	the	
information;	the	needle	in	the	haystack.	So	before	you	can	actually	give	them	any	type	of	
insight	or	any	type	of	value,	you	have	to	do	this:	you	have	to	manage	their	files	and	collective	
union	organize	it	for	them	for	every	single	one	of	your	clients.		

Another	problem	is	the	number	of	steps	that	it	takes	to	get	to	the	monthly	close.	Each	
one	of	those	steps	takes	time,	it	can	take	hours	to	go	through	all	those	steps.	And	again,	you	
have	to	do	this	for	every	single	one	of	your	clients.		 	

And	then	another	problem	here.	You're	going	to	have	to	download	information	from	
QuickBooks,	you're	going	to	have	to	download	from	the	bank	accounts,	download	from	your	
bill	pay,	download	from	the	CRM	systems,	all	these	intricate	systems	all	the	place,	download	
them	together,	switch	between	them,	and	then	throw	in	the	ledger	and	then	your	clients	
and	patients.	It's	painful	you	don't	you	I'm	saying	stuff	that	you	guys	feel	day	in,	day	out.		

And	then	suddenly,	you	guys	have	to	do	the	analysis,	figure	out	what's	going	on.	What's	
changed.	You	have	to	go	over	here.	This	doesn’t	make	sense.	Is	that	worth	highlighting	how	to	
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present	this	in	a	way	that	makes	sense	to	my	clients?	Your	clients	don’t	want	to	see	this.	
They	want	the	simple	things	like	this	is	what	you	do.		

So	these	are	the	problems.	These	are	some	of	the	problems	that	we	still	face	today.	Once	you	
do	the	analysis,	then	you	have	to	put	it	together,	the	charts,	the	formatting,	does	it	look	
good	in	PDF,	all	this	other	stuff?	And	again,	you	have	to	do	all	of	this	for	every	single	one	of	
your	clients.		

Another	problem	we	saw	was	vendor	identification.	So	you	might	see	some	sort	of	charge	
or	bill	that	comes	in	and	you	code	it	into	QuickBooks.	And	sometimes	you	code	it	‘Uber’.	And	
then	maybe	someone	else	coded	it	as	‘Uber	Ride’,	and	then	someone	else	says	‘Uber	Eats.’	
Maybe	you	yourself	did	it	and	they're	not	consistent.	This	is	hard	when	you	put	it	in	like	this	
to	do	any	type	of	vendor	analysis.		

So	we	kept	asking	ourselves,	why	is	it	so	hard	to	find	the	needle	in	the	haystack?	Why	is	it	so	
hard	to	analyze	what's	important	and	deliver	that	to	your	clients?	Why	is	it	so	hard	to	
maintain	an	accurate	set	of	vendors	for	every	single	one	of	our	clients?		

And	it	turns	out	that	the	root	of	all	these	inefficiencies	is	technology,	but	it's	not	just	any	
type	of	technology.	Let	me	show	you	what	I	mean	by	that	in	the	core	of	what	Digits	has	been	
working	on.	

	

Video		In	business,	the	flow	of	new	financial	data	never	stops.	And	all	of	it	needs	to	be	identified,	
organized	and	manually	updated	to	maintain	your	clients	ledger.	Your	tools	should	work	as	fast	
and	as	smart	as	you	do.	Enter	Digits,	a	revolutionary	leap	in	financial	technology.	Our	living	
model	is	a	twin	of	your	clients	real	life	business.	Whatever	happens	there,	the	living	model	learns	
from	and	adapts	to.	It	completely	reimagines	how	you	interact	with	your	clients,	helping	you	
automatically	organize	and	understand	your	clients	data,	allowing	you	to	spend	less	time	on	
manual	tasks.	And	the	living	model	only	gets	smarter	the	more	you	use	it.	It's	like	your	own	
finance	team	helping	you	oversee	your	client’s	books	every	second	of	every	day.	The	living	model	
powers	the	next	generation	of	super	tools	for	business	finance,	unlocking	abilities	that,	until	now,	
have	never	been	possible.	Get	the	finance	tools	of	tomorrow	today.	

	

Jeff		All	right,	so	let	me	actually	explain	you're	probably	wondering,	is	this	real?	Yes.	So	this	
technology,	what	we've	called	the	living	model	is	what	we've	been	building	for	the	last	four	
years.	And	for	the	first	time	ever,	we're	going	to	show	you	today	what	it	actually	does	and	how	
it	works.		

Digits	Goal	

And	so	as	Wayne	said,	our	goal	is	to	fully	understand;	basically	to	fully	model	each	of	
your	clients’	businesses	so	that	we	can	unlock	insights	about	what	is	driving	it,	what's	
changing,	what's	interesting,	what's	important	to	pay	attention	to,	etc.		
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Obviously,	doing	this	in	an	automated	manner	is	not	easy.	So	we	start	by	bringing	together	a	
few	different	fields	and	combining	their	strengths.	The	first	big	one	is	machine	learning.	And	
so	using	some	of	the	latest	advances	in	machine	learning	technology,	just	like	you	saw	with	
that	image	generation,	just	like	you	saw	with	that	text	generation,	we	have	trained	state	of	
the	art	transformer	models	to	understand	double	entry	accounting.		

Next,	we	apply	statistical	analysis	and	pattern	recognition	algorithms	for	things	like	
automatic	reconciliation,	recurring	subscription	identification,	anomaly	detection,	etc.		

And	then	we	pair	both	of	these	with	domain	specific	datasets	(Data-Driven	Heuristics).	So	
we're	bringing	other	data	to	bear,	and	that	powers	these	heuristics;	that	basically	builds	
accounting	knowledge	directly	into	our	core	platform.		

We	say	it's	living	because	this	is	running	continuously,	and	Digits	is	constantly	learning	and	
get	to	getting	smarter	from	every	single	new	transaction.	And	so	as	new	transactions	happen,	
they're	automatically	pulled	in.	Everything	runs	in	models	and	they're	built	into	the	data	set.		

How	it	Works	

And	so	okay,	maybe	this	sounds	nice,	but	you're	probably	wondering,	well,	what	does	it	
actually	doing?	So	the	way	this	works	is	we	start	by	sitting	on	top	of	your	existing	
accounting	software,	your	existing	ledger,	and	we	sit	on	top	of	your	clients	existing	financial	
accounts,	their	banks	and	credit	cards,	etc.	And	so	this	is	really	important,	you	change	
absolutely	nothing.	This	
forms	sort	of	the	basis	
of	the	living	model	and	
where	all	the	work	
begins.		

The	next	step	is	we	
ingest	the	data	and	
duplicate	the	
transactions	so	we	
make	sure	we're	not	
double	counting	
everything.	And	then	
they're	immediately	
encrypted	in	our	
system.		

And	I	want	to	talk	a	
minute	about	security	
because	this	is	really,	
really	important.	We	
need	to	build	something	
that	is	trustworthy	
otherwise	no	one's	
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going	to	use	it.	So	security	is	foundational	to	what	we	do	with	Digits.	We're	using	industry	
leading	best	practices	to	secure	your	clients	data.	Everything	is	encrypted	at	rest	and	in	
transit	everywhere.	So	all	the	way	from	our	internal	servers	all	the	way	up	through	the	web	
browser	where	you	see	it	,and	the	encryption	keys	we	use	are	unique	to	each	client,	so	you	
can't	be	compromised	or	mix	data	between	clients	accidentally.		

We	support	fine-grained	transaction-level	permission	controls,	and	we	go	through	intensive	
third	parties	penetration	tests	and	security	audits	so	that	we	know	what	we've	built	is	sound,	
so	once	this	data	is	secure,	now	we	can	actually	get	to	work	on	it.		

So	the	first	step	is	to	preprocess	and	cleanse	all	of	the	data.	Digits	automatically	corrects	
common	typos	and	automatically	understands	all	major	transaction	formats,	so	it	knows	if	it's	
dealing	with	a	wire	or	a	credit	card	transaction,	an	ACH	payment	of	bank	transfer,	a	line	item,	
a	journal	entry,	etc,	etc.		

Next,	we	need	to	identify	who's	involved.	Wayne	was	talking	about	this	a	bit.	And	so	maybe	
it's	an	invoice	sent	to	a	customer,	maybe	it's	an	expense	payment	to	a	vendor.	Maybe	it's	an	
employee	report	expense	report,	maybe	it's	a	cash	transfer	between	banks.	We	call	all	of	these	
parties,	and	they	each	play	a	really	specific	role.		

So	for	example,	in	this	transaction,	who	were	the	parties	involved?	Now,	you're	probably	like,	
okay,	immediately	it	was	DoorDash,	you	clearly	ordered	food	from	DoorDash.	And	so	yes,	
they're	technically	the	payee.	But	Digits	actually	understands	this	a	layer	deeper.	The	real	
vendor	here	is	Sajj	Mediterranean	in	San	Francisco.	That's	what	you	actually	ordered	from	
DoorDash.	And	this	level	of	detail	is	probably	far	too	tedious	to	do	by	hand.	It's	not	really	
worth	it.	But	when	you're	doing	it	with	machine	learning	models,	you	can	pull	this	out	easily,		
and	so	here	we	actually	know	that	DoorDash	acts	as	a	facilitator,	and	the	product	you	got	
actually	came	from	Sajj.		

So	next,	now	that	we	know	who's	involved,	it's	time	to	do	category	classification	or	coding.	
And	so	the	living	model	is	trained	to	understand	every	client's	individual	chart	of	accounts	so	
it's	doing	things	in	a	client	specific	way	based	on	how	you've	been	booking	their	business.	And	
if	we	predictively	classified	both	credit	and	debit	categories	for	every	transaction.		

Now	we	can	reconcile,	so	if	you	or	your	client	link	their	bank	account,	magic	starts	to	happen.	
Digits	automatically	reconciles	the	full	history	of	those	accounts	and	can	surface	areas	where	
we	think	oh,	maybe	there	was	a	mistake	or	something's	missing.	

Then	we	go	above	and	beyond.	So	we	do	fully	automated	recurrence	detection.	The	living	
model	automatically	identifies	recurring	activity	such	as	SaaS	software,	subscriptions,	and	this	
has	been	really	one	of	the	most	fun	aspects	to	work	on.	We've	pioneered	a	new	analytical	
algorithm	that	understands	recurrence	intervals,	and	supports	jitter	in	transaction	date	and	
amount	so	that	it	can	accurately	follow	your	subscription	spend	over	time.	And	this	lets	us	
draw	your	attention	to	some	interesting	things.		

So	for	example	a	mystery	payment	or	a	price	change.	Maybe	you	have	a	SaaS	subscription,	and	
they	changed	their	tiers,	or	potential	double	billing.	All	of	this	is	automatically	identified.		
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The	next	step	is	what	we	call	hydration.	And	what	we	mean	by	this	is	we	bring	additional	
datasets	in	in	order	to	make	the	understanding	even	easier.	So	your	financial	data	is	brought	
to	life	with	full	color	logos,	profile	descriptions	of	these	businesses,	contact	information	for	
over	120,000	businesses	we	have	in	our	database,	and	that's	growing	every	single	day.	And	so	
now	when	you're	on	the	Digit	site,	you	can	see,	”Oh,	it’s	Uber.	Oh,	it's	Apple,”	or	whatever	it	is.		

And	then	finally,	it	is	time	for	insight	detection.	So	we	use	brute	force	multi-dimensional	
statistical	analysis	to	uncover	patterns	in	the	businesses	history.	And	so	whether	it's	period	
over	period,	or	year	over	year,	we	can	point	out	what's	changing	and	what's	the	underlying	
drivers	of	that	changes	all	the	way	down	to	the	exact	vendor	that's	driving	it.	And	we	convert	
multi-period	tread	lines	into	English.	So	if	you	can	explain	to	your	client,	“Oh,	growth	was	flat	
for	six	months	and	then	it'	spiked,”	or	whatever.	And	we're	doing	that	all	automatically.		

So	as	you	can	imagine,	this	is	a	lot	of	work.	So	under	the	covers,	the	living	model	is	performing	
tens	to	hundreds	of	millions	of	calculations	for	each	of	your	clients	in	order	to	complete	all	of	
this	analysis.	And	we've	now	trained	this	on	over	$130	billion	in	transaction	volume	across	
1000s	of	companies	from	all	different	industries.	And	so	again,	we're	trying	to	build	
something	that	will	work	for	all	of	your	clients	no	matter	what	sector	they're	in.	

So	all	told,	this	was	sort	of	our	first	three	years	we	spent;		the	first	three	years	of	Digits	in	
basically	heads	down	R&D	focused	purely	on	could	we	build	this	technology.	We	didn't	
actually	know	if	it	was	possible	when	we	started	out.	But	we	had	to	go	on	this	journey	because	
it	was	the	core	of	all	of	these	simple	tools	we	wanted	to	build.		

And	so	I'm	really	excited	to	share	that	basically	a	year	ago	we	built	it.	We	proved	that	it	was	
possible	and	that	it	was	working.	And	now	we're	able	to	build	out	all	of	these	tools.		

So	alright,	let's	actually	see	this	in	action	and	see	what	it	can	do	for	you.	So	we've	taken	this	
tech	and	we've	wrapped	it	under	the	covers,	and	we've	built	a	suite	of	tools	designed	for	
you	to	use	with	your	clients.	And	so	today	we	want	to	share	the	first	few	that	we've	
launched.	And	we're	also	for	the	first	time	we’re	going	to	give	you	the	pre-preview	of	the	next	
couple	that	are	coming	soon.		

And	so	all	of	these	are	built	on	the	same	living	model	that	I	just	talked	about.	And	the	strength	
of	that	core	platform	is	what	it	now	allows	us	to	very	rapidly	build	out	this	toolset.	And	they're	
all	self	consistent.	They're	all	integrated.	They	also	share	the	same	interface	etc.	So	it	makes	it	
very,	very	easy.		

So	all	right,	well,	let's	start	basic.	So	in	finance	everything	comes	down	to	the	question	
you’re	trying	to	answer.	And	so	that's	where	we	wanted	to	start	too.	So	what	if	we	put	
answers	to	these	questions	and	1000s	of	other	questions,	any	questions	you	could	think	about	
right	at	your	fingertips?	What	would	that	product	look	like?		

Well,	we	call	this	Digits	Search.	And	rather	than	digging	through	QuickBooks	or	running	a	
report	and	doing	some	math,	we	figured	there	had	to	be	a	better	way.	And	so	I'd	love	to	show	
that	to	you	now.	
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Video		Introducing	Digits	Search	a	new	way	to	explore	your	business.	Powered	by	the	Digits	
living	model,	Digits	Search	automatically	indexes	your	business's	entire	financial	history,	and	
cross	references	it	with	your	search	input	and	considers	your	true	intent.	All	the	surface	tailor	
made	search	results.	Curious	about	spend?	Digits	Search	intelligently	groups	results	by	type	so	
you	can	dive	deeper	into	a	focused	immersive	experience	that	drowns	out	the	noise.	Need	further	
context	from	your	team?	Comment	directly	on	the	trend	of	interest	to	cultivate	your	knowledge	
sharing	amongst	your	colleagues.	Because	the	data	is	readily	available	in	the	Digits	living	model,	
it	can	be	sliced	any	way	you	want.	And	the	results	are	produced	without	delay,	without	fail.	
Digits	Search,	your	business	at	your	fingertips.	

	

Jeff		So	that's	Digits	Search,	and	using	it	is	actually	really	fun	with	how	fast	it	is.	We	index	your	
client’s	entire	financial	history,	every	single	transaction.	Search	results	are	intelligently	
grouped	by	type	as	you	saw.	You	can	dive	in	and	get	details	on	anything	whether	it's	a	vendor	
categories,	individual	transaction,	whatever	it	is,	and	all	the	search	results	are	delivered	in	
under	a	second.	And	it's	usually	about	100	milliseconds.	It	is	incredibly	fast.		

And	so	as	it's	endlessly	explorable.	You	can	comment,	you	can	share,	and	so	let's	say	if	your	
client	has	a	question,	maybe	they're	worried	about	their	marketing	spend	in	this	new	climate	
we're	seeing.	You	can	literally	pull	it	up	and	see	the	marketing	spend	and	share	it	with	them,	
and	they	will	just	see	that	screen.	And	so	we're	trying	to	make	this	as	flexible	and	powerful	for	
you	to	help	your	clients	as	possible.		

All	right,	let's	talk	about	reports.	So,	investors	want	them.	You	need	reports.	They’re	the	
natural	output	of	the	monthly	close,	but	honestly	in	our	experience	over	the	past	15	years	
across	six	different	companies,	we	also	feel	like	the	standard	reports	aren't	great.		

And	so	in	the	early	days	when	you're	starting	out.	when	you're	just	starting	the	business,	
okay,	great,	the	reports	are	simple	enough.	But	then	you	start	asking	questions,	and	if	you	as	
the	business	owner,	don't	start	asking	questions.	Trust	me,	the	investors	start	asking	
questions,	and	so	then	you	need	to	start	answering	these	questions	in	the	reports.		

Well,	so	Okay,	here	we	go	43	grand	in	sales.	Is	that	good?	Is	that	bad?	What's	happening	to	it?	I	
don't	know.	Well,	all	right.	Let's	improve	the	report,	and	so	now	we'll	add	a	delta	and	this	is	
great.	They're	growing	20%	month	over	month.	That's	fantastic.		

Well,	what	about	payroll?	How	much	of	the	total	spend	on	payroll?	Okay,	well,	let's	add	
another	column	for	that.	Okay,	great.	It's	like	79%.	Yeah.	Okay.	Well,	how	is	that	trended	over	
the	past	year.	And	you	keep	answering	asking	these	questions.	And	soon	enough,	you're	back	
here	[the	P&L	spreadsheet].	And	so	now	you	just	have	a	mess	of	numbers.	And	it's	like,	okay,	I	
bet	we	could	do	a	little	bit	better	than	this.		

So	then	you're	putting	this	together.	You're	like,	what	if	I	now	make	a	mistake	in	the	cell	
formulas?	What	if	I	spent	all	of	this	time	modeling	this	in	Excel,	and	then	I	send	it	off	and	my	
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investors	don't	actually	open	it?	We've	had	that	a	lot.	So	alright,	let's	make	this	better.	So	
again,	what	if	we	went	back	and	applied	our	sort	of	human	centered	design	process?	How	
would	we	go	about	this?		

And	so	there	are	a	few	key	realizations.	I	think	things	we	really	wanted	to	get	into	better	
reports.	The	first	is	collaboration.	The	only	reason	to	send	a	report	is	because	you	want	them	
to	actually	have	to	read	it	and	collaborate	around,	and	so	how	about	we	bake	that	in	so	that	
it's	just	a	natural	part	of	the	experience?		

Next	would	be	how	do	we	help	you	grow	intuition	with	clients	that	are	sort	of	sophisticated	
in	finance,	and	you	probably	have	clients	that	are	not	sophisticated	in	finance	and	have	no	
idea	what	you're	telling	them?	And	so	how	can	we	help	them	better	understand	what's	going	
on?		

We	also	want	to	deliver	insight	without	all	of	the	tedium,	right.	Computers	are	extremely	
good	at	doing	math.	And	so	let's	leverage	their	ability	to	do	math	and	surface	what's	
important.	
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So,	all	right,	what	if	we	imagined	financial	reports	with	these	principles	in	mind,	so	check	this	
out.	

	

Video		Introducing	Digits	Reports,	a	powerful	new	way	to	help	you	understand	what	is	
happening	beneath	the	surface	of	your	business.	Gone	are	the	old,	hard	to	understand	black	and	
white	financial	statements.	Digits	Reports	are	live	and	interactive.	Designed	to	be	immersive,	
Digits	Reports	lets	you	dig	deeper	into	your	finances,	in	order	to	discover	to	get	the	full	picture	
from	a	high	level,	down	to	the	smallest	of	details.	Or	you	can	dig	deeper	if	something	catches	
your	eye.	Digits	Reports	are	infinitely	explorable.	Got	a	question?	Just	ask	right	in	the	report.	
Want	to	share	with	your	team,	send	it	easily	and	securely	with	a	single	click.	Escape	the	black	
and	white.	Welcome	to	Digits	Reports	live	Interactive	financial	statements.	Experienced	Digits	
Reports	today	at	Digits.com.	

	

Wayne	So	that's	Digits	Reports,	and	we	launched	this	a	couple	months	ago,	and	the	feedback	
has	been	overwhelming.	We've	been	overjoyed	by	the	response.	But	we've	also	been	
inundated	with	feature	requests	because	when	we	shared	this	with	bookkeepers	and	
accountants,	they	were	like,	“Okay,	I	see	where	you're	going	here,	but	I	really	want	XYZ,”	and	
so	the	main	theme	has	been	customizability.		

What's	really	clear	and	what	we've	sort	of	started	to	learn	from	the	community	is	that	these	
are	a	storytelling	mechanism.	You	really	want	to	be	able	to	customize	them	and	highlight	
what’s	important	to	each	client	-	what	that	business	owner	needs	to	know,	and	that's	how	you	
can	have	a	really	strong	conversation.	And	so	you	want	to	add	custom	graphs,	and	custom	
texts,	and	highlight	things,	and	so	on.		

And	so	today,	we	are	premiering	the	next	version	of	reports,	which	I	think	will	be	even	more	
powerful.	We	call	this	Report	Builder.	

	

Video		Introducing	Digits	Report	Builder,	a	new	tool	that	empowers	you	to	tell	a	compelling	
financial	stories	in	a	fraction	of	the	time.	Building	on	the	interactive	and	collaborative	concepts	
introduced	by	Digits	Report,	we've	doubled	down	on	reimagining	what	a		financial	report	could	
be.	Digits	pre-construct		powerful	visualizations	and	variances	can	be	dragged	and	dropped	into	
the	executive	summary,	which	serves	as	your	new	reporting	canvas.	You	can	add	or	reorder	
components	within	the	same	row	or	create	new	rows	entirely.	So	the	executive	summary	mirrors	
your	exact	train	of	thought.	Tracking	a	specific	trend?	Through	the	power	of	Digit	Search,	you	
can	pull	in	any	metric	that	is	top	of	mind.	Want	to	drive	home	a	point?	Add	a	comment	to	add	
deeper	context	and	collaborate	with	your	clients.	Once	you've	curated	your	report,	share	it	with	
your	clients	so	that	they	can	understand	their	financials	on	a	whole	new	level.	Digits	Report	
Builder	is	the	most	powerful	ways	to	tell	a	financial	story.	Just	drag,	drop,	done.	

	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	70	

Wayne	How	does	that	sound?	So	we	have	jam	packed	this	with	features	we	couldn't	even	fit	
them	all	into	the	video.	But	I	did	want	to	highlight	a	couple.	So	storytelling,	as	you	saw,	is	
super	easy.	You	have	custom	charts	and	text	components,	tables.	All	of	the	math	is	done	for	
you,	all	the	graph	rendering	is	done	for	you.	You	can	resize	them,	they	can	be	big	or	small.	
We're	adding	new	components	all	the	time,	and	we	baked	in	Digit	Search	to	it	so	anything	you	
can	search	for,	you	can	then	just	drag	and	drop	into	the	report.		

You	can	also	personalize	them.	We	know	that’s	super,	super	important	so	you	can	add	your	
company's	branding	to	the	report,	and	your	logo	and	name.	You	can	also	attach	other	custom	
work	so	if	you	already	have	Excel	budget	models	or	things	you	can	drag	those	as	file	
attachments	on	and	those	come	with	it.	And	so	then	when	you	share	off	the	report,	your	client	
gets	a	nice	big	package.		

	And	keep	in	mind	these	are	far	more	secure	than	sending	files	over	email.	Everything,	both	
the	report	and	the	contents,	are	fully	encrypted	in	our	system,	and	they're	encrypted	all	the	
way	out	to	your	client’s	web	browser.	So	we	are	constantly	working	on	new	features,	you'll	
see	one	in	the	bottom.	We	have	a	big	customer	request	for	templates	because	once	you	set	up	
a	report	you	want	to	send	something	like	that	every	month.	And	so	that's	coming	soon.		

And	we've	had	tons	of	other	stuff	going	on	so	very	excited	to	hear	feedback	and	we	will	keep	
rapidly	iterating	this	with	you		

	Alright,	so	we're	so	excited	about	this.	We	actually	have	some	great	reactions	from	accounting	
firms.	We've	been	testing	this	with	them	privately,	and	so	we	put	together	a	short	video	of	
that.	
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Testimonials	

Jackie	Anthony		I	used	to	spend	hours	going	and	digging	through	the	reports,	trying	to	work	
out	what	were	the	key	messages	to	bring	to	my	clients.	Now	I	have	those	messages	at	my	
fingertips	

Anees	Pretorius			To	be	able	to	give	the	99%	access	to	these	tools	from	the	future,	these	big	
enterprise	powerful	tools	is	incredible.		

Traci	Swindle		As	bookkeepers	and	accountants	we're	so	accustomed	to	looking	at	all	these	
boxy	solutions.	You	login	two	Digits	and	just	immediately	go	‘oo-lala’	

Ellen	Piccolotti		Digits	has	helped	us	just	run	the	business	better	by	helping	us	make	faster	
decisions	on	things.	It	was	easy	for	us	to	be	like,	okay,	that's	an	expense	we	can	access	it	really	
quickly.	Yeah,	check,	check,	check		

Jackie	Anthony		Digits	Report	has	just	made	such	a	difference.	It	draws	you	into	wanting	to	
know	about	your	financials.	

Ellen	Piccolotti		Digits	makes	working	for	accountants	effortless.	

Anees	Pretorius		Digits	Lab	gives	us	the	access	to	where	the	next	generation	of	tools	are	
being	developed.	Now	that	I	have	Digits,	there's	no	going	back	

	

Building	the	Future	Together	–	Digits	Labs	

Wayne	Really	happy	to	hear	the	positive	feedback	from	every	single	one	of	the	people	we	
have	tested	this	with.	It's	an	honor	to	touch	the	lives	of	so	many	businesses	especially	through	
the	boom	years	and	now	that	we're	entering,	potentially	entering	a	recession.		

Here	are	some	of	the	clients	and	businesses;	your	clients	and	your	businesses.	You	should	
recognize	these	type	of	businesses	as	the	type	of	clients	that	you	serve.	You	have	True	North	
trucking	company,	Groomer,	and	Cerebral	Brewing,	that’s	at	the	fun	one.		

And	it	goes	on	and	on.	We	actually	have	the	software	that	tracks	the	trucks	that	goes	around	
the	nation	as	a	customer	as	well.	And	so	we	see	end	to	end	the	difference	between	a	single	
entrepreneur	all	the	way	up	to	a	C	Corp	making	billions	of	dollars	in	revenue.	And	all	of	this	is	
on	our	mission	to	make	sure	that	we	support	all	businesses	of	all	sizes	across	all	
industries.	

But	we	know	that	we	don't	know	all	the	nuances	that	you	guys	deal	with	from	the	day	in	and	
day	out.	So	we're	working	with	hundreds	of	firms	to	build	the	tools	of	tomorrow	in	the	right	
way.	We	would	love	for	you	guys	to	join	us	this	journey.		

That’s	why	we’ve	created	Digits	Labs.	So	Labs	is	where	a	lot	of	the	innovation	happens.	It's	
where	we	build	in	public	so	you	can	follow	along	as	we	build	these	tools.	You	can	see	it,	you	
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can	you	can	help	change	it,	and	help	direct	the	course	of	it.	The	best	part	of	Labs	is	that	you	get	
to	see	the	new	rules,	and	the	next	tools	that	might	make	your	job	a	lot	easier,	a	lot	more	fun,	a	
lot	less	tedious.		

Unlock	early	access	to	groundbreaking	tools	

		But	what	goes	into	labs?	So	if	you're	part	of	labs,	you	get	access	to	the	tools.	Some	people	are	
part	of	labs	in	this	room	before	today.	And	they	got	to	see	a	bunch	of	the	tools	beforehand,	and	
got	to	use	it	with	their	businesses,	which	means	they	got	to	spend	less	time	on	doing	the	
tedium,	which	means	they	got	to	service	more	clients.		

Collaborate	with	our	world	class	product	team	

They	get	to	collaborate	with	our	product	team.	We've	built	an	incredible	team	and	through	
labs,	you	can	interface	with	them,	you	can	talk	with	them.	If	you've	ever	wanted	to	be	part	of	
Silicon	Valley,	to	be	part	of	the	tech;	be	part	of	the	tools	of	your	industry,	you	can	work	with	
the	team,	get	with	them,	and	see	a	new	feature	come	out.	That's	what	Labs	is	for.		

Get	recognition	for	feature	ideas	

Then	after	that,	we	will	publish	a	new	video	through	blog	or	through	announcements	and	
we'd	like	to	credit	people	that	have	been	part	of	this	.So	if	you	like	being	part	of	the	credits	of	
like	the	movie,	this	is	the	version	of	that.	We	want	to	recognize	the	people	that	have	helped	us	
build	these	tools.		

Shape	the	tools	of	tomorrow	

And	this	is	one	of	the	few	chances	that	we	think	that	we	can	give	where	everyone	here	can	be	
involved	in	building	the	tools	that	you	can	actually	use	for	your	business.	But	what's	in	Labs?	
Why	is	it	so	interesting	to	be	in	labs?	Well,	I	want	to	share	with	you	a	few	of	the	tools	in	here.		

Advisory	Tools	

Ben	mentioned	this	a	little	earlier	about	advisory,	about	creating	new	revenue	streams	for	
this.	There	are	actually	two	tools	that	are	coming	out.	One	is	called	Burn,	and	the	other	is	
called	Sales.		

And	so	with	Burn,	you	can	have	incredible	insight	into	your	client	expenses.	This	means	like	
the	vendors,	the	categories,	the	analysis,	the	chart	of	accounts,	all	the	different	things	that	
you’re	probably	manually	doing	now,	or	you	can't	do	because	you	don't	have	time	for.	You		
just	click	Burn,	and	they'll	do	all	the	analysis	for	you.	It's	a	tool	for	you	to	quickly	gain	some	
insights,	get	some	advice	to	then	share	with	your	clients.	You	can	charge	for	that.		

Sales	is	the	flip	side	of	that.	It’s	very	similar,	but	now	you	understand	your	client’s	revenue	
streams,	their	customers	which	customers	are	growing,	which	ones	are	cancelling,	which	ones	
aren't	paying,	cash	flow	becomes	an	issue.	Sales	will	help	you	identify	the	problem	areas	and	
really	help	you	get	the	information	to	your	clients	when	it	matters.		
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So	these	two	tools	together,	we	call	it	Advisory	Tools,	and	together	they	should	cut	out	the	TM,	
give	updated	analysis	so	you	can	share	it	with	your	clients.		

Digits	Boost	

The	next	one.	The	reason	why	we're	all	here.	This	one	I'm	really	excited	about.	I'm	really	
excited	about	this	one.	Today	we're	officially	announcing	Boost.	Aan	accountant,	you're	
dealing	with	the	ledgers	and	you're	dealing	with	a	lot	of	issues	that	come	up,	the	
inconsistencies,	the	bugs.	Is	this	category	correct?	What	is	this?	Is	this	double?	There's	so	
many	different	areas	here	that	affect	your	day	to	day.	And	so	Boost	wants	to	help	solve	all	
that.	Let's	take	a	look	at	our	work.		

	

Video		Boost	is	a	powerful	new	tool	that	monitors	and	activates	your	client's	ledger,	Powered	by	
our	living	mobile.	Boost	compares	new	transactions	to	your	client's	history,	alerting	you	to	any	
inconsistencies.	Messy	or	duplicated	vendors?	No	problem.	Digits	tracks	your	clients	vendor	
database	in	real	time	to	make	sure	it's	clean	and	error	free.	Pushing	suggestions	back	to	QBO	is	
as	simple	as	a	button	click.	Best	of	all,	Digits	powerful	AI	learns	from	your	own	work.	Digits	
Boost.	Save	time.	Automate	your	work.		

	

Wayne		And	that’s	just	a	start.	And	so	we'll	be	pushing	lots	and	lots	of	updates,	improvements	
to	Digits	Boost.	And	you're	learning	something	about	Digits,	is	we	love	design,	we	love	video.	
And	so	we've	made	a	small	little	video	that	we're	going	to	be	sharing	with	our	community.		

	

Video		In	the	world	of	business	finance,	repetitive	and	tedious	tasks	are	everywhere,	checking	
and	correcting	vendors,	jumping	back	and	forth	between	your	clients	receipts,	books,	documents	
and	email	threats.	Enough!	It's	time	to	supercharge	your	work	with	Digits	Boost.	It's	the	mission	
critical	tool	you	need	to	monitor	your	clients	ledgers	with	speed	and	efficiency	like	never	before.	
Overwhelmed	with	missed	categorizations?	Digits	Boost	spots	errors	and	tracks	them	
automatically	and	suggests	corrections.	Fix	it	with	Digits	Boost	and	then	push	them	directly	to	
QuickBooks.	Drained	by	tedious	tasks?	Fix	it	with	digits	boost.	Gone	are	the	days	of	manually	
updating	and	maintaining	vendors.	Boost	does	it	for	you.	Sensitive	data	in	your	clients	ledger?	
Fix	it	with	Digits	Boost.	Don't	be	liable.	Let	Boost	identify	and	redact	the	info	for	you.	Any	time	a	
Boost	is	available,	you'll	be	notified	and	it's	all	powered	by	the	Digits	living	model.	A	digital	twin	
of	your	clients	financials.	Digits	Boost.	Save	time.	Automate	your	work.		

	

Wayne		So	Labs	is	where	all	the	innovation	happens,	and	it's	where	you	get	to	be	part	of	the	
tools	of	tomorrow.	Let	me	really,	really	quickly	show	you	the	community	site	and	how	it	all	
works.	So	right	here	is	our	community	site.	It's	at	CommunityDigits.com,	and	just	click	Product	
Ideas.	Here	you	can	submit	an	idea.	You	can	vote	on	an	idea.	And	you	can	also	watch	the	tools	
get	better.		
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What	does	that	mean?	Well,	here's	some	ideas	that	came	up,	and	one	of	them	says,	“Hey,	so	in	
the	same	way	that	Digits	Boost	can	create	a	new	vendor.	Is	it	possible	to	add	that	functionality	
so	a	new	category	can	be	created?		

Maybe,	let’s	take	a	look.	Oh,	wow.	So	I	think	that	suggestion	shot	up	to	32	votes	and	you	can	
see	it	go	from	New	to	Discussion	Ongoing,	to	finally	being	implemented	and	it's	now	a	new	
feature	inside.		

This	next	feature	here	is	Product	Updates.	This	is	where	we	constantly	push	our	updates.	You	
click	on	it	and	you	instantly	see	the	simple	stuff	that	comes	out.	“Product	Upgrade	–	June	
brought	22	massive	upgrades	to	digits.”	And	then	one	below:	“Digits	joins	the	Financial	Data	
Exchange	to	strengthen	secured	data	access.”		

We	push	out	constant	updates	all	the	time.	This	is	the	spot	to	do	that.	So	community	is	at	the	
center	of	everything	we	do,	and	we	deeply,	deeply	appreciate	all	the	feedback	as	we	build	
these	together.	And	so	I'd	love	to	share	another	short	clip	of	some	of	our	community	
members.		

Traci	Swindle		My	favorite	part	about	being	part	of	the	Digits	community	is	that	I'm	given	an	
opportunity,	a	platform	to	participate	in	helping	grow	something.		

Cono	Onorato		We	work	with	a	lot	of	accountants	who	have	lacked,	you	know,	the	big	four.	
Providing	tools	like	Digits	gives	them	that	confidence	to	say	I	now	have	some	powerful	tools	
available	to	me	that	help	me	feel	more	surrounded,	more	covered	in	the	work	that	I'm	doing.		

Jackie	Anthony		Every	time	there's	a	new	release,	there's	a	new	improvement	in	the	way	we	
work	with	our	clients.		

My	experience	with	the	design	development	team	has	been	great.	They're	very	responsive	to	
questions,	to	recommendations.		

Ellen	Piccolotti		One	thing	that	my	husband	had	talked	to	the	development	team	about	was	
adding	a	refresh	button	so	that	he	can	see;	really	making	sure	that	it	was	just	like	real	time	
data.		

Jackie	Anthony		Every	time	the	engineering	team	come	along	and	say,	Hey,	Jackie,	can	you	
take	a	look	at	this?	This	is	an	even	bigger	wow,	the	wows	just	don't	stop.		

Ellen	Piccolotti		When	you	have	a	strong	community	of	users,	you're	able	to	build	a	lot	
stronger	product.		

The	community	brings	everything	together.		

	

Jeff		All	right.	Well,	we	are	about	to	wrap	up,	but	we	do	have	one	more	thing.	You've	probably	
gotten	from	now	we	love	building	software.	This	is	our	obsession.	We	are	not	accountants.	We	
are	not	bookkeepers.	We	do	not	offer	accounting	services.	We	are	here	to	build	great	software	
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for	you	to	use	with	your	clients.	And	to	make	that	even	more	fun.	We	are	announcing	that	
Digits	is	coming	to	Mac,	so	there	will	be	a	Mac	desktop	version	later	this	year.	And	whether	it's	
just	because	you	want	to	stay	logged	in	all	the	time	or	you're	tired	of	too	many	browser	tabs,	it	
feels	awesome	on	the	Mac,	so	we're	really	excited	to	ship	this.		

	

Wayne		Wait,	wait,	wait,	wait,	wait.	Give	me	the	controller	here.	There's	two	more	things.	So	
we	care	deeply	about	making	sure	that	the	experience	is	as	easy	as	possible,	and	that's	start	at	
the	very	beginning.	No	setup	required	-	business,	finance,	accounting,	software,	bookkeeping	-
all	your	clients	are	different	shapes	and	sizes,	all	their	configuration.	They	hired	someone	to	
install	a	new	system.	You	have	to	figure	that	out.	We	do	it	all	for	you.	All	you	have	to	do	is	link	
QuickBooks.	Oh,	that	was	it.	That's	it.	And	you	get	your	Digits	Search,	Digits	Reports	Builder,	
Digits	Reports,	Digits	Boost,	the	Advisory	Tools	Burn	and	Sales.	And	the	best	part,	they're	all	
available	today	and	they're	free	for	all	of	you	guys.		

Just	write	this	down.	I'm	borrowing	Ben's	thing	to	write	this	down:	BKX@Digits.com.			Just	
send	the	word	‘labs’	into	the	subject	matter.	I	would	do	it	right	now	just	to	make	sure	you	guys	
get	that	down?		

Jeff			And	so,	yeah,	we	are	so	excited	to	be	here.	Thank	you	so	much.	This	is	a	huge	thanks	to	
Ben	for	having	us.	We	wanted	to	thank	him	for	that.	So,	yeah,	free	for	everyone	in	this	room.	
We're	so	excited	to	hear	your	product	ideas	and	really	appreciate	it.	Thank	you	all.		

	

Ben	Yeah.	Okay.	Well,	both	of	you	stand	so	they	can	see	you.	And	I	want	to	say	thank	you.	And	
I've	never	been	physically	aroused	by	a	product	until	today.	All	right.	So	we're	talking	about	
the	Fascinating	Future.	We're	talking	about	this	radical	change	in	technology.	Do	you	see	it	
right	here?	Do	you	see	the	power	of	what	is	going	on	and	how	this	is	able	to	radically	
transform	the	services,	the	getting	the	talons	in	your	clients?	So	thank	you	so	much	for	this.	I	
know	that	you	didn't	have	to	give	it	to	us	for	free.	That's	amazing.	

Where	were	you	in	2012?	

	

Jeff		Cashlytics,	had	a	lot	of	crashes	we	had	to	deal	with	first.		

	

	

Click	Here	to	Return	to	Index	
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1.3	Different	is	Better	than	Better		
–	Sally	Hogshead	
June	14,	2022	

Website:	https://www.howtofascinate.com/		

Summary:	You	don’t	have	to	change	who	you	are.	You	have	to	
become	more	of	who	you	are	already.	Sally	shared	the	Fascinate	
Test	and	how	to	use	it	to	find	your	Advantage.	It	shows	how	the	
world	sees	you	at	your	best.	You	can	use	it	to	differentiate	yourself	
from	the	competition.	Different	is	better	than	better.	Knowing	this	about	you	and	your	business	makes	it	
easier	to	identify	your	ideal	client	who	will	remember	you,	refer	you,	and	stick	with	you,	and	this	is	the	
ultimate	way	to	grow	your	business.		

The	two	things	that	differentiate	high	performers:	1)	They	deliver	a	specific	benefit	to	their	clients.,	and	2)	
They	turned	this	specific	benefit	into	a	specialty	where	they	did	it	on	purpose,	and	over-delivered	in	this	
one	specialty.	Identify	the	type	of	problem	you	are	uniquely	suited	to	solve	for	clients,	then	grow	your	
business	around	it.	The	diagram	below	takes	the	intersection	of	your	Primary	and	Secondary	Advantages	
from	the	test	to	identify	your	archetype,	which	is	your	personal	brand.	Under	that	are	three	adjectives	that	
define	that	archetype.	Take	one	of	those	adjectives	that	best	describes	you	to	build	your	brand,	and	to	help	
you	know	the	best	way	for	you	to	deal	with	clients.	To	identify	the	ONE	way	your	Advantage	helps	you	grow	
your	business,	ask:	My	business	is	most	successful	where	I	am	_______.		An	exercise	she	share	was:	1)	
Identify	your	client’s	PROBLEM;	2)	Show	them	a	SOLUTION;	then	3)	Apply	your	personality’s	WORD	–	this	is	
your	Advantage;	the	difference	only	you	can	make.		 	
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I	cannot	wait	to	show	you	the	data	that	we	learned	about	you.	It	is	unlike	any	other	group	that	
we	have	ever	measured,	and	I	have	measured	1.3	million	professionals	around	the	world.	
First,	I	have	a	couple	of	questions.	Raise	your	hand	if	you	think	you	are	more	fascinating	than	
the	average	person.		

Now	the	second	question.	Raise	your	hand	if	you	think	you're	a	better	driver	than	the	average	
person.	Amazing	how	we	overestimate	ourselves.	If	we	look	at	this	on	a	bell	curve,	how	much	
is	above	average	and	how	much	is	below?	You	guys	are	good.	When	you	ask	people	to	rate	
themselves,	80%	of	people	say	‘yes,’	I'm	a	better	driver	than	the	average	person.	Now	is	that	
statistically	possible?	No.		

But	we	overrated	ourselves	if	you	ask	them	if	they're	better	looking	–	60%	will	say,	yes,	I'm	
better	looking	than	the	average	person.	If	you	ask	them	if	they're	more	intelligent,	and	I	know	
you	are	because	you	know	that	50%	above	average	is	the	statistical	norm.	If	you	ask	people,	
are	you	more	intelligent	than	the	average	person,	90%	will	say	they	are.	I	mean,	it's	true	in	
this	room.		

I	asked	a	different	question	in	my	research	when	I	began	studying	the	science	of	fascination	–	
of	communication:	How	do	you	stand	out	and	brand	yourself	to	make	a	difference	in	your	
small	business?	I	asked:	Are	you	more	fascinating	than	the	average	person?	The	results	were	
completely	different.	While	80%	think	they're	better	drivers,	only	39%	think	they're	more	
fascinating.	And	when	I	first	saw	these	numbers,	my	first	thought	was,	“Well,	that's	sad.	We	
underestimate	ourselves.”		
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Here's	what	I've	learned	since	then,	in	my	decade	of	research;	when	we	can	measure	an	
attribute	like	your	ability	to	drive,	or	your	intelligence,	we	tend	to	be	more	confident.	When	
we	can't	measure	something.	We	feel	insecure	and	awkward,	and	so	we're	more	likely	to	
underrate	ourselves.		

I	remember	as	a	little	girl,	I	had	an	unusual	family	growing	up,	and	it	wasn't	just	because	my	
last	name	is	Hogshead.	When	I	was	a	little	girl,	my	sister	broke	the	world	record	in	swimming,	
and	she	went	on	to	win	three	gold	medals	and	a	silver	in	the	Olympics.	The	same	year	my	
brother	graduated	from	Harvard,	and	I	was	still	in	a	very,	very	awkward	adolescent	stage,	so	I	
had	a	huge	competitive	disadvantage.		

My	mother	told	me	something	that	I'll	never	forget.	She	said,	“You	don't	have	to	change	who	
you	are,	Sally.	You're	the	baby	of	the	family,	but	you	don't	have	to	try	to	outswim	or	outthink	
or	outdo	anybody	else.	You	don't	have	to	compare	yourself	to	anybody	else,	but	you	do	have	
to	figure	out	who	you	are.	You	don't	have	to	change	who	you	are.	You	have	to	become	
more	of	who	you	already	are	–	to	recognize	that	and	then	go	do	it	on	purpose.	I'm	going	
to	show	you	what	happened	when	my	mom	taught	me	that	and	how	it	was	transformational	
for	me.		

I	want	to	describe	when	we	think	about	why	we're	so	willing	to	overrate	ourselves	as	drivers	
and	underrate	our	ability	to	communicate,	the	reason	is	this:	We	grew	up	being	told	to	look	at	
how	we	see	the	world,	so	how	you	as	a	bookkeeper	see	your	clients.	How	you	see	the	people	
around	you.	But	today,	there's	a	different	model	that's	shifting	very	quickly,	and	it's	‘how	
does	the	world	see	you	at	your	best?’	

If	I	could	give	you	a	magic	wand	that	said	okay,	“You	have	to	choose.	You	can	either	choose	to	
see	how	you	see	your	prospect	or	your	client,	or	you	could	see	how	does	your	prospect	see	
you?	Who	would	rather	know	how	you	see	your	prospect?	That's	good	information.		

Wouldn't	it	be	amazing	if	you	knew	how	that	person	on	the	other	side	of	the	table	sees	you,	
and	specifically	sees	you	at	your	best…	the	reason	why	they	admire	you,	champion	for	you,	
and	hire	you,	and	promote	you,	and	refer	you?	They	can't	refer	you	if	they	can't	remember	
you.		

So	building	on	my	background	in	advertising,	I	thought	well,	we	can	measure	a	brand	like	
Coca	Cola	very,	very	easily.	It's	called	a	focus	group.	What	if	we	could	do	the	same	for	people?	
What	if	you	could	measure	your	personality,	your	personal	brand	in	the	same	way	that	Coca	
Cola	can	measure	how	the	consumer	sees	coke?		

In	a	focus	group,	Coke	doesn't	care	how	coke	sees	the	consumer.	Coke	only	cares	how	the	
consumer	sees	Coke,	and	specifically,	how	does	the	consumer	see	Coke	as	being	different	than	
Pepsi?	What's	the	difference,	and	how	do	they	make	the	most	out	of	that	difference?	In	
marketing	it’s	called	differentiation.		

When	you	begin	to	think	about	this,	here’s	what	I'm	going	to	propose:	In	a	crowded	
environment,	it's	good	to	be	better	but	it's	better	to	be	different.	Different	is	better	than	
better.	The	reason	why	this	is	surprising	for	us	to	think	about	is	because	when	you	grow	up	in	
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a	world	there	are	strengths	and	then	you	have	weaknesses.	In	a	world	of	strengths,	there's	
one	winner,	there's	one	person	who's	the	best,	everybody	else	is	an	also-ran.	If	you're	not	the	
best,	you're	not	good	enough.	And	when	you	have	these	weaknesses	over	here,	and	you	have	
to	fix	the	weaknesses,	because	the	weaknesses	are	the	areas	in	which	you're	not	good	enough.	
That's	s	a	no-win	game.		

To	help	describe	what	I	mean	by	this,	I'll	take	you	on	a	quick	stroll	down	the	world	of	growing	
up	with	the	last	name	Hogshead.		I'm	married,	and	I	didn't	change	it.	I	was	beaten	up	on	the	
playground	every	day,	and	I	remember	coming	to	my	mother,	Mrs.	Hogshead,	and	saying,	
“Why	can't	we	just	have	a	name	like	Smith	or	Jones?”		

And	she	told	me	something	I'll	never	forget.	She	said,	“It's	the	thing	about	our	name	that	
makes	it	different,	that	will	one	day	make	you	love	it.”	It's	the	thing	about	you	that	makes	
you	different,	that	makes	people	love	you.	What	I	would	propose	is	that	those	times	when	
you	were	growing	up,	when	you	were	made	wrong,	or	you	were	disciplined,	or	you	felt	ashamed,	
or	insecure	that	those	were	actually	your	most	glorious,	powerful,	valuable	traits,	that	now	
we	need	to	bring	out	because	your	clients	need	you	to	bring	that	to	the	relationship.		

Here	are	my	parents	when	they	met	in	college,	on	a	date,	and	my	dad	introduced	himself	to	
my	mother,	and	said,	“Hello,	I'm	Howard	Hogshead	from	Hudson,	Iowa.”	She	laughed	in	his	
face	and	said,	nobody’s	last	name	is	really	hogshead.		

Now	this	is	my	mom.	She	just	celebrated	her	88th	birthday	with	my	dad,	and	we	do	in	our	
house	what's	called	Hoggerfest	twice	a	
year.	This	was	October	which	we've	
now	nicknamed	Hog-toberfest,	but	it's	
an	opportunity	for	us	to	celebrate	the	
birthdays	of	all	the	cousins	we	call	the	
piglets.	One	of	the	awesome	things	
about	Hoggerfest	is	just	getting	to	watch	
my	parents.	I	mean,	come	on,	they've	
been	married	68	years,	and	my	mom's	
still	getting	some	tongue	action.	I	mean	
that's	pretty	great.		

But	remember	what	my	mom	taught	me:	Don't	change	who	you	are,	become	more	of	who	you	
are.	Don't	try	to	fit	in.	Don't	try	to	fix	what	you've	supposedly	broken.	I	was	kind	of	a	weird	
kid,	so	discovering	who	I	was,	was	a	bit	of	a	journey.	And	this	is	the	time	that	they	came	for	
me;	one	of	the	most	painful,	but	greatest	epiphanies.		

As	we	know,	I	couldn't	do	swimming	and	I	couldn't	do	academics.	Those	trees	had	been	peed	
on.	And	so	I	did	what	you	do	when	you	can't	do	athletics	or	academics,	and	I	was	the	creative	
one.	I	decided	that	I	was	going	to	do	dance.	Anybody	here	do	dance?		

Okay,	so	I	like	to	do	jazz	hands	and	be	able	to	interact	with	the	audience.	I	was	picked	for	a	
solo	in	the	dance	recital,	but	here's	the	problem.	My	dance	teacher	wanted	to	do	something	
that	was	intricate,	highly	choreographed	with	multiple	steps,	and	no	matter	how	much	I	
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rehearsed,	no	matter	how	much	I	practiced	over	and	over	and	over	again	to	get	ready	sitting	
under	the	dinner	table	with	my	brother,	my	sister,	my	mom	and	my	dad.	And	I'm	trying	to	
remember	the	steps,	and	then	it	was	the	night	of	a	dance	recital,	and	I	had	the	most	awesome	
outfit.	It	was	itchy,	stretchy,	too	tight,	highly	flammable	polyester.	It	was	fantastic.		

I	remember	I	was	backstage,	and	I	thought	to	myself,	“Finally	I'm	going	to	have	the	
opportunity	to	find	something	that's	mine;	to	find	the	light.”	The	music	started.	My	dance	
teacher	looked	down	at	me,	and	she	said,	“Just	don't	forget	the	steps.”	So	what	happened?	
Okay,	so	here	I	was	on	stage	and	music	started.	The	steps	just	went	completely	out	of	my	mind	
because	they	were	intricate,	and	they	didn't	feel	natural,	and	it	felt	like	they	were	forced,	and	I	
really	just	wanting	to	do	the	jazz	hands.	

I	remember	in	slow	motion,	the	spotlight	turning	off,	the	music	ending,	and	looking	back	at	my	
dance	teacher	who	was	ashamed	because	I	didn't	get	it	right	and	I	swore	to	myself,	I	would	
never	take	another	dance	lesson	ever	again.	Ever.	I	never	took	another	dance	lesson	after	the	
age	of	nine.	I	gave	up	dance.		

What	did	you	give	up,	because	you	might	have	had	a	moment	like	this?	It	didn't	necessarily	
happen	on	stage.	It	could	have	been	when	you	were	fired,	or	a	client	quit,	or	you	had	to	close	
your	business.	You	were	kicked	off	the	team.	Your	heart	was	broken.	Somebody	told	you,	you	
weren't	good	enough,	or	you're	not	doing	it	right;	if	you	would	just	change,	if	you	would	just	
try	harder.	If	you	would	just	fix	yourself,	just	be	a	little	bit	better,	then	you'll	be	good	enough.	
Sound	familiar?		

Has	anybody	ever	told	you	that	who	you	aren't	the	way	you	should	be;	that	there's	something	
fundamentally	flawed	about	you.	This	is	the	whole	psychology	behind	strengths	and	
weaknesses.		

There's	something	very	dangerous	about	telling	kids	what	their	weaknesses	are.		You	
probably	can	remember	a	subject	in	school	that	you	weren’t	good	at,	and	trying	to	trying	to	
get	better,	instead	of	putting	all	of	that	energy,	that	hope,	and	that	vision	of	the	
possibility	into	the	area	where	you	are	already	excelling.		

What	would	have	happened	if	you	took	all	that	pain	and	struggle	just	to	bring	it	up	from	a	B	
minus	to	a	B	plus,	or	D	minus	to	a	D	plus	what	have	you.	I	happen	to	know	you're	90%	more	
intelligent	than	the	average	person,	but	you	know	what	I	mean?		

I	want	to	say	right	now	that	don't	have	to	change	anything.	You	don't	have	to	fix	anything.	
Nothing's	broken,	and	nothing's	wrong.	But	you	do	have	to	identify	the	areas	in	which	you	
are	ideal	for	your	ideal	client.	And	when	you	work	with	your	ideal	client,	being	the	person	
that	you	already	are	that	you	haven't	had	to	change,	that	you're	simply	maximizing	what	
you're	already	doing	right.	It	becomes	really	easy	for	that	ideal	client	to	find	you,	
remember	you,	refer	you,	and	stick	with	you.	And	that	is	the	ultimate	way	to	grow	a	
business	whether	we	have	economic	chaos,	whether	we	have	new	technologies.	If	they	can't	
remember	you,	they	can't	refer	you,	and	in	order	for	them	to	remember	you,	it	can't	be	a	
transaction.		
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Ben	said	something	awesome	today,	and		because	it	was	so	awesome,	I'm	probably	going	to	
say	it	wrong,	but	what	I	heard	in	my	head	was	that	transactions	can	be	canceled,	
relationships	can't.		What's	the	value	that	you're	adding	to	the	transaction	because	if	it's	just	
a	commodity,	that	means	your	business	is	incredibly	vulnerable,	because	you’re	competing	on	
the	basis	of	price,	and	competing	on	the	basis	of	price	means	there's	no	relationship.	You	have	
no	security,	and	as	Ben	would	call	it,	a	moat.	There's	no	moat.	It's	just	a	whole	bunch	of	
drawbridge	of	people	leaving	the	business.		

So	the	key	is	it's	good,	to	be	better.	It's	good	to	be	better,	but	it's	better	to	be	different.	
Because	instead	of	modeling	your	bookkeeping	business	or	your	personal	brand	or	any	other	
aspect	of	your	communication,	instead	of	looking	to	see	what	other	people	are	doing,	to	see	
who	you	are,	you’re	already	at	your	best.		

Now,	remember	I	showed	you	what	it	was	like	when	I	was	on	stage,	and	the	humiliation	and	
the	sense	of	just	wanting	to	fade.	During	economic	difficult	times,	it	becomes	extremely	
difficult	to	stand	out.	It's	so	much	easier	to	just	want	to	kind	of	watch	what	other	people	are	
doing.	Unfortunately,	during	this	period	of	time,	it	was	at	the	end	of	the	last	recession,	the	one	
before	the	one	before,	about	2012,	and	I	had	two	young	kids	at	home,	and	the	sole	
breadwinner	of	the	family,	and	just	seemed	like	the	harder	I	worked,	the	further	the	goals	got.	
The	harder	I	work,	the	sicker	I	became,	the	more	exhausted	I	became,	the	more	I	missed	my	
kids.		

And	so	I	took	a	step	back	and	thought,	well,	you	know,	I	study	what	makes	people	memorable	
and	how	they	stand	out.	Maybe	it's	time	to	reverse	how	I’m	thinking	about	this.	And	I	began	
realizing,	I	don't	need	to	be	a	speaker	that's	better	than	other	speakers.	You	don't	need	to	be	a	
bookkeeper	or	a	partner	or	a	boss	or	a	team	member	that's	better	than	the	other	ones.	But	
you	do	have	to	be	who	you	are.	And	for	me,	that's	being	creative	and	passionate	

What	you'll	see	when	we	start	talking	about	your	results	is	that	my	results	are	very	
different	than	your	results,	which	means	we	are	an	excellent	team.	So	after	that,	after	
that	period	of	time,	I	wanted	to	understand,	as	I	kind	of	moved	out	of	that,	I	wanted	to	
understand,	well,	how	does	this	apply	in	other	industries?	And	so	we	started	doing	a	series	of	
tests.		

I	love	financial	services	because	financial	services	just	fundamentally	are	a	commodity	
Numbers	are	numbers,	and	results	can	often	be	achieved	by	other	people.	They're	either	a	
transaction	or	a	relationship.	And	so	we	went	in	and	we	measured	the	four	top	high	
performing	groups	inside	of	Morgan	Stanley,	Wells	Fargo,	Berkshire	Hathaway,	on	and	on.	We	
measured	over	100,000	high	performers	in	the	financial	services	category.	Now,	I	thought	that	
what	was	going	to	differentiate	the	high	performers	would	be	skill,	education,	network,	
experience.	I	was	wrong.		

The	two	things	that	differentiated	the	high	performers:	First	thing	was	they	delivered	a	
specific	benefit.	A	specific	benefit,	such	as	attention	to	detail	or	big-picture	ideas.	So	the	ones	
that	were	detail	oriented	were	really	detail	oriented	and	they	didn't	focus	on	the	big	idea.	
Raise	your	hand	if	you	are	detail	oriented.	Yep,	you	are	60%	more	likely	than	the	average	
population	to	be	detail	oriented.		
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Raise	your	hand	if	you	are	consistent	and	stable.	You	are	almost	double	the	average	
population	in	your	consistency	and	stability,	and	I'll	describe	that	in	just	a	minute.	So	the	high	
performers	knew	how	they	were	most	likely	to	deliver,	and	then	they	doubled	down	on	it.		

The	second	thing	they	did	is	they	turned	this	into	a	specialty	where	they	did	it	on	
purpose.	Over-deliver	in	this	ONE	specialty.	So	in	your	case	it	would	be	like	this,	growing	
your	business,	not	around	the	kind	of	client	that	you	necessarily	want,	growing	your	
business	around	the	type	of	problem	that	you	are	uniquely	suited	to	solve.	There	are	
certain	types	of	problems	and	certain	types	of	needs	from	your	clients	that	you	are	the	ideal	
solution.		

On	the	other	hand,	you	probably	found,	not	naming	names,	but	has	any	you	ever	had	a	client	
that	drained	them?	Yeah.	Okay.	When	you	have	it,	we're	not	going	to	call	them	a	bad	client.	
We're	going	to	say	a	non-ideal	fit	client.	When	you	have	one	of	these	clients,	do	you	want	to	
interact	and	meet	with	them?	Do	you	feel	more	energized	after	the	interaction?	Are	they	going	
to	refer	more	of	the	good	kind	of	client	to	you?	Is	it	possible	they	can	damage	your	reputation?	
Is	it	possible	they	could	even	hurt	your	business?	Yeah.	So	it's	even	more	important	to	
know	who's	not	a	right	fit	client	than	who	is.	And	that's	where	the	specialty	comes	in.		

If	you're	a	detail	oriented	person,	you	don't	want	a	client	who's	going	to	be	coming	to	you	
and	saying,	you	know,	just	show	me	kind	of	a	bunch	of	different	options	in	24	hours.	I	mean,	
for	detail	oriented	people	that	will	kind	of	freak	you	out,	right?	But	now	what	if	a	client	came	
to	you	and	said,	I	want	to	reduce	my	spending	because	my	kids	are	getting	ready	to	go	to	
college?	I've	given	myself	a	couple	of	years	to	start	to	establish	a	plan.	I	need	something	that	I	
can	do	a	little	by	little	consistently.	Detailing	oriented	people,	could	you	do	that?		

Raise	your	hand	if	you	consider	yourself	a	creative	person.	Does	what	I	just	described	sound	
like	taking	a	mechanical	pencil	and	gouging	it	into	your	eyes?	Creative	people;	if	a	client	came	
to	you	and	said,	I	want	to	see	a	bunch	of	options	and	I'd	like	to	see	them	quickly,	can	we	meet?	
So	you	can	kind	of	show	me	the	universe	of	what's	out	there?	Could	you	do	that?	Would	you	
do	that?	And	would	that	be	energizing?	Yes.	Okay.		

So	here	the	two	different	things	that	the	high	performers	do	differently.	They	focus	on	
what	makes	them	different.	Now,	when	I	was	in	advertising,	these	were	my	clients	and	I	
learned	very	quickly,	the	only	thing	that	matters	in	advertising	is	what	makes	the	brand	
different	than	the	competition.	It's	the	same	thing.	They	focus	on	what	makes	them	
different.		

And	when	you're	fascinated	by	a	brand,	a	brand	that	you	love,	you	become	intensely	
focused.	You	are	intensely	focused	on	them	and	what	they're	doing.	And	in	these	moments,	
your	brains	open	up.	So	when	your	client	is	listening	to	you	and	they're	really	listening	to	you,	
you	are	far	more	likely	to	be	heard	and	to	be	remembered	so	that	people	take	action.		

Now,	when	we	look	at	extreme	differentiation.	What	kind	of	dog	is	this?	It's	a	guard	dog.	
Right?	And	what's	a	guard	dog	bred	to	do?	Guard	right.	Guard	dogs	have	a	very	specific	
purpose.	And	they	were	bred	very	carefully,	highly	differentiated	for	that	specialty,	just	like	a	
detail	oriented	person	or	a	creative	person.	Now	we	have	a	lap	dog.	A	lap	dog	is	usually	not	
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bred	to	guard.	And	if	they	are,	they	would	become	a	little	bit	of	a	mishmash.	But	too	often	this	
is	what	we	do,	When	we	get	awkward	or	insecure,	we	are	unlike	any	other	animals	in	the	
animal	kingdom.	We	start	to	play	it	small.	So	instead	of	taking	these	glorious,	
extravagantly,	marvelous	ways	of	being	different,	we	begin	to	dumb	ourselves	down.		

Now	I'm	going	to	take	a	slide	with	a	bunch	of	turkeys,	and	I'm	going	to	make	a	metaphor	with	
Digital	Bookkeepers	Association.	Now	turkeys	are	highly	differentiated	and	so	are	each	of	us.	
But	I	want	to	show	you	how	I	know	that	for	sure.	When	we	took	a	look	at	your	results,	this	is	a	
first	look	at	the	custom	results	of	you,	of	the	people	in	this	room.	Where's	Tyler.	Did	you	ever	
end	up	taking	the	test?	You	did.	Lena,	I	want	you	to	fact	check	if	he	actually	did	it,	and	we'll	
come	back	to	you.	Who	did	take	the	test?	Yea,	gold	stars	everybody.		

Tyler	I'm	just	kidding,	what	was	your	result?	A	Maestro.	So	who	knows	Tyler?	Would	you	say	
that	Tyler	is	confident?	Would	you	say	he's	opinionated?	Would	you	say	that	if	you	had	a	
problem,	that	needed	a	very	strong	vision,	that	Tyler	could	help	you	in	doing	this?	Would	you	
say	that	if	I	went	over	and	asked	Tyler	some	questions,	that	he	would	be	able	to	answer	them?	
All	right.	Let's	give	Tyler	a	round	of	applause.		

Hi,	Tyler.	It's	good	to	meet	you.		

	

Tyler	Hello.		

	

Sally	Now,	when	you	took	the	test,	your	archetype	is	the	maestro.	And	I'm	going	to	show	you	
how	to	do	this.	Your	primary	power.	So	look	along	power.	You	have	secondary,	Prestige.	
Maestros	are,	I	want	you	to	read	your	three	words.		

	

Tyler	Yes	ma’am.	There	we	go.		

	

Sally	Look,	did	you	see	how	we	suddenly	got	submissive?		

	

Tyler	There	you	go.		

	

Sally	That's	right.		

	

Tyler	Getting	small	here.	Ambitious,	Focused	and	Confident.		
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Sally	Now,	if	I	said	to	you,	if	I	said,	Taylor,	listen,	we're	going	into	this	meeting	and	that	the	
group's	a	little	bit	nervous.	We	need	you	to	be	strong.	I	need	you	to	have	presence.	I	need	you	
to	have	opinions.	Is	that	something	that	you	could	do?		

	

Tyler	Yeah.		

	

Sally	Now,	if	I	said	on	the	other	hand,	if	I	said,	listen,	Taylor,	people	are	a	little	fragile	right	
now.	We've	all	just	got	to	be	careful	to	make	sure	that	we're	not	stepping	on	toes.	You	could	
do	that,	right?		

	

Tyler	Sure.		

	

Sally	But	if	I	take	it	all	the	way	to	saying,	listen,	tell	me	we've	already	got	this	figured	out,	sit	in	
the	corner.	We	really	don't	need	any	new	thinking	on	this.		

	

Tyler	If	that's	what	you	want.		

	

Sally	All	right.	And	what	if	I	said,	Tyler,	for	the	rest	of	your	career	here	in	this	company,	with	
the	clients	that	you're	going	to	be	working	with,	what	you	have	to	say	and	what	you	do	isn't	
really	going	to	matter	so	much	because	you	just	got	to	keep	doing	the	same	thing.		

	

Tyler	That	sounds	like	torture.		

	

Sally	That	sounds	like	torture	right	now.	You	know,	for	some	people,	they	really	love	to	be	
able	to	have	something	that	they	can	replicate.	And	we're	going	to	meet	some	of	those	people.	
So	congratulations	on	being	a	Maestro.	And	he	really	does	live	and	breathe	his	archetype.	
Right?	Great.	Thank	you.	Tyler,	can	I	ask	you	to	hang	on	to	this?		

	

Tyler	Okay.	Standing	or	sit?		
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Sally	You	can	sit.	Oh,	good	boy.	So	we	just	got	a	new	puppy.	It	was	such	a	great	idea	for	the	
first	like	12	hours	and	then	all	of	a	sudden	we	wake	up.	And	at	first	you're	like,	we	are	such	
good	dog	trainers.	And	the	second	thing	is	we	got,	okay,	I'm	just	going	to	come	out	and	say	it.	
We	got	to	doodle.	We	got	one	of	the	doodle	dogs.	And	I	was	like,	No,	I'm	a	rescue	person.	But,	
you	know,	there	is	something	to	be	said	for	a	dog	that	doesn't	shed,	is	endlessly	cute,	and	
everybody	knows	the	last	two	syllables	of	this	breed.	Who	else	has	a	doodle?		

	Okay,	so	here's	the	raw	data.	Now,	when	I	first	looked	at	this,	when	I	first	look	at	the	raw	data,	
you	guys	are	amazing	at	how	distinctive	you	are	from	the	average	population.	Now,	to	you	this	
probably	just	looks	like	an	Excel	document.	To	me	this	is	a	fingerprint.	This	is	showing	me.	
Here's	what	I'm	looking	at.	Of	the	1	million	professionals	that	we've	measured,		I	want	you	to	
look	at	Trust.	Trust	is	the	language	of	consistency.		

So	your	primary	advantage	that	shows	how	you're	most	likely	to	naturally	excel	in	
communication,	of	the	seven	of	them.	We're	going	to	go	through	each	one	quickly.	Innovation	
means	you	changed	the	game.	There	were	not	a	lot	of	you	that	have	that	as	a	primary	
innovation.	Who	has	primary	innovation?	Yeah.	There's	like	11	of	you.	People	with	innovation	
love	to	be	able	to	look	in	situations	where	everybody	else	gets	stuck	and	they're	great	at	being	
able	to	rethink	it.	They	can	come	up	with	those	ideas	quickly	in	a	brainstorming.		

Primary	Passion	personalities.	You	connect	with	emotion.	Give	me	a	'woo-hoo'.	Small	but	
mighty.	This	group	is	64%	less	likely	than	the	average	population	to	have	primary	passion.	
Doesn't	mean	you're	not	passionate.	It	just	means	that's	not	the	channel	that	you	
communicate	in.	So	you	want	to	know	more	about	the	facts	and	the	data	before	you	start	
getting	into	the	emotion	as	a	group.	But	my	passion	personalities	shout	out	to	you.		
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	Primary	Power.	Lots	of	primary	
Power.	You	lead	with	authority.	
This	is	what	Tyler	is.	That's	what	
Ben	is.	It's	being	able	to	see,	'hunt	
deer,	hunt	the	deer'	and	then	
achieve'	and	then	overachieve	and	
set	the	next	result.		

Primary	Prestige.	You	raise	the	
bar	with	higher	standards.	Kelly,	
our	chief	operating	officer,	has	a	
very	high	use	of	Prestige.	Is	that	a	
surprise	to	anybody?		

Primary	Trust.	You	provide	comfort	and	stability.	Raise	your	hand.	Pretty	much	the	whole	
room.	Primary	Trust.	You	love	to	be	able	to	make	sure	that	you	can	guarantee	quality	control	
and	consistency,	which	is	incredibly	valuable	as	a	bookkeeper.	There	can	also	be	challenges	
when	there's	chaos	in	the	environment.	When	there's	new	technology,	it's	possible	you	want	
to	interact,	you	want	you	want	to	have	somebody	on	your	team	with	Innovation.		

Mystique.	You	listen	before	speaking,	and	you	hate	woo-hooing.	Mystique,	personalities	
give	me	a	woo-hoo.	Okay.	So	they're	like	five	Passionate	personalities.	Give	me	a	woo-hoo.		

Okay,	so	here's	kind	of	how	you	can	think	about	it.	You	know,	like	the	people	on	your	team.	
The	Passion	personality	wants	to	come	in	and	say,	“Hey,	I've	got	some	ideas,	let's	talk	through	
them,	let's	communicate,	and	we’ll	coordinate."		

And	the	Mystique's	personality	is	saying,	"Just	tell	me	what	you've	got	as	soon	as	you're	
finished	with	it.	You	know,	I	don't	need	to	know	the	sausage	is	made."	It's	kind	of	like	this,	
"Why	don't	you	tell	me	you	love	me	anymore?	And	the	Mystique	personality	says,	"I	told	you	I	
loved	you	last	year.	And	when	that	changes,	I'll	let	you	know."		

But	teams	that	have	combinations,	like	a	winning	combination	is	Innovation	plus	Alert;	huge,	
big	picture	thinking,	very	detailed,	specificity	with	meticulous	follow	through.	So	you	can	
begin	to	think	about	your	teams.		

Here	is	the	average	results	of	a	
million	professionals.	And	this	is	
your	result.	Average	result.	Your	
results.	So	you	can	see	this	is	
very,	very	statistically		
significant.		

You	are	one	of	the	highest	
groups,	scoring	over	indexing	on	
Trust.	Like	I	said,	there	are	going	
to	be	some	advantages	to	that	
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and	there	are	potential	
disadvantages	because	one	
advantage	is	not	better	than	the	
other.		

So	Trust,	you	are	93%	more	likely	
than	the	average	population	to	
have	Alert	as	a	primary	advantage.	
I	mean	that's	huge;	double	the	
average	population.		

Let's	take	a	look	at	Alert.	You	
score	really	high	on	Alert.	So	your	
greater	consistency	and	your	
greater	detail;	60%	more	likely	than	the	average	population	to	have	Alert	as	a	primary	
advantage.		

	Here	are	your	pie	charts.	Now,	it's	kind	of	fun	to	go	in	and	take	a	look	at	this.	Do	you	want	do	
you	want	me	to	email	you	this	data	that	we're	looking	at?	Okay.	Okay,	great.	So	we'll	send	this	
to	you.		

Your	archetype	combines	your	top	two	advantages.	Your	archetype	is	your	personal	brand	
because	it	lights	the	way.	The	single	most	important	part	of	your	archetype	are	the	words	that	
are	in	your	report	on	the	archetype	matrix	sheet.	So	real	quick,	take	out	your	archetype	matrix	
sheet.		

Find	your	archetype.	And	here,	remember,	you	have	you	have	your	primary	advantage.	Your	
primary	advantage	is	the	vertical.	Your	secondary	advantage	is	the	horizontal.	And	then	
when	you	identify	your	archetype,	it's	going	to	give	you	three	adjectives.	Now,	the	question	for	
you	is	which	of	those	three	adjectives	best	describes	how	you	are	different	than	other	
bookkeepers?		

Let's	take	a	look	at	Ben's	report.	I	mean,	you	know,	just	kind	of	for	instance.	Ben	is	a	change	
agent.	There	are	only	about	three	change	agents	in	this	room.	Change	agent	is	primary	Power,	
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like	Tyler,	with	Innovation.	So	he	has	primary	Power,	secondary	Innovation.	His	dormant	is	
Alert,	meaning	the	area	he's	least	likely	to	over	deliver	in	his	details.	Nothing	wrong	with	that.	
That's	a	perfect	structure	to	make	sure	he's	surrounding	himself	with	people	who	are.		

His	three	adjectives.	This	is	page	three	of	your	report.	The	three	adjectives	are	Inventive,		
Untraditional,	Self-propelled.	Would	we	all	agree?	Yes.	Okay.	Let's	all	give	Ben	a	woo	hoo.	
Okay.	Well,	when	we	dove	a	little	bit	more	deeply	into	his	report,	I'm	going	to	show	you	
something	from	page	five	that's	going	to	come	back	to	haunt	him	very	shortly.		

I'm	going	to	take	a	look	at	Kelly's	report.	Kelly's	very	different:	Alert	and	Prestige.	Her	three	
adjectives:	Productive,	Skilled	and	Detailed.	And	if	we	look	on	page	five,	the	editor	in	chief,	it's	
you	maintain	high	standards	without	losing	sight	of	deadlines.	If	we	compare	that	to	Ben,	like	
what	should	he	not	be	doing?	“Not	a	fan	of	deadlines	and	step	by	step	processes.	You	are	more	
excited	about	instigating	new	plans	than	finishing	them.”		

	Okay.	So	now	remember,	you	have	your	primary,	you	have	your	secondary,	and	you	have	
your	words.	Just	so	you	have	a	sense	of	who	you	are	in	the	room.	This	is	taking	a	look	at	it	
with	the	analytics	of	which	archetypes	are	more	rare,	and	which	archetypes	are	more	
prevalent.	Somebody	else	like	visuals?	So	for	non-bookkeepers	we	like	dots.	Now	you	can	see	
a	cluster	look	down	here,	look	over	in	the	in	the	area	with	Alert,	Mystique,	Trust.	That's	where	
you	have	your	highest	populations.		

Your	number	one	archetype,	the	most	prevalent	is	named	the	Good	Citizen	–	Principled,	
Prepared	&	Conscientious.	8.6%	of	you	are	one	archetype.	There	are	only	42	active	
archetypes.	This	means	that	you	weren't	just	a	little	bit	principled,	prepared	and	
conscientious.	You’re	really	over-indexing	in	that.	So	you	are	an	ideal	fit	for	clients	that	are	
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nervous,	clients	who	are	new,	clients	that	maybe	feel	like	they're	on	shaky	ground	or	they	
need	somebody	to	hold	their	hand	and	walk	them	through	the	process.		

Your	second	most	prevalent	archetype	is	the	Mediator	–	Steadfast,	Composed	&	Structured.	
You	guys,	you	really	hate	to	do	woo-hoo.	Steadfast,	composed	and	structured.	Of	this	group,	
16%	of	you	have	the	same	top	two	advantages	–	Trust	&	Alert.	Now,	here's	what	this	means	is	
a	group.	If	we	were	a	group	and	we	collectively	were	a	team	on	a	company,	we	would	want	to	
find	clients	that	are	looking	for	steadfast,	principled,	composed.	We	don't	want	to	be	looking	
for	clients	that	are	going	to	be	wanting	something	crazy,	to	need	a	lot	of	face-to-face	to	be	an	
energy	drain.	Those	would	not	be	ideal	clients	for	this	group.	

My	archetype	is	I'm	the	Catalyst;	3.6%	of	you	were	the	Catalyst,	which	means	there	must	be	
must	only	be	a	six	that	I	don't	know	exactly.	A	Catalyst	is	Passion	and	Innovation.	We	are	Out-
of-the-Box,	Social	and	Energizing.	Now	here's	how	I	first	learned	I	was	the	Catalyst.	This	was	
my	pre-algebra	report	card	in	the	eighth	grade.	My	dear,	my	teacher	writes,	"There's	a	fine	
line	in	math	between	being	creative	and	being	erratic."	Like	how's	that	for	a	value	judgment?	
"I	will	continue	to	support	Sally	in	using	her	creativity,	but	becoming	more	consistent	in	her	
work."		

Now,	I	was	never	going	to	be	great	at	pre-algebra,	but	you	know	what?	I	would	love	to	work	
with	somebody	who's	a	Good	Citizen	or	a	Mediator.	So	if	you	rocked	it	with	pre-algebra,	let's	
go	call	Mrs.	Stevenson	after	the	conference.	Is	that	a	deal?	Now,	remember	the	use	of	the	word	
erratic.	The	pitfall	of	the	Catalyst	is	that	because	Catalysts	are	so	creative,	they	need	to	work	
with	somebody	like	a	Good	Citizen,	somebody	with	primary	Alert,	somebody	with	primary	
Mystique	or	primary	Trust.	Because	just	as	one	person	needs	to	have	the	consistency	and	
stability,	the	other	one	needs	new,	fresh	ideas.		

Here's	a	picture	of	my	dad	at	Hog-toberfest.	He's	90	and	he	said,	"Do	you	like	my	shirt?"	I	said,	
I	did.	What	was	he	talking	about?	He	said,	"I'm	wearing	your	matrix."		

	

What’s	ONE	way	your	Advantage	helps	you	grow	your	business	

Let's	do	one	really	quick	exercise,	and	then	I	think	this	gets	to	count	as	my	untraditional	Q&A.	
Is	that	good?	Okay,	we're	going	to	answer	this	question.	My	business	is	most	successful	
when	I	am	_________.		

And	now	I	want	you	to	go	to	your	archetype	matrix	and	I	want	you	to	find	the	adjective.	So	
you're	going	you're	going	here.	Okay,	Tyler,	you	get	to	go	first.	You	are	the	Maestro.	Could	you	
please	stand?	My	business	is	most	successful	when	I	am...		

	

Tyler	My	business	is	most	successful	when	I'm	ambitious.		
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Sally	When	you're	ambitious.	Okay,	so	I'm	going	to	take	this	a	step	further.	Your	business	is	
most	successful	when	you	are	ambitious,	so	we're	going	to	take	a	look	at	how	we	can	apply	
this.	Tyler,	what	is	a	client's	problem	that	you're	seeing	these	days?		

	

Tyler	How	to	manage	growth	and	manage	their	
cash	as	they	do	it?		

	

Sally	What's	the	typical	solution	for	that?		

	

Tyler	Allocating	funds	ahead	of	time	so	they	
don't	spend	their	money	when	they	need	it	later.		

	

Sally	And	what's	a	way	that	you	because	your	ambitions	are	able	to	add	value	in	a	way	that	
nobody	else	can	to	solve	that	problem?		

	

Tyler	We	get	in	and	we	set	everything	up	for	them.	So	whether	it's	Profit	First	method	or	
something	else,	we	get	in	there	and	kind	of	take	the	reins	and	basically	say,	"Hey,	here's	
everything	we've	done	for	you.	Just	don't	screw	it	up.	We	try	and	hold	you	accountable	along	
the	way	you.		

	

Sally	I	was	here	this	morning	for	yours	and	that's	not	shocking.		

	

Ben	And	I	know	Tyler,	and	I	would	say	that	his	main	advantage	is	being	Asshole.	I	think	that	
that's	a	nice	way	of	saying	Catalyst.		

	

Sally	Well,	speaking	of	not	being	detailed,	I	have	a	question	for	you.	The	timer	says	that	we	
got...		

	

Ben	Hey,	I	know	a	guy,	and	we’ve	got	as	much	time	as	you	want.	We’ve	got	about	10	minutes	
more	than	that.		

EXERCISE	
1.	Identify	your	client’s	PROBLEM	–	the	

problem	your	client	needs	to	solve.	
2.	Show	them	a	SOLUTION	–	How	most	

people	would	solve	it.	
3.	Apply	your	personality’s	WORD	–	

This	is	your	ADVANTAGE;	the	
difference	ONLY	YOU	can	make.		
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Sally	So	can	you	pick	somebody	else	in	this	room	that	you	would	like	to	find	out	how	they	are	
building	their	business	around	the	word	that	describes	what	makes	them	different?		

	

Tyler	Bob	Dye.		

	

Sally	Hey,	Bob,	how	are	you?	We're	going	to	go	through	this	really	quickly.	What's	the	
problem	that	you	are	finding	your	clients	need	to	solve?		

	

Bob	Oh,	boy.	Um,	unorganized	financials.		

	

Sally	I'm	sorry.		

	

Bob	Whenever	they	come	to	me	as	a	new	client,	they	are	very	unorganized.		

	

Sally	Very	unorganized.	Like	low	details.	Okay.	How	would	most	people	solve	that?		

	

Bob	Most	bookkeepers	would	do	a	clean	up	and	get	it	right.		

	

Sally	What	is	the	adjective	that	you	chose	to	describe?	How	you	are	different?		

	

Bob	Skills.		

	

Sally	Yeah.	Okay.	Skills.	Are	you	familiar	with	Bob?	This	is	about	how	the	world	sees	Bob.	We	
see	him	as	being	skilled.	He	chose	the	word,	would	you	say	Bob	is	skilled?	Yes.	Great.	How	
does	Bob	being	skilled	help	him	solve	the	problem	of	disorganized	clients	better	and	
differently	than	another	bookkeeper?		
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Ben	I	would	say	empathy.	I	would	say	empathy	because	he	stood	in	their	shoes.	And	one	of	
the	things	that	we	teach	everybody	and	encourage	you	and	implore	you	is	to	have	a	niche.	And	
so	Bob	not	only	has	an	niche,	he	lived	the	niche.	So	empathy,	to	put	himself	in	those	shoes	and	
go,	"Yeah,	that's	sucked	for	me,	too.	Here's	how	I'm	going	to	help	you	to	fix	it."		

	

Sally	Would	you	say	that	everybody	in	the	bookkeeping	space	is	skilled?		

	

Ben	I	would	say	that,	yeah.	There	are	some	bad	ones,	but	none	in	here.	No,	they	are	awesome	
here.		

	

Sally	Bob,	can	bad	things	happen	if	a	bookkeeper	is	not	skilled	and	they	have	disorganized	
finances?		

	

Bob	Absolutely.		

	

Sally	Really	bad	or	a	lot	bad.		

	

Bob	Really	bad.		

	

Sally	Can	bad	things	happen	to	the	bookkeeper	who	gave	unskilled	advice	for	a	disorganized	
client?		

	

Bob	Yes.		

	

Sally	Okay.	So	being	skilled	is	not	all	desirable.	It's	absolutely	crucial,	especially	in	a	market	
like	this.		
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Bob	Yes.		

	

Sally	Can	I	give	you	a	signed	book	when	we're	done?		

	

Bob	Yes.		

	

Sally	Okay.	Awesome.	Thanks,	Bob.	Can	we	do	one	more?		

	

Ben	Yeah.	How	about	Tracy	Swindell?	Come	on	down.	You're	the	next	contestant	on	Fascinate	
You.		

	

Sally	Tracy,	what	was	your	adjective	that	describes	how	you're	different?		

	

Tracy	Honestly.	I'm	trying	to	look	it	up	when	you	called	my	name.		

	

Sally	So	what's	your	archetype?		

	

Tracy	That's	what	I'm	trying	to	look	up,	because	I	was	not	prepared	for	this.		

	

Sally	Hey,	Tracy,	something	that	I	think	is	really	important	to	know	is	that	there	are	those	of	
us	who	are	extremely	comfortable	jumping	on	stage	without	having	any	prep.	That's	one	way	
of	doing	it.	It	doesn't	mean	that	it's	the	best	way.	A	lot	of	times,	people		want	to	be	able	to	
center	their	thoughts,	to	think	things	through,	are	going	to	be	a	lot	more	valuable	for	clients	
who	are	going	to	be	hanging	on	their	every	word.	So	the	fact	that	you're	being	honest;	we're	
looking	inside	of	your	brain	right	now	of	what	it's	like	when	somebody	puts	you	on	the	spot.	
So	can	I	be	a	good	client	and	say,	would	you	like	to	come	back	in	a	minute?		

	

Tracy	Sure.		



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	94	

	

Ben	Give	it	to	Kirsten	Reeder	over	here.		

	

Sally	Okay.	And	also,	you	received	an	email	about	an	hour	ago	telling	you	what	your	primary	
advantages,	if	you	just	need	a	little	cheat	sheet.	Okay.	Who	are	we	getting	instead?		

	

Ben	Kirsten	Reeder.		

	

Ben	Hey,	Christine.	How	are	you?		

	

Kirsten	I'm	good.		

	

Sally	What	is	your	archetype?		

	

Kirsten	I	am	the	Anchor.		

	

Sally	The	Anchor	is	the	top	three.	We're	Good	Citizen,	Mediator,	and	Anchor.	There	are	20	
Anchors	in	the	room.	So	you	have	primary	Trust,	secondary	Mystique.	That	means	you	ground	
us	and	you	hold	us	steady.	When	everybody	else	is	running	around	like	a	chicken	with	their	
head	cut	off,	you	keep	things	focused	and	on	track.		

	

Kirsten	I'm	the	chicken	running	around	with	my	head	cut	off.		

	

Sally	Would	you	say	that's	true?		

	

Ben	She	has	nine	kids,	so	whatever	she	wants	to	be,	she	can	be.		
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Sally	Yeah,	really?		

	

Ben	She	has	to	be	nine	different	things.		

	

Sally	So	what	would	you	say	that	is	a	problem	that	you're	finding	clients	have?		

	

Kirsten	In	my	particular	niche,	they	don't	know	where	their	money	is	going	and	how	to	get	it	
in.	They	don't	know	whether	they're	coming	or	going	most	of	the	time.		

	

Sally	Does	anybody	else	feel	that	way?	Okay.	And	so	what's	the	traditional	way	of	solving	that	
problem,	not	knowing	where	the	money's	coming	or	going?		

	

Kirsten	First	of	all,	figuring	out	a	plan	to	track	how	the	money's	coming	in	and	going	out	and	
what	to	do	with	it.	So	that's		been,	I	think,	most	beneficial	for	them.		

	

Sally	Is	it	useful	for	a	client	who	is	in	the	very	precarious	position	of	not	knowing	where	their	
money	is	coming	and	going	to	be	able	to	have	somebody	who	is	an	anchor	to	give	them	ballast	
and	help	them	stay	grounded	on	where	they're	going	ahead	next.		

	

Kirsten	Yeah.	Yeah.		

	

Sally	Did	you	have	an	adjective	that	you	picked?	Doesn't	she	just	sound	soothing?		

	

Ben	Like	Delilah,	old	radio	deejay,	anyway.		

	

Kirsten	I	would	say,	probably	Purposeful.		
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Kirsten	Hmm.	So	when	somebody	is	feeling	like	they're	coming	or	going,	they	don't	know	
where	their	money	is	going	in	and	out.	Do	they	feel	like	they	probably	need	a	little	bit	of	
purpose?		

	

Kirsten	Yes.		

	

Sally	And	a	little	bit	of	not	just	direction,	but	instruction.	Do	you	feel	like	that's	something	that	
you	can	do?		

	

Kirsten	Yeah.		

	

Sally	Do	you	feel	confident	when	a	client	comes	to	you	and	says,	"I	need	a	better	sense	of	
purpose	and	instruction?	Really,	what	I	need	is	an	anchor	who	sounds	like	Delilah."	So	I	want	
you	to	keep	that	word	when	you're	talking	to	a	new	prospect,	when	you're	thinking	of	
whatever	their	problem	is,	I	want	you	to	think,	how	can	I	not	just	be	purposeful,	but	it	be	
intentionally	purposeful.		

	

Kirsten	Yeah.	Okay.	I	like	that's,	awesome.	Thank	you.		

	

Sally	Come	up	to	me	later	and	I'll	give	you	a	signed	book.		

	

Sally	Hi.	Long	time	no	see.	How	you	doing?	Good	man.	Thank	you	for	playing	along.	What	did	
we	learn?		

	

Tracy	I'm	a	Trendsetter.		

	

Sally	Oh,	bam,	baby.	Trendsetter,	Innovation	and	Prestige.	So	Trendsetters	love	to	be	able	to	
see	where	things	are	going.	It's	not	trendy,	like,	as	in	clothing,	it's	trends;	what's	about	to	
happen?	Being	able	to	see	around	the	corner.	Do	you	find	sometimes	you	get	bored	when	
people	ramble?		
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Tracy	OMG,	indeed.		

	

Sally	Do	you	like	to	use	acronyms	like	OMG?	Yeah.	Okay.	So	of	the	of	the	trendsetting	words,	
which	word	best	describes	how	you're	different?		

	

Tracy	Hmm.	That's	a	hard	one.		

	

Sally	Because	you're	creative.		

	

Tracy	They	can	all	mean	so	many	different	things.	And	so	I	guess	I	have	to	go	with	the	word	
Progressive.	Would	you	like	to	walk	this	one	through	with	her?	(looking	at	Ben).		

	

Ben	No,	no.	I'll	let	you	do	that.		

	

Sally	So	what's	the	problem	that	your	clients	are	facing?		

	

Tracy	There's	a	vast	array	of	issues,	but	the	ones	that	concern	me	the	most,	or	the	ones	that	
are	strapped	for	cash	and	I	can	guide	them	to	the	light,	but	they	inevitably	make	choices	on	
how	to	spending	the	cash	they	have.		

	

Sally	And	Ben,	you	described	that	really	well	today	when	you	were	saying	if	they're	cash	
strapped	for	cash	now,	it's	going	to	be	terrible	in	a	year.	And	you	talked	about	having	hard	
conversations	about	saying,	show	me	your	top	two	paid	employees,	and	maybe	don't	take	out	
that	10,000	a	month.		

	

Ben	Right.		
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Tracy	And	that's	something	I	mean,	that	spoke	directly	to	me	when	he	was	saying	that	
because	I've	recently	had	a	conversation	with	a	client	saying,	"You	need	to	fire	the	girl	that's	
not	doing	anything	in	the	office,	and	you	need	to	cut	your	salary.	And	quite	stopping	at	every	
restaurant	in	town	on	the	company	card	if	you're	going	to	eat,	eat	it	off	the	clock	with	your	
own	debit	card.		

	

Sally	So	let	me	ask	you	a	question.	If	a	client	is	coming	to	you	and	they're	saying,	"I	know	I	
have	some	troubles.	You	can	see	I	have	significant	troubles."	Would	it	be	an	authentic	way	for	
you	to	communicate,	to	say,	'I'm	looking	not	at	where	we	are	today	and	where	you've	been?	
I'm	looking		in	a	progressive	way	to	see	two	steps	beyond	where	you	can	see	to	where	your	
money	is	going	to	be	going,	or	in	this	case,	where	your	business	is	not	going	to	be	going."	

	

Tracy	Yes.		

	

Sally	That	is	not	a	form	of	communication	that	a	lot	of	people	would	be	comfortable	with.	A	
lot	of	personalities	don't	want	to	have	that	conversation	that's	framed	up	that	way.	And	yet	
the	clients	that	you	talk	to	in	a	way	that	you	are	being	who	you	are.	You're	not	changing	who	
you	are,	but	you're	delivering	it	in	a	way	that	they	can	hear	that	maybe	sets	off	the	alarm	bell	
now,	but	then	gives	them	a	thriving	company	in	the	future	is	a	tremendous	gift	for	you	to	be	
able	to	give.		

	

Tracy	It's	hard	to	do.		

	

Sally	Yeah.	Thank	you	for	coming.		

	

Ben	So,	hey,	another	round	of	applause	for	Sally.	Those	are	amazing.	I	want	to	hire	you.	So	we	
had	a	time	for	about	three	questions,	probably.	So	if	you	have	a	question	specifically	for	Sally,	
and	if	you	don't,	what	is	wrong?	There's	one	burning	question	in	my	mind	that	you	should	
have.	So	if	you	have	a	question,	there's	a	microphone	right	here.		

	

Kirsten	I	have	eight	kids.	But	you	definitely	beat	me	on	that	one	(talking	about	Kirstin).		
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Ben	Wow.	Who's	got	more	than	nine?	We'll	play	a	contest.		

	

Kirsten	So	one	of	the	questions.	So	Trust	is	my	primary	thing	and,	like,	consistency	and	
whatever	else.	I	don't	feel	consistent.	But	I	know	that	it	was	saying	that	it's	how	they	perceive	
you,	not	how	you	perceive	yourself	or	whatever.	How	do	you,	I	guess,	lean	into	that;	like	I	
don't	feel	like	I'm	consistent.		

	

Sally	Great	question.	Was	it	Laura	who	was	the	Trendsetter?	(It	was	Tracy.)	Tracy	can	I	have	
you	come	up,	just	for	a	sec,	with	Kirsten?	Okay,	so	Tracy	is	the	Trendsetter.	That	means	she's	
very	creative	with	very	high	standards.	She	is	a	racehorse	that	is	best	suited	to	problems	that	
need	to	be	solved	with	a	very	sharp	knife;	looking	ahead	at	new	information.		

Kirsten,	would	you	be	comfortable	if	we	took	Tracy's	scenario	where	Tracy	said	people	are	
getting	all	the	way	off	because	they	don't	have	a	clear	sense	of	their	finances?	Could	you	crack	
the	whip?	I	mean,	would	you	be	comfortable?	Right.		

	

Kirsten	When	you	said	to	her	about	like	how	she	would	solve	the	problem,	I	was	like,	oh	no.		

	

Sally	Do	you	remember	what	we're	talking	about;	that	Tracy	because	she's	Progressive,	that	
she	can	say,	look,	we're	at	a	turning	point	here.	Your	business	is	either	going	to	thrive	or	it's	
going	to	die.	And	I	can	see	where	we're	going.	And	my	recommendation	is	this.	Kirstin,	you	
would	not	communicate	it	like	that,	would	you?		

But	can	I	give	you	the	words	of	how	you	might	communicate	it	as	an	Anchor?	Economies	
change.	Politics	change.	People	change.	There's	certain	principles	that	stay	true	no	matter	
what.	We	can	look	back	hundreds	of	years	with	economic	cycles.	I'm	going	to	stick	with	you,	
and	we're	going	to	make	sure	that	we	do	every	step	we	possibly	can	without	doing	anything	
radical.	Would	that	be	you.		

	

Kirsten	Yeah.		

	

Sally	That's	the	difference	between	an	Anchor	and	a	Trendsetter.	Do	you	guys	see	what	I	was	
talking	about?		
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Ben	Yeah.	That's	awesome.	All	right,	Ben	Day.		

	

Ben	Day	Um,	so	my	question	was	basically	asked,	so	I'm	going	to	pivot.		

	

Sally	Well,	wait,	what's	your	archetype?		

	

Ben	Day	I'm	a	Victor.		

	

Sally	So	you're	going	to	pivot,	because	you	don't	want	to	look	bad,	because	Victors	are	very	
achievement	oriented	and	like	somebody	stole	your	thunder.		

	

Ben	Day	Yeah.		

	

Sally	May	I	ask	your	name?		

	

Ben	Day	Benjamin.		

	

Sally	Benjamin.	You	just	reminded	me	of	something.	Right	before	I	came	on,	when	I	was	
watching	our	sponsor	with	Digital,	when	they	when	they	made	an	offering,	wasn't	that	
significant?	Like,	they	put	a	lot	of	thought	into	that.	See	this?	I	put	a	lot	of	thought	into	this,	
too.	So	my	team	would	like	to	offer	a	free	code	that	you	guys	can	share	with	your	team	so	that	
you	can	do	what	we're	doing.	Thank	you	for	reminding	me	of	this.	I'm	going	to	put	this	up	on	
the	screen	in	just	a	minute.	And	that's	how	I	know	they're	going	to	stay	here	and	not	go	to	
lunch.		

	

Ben	There	you	go.		
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Sally	Okay.	So	it's	the	same	it's	the	same	code	that	we	had:	BKX22share.		And	it's	going	to	be	
the	quick	and	easy	version	of	the	test.	So	then	you	can	have	the	same	kind	of	conversations	
about	how	do	team	members	fit	together?		

	

Ben	We	can	post	that	on	social	too.	So	anyway,	does	that	have	anything	to	do	with	Ben	Day?		

	

Sally	Did	you	hit	pivot?		

	

Ben	Day	I	did.		

	

Sally	Okay.	Yeah.		

	

Ben	Day	So	I	use	different	test	like	this.	For	sure	we're	going	to	do	that	with	my	team.	And	the	
number	one	feedback	I	get	from	my	team	members	is,	that	doesn't	feel	like	me	at	all.	Like	
point	for	point,	none	of	these	adjectives	line	up	with	me	personally,	but	maybe	professionally.	
Is	there	like	a	good	bridge,	or	is	there	a	good	way	for	us	to	train	our	team	and	encourage	them	
in	their	in	their	strengths	and	their	adjectives?	Or	is	there	a	piece	of	this	that	I'm	missing	
somewhere	between	personal	and	professional?		

	

Sally	Oh,	you	know	what	I'm	going	to	do?	I'm	going	to	show	this	up	here.	Okay.	So	your	
archetype	is	not	a	box.	It's	simply	lights	the	way	to	how	you	are	most	probable	to	add	the	
most	value	in	the	most	situations,	but	you're	not	locked	in.		

When	you	want	to	think	about;	so	you	have	primary	Prestige,	and	go	along	the	Prestige.	Deep	
purple	Prestige.	Avant	Garde,	Connoisseur,	Victor,	etc..	When	you're	with	your	kids,	you	might	
be	you	might	be	a	Connoisseur	of	being	fun	and	playful.	And	I've	got	an	idea.	Whereas	when	
you're	with	a	client	who's	not	being	well-behaved,	you	may		slip	into	a	mode	called	the	double	
trouble,	which	would	be	the	Imperial.	So	look	along	those	words.	Remember	with	this	test,	it's	
not	how	you	respond	to	the	test,	show	it	to	somebody	else,	and	it's	how	they	see	you.	Does	
that	help?		

	

Ben	Day	Totally	understand.		
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Sally	And	Victors	are	very	results	oriented.	And	so	I	appreciate	your	question	so	that	I	can	
help	you	get	better	results.		

	

Ben	Day	That's	what	it's	all	about.	Thank	you	so	much.		

	

Sally	So	now	I	want	to	be	respectful	of	our	time.		

	

Ben	Yeah,	we	got	probably	time	for	one	more.	I'm	sorry.			

	

Becky	Hi,	I'm	Becky	Frampton.	I	scored	as	a	Maverick	Leader.		

	

Sally	So	is	my	husband.		

	

Becky	My	question	would	be,	how	can	you	use	this	best	to	find	people	who	fit	in	with	us?	Just	
like	with	Ben	and	his	wife,	they	fit	together	perfectly.	So	how	can	we	use	this	when	we're	
building	our	teams?	Like,	for	myself,	I	have	a	wonderful	team	and	most	of	them	fit	into	that	
cooler	color	where	I'm	wearing	the	warm	color.	But	whenever	you're	talking	about	most	
people	in	this	room	are	down	there	in	that	cool	colored.	Who	is	it	that	they	need	on	their	team	
to	help	them	be	the	most	successful?	And	how	do	they	find	that	person?		

	

Sally	Great	question.	The	answer	is	it	all	depends	on	what	you're	trying	to	achieve.	I'm	a	
Catalyst.	My	husband	is	a	Maverick	Leader,	which	means	we	score	really	high	in	creativity.	We	
can	pick	a	cool	new	restaurant	like	nobody's	business,	and	we	don't	get	stuck	in	a	lot	enforced	
structuring	with	eight	kids,	we're	super	flexible.	But	on	the	other	hand,	there	are	times	when	
we	need	to	make	sure	the	things	are	going	to	be	managed	that	doesn't	create	stress	for	other	
people.	And	that's	when	we	start	to	bring	in	people	who	score	very	high	in	Alert	and	very	high	
in	Trust.		

I	hire	for	three	top	advantages:	Trust,	Alert,	Mystique,	because	those	are	going	to	optimize	me	
as	you	need	to	be	surrounding	yourself	with	people	that	you're	providing	something	that	for	
them	would	be	very	expensive	in	terms	of	resources.	So	that's	why	Ben's	dormant	is	Alert.	
Kelli's	secondary	is	Alert.	So	she's	scores	really	high	score,	and	he	scores	really	low,	which	
means	I	imagine	that	makes	for	some	interesting	conversations.	But	don't	you	find	that	that	
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works.	Your	team	shouldn't	replicate	you,	your	team	should	optimize	you.	Now	speaking	of	
my	husband.	May	I	say	thank	you,	and	can	I	can	I	tell	a	quick	story.		

	

Ben	Do	whatever	you	want?	They	don't	want	food.	It's	baloney	sandwiches	today	anyway.		

	

Sally	Okay.	I'm	going	to	show	you	the	world's	most	competitive	marketplace.	Raise	your	hand	
if	you've	ever	done	online	dating.	So	when	I	first	started	studying	fascination	and	we	all	know	
you	have	to	be	able	to	get	somebody's	attention	immediately,	I	thought,	well,	this	is	the	perfect	
metaphor.	I'm	going	to	go	online,	I'm	going	to	open	up	an	account.	I'm	going	to	see,	you	know,	
like,	how	is	this	going	to	go	for	me?		

What	I	learned	very	quickly	is	it's	slim	pickings	out	there.	And	I	love	the	guy	in	the	corner	
who's	like,	get	it	while	it's	hot.	And	then	there's	like	a	minor	who's	like,	let's	get	it	on.	But	I	
want	to	point	you	to	the	guy	who	says,	hi.	Here's	what	I	learned.	Hi	is	the	number	one	most	
common	introduction	because	it's	easy,	it's	non-confrontational,	it	works	for	all	purposes.	It's	
like	gap	khakis.		

And	so	we	took	a	look	at	this	guy,	Ed.	And	what	I	realize	is	Ed	could	be	going	on	to	an	online	
dating	site	like	Magic.	He	could	have	the	perfect	woman	out	there,	the	absolute	perfect,	ideal	
bride.	But	if	he	gets	lost,	just	like	if	you	get	lost	when	your	clients	are	trying	to	find	you,	when	
people	are	trying	to	connect	with	you,	once	you	get	lost,	you're	in	trouble.		

Now,	you	don't	have	to	worry	about	that	if	you're	like	the	best	looking	guy	on	the	site.	But	let's	
take	a	look	now.	What	would	happen	if	we	took	Ed's	profile	and	instead	of	saying	'hi,'	it	said	
this,	"I	have	a	tan	and	all	my	teeth.	I	read	books	without	pictures	and	I	watch	movies	with	
dialog.	I'm	looking	for	a	girl	who	appreciates	the	finer	things	in	life,	but	is	willing	to	settle	for	
me."		

That's	a	little	more	fascinating,	
right?	Well,	I	have	a	secret.	
That's	exactly	what	my	
husband's	profile	said.		

So	for	any	sales	situation,	
attracting	any	kind	of	a	prospect	
I	recommend,	don't	be	a	'hi	guy'.	
I	want	you	to	think	about	what	
we've	learned.	Think	about	the	
one	way	in	which	you	are	most	
likely	to	add	value.		

And	now	I'm	going	to	send	you	
out	for	a	big	lunch,	and	I	can't	wait	to	see	you.	If	you	have	more	questions,	we'll	be	here.		
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Ben	Thank	you	so	much.	Sally	Hogshead.		

	

	

Click	Here	to	Return	to	Index	
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1.4	How	to	Enjoy	a	6-Figure	Biz	Working	
Part-Time		
–	Brooke	Swan	
June	14,	2022	

Website:	http://www.clarity-bookkeeping.com/		

Summary:	Brooke	built	a	6-figure	business,	working	about	20-hours	a	
week.	This	has	allowed	her	to	build	her	dream	business	that	provides	
the	income	and	the	lifestyle	she	wants.	This	was	accomplished	using	
her	four-step	system	to	work	smarter	and	not	harder:		

5) Intentions	–	Be	intentional	with	your	energy.	
6) Execution	–	How	are	you	going	to	execute	and	manage	your	time?	
7) Management	–	Managing	your	tasks	effectively.	
8) Improvements.	How	are	you	going	to	improve,	delegate,	and	automate	to	be	more	efficient?	

She	shares	the	details	with	a	well-organized	presentation,	and	at	the	end	Brooke	had	the	audience	start	an	
activity	worksheet	to	start	them	on	her	four-step	process.	 	
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4:54:15	

Alright,	so	question	for	you	guys.	How	many	of	you	started	your	own	business	because	you	
just	love	to	work	so	much	that	it	is	the	only	thing	you	want	to	do	with	your	time?	Okay,	good.	
Well,	that	means	that	I	walked	into	the	right	room	today.		

So	does	this	seem	familiar	to	anyone?	Yeah,	it's	a	little	
too	familiar.	And	that's	kind	of	why	I'm	here	today.		

I	am	here	to	share	a	big	idea	with	you	and	that	is	that	
you	can	grow	a	six-figure	business	working	less	than	20	
hours	per	week.	‘	

So	who	am	I	who	am	I	to	give	this	speech?	My	name	is	Brooke	Swan.	I	am	the	CEO	and	founder	
of	Clarity	Bookkeeping	&	Consulting.	Like	Ben	had	mentioned,	I	took	the	bookkeeper	launch	
program	in	2018.	I	started	my	business	shortly	thereafter,	and	before	that,	I	was	kind	of	like	a	
lot	of	people,	I	had	like	a	nine	to	five	corporate	job,	did	a	little	bartending	and	maybe	some	
other	things	on	the	side,	but	I	quickly	knew	that	I	wanted	something	different.	I	just	wanted	
more	time	and	more	financial	freedom	in	my	life	and	I	wanted	to	create	a	business	and	
environment	that	supported	that.		

So	is	a	four-day	workweek	actually	possible?	Yeah.	So	yes,	it	is	possible	and	I	am	
actually	living	proof	of	this.	I	built	my	firm	to	six	figures	within	the	first	year	and	a	half	
working,	like	I	said	about	maybe	15-20	hours	per	week.	In	the	third	year	of	our	business.	We	
grew	to	multiple	six	figures.	And	now	I'm	actually	excited	to	say	I	have	a	team	of	eight,	and	a	
couple	of	which	are	here	at	this	conference,	which	is	just	like	the	coolest	thing	to	meet	and	like	
see	your	team	in	real	life.		

You	know,	but	first,	I	kind	of	want	to	touch	on	something	like	why	is	this	even	worth	talking	
about?	Like	why	is	this	a	speech	and	why	is	this	not	like	the	societal	norm.	

	Show	of	hands.	How	many	of	you	guys	were	raised	by	parents	who	taught	you	that	in	order	to	
be	successful	or	in	order	to	make	it	or	just	even	to	get	by	that	you	guys	had	to	work	40-60	
hour	weeks	sacrifice	your	personal	life,	your	mental	health,	your	well	being,	all	the	fun	stuff,	to	
travel	like,	right	so	I	was	too.		I	very	much	appreciate	my	parents.	They	both	worked	very	
hard.	And	they	both	instilled	a	really	great	work	ethic	in	me.	But	I	didn't	always	agree	that	that	
was	the	only	way	to	be	successful.		

And,	you	know,	it's	not	their	fault,	right?	That's	how	they	were	raised.	And	that's	kind	of	what	
society	teaches	us.	Society	teaches	us	that	we	kind	of	have	to	be	like	these	little	worker	bees,	
we	grow	up,	we	get	a	job,	we	work	our	way	up	and	then	maybe	one	day	if	we're	lucky,	we	can	
retire.	But	like	I	said,	I	didn't	agree	with	that.	I	don't	believe	that	that	is	the	only	way	to	be	
successful.	And	I'm	not	saying	that	it	doesn't	work.	It	certainly	does.	It's	just	not	the	only	way.		

So	that	is	where	we	come	in.	We	are	in	a	place	as	business	owners	and	entrepreneurs	that	we	
get	to	choose	our	destiny,	we	get	to	choose	what	it	means	to	be	successful.	And	we	get	to	

Get	tired	of	working	for	the	man.		

Start	your	own	business	so	you’re	
the	boss	and	make	all	the	money.	

End	up	working	twice	as	much	for	
less	money.	
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choose	whether	we	want	to	work	60	hours	or	we	want	to	work	six	hours,	and	that	is	what	we	
have	in	our	control.		

Reject	the	belief	that	to	pursue	your	goals	and	build	wealth	you	have	to	work	yourself	
to	the	bone	and	be	miserable	about	it	(Rachel	Rodgers).	So	I	actually	love	this	quote	
because	I	feel	like	today	in	this	day	and	age	in	society,	we	wear	our	burnout	and	our	hustle	as	
a	badge	of	honor.	It	is	like	a	sign	or	a	show	of	our	commitment	to	our	work.	And	I'm	not	saying	
being	committed	to	our	businesses	is	not	a	good	thing.	This	may	not	be	the	right	audience	for	
that	kind	of	conversation.	But	I'm	saying	that	it's	time	that	we	believe	something	different.	It's	
time	that	we	prioritize	ourselves	and	our	health	and	our	mental	wellness	and	just	our	lives	
right?	We	are	here	for	so	much	more	than	just	to	work.			

And	like	I	said,	I	know	this	is	a	tough	room	to	say	that	in,	and	my	team	could	probably	tell	you	
the	same,	with	a	lot	of	the	friend	in	this	room	that	I'm	a	workaholic	and	I	absolutely	love	
everything	about	what	I	do.	But	I	want	to	be	doing	more	than	that.	So	today	I	want	to	give	you	
my	four-step	system	on	how	I	created	my	business,	and	how	I	grew	up	to	six	figures	working	
part	time.		

	

Four-Step	System:	Working	smarter,	not	harder	

So	it's	all	about	working	smarter	and	not	harder.	And	luckily	in	today's	society,	we	have	so	
much	technologies,	so	many	cool	apps,	there's	so	many	resources	at	our	disposal	that	really	
allows	us	to	do	this.	A	lot	of	which	of	those	software	and	apps	are	here	today,	so	please	go	and	
check	out	all	the	vendors.		

So	let's	start	with	our	four-step	system.	So	the	first	is	going	to	be	intentions.	So	this	is	all	
about	being	intentional	with	your	energy.	Where	do	you	want	to	spend	it?		

And	it's	about	execution.	So	how	are	we	actually	executing	and	managing	our	time?		

The	third	is	about	management.	Because	I	got	a	
little	ahead	of	myself	there.	So	we'll	discuss	
about	managing	our	tasks	effectively.		

And	the	lastly	is	improvement.	So	how	are	we	
going	to	improve,	automate	and	delegate	in	
order	to	become	more	efficient	with	our	time?	

	

1.	Intentions	

So	let's	start	with	intentions.	So	this	is	all	about	planning	your	time	with	a	purpose.	So	think	
about	when	are	you	operating	at	your	best.	I	will	give	you	an	example.	I'm	a	morning	person.	
If	you	try	and	have	like	an	in	depth	conversation	with	me	after	three.	It	is	no	good.	And	I'm	

Four-Step	System	
1.	Intentions	–	Be	intentional	with	your	

energy.	Plan	your	time	with	purpose	
2.	Execution	–	How	are	you	going	to	

execute	and	manage?	
3.	Management	–	Managing	your	tasks	

effectively.	
4.	Improvements	–	How	are	you	going	to	

improve,	delegate,	and	automate	to	be	
more	efficient?	
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probably	not	even	speaking	English	at	that	point.	
So	I	always	have	to	schedule	my	kind	of	big	brain	
tasks,	my	meetings	and	things	like	that	for	early	
in	the	morning	because	I	know	that's	when	I'm	
going	to	deliver	my	best.		

Pay	attention	to	what	energizes	and	what	
exhausts	you.	So	this	is	both	personally	and	
professionally.	So	what	tasks	do	you	do	every	day	that	fuel	you,	and	what	tasks	do	you	do	
that	drain	you	and	plan	your	days	around	that?		

And	also,	plan	your	week	around	you.	So	a	lot	of	us	fall	into	the	trap	of	planning	our	week	
for	everyone	else	but	us,	whether	that's	our	clients,	our	team,	our	family,	our	friends,	whoever	
needs	our	time.	So	we	forget	to	plan	or	plan	our	week	around	us,	and	fit	time	for	us	in	there.	
So	whether	that's,	I	don't	know,	setting	aside	20	minutes	every	day	to	go	for	a	walk	or	I'm	
going	to	go	to	the	gym	every	day	at	eight	o'clock,	or	I	want	to	read	in	the	middle	of	the	
afternoon,	or	whatever	it	is	-	plan	time	around	you.	Because	the	more	that	you	do	that,	the	
better	you'll	be	for	all	the	other	things	that	require	time	and	energy	of	you.		

And	remember	that	you	are	in	control	of	your	schedule.	So	we	all	have	other	obligations,	
right?	We	have	kids	and	family	and	maybe	school	or	maybe	other	jobs	or	whatever.	We	all	
have	other	things	that	demand	things	of	us.	But	at	the	end	of	the	day,	you	are	the	person	that	
is	in	control	of	what	you	say	‘yes’	to	and	what	you	say	‘no’	to	and	remember	that	you	can	do	
this	and	you	are	the	one	that's	in	control.		

And	lastly,	listen	to	your	body,	right.	So	your	body	will	tell	you	when	it's	had	too	much,,	when	
it's	time	to	call	it	a	day.	And	oftentimes,	especially	as	entrepreneurs,	we	like	to	just	kind	of	
push	through,	get	it	done,	because	like	oh,	it's	going	to	save	us	time	tomorrow,	or	whatever	
story	you	tell	yourself.	But	it's	important	to	listen	to	our	body	and	respect	what	it's	saying	
because	not	only	are	you	no	good	on	fumes,	but	it's	also	a	really	quick	way	to	burn	out	and	
exhaustion.		

	

2.	Execution	

Alright,	so	now	that	we've	talked	about	setting	our	intentions,	let's	
talk	about	the	execution	which	is	really	like	the	meat	and	potatoes	of	
all	this.	So	execution	is	all	about	how	we're	going	to	how	we're	going	
to	execute	on	our	time.		

So,	show	of	hands.	How	many	of	you	guys	are	currently	tracking	your	time?	This	is	great.	
Okay,	awesome.	If	you're	not	currently	tracking	your	time,	you're	going	to	see	why	during	this	
presentation	and	I	hope	that	you	start	tracking	soon	because	it	such	an	important	metric	in	
your	business.	I	mean,	how	many	times	do	you	guys	have	clients	that	say,	Oh,	yes,	I	know	
where	my	money	goes.	I	always	spend	this	much	on	advertising	every	month.	And	then	you	
show	them	a	financial	they're	like,	Oh	my	God,	that's	really	how	much	I	spent.	Our	time	is	kind	

1.	Intentions	
• When	are	you	operating	at	your	best?	
• What	energizes	or	exhausts	you?	
• Plan	your	week	around	YOU.	
• YOU	are	in	control	of	your	schedule.	
• Listen	to	your	body.	

2.	Execution	
1. Track	your	time.	
2. Analyze	it	
3. Change	it	
4. Protect	it	
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of	the	same	way	we	think	we	know	where	our	time	goes.	But	until	we	actually	track	it.	We	just	
have	absolutely	no	clear	idea	of	where	it's	really	going.		

So	then	we	need	to	analyze	our	time.	So	after	we've	tracked	it,	we	want	to	kind	of	review	it,	
and	ask	the	right	questions	that	I’ll	go	into	a	little	bit.		

And	we	want	to	figure	out	what	we	need	to	do	to	change	our	time	to	match	our	intentions.		

And	then	we	also	need	to	remember	to	protect	our	time.		

So	let's	go	into	each	of	these	a	little	bit	further.	So	
the	best	way	to	track	your	time,	if	you're	not	
currently	doing	it	is	use	a	time	tracking	app.	There	
are	a	billion	out	there.	We	use	clock	Clockify	in	our	
firm	and	I	love	it.	https://clockify.me/apps		It's	so	
easy	to	use	and	it's	free.	It's	just	fantastic,	but	find	
what	works	for	you,	but	just	use	something.		

So	now	we're	going	to	track	our	time,	well	then	the	
question	comes,	how	do	we	track	our	time.	And	you	
can	do	this	many	different	ways,	but	I'm	going	to	tell	
you	how	I	recommend	it	how	we	do	it	in	our	firm.	
And	the	first	thing	that	we	do	is	we	departmentalized	it.	So	we're	business	owners	right	
which	means	we	met	we	wear	a	ton	of	different	hats.	We	do	lots	of	different	things	in	our	
business.	It's	not	just	all	about	the	client.		

So	we	want	to	break	down	our	time	into	the	different	areas	that	we	spend	in	our	business.	So	
here's	just	a	couple.	You	might	have	more	of	these.	You	might	not	have	all	of	these.	That's	
okay,	this	is	just	kind	of	something	to	reference.	So	we	have	our	admin	/	operations	kind	of	
backend	department.	We	have	sales	and	marketing	getting	out	there	and	getting	those	
clients.	We	have	our	internal	bookkeeping	and	finances,	although	I	know	in	our	industry	all	
tend	to	fall	to	the	backburner	and	we	put	our	clients	first.	And	then	if	you	have	a	team,	we	
have	a	team	department,	payroll,	HR,	things	like	that.	And	then	we	have	client	work.		

And	I	cannot	stress	this	enough,	but	you	need	to	be	tracking	your	time	by	each	client.	And	
we'll	go	into	that	a	little	bit	further,	but	this	is	such	an	important	metric	in	your	business.		

Lastly,	be	detailed.	So	when	you're	tracking	your	time,	it's	important	to	add	notes,	give	
detailed	about	what	it	is	that	you're	doing	because	this	is	going	to	be	key	in	either	delegating	it	
or	automating	it	or	improving	it	later	on.	So	be	detailed	when	you're	tracking	your	time.		

2.1	Track	Your	Time	
• Use	a	time-tracking	app	
• Departmentalize	it	
o 	Admin/Operations	
o 	Sales/Marketing	
o 	Internal	Bookkeeping/Finances	
o 	Team/Payroll/HR	
o Client	Work	–	Break	down	each	
client	work	by	each	client!	

• Be	detailed	
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So	now	that	we've	tracked	our	time,	now	
we	need	to	analyze	it	and	do	we	have	any	
analytical	people	out	here?	Anyone?	Okay.	
Yes,	good	speaking	to	the	right	audience.	
So	now	we	need	to	analyze	our	time	and	
we	can	do	this	a	couple	different	ways.	So	
first,	we	need	to	actually	be	looking	at	it.	
We	need	to	review	our	time.	You	can	do	
it	weekly,	monthly,	quarterly,	or	daily,	
however	often	you	want.	I	recommend	at	
the	very	least	revealing	it	on	a	monthly	
basis.	And	then	we	need	to	spend	some	
time	reflecting	on	it.	And	we	reflect	on	it	by	asking	the	right	questions	about	our	time.	

So	what	are	the	right	questions	you	might	ask?	And	these	are	just	a	couple.	I'm	sure	you	guys	
could	all	think	of	probably	many	more	than	what's	listed	on	here,	but	the	screen	is	only	so	big.		

• So	first,	where	the	heck	is	my	time	going?	Where	am	I	spending	it	each	week	each	month,	
like	what	is	taking	up	the	most	of	my	time?	Where	am	I	really	putting	in	the	hours	in	my	
business?		

• Am	I	working	more	or	less	than	I	want	to,	and	if	I	have	a	goal	of	working	20	hours	per	
week,	am	I	working	more	or	less	than	that?		

• Am	I	working	more	or	less	than	last	week	or	last	month	–	whatever	it	is	that	you're	
comparing	it	against?		

• Am	I	working	more	than	this	time	last	year?		
• And	what	clients	am	I	spending	the	most	time	on?	Who	is	sucking	up	your	time	and	how	

can	you	get	them	off	your	plate	as	quick	as	possible?		

And	there	are	plenty	more	ways	to	
analyze	it	as	well.	So	those	are	just	a	
couple	places	to	start.	So	now,	this	is	
actually	a	screenshot	from	my	own	
time	tracking	software,	just	to	kind	
of	give	you	an	example	of	what	it	
looks	like	and	kind	of	how	we	look	
at	it.		

So	first,	this	is	a	report	of	a	day's	
worth	of	work.	And	we	can	see	all	
the	different	clients.	So	on	the	left	
you	can	see	a	nice	little	visual	graph	
of	where	the	time	is	going	and	on	the	right	you	can	see	it	actually	broken	down	into	minutes.	
So	we	can	clearly	see	that	that	blue	client	like,	wow,	they	take	up	most	of	our	time	and	energy.		

So	if	we're	looking	to	kind	of	improve	our	time,	maybe	that's	the	one	that	we	start	with.	And	
you	know,	when	I	actually	first	started	the	business,	when	I	was	just	me,	by	myself,	I	was	

2.2	Analyze	It	
• Review	your	time	reports	weekly	or	monthly	
• Reflect	on	it	
• Ask	the	right	questions	
o 	WHERE	is	my	time	going?	
oAm	I	working	more	or	less	than	_____?	
oWhat	clients	am	I	spending	the	most	time	on?	

• Analyze	it	by	client	
• Analyze	it	by	department	
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tracking	my	time	even	then,	and	I	actually	used	client	time	tracking	as	a	way	to	figure	out	if	I	
was	even	profitable,	and	if	I	was	meeting	my	own	goals.		

So	I	had	a	goal	of	I	wanted	to	make	$100	per	hour	when	I	started	the	business,	and	so	if	I	
charged	a	client	500	bucks	per	month,	that	means	that	that	client	should	take	me	no	more	
than	five	hours.	So	if	I	actually	looked	at	my	time	and	that	client	took	me	10	hours,	I	either	
grossly	under	charge	them	or	I	needed	to	become	more	efficient	with	that	client,	or	both.		

And	now	we	actually	use	this	as	a	metric	in	our	business	to	track	profitability	by	clients.	Now	
that	we	have	a	big	team.	This	is	actually	how	we	keep	tabs	to	see	how	profitable	our	clients	
are.	Who's	the	most	profitable	and	they	kind	of	indicates	to	me	when	it's	time	to	either	hire	or	
when	it's	time	to	increase	their	pricing.		

The	other	way	that	we	
can	look	at	it	is	by	
department.	So	again,	
these	are,	I	want	to	say	
our	team's	hours	for	a	
span	of	time.	And	this	is	
really	from	our	
software.	So	we	can	see	
that	we	spend	most	of	
our	times	on	client	
work,	which	is	to	be	
expected.		

You	know,	see	how	much	we	spend	in	all	the	other	departments	as	well.	And	when	I	look	at	
this,	it	tells	me	that	yeah,	we	are	working	hard	on	our	clients,	but	we're	also	working	on	
operations,	meaning	we're	spending	a	good	amount	of	time	figuring	out	how	we	can	improve.	
And	as	I'm	growing	firm,	that's	what	I	want	to	see.		

	And	for	me	personally,	at	this	point	that	I'm	stepping	out	of	client	work.	My	goal	is	to	be	more	
involved	in	sales	and	operations.	So	when	I	look	at	my	own	time	personally,	I	like	to	see	my	
client	percentage	is	going	down,	and	my	sales	and	operations	going	up.	And	that's	because	
that	is	where	I	bring	the	most	value	and	that	is	where	I	provide	the	most	for	the	businesses	in	
those	departments.		

So	now	we've	tracked	our	time.	We've	
analyzed	our	time,	now	we	need	to	
figure	out	what	is,	what	do	we	need	to	
change.	So	this	is	all	about	identifying	
what	do	we	want	to	change?		

• Do	I	want	to	be	spending	more	time	over	here	but	I'm	actually	spending	it	over	here.	
Do	I	want	to	still	be	doing	client	work?		

• Do	I	even	still	want	to	be	doing	sales?		
• Is	there	someone	else	that	might	actually	be	better	at	these	things	than	I	am?		

2.3	Change	It	
• What	are	we	going	to	change?	
• What	do	I	want	to	be	spending	less	time	on?	
• What	benefits	will	we	reap	for	making	the	
changes	in	our	business?	
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• What	do	we	want	to	be	spending	less	time	on	right?	So	maybe	there's	a	part	of	your	
business	that	just	drains	the	life	out	of	you	and	you	don't	want	to	be	spending	time	
there.		

• And	what	benefit	will	we	reap	from	making	these	changes	in	our	business?	

So	now	that	we've	figured	out	what	we	wanted	to	change,	we	need	to	figure	we	need	to	
protect	our	time,	and	protecting	our	time	is	all	about	having	awareness	–		awareness	around	
what	am	I	doing	to	protect	my	time?	What	am	I	doing	to	
respect	it?	Am	I	actually	making	changes	based	off	the	
intentions	that	I	set	and	remembering	that				

We	all	have	those	clients	that	call	and	maybe	things	
right	now	and	it	is	okay	to	tell	them,	“Yes,	I	can	get	this	
for	you,	but	like	not	till	next	Thursday	because	I	have	
other	things	going	on.	Maybe	worded	a	little	softer,	however	you	like.	But	it's	okay	because	
not	only	is	saying	‘no’	good	for	you	because	it	protects	your	time	now,	it	also	teaches	
your	clients	that	to	respect	your	time	in	the	future,	right.	Because	they	know,	Okay,	I	can't	
just	call	them	and	at	the	drop	of	dime	and	get	them	to	do	whatever	it	is	I	need.	Their	time	is	
important	and	their	time	is	valuable.		

And	mindset	is	key.	So	like	I	said	kind	of	going	back	to	earlier	remembering	that	you	are	in	
control	of	your	time.	Like	this	is	your	life.	This	is	your	schedule	and	it	is	okay	to	do	it	however	
you	like	or	whatever	makes	sense	to	you.		

	

3.	Management	

Now	that	we've	executed	on	our	time	now	we	
need	to	figure	out	how	to	manage	our	tasks.	So	
I	love	this	quote.	It	says:	“You	can't	manage	
time,	you	can	actually	only	manage	what	you	
do	during	time.	So	the	management	issue	isn't	
so	much	about	time,	it's	more	about	how	do	
you	manage	your	focus,	how	do	you	manage	
your	actions	and	your	activities	in	terms	of	
what	you	do.”		

And	basically	what	this	is	saying	is	we	can't	manage	time;	we	can't	make	more	of	it.	We	can't	
make	less	of	it.	It	just	is	what	it	is.	We	all	have	the	same	24	hours	in	a	day.	All	we	can	do	is	
manage	what	we	do	during	that	time.		

How	do	we	manage	it?	So	the	first	thing	that	we	can	do	is	we	create	a	priority	to	do	list	each	
day.	I	do	this	every	single	day.	I	know	a	lot	of	us	do	it	in	our	firm.	And	the	way	that	we	
organize	our	tasks	every	day,	and	we	can	do	this	in	your	task	management	software,	you	can	
do	it	on	a	notepad,	however	you	like.	So	we	sort	everything	in	to:	Do	first,	do	next,	do	last,	and	
waiting.		

2.4	Protect	It	
• Awareness	
• It’s	okay	to	say	“no”	…I	promise	
• Mindset	is	key	

“You	can’t	manage	time,	you	actually	
only	manage	what	you	do	during	

time.	So	the	management	issue	is	not	
so	much	about	time,	it’s	more	about	
how	do	you	manage	your	focus,	how	
do	you	manage	your	actions	and	your	
activities	in	terms	of	what	you	do.”						

–	David	Allen	
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I	would	also	love	to	take	credit	for	that	order.	But	
that	was	actually	created	by	our	team	member	Todd,		
and	it	has	been	such	a	game	changer	in	our	business.		

So	do	first	is	like	the	really	important	stuff.	The	
things	that	you	got	to	do	now.	If	you’re	a	morning	
person	like	me	and	you	need	to	do	kind	of	the	big	
brain	activities,	put	those	first.	Anything	else	is	like,	
okay,	that	can	come	next,	and	maybe	the	things	that	
aren't	quite	as	important,	but	still	have	to	get	done	
today,	maybe	put	in	that	last	bucket.	And	in	the	waiting,	of	course,	if	you're	waiting	on	your	
client	for	something	or	waiting	on	your	team,	something	that's	holding	up	what	you	need	to	
do.		

The	next	thing	you	want	to	do	is	you	want	to	focus	on	one	task	at	a	time.	I	love	this	topic.	So	
what	I	mean	by	this	is	whatever	tasks	that	you're	doing,	close	out	everything	else	that's	not	
related	to	it.	Close	out	all	the	other	browsers,	close	up	all	the	other	windows,	shut	off	your	
phone	or	mute	your	phone,	whatever	it	is	you	need	to	do	to	get	your	full	energy	and	attention	
to	the	one	thing	that	you're	doing.		

And	this	is	probably	a	little	scary	for	some	because	we're	in	this	age	of	multitasking.	And	we	
all	think	that	we	all	multitask.	We	all	do	it.	You	know	we're	on	Zoom	and	we're	answering	
emails	or	we're…	whatever	it	is	that	we're	doing,	but	it's	actually	highly	ineffective	and	it's	not	
productive	to	multitask.	And	multitasking	actually	comes	from	computers.	Computers	
multicast,	humans	cannot	multitask.		

We	do	what's	called	shift	tasking,	which	is	when	we're	kind	of	going	in	and	out	of	different	
things.	And	fun	fact,	it’s	actually	addictive.	It	releases	dopamine	in	the	brain	when	you're	
constantly	going	in	and	out	of	things.	Hence,	why	phones	and	things	like	that	can	be	addictive.		

So	I	encourage	you	to	try	this	out	as	scary	as	it	may	be.	But	spend	a	day	and	just	to	one	task	
at	a	time.	Give	your	all	to	it.	Not	only	can	I	guarantee	that	you	will	be	far	more	productive,	but	
you	will	have	so	much	mental	bandwidth	at	the	end	of	the	day.	You	will	be	blown	away.		

And	if	you	want	to	read	more	about	this,	there's	a	fantastic	book	called:	One	Second	Ahead.	It's	
a	fantastic	book,	all	about	being	mindful	in	the	work	that	you	do.	Amazing.		

And	lastly,	time	blocked	your	week.	So	time	blocking	is	all	about	visually	planning	on	your	
calendar	all	of	the	things	that	you	have	to	do	that	aren't	appointments.	

So	let's	look	at	that	a	little	bit	more.	And	again,	this	is	something	I	cannot	take	credit	for.	This	
was	provided	by	Alyssa	Lange.	Over	at	Workflow	Queen	and	if	you	guys	haven't	checked	out	
their	booth,	you	should	they	are	fantastic.	https://www.workflowqueen.com/		

So	this	is	just	one	example	of	time	blocking.	And	what's	great	about	this	is	it's	so	customizable,	
you	can	time	block	whatever	way	makes	sense	to	your	brain.	So	here's	an	example	of	time	
blocks.	I	believe	one	color	is	for	business	tasks.	One	is	for	client	tasks.	One	is	for	personal	

3.	Management	
1.	Create	a	priority	to-do	list	each	day	
• Do	first	
• Do	next	
• Do	last	
• Waiting	

2.	Focus	on	one	task	at	a	time	
3.	Time	block	your	week	
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tasks,	you	can	also	time	block	
by	department.	You	could	
have	a	different	colored	
calendar	for	each	client,	
whatever	works	for	you	and	
makes	sense	to	your	brain.		

When	I	actually	started	time	
blocking	I	used	to	create	a	
different	colored	calendar	for	each	client	and	it	allowed	me	to	visually	map	out	the	days	of	the	
week	in	which	I	worked	on	those	clients.	And	right	away	it	actually	showed	me	that	I	didn’t	
set	them	up	well	in	my	task	management	software.	And	so	it	allowed	me	to	actually	rearrange	
my	schedule	to	be	more	conducive	to	the	way	I	wanted	to	spend	my	time,	which	is	where	we	I	
like	to	front	load	my	weeks	meaning	I	would	do	all	my	work	Monday	and	Tuesdays,	and	then	I	
leave	Wednesday	and	Thursdays	for	meetings.		

And	here	are	some	management	tips	and	
tricks	and	the	first	one	is	quit	checking	your	
damn	email.	So	I	learned	this	firsthand.	I	see	my	
inbox	open	all	day	long,	because	client	needs	and	
clients	responsiveness	was	my	first	priority.	I	
want	to	make	sure	they're	taken	care	of.	But	what	I	realized	quickly	is	it's	highly	ineffective.	
And	it	was	just	taking	away	my	focus.	I	was	constantly	just	in	and	out	of	things	all	day	long,	
and	I	was	getting	overwhelmed	and	exhausted	by	the	end	of	the	day.	So	I	limit	it	to	now.	I	only	
check	my	email	two	to	three	times	a	day	and	I	encourage	you	to	try	the	same	and	it	actually	
increased	my	productivity	on	email	checking	time	by	about	30%.		

And	lastly,	you	want	to	schedule	time	for	unpredictability.	Like	I	said,	we	all	have	clients	
and	they	all	call	us	and	they	all	need	things	that	we	never	know	when	we're	going	to	get	that	
call	or	that	text	or	that	email.	So	we	know	it's	going	to	happen	so	we	want	to	plan	for	it	so	that	
way	it	doesn't	throw	off	our	day	or	week.		

So	if	you	know	typically	each	day	might	need	an	extra	20	minutes	in	your	day	to	kind	of	
address	those	needs	that	do	come	up,	and	do	have	to	get	done	that	day.	Well	put	that	in	your	
schedule.	Plan	for	it	so	that	way	it	doesn't	throw	anything	off.		

	

4.	Improvements	

And	lastly,	so	now	that	we've	done	all	that,	now	we	
do	work	on	the	improvements.	So	first,	we	need	to	
figure	out	what	we're	going	to	improve,	which	is	
kind	of	what	we	part	of	what	we	identified	in	the	
earlier	step.		

3.	Management	–	Tips/Tricks	
• Quit	checking	your	email	
• Schedule	time	for	unpredictability	

4.	Improvements	
• What	are	we	going	to	improve?	
• How	do	we	want	to	improve	it?	
o Trim	
o Transfer	
o Trash	
o Treasure	
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Then	we	want	to	figure	out,	how	do	we	want	to	improve	it?	And	we	can	do	this	by	a	few	
different	ways.	So	we	can	either	trim,	transfer,	trash,	or	treasure	the	tasks	that	we're	doing.	I	
also	didn't	come	up	with	this	concept	either	this	is	from	another	fantastic	book,	Clockwork	by	
Mike	Michalowicz,	but	it's	a	very,	very	useful	tool.		

So	let's	go	into	these	a	little	bit	further.	So	trim	is	
basically	where	you're	taking	the	tasks	that	you	are	
currently	doing	and	you're	figuring	out	ways	to	do	
them	better	so	that	they	take	you	less	time.	So	where	
are	you	spending	too	much	unnecessary	time.	And	like	
I	mentioned	earlier,	the	better,	the	more	detailed	
you	are	in	your	time	tracking,	the	easier	it's	going	
to	be	to	identify	these	things.		

So	here's	an	example	of	what	I	had	mentioned	earlier,	
I	saved	over	30%	of	my	time	that	I	currently	spent	
checking	emails	just	by	cutting	it	down	to	only	going	
to	three	times	a	day,	and	everything	was	fine	too.	Clients	didn't	die	and	everything's	good.	So	I	
got	those	three	hours	back.	And	you	might	think,	okay,	maybe	three	hours	isn't	that	much,	but	
let	me	tell	you,	it	adds	up.	And	anytime	you	can	trim	is	worth	it.	

So	what	tasks	can	be	trimmed	with	automation	and	Zapier?	So	Zapier	is	a	fantastic	tool	
that	automates	things	between	different	apps	and	softwares.	Especially	with	us	being	mostly	
digital	bookkeepers,	we	use	tons	of	those.	So	if	you	haven't	checked	out	Zapier,	I	would	highly	
encourage	learning	it	and	figuring	out	what	you	can	automate	in	your	business.		

So	here's	actually	an	example	of	staff	that	we	set	up	in	our	firm.	So	we	used	to	have	our	clients	
sign	a	contract,	when	that	contract	was	signed,	it	would	send	me	an	email.	I	would	get	
notified.	I	would	then	go	to	my	task	management	software.	I	would	create	a	task.	I	would	
assign	it	to	my	VA,	and	then	she	would	be	in	charge	of	getting	the	Client	Onboarding	started.		

And	we	created	a	Zap	to	basically	take	me	completely	out	of	that.	So	it	automatically	creates	a	
task	in	our	task	management	software	when	a	contract	is	signed.	So	that	way,	one,	there's	no	
delay	from	the	time	I	get	notified	to	tell	her,	and	also	it	just	takes	me	out	of	it.	And	again,	it	
might	only	seem	like	a	couple	minutes,	but	those	couple	of	minutes	add	up.	And	it's	also	about	
the	mental	bandwidth	that	it	frees	up	because	even	doing	those	little	things	throughout	the	
day,	which	may	only	take	a	minute	or	two,	doing	a	bunch	of	them	takes	up	a	lot	of	brain	work.		

And	use	apps	and	tools	to	take	the	thinking	work	out	of	it.	Because	the	less	time	that	
you're	spending	thinking	about	what	you're	doing,	the	quicker	that	you'll	actually	get	it	done.		
So	use	templates	for	emails	that	you	send	all	the	time.	If	there's	something	in	your	project	
management	software	that	you	do	constantly,	create	templates,	duplicated	it,	do	it	so	that	
you're	not	constantly	creating	things	from	scratch.		

And	transfer.	So	you	get	a	task,	and	you	get	a	task,	and	everyone	here	gets	a	task.	And	now	my	
fiancé	actually	he	also	gets	tasks	too.	He	got	looped	into	this.	So	and	I	know	Melissa	will	
actually	be	giving	a	great	speech	about	this.		

4.1	Trim	
• Where	are	you	spending	too	much	
unnecessary	time?	
oEx:	Saved	30%+	by	trimming	my	
email	time.		

• What	tasks	can	be	trimmed	with	
automation/Zapier?	

• Use	apps	&	tools	to	take	the	
thinking	work	out	of	it.	

• Create	templates	for	repeatable	
emails	or	tasks.	
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So	transferring	is	all	about	delegating.	So	what	can	we	
delegate	and	who	is	better	to	complete	this	task	than	you	are?	
Well,	sorry,	Ben.	I	know	you	said	that	feedback	last	year	was	
not	to	curse	on	stage,	but	it's	also	about	learning	to	let	shit	go.	
And,	and	this	is	hard,	right?	We	all	get	it.		

This	is	the	biggest	thing	I	think	we	struggle	with,	especially	for	
new	business	owners.	We’ve	created	this	business,	we've	built	it.	We've	done	all	these	things	
and	now	someone's	asking	us	to	hand	it	off	to	someone	else.	How	would	we	do	that?	And	it	is	
scary,	but	also,	it's	empowering.	And	it's	completely	necessary	because	not	only	are	people	on	
your	team,	or	that	you	would	like	to	be	on	your	team	if	you	don't	currently	have	one,	are	
probably	better	at	some	of	the	things	that	you're	currently	doing	than	you	are,	but	they	will	do	
so	much	more	than	you	can	even	imagine.	You	will	be	so	surprised	like	wow,	I	thought	I	was	
doing	a	great	job.	But	here	they	came	in	and	they're	just	stealing	the	show.		

And	if	we	never	learned	to	delegate,	never	learned	to	let	things	get	off	our	plate.	You	will	
never	be	able	to	scale,	quite	frankly,	because	you	have	a	certain	capacity	and	you	will	hit	it	and	
that	is	the	only	way	to	either	scale	your	business	or	to	step	out	of	your	business.		

Trash.	So	this	is	all	about	trashing	parts	of	
your	process	that	no	longer	serve	a	purpose.	
So	this	is	a	couple	quick	examples:	posting	on	
LinkedIn	every	day,	right?	Maybe	it's	a	little	
task	but	maybe	it's	really	not	benefiting	you	
right	now,	maybe	it	has	no	internal	reward.		

So	why	are	we	doing	it?	Why	are	we	wasting	
our	time?	And	it's	not	to	say	that	it	won't	benefit	you	later.	It	doesn't	need	to	be	done	later.	But	
if	you	don't	need	to	do	it	now,	then	why	are	you?	So	it's	about	questioning?	Why	are	we	doing	
these	things?		

And	another	example	is	pushing	receipts	in	Hubdoc	versus	just	saving	Google	Drive	because	
some	clients	don't	need	that	in	there.	We	actually	have	done	it	a	couple	of		times.	We	don't	
need	their	receipts.	And	so	instead	of	us	wasting	our	time	by	them	uploading	everything	and	
us	pushing	it	over.	We	just	have	them	upload	to	Google	Drive	and	we	get	our	time	back	and	
the	books	come	out	exactly	the	same	way.		

So	treasure	is	all	about	the	things	that	help	
propel	your	business	forward	things.	The	
things	you	can't	either	trim	or	get	off	your	
plate	or	trash.	What	helps	you	grow	the	
business?	Being	at	BKX	is	something	that	
you	treasure.	This	is	time	that	you're	
investing	into	yourself	to	grow	the	business.		

What	should	you	be	doing?	As	a	business	owner,	what	is	your	zone	of	genius?	How	can	you	be	
spending	more	time	doing	that?	Examples	of	these	are	business	coaching.	You	cannot	get	that	

4.2	Transfer	
• What	can	I	delegate?	
• Who	is	better	suited	to	
complete	this	task?	

• Learn	to	let	shit	go?	

4.3	Trash	
• Trash	parts	of	your	processes	that	no	longer	
serve	a	purpose.	

• Ex.	Posting	on	LinkedIn	every	day,	pushing	
receipts	in	Hubdoc	vs	saving	to	Google	Drive	

4.4	Treasure	
• What	helps	you	grow	the	business?	
• What	should	you	be	doing?	
• Ex.	Business	coaching,	weekly	calls	with	
Alyssa	Lang.	
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off	your	plate	and	you	shouldn't	as	a	business	owner,	and	my	example	is	I	have	a	weekly	
standing	call	with	Alyssa	Lange,	and	I	can't	get	that	off	my	plate	either	because	I	treasure	it	
because	it	helps	me	grow	as	a	person	but	also	helps	me	grow	as	a	business	owner.	

	

Activity	

Okay,	so	now	we	have	an	activity.	So	those	of	you	that	are	here,	you	guys	all	have	a	handout	on	
your	table.	Link	to	the	activity	sheet:	
https://docs.google.com/document/u/0/d/1yMOfOBi7UZXdYdgNOiQG7mzbeyYsnRn1mhMZ
0zT4zq8/mobilebasic	

So	on	one	side	you	guys	will	have	a	blank	sheet	and	on	the	other	you’ll	have	some	example,	
some	prompts,	and	some	questions.	And	what	I	want	you	to	do	is	I	want	you	to	spend	the	next	
five	minutes	filling	this	out.	So	plan	your	next	week.		
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You	can	also	do	your	month.	Do	whatever	feels	right	to	you,	whatever	time	period,	but	I	want	
you	to	go	through	each	box	which	goes	back	to	our	four	steps	and	set	your	Intentions	with	
how	you	want	to	spend	your	time.	Note	how	you	plan	to	Execute	on	those	Intentions.		

	Then	the	third	box	is	going	to	be	the	Management,	so	how	do	you	plan	to	manage	your	tasks	
more	effectively?	And	then	the	last	one	is	how	do	you	want	to	Improve	things?	And	it's	okay	if	
you	guys	don't	finish	this	today.	This	is	kind	of	an	in	depth	exercise.		

Get	it	get	started.	I	want	to	get	those	ideas	created.	So	that	way	you	guys	can	start	thinking	
about	what	you	want	to	do	when	you	get	back.	And	work	with	the	people	at	your	table.	
Everyone	in	this	room	is	fantastic,	so	get	to	know	them	and	pick	their	brains.		I'll	set	a	timer	
for	five	minutes.	

--	
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Did	anyone	want	to	share	any	aha	moments	that	they	have	from	completing	this?		

	

Attendee		I	found	it	really	exciting	to	hear	you	say	that	when	you	have	a	new	client	and	they	
sign	the	contract,	it	sends	me	an	email	and	it	triggers	all	of	that.	That's	awesome.	Automating	
that	with	Zapier,		beauty,	love	that	stuff.		

But	then	you	said	something	about	then	it	can	go	to	my	VA,	and	she	can	set	up	the	client	in	my	
accounting	software.	Wow!	

We	were	talking	about	setting	up	your	time	tracker,	and	I	haven't	set	up	projects	or	anything	
in	there.	So	I	just	put	it	in	my	name	now.	That's	something	my	VA	could	do	for	me.	

	

Brooke		Yes,	yes.	That's	awesome.		

	

Attendee		It's	those	little	things	that	I	never	would	have	thought	of.		

	

Brooke		That's	awesome.	Awesome.	No,	anyone	else?	Okay.		

	

Attendee		I	could	have	also	yelled	I	am	loud.	So	you	talked	about	working	part	time,	but	I	
want	to	know,	you	said	you	went	to	$100,000	in	revenue	in	a	year	and	a	half.	How	much	were	
you	working	to	hit	that	goal?	Was	the	part	time	from	the	beginning?	

	

Brooke		Yeah.	So	I	was	only	working	about	15-20	hours	per	week	up	until	I	got	to	that	point.	I	
will	say	when	you	hit	different	stages	in	the	growth	of	your	business,	there	are	times	that	it	
does	require	more	of	you.	But	in	the	four	years	that	I've	done	this,	I've	never	worked	a	40	
hour	week.	And	it	a	full-time	position	at	the	company	is	actually	32	hours	because	I	believe	in	
this	so	much.	

	

Attendee		So	I'm	going	to	need	to	hire	you	to	show	me	how	to	do	that.	And	you're	going	to	
have	to	teach	me	like	I'm	in	kindergarten	for	real.	
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Brooke		You	got	it?	Brooke-keeping	coming	soon.	All	right,	awesome.	Well,	I	hope	you	guys	
enjoyed	that.	Like	I	said,	take	some	more	time	and	take	it	home	with	you	or	back	to	your	hotel	
rooms.		

So	we	don't	live	to	work.	We	work	to	live.	We	are	all	mothers,	fathers,	brothers,	sisters,	all	the	
things	that	we	are,	and	there's	so	much	more	to	life	than	just	our	amazing	businesses,	but	they	
are	amazing.	And	it's	important	for	us	to	remember	that.		

It's	time	for	us	to	reject	the	hustle	and	change	the	course	of	our	lives	for	the	better,	and	to	also	
inspire	future	generations	to	do	the	same.	And	to	set	their	standard	of	success	at	whatever	
level	they	want.	And	by	any	standard	that	is	a	fit	for	them.		

	

So	what	does	building	your	dream	business	look	like	to	you?	It	can	look	like	anything,	
right?	So	we	all	have	different	visions,	different	priorities,	different	goals,	and	that's	okay.	All	
of	this	may	or	may	not	have	resonated	with	you.	I	always	encourage,	especially	during	these	
conferences,	take	the	few	pieces	of	information	that	really	lands	that	really	resonate	and	
act	on	those	because	these	things	are	a	wealth	of	knowledge,	take	what's	hitting	home	and	
get	rid	of	all	the	rest,	or	take	it	out,	whatever	you	like,	but	I	built	my	firm	right	to	six	figures	
working	15	to	20	hours	per	week.		

I've	proven	that	it	is	possible.	And	I	want	to	prove	to	you	guys	that	you	guys	can	do	the	same.	
If	I	can	do	it.	Anyone	can	do	it.	I've	gotten	some	really	great	pieces	of	advice	in	my	business,	
one	being	that	the	growth	of	the	business	will	never	exceed	the	growth	of	the	business	
owner.	And	it's	so	true	because	the	more	that	we	work	on	ourselves,	the	better	we’ll	be	for	
the	business,	and	the	more	we	create	space	for	our	personal	lives	and	all	the	other	things	that	
we	do,	not	only	are	we	going	to	be	more	refreshed	and	more	energized,	but	we're	going	to	be	
able	to	come	up	with	the	brilliant	ideas	that	will	help	propel	our	business	forward	when	we	
allow	the	space	and	time	for	that.		

And	lastly,	I'd	like	to	encourage	to	get	to	know	the	people	in	this	room.	This	is	the	best	
community	to	be	in	in	our	profession.	And	there	are	too	many	people	in	this	room	for	me	to	
name	and	thank,		but	I	owe	a	lot	of	where	I'm	at	today	because	of	the	people	in	this	room,	
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because	of	their	friendships,	because	of	the	support.	There's	so	many	of	you	in	here	and	online	
that	I	call	frequently.	So	take	advantage	of	the	situation	that	you	guys	are	in	right	now.		

And	ask	yourselves	how	can	I	build	the	business	of	my	dreams,	and	how	can	I	support	others	
in	building	the	business	of	their	dreams?	Because	all	it	takes	is	one	idea,	and	I	guarantee	that	
someone	in	this	room	has	that	idea.	So	pick	their	brains,	get	to	know	them	and	figure	out	what	
you	want	the	business	of	your	dreams	to	look	like.	Thank	you	

	

Click	Here	to	Return	to	Index	
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1.5	The	Magic	of	the	Brain	Dump		
–	Ben	Day	
June	14,	2022	

Website:	https://lionsharebookkeeping.com/		

Summary:	The	brain	dump	is	a	CEO	skill	that	is	about	
intentionality	in	goal	setting.	There	are	3	types	of	Brain	Dumps:	
Mini	(can	happen	anytime),	Normal	(3-6	months	&	described	below),	and	Big	(yearly).	It	starts	with	
identifying	The	Question,	which	is	the	pain	related	to	your	biggest	problem	(or	opportunity).	The	3	kinds	of	
problems	are:	1)	Roadblocks,	2)	Speed	bumps,	3)	Total	gridlock.	The	magic	of	the	Brain	Dump	is	how	you’re	
going	to	get	answers,	and	what	will	come	out	of	it	is	The	Plan.	The	3	Stages	of	the	Normal	Brain	Dump	are:	

		1.	Pre-work	(3-6	months	out)	–	Ask	The	Question	tied	to	your	pain	every	day	–	but	don’t	answer	it.		
		2.		The	Ritual	(1-3	days	out)	–	Take	the	trip	to	a	place	in	the	middle	of	nowhere,	do	a	Purge	by	listing	on	a	

sheet	of	paper	all	things	causing	anxiety	–	then	put	it	away,	and	the	next	2-3	days	do	self-development.	
		3.	The	Event	–	On	the	last	day,	go	to	a	private	place,	finally	ask	The	Question	and	write,	draw	or	doodle	for	

the	next	several	hours	all	thoughts	that	come	into	your	head.	
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So	before	we	get	going	today,	I'm	going	to	blatantly	steal	from	Tony	Robbins.	What	he	does,	if	
you've	never	been	to	a	Tony	Robbins	event,	is	he	makes	you	dance	uncontrollably	for	hours	
through	his	whole	conference.		

So	everybody's	going	to	stand	up	right	now	and	dance	and	it's	going	to	be…	no,	I	do	want	you	
to	stand	up.	Nobody's	dancing.	Take	a	deep	breath.	Come	on.	It's	a	roomful	of	bookkeepers.	
You	can	do	whatever	you	want.	You're	a	CEO.	Come	on	guys	make	your	own	decisions.		

Exercise	to	get	you	into	the	right	state	of	mind	

I	want	to	teach	you	something	really	fast.	I'm	going	to	teach	this	very	poorly.	If	you	would	like	
to	know	more	about	this	I,	got	a	ton	of	value	when	I	went	to	unleash	the	power	within,	which	
is	Tony	Robbin’s	big	ol’	event.	So	feel	free	to	go,	it's	a	cult	but	it's	great.	And	part	of	what	he	
talks	about	is	energy	internally	and	some	posture.	And	since	everybody's	been	sitting	around	
for	a	while	we're	going	to	do	a	little	bit	of	that,	and	I'm	going	to	talk	about	what	I	want	to	talk	
about.		

So	if	you	would	for	a	second	I	need	everybody	to	like	just	slouch	as	horribly	as	you	can.	Like	
come	on,	you	sit	at	a	keyboard	all	day,	you	know	how	to	do	this.	And	then	in	stages	now	we're	
going	to	obviously	come	out	of	this	slouch.	I	want	you	to	stand	up	straight,	roll	the	shoulders	
back,	but	then	we're	going	to	do	something	a	little	bit	different	that	I	want	you	to	think	very	
intentionally	about.		

There	is	one	here	where	I	shouldn't	touch	right	on	this	microphone.	I	want	you	to	pretend	like	
this	is	a	shelf	that	we	need	to	somehow	get	as	upright	as	possible.	I	don't	want	you	to	lean	
back.	I	want	you	to	push	your	chest	out,	just	a	little	bit	and	that	you're	going	to	roll	your	
shoulders	back	a	little	bit	more	this	and	there's	more	steps	to	this	because	now	that	you've	
done	this,	I	guarantee	you,	you're	not	doing	it	enough.		

So	I	need	you	to	do	just	a	little	bit	more.	You're	going	to	feel	really	big	for	no	reason	at	all.	And	
that's	the	point,	and	you're	going	to	hold	this	for	a	second	because	this	is	a	great	way	to	get	
your	energy	up	and	so	if	you've	ever	wanted	to	do	public	speaking	or	anything	like	that,	
there's	a	lot	of	different	ways	to	get	yourself	ready	to	go.	You	do	all	the	mental	prep	that	you	
want,	but	how	you	handle	yourself	physically	is	also	going	to	give	you	some	energy.	Instead	of	
dancing	for	an	hour	and	a	half	in	this	45	minutes	to	take	two	minutes	and	walk	you	guys	
through	this	very	simple	exercise.	Thank	you	very	much.	Please	sit	down.	It's	my	show.	I	don't	
know	why	you're	all	stealing	my	limelight	right	now.		

Hello,	my	name	is	Benjamin	Day	and	we're	going	to	talk	about	brain	dump	magic.	Now,	the	
appropriate	title	of	the	talk	today	is	the	magic	of	the	brain	dump	in	intentional	goal	
setting,	but	random	magic	is	just	more	fun.	So	that's	what	we're	going	to	talk	about.	So	we're	
going	to	get	into	it	today.		
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About	Ben	Day	

Where	I	want	to	start	with	you	guys	is	me,	but	before	I	talked	about	this	me	I	want	to	talk	
about	the	previous	me	if	I	can	get	back	to	this	at	all.	I	was	a	directionless	goof	for	a	very	long	
time.	I'll	be	29	on	Monday.	Six	years	ago,	thank	you.	Thank	you.	We	don't	talk	about	30	I	was	a	
directionless	goof	about	six	years	ago,	I	was	working	part	time	on	a	farm	because	someone	
dared	me	to.	If	you've	never	worked	on	a	farm,	don't	you're	not	missing	anything.	I	was	a	
bartender.	I	was	a	cold	caller	for	the	Student	Alumni	Association.	I	was	that	kid	that	calls	you	
and	asked	you	for	money	when	you're	still	not	done	paying	your	student	loans.	That	was	a	
good	job.	I	did	a	lot	of	things	and	then	I	progressed	into	the	thing	that	you	see	on	stage	today.		

I	own	Lion’s	Share	Bookkeeping.	We	started	in	2017.	I've	got	20	team	members	we	work	with	
over	100	different	clients	in	the	real	estate	space.	We	only	do	bookkeeping.	Don't	do	anything	
related	to	tax	or	payroll.	Don't	ask	me	about	sales	tax.	I	don't	know.	We're	very	niche	in	what	
we	do.	Through	that	I	discovered	some	other	passions,	things	that	I	really	enjoyed.	I	started	a	
company	called	Rex	Capital	Group	where	I	just	do	whatever	I	want.	It's	great.	And	then	I	also	
found	a	real	passion	in	working	with	Bookkeepers.com,	and	just	helping	other	bookkeeping	
CEOs,	and	so	we	started	the	Built	By	Bookkeepers	program	as	well.	And	all	of	this,	the	About	
Me	story	is	really	to	highlight	a	few	things.		

Number	one	is	that	you	don't	get	anywhere	without	intention.	Today's	talk	is	about	brain	
dump	and	intentional	goal	setting.	If	you	want	to	get	somewhere	the	best	thing	you	can	do	
is	say	I	want	to	go	there,	please.	Right.	So	I	really	want	to	begin	to	emphasize	that	if	you	feeling	
like	a	directionless	goof	like	I	was,	at	some	point,	you	just	are	accidentally	in	this	room,	feeling	
kind	of	like	an	imposter.	I	promise	you	the	best	thing	you	can	do	right	now	is	set	a	goal	about	
something.	There's	something	that	you	need	to	get	done.		

But	that's	not	going	to	be	enough	because	we	had	this	really	cool	conference	right	now.	
There's	so	many	cool	things	in	that	Digits	presentation.	Is	that	not	the	sexiest	thing	you've	
ever	seen.	It's	so	much	better	than	a	spreadsheet,	or	the	QuickBooks	reports,	like	it's	excellent,	
right?		

And	there's	tons	of	people	outside	offering	equally	cool	things	to	do.	We	just	heard	Brooke	
talk	about	how	to	build	a	six	figure	business	working	20	hours	a	week.	There's	so	many	cool	
things	that	you've	already	learned	today,	and	that	you're	going	to	learn	over	the	next	eight	
days.	And	all	of	those	things	could	be	goals	for	you.	And	we're	going	to	talk	about	why	
that's	a	good	thing	and	why	that's	a	bad	thing,	but	it	should	be	super	easy	for	everybody	to	set	
a	goal	right	now.		

The	problem.	And	what	I'm	going	to	talk	about	today	
is	that	a	lot	of	the	things	that	you're	going	to	learn	and	
a	lot	of	the	things	that	we	look	for	commonly	are	what	
I	would	refer	to	as	specialist	skills.	Examples:	I	need	
to	learn	how	to	do	journal	entries.	I	need	to	learn	
Facebook	ads.	I	need	to	learn	how	to	hire,	I	need	to	learn	how	to	fire	that	client	because	
they're	awful.	I	need	to	learn	to	do	tasks.		

Brain	Dump	&	Goal	Setting	
• Specialist	Skills	
				vs.	
• CEO	Skills	
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And	my	talk	today	is	probably	the	most	woowoo	of	all	of	the	talks	that	you're	going	to	get	this	
week.	Because	I'm	talking	about	mindset,	the	thing	that	gets	skipped	in	all	of	those	courses	
that	you	don't	finish.	It's		the	stuff	that	everybody	hates,	but	that	everybody	in	the	room	is	
going	to	need.	The	skill	that	I'm	talking	about	today,	the	brain	dump,	is	what	I	would	
consider	to	be	a	CEO	skill.		

If	you	want	to	get	somewhere	the	first	best	thing	for	you	to	do	is	set	that	goal	but	how	you	get	
there	is	equally	as	important.	And	it's	something	that	you	can	learn	if	you	do	it.	This	is	near	
and	dear	to	my	heart.	This	is	going	to	be	a	significantly	less	fun	talk	than	anybody	else's.	But	
this	is	a	skill	that	I	absolutely	cannot	recommend	enough	that	you	begin	to	develop,	and	I'm	
going	to	walk	you	through	it	today.		

However,	here's	the	rub.	Some	of	you	may	not	be	interested	in	this	at	all.	If	you're	here,	
you're	like	man,	I	really	just	wanted	to	hear	Ben	talk	about	45	minutes	of	apps.	And	the	cool	
thing	I	don't	have	that	for	you.	Like	you	can	talk	to	Digits	and	Keeper	and	the	whole	game	out	
there.	They're	happy	to	take	your	money.	But	that's	not	what	I'm	doing	today.	And	so	I	
genuinely,	it's	like	we're	going	to	work	through	this.	There's	no	worksheets,	there's	no	
nothing.		

If	you're	looking	to	build	and	grow	your	business	in	a	meaningful	way	to	you.	I	just	need	your	
bike	because	I'm	going	to	walk	you	through	it.	So	we're	going	to	get	started	on	this	right	now	
because	nobody's	walked	out	of	the	room	yet.	I'm	feeling	very	good	about	that.		

	

Why	Typical	Goal	Setting	is	Flawed	

So	let's	intentional	goal	setting	right?	We	hear	about	this	all	the	time.	I	don't	need	to	explain	to	
you	how	goal's	work,	right.	We're	grown.	We	understand	this.	If	you	want	to	begin	to	set	a	
goal,	what's	possible,	what	can	we	do,	we	can	do	six	figures	part-time.	We	can	incorporate	
mission	in	our	business.	We	can	use	video	in	our	business	in	really	powerful	and	meaningful	
ways.	Oh,	the	possibilities	are	endless.	So	let's	pick	one	What	are	we	doing?		

And	then	let's	get	started.	The	diet	starts	on	
Monday	and	then	the	diet	happens	every	day.	
Right?	Right?	This	is	goal	setting	in	action.		

…And	it's	broken.	Because	at	the	end	of	the	day,	
there's	so	many	options.		

Over	the	next	three	days.	You're	going	to	learn	
about	more	things	than	you	could	ever	do.	Right?	Already	today	there's	so	much	stuff	that	you	
can	go	and	implement	right	now.	We	talked	about	this	when	we	go	to	conferences,	a	lot	of	like,	
I	know	Ben	does	this,	I	do	this.	You	go	to	a	conference.	You're	looking	for	your	one	thing	as	
soon	as	you	find	it,	you	leave	with	only	one	thing.		

The	“Solution”	Flaw	
• Identify	the	possibilities	
• Setting	the	goal	
• Finding	the	“Right	Start”	
• Maintaining	the	Habit	
TOO	MANY	OPTIONS	
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That's	the	one	thing	I	need	to	do,	because	if	you	stay	here	long	enough,	you're	going	to	
drown	in	the	options.	And	you're	not	going	to	get	the	really	important	things	done	to	
how	do	we	get	the	really	important	things	done	to	grow	our	business	the	way	that	we	want	it	
to	grow.		

I'm	a	huge	fan	of	growing	out	of	PAIN	instead	of	towards	GAIN.	Personally,	the	adorable	
little	letter	that	you	write	yourself	a	year	in	the	future	like,	I'm	a	billionaire	and	I	own	a	yacht		
and	my	kids	own…		like	I	know	that's	great.	It's	highly	motivational	to	a	lot	of	people.	That's	
just	not	my	bag.		

I'm	much	more	likely	aligned	with,	I	hate	bartending.	I	hate	getting	called	in	for	Christmas	
Eve	lunch,	and	then	the	Christmas	eve	dinner	didn't	show	up.	So	now	I'm	missing	Christmas	
Eve	with	my	family.	I	hate	missing	birthdays.	I	hate	working	80	hours	a	week	for	somebody	
else.	I	hate	not	knowing	that	I'm	going	to	have	enough	money	to	do	the	things	that	I	want	to	
do	and	live	the	life	that	I	want	to	live.	How	can	I	get	away	from	this	problem?		

So	I	would	encourage	you,	as	you're	thinking	about	the	options	and	how	you're	going	to	grow	
your	business,	if	you’re	feeling	a	little	bit,	like	you	should	do	everything.	Strip	that	back.	What	
hurts	right	now?		

There's	three	kinds	of	problems	that	could	exist	in	your	business	right	now.	You	probably	
have	all	of	them.	Now	hopefully	you	only	have	two,	but	you	might	have	the	third.	The	first	one	
is	what	I	call	roadblocks.	So	like	I	said,	I'm	almost	29,	which	means	I'm	just	old	enough	to	
know	what	MapQuest	is.	Does	anyone	not	know	what	MapQuest	is,	show	of	hands.	Anyone?		

For	those	of	you	that	are	too	embarrassed.	
MapQuest	was	really	simple.	You	would	call	
your	friend	and	be	like,	hey,	where	do	you	
live?	They	would	tell	you	what	their	
address	was.	You'd	have	to	write	it	down.	
Kick	your	sister	off	the	family	computer.	Go	
to	MapQuest,	type	in	the	address,	print	it	off	
and	then	you	could	drive	there	and	if	there	
was	anything	wrong	with	the	directions	at	
all,	you	were	hosed.	You	had	to	turn	around,	and	go	home.	You	didn't	know	where	you	were.	
You	couldn't	get	there	if	there	was	a	roadblock	on	the	way	-	you're	done	-that	path	was	not	
working.		

Is	everyone	picking	up	on	the	very	thinly	veiled	metaphor	that	I've	got	here?	Right?	If	you've	
got	roadblocks	in	your	way	you	could	be	totally	hosed	on	that	journey.		

The	other	kind	of	problem	that	you're	going	to	have	in	your	business	is	what	I	refer	to	as	
speed	bumps.	These	aren't	a	big	deal,	but	they	slow	you	down	and	they	kind	of	suck,	and	we	
just	end	up…	Brooke	was	talking	about	it	back	here,	it	was	exactly	the	same	thing.	I	hate	
onboarding	a	client.	I	can't	do	it.	I'm	proficient	at	it.	But	I	have	to	like	stop	what	I'm	doing,	and	
turn	all	this	stuff	on.	It's	a	speed	bump	in	my	life.		

The	Real	Problems	
• Roadblocks	–	could	totally	hose	your	journey	
• Speed	Bumps	–	these	are	things	you	can	do,	
but	you	don’t	like	to	and	they	slow	you	down	

• Total	Gridlock	–	this	is	where	nothing	is	
working	and	it’s	the	problem	you	need	to	
solve	to	move	ahead	
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How	can	I	smooth	that	speed	bump	out?	Everybody	has	problems	like	that.	Hopefully,	you	
only	have	a	couple	of	roadblocks.	Hopefully	you	have	manageable	speed	bumps,	but	these	are	
things	that	exist	for	you.	So	I	want	you	to	look	at	those	and	figure	out	what	is	in	my	way	
right	now	that	I	would	like	to	change.	And	that's	the	goal	that	we're	going	to	begin	to	set.		

The	third	problem	that	I've	kind	of	hinted	at	is	what	I	refer	to	as	total	gridlock.	This	is	a	bad	
time.	And	anybody	that's	been	in	business	long	enough	has	felt	this	way.	This	is	when	for	
whatever	reason,	nothing	is	working,	and	it's	awful,	and	you	don't	know	what	to	do.	And	it	
manifests	itself	in	your	business	and	your	life	and	your	family	and	your	time,	and	your	health	
and	all	that	at	the	same	time.	And	it’s	ridiculous!	That's	the	problem	you	need	to	solve.		

But	if	it's	just	a	roadblock	or	speed	up,	that's	fine,	but	we	need	to	begin	to	take	stock	of	
where	we	are	feeling	the	friction.	Business	should	be	easy.	It	can	be	and	the	solution	is	out	
there.	Everything's	on	the	Internet.	You	can	go	and	figure	this	out.		

Where	the	Magic	comes	in	

But	we	run	into	these	speed	bumps	and	roadblocks	and	the	gridlock	because	we're	human,	
and	we're	running	the	business	ourselves,	and	we	can't	see	our	own	problems	in	that	way.	
But	if	you	can	begin	to	identify	them,	you	can	solve	them.	That's	where	the	magic	comes	
in.	Right	now,	I	cannot	stress	this	enough.	Some	of	you	are	going	to	think	that	I'm	crazy	by	the	
time	this	is	over.	Some	of	you	are	not	going	to	do	what	I'm	talking	about	and	that's	okay…	but	
you're	wrong.	

This	is	where	the	magic	comes	in.	We're	going	to	
lay	this	down	for	you.	What	if	I	told	you	that	you	
could	get	the	absolute	best	answer	tailored	to	your	
exact	situation?	That	would	fix	everything	that	is	
wrong	right	now.	Not	just	the	big	one.	But	all	the	
little	like	ancillary	problems,	you	know,	like	when	
you	like	break	your	arm	but	you	also	have	a	bug	bite	
on	your	foot.	Like	you	don't	feel	the	bug	back	
because	your	arms	broken.	Yeah.		

What	if	you	could	get	the	answer	to	the	broken	arm	and	the	bug	bite	on	demand	without	ever	
having	to	pay	anyone	anything?	This	will	be	excellent.	Right?	That's	magic.	That's	crazy.	This	
is	when	I	tell	you	that	you	can't.	But	no,	you	can	which	is	where	I'm	going	to	begin	to	lose	all	of	
you.		

What	I	want	to	walk	you	through	is	something	that	a	mentor	of	mine	walked	me	through	in	
2018.	At	the	time,	I	was	really	struggling	with	how	to	quit	my	job,	how	to	get	the	clients	that	I	
wanted	and	live	the	life	that	I	wanted.	What	does	that	look	like?		

I	was	stuck,	and	then	went	on	a	brain	dump.	A	Brain	Dump	is	not	an	exercise	nearly	so	
much	as	it	is	an	event.	It's	an	event	in	three	stages.	I	want	to	begin	to	walk	you	through	this.	
This	is	the	recipe	for	success	here.	If	you've	got	a	problem	in	mind,	it	doesn't	matter	what	it	is.	
And	it	doesn't	have	to	be	about	business.	It	could	be	business,	it	could	be	money,	could	be	

What	if	I	told	you…	
• The	Absolute	Best	Answer	
• Tailored	for	your	exact	situation	
• That	would	fix	everything	(not	just	
the	biggie)	

• On	Demand	
• Without	needing	to	pay	a	“guru”	
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financial,	your	family,	your	health,	your	spirituality,	doesn't	matter.	Something	hurts,	and	
we're	going	to	fix	it,		and	you're	going	to	reap	the	rewards	of	that.		

The	Brain	Dump	happens	in	three	stages,	typically.	
Number	one	is	the	pre-work.	Number	two	is	the	ritual	
Number	three	is	the	event.	You	all	know	how	to	read.	We're	
going	to	keep	going.		

The	pre-work	on	the	brain	dump	is	simple.	You're	going	to	ask	yourself	The	Question	every	
day.	For	examples:		

• How	can	I	lose	30	pounds	while	still	eating	a	Big	Mac	every	day?		
• How	can	I	make	or	take	home	$10,000	A	month?		
• How	can	I	have	a	closer	relationship	with	my	mom?		

Whatever	it	is,	you	need	to	find	a	question	and	that	
question	is	going	to	be	tied	to	that	pain	–	whatever	
the	roadblock	is.	And	then	you're	going	to	write	that	
question	down.	Once	you	have	your	question,	I	want	
you	to	look	three	to	six	months	in	the	future.	
Somewhere	in	there	is	a	tiny	little	pocket	of	free	time	
that	you're	going	to	dominate.	Preferably,	it's	
anywhere	from	three	to	five	days.	

This	event	would	be	an	excellent	time	for	a	brain	dump,	and	I'll	explain	why	shortly.	It’s	too	
late	for	this	event	(BKX	2022),	but	it	would	be	an	excellent	time	for	an	event	like	this	(BKX	
2023).	You're	going	to	plan	a	trip	for	three	to	five	days.		

And	then	you're	going	to	follow	some	etiquette	during	your	pre-work.	The	etiquette	is	very	
simple.	You've	booked	the	trip.	You've	got	your	question.	And	every	day	you're	going	to	ask	
yourself	The	Question.	Write	it	down,	put	it	on	your	bathroom	mirror.	I	don't	care	what	you	
do	with	it		Every	day.		

Ask	yourself	the	question,	how	can	I	take	home	10	grand	a	month.	The	etiquette	here	is	that	
you	never	answer	that	question.	You	do	not	think	about	it.	Do	not	process	it.	Ask	it	and	
leave.	

This	hard	because	some	of	you	like	to	solve	problems	right	now.	Let's	jump	into	it.	See	the	hill,	
take	the	hill.	Check	that	box.	I	know.	
That's	me.	Don't	answer.	Leave	it	
because	you're	busy.	There's	other	
things	that	you	can	be	doing.	We're	
going	to	very	intentionally	save	this	
question	for	later.			

Later	is	The	Ritual.	Later	is	the	trip.	
So	right	now	it's	middle	of	June.	I'm	

Brain	Dump	Stages	
1. Pre-Work	(3-6	months	out)	
2. The	Ritual	(1-3	days	out)	
3. The	Event	

Pre-Work	(3-6	months)	
• The	Question	–	ties	to	your	pain;	
ask	it	every	day	

• The	Trip	–	book	it	in	the	future	to	
where	you	will	hold	The	Event	

• The	Etiquette	–	you	don’t	answer	
the	question;	it’s	saved	for	The	
Event	

The	Ritual	(1-3	days)	
• The	Sticks	–	go	out	to	the	middle	of	nowhere,	where	
you	won’t	be	disturbed	

• The	Purge	–	take	a	single	sheet	of	paper	and	write	
down	everything	that	worries	you,	then	put	it	away	

• The	Work	–	2-4	days	is	your	self-development	days	
to	grow;	you	are	only	working	on	you		
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planning	my	brain	dump	for	middle	of	September.	We're	going	to	go,	and	where	we're	going	is	
the	sticks.	I'm	going	to	an	AirB&B	in	the	middle	of	nowhere	and	I'm	turning	off	the	Wi	Fi.	I'm	
not	going	to	do	anything	out	there.	I'm	going	to	pack	some	books	-	you	know	all	those	books	
that	Ben	said	you	should	read.	You’re	going	to	pack	all	of	those	books	and	you’re	going	to	take	
some	worksheets	and	some	assessments,	all	the	things	that	you've	kind	of	wanted	to	do	with	
personal	development,	but	you	didn’t	have	the	chance	to	do.	You’re	going	to	pack	it	all	with	
you.	You're	going	to	get	out	in	the	middle	of	nowhere.		

When	you	get	there,	get	all	checked	in,	put	your	groceries	in	the	fridge	or	whatever.	Got	your	
crate	of	barbecue	Lays	potato	chips	that	you're	going	to	just	devour	over	the	course	of	four	
days.	Ask	me	how	I	know.		

Once	you	get	there,	you're	going	to	take	a	singular	sheet	of	paper	and	a	pen,	and	you're	going	
to	begin	to	write	down	everything	that	is	on	your	brain	that	you	are	worried	about	in	a	
process	that	we	call	the	purge.	We're	not	murdering	our	neighbors.	You're	going	to	take	all	of	
your	anxieties,	all	the	things	that	you're	worried	about,	the	balls	that	you're	going	to	drop	
while	you're	on	this	trip,	your	clients	that	are	bothering	you	that	you're	worried	about,	the	
money…	everything.	You're	going	to	write	it	all	down.		

This	is	going	to	be	a	long	list	and	you	need	to	write	it	down	quickly.	This	is	not	a	whole	day	
activity.	You	should	get	this	done	in	a	couple	of	minutes.	And	it	is	scribbling.	Write	it	down	
and	fold	it	up	and	put	it	in	your	glove	box.	You're	never	going	to	worry	about	it	ever	again,	
until	you	leave.	

You're	now	giving	yourself	permission	not	to	be	worried	about	what's	in	your	business	
so	that	we	can	work	on	your	business.	And	I	can	feel	that	I'm	losing	you	right	now.	And	that	
is	okay.	This	is	the	recipe	if	you	deviate	and	you	tell	me	it	didn't	work,	I	will	know.		

Once	you've	done	your	little	brain	purge	and	you're	no	longer	worried	about	anything	you	live	
in	that	stress	free	lifestyle,	whatever.	The	next	two	to	four	days	is	when	we	do	the	
development	work	that	you've	been	meaning	to	do.	That’s	when	you	actually	read	all	of	
the	Fascinate	You	assessment.	You're	like	Oh,	cool.	Yeah,	this	actually	is	me	and	this	could	
show	up	in	really	interesting	ways.	

	It's	when	you	do	the	self	development	and	you	do	all	of	the	things	right?	How	can	I	be	better	
at	sales?	How	am	I	better	at	marketing?	Let's	set	some	other	really	interesting	goals.	Let's	
work	through	my	trauma.	Let's	call	my	therapist,	like	whatever	it	is	that	you're	doing.	We're	
going	to	do	it	during	that	time.	It's	going	to	be	really	intentional	for	you	to	grow	and	you've	
carved	out	the	time	and	you've	turned	off	the	Wi	Fi	so	it's	not	like	you'd	be	in	QuickBooks	
anyway.	This	is	going	to	be	really	good	for	you	and	set	up	the	space.		

My	financial	advisor	right	now	is	doing	this.	And	he	came	up	with	this	idea	all	by	himself.	He	is	
going	on	a	trip	for	two	days,	which	is	a	little	short,	but	it's	fine.	And	the	work	that	he's	doing	
on	his	first	day,	he's	going	to	read	Elon	Musk	biography	and	he's	going	to	do	1,000	pull-ups.	
Don't	do	1,000	pull-ups.	Dear	God,	that	sounds	awful.		
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But	the	work	that	he	wanted	to	do,	he	wanted	to	feel	challenged.	And	so	that's	what	he's	
scheduled	for	himself	and	he's	going	to	get	it	done,	and	he's	going	to	love	it.	It's	going	to	be	
great.		

I	like	reading	the	books.	Listen	to	the	podcast.	I	go	with	the	group	very	often.	So	we've	got	
worksheets,	and	our	own	little	group	assignments	and	stuff	that	we	do	together.	It	doesn't	
matter	what	you	do,	as	long	as	it's	working	on	you	as	the	person.		

The	last	day	of	your	trip	is	when	we're	actually	going	to	do	what	we're	referring	to	as	
The	Brain	Dump.	This	is	a	very	simple	process.	For	the	last	three	to	six	months,	you've	been	
asking	yourself	a	question	every	day:	How	can	I	take	home	10	grand	a	month	without	selling	
my	soul?	Whatever	your	question	is.	
You're	going	to	take	your	notebook,	
and	all	of	the	pens	you	can	find.	You're	
going	to	go	outside,	unless	it's	raining.	
In	which	case	like	don't	get	wet…	or	
do.	You’re	the	CEO,	I	don’t	care	what	
you	do.		Go	out	outside.	Go	out	in	the	
sticks	with	your	notebook.	Open	it	up	
first	page.	Write	down	your	
question:	How	can	I	take	home	10	
grand	a	month?		

Immediately	below	that	you're	going	to	write	the	following	words	as	a	conversation	to	
yourself,	a	conversation	to	your	brain,	whatever	it	is:	“I	don't	know	the	answer	to	this	
question.”		

Immediately	after	that:	“If	I	did	know	the	answer,	it	would	be	something	like…”	Turn	the	page.	
Now	for	the	first	time	in	three	months	you	can	actually	scratch	the	itch.	What’s	the	answer	to	
your	question.		

The	rules	are	very	simple.	There's	no	law	and	order	in	that	notebook.	There's	no	structure.	
There's	no	bullet	points.	There's	pictures	and	there's	scribbling.	You	are	like	a	renaissance	
author	in	their	prime	out	there.	Just	stream	of	consciousness.	There's	no	punctuation.	You	
don't	have	time	for	punctuation.	You're	going	to	scribble.	No	one	needs	to	read	this.	You	
barely	need	to	read	it.	It's	coming	out	of	you.	You're	going	to	scribble	until	your	hand	falls	off	
and	you're	going	to	use	the	other	hand.	You	could	write	upwards	of	eight	hours	during	this	
day.		

I'll	go	with	groups	of	people.	Mine	typically	take	three	four	hours	when	I	do	this.	I've	got	
people	that	will	get	up	with	the	sun	and	come	back	when	the	sun	goes	down.	And	they	have	
been	crying,	and	they	have	been	laughing.	And	they've	had	these	huge	personal	revelations	
because	as	they're	answering	the	question:	How	can	I	take	home	10	grand	a	month	but	they	
realize	that	that	terrifies	them.	Not	because	like	they	know	they	can	do	it	but	they're	afraid,	
but	because	they	know	they	can	do	it,	and	that	it	will	probably	ruin	their	marriage.		

The	Event	–“The	Brain	Dump”	(last	day)	
• The	Question	–	write	down	the	question	you’ve	been	
asking	every	day	for	the	last	3-6	months	

• The	Prompt	–	turn	the	page	and	write:	I	don’t	know	
the	answer	to	this	question.	[next	line]	IF	I	did	know	
the	answer,	it	would	be	something	like…	

• The	Answers	–	begin	writing	in	a	stream	of	
consciousness	with	pictures	and	scribbling	for	up	to	8	
hours;	there’s	no	order,	no	punctuation	
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Or	they	have	done	it	before	and	they	got	burned	so	bad	and	they	never	really	want	to	go	and	
do	it	again.	Or	that	they're	so	excited	about	it	that	they	just	cannot	stop	pouring	into	this.	But	
it's	like	chasing	squirrels;	they’re	not	really	sure	what	to	do	next,	but	they've	got	so	much	
energy	about	this.		

If	there's	a	powerful	emotional	reaction	to	this,	you're	doing	it	right.	If	there's	not,	
you're	still	doing	it	right.	Because	at	the	end	of	the	day,	your	result	should	be	a	
notebook	full	of	your	brain	uninterrupted.		

I	don’t	know	about	you	guys,	but	I	spend	a	ton	of	time	driving	around,	standing	in	the	shower,	
making	my	lunch.	I’m	like	man,	I	really	have	this	neat	idea	right	now.	I	would	love	to	sit	with	
myself	and	flush	this	out,	but	I’ve	got	to	get	on	that	client	call	right	now.	I	really	got	to	go	get	
groceries.	I	really	got	to	do	my	laundry	because	I	don't	have	any	more	clothes	to	wear.	Like	
like	life	gets	in	the	way.		

And	what	you're	going	through	this	process	is	you're	giving	yourself	really	intentional	time	to	
answer	the	questions	that	matter	and	have	that	conversation	with	yourself,	and	what	will	
come	out	is	The	Plan.		

Some	highlights	to	The	Brain	Dump	process:	

Number	one	–	you’ve	got	to	have	the	space.	Make	very	
intentional	space.	You	cannot	do	this	in	your	house.	It’s	
physically	impossible.	If	you	want	to	do	big	thinking,	
you’ve	got	to	get	away	from	the	laundry	and	the	dishes.	
Like	it's	impossible.	Find	space	somewhere	else.		

Schedule	the	time.	The	more	the	better.	You	have	to	
make	time	for	this	very	intentional	time	where	clients	and	
team	members	can't	get	to	you.		

I	would	encourage	you	when	you're	making	time	like	this	to	have	some	sort	of	personal	
development	baked	into	the	process,	and	I	would	REALLY	encourage	you	to	give	yourself	
permission	to	do	this.		

It	is	the	silliest	thing.	I	promise	you:	Problem;	I	don't	have	the	answer.	If	I	did	it	would	be	
something	like…		We’re	in	Harry	Potter	right	now,	man.	It	is	wild	what	will	come	out	of	you	
when	you	begin	to	prompt	yourself,	like	that:	space,	time,	development,	permission	is	how	
you're	going	to	begin	to	get	some	of	these	breakthroughs.		

This	is	what	CEO	time	looks	like;	this	is	a	normal	brain	dump	process	for	me.	I	try	to	do	it	
every	three	to	six	months.	I	also	try	to	have	a	big	one	at	least	once	a	year.	I	spent	a	ton	of	
time	doing	this,	but	also	you	can	begin	to	schedule	this	up	
into	many	Brain	Dump	sessions.		

A	lot	of	coaches	will	tell	you	that	you	need	to	schedule	
visionary	time	on	your	calendar.	That's	what	this	is.	Some	of	
you	don’t	do	it	because	you	feel	like	you're	doing	it	wrong.	

The	Magic	-	Highlights	
• Space	–	get	out	of	the	house	to	
get	away	from	the	distraction	

• Time	–	make	this	intentional	
time;	the	more	the	better	

• Development	–	have	some	sort	
of	professional	development	

• Permission	–	give	yourself	
permission	to	do	this	

CEO	Time	
• Big	Brain	Dump		
• Normal	Brain	Dump		
• Mini	Brain	Dump		
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Some	of	you	don't	want	to	spend	three	hours	of	your	time	on	a	Wednesday	at	your	favorite	
park	because	you're	like,	what	am	I	doing?	I	don’t	know	what	I’m	thinking	about.	Visionary	
thoughts.	What	are	those?		

If	you	begin	to	do	the	normal	brain	dump	process.	If	you	make	the	time,	and	you	put	
yourself	through	the	motions,	you're	going	to	begin	to	build	that	muscle.	You're	going	to	
begin	to	build	that	CEO	skill	where	all	problems	are	now	possible	to	be	solved	by	you.	
Because	you’ve	built	that	time	and	attention	and	now	you	can	go	on	a	three	hour	drive,	or	a	30	
minute	shower,	or	whatever,	and	come	out	with	the	Grand	Master	Plan	and	blow	everybody's	
socks	off.	Because	you	built	the	time	and	you	built	the	skill.		

It's	always	wild	to	me	when	I	write	a	talk	like	this,	and	then	everyone	else	is	talking	about	sort	
of	the	same	thing.	Ben's	whole	thing	about	investing	in	skills.	I	didn't	know	that.	But	this	is	
absolutely	what	I'm	talking	about.	We	can	begin	to	build	these	skills	and	dedicate	time	like	
this	to	really	grow	and	improve	your	business.	Because	at	the	end	of	the	day,	what	you're	
going	to	get	out	of	this	is	the	plan	that	is	best	for	you.		

Is	what's	best	for	you	to	implement	Digits	right	now?	Is	it	running	Facebook	ads?	Is	it	working	
a	four	day	workweek;	only	working	30	hours	a	week?	Is	that	going	to	be	the	best	thing	for	
you?	Is	that	the	next	best	thing?	What	is	the	plan	that	works	best?	Your	brain	dump	is	going	to	
tell	you;	the	process	is	going	to	enlighten	you	on	that.		

It's	also	going	to	really	drive	home	for	you	all	the	
left,	right	and	sideways	that	goes	into	that	plant.	If	
you	push	for	10	grand	a	month,	what's	that	going	to	
do	in	your	home	life?	How	can	we	stop	it,	because	
that's	not	what	you	want.		

It's	also	going	to	tell	you	what's	going	to	happen	if	you	don't	do	that.	It's	going	to	give	you	a	
deep	desire	to	accomplish	this	plan.	It's	going	to	give	you	a	really	big	need	for	accountability	
and	progress	in	that	space.	If	you	make	the	plan	for	10	grand	a	month	take	home,	and	my	
family	doesn't	hate	me.	You	should	probably	tell	your	spouse	about	that.		

Get	people	on	your	team	and	you	can	show	them.	Here's	the	scribblings	for	eight	hours.	And	
then	because	I	know	you,	you	can	go	through	it	after	the	fact	and	turn	it	into	some	bullet	
points.	You	can	do	take	a	highlighter	in	there,	it'll	be	great.		

But	you're	going	to	create	your	own	plan,	your	own	vision;	you've	spent	time	with	your	
thoughts	and	now	you	can	go	be	an	absolute	machine	and	execute.	And	that's,	that's	where	the	
results	come	from.	But	you	got	to	give	yourself	that	time	and	intention.		

That's	all	that	I	have.	I've	got	15-17	minutes	of	Q&A	to	answer	any	and	all	questions	about	
goal	setting	and	the	Brain	Dump,	and	running	the	CEO	business,	and	all	that,	but	that's	it.	
That's	all	I	have	for	you.	I	hope	you	had	a	great	time.			

	

The	Results	
• Your	own	plan	for	success	
• A	deep	desire	to	accomplish	the	plan	
• A	need	for	accountability	&	progress		
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Q&A	

Attendee		I	have	two	questions.	The	first	is,	how	many	mushrooms	do	you	take	on	this	trip?	

		

Ben		As	many	as	you	want,	you’re	the	CEO.	

Attendee		And	second.	For	those	that	feel	like	they	can't	get	the	time	away,	say	maybe	this	is	
like	their	side	hustle.	Now	they're	just	starting	off.	They	have	kids	at	home.	Maybe	you	know	
they're	married	to	the	primary	breadwinner	and	this	is	something	that	they're	doing	on	the	
side.	How	can	they	do	a	trip	like	this?	But	maybe	DIY	or	at	home?	

	

Ben	Day		Yeah.	So	once	again,	you're	the	CEO.	You	can	do	whatever	you	want.	The	number	
one	thing	that	I	would	encourage	you	in	is	to	don't	do	it	at	home.	I'm	pretty	adamant	on	that.	
You	will	get	distracted	by	the	laundry,	and	the	dishes	and	the	bills	that	need	to	be	paid,	and	
opening	the	mail,	and	all	of	that	stuff.	So	I	really	would	not.	But	you're	in	side	hustle	mode.	
You	have	multiple	responsibilities.		

The	best	thing	you	can	do	in	the	space	is	find	a	buddy.	We	talk	a	lot	about	going	to	BMI	
groups	and	forming	your	own	little	mastermind,	which	Brandi,	who's	going	to	talk	about	
later.	We	find	other	people	that	are	living	in	the	same	spot.	You're	in	a	family	and	you've	got	a	
side	hustle.	The	best	thing	for	you	are	other	people	that	have	side	hustles	and	families,	and	
work	together	on	this.	

	When	we	do	these	and	groups	with	my	mentor	in	the	real	estate	space,		there's	like	15	of	us	
that'll	go	and	they'll	bring	their	kids,	and	then	they'll	just	trade	off.	Friday,	the	Smiths	are	
doing	their	Brain	Dump.	On	Saturday,	the	Jones	area	doing	their	brand	on.	Somebody	is	
always	watching	the	kids.	The	last	place	I	did	my	Brain	Dump	was	in	Branson,	Missouri.	That	
place	is	both	a	hoot	and	a	holler.	It	is	a	cartoon	town.		

If	it	is	important	enough,	you'll	make	it	work.	But	you	can	make	all	the	things	work	at	the	
same	time.	There's	no	reason	this	can't	be	a	family	trip.	A	little	personal	development,	
intimate	conversations	with	other	people	that	get	you	and	then	very	intentional	time	by	
yourself.	And	so		I	don't	know	how	this	works.	So	I'm	probably	not	the	most	qualified	person	
to	answer	this,	but	that's	how	I've	seen	it	handled	in	the	past.		

	

Attendee	So	I	was	wondering,	do	you	have	to	only	do	one	question	at	a	time	now	or	can	it	be	
several	questions	that	you're	reading	to	yourself	and	you	answer	all	those	on	your	Brain	
Dump?		
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Ben	Day	So	you're	going	to	find	this	is	an	excellent	question,	right?	You're	going	to	find	that	
one	question	is	going	to	open	up	about	87	different	answers	for	things	that	weren't	
your	question.		That	is	the	point.	If	you	do	that,	you're	doing	it	right.	And	so,	again,	a	ton	of	
questions.		

I	would	start	with	one	and	let	it	go,	because	the	truth	is	even	priming	yourself	like	this,	hey,	I	
really,	really	would	love	to	have	a	better	relationship	with	my	mom	and	make	ten	grand	and	
buy	a	dog	without	it	making	me	go	broke.	Right?	Whatever	it	is,	you	can	find	yourself	all	of	
those	things.	But	I	guarantee	you	the	answer	that	comes	out	of	that	is	going	to	answer	
those	and	much	more.	So	don't	be	afraid	of	that.	Try	to	keep	your	list	small,	but	if	you're	
worried	about	a	ton	of	things,	focus	on	one	or	two.	The	rest	are	going	to	come	out	in	the	wash	
like	it's	going	to	happen.	Thank	you.		

	

Attendee	All	right.	Thank	you	so	much	for	doing	this.	It	feels	like	something	that	I've	been	
craving	for	a	very	long	time.	So	my	question	to	you	is	because	knowing	that	craving,	you	said	
the	pre-work	is	3	to	6	months.	I'm	ready	to	go	next	weekend.	So,	like,	what's	the	magic	behind	
the	3	to	6	months?	Why?		

	

Ben	Day	So	you	can	answer	your	own	questions	all	the	time.	We're	stupid.		And	I'll	give	you	a	
story.	So,	20	years	ago,	my	dad	really	wanted	to	buy	Jeep.	He	really	wanted	to	buy	a	jeep.	And	
he	said	this	out	loud	at	one	point	at	dinnertime,	Man	my	next	car	is	going	to	be	a	jeep.	The	only	
car	he	saw	for	the	next	forever	were	Jeeps	driving	down	the	street.	Yeah,	we've	all	
experienced	something	like	this.	Yeah,	because	it	brings	fixated	on	it.	The	point	is	that	even	if	
you	have	the	answer,	an	answer	right	now,	it	may	not	be	the	best	answer.	By	asking	the	
question	and	giving	yourself	that	time,	you're	giving	your	brain	permission	to	actively	look	for	
and	soak	up	solutions	other	than	the	kneejerk	one	right	now.		

	

Attendee	Are	asking	yourself	multiple	questions	during	this	time	period?		

	

Ben	Day	So	I	ask	myself	one	question	every	day.	You	could	ask	yourself	multiple	questions	if	
you	have	multiple	things	that	you're	working	on.	But	if	I'm	like,	man,	how	can	I	bring	home	
ten	grand	a	month?	I'm	going	to	ask	myself	that	for	three	months.	Suddenly	all	I'm	going	to	see	
and	notice	are	other	entrepreneurs	that	are	doing	that,	right.	And	the	waiting	is	giving	your	
brain	time	to	subconsciously	grab	the	things,	but	you're	not	thinking	about	it.	You're	not	
developing	it.	You're	just		priming	yourself	to	collect	that	information.		

	

Attendee	That's	like	the	perfect	shower.		



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	135	

	

Ben	Day	I	don't	know	what	that	means.		

	

Attendee	It's	were	you	get	great,	creative	ideas	in	the	shower.	It's	like	that.	That	3	to	6	
months	is	a	perfect	shower.		

	

Ben	Day	Exactly.	Yeah.	You're	going	to	use	up	enough	time	to	really,	like,	decompress	and	
process	all	the	other	information.			

	

Attendee	Well,	everybody	is	asking	questions	that	had	to	do	with	my	question.	And		I	wanted	
to	clarify,	because	my	question	was,	if	you	have	a	question,	how	is	it	still	relevant	in	3	to	6	
months?	And	I	think	or	like	making	sure	you're	asking	a	question	that	doesn't	need	to	be	
solved	right	away.	I	think	for	your	last	answer,	it	was	kind	of	like	it	might	be	solved,	but	then	
you	still	kind	of	go	into	that	Brain	Dump	and	go	for	it.		

	

Ben	Day	So	like	a	question	you	could	ask	that	would	be	impractical	for	this	is	like	how	do	I	get	
my	clients	the	financial	statements	tomorrow.	That	would	be	a	bad	one	to	wait	3	to	6	months.	
Right.	How	can	I	eat	today?	Bad	time.	But	if	you're	asking	yourself	that	kind	of	question?	Back	
up,	and	let's	look	at	the	real	problem.	If	I'm	having	a	hard	time	delivering	my	clients	money	
statements	tomorrow,	this	probably	isn't	a	one	and	done	thing.	There's	probably	a	system	
and	a	process	or	a	crack	or	a	roadblock	or	a	speed	bump	or	a	gridlock	or	whatever	
that's	causing	this	to	happen.	So	an	excellent	question	in	that	space	wouldn't	be,	how	can	I	
deliver	this	tomorrow?	How	can	I	not	be	responsible	for	delivering	this	in	the	future?	The	
clients	will	still	get	what	they	need.	That's	a	horrible	way	to	ask	that	question.	There's	a	much	
more	condensed	and	refined	way	to	ask	that.	But	you	can	begin	to	think	big	like	that	while	still	
being	busy	in	the	process.	.		

	

Attendee	All	right.	You	talked	about	a	Mini-Brain	Dump,	a	Normal	Brain	Dump,	and	a	Big	
Brain	Dump.	My	question	is	like,	how	do	you	kind	of	like	correlate	or	like	how	are	they	
different?	How	often	do	you	do	each	one	of	them?		

	

Ben	Day	I	like	the	Normal	Brain	Dump	because	it's	exactly	what	I	just	talked	about.	It	is	semi-
frequently.	It's	not	all	the	time,	and	it's	basically	like	an	extended	weekend.	And	that's	a	great	
way	to	begin	to	build	the	muscle,	right?	I	would	not	go	straight	into	Mini-Brain	Dump	from	
there	because	this	is	a	muscle,	it	is	a	skill.		
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And	so	if	you	try	to	be	like,	oh,	like	every	Wednesday,	I'm	going	to	do	that,	like	make	the	time	
on	your	calendar,	make	the	visionary	time	on	your	calendar	to	really	think	about	building	
your	business.	But	it's	going	to	get	better	as	you	do	it	more	often,	and	more	intentionally.		

And	so	honestly,	for	me,	I	would	say	start	with	a	Normal	Brain	Dump	every	3	to	6	months	
if	you	can.	It's	an	extended	weekend,	basically.	From	there	I	would	go	and	find	big	events	
where,	you	know,	you're	already	going	to.	Be	there	for	an	extended	amount	of	time	and	extend	
the	time	even	further,	maybe	like	an	annual	Brain	Dump.	So	I'm	really	not	kidding,	BKX	2023	
is	from	Tuesday	to	Thursday,	right?	Assuming	next	year	is	Tuesday	through	Thursday.	Yes,	
Sunday	to	Saturday.	We've	got	a	couple	of	days	to	come	here,	have	fun,	do	the	purge,	
whatever,	three	days	of	development	and	personal	work.	And	then	you've	got	Friday	and	
Saturday	to	get	out	of	that	when	you're	done	and	a	whole	day	to	go	through	your	own	thought	
process.		

And	as	you	build	that	skill	now,	suddenly,	like	I	hopped	in	the	car	by	the	time	I	get	in	the	
car	and	I	know	I'm	about	to	think	about	things,	I'm	already	like,	I	need	to	basically	pull	
over	and	start	things	down	because	I've	got	the	skill	and	so	I	would	begin	to	plan	it	out	in	that	
way.	But	it's	really	just	the	time,	accessibility,	and	a	level	of	impact.	I	get	way	more	out	of	Big	
Brain	Dumps	than	I	do	the	mini	ones,	but	the	mini	ones	keep	me	sane.			

	

Attendee	You	totally	stole	my	question,	but	I	have	another	one.	So	you	talked	about	like	
sometimes	you	go	off	with	people,	is	there	like	a	better	or	worse,	or	I	know	I'm	the	CEO,	but	
whatever.	In	your	experience,	is	it	better	to	do	it	like	a	group	of	people	or	off	by	yourself	or	
and	if	you	are	with	a	group	of	people,	how	does	that	look	like?	

	

Ben	Day	Sure.	This	is	an	excellent	question.	The	answer	is	you're	the	CEO.	So	the	first	few	that	
I	did,	I	did	with	people.	I	am	not	an	extrovert.	And	so	it	was	very	easy	for	me	to	turn	off	the	
peopling	on	the	day	that	I	needed	to	do	the	Brain	Dump.	In	fact,	it	was	rather	hard	for	me	to	
turn	on	the	peopling	because	I	was	so	ready	to	answer	the	question	that	I	was	like,	I	have	to	
talk.	We're	going	to	do	a	workshop	together.	Are	there	crayons	involved?	I	was	very	not	about	
it.	It	was	very	good	for	me.	And	so	what	I	would	encourage	you	to	do	is	whatever	you	can	
fit	in,	first	of	all,	because	that	visionary	time	is	crucial	to	your	business.	But	if	you've	got	
peers,	groups	of	people	that	are	kind	of	struggling	with	the	same	thing,	you	can	make	it	an	
event.		

	

Attendee	But	that's	going	to	be	my	next	question.	Do	you	all	go	on	a	Brain	Dump	together?	
Like,	does	everybody	know	that	that's	what	you're	doing?		

	

Ben	Day	Yes.	When	we	went	to	Branson,	we	rented	two	big	old	cabins	and	we	spent	the	
better	part	of	two	days	all	in	the	living	room	together,	like	we	did	the	Disk	assessment	
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together.	We	did	peer	setting	and	some	goal	setting	and	all	this	stuff,	kind	of	workshopped	it	
as	a	group.	And	then	like,	how's	this	showing	up	in	your	business?	How	is	this	showing	up	in	
your	marriage?	Like	all	the	things,	it's	a	very	intimate	experience,	but	you	can	do	it	as	a	group	
and	everybody's	there	for	the	same	thing.	So	my	mentor	charges	for	it	and	then	they	basically	
get	to	go	for	free.	It's	a	whole	thing.	If	you	wanted	to	throw	events,	you	could	throw	this	event.	
I	don't	want	to	throw	events,	which	is	why	I'm	not	throwing	an	event	for	this	thing...	this	year.		
That's	how	we	would	be	going	to	get	that	done.		

	

Attendee	Are	there	books	or	resources	or	something	that	you	could	recommend	if	someone	
wanted	to	study	this	concept?		

	

Ben	Day	Uh,	no.	I'm	sure	that	there	are.	Being	very	intentional	with	your	time	is	not	a	new	
thing,	and	ask	yourself	questions,	and	giving	yourself	space	to	answer	them	is	not	a	new	thing.	
This	is	something	that	I	learned	from	a	mentor	and	then	through	my	own	personal	
experiences.	I	have	yet	to	discover	anyone	that	calls	it	a	Brain	Dump	other	than	me	and	my	
mentor.	And	I	have	yet	to	see	a	book	about	this	anywhere	at	all.	But	he's	been	doing	it	much	
longer	than	I	have.	And	we've	just	seen	the	results	from	all	these	folks.	And	so	this	truly	is	
magic.	I	wish	I	had	more	for	you	other	than	this	little	30	minute	talk.		

	

Attendee	No	Wi-Fi	sounds	fantastic.	That	gives	me,	like,	drop	dead	anxiety.	I	won't	be	able	to	
sleep	at	night,	so	I	know	that	I	need	to	do	these	things,	and	I	know	that	everything's	going	to	
be	fine.	My	team	is	capable.	What	kind	of	things	could	someone	like	me	do	to	help	really	grasp	
this	concept	and	not	stay	awake	all	night	worrying	about	all	the	things	that	could	happen?	
Because	I	don't	have	Wi-Fi?		

	

Ben	Day	This	is	a	really	excellent	question.	So	in	February,	me	and	a	couple	of	the	
bookkeepers	in	the	room	went	to	Key	West,	and	we're	all	trading	emails	that	like	the	itinerary	
and	all	that	stuff,	and	we	had	a	fun	time	and	did	some	development.	But	also	like	when	sky	
diving,	it	was	excellent.	And	when	I	showed	up,	like	a	half	of	them	looked	at	me	and	they're	
like,	Ben,	you're	out	of	office	email	is	spectacular,	and	they've	now	begun	to	emulate	that	
thing.	So	I'll	tell	you	what	my	out	of	office	email	was:		

Subject:	Laser	tag	on	Mars		

Hello	clients.	Thank	you	so	much	for	sending	me	an	email.	However,	my	team	and	I	are	all	
playing	laser	tag	on	Mars.	It's	an	incredibly	competitive	championship	match.	We	are	the	only	
people	playing,	so	I	think	our	chances	are	pretty	good.	If	you	need	me,	you	don't.	I've	got	a	whole	
team	that	you	can	email.	Please	email	them	at	support	at	Lion's	Share	Bookkeeping.	Please	get	in	
your	portal	if	you	are	on	fire.	I	could	still	be	checking	this,	but	there's	a	very	slim	chance	that	
you're	actually	on	fire	with	something	that	only	I	can	do.	I'll	get	back	to	you	as	soon	as	I	can.		
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Thank	you	so	much,	Ben	Day.		

Every	time	I	go	on	vacation,	it	changes	a	little	bit.	But	that's	the	idea,	right?	I	hate	boring,	out-
of-office	emails.	I	always	like	to	make	it	a	little	bit	stupid,	and	but	actually	we're	doing	some	
team	training	and	so	I'm	not	going	to	be	around.	Here	are	your	options.	I	had		clients	that	were	
actually	on	fire	that	weekend	and	when	they	called	me,	they're	like,	Dude,	I'm	so	sorry.	I'm	
interrupting	your	Mars	tournament	right	now.	It's	really	it	makes	it	so	much	easier	and	
accessible	for	everybody,	making	it	a	little	bit	fun.	So	that's	that	would	be	my	tip	to	you	is	craft	
the	perfect	out-of-office	email.		

	

Attendee	Okay,	really	quick.	You	mentioned	your	mentor.	Can	you	share	who	your	mentor's	
name?		

	

Ben	Day	Yes.	So	my	mentors	in	real	estate	are	Ron	and	Angelina	Harris.	Ron	is	a	nobody.	
Angelina	Harris	is	the	president	of	the	Oklahoma	City	Metro	Association	of	Realtors.	They	also	
co-own	Spearhead	Realty	Rents.	They	Mastermind	a	coaching	program.	They've	been	doing	
real	estate	investing	for	over	20	years.		

So	when	I	was	getting	started	in	the	bookkeeping	business,	I	wanted	to	do	microbreweries	as	
my	niche.	I	burned	out	on	that	and	went	to	a	coffee	meet	up	where	Ron	was	and	Ron	said,	
Dude,	you	could	save	my	marriage	if	you	would	do	bookkeeping	for	real	estate	because	Ron	
likes	to	start	businesses	and	then	Angelina	runs	them.	And	so	he	was	like,	Please	do	this	so	my	
wife	doesn't	kill	me.		

And	I've	been	basically	third	wheeling	in	their	business,	helping	their	students	do	all	the	
things.	That's	why	I	learned	everything	I	know	about	real	estate.	I've	signed	more	than	a	
couple	of	clients.	And	so	that's	how	I	got	all	my	marketing	done	in	the	beginning.	Zero	to	do	
with	bookkeeping,	everything	to	do	with	the	entrepreneurial	skills.		

	

Attendee	I	got	to	ask	of	you.	So	there's	no	book,	there's	no	movie,	there's	no	place,	there's	no	
website.	Can	you	give	us	a	little	more	in	an	email	as	a	follow	up	or	something?	Because	your	
slides	were	great,	but	they	were	pretty	short.	Yes.	And	I	don't	know	when	we're	going	to	get	
the	notes.	And	I	didn't	write	it	all	down	because	you	were	saying	good	stuff.	So	I	wrote	down	a	
few	things,	but	it's	not	going	to	be	there	in	three	days	when	we	go	home.	So	I	want	more	from	
you	so	that	I	can	do	this	without	you,	or	maybe	with	you	a	little	bit.		

	

Ben	Robinson	We	can	talk	about	that	tomorrow.		
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Ben	Day	Yeah,	absolutely.	Yeah.	So	about	a	way	to	do	that.		

	

Attendee	Yeah,	I	want	to	do	it,	I	want	to	be	successful.	And	you're	talking	about	some	pretty	
raw	emotional	stuff	going	on	here.	So	I	want	to	do	it	right.	This	could	be	a	bad	experience,	and	
I	want	it	to	be	a	good	experience,	so	not	a	waste	of	time,	you	know.		

	

Ben	Day	Sure.	Yeah.	We'll	talk	about	it	for	sure	tomorrow.	I	will.	Just	because	you	hit	on	
something	really	kind	of	special.	If	you	have	a	really	bad	time	doing	this,	that's	probably	
indicative	of	something	else.	And	you	should	lean	into	that.	If	you're	scared	of	this	process	
because	of	what's	going	to	come	out,	you	should	do	that	anyway.	In	fact,	you	should	probably	
move	up	your	timetable	on	that,	right?	Because	you're	like,	oh,	I	can't.	I	don't	want	to.	I	don't	
want	to	feel	my	own	feelings.	Oh,	bad.	Red	flag.	

	

Click	Here	to	Return	to	Index	
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1.6	Sponsor	Panel	
June	14,	2022	

Moderated	by	Ben	Robinson	

	

Sponsors,	representatives	and	a	brief	summary	of	what	they	do:	
	
Xero		
https://www.xero.com/us/		
	
Stephanie	Borsome:	We	are	a	cloud-based	accounting	software	that	helps	connect	clients	
and	small	businesses	with	their	advisors.	What	our	software	does	is	we	provide	tools	to	help	
streamline	and	automate	a	lot	of	your	workflows,	and	your	day-to-day	processes,	including	
invoicing,	billing,	setting	up	bank	feeds	for	reconciliation,	and	really	robust	customized	
reporting	needs.	So	our	goal	at	Xero	is	to	help	you	grow	your	firm,	and	work	more	efficiently.		
	
	
Melio	
https://meliopayments.com/		
	
Bret	Harrison:	We	are	a	payment	solution	for	all	the	businesses	that	support	your,	such	as	
vendors,	suppliers,	and	contractors.	Really	what	we	do	is	we	provide	a	little	bit	of	clarity	in	the	
chaos	of	cash	flow	management.	One	of	our	Creed's	is	keeping	small	business	in	business	
	
	
Digits	
https://digits.com/	
	
Rob	Hamilton:	If	you're	familiar	with	someone	like	Adobe,	that	builds	tons	of	tools	that	help	
supercharge	the	abilities	of	creatives;	we	want	to	do	the	same	thing	for	accountants	and	
bookkeepers	and	finance	managers.	We've	been	building	the	technology	over	the	last	four	
years	with	our	living	model	to	move	super	quickly	based	on	your	feedback	that	we're	getting	
at	the	booths,	and	through	our	community	site.	This	allows	us	to	then	move	super	quickly	to	
what	is	the	next	new	tool	we're	going	to	be	building	that	will	complement	even	further	the	
tools	that	we've	already	brought	in,	or	have	in	our	labs.	
	
	
Corpay	One	
https://www.corpayone.com/		
	
Kat	Sloan:	We’re	an	all-in-one	spend	management	solution	really	looking	to	automate	and	
streamline	the	whole	AP	process.	One	of	our	creeds	is	keeping	small	business	in	business.	So	
everything	from	OCR	scanning,	receiving	capture,	paying	bills,	and	expense	reimbursements.	
We're	trying	to	be	that	all-in-one	solution	at	a	really	cost	effective	manner.		
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ZenBill	
https://www.zenbill.com/	
	
Elie	Toubiana,	CEO:	We	are	an	account	payable	automation	tool,	and	we	use	machine	
learning	to	help	you	automate	your	practice	and	to	take	away	all	the	manual	processes	that	
comes	with	encoding	invoices	and	accounts	payables.	
	

	

Ben	Robinson	then	did	a	Q&A	by	asking	a	question	and	having	each	
sponsor	representative	give	their	response:	

Ben	Some	people	like	the	functionality	of	one	platform	over	the	other.	Right.	And	it's	good	for	
us	to	have	options	to	provide	to	our	clients	because	something	that	one	does	very	well,	the	
other	one	might	not	meet	those	needs	and	vice	versa.	And	it's	really	good	to	see,	you	know,	
collaboration	within	here.	Them	talking	about	how	they	can	make	it	better.	And	I	do	have	a	
couple	of	questions	for	them.	And	if	you	have	questions	for	them	or	if	you	have	ideas,	I	would	
love	to	hear	them.	You'll	come	to	the	mike	in	just	a	minute.	But	I	have	a	question	for	each	and	
every	one	of,	you	know,	like	for	you	to	think	about	this.		

What	do	you	see	as	the	biggest	pain	point	for	bookkeeping	professionals	and	
accountants	that	you're	trying	to	solve	that	maybe	you	haven't	right	now?	I	should	have	
told	you	about	this	before.	Is	there	a	challenge	that	you're	trying	to	work	on	that	you	can	
divulge	to	us	that	accountants	and	bookkeeping	professionals	like	us	face	right	now	that	
you're	thinking	about	how	you	do	that,	because	I	want	to	see	if	there's	alignment	in	here.	But	
they	can	we	turn	off	the	cameras...	I'm	just	kidding.		

	

Rob	-	Digits	I	think	on	the	Digits	side,	you	again,	you	heard	a	little	bit	about	it	earlier	today,	
but	I	think	one	of	the	biggest	things	that	bookkeepers	and	accountants	are	fighting	is	just	
having	enough	time	to	be	able	to	do	the	work	and	complete	the	work	that	you	need	to	be	able	
to	do.	So	many	of	the	folks	in	this	room	and	a	lot	of	the	conversation	we've	been	having	at	the	
booth	is	like,	I	want	to	provide	next	level,	higher	level	services	to	my	client	base.	I	want	to	do	
more	advisory,	I	want	to	do	these	things.	But	you	get	sucked	all	the	way	back	into	the	minutia	
so	easily	of	trying	to	get	things	accurately	and	timely	coded	into	the	ledger	that	there's	so	
many	of	these	pieces	that	dive	into	it.	I	think	as	Digits	looks	at	approaching	the	future	of	this	
world	is	how	do	we	really	optimize	for	time	savings	to	unlock	the	entire	room,	to	be	able	to	
then	spend	more	time	on	the	things	that	you	actually	want	to	be	doing,	and	then	subsequently	
providing	that	access	value	of	advisory	services	and	other	things	that	you	want	to	be	doing	
today	and	likely	are	providing	some	of	that.	But	how	do	we	unlock	your	ability	to	do	much,	
much	more	of	that	through	automation	and	other	means?	And	I	think	all	of	us	on	the	stage	
probably	are	doing	things	along	those	lines	of	how	do	we	help	in	automation?	So	it's	exciting	
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to	look	at	what	the	future	of	all	this	could	be	and	all	the	businesses	are	going	to	benefit	from	
that.		

	

Ben	Absolutely.	Can	anybody	else	resonate	with	me	getting	sucked	back	into	all	the	minutia	,	
like	let's	give	a	big	loss	for	that?	Right.	So	you	talk	about	knowing	your	audience.	That's	
definitely	one	of	the	things	and	again,	just	seeing	the	power	and	the	things	that	are	coming	out	
is	just	it's	just	mind	boggling.	All	right.	Anyone	else	have	something?		

	

Kat	-	Corpay	One	Yeah.	I	mean,	like	having	conversations	with	y'all,	you	know,	it's	been	really	
eye	opening	to	hear	from	your	perspective	what	some	of	those	pain	points	are,	right?	Like	
chasing	clients	around	for	approvals	and,	you	know,	writing	out	checks,	trying	to	gather	
everyone	into	one	room.	And	everything's	just	really	manual	with	with	bill	pain.	But	it	doesn't	
have	to	be	so.	One	of	my	favorite	things	about	corporate	one	and	probably	the	main	reason	I	
started	working	for	this	company	was	like	the	product	team	was	so	open	to	feedback.	And	I	
feel	like	with	bookkeeping	firms	and	accounting	firms	like	you	guys	are	power	users,	right?	So	
if	you're	going	to	use	a	technology,	you're	not	just	going	to	use	it	on	one	account.	It's	going	to	
be	multiple	tools	and	you	know,	something's	not	working	properly.	You	know,	give	us	the	
feedback.	We'll	fix	it	and	something's	missing	that's	not	helping	you	to	fix	those	problems,	like	
manual	scanning	and	coding.	And	then	we	want	to	know	about	it.	And	this	last	year,	we've	
literally	built	our	product	roadmap	from	the	feedback	from	you	guys.	So,	um,	yeah,	I	just	say	
like,	you	know,	keep	the	feedback	coming	and	I	know	that	your	opinion,	know	that	your	
feedback	is	so	valuable,	especially	to	the	technologies	product	team.	Yeah.		

	

Ben	Oh,	Brett.		

	

Bret	-	Melio	Sure,	sure.	That's,	that's	amazing.	You	know,	what	I	love	about	tech	companies	is,	
and	this	is	just	what	I	do.	I	mean,	it's	community.	It's	so	important	to	connect	product	teams	
with	community.	I	love	what	you're	saying.	It's	so	important.	And	and	this	is	what	I	love	about	
about	and	what	you	all	are	saying	the	feedback	that	that	we're	getting.	It	really	does	become	
the	roadmap.	And	you	really	have	an	opportunity	to	be	a	part	of	this	ship	and	steer	it	and	
build	it	and	build	something	incredible.	And	that	is	really	what	I	spend	a	lot	of	time	with,	is	
bringing	the	product	to	the	community.	We	just	launched	from	the	professionals	community.	
So	there's	so	much	is	happening.	And	I	it's	important	to	bring	product	teams	and	let	them	hear	
you	and	you	talk	to	them	and	solve	that	problem.	And	it	is	about	the	manual	check.	Do	you	
have	to	do	that	you	don't,	you	know,	and	it's	so	great	too.	And	there's	a	lot	of	features	that	
we're	working	on	and	I'm	sure	we	all	are	and	will	release	in	due	time.	If	you	twist	my	arms	a	
little	bit	round	on	my	screen,	something,	wow,	big	things	are	going	well	all	in	due	time.	But	
that's	that's	it.	And	I	love	that	spirit.	I	love	the	community	here.	It's	just	incredible.		
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Ben	Incredible.	Thank	you.	Oh,	you're	welcome.	It	was	really	cool	the	other	night.	We	were	at	
dinner	and	I	won't	mention	her	name	and	you're	like,	you're	with	me.	But	they're	saying,	hey,	
we	should	do	this,	you	know?	And	getting	that	instant	feedback.	And	Stephanie,	you.		

	

Stephanie	-	Xero	I	think	everybody	really	touched	on	some	great	points.	I	think,	you	know,	a	
primary	focus	for	us	at	Xero	is	to	help	save	you	guys	time	and	money,	as	Rob	mentioned.	And	
with	that	in	mind,	you	know,	we	want	to	build	a	collaborative	platform	where	we're	
reinvesting	back	into	our	partner	base.	And	we	want	to	make	sure	that	you	guys	feel	
connected	to	a	network	that	you	can	learn	and	grow	from	and	bounce	ideas	off	of	each	other.	
So	that's	something	that,	you	know,	I	think	as	accounting	partner	vendor,	we	really	want	to	
make	sure	that	our	partners	feel	like	we've	invested	in	as	well.		

	

Ben	Anybody	else.		

	

Elie	-	ZenBill	Maybe	just	a	spoiler,	but	a	good	idea	to	take	a	poll	because	you	just	mentioned	
what	feature	we're	thinking	of	building	and	we'd	love	to	get	feedback	on	it.		

	

Ben	Yeah.		

	

Elie	-	ZenBill	What	are	you	working	on	and	it's	harder	than	it	sounds,	is	having	instant	bank	
transfers.	Just	a	show	of	hands,		who	would	pay	extra	to	get	like	a	payment	instantly	for	their	
clients.		

	

Ben	So	that	would	basically	be	I	ask	for	payment	now	and	I	get	it	now.		

	

Elie	-	ZenBill	So	you	send	a	payment	or	you	get	there	instantly	or	you	collect	the	payment	
instantly.		

	

Ben	Okay.		
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Elie	-	ZenBill	So	again	quick.	Just	to	be	clear,	because	that's	something	that	is	kind	of	almost	
impossible	to	do	for	free.	Okay,	I	see	some	hands	going	down.	Fair	enough.	No,	that's	good.	
Okay,	so	20%.		

	

Ben	Anybody	else	have	great	they	want	to	explore?	Don't	worry,	this	crowd	will	tell,	no	that	
sucks,	dude.	Or,	yeah,	you're	doing	an	awesome	job	right	there.	So	we	do	have	questions.	
Please	come	up	to	the	microphone	and	ask.			

	

Attendee	Question	This	one's	for	Rob.	I	love	the	report	feature	and	visit.	So	I'm	wondering	is	
does	that	include	budgeting	and	forecasting?		

	

Rob	-	Digits	So	budgeting	and	forecasting	is	something	we've	heard	a	ton	about.	As	of	right	
this	minute,	it's	not	something	that	is	directly	included	in	the	reporting.	But	one	of	the	things	
we	do	allow	you	to	do	is	upload	attachments	to	the	same	reporting	package.	So	you	can	still	
use	digital	reports	to	deliver	the	reporting	packages,	provide	your	clients	with	a	consolidated	
and	singular	place	for	them	to	find	everything	that	you've	sent	them.	And	you	can	include	the	
budget,	the	forecast	reports,	just	as	a	part	of	the	normal	reporting	package	that	you'd	be	
providing.	But	beyond	that,	I	do	think	and	I	want	to	say	he's	in	this	room,	requested	on	our	
community	site	that	we	do	budget	in	forecasting.	And	so,	Tyler	Otto	I	think.	But	so	please	head	
to	the	community	site	like	upvote	that	give	us	the	details	around	like	what	you'd	be	looking	
for	and	what	you	want	to	see	how	best	we	can	implement	that.	And	absolutely,	once	we	get	to	
that	point	of	building	that	and	we'll	want	to	collaborate	and	work	together	on	making	sure	it's	
perfect	for	you.		

	

Ben	My	daughter,	my	youngest	daughter,	Elizabeth,	I'll	put	you	on	the	spot	here.	This	is	
Elizabeth.	What's	your	question,	Elizabeth?		

	

Elizabeth	Okay.	Well,	Wendy	virtually	is	asking:	Does	Digits	work	with	Xero		or	just	
QuickBooks	Online.		

	

Rob	-	Digits	As	of	right	now,	we	just	work	with	QuickBooks	Online.	But	with	that	in	mind,	
Xero	is	one	of	the	top	requested	things	that	we've	heard.	And	so,	I	mean,	I'll	take	that	as	a	vote	
of	confidence	for	wanting	to	do	integrations	was	Xero.	And	it	is	one	of	the	things	that	we	are	
actively	scoping	right	now.	And	so	as	those	things	move	forward	and	we	think	about	what	that	
looks	like,	we'll	certainly	integrate	folks	in	the	community	who	are	interested	in	that	
integration.		
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Ben	All	right.	Anyone	else	have	questions	about	your	time	to	ask,	to	give	your	feedback	or	
anything?		

	

Attendee	Question	I	know	that	Xero	is	recognized	by	a	lot	of	guys	here,	and	I	wanted	to	find	
out	how	it's	different	from	QuickBooks	Online	because	that's	primarily	what	we	train	on.	So	
yeah,	I'm	just	curious	about	how	it	differs	from	other	software.		

	

Stephanie	-	Xero	Yeah,	that's	a	great	question.	A	lot	of	people	have	asked	me	that	today,	so	
I'm	glad	you	brought	it	up.	As	far	as	software	goes,	Xero	is	a	shared	ledger	platform,	so	it's	
going	to	perform	a	lot	of	the	same	functions	as	your	QuickBooks	Online	software.	Like	I	
mentioned	before,	invoicing,	billing,	reconciliation.	We	have	really	robust	reporting	
functionality.	I	would	say	one	of	the	best	parts	about	Xero	and	what	really	sets	us	apart	is	we	
have	a	communities	of	purpose	approach	and	we	really	want	to	create	a	community	network	
that	you	can	work	with.	And	all	of	our	partners,	regardless	of	the	firm	size	of	your	small	firm.	
If	you're	a	large	firm,	you're	going	to	be	assigned	a	dedicated	team	that	you	work	with,	not	
Xero,	with	an	account	manager	and	a	partner	consultant	for	more	technical	conversations	and	
one	hour	and	I'm	an	account	manager	for	East	Coast.	But	what	our	role	is,	is	we	consult	our	
partners	on	everything	from	workflows	and	onboarding	your	new	clients	to	what	your	growth	
goals	are	and	how	we	can	help	you	market	your	firm	and	set	up,	you	know,	tech	stocks.	So	it's	
a	lot	more	of	a	hands	on	approach.	We	are	much	more	of	a	strategic	partner	than	just	a	
technology	vendor.	Great.		

	

Ben	Wait,	are	you	saying	that	if	I	have	a	problem,	I	can	actually	pick	up	the	phone	and	dial	a	
directt	number	and	talk	to	a	person.		I	mean,	you	know,	when	it	comes	down	to	airlines,	that's	
not	going	to	happen.	So	that's	right	there.	And	that's	one	of	the	things	that	I	love	about,	you	
know,	the	brand	silver	and	gold.	And	so	and	that	was	kind	of	funny,	gamified	everything.	I'll	be	
silver	and	bring	everybody	else	on.	So	that	was	a	genius	thing	to	do	right	there.	All	right.	Great.		

	

Attendee	Question	So	this	is	a	general	question	for	all	you	but	with	all	of	these	new	apps	that	
come	out	there's	a	lot	of	a	learning	curve	to	learn	the	apps	and	the	functionality	of	the	
platform.	That's	something	that	I	can	do	with	my	own	business.	But	the	hardest	obstacle	is	
actually	getting	my	clients	involved	with	your	apps	and	getting	them	to	use	it	in	a	strong	way	
that's	the	creates	habits	and	then	to	bring	up	with	it.	So	what	are	you	doing	for	businesses	like	
ours	where	we're	not	the	only	ones	that	will	try	your	apps,	but	it	also	needs	to	be	something	
that	our	clients	need	to	interact	with.		
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Stephanie	-	Xero	Yeah,	I'll	go	ahead	and	start	it.	It's	kind	of	just	adding	on	to	my	last	answer	
is	we	have	a	ton	of	resources	available	at	Xero,	but	we	have	an	app	gallery	of,	you	know,	of	
3,000	current	apps	that	we	integrate	with	and	we're	constantly	adding	to	that.	But	really	lean	
on	your	account	manager	and	your	direct	team	because	we're	happy	to	jump	in	on	those	calls	
with	your	clients.	You	know,	whatever	your	comfort	level,	however	involved	you	want	us	to	
be,	we're	there	to	support	you	and	make	sure	that	you	feel	empowered	to	actually	have	those	
conversations	with	the	client.		

	

Bret	-	Melio	Look,	that's	a	fantastic	question.	And	I	received	that	sort	of	exact	question	a	lot	
from	a	lot	of	our	community	professionals.	And	one	of	the	things	that	I	know	that	we're	doing	
is	we	want	to	create	these	resources	that	actually	in	the	pipeline	right	now.	So	you	can	when	
you	onboard	your	client,	you	can	pass	them	to	an	onboarding	process	where	we	can	show	
them	how	it	is	from	their	point	of	view	and	how	to	interact	with	your	bookkeeper	within	the	
platform.	All	of	those	things.	And	more	importantly,	bringing	the	features	live.	When	we're	
about	to	launch	tonight.	We've	got	an	event	at	the	end	of	the	month	and	we	want	to	show	you	
what	we've	been	cooking.	So	excited,	so	you	can	be	ahead	of	the	curve	before	it	happens	on	
the	platform.	And	when	it	happens	on	the	platform	you	already	heard	about,	it's	all	about	it.	
And	there's	documentation	and	that's	really	hard	when	you	move	fast.	So	that's	an	
outstanding	question.	So	thank	you,	I	hope	I	answered.		

	

Rob	-	Digits	Echoing	that	I	think	it's	also	it's	not	only	a	it's	a	great	question	because	I	think	it's	
something	that	everyone	in	this	room	probably	struggles	with	on	a	regular	basis,	bringing	
different	tools	to	folks	in	how	to	engage	them	in	the	right	way.	And	from	Digits	side,	and	I	
think	this	is	something	we	talked	about	quite	a	bit	earlier	today,	but	we	take	a	very	design	
centric	approach,	like	consumer	type	of	approach	on	how	we	want	to	make	these	things	a	lot	
easier	to	understand	from	the	business	owners	perspective.	Our	initial	kind	of	founding	story	
was	from	our	founders	receiving	their	reports	and	saying,	I'm	not	100%	sure	what	I'm	looking	
at.	How	do	we	approach	that	in	a	way	that	gives	you	the	ability	to	tell	the	right	story	to	your	
client,	to	then	have	them	come	in	and	it	feels	familiar	and	feels	like	something	that	you've	
already	told	them.	But	now	there's	a	more	elegant	medium	to	consume	it,	and	it's	constrained	
in	how	they're	looking	at	it.	From	a	support	perspective.	Like	on	our	end,	we	are	just	as	happy	
to	work	with	your	clients	as	business	owners	to	help	them	understand	how	to	use	digits	as	
much	as	we	want	to	work	with	everyone	in	this	room	to	build	the	right	tools,	to	empower	you	
to	tell	those	stories	and	keep	your	books	in	line.	And	so	I	think	it's	very	similar	to	other	folks	
on	the	panel.	We	want	to	be	a	support	system	and	build	that	support	system	in	from	the	
beginning,	from	build	all	the	way	through	to	downstream.	If	you	have	questions	or	your	
clients	have	questions,	we're	certainly	here	to	support	and	chat	with	them	about	it.		

	

Kat	-	Corpay	One	Good	question.	So	I'm	actually	an	adviser	manager	at	Corpay	One.	So	my	
role	is	actually	exactly	that.	I	help	with	onboarding,	training	basically	become	your	lead	point	
of	contact	and	not	just	for	your	firm	and	the	staff	at	your	firm,	but	also	for	your	clients.	So	
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providing	the	onboarding,	you	know,	do	a	demo,	understand	what	your	unique	needs	are,	and	
that	comes	kind	of	with	initial	discovery.	How	involved	is	the	client	going	to	be?	Do	we	need	to	
have	on	an	onboarding	call	with	them?	Does	their	team	also	need	a	training	call?	So	we	just	
figure	it	out	together	and	really	have	a	dynamic	relationship	that	runs	forever.	And	I	also	have	
a	customer	support	team	that	helps	to	support	me	if	I'm	ever	in	a	meeting,	and	you've	got	a	
technical	issue	or	you	need	to	avoid	a	payment,	you	know,	they're	there	nine	and	9	p.m.	
Eastern	Time.	So	really	good	coverage,	always	available.	But	we	really	try	to	provide	like	love	
service	to	every	single	person.	Doesn't	matter	if	you've	got	one	client,	no	clients,	100	clients,	
everyone	gets	the	same	level	of	support.	And	so	we	take	that	quite	seriously.	And	I	think	
every,	every	tech	text	should	like	there's	always	going	to	be	a	learning	curve,	you	know,	does	
it	matter	if	you're	the	most	tech	savvy	person	or	not?	And	it	really	helps	to	have	that	be	a	
point	of	contact.		

	

Elie	-	ZenBill	No,	and	not	much	to	add	here.	The	one	thing	I	would	say	that	you	might	find	
useful	is	as	you're	thinking	through	the	stack	to	the		obligation	you	want	to	use	for	your	
practice,	you	really	need	to	figure	out	what	is	going	to	be	client	facing	and	what's	going	to	be	
facing	for	me.	And	my	recommendation	is	to	use	tools	that	can	work	in	both	scenarios.	So	I	can	
tell	you	that	we	put	a	ton	of	effort	so	that	your	clients	can	be	super	tech	savvy	and	you	can	do	
a	lot	of	their	accounts	payable	themselves	and	a	lot	of	that	conversation	about	themselves.	But	
if	they	are	really	not	tech	savvy	and	are	very	just	operating	the	system,	their	whole	business	
on	their	phone	like	they	still	can	operate	like	you	just	need	to	press	one	button	to	accept	the	
payment	so	you	have	the	option.	And	I	would	definitely	recommend	every	time	you	pick	a	
software,	if	it	is	something	that	you're	planning	to	show	to	one	of	your	customers,	to	one	of	
your	client,	you	need	to	make	sure	it's	very	clean	because	like	all	of	us	have	basic	
understanding	of,	like,	finances,	right?	And	like,	I'm	in	a	room	with,	like,	finance	professionals,	
I	can	tell	you,	like	we	do	our	AP	automation.	If	you	go	to	your	client	and	tell	them	I	have	a	
great		AP	automation	tools,	they	are	going	to	be	like,	What	are	you	talking	about?	I	don't	know	
what		AP	is.	Maybe	I	barely	know	what	it	is.	So	we	need	to	figure	out	if	something	is	a	tool	
that's	talking	your	language,	like	a	finance	professional,	make	sure	that	you're	the	main	user	
of	it	and	you	don't	co-mingle	those	two	type	of	tools.		

	

Ben	And	then	I'd	like	to	make	an	observation	here.	Would	you	like	to	see	the	hair	on	the	back	
of	all	their	neck,	stand	up,	even	Bret's.	When	I	mention	a	word	to	them	and	they're	going	to	
scream,	it	is	in	the	word	is	'churn.'	Okay.	They	don't	like	churn	and	churn	is	if	people	leaving	
their	platform	and	people	leave	your	platform	if	you	don't	adopt	the	technology.	So	how	many	
of	you	remember	Lotus	1-2-3.	To	date	myself	here.	Yeah.	Lotus	1-2-3	was	the	first	kind	of	
spreadsheet	right	before	Microsoft	Excel	came	along.	Lotus	1-2-3,	if	you	tried	to	go	back	and	
learn	that	today,	youngins	You	would	be	like,	what	prehistoric	dinosaur	had	to	work	on	this	
thing	because	it's	so	friggin	hard	you	need	a	degree	from	M.I.T.	And	to	look	at	where	that	is	
and	where	when	you	go	fire	Excel	today	or	not	even	excel	Google	spreadsheets,	right?	It's	so	
much	easier.	So	I	think	what	the	technology	industry	has	realized	is	that,	hey,	we're	going	to	
lose	money	if	we	don't	make	this	simple.	And	what	you	do	have	to	do,	though,	is	to	make	sure	
that	we're	relieving	a	pain	point	for	our	clients	because	to	get	buy	in	from	them	on	something	
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like	this,	they	have	to	be	in	a	painful	state	or	you	have	to	deliver	a	really	wow	gain.	And	if	you	
can	show	them	that	you're	going	to	do	that,	or	better	yet,	if	you	can	just	do	it	for	them,	they	
really	don't	care	what	app	that	you're	using.	Like	you	think	anybody	is	going	to	go,	Hey,	how	
did	you	present	these	beautiful	reports	to	me	or	you	guys?	It's	a	great	company	called	Digits	
say,	you	know,	I'm	just	that	bad	ass	right	now.		No,	but	that's	what	they're	wanting.	They	want	
that	pain	relief.	So	when	you're	thinking	about	something	like	that,	could	you	do	it	for	them	or	
they	don't	even	know	thing?	And	then	if	they	do	know,	can	you	really	attach	to	that	pain	point	
and	show	how,	hey,	give	me	30	minutes	with	this	and	I'll	relieve	this	pain	point.	Then	you're	
most	likely	to	get	in	buy	in.	That	over	delivering	a	gain.		

	

Elie	-	ZenBill	Just	to	I'd	like	one	point	that.	I	totally	agree	with	what	you're	saying.	And	also	
like	one	type	of	mentality	that	I	find	like	really	helpful	is	I	feel	like	onboarding	new	clients,	
trying	to	figure	out	how	much	additional	effort	you	folks	need	to	have	to	go	from	like	2	to	4	
clients,	and	then	to	8,	and	make	sure	that	that	curve	is	not	linear,	that	things	are	getting	easier	
over	of	time	because	what	you	want	is	you	want	to	grow	your	practice	without	having...	Like	if	
your	practice	was	twice	as	big	as	it	is	today,	you're	going	to	have	to	hire	like	twice	as	many	
people	and	think	twice	as	much	money	because	that's	where,	like,	you	can	make	like	a	pretty	
significant	profit	by	growing	your	revenue	without	growing	your	costs,	right?	So	definitely	
like	I	feel	like,	like	you	might	want	to,	you	might	be	wondering	why	is	there	so	many	
automation	software,	and	why	everyone	be	on	the	panel	telling	you	you	should	automate	and	
obviously	like	we	build	companies	that	are	automating	so	preaching	to	the	choir.	I	can	tell	you	
the	reason	why	we	built	these	companies	is	because	the	only	way	to	do	well	and	to	do	
extremely	well	is	to	automate	a	lot	of	the	manual	parts	of	your	practice.		

	

Ben		Ben	Day	was	just	talking	about	that.	Right.	Next	question,	please.		

	

Attendee	Question	All	right.	So	I	have	a	question	for	Digits.	We	do	a	lot	of	metrics,	KPIs	for	
our	clients.	And	so	with	what	your	platform	does,	I	was	wondering	if	you're	going	to	be	pulling	
in	that	kind	of	information,	because	we	work	a	lot	with	the	automotive	industry	and	I've	had	
to	pull	that	information	manually	from	other	people	in	the	industry.	But	I'm	having	a	hard	
time	finding	that	information	for	my	other	clients	that	are	outside	of	that	industry.	So	I'm	
wondering	where	you	guys	are	at	with	that.		

	

Rob	-	Digits	We're	still	in	early	stages.	It's	going	to	be	a	very	similar	answer	to	the	budgeting	
and	forecasting	side	of	things,	but	I	think	what	you're	talking	about	is	what	really	the	
groundwork	that	we've	laid	with	building	out	what	we	talked	about	earlier	today	with	a	living	
model	of	everything,	learning	as	changes	happen	within	the	books	is	what's	going	to	empower	
our	ability	to	move	very	quickly	in	the	direction	of	doing	KPI,	business	metrics,	analytics.	In	a	
similar	way,		if	anyone	is	in	this	room	is	have	the	ability	to	go	in	and	play	with	some	of	the	
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drag	and	drop	features	of	our	reports.	You	can	imagine	a	world	where	you	can	easily	drag	and	
drop	gross	margin	analysis	and	gross	margin	insights	and	things	like	that	in	the	reports.	It's	
not	something	that	exists	yet	today,	but	in	a	similar	mindset	towards	we	want	to	learn	from	
you	on	what	the	most	impactful	KPI	or	implementation.	One	of	our	designers	big	questions	he	
asks	in	Labs	calls	is	like,	If	you	had	a	magic	wand	to	paint	like	what	your	perfect	solution	is	for	
this	thing,	what	would	it	look	like?	And	what's	funny	is,	like	him	asking	that	question	is	how	
we	created	that	drag	and	drops	functionality	of	reports	in	the	first	place.	And	so	how	can	we	
make	something	very	similar	for	something	like	KPIs	or	even	benchmarking	across	
industries?	Our	foundation	is	there	that's	going	to	allow	us	to	build	that	very	quickly.	But	we	
just	need	to	learn	from	all	of	you	in	this	room	and	please	feel	free	to	submit	ideas	all	the	above	
and	get	in	touch	with	me.	Come	to	the	booth,	I'll	be	able	to	chat	about	these	things	as	I'm	super	
interested	in	how	we	can	move	quickly	to	solve	some	of	those	problems,	because	pulling	KPIs	
isn't	exactly	the	easiest	thing	on	a	regular	basis.			

	

Ben	That's	a	great	idea.	Like.	Yeah,	awesome.	Any	more	questions?	We	have	a	couple	more.	All	
right.		

	

Attendee	Question	The	best	part	is	I	also	grew	up	homeschooling	and	was	good	at	math.	So	I	
had	a	couple	of	questions,	but	the	first	one	is	specifically	for	Digits.	Do	you	have	a	client	portal	
from	which	you	can	ask	your	clients	questions	about	anything	or	something	for	them	to	log	
into	in	one	place	and	interact	with	the	bookkeeper	accounts?		

	

Rob	-	Digits	Great	question.	So	the	short	answer	is,	yes,	we	have	a	client	portal	that	will	it	
manifests	in	a	couple	different	ways	depending	on	if	your	client	has	like	a	direct	login	link	to	
QuickBooks	on	there	or	not.	But	it	let's	just	focus	on	the	main	use	cases.	You've	gotten	to	the	
end	of	the	month	and	you've	shared	a	report	with	them.	They	will	land	in	what	we	call	the	
Shared	with	Me	page,	which	is	a	repository	of	everything	that	you've	shared	with	them.	So	if	
you	shared	your	January,	February,	March,	April,	May	books	in	there,	you'll	see	all	of	that	in	
one	place.	You'll	see	all	the	comments	you've	made	back	and	forth	with	them	on	those	reports.	
And	so	that's	what	it	looks	like	today.	That	client	portal	will	continue	to	iterate	over	time	to	
bring	in	a	bunch	of	the	things	that	you	just	talked	about.	So	whether	it's	a	transaction	that	you	
have	questions	about,	you	need	a	receipt	document	or	otherwise,	that's	the	place	where	it	will	
continue	to	manifest.		I'm	going	to	sound	like	a	broken	record	about	like	telling	us	these	things	
and	using	our	product	teams	and	Labs	calls	and	things	like	that	to	continue	to	inform	us.	But	
we've	built	out	a	really	elegant	place	for	your	clients	to	experience	and	digest	what	you're	
sharing	with	them	now.	And	we'll	want	to	build	in	a	lot	of	the	stuff	that	you're	talking	about	
there	as	we	go,	especially	as	more	of	these	tools	become	available.	So	the	advisory	tools	you	
saw	today	-	Digits	Boost	-	as	we	do	more	QC	checks	and	all	these	different	things	across	the	
books,	there's	going	to	be	more	of	those	areas	where	there	might	be	a	need	for	client	input,	so	
it'll	be	a	natural	place	for	us	to	grow	into	as	we	go.		
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Attendee	Question	I	have	general	questions	because	we're	doing	it	for	people,	because	one	of	
the	pain	points	I	have	in	my	business	is	I	create	a	company	email	for	each	client	that	uses	
accounts	payable,	accounts	receivable	because	all	of	their	vendors	are	sending	in	invoices	and	
so	I	create	this	email	so	there	a	separate	place.	Is	there	any	way	to	that	directly	to	and	teach	
the	vendors	to	get	that	directly	to	the	platform.	Sort	of	like	I	know	I	do	not	use	field.com,	but	I	
do	know	there's	like	a	bill.com	email	and	you	tell	vendors	to	send	all	this	stuff	to	and	then	it	
goes	through	bill.com.	Do	you	guys	have	something	similar?		

	

Bret	-	Melio	Yeah,	sure.	I	mean,	it's	certainly	something	that	is,	is	I	can	tell	you	it	was	more	
I'm	just	a	little	bit	oh,	okay.	It	is	on	a	road	map.	It	is	one	of	the	number	one	things	that	people	
are	asking	for	is	multiple	email	addresses	associated	with	either	AP	or	AR,	depending	on	
which	way,	and	specifically	with	accounts	payable	when		the	invoice	comes	in	or	goes	out,	it's	
absolutely	something	that	is	that	our	community,	you	know,	bookkeepers,	this	is	what	we	
want.	So	it	is	hot	and	heavy	on	our	to	do	list.	So	it	will	be	available	at	some	point.		

	

Kat	-	Corpay	One	We	do.	So	yeah	there's	a	few	different	ways	you	can	add	bills	to	your	inbox.	
And	one	of	them	is	that	each	client	account	has	a	standing	in	email	for	bills.	They	would	
typically	share	that	with	their	vendor	network	so	they	go	directly	into	the	inbox.	We	also	have	
a	sentence	scan	email	for	receipts.	So	just	to	segment	the	two	types	of	document	so	you	can	
easily	manage	them	within	the	UI	and	keep	yourself	organized	instead	of	approval	workflows	
to	handle	those	different	types	of	documents.	That's	one	of	the	ways	you	can	add	invoices.	
Other	ways	drag	and	drop,	OCR	to	extract	the	information	automatically	creates	those	for	you.	
You	can	take	a	picture	from	the	smartphone	app.	You	know,	maybe	your	client	doesn't	have	
access	to	a	scanner.	Just	take	a	picture.	It'll	upload	to	the	inbox	in	the	same	way.	But	yeah,	
absolutely,	we	can	we	can	help	you	out	with	that.		

	

Elie	-	ZenBill	Super	quick.	So	we	also	have	that.	So	simply	like	if	you	create	a	ZenBill	account,	
all	of	your	customers	are	going	to	get	a	unique	email	address	and	that's	going	to	be	in	their	
mailbox	for	their	accounts	payable	and	account	receivable.	And	you	can	just	go	fill	out	
everything	there	and	you're	going	to	have	everything	segregated	by	client	that	way.		

	

Bret	-	Melio	Yeah,	I'll	circle	back	to	that.	Maybe	I	misunderstood	your	question.	It	is	each	
account,	each	client	that	you	add.	They	have	their	own	email	and	anything	that	comes	to	that	
email	will	get	pulled	into	the	dashboard.	What	I	was	talking	about	is	a	lot	of	people	have	
requested	multiple	email	addresses	to	the	same	account.	So	in	case	your	client	has	like	three	
or	four	email	addresses	that	they're	receiving	from,	you	know,	Bolt,	that's	what	I	was	talking	
about.	So	forgive	my	ignorance.		
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Ben	All	right,	can	we	get	a	countdown	timer.	I	don't	know	which	time	we	have	here.	Oh,	one	
minute.		

	

Attendee	Question	Okay.	This	is	for	Xero.	I	think	that	Xero	could	potentially	have	a	really	
great	impact	in	the	ecosystem	if	you	kind	of	maintain	that	viewpoint	of	kind	of	being	the	
general	ledger	system	as	kind	of	the	point	of	entry	for	everybody.	And	then	having	the	apps	
not	being	like	not	picking	and	choosing	like,	Oh,	this	is	an	app	you're	going	to	use.	But	if	the	
problem	is,	I	think	that	t	a	lot	of	people	that	they	want	to	go	into	Xero	instead	of	Intuit,	
because	Intuit	is	raising	prices	without	adding	services.	Are	you	having	any	plans	to	actually	
to	help	bring	in	apps	in	the	apps	into	the	system?	I	know	a	lot	of	people	who	they	want	to	
bring	into	Xero,	but	the	apps	are	not	quite	coming	into	Xero.		Are	there	any	plans	to	kind	of	
encourage	or	incentivize	people	to	build	more	into	the	ecosystem?		

	

Stephanie	-	Xero	Yeah,	we're	constantly	encouraging	people	to	expand.	We	have	a	whole	
team	dedicated.	It's	called	our	ecosystem	team.	So	I	know	that	there	is	a	ton	of	room	to	grow	
in	that	area	for	Xero	right	now,	just	because	we	don't	have	as	many	app	partners	and	
resources	as	QuickBooks.	But	yeah,	it's	something	that	is,	you	know,	it's	on	our	radar,	it's	a	top	
priority	for	us	and	we're	constantly	adding	to	that	ecosystem.	So	if	you	have	suggestions,	we	
do	have	like	a	partner	feedback.	Come	to	the	booth.	I'm	happy	to	chat	about	it	with	you	more	
and	that	keeps	getting	submitted,	that	feedback.	And	yeah,	it's	something	that	we're	putting	a	
lot	of	resources	into.		

	

Ben	Thank	you	so	much	for	being	here.		

	

	

Click	Here	to	Return	to	Index	
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1.7	Beyond	Money:	Incorporating	Mission	
into	Business		
–	Bob	Dye	
June	14,	2022	

Website:	https://goodshepherdbookkeeping.com/		

Summary:	Your	clients	are	more	than	just	a	name	in	QuickBooks.	Bob	
shared	three	parts	related	to	your	mission:		
First	–	Defining	your	mission.	This	is	a	strongly	felt	aim,	ambition,	or	

calling	that	answers	why	you	are	in	business.	Position	yourself	as	a	partner	with	clients.		
Second	–	Discovering	your	client’s	Mission.	Get	to	know	them	at	a	deeper	level,	and	learn	what	is	

important	to	them	and	what	do	they	want	to	accomplish.	Look	for	areas	of	commonality.	
Third	–	Aligning	those	two	together.		Integrate	your	mission	with	your	client’s	mission.	Always	add	value.	
Benefits	that	come	from	following	these	steps	include:	You	become	a	trusted	partner	rather	than	a	vendor;	
receive	more	referrals;	and	your	team	becomes	your	greatest	asset	in	extending	your	mission.	
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Well,	good	afternoon,	everyone.	You	made	it	to	the	final	session.	So	hasn't	just	been	a	
wonderful	day.	It's	just	awesome.	Yeah,	it's	been	great.	You	know,	last	year	was	my	first	BKX	
and	I	got	to	tell	you,	especially	for	those	of	you	who	aren't	new	this	year,	that	everything	in	my	
life	and	business	has	changed	over	the	past	12	months.	I	mean,	just	in	incredible	good	ways.		

And	the	information	that	you	get	here,	and	you've	heard	it	already	said,	I'm	not	telling	you	
anything	new.	The	relationships	that	you	begin	to	foster	here	will	just	last	for	years	beyond.	
As	mentors,	people	that	are	there	to	help	you.	People,	you	can	cry	on	their	shoulder.	You	can,	
you	know,	just	share	whatever	you	need	to	share	and	they're	always	so	supportive.	And	that's	
really	what	has	come	out	of	this	conference	for	me	and	I	hope	the	same	for	each	and	every	one	
of	you.		

Now,	some	of	you	know	that	I	am	a	former	pastor;	therefore,	I	will	be	taking	an	offering	after	
this	session.	And	I	do	take	cash,	checks,	Emilio,	Billpay.	So	there	you	go.	So	that	kind	of	works.	
No,	I'm	just	kidding.		

Actually,	we're	going	to	be	talking	about	incorporating	mission	into	your	business.	And,	you	
know,	when	Ben	shared	with	me	that	he	wanted,	or	asked	me	to	talk	about	this	subject	and	a	
little	bit	about	what	we	do.	You	know,	it	was	interesting	because	I	thought,	well,	how	many	
folks	work	with	churches	or	ministries	here,	so	maybe	like,	what	maybe	1%	So	I	thought	how	
in	the	world	am	I	going	to	help	folks	to,	you	know,	to	give	them	ideas	and	information	about	
incorporating	mission	into	their	businesses.	Whenever	you're	working	with	churches,	which	
is	what	my	niche	is	and	who	I	work	with;	really,	their	middle	name	is	mission,	right?	They	
even	have	people	called	missionaries.	And	so	it's	kind	of	like	all	built	in,	so	that	kind	of	comes	
naturally.	

So	I	thought,	Okay,	hopefully	I	can	dig	into	this,	which	I	did	and	did	some	studying	and	
research	and,	and	how	can	we	not	only	understand	for	those	of	us	who	might	work	in	the	
nonprofit	world,	to	do	this,	but	across	the	board	in	every	single	industry.	And	I	think	that	
there's	some	great	ways	for	us	to	be	able	to	do	that	in	our	businesses,	and	it	produced	great	
rewards	

Well	a	little	bit	about	what	about	Bob.	Well,	I'm	from	Northern	California.	I'm	a	husband	
and	my	lovely	wife	is	here	with	me	this	week.	And	a	father	of	five,	and	grandfather	of	three	
amazing	kids,	and	I	am	a	former	pastor	in	recovery	I	jokingly	say,	and	my	background	is	also	
in	ministry	banking	now.	In	my	background,	I've	been	a	senior	pastor.	I've	also	been	an	
executive	pastor,	and	I	served	many	years	in	that	field	and	also	in	the	finance	world	in	
banking.	And	I	worked	with	an	organization	called	evangelical	Christian	credit	union.	And	
there	I	actually	did	church	loans	and	cash	management	for	churches	and	ministry.	So	really,	
all	of	my	life,	it's	always	been	around	ministry,	or	churches	and	finances.	And	so	that's	always	
come	together	for	me.		

About	four	years	ago,	I	began	to	think	about	starting	this	thing	called	Good	Shepherd	
Bookkeeping.	And	I'd	have	friends	that	would	call	me	up	and	when	they	asked	me,	How	do	
you	do	this,	and	how	do	you	do	this	with	QuickBooks,	and	you	know,	what	about	Chart	of	
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Accounts,	and	what	should	that	look	like	for	churches,	and	I	began	to	understand	that	there's	
a	real	need	for	this	out	there.	And	so	I	so	I	started	Good	Shepherd	bookkeeping,	I	started	
working	with	a	few	churches	there	in	the	local	area.	But	then	whenever	I	did	originally	start,	I	
thought,	well,	you	know,	I	need	to	put	food	on	the	table.	So	I	kind	of	go	out	and	I	start,	you	
know,	whoever	would	talk	to	me	I	want	to	talk	to	them	about	bookkeeping,	and	so	I	began	to	
bring	on	several	different	clients.	I	actually	have	a	Schnauzer	breeder.	I	have	a	psychologist	
who	works	with	first	responders,	and	also	a	thrift	shop	in	Halfmoon	Bay	who	are	still	
wonderful	clients	with	me.		

But	then	I	joined	Bookkeeper	Launch	and	there	I	heard	Ben,	you	know,	talk	about	you	need	
to	niche.	You	need	to	niche.	You	need	to	niche.	And	I	got	to	thinking,	Well,	what	is	it	that	I	
know?	I	know	churches	and	I	know	ministries.	And	so	let's	just	do	this	thing.	And	so	began	to	
go	down	this	path	and	really	just	went	exclusive	with	churches	and	ministries	for	new	
onboarding.	And	it	really	began	to	take	off	and	just	some	really	wonderful	things	began	to	
happen.	So	listen	to	Ben.	There	really	is	some	power	in	niching,	and	niching	down	into	
whatever	especially	could	be	your	expertise.	What	are	you	familiar	with?	What	do	you	
know,	and	understand	and	then	begin	to	mention	that?		

Well,	I	want	to	share	with	you	a	story	about	Hope	Ministries,	a	lady	named	Lee	and	mission	
alignment.	Hope	Ministries	is	one	of	the	ministries	that	I	work	with	in	Northern	California.	
They're	not	far	from	where	I	live.	They're	actually	a	homeless	shelter	for	families.	They	work	a	
lot	with	single	moms	and	children	that	are	homeless	and	provide	housing	for	them,	and	food,	
and	help	them	to	get	back	on	their	feet	again,	and	that	sort	of	thing.		

They	have	a,	an	annual	fundraiser	called	Night	of	Hope.	And	in	this	fundraiser,	they	always	
have	one	of	their	clients	come	up	and	share	a	testimony	about	what	their	experience	has	been	
in	the	ministry,	and	what	happened	in	their	life,	and	the	transformation	that	came	in	their	life.		

And	so	my	wife	and	I	got	to	go	to	this	event,	and	there	was	a	woman	named	Lee	who	got	up	
and	began	to	share	her	story.	And	she	told	the	story	of	how	that	she	was	addicted	to	
methamphetamine.	She	had	two	children.	She	was	a	single	mom.	She	was	completely	
homeless,	living	on	the	streets,	didn't	know	what	to	do.	And	she	came	to	Hope	Ministries	and	
said	I	need	help.	And	they	brought	her	in,	running	into	the	emergency	family	shelter.	She	still	
really	struggled	with	her	addiction.	And	she	just	couldn't	make	it	through	the	program.	She	
ended	up	leaving	the	program	and	going	back	out	into	the	community,	and	it	wasn't	long	
before	her	life	was	just	in	shambles	again,	as	she	shared,	really	with	tears	in	her	eyes,	she	
shared	I	just	had	to	come	back.	I	knew	I	had	to	come	back.	I	needed	to	get	help.		

So	they	helped	her	with	her	addiction.	They	helped	her	to	get	through	a	very	difficult	period	of	
time	and	then	she	went	into	their	transitional	housing	where	they	helped	her	to	find	a	job	and	
to	begin	to	pay	rent,	and	all	of	that.	S	he	shared	in	this	whole	story	that	was	just	amazing.	I'm	
sitting	there.	And	I'm	thinking,	you	know,	I	know	this	name.	I	know	this	name	because	one	of	
the	things	that	Hope	Ministries	does	is	of	course	they	collect	rent	whenever	it's	according	to	
their	means,	and	that	sort	of	thing.	But	also	they	hold	back	10%	of	that	rent	in	a	trust	fund	to	
give	back	to	them	when	they	leave	program.	Plus	they	have	a	rent	deposit.	And	they	also	have	
a	savings	account	for	them	if	they	want	to	put	it	away	in	a	savings	account.		
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So	one	of	the	things	I	do	as	a	bookkeeper	is,	of	course,	postpone	some	journal	entries	and	
transferring	things	and	making	sure	the	funds	are	where	they're	supposed	to	be.		

And	all	of	a	sudden	it	dawned	on	me	that	this	lady	standing	here	is	more	than	just	a	name	
in	QuickBooks.	It's	a	real,	living	human	being	that	matters.	And	her	life	is	being	changed	
in	a	three	minute.	I	thought,	wow,	it's	a	little	bit	more	in	terms	of	what	I'm	involved	in	here	
than	simply	bookkeeping,	as	wonderful	as	that	is.	But	there	was	that	connection	there.		

And	it	was	neat,	because	afterwards,	I	got	to	go	up	and	meet	her	and	talk	to	her	a	little	bit.	And	
she	shared	a	little	more	of	a	story	where	she	eventually	came	out	of	that	program	and	she,	
over	time,	got	remarried	and	got	a	job,	a	place	to	live	and	is	doing	wonderfully	now.	And	so	I	
was	just	so	moved	and	so	blessed	to	be	able	to	hear	this	story	of	Lee	and	what	happened	in	
her	life	and	to	know	that,	you	know,	by	me	helping	this	ministry,	I	am	helping	them	to	be	
able	to	accomplish	something	really,	really	good.	And	that	just	felt	really	good.	And	that's	
where	I	began	to	think	about	this	idea	of	mission	and	this	realization	that	we	really	do	have	a	
stake	in	furthering	our	client's	mission.		

	

Three	Things	Related	to	Mission	

And	so	I	want	to	talk	about	three	different	
things	related	to	our	mission,	first	of	all,	is	
defining	our	mission.	Understanding	what	
our	mission	is,	and	then	secondly,	looking	at	
discovering	our	client's	mission.	And	then	
third,	how	we	might	be	able	to	align	those	
two	together.	And,	you	know,	I	do	think	that	
this	does	go	beyond	just	ministry,	though.	It	goes	beyond	churches.	And	I	think	that	this	can	
be	applicable	to	each	and	every	one	of	our	businesses;	that	we	can	truly	help	our	clients	
achieve	what	their	mission	is,	and	by	doing	that,	achieving	what	ultimately	our	mission	is	and	
finding	joy	and	satisfaction	in	that.		

	

Step	1:	DEFINE	Your	Mission	

The	definition	of	mission	is	that	it	is	a	
strongly	felt	aim,	ambition,	or	calling.	
It's	really	just	who	you	are,	who	you	are	
at	your	core.	What	do	you	want	to	
accomplish?		So	mission	is	really	what	is	
important	to	us.	So	we	can	ask	
ourselves,	why	are	we	in	business?	Well,	
of	course	to	put	food	on	the	table	and,	
you	know,	it’s	wonderful	that	we	want	
to	build	businesses.	Everyone	here’s	in	a	

The	Three	Steps	

Step	1:	DEFINE	your	Mission	
Step	2:	DISCOVER	your	Client’s	Mission	
Step	3:		ALIGNING	those	two	together	

Step	1:	DEFINE	Your	Mission	
Mission:	A	strongly	felt	aim,	ambition,	or	calling	
• Why	are	we	in	business:	More	than	number	
crunching?	

• Others…others…others…do	we	see	a	theme?	
• “But,	houses	of	worship	have	a	natural	inclination	
towards	mission,	how	does	that	apply	to	my	niche?”	

• The	Great	Commandment	–	Universal	application.	
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different	place.	Some	of	us	we	want	to	stay	home	from	work,	or	we	want	to	be	home	with	our	
kids,	or	we	want	to	build	$10	million	businesses,	whatever	the	case	may	be,	but	there	is	a	
reason	why	we	do	what	we	do.		

And	in	a	lot	of	ways,	though,	it's	more	than	number	crunching,	because	we	want	to	be	able	to	
also	fulfill	goals	and	dreams	and	a	vision	that	we	have	and	maybe	part	of	that	is	we	want	to	
travel,	or	we	want	to	go	and	do	amazing	things	where	we	want	to	help	others.		

What's	interesting	is	I	think	that	this	comes	down	to	others	and	helping	others,	and	I	think	
this	is	where	there	maybe	crosses	over	into	each	and	every	business	because	I	think	that	
if	you	were	to	talk	to	just	about	any	business	owner,	one	of	the	things	that	they	would	say	is	I	
want	to	help	my	clients,	I	want	to	help	them	do	better.	So	whether	it's	dentists	or	
chiropractors,	or	whoever	it	is	we	may	be	working	with	plumbers,	whatever.	They're	going	to	
say,	you	know,	I	want	to	be	the	best	I	can	be	for	my	client.	I	want	my	clients	to	do	well,	I	want	
to	help	them	however	I	can	help	them.		

And	so	really,	you	begin	to	see	a	theme	that	if	that's	the	thing	that	we	focus	on	serving	others,	
helping	others	and	finding	out	what's	important	to	our	clients,	and	then	trying	to	help	
them	to	get	to	where	they	want	to	be.	That	is	a	very	important	part	of	fulfilling	our	mission.	
And,	you	know,	it's	interesting	that	houses	of	worship	do	have	that	natural	inclination	
towards	mission.	And	we	can	ask	yourself,	how	does	that	apply	to	my	niche?	But	again,	I	think	
that	all	of	us;	I	know	because	I	know	a	lot	of	you	that	you	want	to	serve	others	and	you	want	
to	help	others.		

It's	interesting	if	I	can	just	speak	theologically	for	just	about	30	seconds.	Jesus	talking	about	
the	Great	Commandment	and	in	that	he	said,	love	others	as	you	love	yourself.	And	I	think	
that's	interesting,	because	when	you	think	about	that;	when	we	love	ourselves,	we	provide	for	
ourselves,	we	provide	physically,	mentally,	emotionally,	spiritually	and	all	of	these	different	
ways.	We	also	try	to	minimize	pain	points	and	those	sorts	of	things	in	our	own	lives.		

But	then	what	he's	saying	there	as	well;	in	the	same	way	that	you	do	that,	the	same	way	that	
you	take	care	of	yourself,	you	can	also	take	care	of	others.	And	I	think	that	that	simple	
principle	is	a	business	model	for	us;	that	if	we	get	to	know	our	clients’	our	pain	point?	Or	what	
are	your	pain	points?	What	are	the	things	that	are	important	to	you?	What	are	the	things	
you're	desiring	to	accomplish	in	your	personal	life	and	your	business,	whatever	it	might	be?		

And	then	if	I	say	well,	I	want	to	help	you	to	get	there.	I	want	to	serve	you,	I	want	to	just	
do	whatever	I	can	to	help	you	to	accomplish	that.	What	kind	of	relationship	would	that	
be	between	you	and	your	client?	And	it	is	different	than	number	crunching?	Because	it	
begins	to	become	more	of	a	relationship.	We've	talked	about	that	today.	Right?	You	know	
about	transactions	and	relationships	–	it	becomes	more	of	a	relationship	because	you're	really	
understanding	what	their	mission	is,	and	then	coming	alongside	them	in	that.		

It's	interesting	again,	because	I'm	really	trying	to	figure	out	this	thing.	How	do	we	move	out	of	
churches	and	that	sort	of	thing,	and	I	actually	went	online	and	I	found	this	Best	Moving	
Company,	and	I	thought	okay,	so	if	I	want	to	align	my	mission	with	Best	Moving	Company,	
what	might	that	look	like?		
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Well,	let's	see.	This	is	their	Mission,	Vision	and	Values.	So	if	you	read	what	they	have,	it	says,	to	
help	every	customer	have	a	positive,	memorable	experience.	Okay.	Can	anyone	align	with	
that?	I	think	probably	all	of	us	can	align	with	that.		

	Their	Vision	is	to	have	a	positive	impact	on	the	lives	of	customers	and	our	team,	and	their	
Values	are	to	be	open,	honest	and	fair…whatever	we	do,	we	do	it	right,	and	we	do	it	together.		

So	if	we	have	this	idea	that	we	want	to	help	our	clients,	how	could	we	then	help	them	to	
accomplish	their	mission,	vision	and	values?	So	I	think	there's	a	lot	of	overlap	there.	I	think	
there's	a	lot	of	things	we	can	do.	If	we	begin	to	think	of	it	just	in	a	little	bit	different	way	or	
maybe	a	little	bit	more	than	just	simply	delivering	financials	on	the	15th	of	every	month,	and	
just	simply	doing	journal	entries	and	those	sorts	of	things.		

But	helping	them	in	this	way	that	becomes	more	of	a	relationship	perspective	from	a	fellow	
Bookkeeper	Launch	person.	This	is	Mr.	Tyler	Otto,	you	got	picked	on	a	lot	today.	But	what	I	
wanted	to	do	was	to	ask	somebody	that	I	knew	as	a	friend	and	say,	Okay,	how	do	you	do	this	
in	your	world?	How	do	you	incorporate	mission	into	your	business	and	of	course	many	of	you	
know	Tyler's	in	the	hospitality	industry,	working	with	hotels	and	all	and	so	I	asked	him,	Okay,	
how	do	you	do	this?		

And	he	gave	me	some	feedback	on	that.	He	said,	“Well,	first	of	all,	we	protect	our	clients.	We	
protect	our	clients	by	having	their	back	and	giving	them	reliable	data	and	actionable	insights.	
Any	client	can	go	find	a	bookkeeper.	We	want	to	be	viewed	as	their	partner.	(That's	the	key	
word	there.)	Someone	they	have	a	relationship	with,	someone	they	trust	and	seek	insights	from	
like	they	would	a	friend.”		

That's	a	great	mission	statement.	There.	You	see	how	it	integrates,	though,	in	with	his	clients.	
And	really,	this	is	him	serving	others.	And	so	he	talks	about	protecting	them,	having	their	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	158	

back.	Being	viewed	as	a	partner	rather	than	a	vendor.	We	don't	want	to	be	a	vendor	to	our	
clients.	We	want	to	be	their	partner.	We	want	to	help	them,	and	also	even	being	a	friend.		

And	then	he	also	said	related	to	his	team,	“We	serve	our	staff,	in	order	to	ensure	our	
clients	get	this	level	of	service,	our	most	important	priority	is	to	give	our	employees	their	
dream	job.	We	advertise	flexibility,	fun	and	growth	opportunities.	We	live	up	to	the	standards	
that	we	promised	to	our	staff.	We	have	happier	employees	who	go	out	of	their	way	to	take	
care	of	our	clients.”	

	Can	I	be	one	of	your	employee?	That's	great,	though.	Because	here's	the	other	key,	it's	not	just	
about	our	clients,	it's	about	our	team,	and	those	of	you	who	have	teams.	We	also	need	to	
understand	what	their	dreams	are,	what	their	mission	is,	what	their	vision	is,	what's	
important	to	them,	and	how	do	we	serve	them.	So	we're	serving	our	clients,	we're	serving	our	
team,	and	ultimately	fulfilling	our	mission	of	vision	and	building	our	business	and	becoming	
what	we	desire	it	to	be.		

And	then	he	also	said,	“I	find	if	I	approach	every	day	with	the	intent	to	give,	to	give	and	give	
some	more	to	my	employees,	they	end	up	reciprocating	and	passing	on	that	servant	mentality	
to	our	clients.	I	love	my	team	because	they	took	a	chance	on	me,	and	I	trusted	them	with	my	
livelihood.	They	realize	and	take	care	of	my	clients	in	an	act	of	reciprocating	that	respect.”		

So,	whenever	you	treat	your	staff	well,	they're	going	to	treat	your	clients	well.	It	is	kind	of	this	
circle	of	life	kind	of	a	thing	that	happens	and	then	your	mission	is	fulfilled.	So	developing	
your	mission	and	values	where	do	we	start	with	this?	How	do	we	even	begin	to	do	this?		

I	think	the	first	thing	that	we	have	to	do	is	to	take	it	serious.	I	know	I	do.	And	I	know	I	don't	
have	a	lot	of	time	in	a	week.	But	I	think	this	is	one	of	the	main	things	that	I	try	to	focus	on	in	
my	business	is	understanding	what	I	would	like	to	accomplish	and	through	my	business,	but	
not	just	from	a	financial	standpoint,	which	those	
goals	are	all	there,	believe	me.	Ben	and	I	have	
talked	about	that.		

But	at	the	same	time,	I	also	want	to	understand	
how	can	I	help	my	clients	achieve	their	goals	and	
their	mission	and	so	I	also	want	to	take	some	
time.		

I	love	what	Ben	Day	said,	to	take	time	for	a	Brain	
Dump,	you	know,	to	spend	some	time	and	maybe	you	can	incorporate	some	of	this	into	that.	
How	can	I	serve	my	clients	better,	how	can	I	understand	who	they,	and	help	them,	and	what	
they're	doing?	You	can	also	talk	about	this	with	your	clients	or	with	your	team	or	family	
members	or	significant	other	that'll	help	you	to	get	some	insights.		

It's	always	a	work	in	progress.	And	so	I	do	want	to	encourage	you	though	to	take	some	time,	to	
get	some	paper;	it	doesn't	have	to	be	real	elaborate	or	anything	but	ask	yourself	questions	
like:			

Developing	Your	Mission,	Vision	&	
Values	

• Take	it	seriously	
• Take	some	time	
• Talk	about	it	with	your	clients,	team,	
and	your	significant	other	to	get	insights	

• Always	a	work	in	progress	
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• What's	important	to	me?		
• What's	important	to	me	in	this	business	
• What	do	I	want	to	get	out	of	it?		
• How	do	I	want	to	impact	my	clients?		
• How	do	I	want	to	make	a	difference	in	the	world?		
• What	are	my	goals	within	my	family	and	other	relationships?	

This	can	go	even	beyond	your	business,	and	all	of	these	types	of	things.	You	can	just	put	all	
that	down	on	paper	and	understand	this	in	a	holistic	way,	in	terms	of	how	we	can	reach	those	
goals.		

We	actually	put	together	for	our	company	flyer	that	has	our	core	values.	And	so	I	tried	to	
think	this	through	and	put	it	down	on	paper.	So	
that's	what	I'm	asking	everyone	to	do	is	to	
actually	get	it	on	paper	or	computer.	This	
flyer	will	go	out	with	every	single	proposal	
that	we	send	out.	And	so	all	of	our	clients	will	
see	this	and	they'll	understand	that,	you	know,	
these	are	the	things	that	are	important	to	us	as	
a	company.		

Then	ask	yourself	how	your	vision	can	align	
with	your	client's	mission,	vision	and	
values.	So	I'm	going	to	go	through	each	of	
those	three	there	and	just	kind	of	share	with	
you	what	I	did.	Feel	free	to	plagiarize	it,	I	don't	
care	there's	no	copyright	or	anything.	Or	make	
up	your	own	or	whatever	you	like	to	do.		

There's	three	core	values	at	Good	Shepherd	
Bookkeeping.		

First	of	all,	we're	Ministry	Minded:		

At	our	core,	we	serve	ministries	helping	them	to	
focus	on	mission	rather	than	money.	Our	
ultimate	goal	is	for	ministries	to	thrive	
financially,	so	they	can	expand	their	vision	and	serve	people	by	loving	God	in	their	communities	
even	more.		

We	want	to	help	them	to	be	a	force	in	their	community	for	good.	We	will	help	them	to	not	
have	to	worry	about	finances	and	they	can	be	healthy	financially	so	they	can	make	an	impact	
in	their	community.		

	

Secondly,	we	are	Excellence	Driven:	
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We	are	committed	to	producing	excellence.	We	strive	to	be	detail-oriented,	responsible	and	
focused	on	how	we	can	best	take	care	of	our	ministry	client's	needs.	We	endeavor	to	always	look	
for	ways	we	can	improve	and	deliver	excellence	in	our	product,	processes,	and	interactions.		

That's	the	editor	in	chief	in	me	right	there.	That's	what	I	got	him	in	the	profile	earlier	–	very	
detail	oriented;	but	that's	one	of	our	core	values	are	is	that	not	only	do	we	want	to	help	
ministries	to	thrive	and	be	able	to	do	more	in	their	communities,	but	we	also	want	them	to	
have	to	have	confidence	that	what	they're	receiving	is	excellent.		

	

And	then	third	Growth	Oriented:		

While	we	look	forward	to	our	company	growing	and	expanding	our	reach	to	serve	more	
ministries,	we	also	seek	growth	in	other	ways.	We	want	to	help	churches	and	ministries	grow	in	
their	reach	and	service	to	others.	We	also	want	to	grow	as	a	team,	serving	and	encouraging	one	
another	to	reach	our	goals,	both	inside	and	outside	of	our	work.		

So	again,	it's	outward	focused,	and	it's	also	inward	focus.	So	it's	very	important	for	our	team	to	
be	able	to	accomplishing	their	mission	and	their	goals	in	their	life.	We	want	to	help	them	
towards	that.	So	these	are	the	values	that	we	came	up	with	for	our	company.	

	

Step	2:	DISCOVER	Your	Client’s	Mission	

The	second	thing	once	you	develop	your	mission,	your	vision,	your	goals,	whatever	you	
however	you	want	to	phrase	that's	kind	of	they	do	overlap	somewhat.	Discover	your	client's	
mission.	I	really	want	to	encourage	you	to	get	to	know	your	client	and	maybe	at	little	bit	
deeper	level	and	understand	who	they	are,	understand	what	are	the	things	that	are	important	
to	them.	What	do	they	want	to	accomplish?		

And	so	one	of	the	ways	to	do	that	is	just	ask	a	
million	questions.	Just	ask	questions,	and	
spend	time	with	them.	Now,	what's	interesting	
about	this,	I	put	ask	early	and	ask	often	
because	I	think	the	best	time	that	you're	going	
to	be	able	to	get	information	from	a	client	
about	their	business	or	about	their	church	or	
ministry	or	whatever	it	is	you	first	meet	them.		

• Tell	me	about	your	business.		
• Tell	me	a	little	bit	about	what	you	do.		
• Tell	me	a	little	bit	about	what	motivates	you.		
• Maybe	ask	them	what	is	your	mission.		
• Do	you	have	a	mission	statement?		

Step	2:	DEFINE	Your	Client’s	Mission	
Getting	to	know	you…	
• Ask	a	million	questions	
• Ask	early	and	often	
• Listen!	
• Don’t	be	afraid	to	talk	beyond	business	
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You	know,	those	kinds	of	things,	where	you	just	get	to	know	them	a	little	bit,	take	notes,	but	
make	sure	to	listen.	Very,	very	important	to	listen	to	what	they	tell	you	because	there's	going	
to	be	cues	for	you	to	be	able	to	find	some	connecting	points	to	be	able	to	understand	and	be	
like,	wait	a	minute,	I	can	help	you	with,	wait	a	minute,	I	know	about	that.	Maybe	I	can	serve	
you	in	this	way	because	of	what	you	shared	about	that.	Maybe	I	can	come	alongside	you	as	a	
trusted	partner	rather	than	a	vendor	and	help	you	to	get	to	the	place	you	want	to	be.		

Also,	don't	be	afraid	to	talk	beyond	business.	Ask	them:	Tell	me	a	little	bit	about	what	you	like	
to	do	on	your	time	off	or	you	know,	that	sort	of	thing?		I	think	as	you	get	to	know,	folks,	you	
can	certainly	do	that.	And	just	be	a	friend,	just	be	friendly	to	them.		

I	do	a	two-step	approach	kind	of	along	this	line.	
I'll	share	with	you	what	that	is.	And	when	I	have	
a	consultation.	I	don't	talk	a	lot	about	
bookkeeping	in	that	first	consultation.	And	the	
reason	why	and	it	could	be	somewhat	my	
audience	with	churches	and	ministries.	Having	
been	a	pastor	before,	I	understand	a	lot	of	what	
pastors	are	going	through.		

But	what	I	like	to	do	is	I'll	have	an	introductory	
call.	That	will	be	the	first	one.	And	then	I'll	ask	them	questions.	Tell	me	about	your	ministry.	
Tell	me	about	what	you	do.	Tell	me	about	what's	important	to	you	and	those	sorts	of	things.	
And	then	I'll	share	with	them	a	little	bit	about	who	I	am	and	who	Good	Shepherd	Bookkeeping	
is.		

Then	I'll	say,	“Okay,	tell	me	what	are	the	pain	points	that	you're	struggling	with	financially	
now?	Or	with	your	bookkeeping?	What's	the	purpose	of	the	call?	What	are	your	needs,	and	
that	sort	of	thing,”	and	then	get	some	of	that	information.		

Now	from	there,	I'm	not	sure	if	that	would	work	in	everyone	else's	scenario,	but	it	works	great	
for	mine	because	from	there,	I	can	be	able	to	get	to	know	them	a	little	bit.	They	get	to	know	me	
a	little	bit.	They	feel	comfortable,	then	I	say,	“Okay,	I	have	this	questionnaire	that	I'd	like	
for	you	to	fill	out.	And	so	whenever	you	send	that	back	to	me	that	I'm	going	to	set	up	
another	call.		I	turn	that	around	like	in	24	hours,	but	I'll	do	another	call.		

And	then	I'll	go	through	my	bookkeeping	proposal	at	that	point.	It	has	served	well	because	I	
think	they	appreciate	the	fact	that	I	take	the	time	to	get	to	know	them	a	little	bit.	I'm	not	
trying	to	waste	their	time	at	all.	I	really	want	to	know	them	because	I	really	want	to	serve	
them.	And	we	talk	about	that.	And	like	I	say,	it's	worked	worked	out	very	well	in	my	world	at	
least.		

Inner	City	Philadelphia	Church.	I	want	to	share	with	you	a	quick	story	about	that.	It	was	a	
phone	call,	and	one	of	these	initial	phone	calls	and	I	was	able	to	get	on	a	Zoom	with	the	pastor	
there.	And	I	asked,	“Tell	me	about	your	church?	Tell	me	what's	going	on?”		

He	says,	“Well,	we’re	Inner	City	Philadelphia,	so	you	know	an	area	called	Kensington?”		

Step	2:	DEFINE	Your	Client’s	Mission	
Getting	to	know	you…	
• My	two-step	approach	to	consultations	–	
Inner	City	Philadelphia	Church	

• Look	for	connecting	points	
• Look	for	alignment	with	your	mission	and	
goals	and	theirs	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	162	

I	said,	“No,	I	don't	I've	never	heard	of	Kensington.”		

He	said,	“Well,	our	area	here	in	Philadelphia	has	one	of	the	highest	rates	in	the	nation	for	
opioid	deaths.”		

And	I	said,	“Wow,”	and	he	said,	“Yeah,	basically,	we're	at	ground	zero	for	the	opioid	crisis	in	
the	United	States.”		

And	so	he's	sharing	all	this,	and	I	said,	“Well,	what	kinds	of	things	are	you	doing	in	the	
community?”		

He	responded,		“Well,	the	biggest	thing	for	us	is	this.	We	want	everybody	we	come	into	contact	
with	to	know	that	they're	special,	and	they	are	loved.	That's	the	most	important	thing.”		

I	said,	“Wow,	I	want	to	work	with	you	guys.	Where	do	I	sign	up?”	

But	it	was	a	great	conversation.	And	then	he	shared	with	me	that	they	have	a	school,	K	
through	fourth	grade.	He	said,	“You	know,	we	really	just	want	to	make	sure	that	the	kids	are	
doing	okay,	and	helping	them	out.”	So	then	we	go	on	from	there,	and	we	talk	about	
bookkeeping	and	all,	and	they	have	a	gentleman	who's	74	years	old,	whose	been	doing	it	for	
20	years,	and	he	does	it	as	a	volunteer	and	now	he's	going	to	shift	that,		and	so	it's	a	great	
conversation.		

So	he's	going	to	send	me	back	the	questionnaire	and	we're	going	to	take	it	to	the	next	step.	But	
it's	those	kinds	of	things.	You	just	have	that	kind	of	conversation.	And	that's	the	thing	I	love	to	
do.	I	love	to	do	that.	I	could	do	that	all	day	long.	I	just	enjoy	meeting	these	folks	and	having	
these	conversations.		

So	in	that	I	am	looking	for	connecting	points.	How	can	I	help	them?	How	can	I	serve	them?	
How	can	I	be	a	blessing	to	them?	And	then	look	for	alignment	with	their	mission	with	your	
mission	and	goals	in	theirs?		

Well,	also	as	apart	of	this,	I	did	a	highly	scientific	research	project.	Basically	I	just	put	a	
question	out	on	the	one	of	the	Bookkeeper	Launch	groups,	and	because	again,	I'm	trying	to	
figure	out	how	some	of	you	guys	do	this	out	there	with	mission	and	incorporating	it	into	your	
business.	I	asked	Becky	Frampton.	I	think	I	saw	her	earlier.	Hi,	Becky,	I	want	to	meet	you	later.	
Thank	you	for	this	by	the	way.	I	may	have	to	pay	you	royalties,	I	don't	know.	But	anyway,	
Becky	got	back.	So	here's	the	question	I	put	out	there.	I	asked:	How	do	you	incorporate	
“mission”	into	your	business?		

This	response	is	from	Becky	and	it	really	stood	out	to	me.	She	said:		

My	mission	is	simple:	Help	others.	This	comes	in	many	forms,	but	I’ve	chosen	to	set	up	my	
business	in	such	a	way	that	my	passion/mission	is	central	to	everything.	Business	owners	
need	help	understanding	their	finances	and	feeling	in	control	of	their	decisions	and	their	
businesses.		
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So,	with	my	mission	as	my	focus,	I'm	now	exponentially	helping	more	and	more	people.	When	
someone	talks	to	me	about	what	services	Pachira	offers	they	can	feel	how	passionate	I	am	
about	what	we	do.	That	makes	all	the	difference!		

Because	of	my	mission.	I'm	able	to	connect	with	people	in	a	very	personal	way,	figure	out	
what	it	is	they	need	help	with	(they	may	not	even	know!)	and	then	celebrate	their	wins	as	a	
human	being	I	care	about	and	have	been	able	to	positively	impact.	Having	my	passion	as	the	
center	for	my	business	makes	everything	make	sense	and	fit	together.	Wouldn't	have	it	any	
other	way!”		

	

Thank	you	Becky	for	that.	But	I	think	she	has	a	lot	of	great	points.	Some	of	the	takeaways:		

• Mission	and	passion	are	central	to	her	business.	She	has	thought	this	through.	She	
said	this	is	what	I	want	to	make	central	to	my	business.	Yes,	I	do	all	of	the	QuickBooks	
entries	and	reconciliations	and	all	that.	But	this	mission;	this	is	central	to	my	business.		

• The	second	thing	that	I	got	from	this	is	that	she's	excited	to	talk	about	what	is	
important	to	her	with	her	clients.	That	she	enjoys	doing	that	and	having	these	
conversations.	And	then	her	excitement	about	what	she	does	is	contagious	to	her	
clients.		

• She	connects	well	with	her	clients.		
• She	seeks	to	understand	them,	their	needs,	and	their	goals,	even	helping	them	to	

formulate	that	if	they	don't	know	what	they	are.		
• And	then	she	celebrates	wins	with	them.	That's	a	great	example	of	being	able	to	

incorporate	mission	with	your	client’s	mission	and	begin	to	integrate		

	

Step	3:	INTEGRATE	Your	Mission	with	Your	Client’s	Mission	

Mission	integration	is	nothing	too	terribly	scientific	here.	I'm	giving	you	hopefully	reminders	
and	some	nuggets	that	you	can	take	away	and	maybe	begin	to	do	this,	because	I	do	believe	it	
works	very	well	even	in	a	in	a	sales	process	or	a	plan.		

But	mission	integration	is	basically	
bringing	your	mission	and	your	
client's	mission	together.	So	once	
you	know	what	your	mission	is	and	
you	know	what	your	client's	mission	
is,	how	do	those	two	come	together?		

And	I	don't	think	it's	any	simple	
formula	or	ten	step	plan	or	
anything.	It's	really	a	philosophy	
and	a	mindset.	I	think	it's	how	we	

Step	3:	INTEGRATE	Your	Mission	with	Your	
Client’s	Mission	

What	is	“Mission	Integration”?	
• Bringing	your	mission	and	your	client’s	mission	
together	

• Not	a	formula	or	10-step	plan	to	success	
• A	philosophy	and	mindset	
• Affects	your	actions	&	interactions	with	your	clients	
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live	our	lives.	I	think	it's	being	that	kind	of	person	that	really	cares	about	others,	that	has	
empathy,	about	what	others	are	going	through	and	their	situation.		

How	can	we	help	them	be	better?	Maybe	they're	doing	great.	How	do	we	help	them	be	even	
greater?	And	so	I	see	that	being	something,	especially	in	the	bookkeeper	world,	where	we	
come	in	as	consultants,	if	you	will,	partners,	whatever	you	want	to	call	it.	But	we	have	a	very	
amazing	and	real	opportunity	to	help	people,	to	help	them	help	our	clients	to	become	better	in	
some	way,	shape	or	form.	And	I	think	that's	an	amazing	thing	that	we	get	to	do.	And	this	
affects	your	actions	and	your	interactions	with	your	clients.		

So	also	in	terms	of	integration,	we	
need	to	always	be	thinking	about	
how	we	can	help	our	clients	fulfill	
their	mission	and	goals.	I	really	
find	that	through	relationships,	
through	focus,	I'm	focused	on	this.	I	
really	do	try	to	think	about	this	in	
every	phone	call.	What	are	some	
touch	points,	some	things	that	we	
have	in	common,	intentionality.	

And	then	always	add	value.	Every	opportunity	that	you	get,	add	value	to	your	client,	whether	
that	is	in	a	marketing	piece	that	you're	sending	us	some	information	or	on	a	LinkedIn	post	or	
whatever	social	media	posts,	or	you're	working	with	a	specific	clients	like,	oh	yeah,	they're	
dealing	with	that.	Let	me	send	an	article.	‘Oh	yeah.	You	know,	that	is	just	so	amazing	for	them	
to	be.’	‘Oh,	they	took	the	time,	they	sent	me	this	article	just	really…’	I	think	that	just	goes	a	long	
ways.		

Remote	Model	of	Bookkeeping	–	99	Plus	1	

And	in	some	ways	we	can	say,	wait	a	minute,	but	I'm	remote.	And	I	think	that's	a	real	
challenge,	right?	Because	we	do	have	a	remote	model.	How	do	I	understand	and	build	
relationships	with	clients,	whoever	they	are,	pastors,	business	owners	in	other	states,	people	
I've	never	met.	And	I	think	it's	a	unique	challenge	that	that	we	have.		

And	one	of	the	things	that	we've	tried	to	do	and	we're	going	to	start	doing	actually	this	was	
this	was	my	wife's	idea.	We	were	talking	one	day	and	she	says,	“Have	you	ever	thought	about	
going	down	to	Mexico	to	visit	one	of	the	clients	that	we	work	with?”		

And	I	said,	“No,	that's	a	great	idea.”	And	so	we're	going	to	plan	a	trip	and	we're	going	to	go	
down	and	visit	one	of	our	clients.	99	Plus	1	is	a	mission	organization.	They're	down	at	San	
Felipe	in	Baja,	Mexico,	and	they	work	with	their	community	there	and	they	work	mainly	with	
the	elderly.	They	have	a	daycare	for	elderly	folks	here.	There's	not	a	lot	of	elderly	
infrastructure	in	Mexico,	that	sort	of	thing.	And	so	we've	gotten	to	know	them	over	the	last	
year	or	so.	And	so	we're	going	to	plan	a	trip,	go	down,	spend	a	couple	of	days,	just	work	with	
them,	just	serve	with	them,	hang	out	with	them.		

Step	3:	INTEGRATE	Your	Mission	with	Your	
Client’s	Mission	

What	is	“Mission	Integration”?	
• Always	thinking	about	how	you	can	help	your	client	
fulfill	their	mission	and	goals	

• Relationship/Focus/Touchpoints/Intentionality	
• AAV	–	Always	Add	Value!	
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And	on	the	way	we	have	a	couple	of	other	churches	we	hope	to	visit	and	also	a	staff	member	
that	is	a	remote	staff	member	that	works	with	us	that	we'd	like	to	stop	and	visit.	And	so	kind	
of	putting	all	that	in	together	and	I	thought,	why	not?	Let's	go	do	road	trips,	let's	go	visit	our	
clients.		

I	know	that's	not	always	practical.	That's	not	always	something	we	can	do,	but	if	there's	
something	intentionality	with	it	by	maybe	just	going	to	take	them	to	dinner	or	something.	Just	
hang	out	with	them	and	spend	some	time,	get	to	know	them	better.	So	we're	excited	to	be	able	
to	do	things	like	that.		

Well,	mission	alignment	is	that	we	understand	that	mission	could	be	different	with	each	
client	-	it's	going	to	be,	but	I	think	it	naturally	helps	with	that.		

Again,	if	you're	working	with	one	industry	segment,	business	or	industry,	then	it's	likely	
that	they're	going	to	have	some	very	similar	pain	points.	They	have	some	similar	goals	or	
you	have	some	similar	ways	that	they	interact	with	their	clients	or	try	to	fulfill	their	mission.	
So	you're	going	to	see	a	lot	of	commonality	there.	So	I	think	that's	another	good	thing	that	
comes	from	having	a	niche	that	you	can	really	drill	down	into	this	relationship	partnership	
kind	of	idea	versus	just	simply	being	a	vendor.		

How	can	you	help	your	clients	find	and	fulfill	their	mission	and	fulfill	your	mission?	
Always	be	asking	that	question.	And	it	may	be	perhaps	as	simple	as	serving.	I	mean,	it's	
maybe	it	is	maybe	as	simple	as	serving	their	clients	as	best	as	possible.		

And	then	also	random	calls.	I	think	Bill	spoke	to	this	earlier.	He	does	do	this	every	now	and	
then.	He	will	just	call	that.	But	hey,	how's	it	going?	Or	so	the	tax	or	whatever	they	think	that's	
good	to	that	with	our	clients.	And	I'm	challenged	on	this	because	I	don't	always	you	know,	I	
get	busy	and	I'm	doing	stuff	and	in	the	middle	of	QuickBooks	or	whatever	and	it's	like,	“Oh,	
wait	a	minute.	Well,	how	about	I	just	text	Pastor?	So,	hey,	how's	it	going?	Hey,	thinking	about	
it,	you	know,	I	hope	it	goes	well	for	you	Sunday,”	whatever,	you	know,	and	you	do	those	kinds	
of	things.	I	think	simple	things	can	just	go	a	very,	very	long	way.		

Results	of	Incorporating	Mission	into	your	Business	

What's	the	results	of	incorporating	mission	into	your	business?	And	this	is	where	I	really	feel	
like	this	is	so	important	and	the	things	that	come	out	of	it	and	I've	experienced	these	things.	
Whenever	we	incorporate	a	mission	into	our	business,	we	focus	on	what	is	important	to	
our	client	rather	than	on	the	sale.	Yet	I	have	found	in	almost	every	case	the	sale	ends	up	
coming.	So	whenever	I'm	talking	to	a	client	and	I'm	really	focused	on	them,	I	focused	on	
delivering	something	to	them	of	value.		

I	focused	on	being	a	‘trusted	partner’	to	them;	helping	them	in	their	business	or	in	their	
ministry.	I	don't	have	to	do	any	kind	of	high	pressure	sales	at	all.	It's	like,	“Wow,	this	guy	really	
cares	and	wants	to	work	with	me,”	and	that	sort	of	thing.	He	wants	to	help	me.	That	just	goes	a	
long	ways,	and	I	have	found	that	even	in	my	approach	now,	for	some	of	us,	that	might	be	a	
slow	approach.	
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The	way	I	do	it,	that	two	part-er	thing	or	whatever.	The	other	thing	with	churches	is	they	have	
boards	and	they	take	forever	to	make	decisions.	So	yeah,	that's	another	caveat	of	that.	So	it	
can	kind	of	be	a	process,	but	I	think	it's	helpful	because	of	that	upfront,	get	to	know	you,	
mission-centric	kind	of	a	thing.	And	my	close-rate	is	pretty	good.		

And	then	you	also	become	a	trusted	partner	again	rather	than	a	vendor.	And	then	selling	
becomes	rewarding	rather	than	a	drudgery.	And	I	think	for	some	folks	here	selling	is	
dreaded.	They	can	do	bookkeeping	all	day	long,	but	oh,	not	selling.		

I	know	this	for	me	this	is	a	very	natural	process.	It	fits	my	personality	at	least.	It	may	not	fit	
everyone's	personality	here,	but	it	also	has	shown	to	be	not	drudgery.	It's	been	quite	
enjoyable,	to	be	honest	with	you,	and	it	doesn't	feel	like	a	sales	process.	It	feels	like	a	very	
natural	thing	that	occurs.		

And	then	we	go	into	business	together	as	I	help	churches	and	ministries	get	to	where	they	
need	to	be.	And	this	approach	also	brings	personal	satisfaction	and	joy	along	with	greater	
income	and	referral	business.		

That's	the	other	side	effect	that	comes	out	of	this	-	greater	referral	business.	My	business	in	
Year	2	over	Year	1,	had	a	100%	increase	in	revenue	over	the	previous	year	and	then	in	Year	3	
328%	increase	in	revenue	over	the	previous	year.	And	then	this	year,	we're	projected	75%	
increase	in	revenue	over	the	last	year.	And	that's	simply	by	just	doing	this	approach	that	
I'm	sharing	with	you	today.	And	so	I'm	a	big	believer	that	it	actually	does	work.	But	there’s	
results	and	there’s	payoff	with	it.		

Family	Life	Christian	Center.	One	of	the	things	that	I	do	is	I	work	with	the	lenders	and	I	still	
have	some	connections	with	lenders	that	work	with	churches.	And	every	now	and	then,	these	
lenders	will	get	churches	that	they	know	that	they	qualify	for	a	loan,	but	their	financials	are	an	
absolute	mess.	So	they're	call	me	up	and	say,	“Hey	Bob,	we	need	a	two-year	clean	up.	We	need	
a	three	year	complete	build	out	because	they're	still	using	Excel	sheets	to	do	their	accounting.”		

And	yeah,	that	happens	in	churches	quite	a	bit	more	than	you	know.	But	anyway,	they	need	us	
to	get	their	financials	built	out	so	they	can	get	their	loan	approved.	And	we	had	one	just	over	
the	past	few	months	come	and	they're	buying	a	building.	It's	a	younger	church,	amazing,	
wonderful	people.	But	their	financials	were	a	mess.	And	so	the	lender	gave	ths	all	over	to	us.	
We	got	them	all	cleaned	up	and	they're	going	to	close	escrow	at	the	end	of	this	month	and	
they're	building.	And,	you	know,	that	just	feels	good,	right?	So,	yes,	we	will	be	able	to	impact	
their	community	and	be	able	to	make	a	greater	difference	in	their	ministry.		

Mission	&	Your	Team	

Well,	finally,	mission	and	your	team.	So	we	talked	about	mission,	our	mission,	our	clients,	
integrating	our	mission,	and	now	the	mission	and	our	team.	Your	team	may	be	the	greatest	
asset	that	you	have	in	extending	your	mission	out	to	your	clients.	They	can	help	us	
demonstrate	company	values	and	communication	with	clients	as	important.		
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Yeah,	one	of	the	things	that	that	we're	desiring	to	do,	we're	in	the	process	of	doing	this	now	is	
building	our	knowledge	base.	Some	of	you	may	use	Notion	https://www.notion.so/	,	I	think	
we're	going	to	probably	use	Guru,	https://www.getguru.com/	but	in	that	I	want	to	put	in	as	
part	of	our	month-in	review	is	to	have	a	statement	of	our	clients	pain	points	-	the	pain	
point	they	initially	told	me	in	
that	first	interview	that	we	
had.	And	then	in	the	month-
in	review,	ask	this	question:		

How	did	we	resolve	our	
client's	pain	points	this	
month?	How	did	we	further	
their	mission?		

So	I	think	it	was	a	good	
question	for	us	to	constantly	
be	asking,	maybe	even	monthly,	but	not	just	me,	but	our	entire	team,	you	know,	are	we	
focusing	on	their	pain	points	and	alleviating	the	pain?		

Are	we	focused	on	their	mission	and	furthering	mission	and	helping	them	towards	
that?	I	think	it's	good	to	just	always	have	that	at	the	forefront.		

And	do	we	know	and	
understand	our	team	
members	mission,	dreams,	
goals	and	values?	I	try	to	
intentionally	get	to	know	my	
team	members	and	
understand	what	is	it	you'd	
like	to	do	beyond	Good	
Shepherd,	and	what's	your	
life?	What	are	your	life	goals?	
How	can	I	help	you	to	get	there?	And	those	sorts	of	things.	I	think	that	greater	job	satisfaction	
comes	out	of	an	environment	of	caring	and	opportunity	for	growth.		

Next	steps.	Don't	be	overwhelmed	by	any	of	this.	I	know	you	got	a	lot	of	information.	Just	be	
yourself;	again	on	that	self	part.	Some	of	us	are	extroverts.	Some	of	us	are	introverts	or	
somewhere	in	between.	Aah	like	that	sales	thing	is	kind	of	interesting	to	us,	but	just	be	
yourself.		

And	I	think	this	kind	of	approach	really	helps	us	to	just	be	ourselves	and	then	to	get	to	know	
our	clients	in	a	very	relational	way.	And	remember,	it	is	all	about	relationship	and	
connecting	around	values.	Start	with	your	mission	and	branch	out	to	your	client's	mission.	
And	I	just	want	to	encourage	you	that	you've	got	this.		

Then	finally	some	resources.	Some	things	that	I	found	in	doing	this	research.	I	really	want	to	
recommend	this	one	book:	Selling	with	the	Servant	Heart:	Ten	Lessons	on	the	Path	to	Joy	&	

Mission	&	Your	Team	
Your	team	may	be	your	greatest	asset	in	extending	your	mission	
• They	can	help	demonstrate	company	values	in	communication	
with	clients	

• Include	your	client’s	pain	points	and	mission	statement	in	your	
knowledge	base	for	your	team’s	information	

• Month-end	Review	–	“How	did	we	resolve	our	client’s	pain	
points	this	month?	How	did	we	further	their	mission?	

Mission	&	Your	Team	
Do	we	know	and	understand	our	team	member’s	mission	–	
dreams,	goals,	and	values?	
• How	can	we	help	our	team	reach	their	full	potential?	
• Greater	job	satisfaction	comes	from	an	environment	of	caring	
and	opportunity	for	growth	

• Team	member	story	
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Increased	Income,	by	Jim	Doyle.	It	really	talks	about	this	approach.	A	little	bit	of	what	I	shared	
earlier	about	getting	to	know	your	client	and	just	being	a	servant	to	them,	helping	them,	
reaching	out	to	them,	helping	them	to	attain	their	goals	and	the	success	that	comes	as	a	result	
of	that.	So	if	you	want	a	great	book	to	read	it,	it's	pretty	good.	It's	a	pretty	easy	read,	so	I	
recommend	it.		

And	then	The	Customer	Mission	by	Andrea	Belk	Olson	is	another	book	that	is	good.	So	many	
books	that	when	I	tried	to	do	research,	I	didn't	really	see	any	books	that	talk	specifically	about	
incorporating	mission	into	your	business.	There	was	a	lot	of	customer-focused	selling	kinds	of	
books,	but	these	were	a	couple	of	that	I	did	find.		

And	then	finally	this	Beehive	PDF:	Purpose,	Mission	and	Values	Alignment:	Beehive’s	Guide	to	
Driving	Meaningful	Strategic	Growth.	It's	a	free	download	that	you	can	get	and	so	you	can	just	
download	that	on	your	computer,	and	be	able	to	get	some	great	information	on	how	to	align	
your	vision	with	your	client's	mission.		https://beehivepr.biz/purpose-mission-values-
alignment/		
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Day	2	–	June	15,	2022	

2.1	How	to	Delegate,	Develop,	and	Grow		
–	Melissa	Honan	
June	15,	2022	

Website:	https://www.bookkeepingforpainters.com/		

Summary:	Melissa	took	the	first	ten	minutes	telling	a	story	before	getting	
into	her	presentation.	The	full	presentation	covered	the	five	parts	illustrated	
below.	The	two	things	that	helped	her	grow	her	business	to	seven-figures:	
1)	Niche	your	business	to	a	specific	market	–	theirs	is	painters;	2)	Have	the	
right	team	that	you	can	delegate	tasks	to	get	more	done.		

The	primary	focus	of	the	presentation	was	telling	the	benefits	and	method	of	effective	Delegation.	The	
different	tasks	you	can	delegate:	

• Tiny	tasks	that	may	take	a	few	minutes	to	complete.	
• Tedious	tasks	that	require	little	skill	but	are	annoying.	
• Time-consuming	tasks	that	big	tasks.	Break	it	into	parts	
• Teachable	tasks	you	can	teach	other	how	to	do.	
• Terrible	At	tasks	that	you	hate	doing.		
• Time-sensitive	tasks	that	need	to	be	done	right	away.	
• “That’s	not	my	job”	tasks,	

To	ensure	your	team	is	successful	when	delegating,	ask	questions,	clarify	what	success	looks	like,	achieve	
buy-in	from	those	you	delegate	to,	have	processes	–	even	if	you	have	to	buy	the	processes,	have	regular	
check-ins,	and	use	
positive	reinforcement.	

Melissa	challenged	
everyone	to	get	an	extra	
two	hours	by	delegating	
at	least	2	hours	of	
weekly	tasks	within	2	
weeks.		

Then	use	the	extra	time	
you	gain	by	investing	in	
yourself.	Your	business	
will	grow	as	you	and	
your	team	continue	to	
grow.		
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I	do	want	to	apologize	ahead	of	time	for	what's	about	to	happen	on	the	stage.	So	part	of	it	is	
that	yesterday,	Ben	Day	mentioned	when	you	go	to	a	conference,	you	need	to	get	your	one	
thing	and	then	just	leave.	And	Gabrielle,	I'm	sorry,	e	going	to	leave	after	my	talk.	And	that's	
uncomfortable.		

No,	so	I'm	really	excited	to	be	here.	I	look	forward	to	this	all	year.	I	came	to	BKX	last	year,	and	
it's	just	been	a	whirlwind	since.	So	my	family	and	I,	right	after	BKX	last	year,	we	decided	we	
were	going	to	move	to	Costa	Rica,	because	we're	sane,	and	so	we	had	done	a	lot	of	research	
and	we	had	done	a	lot	of	planning,	and	we	knew	that	there	were	going	to	be	a	few	places	that	
we	would	want	to	check	out	but	we	didn't	want	to	settle	right	away.		

So	we	have	this	great	plan	to	take	our	two	year	old	and	our	four	year	old	and	travel	around	
Costa	Rica.	And	so	we	had	a	three-month	plan	at	the	time	with	tentative	up	to	six-month	plan.	
We	were	going	to	go	to	a	different	area	of	Costa	Rica	for	a	month	at	a	time.	And	I	am	not	the	
spontaneous	type.	I'm	also	just	a	planner.	I	thrive	in	consistency.	I	thrive	in	structure.	I'm	very	
intuitive.	I	like	to	have	my	own	home.	I	like	things	in	particular	places	the	way	that	I	like	them.	
I	am	actually	diagnosed	OCD.	Not	to	be	like,	Oh	my	god,	I'm	so	OCD	like	legit	OCD,	like	it's	a	
problem.	I'm	medicated	for	it.		

And	so	I	struggled	I'm	not	going	to	lie,	it	was	a	rough	year	and	so	I	was	really	looking	forward	
to	coming	here	and	telling	you	guys	about	everything	that	we	did	to	grow	our	business	
because	this	is	like	my	home.	I	absolutely	love	everything	that	Ben	built.	Everyone	asked	me	
today	like,	are	you	nervous?	And	I	was	like,	No,	I'm	just	like	speaking	to	my	friends.	That's	
what	you	guys	are.		

So	we're	moving	around	Costa	Rica,	and	we're	in	different	Airbnb’s.	And	of	course,	for	those	of	
you	that	have	children,	you	know	that	they	are	just	disgusting.	And	they	pick	up	every	
possible	germ	that	they	can	pick	up.	So	as	we're	moving	around	Costa	Rica,	we're	picking	up	a	
virus	every	time	we	move	to	a	new	location.		

And	so	at	the	time,	it	was	a	few	months	in,	I	was	getting	worn	out.	I	was	tired.	I	just	really	
wanted	to	home	I	was	tired	of	moving.	And	of	course	we	had	another	virus.	We	had	a	stomach	
virus	going	around	in	the	house	and	I	will	try	to	tread	carefully	here;	trigger	warning	for	two	
reasons.	I	will	most	likely	swear	on	stage.	If	you	have	tender	ears,	please	leave	now.	Secondly,	
what	I'm	about	to	tell	you	is	absolutely	disgusting.	And	if	you	have	a	sensitive	stomach,	you	
should	also	probably	leave	now.		

So	we	have	a	stomach	virus	going	around	the	house.	It's	only	hit	my	two	kids.	It's	coming	out	
both	ends.	All	right.	It's	like	for	those	of	you,	and	I	was	just	talking	about	this	with	my	team	
yesterday,	for	those	of	you	that	have	ever	caught	puke	in	your	hands.	This	is	like	one	of	those	
moments	right	and	like	a	lot	of	you	have.	Where's	the	BDL	stay	at	home	mom	group.	We've	all	
done	it	like	wow,	on	a	Zoom	call.	You're	like	catching	vomit	like	um	so	it	was	that	type	of	virus	
that	luckily,	it	had	not	hit	near	my	husband.	My	husband	is	the	healthiest	person	in	the	world.	
It's	annoying.	He	never	get	sick.	I	do	but	I	have	not	gotten	it	by	the	grace	of	God.		
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So	at	the	time	of	my	business,	I	had	really	worked	myself	out	of	account	management.	I	have	
not	done	bookkeeping	in	years.	I	never	should	have	done	it.	And	I	am	primarily	in	a	sales	role.	
I	love	sales.	I	thrive	in	sales.	It's	what	I	love,	but	I'm	not	like	I'm	not	on	my	game.	Right?	But	I	
have	a	bunch	of	sales	calls.	It	does	not	matter	that	I	have	not	been	sleeping	this	week	because	
my	kids	are	vomiting	all	over	the	place.	It	does	not	matter.	I	don't	want	to	reschedule	them	
because	it's	like	it's	just	going	to	push	the	pain	to	another	day.		

I	am	good	at	sales.	I	have	had	sales	management	experience	for	15	years	I	could	do	sales	in	my	
sleep,	and	a	lot	of	times	I	do.	And	so	I	decided	I'm	just	going	to	do	it	right.	So	I	get	on	a	call	
with	a	prospect,	for	those	of	you	that	don't	know	I	work	with	painters;	so	I	get	on	the	call	with	
a	guy	to	talk	about	his	painting	business	and	I	would	love	to	say	that	I	am	on	my	game	despite	
everything	that	I've	been	going	through,	but	I	was	not.	This	was	a	shitty	sales	call.	This	is	one	
of	those	things	where	I	had	to	rely	on	my	notes	like	are	my	tools,	my	techniques,	like	I've	got	a	
toolbox	of	things	like,	okay,	you've	got	an	objection	like,	Okay,	this	is	how	I	would	overcome	it.		

Like	I'm	pulling	up	multiple	screens	like	trying	to	figure	out	I'm	like,	oh,	yeah,	and	to	that,	like	
awkward	stall	where	I	can't	build	rapport	and	it	starts	to	get	a	little	dicey.	And	I	get	into	the	
part	of	my	sales	speech	where	I'm	going	to	go	over	the	services	that	we	offer	-	our	packages.	
We	offer	three	different	packages.	And	this	is	like,	I	got	this	down,	right	like	I	can't	mess	this	
up.	I	cannot	mess	this	up.		

And	so	I'm	going	over	our	Primer	Plus	Plan,	which	is	you	know,	monthly	bookkeeping	and	
monthly	reconciliation.	And	at	this	moment,	I	audibly	fart,	and	because	I'm	speaking	and	it	
was	a	surprise	fart,	I	did	not	mute	the	Zoom	call.	And	from	the	look	on	this	prospect’s	face.	He	
definitely	heard	the	fart,	but	he's	a	gentleman	and	he	mentions	nothing,	and	I	get	to	continue	
on.	Like	that's	just	part	of	the	Primer	Plus	bookkeeping	plan.	That	also	comes	with	receipt	
management.		

And	I	think	that's	it	right.	So	I	just	keep	going.	I'm	like,	Alright,	I	can	do	this.	This	isn't	the	
worst	thing	that's	ever	happened	to	me.	I	can	do	this,	whatever.	And	I	start	to	feel	like	I'm	
going	to	fart	again	and	I	was	like,	oh	my	god	I	realized	that	the	first	fart	was	a	warning	that	
maybe	I	did	not	luck	out	and	not	get	the	stomach	virus,	but	okay,	I	can	do	this.		

Sales	calls,	if	it’s	a	bad	one	is	5-10	minutes	right.	A	good	one	is	upwards	of	an	hour.	It	can	be	
anywhere	in	between.		I	do	a	30	minute	call,	but	I	block	30	minutes	afterwards	just	to	
take	the	pressure	off.	You	don't	have	to	talk	to	me	for	an	hour,	but	I	have	it	because	if	it's	
good,	it's	going	to	take	an	hour	if	I	close	them	on	the	call.	It	could	take	up	to	90	minutes,	but	I	
do	try	to	get	it	done	in	an	hour.		

And	I'm	fearing	you	know,	it's	not	going	too	good.	It's	not	going	to	take	that	long	right.	But	
apparently	this	was	a	magic	fart	and	the	call	started	to	get	better.	Like	it	broke	the	tension	in	
the	room,	or	and	it	was	like	now	we	have	rapport,	like	I'm	relatable.	He's	like,	I'm	interested.	
Tell	me	more.	He's	asking	all	sorts	of	questions.		

I	feel	like	I	have	to	borrow	it	again,	but	this	time	I	had	warning	and	I	could	mute	the	Zoom	call.	
Thank	God,	right.	So	I	mute	the	Zoom.	Like	I	said,	the	first	one	was	a	warning	for	what	was	to	
come,	which	was	that	I	did	shit	my	pants.	I	was	like,	Oh,	it	was	muted,	but	I'm	the	type	of	
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person	that	wears	my	emotions	on	my	face.	And	so	I	think	okay,	he's	not	noticing	it's	fine.	He's	
asking	his	question	and	then	he	says,	are	you	okay?	

And	in	this	moment,	I	think,	okay,	I've	got	one	of	two	options.	So	I	can	be	honest	and	say,	you	
know,	I	need	to	go	let's	reschedule	this	call.	It	wasn't	going	well	anyway.	Right.	Or,	I	can	lie	and	
say	I'm	perfectly	fine,	and	sit	in	my	own	filth	for	however	much	longer	this	is	going	to	take	and	
maybe	close	the	sale.	

I	have	15	years	of	sales	experience,	but	his	is	the	first..	I'm	a	natural	salesperson,	and	of	course	
I	want	to	close	the	sale.	So	I	chose	the	latter	and	decided	that	I	was	going	to	just	forget	that	
that	just	happened,	and	keep	going.	And	so	I	said,	I’m	fine.	Can	you	repeat	your	question?		

And	I'd	love	to	have	a	happy	ending	to	the	story	where	I	say	I	close	that	sale.	But	I	didn't.	What	
does	that	have	to	do	with	delegation	you	ask?	Well,	not	a	whole	lot.	Things	don't	go	as	you	
plan	them.	And	when	it	does	come	to	delegation,	you	can	delegate	just	about	anything.	All	
right,	and	I'm	going	to	tell	you	how	to	do	that	today.	But	what	you	can't	do	is	delegate	
shitting	your	pants.	Only	you	can	shit	your	pants,	okay?	And	if	you	do	that,	I	can	guarantee	
you	guys	right	now	that	everything	that	you	think	from	a	sales	perspective	that	could	possibly	
go	wrong	on	a	sales	call…	First	of	all,	that	won't	happen,	but	you	sure	as	hell	probably	won't	
shit	your	pants.	So	it	really	can't	be	that	bad.		

	

Delegation	Presentation	Starts	

So	we're	going	to	get	into	how	to	delegate,	develop,	and	grow	your	business.	And	now	you	
guys	realize	that	I'm	a	human	being	just	like	you.	We	all	accidentally	shit	our	parents	during	a	
sales	call.	I'm	relatable.	If	I	can	do	this,	so	can	you	so	who	am	I?		

I'm	Melissa	Hone.	I'm	the	CEO	of	bookkeeping	for	painters.	This	was	not	my	idea	-	being	CEO	
or	starting	Bookkeeping	for	Painters.	My	husband	started	Bookkeeping	for	Painters.	I	told	him	
it	was	a	terrible	idea.	All	small	businesses	fail.	And	he	was	like,	no,	no,	I	think	it'll	be	good	and	I	
was	like,	alright,	good	for	you.	I	want	to	keep	my	job?		

Then	four	months	later,	it	was	going	really	well.	I	had	come	home	crying	for	like	the	10th	time.	
And	he's	like	said,	let's	do	this.	So	I	did.	And	Ben	mentioned	something	about	like	working	
with	your	spouse.	We	did	that	really	well…	for	a	while.	Like	I	didn't	want	to	be	in	management	
anymore.	I	was	like	you	be	the	boss,	and	I'm	going	to	be	the	employee.	That	has	a	good	setup	
for	me.		

And	then	about	a	year	in,	I	ended	up	pregnant	with	my	son.	My	son	was	born	a	month	early,	
and	he	had	some	complications.	And	I	was	honestly	just	sick	of	Daniel	not	listening	to	all	of	my	
really	good	advice,	and	was	like,	Yeah,	I'm	done.	Alright,	this	is	your	business,	have	fun,	and	I	
left	for	a	little	bit.		

What	came	up	is	a	few	years	later,	my	son's	two	I'm	pregnant	with	my	second	daughter,	my	
first	daughter,	second	child,	and	Daniel's	about	to	deploy.	And	we	had	plans,	like	I	said,	we	had	
plans	for	how	this	would	go.	We	had	a	CEO	in	place.	They	were	going	to	run	the	business.	I	
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was	just	going	to	do	invoicing.	I	got	kids.	I'm	pregnant.	I'm	going	to	have	baby,	and	husband’s	
deployed.	And	that	didn't	happen.	CEO	quit	about	two	weeks	ago.	So	I'm	five	months	pregnant.	
I	have	my	son	and	husband's	deploying?	What	am	I	going	to	do?	I	was	like,	Well,	I	guess	we	
can	just	close	the	business.	I	don't	want	to	do	this.	But	then	somebody	talks	sense	to	me	and	I	
was	like,	Okay,	I	guess	I'm	CEO	now.	But	obviously,	I'm	pregnant.	I	have	a	two	year	old,	my	
husband	ended	up	being	deployed	for	almost	20	months	because	of	COVID.	Lovely.		

So	he	deployed	about	a	month	after	we	found	out	I	was	pregnant.	He	came	home	when	my	
daughter	was	a	year	old.	And	she's	so	cute.	Um,	speaking	of	puking,	she	was	pooping	right	
before	I	came	here.	Um,	so	it's	just	keeps	on	coming.		

So	I	decided	to	step	in	as	CEO,	and	when	I	stepped	in	as	CEO,	Daniel	was	very	clear.	He's	like,	
you	just	have	to	maintain	what	we	have.	If	we	lose	a	little	bit,	it's	okay,	but	just	try	to	keep	it	
steady.	

Who	here	knows	me?	Do	I	keep	things	steady?	No,	I	was	like,	okay.	All	right.	That's	no	
problem.	I'm	going	to	double	it.	I'm	going	to	double	the	business	before	he	comes	home.	And	
I'm	going	to	double	it	again.	And	I	did.	I	doubled	the	business	before	he	came	home.	And	
then	the	next	year	I	doubled	it	again.	And	that's	my	plan	that	for	people	that	ask	me	like,	Oh,	
what	are	you	going	to	do?	I'm	going	to	keep	doubling	it	till	I	don't	want	to	anymore.	Then	
who	knows?		

Right	now	we're	at	about	$1.5	million	in	annual	recurring	revenue.	And	that	does	include	
tax	services	in	that	number.	We're	at	about	$1.3M	with	just	bookkeeping	services,	okay?	We	
have	100	plus	clients	and	I	recently	fired	all	the	shitty	ones.	So	they're	really	cool.	These	are	
like	really	cool	clients.	Yeah.	My	teams	clapping	Yeah,	talking	about	battle	scars.		

I've	made	some	mistakes	and	I'm	here	to	tell	you	how	to	not	make	those	mistakes	for	those	of	
you	that	listen.	I	am	the	co-host	of	the	I	Love	Bookkeeping	podcast.	If	you	haven't	yet,	please	
subscribe	so	Ben	doesn't	fire	me.	It's	literally	the	best	job	I've	ever	had	because	I	just	get	paid	
to	talk	to	Hannah,	who	was	fantastic.		

And	on	the	side,	I	have	been	a	mindset	and	business	coach,	and	have	plans	of	launching	an	e-
Course	on	sales	specifically	for	introverts	because	although	it	might	not	appear	-	I	am	an	
introvert.	People	just	panic	me.	I'm	actually	a	naturally	shy	introvert.	Where	I	don't	like	
talking	to	people.	I	have	no	idea	what	to	say.	I'm	socially	awkward	and	I	have	been	known	to	
literally	just	forget	humans	in	many	conversations.		

With	15	years	of	sales	management	experience	I	have	those	tools	and	techniques	to	know	how	
to	do	it	right.	Now,	I'd	like	to	say	that	Costa	Rica	was	amazing.	It	was	right,	I'm	sure	but	we	
actually	decided	Costa	Rica	wasn't	for	us	for	a	variety	of	reasons.	We	have	moved	to	San	Juan	
del	Sur	Nicaragua.	So	that's	where	we	currently	live	since	January	with	our	family	and	my	
son's	in	school.	We	have	a	wonderful	nanny	that	helps	with	my	youngest	and	it's	absolutely	
amazing.		

So	if	any	of	you	have	any	questions	later,	you	want	to	know	anything	about	Nicaragua?	We	
work	remotely	for	a	reason	guys,	right?	Like,	that's	the	one	reason	why	did	we	start	this	
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business?	We	don't	want	to	do	the	grind.	We	want	to	work	remotely.	We	want	to	be	able	to	
travel	and	we	just	decided	to	do	that.		

Next	I	want	to	tell	you	a	little	bit	about	myself	so	you	know	how	insane	I	am.	And	that's	really	
going	to	help	me.	I	am	obsessed	with	Rothy’s.	If	you	are	wearing	Rothy's	here	today,	I've	
already	seen	you.	One	of	you	has	a	Rothy's	purse.	Okay,	it's	really	weird.	I'm	wearing	them.	I	
don't	want	to	say	how	many	I	have	because	my	husband's	in	the	audience.	But	if	any	of	you	
are	in	the	Rothy’s	Facebook	groups,	I'm	literally	insane.		

I	also	am	obsessed	with	skincare	as	well.	So	if	you	want	to	talk	to	me	about	that.	I'm	giving	you	
reasons	to	come	talk	to	me.	Okay.	Because	apparently	people	think	that	I'm	unapproachable.	
But	now	I	shit	my	pants	and	I'm	giving	you	like	specific	things	that	you	can	do	to	come	talk	to	
me	about,	okay.		

I'm	also	super	opinionated	if	you	didn't	already	know.	So	I'm	going	to	say	a	lot	of	things	today.	
That's	going	to	be	very	opinionated.	Take	everything	with	a	grain	of	salt.	I	am	not	everyone's	
cup	of	tea.	I	think	I	could	use	a	lot	of	things	here.		

	

The	biggest	question	I	get	asked	is:	How	did	you	grow	a	seven-figure	
bookkeeping	business?		

First	of	all,	this	is	where	you	guys	just	get	up	and	leave	right	now.	I	listen	to	Ben	Robinson…	
sometimes.	And	it's	funny	because	I	was	actually	talking	to	him,	like	a	couple	months	ago	and	
he	was	like,	I	have	this	one	piece	of	advice	if	I	could	give	everybody,	I	would	charge	$20,000	
for	it.	It	is	the	magic	pill	to	how	you	can	grow	seven-figure	business	.	This	is	the	answer.		

Does	anybody	know	what	it	is?	Just	freaking	niche.		

If	I	get	any	more	feedback	about	me	and	Hannah	debating	how	to	say	it,	like	okay,	we're	just	
going	to	keep	doing	that	because	it	makes	me	happy.	But	seriously	though,	how	did	I	grow	
seven	figure	bookkeeping	business.	It	was	easy	because	I	niched	in	painters,	and	my	job	
wasn't	figuring	out	everything.	It	was	figuring	out	what	painters	want.	Again,	I'm	not	
everybody's	cup	of	tea.	My	job	is	to	be	painters	cup	of	tea.	And	that	made	things	a	lot	easier.		

Now	that's	a	big	part	of	it,	but	the	second	part	of	it	is	people	sitting	there	at	that	table.	Those	
five	people	-	my	team.	I	could	not	have	done	it	by	myself.	So	for	those	of	you	that	are	just	
on	your	own,	or	if	you	have	a	team	and	you're	struggling	and	you're	not	sure	how	to	grow,	
you're	going	to	need	to	delegate	and	use	your	team.	I	could	not	have	done	this	by	myself.	I	
could	have	done	it	without	Daniel,	but	not	without	Holly.		

I	really	want	to	give	you	all	the	tools	on	how	to	do	it.	So	originally	my	full	program	that	I	was	
going	to	go	over	was	the	key	to	growing	a	seven-figure	business	is	how	to	delegate,	develop,	
and	grow	and	then	I	realized,	because	I'm	chatty,	which	I'm	already	at	25	minutes,	I	kind	of	
need	to	speed	up.	I'm	really	chatty	that	I	was	not	going	to	be	able	to	go	over	all	of	this.		
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So	I	can		go	over	a	couple	of	things	and	you	guys	get	a	general	overview,	or	I	can	dig	into	one	
really	deep	and	that's	what	I	want	to	do	because	I	want	you	to	leave	and	be	able	to	do	this.	
This	literally	is	key	to	building	a		seven	figure	bookkeeping	business.	I	know	for	a	fact	that	I	
could	start	another	one	and	do	it	again	by	following	this.		

Okay,	quick	overview	is	mindset,	delegation,	development,	growth	&	inconsistent.	Okay.	
Now	we're	going	to	talk	about	delegation	obviously	and	the	power	of	delegation.	Now,	who	
here	delegates?	Who	here	doesn't?	Okay.		

Why	you	think	you	don’t	
delegate:	

• I	can	just	do	it	myself	
• It	won’t	get	done	right	
• It	won’t	It	won't	get	done	right	
• I	don’t	have	anyone	to	delegate	
to	

• Other	people’s	perception	

Does	anybody	relate	to	this?	
Anyone	felt	like	this	before?	I	am	
a	recovering	micromanager.	So	
yeah,	I	felt	all	of	these	things,	
especially	if	it	won't	get	done	and	
won’t	get	done	right.	Again	the	
audacity.		

Why	you	REALLY	don't	delegate:		

Self-enhancement	effect.	This	is	a	manager's	to	evaluate	a	work	product	more	highly	the	
more	involved	she	is	in	its	production.	You	think	that	if	you're	involved	things	are	going	to	be	
better.	So	is	that	true?	Might	not	be	because	there's	also	the…	

Faith	in	supervision	effect.	When	people	have	a	tendency	to	think	work	performed	under	
the	control	of	a	supervisor	is	better	than	work	performed	without	as	much	supervision.	
Because	you	feel	like	if	you're	there,	everybody	else	is	more	productive.	I'm	the	boss.	I'm	
holding	it	down.	My	team	knows	for	a	fact	I	am	the	least	productive	when	I'm	around	them.	I	
love	them	to	damn	much.	But	why	you	really	don't	delegate.	There’s	a	lot	of	the	reason	we're,	
and	I’m	going	to	circle	back	to	the	other	stuff.		

Bad	experiences.	We've	all	had	bad	experiences	where	we	delegated,	and	it	didn't	get	done.	
Where	we	delegated,	and	it	didn't	get	done	right.	Is	that	because	we	delegated	it?	No,	it's	
because	we've	delegated	it	wrong.	And	what's	you're	saying	at	the	end	of	the	day,	whether	you	
have	a	team	or	not,	if	you	do	not	delegate,	this	is	what	you	are	saying,	whether	you're	saying	it	
or	not.	You're	saying…	
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I	lack	faith	in	your	capacity	of	others.	That's	pretty	shitty,	right?	Like,	can	imagine	if		
somebody	actually	said	that	to	you?	Like,	especially	if	you	do	have	a	team.	Who	here	has	a	
team?	Okay,	and	have	you	ever	wanted	to	delegate	something,	but	you	were	like,	I	don't	know.	
You're	basically	saying	that	your	team	isn't	cheap	hand	handling	work.		

And	if	your	team	is	not	capable	of	being	delegated	to,	then	they're	not	the	right	team.	Because	
I	know	for	a	fact,	based	on	actual	experience,	my	team	can	handle	literally	anything	that	I	do,	
because	it's	about	delegating	effectively.	And	also	because	they're	fantastic.	The	big	thing	here	
is…		

You	don't	have	the	tools	necessary	to	effectively	delegate…	because	of	those	bad	
experiences,	because	we've	all	had	bad	bosses	that	didn't	have	faith	in	our	capacity,	that	didn't	
know	how	to	delegate,	that	were	lazy	and	just	didn't	want	to	do	work.	And	so	you	thought	
that's	what	management	was.	You	thought	that's	what	delegation	was.	You	weren't	delegated	
to.	You're	not	going	to	delegate.	Being	a	boss	is	like	Brooke	said	we're	working	80	hours	a	
week,	or	we're	not	doing	it	right.	It’s	so	true.	

	

Why	you	NEED	TO	delegate:		

You	can't	do	everything	yourself,	and	if	you	try,	you're	going	to	burn	out.	You're	also	not	the	
best	person	to	do	everything.	I'm	not.	I'm	not	a	good	bookkeeper.	Don't	put	me	near	.	I'm	not	a	
good	account	manager.	I	don't	like	doing	it	consistently.	I	need	to	be	the	best	CEO,	and	a	lot	of	
you	in	the	room	need	to	be	the	best	CEO	of	your	company.	Not	the	best	bookkeeper,	not	the	
tax	professional.	You	shouldn't	be,	and	you're	probably	not	again,	I	always	go	back	to	the	
audacity	that	we	have	to	think	we	are	the	best	person	to	do	everything.	And	I'm	calling	myself	
out	and	you	because	I	know	this	is	true.	We	are	not	the	best	person.	I	know	that	the	best	
person	is	my	team.	Not	what	I	do.	I	hire	people	smarter	than	me	to	do	the	smart	people	thing.	
My	job	is	to	do	the	rest.	And	when	you	delegate	this	is	going	to…	

Build	trust	amongst	your	team.	It's	going	to	build	morale.	And	that	team	is	going	to	just	get	
stronger.		

Team	empowerment	and	development.	I	will	make	sure	that	you	guys	get	copy	of	the	
development	portion	of	this,	but	taking	delegation	a	step	further	and	making	sure	that	it	can	
be	everlasting.		

	

So	I'm	going	to	go	here	again,	about	why	you	don’t	delegate:	I	can	just	do	it	myself.	No,	you	
can't.	It	won't	get	done.	Yes,	it	will.	It	won't	get	done	right.	Maybe	not	as	right	as	you	want	it	
to,	but	right	enough.	Okay,	so	like,	somebody	who	thinks	that	they're	perfectionist.	Gabrielle	
thanks	for	being	honest.	Um,	don't	be.	Again,	I	have	OCD.	You	have	no	excuse.	I	am	diagnosed	
crazy	about	perfection.	All	right.	And	you	can	delegate;	it	will	get	done.	It	might	not	get	done	
right	the	first	time,	but	if	you	do	it	effectively,	it	will	get	done.		
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I	don't	have	anyone	to	delegate	to	-	we're	going	to	go	through	that.	Because	I	know	that's	true.	
Especially	when	you're	just	starting	out.	You	might	not	have	money,	you	might	not	have	
enough	clients.	What	can	I	do	to	get	some	of	this	off	my	plate?		

Okay,	and	other	people's	personal	I	don't	care	what	anyone	has	to	think	about	that	and	you	
shouldn't	either.	Don't	look	at	what	other	people	are	thinking	about	you.	Think	about	yourself	
and	the	rest	will	follow.	That's	my	life	advice.		

	

What	should	I	delegate?	

I	didn’t	come	up	with	this.	I'm	going	to	steal	that	line	from	Brooke.	This	was	from	Jenny	Blake,	
and	her	recommendation	was	to	conduct	an	audit	of	tasks	which	this	is	something	that	is	
not	revolutionary.		

Well,	what	do	you	do?	Write	it	down.	And	that's	what	you	need	to	do	is	you	need	to	figure	out	
what	to	delegate,	and	the	best	way	to	do	that	is	like	Ben	Day	said,	take	some	mushrooms	go	
down	to	the	woods,	write	it	down.		

And	what	we're	going	to	go	over	is	the	general	view	here,	I'm	not	going	to	go	into	super	big	
details	because	at	the	end	of	this	you	will	get	access	to	some	information	for	you	guys	to	do	
this	on	your	own	a	little	bit	further.		

	

Types	of	Tasks	You	can	Delegate	

We're	going	to	go	through	tasks	that	are:	Tiny,	Tedious,	Time-consuming,	Teachable,	Terrible,	
Time-sensitive,	and	then	my	favorite,	That's	not	my	job.		

The	Tiny	things	are	those	little	things,	like	Brooke	mentioned	yesterday,	they	take	a	couple	of	
minutes	here,	a	couple	of	minutes	there,	you	might	as	well	do	it,	but	like	she	said,	they	add.		

What	you	want	to	do	is	do	a	task	audit	of	all	these	tiny	little	things	that	you're	doing	that	tend	
to	add	up.	They're	not	big	or	small.	They're	called	tiny.	You	guys	can	figure	that	one	out.	Does	
anybody	have	any	question?	What's	tiny?	Do	you	have	an	idea?	

Tedious.	Tedious	tasks	are	mindless	task;	copy	and	paste	things.	For	me,	a	tedious	task	is	
updating	our	time	tracking	software.	You	get	a	new	client	and	you	know,	the	client	typed	their	
name	in	wrong.	And	you	got	to	go	in	and	you	got	to	update	it.	And	then,	like,	you	know,	a	Zap	
broke,	it's	just	like	tedious	and	it's	annoying,	and	it's	just	the	things	that	got	to	get	done.	Those	
are	things	that	typically	will	require	a	little	skill,	right?	Like	you	can	delegate	those	to	pretty	
much	anybody.		

Then	we	have	Time-consuming,	and	time	consuming	tasks	are	those	things	that	are	going	to	
be	your	big	projects,	right?	And	you	think,	okay,	I	have	this	really	big	important	project.	How	
can	I	delegate	that?	What	you	can	do	is	break	it	up	into	little	chunks	and	delegate	parts	of	it.		
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And	so,	for	instance,	I	had	a	big	part	to	speak	here,	right.	I	have	to	be,	you	know,	charming	and	
memorable	and	all	this	stuff.	I	don't	have	time	to	do	everything.	And	so,	you	know,	it's	kind	of	
a	combination	of	tedious	and	time	consuming.	I	delegated	the	creation	of	the	slide	deck.	I	
didn't	do	it.	I	have	no	idea	what's	on	here.		

Teachable.	This	is	my	favorite	thing	to	do,	by	the	way.	But	if	you	think	about	any	of	your	tasks	
that	are	actually	teachable;	so	for	instance,	anything	that	you	learn	in	BBL,	which	is	literally	
everything	and	all	of	the	things	that	you	do,	hey,	guess	what,	you	can	delegate	it.	It's	already	
written	down	for	you,	so	do	that.	Okay.		

Teachable	are	things	that	you	could	teach	people	how	to	do.	And	it's	a	really	good	idea,	
which	I'm	going	to	really	kind	of	diverge	from	my	plan	here.	But	as	you	are	doing	all	of	the	
things	that	you	were	doing,	just	pop	Zoom	on,	pop	Loom	on,	take	a	video	of	that	because	guess	
what?	That's	going	to	be	what	you	teach.	You	don't	have	to	actually	teach	it.	You	can	inactively	
do	it.	Right.		

This	is	my	favorite	one,	which	is	the	things	that	you're	Terrible	At,	like	bookkeeping,	right?	I	
mean,	just	me.	I	cried	so	much.	We	still	have	that	client	too.	Terrible	at	or	that	you	just	hate	
doing;	all	right	what	do	you	guys	hate?	What	do	you	get	wrong	in	your	business?		Invoices.	
Yeah,	I	just	delegated	that	to	Rachel.	That	was	the	best	thing	I	ever	did,	man.	We	had	so	much	
outstanding	AR.	I	sucked	at	that.	I	did	not	keep	up	with	it,	you	know?	QuickBooks,	they	do	that	
thing	where	the	payment	doesn't	go	through	and	then	it	shows	up	in	like	the	dashboard	and	
then	it	shows	that	it	actually	got	paid	and	you	have	to	click	into	it.	And	then	it	says	like	that	the	
payment	wasn't	processed	and	you	got	to	go	do	the	return.		

I	suck	at	bookkeeping,	I	don't	even	know	what	to	do.	I	asked	Paulie	to	teach	me	like	six	times.	
She's	so	patient.	Anyway,	I'm	terrible	at	it	and	I	delegated	it.	And	what	I	did	is	I	recorded	a	
bunch	of	videos	of	what	I	did.	I	didn't	even	write	down	the	process.	I	literally	just	recorded	
videos	of	me	doing.	It	was	like,	Hey,	can	you	write	this	down?	Because	you	can	even	validate	
that,	right?	So	Terrible	At.		

Actually	what	I	want	you	to	do	right	now	is	I	want	you	to	write	down	the	one	thing	that	you	
hate	doing	because	we're	going	to	talk	about	that	later.	But	what	do	you	hate	doing	in	your	
business?	None	of	you	say	sales.	That's	great.	And	if	you	hate	it,	you're	wrong.		

Time-sensitive,	especially	for	those	of	you	that	work	with	clients.	Especially	those	of	you	that	
have	lots	of	client	meetings,	and	then	all	of	a	sudden	something	pops	up	and	it's	got	to	be	
done.	Like	the	issue	that	I	heard	yesterday,	which	was	somebody	that	was	a	little	bit	angry	
and	you	kind	of	just	got	to	do	it,	but	I	can't	do	it.	I'm	on	stage	speaking	right	now.	How	am	I	
going	to	do	that?	You	delegated	it.	All	right.	That's	got	to	get	done.	And	you	can't	do	it.	
Somebody's	got	to	do	it.	You've	got	to	delegate	it.		

And	then	there’s	my	favorite:	That's	for	my	job.	That's	like	the	worst	thing	that	you	can	say	
as	a	manager.	But	it's	not.	The	way	that	we	it	with	bad	managers	it's	bad,	right?	But	with	good	
managers,	what	your	going	to	have	to	stop	yourself	from	doing	is	going	back	and	trying	to	do	
all	of	the	jobs	that	you	already	delegated.		
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Greg	called	me	out	on	this	a	few	times.	He's	like,	“Oh,	that's	not	your	job	anymore.”	

And	I	said,	“Yeah,	but	I	like	it.”	

	And	he	said	like,	“Get	out.”		

I'm	not	invited	to	the	integrator	meetings.	I	distract	them	with	all	my	fun	jokes.	You	have	to	
think	about	what	is	my	job	now	as	the	CEO?	I	delegated	invoicing.	I'm	not	going	to	go	into	the	
system	and	start	messing	with	Rachael's	invoices.	Okay.		

This	is	going	to	be	the	big	thing	is	that	once	you	do	realize	the	power	of	delegation,	and	you're	
consistently	delegating,	and	you	have	it	down,	you	have	to	stay	the	course.	What	was	that	
whole	thing	about?	Consistency.	You	can't	go	back	to	your	bad	habit	of	trying	to	
micromanage.	Okay,	that's	not	your	job	anymore.	It	needs	to	stay,	not	your	job.		

	

Who	you	should	delegate	to?	

It'll	depend.	Right.		

There's	a	lot	of	questions	you're	going	to	have	to	ask	yourself	through.	Don't	worry.	I	made	
this	easy	for	you	later.		

• Is	the	right	person	on	your	team?	Do	you	have	a	team?		
• How	do	you	know	they're	the	right	person?		
• What	are	their	areas	of	expertize?		
• What	are	their	areas	of	opportunity?		
• Have	they	been	successful	at	delegation	before?		
• Have	they	not	been	successful	at	delegation?	Because	sometimes	that's	a	good	one	that	

they	can't	get	out	of	before.	Let	them	do	it	again.	All	right.	Because	this	probably	could	
potentially	have	been	your	fault.	That	at	least	that's	me.	That's	my	anxiety.	It's	always	
my	fault,	no	matter	what	happens.		

• What	are	their	goals?		
• Do	they	want	to	grow	in	their	position?		
• Do	they	want	to	grow	in	your	company?		
• Did	they	want	to	leave	your	company?	Either	way,	again,	depending	on	what	you're	

delegating.	I	could	help.		
• If	they	don't	want	to	grow	with	your	company,	why	not?		

You	have	to	ask	the	questions	to	yourself,	and	if	you	don't	know.	Have	a	conversation	with	
them.	That's	the	biggest	thing	is	I	don't	on	my	team	stray	away	from	hard	conversations	and	I	
will	never	assume	what	they	are	thinking,	what	they	want,	what	their	goals	are.	I'm	going	to	
just	ask	them.	So	if	you're	going	through	and	you're	like,	Oh,	man,	you	know,	I	think	Todd	
would	be	really	great	at	doing	X,	Y,	Z,	but	I'm	not	sure	what	his	goals	are.	And	I	think	they're	
this.	Just	go	ask	Todd:	Hey,	Todd,	what	are	your	goals?		
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Heather,	I	asked	you	three	months	ago,	but	guess	what?	Three	months	is	a	long	time.	You	
might	want	to	ask	again.		

Have	a	quarterly	review.	Set	up	time	to	talk	to	your	team.	They	are	the	answer	to	everything.	
And	if	you	don't	have	a	team,	you	can	hire	one.	You	know,	it's	super	easy.	Hiring	is	my	favorite	
thing	to	do.	It	is	the	worst.	It	is	the	worst.	Or	you	can	outsource.	Remember,	we	talked	about	
the	tiniest	tasks,	those	tedious	task.	Mine	work	hard.	And	that	is	a	great	thing	to	find	on	
Upwork.	That	is	a	great	thing	for	your	teenager.	And	guess	what?	You	don't	have	to	pay	them.	
Don't	tell	the	IRS,	but	you	don't.	If	they're	your	child	–	it’s	free	labor	and	that's	why	we	had	
them	in.		

There's	things	you	can	do,	and	I	don't	want	to	just	get	on	this	track,	but	this	is	not	just	on	
business	tasks.	I	want	you	to	also	think	if	you	hate	doing	the	laundry,	if	that's	the	one	thing.	So	
keep	thinking	in	your	head	of	all	the	things	that	you	hate	to	do	in	the	day;	if	you	hate	doing	
laundry.	And	if	you	can	delegate	laundry	and	do	another	sales	call	that	week,	that	works,	
right?		

Do	they	have	a	history	of	success	on	your	team?	I	want	to	touch	on	that	just	a	little	bit	more,	
which	is	that,	of	course,	if	they	have	increased	success.	I	know	that	again,	that	if	I	give	Holly	
something	it’s	going	to	get	done	right.	I	just	do.	I	know	there's	some	other	people	on	our	team.	
I	don't	I'm	not	going	to	name	names	because	some	of	guys	are	here.	Right.		

That	doesn't	mean	that	I	never	delegate	to	Greg	again,	does	it?	He	would	be	thrilled	if	I	didn't,	
but	that	means	that	I	have	to	adjust	because	people	are	complex.	And	just	because	I	through	
the	power	of	delegation	I	had	experience	in	delegating	doesn't	mean	that	I	always	do	it	right,	
because	people	need	different	things.	It's	flexible,	right?	And	you	need	to	be	flexible.	And	so	
what	you	always	need	to	do	is	a	postmortem	and	figure	out	did	this	does	this	work,	or	did	
it	not?	And	if	it	didn't,	why	not?	And	can	we	do	it	differently	next	time?	So	you	want	to	think	
about	that?	You	know,	don't	just	delegate	to	somebody,	let	them	fuck	it	up	and	then	never	give	
them	a	chance	again.	That's	the	biggest	thing.		

I'm	not	going	to	get	into	the	story,	but	I'm	all	about	second	chances	and	third	and	fourth;	and	
I'm	a	little	bit	too	generous	with	chances,	but	really,	at	least	the	second,	like,	promise	me	that.	
Okay.	

Now,	when	you're	thinking	about	to	hire,	or	to	
outsource,	I'm	going	to	try	to	speak	to	this	one.		

• Does	this	need	one	person	or	a	team?	Is	
this	a	task	or	a	role?		

• Is	this	something	that	you're	consistently	
doing?		

• Is	this	a	recurring	task?		
• Is	this	a	one-time	task?	That's	going	to	help	you	determine	if	this	is	something	that	you	

just	need	to	get	done?	You	need	to	get	that	done	now.	It's	just	one	time,	whatever.		
• Or	is	this	something	that	I	actually	need	a	team,	like	to	hire	a	marketing	team?		

To	Hire	or	Outsource	
• One	Person	or	Team?	
• Task	of	Role?	
• Processes?	
• Time	Commitment?	
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Like,	we're	always	the	most	productive	person,	right?	Like	I	am	like	three	people	in	one.	I'm	
fantastic.	And	so	I	just	need	to	be	replaced	with	a	team	right	now.	No.	There	are	things	where	
you	might	be	doing	them,	but	you're	probably	because	you're	wearing	all	of	the	hats,	which	
who	here	wears	like	3	hats	or	4	or	5	or	6	hats?	We're	going	to	make	that	a	game	next	year.		

So	when	you're	wearing	all	of	the	hats,	it	is	literally	impossible	for	you	to	give	all	of	them	
100%.	And	so	it	is	very	possible,	again,	the	audacity	that	you	think	that	you	should	be	replaced	
with	the	team.	It's	not,	and	I	guarantee	you,	and	I	know	for	a	fact	that	I	am	not	doing	
everything	at	100%.	But	if	I	got	a	team	and	they	could	do	it	at	100%,	it	would	be	a	lot	better.		

Do	you	have	processes	for	what	you	need	to	delegate?	We	have	processes.	They	are	like	
ever	changing.	You	have	to	always	like	kind	of	keep	touch	on	them,	right?	And	if	you	don't	
have	processes,	you	can	literally	buy	them;	just	do	that.	Delegate	your	process,	it's	all	the	
same.	You're	not	doing	anything	special	in	your	bookkeeping	that	the	rest	of	us	are	doing	in	
this	room.	We	all	went	to	bookkeeper	launch.	We	just	wrote	it	down.	Right.	So	buy	your	
processes,	just	be	done	with	it.	Don't	recreate	the	wheel.	It's	worth	the	money.		

And	if	you	don't	have	processes,	that's	okay.	Just	a	quick	story.	I	recently	hired	a	position	at	
the	beginning	of	the	year	called	our	client	success	manager.	And,	I	had	a	dream,	and	I	like	how	
I	do	most	things.	And	I	like	woke	up	and	it	was	like	Hey,	like,	we	need	to	have	this	department	
that	just	does	all	of	our	onboarding.	I	suck	at	it.	That's	the	terrible	app	thing.	We	also	had	
three	people	onboarding	it	was	a	whole	thing,	anyway.	

I	don’t	have	a	process	for	this.	We	have	like	an	onboarding	process,	but	I	didn't	have	like	a	
process	for	the	role	like,	what	it	would	be.	I	didn't	have	a	job	description.	I	didn't	know	like,	is	
this	a	full	time	job?	Like,	is	it	like,	is	it	only	a	full	time	job	if	we're	bringing	on	a	bunch	of	
clients?	Like	I	had	no	idea.		

So	I'm	super	honest.	And	I	said,	Hey,	Abby,	I'm	hiring	you	for	a	thing	that	I	have	no	idea	what	it	
is.	And	I'd	like	you	to	figure	that	out.	And	then	I'd	like	you	to	write	it	down.	And	so	literally	if	
you	don't	have	a	process.	Just	be	honest	about	it.		

What's	really	annoying	is	when	you	say,	Yeah,	I	know	exactly	what	we're	doing	and	I	know	
exactly	what	your	jobs	going	to	be	and	then	they	show	up	and	they	realize	you’re	a	shit	show.	
Everybody	that	knows	me	and	everybody	that	works	with	me	knows	that	I'm	a	shit	show,	and	
I'm	really	honest	about	it.	And	that's	what	you	need	to	do	is	if	you	don't	have	processes,	it's	
okay.	But	help	those	people	that's	part	of	what	you	need	help	with.	Everyone	likes	
transparency.	And	then	what	is	the	time	span	and	again	is	this	a	little	task?	Is	this	a	big	task?		

How	to	effectively	delegate?		

You	need	to	achieve	buy-in.	Do	you	guys	think	that	delegation	is	important?	Well,	if	your	team	
doesn't,	they’re	not	going	to	do	shit	about	it.	Okay?	So	that's	the	thing	you	need	to	achieve	
buy-in.	Give	them	this	slide	that	you	want	to	go	back	and	delegate	is	give	them	the	slide	deck	
and	be	like,	that	would	work.		
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The	link	to	get	the	Free	Task	Audit	Worksheet:	https://delegate.melissahonan.com/	
Below	is	a	screenshot	of	one	of	the	tabs	used	in	the	worksheet	to	effectively	delegate:	

	

	

Click	Here	to	Return	to	Index	
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2.2	How	to	Choose	Your	Optimal	Tech	Stack		
–	Gabrielle	Fontaine	
June	15,	2022	

Website:	https://bookkeepingdirect.com/	

Summary:	Your	tech	stack	is	the	combination	of	apps	that	you	use	in	your	
business	to	get	the	results	you	get.	Before	building	your	tech	stack:	
Document	–	create	workflows	in	the	3	Stages:	Gather,	Process	&	Results	
Automate	–	leverage	the	technology	to	build	a	rock	solid	business.		
Delegate	–	essential	to	grow	and	scale	your	business.	

Don’t	use	technology	‘App	Backwards’	by	trying	to	make	your	business	fit	the	technology.	Workflows	come	
before	apps.	Start	with	the	results	you	need.	She	has	6-Steps	she	shares	to	ensure	the	app	you	implement	
works	for	your	business.	The	steps	are:	1)Results,	2)	Must	Haves,	3)	Search,	4)	Evaluation,	5)	Probation	&	
finally	6)	Adoption.	The	big	mistake	most	make	is	to	jumping	from	Evaluation	to	Adoption.		

Gabrielle	shared	Best	Practices	when	going	through	the	process	to	adopt	apps.	It’s	best	to	keep	your	tech	
stack	small,	determine	if	bottlenecks	are	due	to	systems	or	behavioral	practices,	and	regularly	review	or	
test	your	systems.	She	ended	by	giving	an	action	plan	to	follow	and	sharing	resources	to	continue	the	
process.			
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I’m	excited	to	be	here.	Ben	was	really	kind	because	carrying	on	from	Melissa,	who	is	a	rock	
star	that	I’ve	been	in	business	a	heck	of	a	lot	longer	than	her,	but	I	don’t	have	that	delegation	
thing	figured	out.	I’m	terrible	at	it.	I	had	employees	and	contractors	and	all	that	and	failed	and	
burned	miserably.		

So	delegation	is	so	important	to	build	your	business,	and	yes,	I	am	a	perfectionist	–	a	
recovering	perfectionist.	I	don't	think	I	ever	will	not	be	a	recovering	perfectionist.	But	here's	
the	key	to	grow	your	business,	like	Melissa	said,	we	have	to	eventually	delegate,	but	I'm	
terrible	at	it.	So	do	you	see	the	spinning,	the	spinning	that	happens?		

So	being	in	business	for	a	long	time,	there's	got	to	be	another	way,	because	I	went	through	
cycles	of	saying,	Nope,	I	just	want	to	be	so	low.	I	can't	deal	with	these	employee	things.	I'm	
done	with	it.	But	you	can't	grow	your	business.	It's	just	you	because	you	can't	do	everything.		

So	my	approach	has	been	that	I	go	from	a	different	angle.	I	have	a	little	saying	myself	where	
it's,	first	document,	automate,	delegate.	So	I'm	moving	again	now	in	my	business	moving	to	
that	delegation	part	because	I	need	to,	but	my	approach	is	a	longer	path	than	Melissa's.	So	I	
think	there's	different	people	in	the	room.	It	depends	on	how	you	operate	in	your	business	to	
find	your	success.		

We're	going	to	shift	now	to	a	tech	side	of	it.	How	can	we	do	it	without	dealing	as	much	with	
people	so	that	by	the	time	we	get	to	the	point	of	working	with	other	humans,	it	will	be	easier.	
So	we're	going	to	talk	about	how	to	choose	your	optimal	tech	stack.	And	when	I	think	about	
any	of	us,	right,	we're	digital	bookkeepers,	virtual	bookkeepers,	we're	using	tech.	So	all	of	us	
have	some	kind	of	a	tech	stack	at	this	point.	But	the	word	before	that	in	the	title	is	“optimal.”	

When	I	think	about	optimal,	it	reminds	me	of	one	of	the	early	mentors	that	I	had	in	my	
business	years	ago,	when	I	was	first	bootstrapping	it	and	he	said,	he's	one	of	those	rags	to	
riches	person	truly.	And	he	said,	“You	always	have	to	remember,	do	everything	you	can	to	
have	right	now.”		

And	if	you're	going	to	take	the	path	that	I'm	taking;	if	you're,	like,	delegation	challenge,	for	all	
the	reasons	that	Melissa	said,	and	you're	going	to	take	the	tech	route,	start	with	where	you	are	
and	use	it	to	your	benefit.	And	in	this	case,	we're	talking	about	with	your	tech.		

So	the	first	step	when	it	comes	to	tech,	we	have	all	our	vendors	outside,	we	want	to	learn	
they're	all	cool	and	exciting,	different	ways	we	can	use	them.	But	let's	stop	the	madness	
because	I've	been	around	long	enough	to	see	there's	a	very	bad	trend	that's	happening	in	our	
profession.	And	that	is,	as	digital	bookkeepers	we	need	to	leverage	that	technology	to	
build	a	rock	solid	business,	but	we	have	to	remember	that	apps	are	there	so	that	they	can	
serve	us	and	serve	our	clients.	Not	the	other	way	around.	

Because	I	have	found	this	trend,	and	it’s	scary	to	me.	I	mean,	even	with	the	Digits.	It's	cool	and	
exciting	and	we	love	the	apps	and	they	can	help	us.	But	the	software	companies	are	deciding	
how	we	should	run	our	business.	And	that's	not	right.	We	have	a	vision	for	where	we're	taking	
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our	business,	how	we	want	to	serve	our	clients	and	the	results,	and	this	is	whether	we're	solo	
practice	and	never	want	to	build	a	big	team.	But	like	Brooke	had	said,	Wouldn't	it	be	great	to	
work	part	time	and	be	able	to	make	100	grand.	That	would	be	nice.	Or	maybe	we're	building	a	
mini-empire,	like	Melissa	is.	In	either	case,	you	are	the	CEO	of	your	business.	You're	the	guide	
for	it.	You	need	the	apps.	They’re	really	fantastic,	but	we're	not	certain	in	service	to	them.		

What	we're	going	to	cover	today	is,	first:	

• What	is	your	tech	stack	and	why	you	need	it.	Most	of	us	have	it,	but	we'll	just	get	so	
that	we're	all	on	the	same	page	here.		

• What's	the	biggest	mistake	we	all	make,	and	I'll	tell	you	right	now	we're	all	going	to	
make	it	again	but	it	helps	when	you	can	be	aware	of	it.		

• Then	simplify	the	path	to	being	more	successful	in	honing	your	tech	stack	so	it	serves	
you.	

• The	six	step	process	that	I	have,	which	is	helps	you	choose.	I’ve	honed	this	over	my	
years	of	making	lots	and	lots	of	mistakes	in	using	the	tech.		

• And	then	streamlining	how	you	can	even	add	automation,	and	again	the	Honan’s	
are	great.	Daniel	is	fantastic	with	the	automation,	and	also	Alyssa	Lang	with	Workflow	
Queen.	I'm	going	to	end	up	mentioning	them	because	it	all	fits	together.	I	hope	we	see	
from	what	Melissa	said	and	what	I’m	going	to	be	covering	here.			

• Then	I'll	always	give	you	a	few	best	practices	and	some	resources	so	that	you	can	
move	on	this	path	because	it's	always	changing	just	as	Technology	is	always	changing.		

	

The	What	&	Why	of	Your	Tech	Stack	

So	first	of	all,	what	is	a	tech	stack	and	why	do	we	need	it?	Well,	just	to	get	us	all	on	the	same	
page,	and	I	know	there	are	some	at	home	who	are	watching	virtually	maybe	you're	just	
starting	your	practice,	and	you're	not	sure	totally	how	to	put	it	all	the	pieces	together.	When	
you	hear	it's	all	in	the	cloud.	We're	working	remote.	We're	virtual.	We’re	working	with	our	
clients	in	the	web.	All	that	means	is	that	it's	web-based	software,	and	we've	moved	to	a	digital	
–	Digital	Bookkeeper	Association,	right	put's	on	this	conference.	We're	all	striving	to,	if	not	
already	running	our	practice	completely	through	the	internet.	So	that's	what	being	cloud-
based	means	and	so	forth.		

For	many	years,	If	you're	old	like	me,	we	always	heard	about	this	paperless	office	thing,	but	
finally	we	have	achieved	it	if	you	are	100%	virtual;	then	you're	likely	running	pretty	darn	
close,	if	not	fully	as	a	paperless	office	and	the	software.	When	it	used	to	be	desktop	based.	We	
always	had	to	get	the	updates	right	even	with	QuickBooks	Desktop,	right?	It's	always	every	
year	you	get	a	new	version	of	it.		

But	when	it's	cloud-based,	it's	constantly	up-to-date.	You	never	have	to	worry	about	that.	So	
really	your	tech	stack	is	the	combination	of	the	different	applications	that	you	use	in	
your	business	to	get	the	results	that	you	get.	And	it's	unique	to	you	and	your	business	that	
combination	is	unique.	That's	your	tech	stack.	And	why	do	we	need	it?	Well,	it's	because	it	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	186	

makes	us	more	efficient,	right?	Some	of	us	may	remember	the	days	of	ledger	paper	and	T-
accounts.	We've	come	a	long	way	and	software	helps	us	with	that.		

So	it	builds	the	efficiency	much	faster	than	it	used	to	be.	It's	far	more	convenient.	You	can	
work	and	do	the	work	for	your	clients	at	any	time.	It	used	to	be	you	had	to	only	go	when	the	
client	was	open	because	you	would	go	physically	to	their	office.	That's	not	the	case	anymore,	
generally.	And	then	of	course,	it	enables	us	to	standardize	our	business,	serve	a	niche	and	
have	clients	anywhere,	which	then	makes	it	far	easier	to	scale	your	practice.		

So	powerful	reasons.	It	makes	sense.	We	all	want	it	and	I'd	like	to	see	where	everybody	is.	At	
this	point	in	time	in	your	business,	and	even	if	you're	at	home,	tell	me	where	you	are	in	your	
business	as	far	as	how	virtual	you	are.	So	which	fits	you	the	best,	are	you	100%	virtual	so	
that	you're	working	with	your	clients,	all	remotely?	Very	good.	I	would	expect	a	good	crowd	
here	in	that	digital	bookkeepers?		

What	about	those	of	us	who	are	kind	of	transitioning;	we	have	some	clients	locally	that	still	
want	us	to	come	see	them?	We	have	some	here.	Yes,	fine.	In	fact,	I	have	a	new	prospect	that	I	
was	just	talking	to	yesterday.	Initially,	she	was	like,	I	think	I	want	you	to	come	over	to	my	
office,	and	I'm	like,	well,	we	don't	do	it	that	way.	And	we	can	be	thankful	for	COVID	because	
I'm	sure	helped	with	educating	the	clients;	that	we	don't	have	to	be	there	in	person.		

Then	finally,	is	there	anybody	you're	likely	you're	just	starting	your	business?	It's	local,	and	
you	are	going	to	the	clients	because	that's	what	they	say	they	want.	So	anybody	I'm	not	
seeing?	Excellent,	excellent,	so	that's	good.	But	if	someone	may	be	at	home,	you're	just	starting	
out.	You're	running	in	general,	local	practice,	nothing	wrong	with	that.	But	you	want	to	be	
transitioning	to	that	cloud-based	business,	because	that's	going	to	give	you	all	those	benefits	
of	being	able	to	scale.		

I	didn't	really	fully	introduce	myself	even	though	I	know	many	of	you	have	experienced	me	
before	as	a	webinar	teacher,	maybe	last	year	at	the	BKX	as	well,	or	in	other	places.	I've	been	in	
business	for	over	30	years.	It's	crazy.	I'm	so	old.	Thank	you	so	you	can	be	a	perfectionist	and	
still	stay	in	business	successfully	for	that	long.	However,	I	don't	have	that	huge	empire	like	
Melissa	does.	Why	is	that	-	can't	delegate,	but	I	have	been	100%	virtual	since	2003.	I	didn't	
know	I	was	an	early	adopter	at	the	time.	But	you	can	do	it	and	you	get	all	of	the	benefits	of	it.		

So	if	you're	not	fully	there	yet,	know	that	you	can	and	it	is	so	much	easier	now	than	it	was	in	
2003.	So	who	here	wants	to	be	100%	virtual?	I'm	assuming	it's	everyone.	Yes.	That's	why	
you're	here,	right.		

So	what's	the	biggest	mistake	we	all	make?	Well,	we're	probably	going	to	make	it	again	
because	it's	the	way	we're	wired	but	we	start	in	the	wrong	place	when	we	are	looking	to	
build	our	tech	stack	or	improve	our	tech	stack.		

We	focus	first	on	the	apps	to	help	build	our	workflow	and	we'll	set	talked	about	it	that	
your	processes	and	your	workflow	because	we	have	this	thing	in	our	head	that	we	assume	
that	the	app	is	solving	a	problem	that	we	have,	and	will	they	must	be	doing	it	better	than	I	
have,	and	they	must	have	figured	it	out.	So	I'll	just	use	their	workflow	and	that'll	work	right.	
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But	that's	a	mistake	because	I	know	from	working;	I've	done	consulting	with	quite	a	few	
different	app	companies	as	well,	when	they	go	to	do	the	onboarding	of	bookkeepers	who	are	
trying	to	improve	their	virtual	tech	stack.	They're	like,	‘Okay,	well,	we're	going	to	help	you	
implement	our	app	into	your	business.	What's	your	process	now?	How	are	you	getting	things	
done?’	And	often	the	bookkeepers	will	be	like,	‘Well,	well	just	tell	me	how	to	use	your	app	and	
I	can	make	my	business	work	the	way	you	need	it	to	work.’		

You’re	giving	away	your	power.	Don't	do	that.	We	need	to	stop	letting	the	software	companies	
be	the	CEO	of	our	business	because	it's	not	serving	us	or	not	serving	our	clients.	Because	I	call	
that	app	backwards.	

	

The	Problem	with	the	‘App	Backwards’	Approach		

And	here's	the	problem.	When	you	work	app	
backwards,	this	is	how	you're	running	your	
business.	You’re	running	around	in	circles.	We're	
trying	this	app,	and	it’s	going	to	save	us,	and	then	it	
doesn't,	and	it	doesn't	work	the	way	we	need	it	to.	
And	it's	messing	things	up	and	I	need	a	different	
app.		

It’s	the	bright,	shiny	app	syndrome.	We're	running	
around	in	circles,	we're	wasting	time,	we	get	inferior	results	because	it's	not	working	the	way	
we	need	it	to	work.	It's	very	expensive,	even	if	some	of	the	apps	are	free,	because	it's	slowing	
you	down,	costing	you	valuable	time,	and	unnecessary	frustration	for	you.	If	you	have	your	
team,	they	will	be	frustrated	and	your	clients	will	feel	the	frustration	as	well.		

So	please	don't	do	an	App	Backwards.	We've	got	to	first	focus	on	our	work.	And	if	you	were	at	
BKX	last	year,	we	did	a	little	workshop	on	very	simply	laying	out	your	workflows.	And	I	want	
to	make	a	distinction	here	between	your	workflows	and	your	SOPs,	your	Standard	Operating	
Procedures.		

Workflow	Comes	Before	Apps	

The	workflow	is	a	top	level.	So	your	
workflow	always	comes	before	choosing	
the	apps	that	are	going	to	solve	whatever	
friction	or	issues	that	you	have.	And	that's	
not	a	popular	message.	I	know.	But	it's	
what	works.	It's	how	you	get	success	path	
and	stop	wasting	time	and	money,	and	just	
getting	tangled	up	before	you	can	finally	
get	to	where	you	want	to	go.		
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You	start	with	what	are	the	results	that	you	need?	What	are	the	issues,	the	frictions	the	
slowdowns?	Figure	out	what	is	your	workflow	right	now.	And	if	you	have	a	business	that	
functions,	you	have	a	workflow.	It	might	not	be	documented,	but	you	have	a	workflow.	Then	
and	only	then	are	you	in	a	position	to	choose	apps	that	are	going	to	work	well	with	your	
business	and	help	you	scale,	and	help	you	standardize.	So	don't	skip	over	the	part	of	getting	
your	workflow	down	because	it	will	hamper	your	progress	and	success.		

Simplifying	the	Path	

So	sit	let's	simplify	that	path	and	do	this	before	you	go	to	the	next	app.	And	you	can	do	it	on	
any	paper.	It	can	be	done	very	quickly.	It	doesn't	have	to	take	a	long	time.	Define	your	
workflow,	even	if	it’s	not	sexy.	It's	super	important,	but	it	can	be	as	simple	as	the	back	of	a	
paper	writing	out,	and	I'm	going	to	give	you	
some	examples	of	real,	real	core	basics	that	we	
can	use.		

It	can	be	simple	flowcharts	or	checklists.	The	
point	is	you	just	need	to	get	it	done.	And	it's	how	
is	the	work	getting	done	in	your	practice	
right	now.		

And	then	when	you	are	able	to	standardize	
your	workflows,	and	that's	a	key,	that’s	when	the	apps	really	supercharge	your	business	and	
are	game	changing.		

You've	heard	us	talk	about	niching	your	practice.	Yes.	Why?	Because	that	makes	your	
workflow	a	lot	easier.	And	guess	what?	That	makes	your	tech	stack	work	better	for	you	too.	
So	if	you	have	a	general	bookkeeping	practice,	and	you	have	a	different	workflow	for	each	
client	you're	serving,	your	first	goal	is	not	to	go	get	some	new	apps	to	try	to	solve	the	
problems.	Your	first	goal	is	to	get	your	clients	as	standardized	as	possible.		

And	I'm	going	to	tell	you	how	to	do	that.	But	I'm	also	going	to	contradict	Melissa	a	little	bit	
because	this	is	what	everybody	wants;	they	want	a	plug-and-play	workflow	–just	take	my	
workflow	plug	it	into	my	business	and	then	it'll	work	.	Everybody	says	that	to	me	because	I've	
long	been	teaching	workflow,	and	then	they’re	like,	“Gabrielle,	just	give	me	the	workflow	you	
use	in	your	business,	and	I'll	use	it	to	run	my	business	and	it’ll	work,	right?”	No.	I	serve	
consultants.	Is	my	workflow	going	to	fit	if	you're	serving	contractors,	or	car	dealerships?	The	
answer	is	No	it's	not.	

We	have	to	have	a	workflow	that	fits	our	business.	Now	there	is	some	good	news.	You	
don't	have	to	start	from	zero,	because	that	can	feel	daunting.	We	said	it's	not	exciting.	It	
doesn't	have	to	be	hard.	We	do	have	the	Workflow	Queen	to	help	us,	she	does	have	templates,	
but	I'm	also	going	to	give	you	some	basics.		

I	don't	think	you	necessarily	need	to	use	somebody	else's	templates,	and	I'll	say	that	from	my	
own	experience	and	my	own	frustration.	Maybe	it's	a	little	piece	of	entrepreneurialism	that	I	
have,	is	that	if	I	sometimes	will	try	to	use	somebody	else's	template	like	if	we	could	think	of	

Define	Your	Workflow	
• Not	sexy	but	the	linchpin	to	predictable	
growth	

• Simple	flowcharts	or	checklists	
• How	is	the	work	getting	done	now?	
• Apps	can	become	game-changing	if	you	
have	standardized	workflows		
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something	like	an	engagement	letter,	right?	Which	
you	really	can	use	a	template.	You	get	that	template,	
but	don't	use	it	right	out	of	the	box.	Use	it	to	get	
started	and	then	you	customize	it	and	make	it	your	
own.	So	that's	what	you	should	do	if	you	have	no	
documented	workflows,	is	start	with	the	core	
compliance	bookkeeping,	because	that's	the	part	
where	we	all	do	basically,	in	essence,	the	same	thing.		

I've	broken	it	down	over	the	years,	but	there	are	
three	main	stages	just	to	the	bookkeeping	
partner.	You	might	do	advisory,	you	might	do	other	
things.	Start	at	the	core,	which	is	the	compliance	work.	And	the	three	stages	are:	First	we	
have	to	gather	the	information.	We	process	the	information,	and	then	we	deliver	it	to	the	
client.	You	give	them	the	results	of	what	they're	paying	us	to	do.	It's	that	simple.		

This	is	like	a	50,000	foot	view	of	
what	you're	doing	in	your	
business.	But	then	we	can	break	
it	down.	Keep	drilling	down.	It's	
like	in	the	summary	reports	in	
QuickBooks,	how	you	might	see	
in	the	P&L,	you're	looking	at	it	
and	then	there's	the	blue	on	the	
number	when	you	dig	down	on	it	
and	then	you	get	all	the	
transactions	in	detail.		

That's	the	way	you	want	to	be	setting	up	your	workflow	is	that	the	top	level	is	just	what	you're	
doing.	And	then	you	can	dig	down	to	more	detail.	And	then	eventually	it	ends	up	with	the	SOPs	
and	your	procedures.	Right	now	in	order	to	have	effective	apps,	you	just	need	that	level	you	
only	need	a	few.		

So	as	an	example,	looking	here	at	
the	first	stage	of	gathering,	it's	as	
simple	as	‘what	is	the	information	
that	you're	gathering	and	where	
does	it	go?’	I	highly	recommend	that	
if	you	have	documents	that	are	in	
one	app,	and	then	you	have	
documents	that	are	sitting	in	your	
email,	and	then	documents	that	are	
in	Google	Drive,	you're	going	to	want	
to	centralize	that	into	one	cloud-based	hopefully,	client	portal	where	it’s	you,	your	team,	and	
all	of	the	documents	are	securely	being	stored.	That	would	be	a	good	starting	workflow	for	
gathering	the	information.		

WARNING	
• There	is	NO	‘Plug	n’	Play	Workflow	
for	Everyone	

• No	two	bookkeeping	practices	are	
the	same	

• But	you	don’t	have	to	start	from	
nothing	either	

• Start	with	compliance	bookkeeping,	
and	then	customize	from	there	
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And	then	the	process	stage	the	
part	where	we're	actually	doing	all	
of	the	bookkeeping.	Well,	there's	a	
little	more;	there's	several	steps.	
But	you	notice	that	when	you're	
laying	this	out,	it's	what	are	you	
are	doing	now?	That’s	all	it	is,	it’s	
what	are	you	doing	right	now	to	
get	the	work	done?		

And	it'll	help	you	see	immediately	when	you're	not	standardized,	when	you	get	it	out	of	your	
head	and	onto	paper.	Or	if	you	have	a	team,	maybe	one	team	member’s	doing	it	one	way,	and	
other	team	members	are	doing	it	another	way.	You	want	to	start	unifying	that,	because	that's	
the	way	that	when	you	go	and	build	your	tech	stack,	you	don't	need	all	these	different	apps	
that	do	the	same	thing	because	that’s	counter-productive	when	growing	your	business.	So	get	
it	out,	do	it	simple,	and	lay	it	out	this	way,	or	another	way	that	works	for	you.	It	can	be	done	
with	sticky	notes.	It	can	be	done	in	any	method.	I	happen	to	like	flowcharts.		

And	then	finally	when	you're	dealing	with	the	clients	and	delivering	the	results,	you	
probably	have	a	few	steps	you	need	to	go	through.	This	is	all	you	need	to	get	started	to	
actually	consciously	get	your	
workflow	before	the	apps	so	that	
you	can	have	a	straighter	line.	I	
won’t	say		it's	absolutely	straight,	
but	a	straighter	line	to	get	from	
where	you	are	now	to	where	you	
want	to	be,	and	to	support	
successful	delegation.		

Because	if	we	can	bring	on	
someone	and	already	have	a	process	for	them	to	follow,	it	makes	it	a	whole	lot	easier	and	a	lot	
less	time	consuming	for	you	to	take	on	team	members	and	expand,	and	a	lot	less	frustration.	
Because	in	my	past,	I	didn't	have	this	done	when	I	had	employees,	and	I	wanted	to	put	pins	in	
my	eyes	trying	to	delegate.		

So	I'm	taking	the	route	of	you	optimize	all	of	this	first,	then	you	bring	in	a	team	member,	it's	
going	to	be	a	lot	easier	for	me	to	
learn,	in	this	case,	to	be	a	better	
leader	and	delegator,	so	that	I	can	
grow	my	business	beyond	just	me	
or	a	very	small	team	because	my	
vision	is	to	do	that.		

So	here's	some	action	steps	if	this	
is	what	speaks	to	you,	at	this	point,	
is	start	just	that	10,000	foot	view,	
it	is	just	what	you're	doing.	It's	not	

Action	Step	#1	
• Document	your	workflows	at	10,000-ft	level	
• Flowcharts	that	are	visual	and	editable	
o Physical:	sticky	notes,	whiteboard,	paper	&	pencil	
o Digital:	PowerPoint,	Bubbl.us,	Lucidchart	

• Outlines	&	Checklists	
• Keep	it	Simple!	
• The	point	is	to	get	it	out	of	your	head	&	standardized	
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training	materials	at	this	point.	It	is	just	what	is	being	done	in	your	practice	to	get	the	work	
done.	Have	that	out	visually	so	that	it	can	be	seen.		

And	I	would	say	Flowcharts	are	easy,	but	you	can	do	it	with	sticky	notes.	You	can	use	a	
whiteboard,	and	this	should	be	something	that	you	can	update	because	your	workflow	is	
going	to	change	over	time,	and	all	of	this	is	dynamic.	It's	not	once	and	you're	done.		

Digital	I	find	is	better,	but	it	doesn't	have	to	be	fancy.	I	use	PowerPoint	a	lot.	And	then	Lucid	
Chart	is	what	I	use	a	lot.	https://www.lucidchart.com/pages/		And	Bubbl.us	is	an	app	that	is	
free.	https://bubbl.us/		It's	more	of	a	mind	mapping	tool,	but	depending	on	how	you	want	to	
lay	it	out,	that	could	be	the	solution	for	you	as	well.		

And	then	outlines	and	checklists	work.	That	can	be	the	next	drilling	down.	The	only	thing	I'd	
say	is	don't	get	tangled	up	in	all	the	details.	We’re	detail-oriented	people.	But	your	goal,	in	
order	to	have	that	optimized	tech	stack,	is	that	top	level	of	what	is	happening,	and	how	
is	it	happening	in	your	business?	It's	not	the	policies	and	procedures,	and	you	know,	
checkboxes	of	what	has	to	be	done	each	time.	That's	that	next	level	down,	that	starts	going	
into	your	SOPs,	which	you	need,	but	to	optimize	with	the	tech	stack,	you	don't	quite	meet	that	
yet.		

And	then	keep	it	simple.	That's	the	key,	because	a	lot	of	us	will	not	do	this	documentation	
because	we	figure	it's	going	to	take	forever.	No,	you	only	need	less	than	a	handful	of	core	
workflows,	the	ones	that	most	vital	for	your	practice,	to	be	documenting	those	in	a	visual	way	
that's	easily	updatable,	and	then	you	can	plug	in	and	see	which	apps	are	going	to	fit	the	way	
your	business	works.		

The	point	is	to	get	it	out	of	your	head	and	in	a	place	where	you	can	use	it	to	make	wise	
decisions	in	automating,	and	adding	the	technology	that's	the	best	fit	for	you.	

	

Six-Steps	to	App	Choosing	Success	

My	six-step	process	for	being	able	to	choose	apps,	because	I	personally	do	so	much	better	
when	there	is	a	structure	that	I	can	follow.	I	don't	want	to	be	boxed	in,		but	I	love	to	have	
structure	to	guide	me	so	that	I'm	not	off	in	five	different	directions	saying,	“Oh	god,	that's	cool.	
I	want	to	go	do	that.	Can	I	fit	that	into	my	business?”	Got	to	follow	the	process	and	over	years	
I’ve	learned	that	this	works.	There's	one	stumbling	block,	but	we'll	see	if	you	can	guess	what	it	
is.		

Apps	first	need	a	clear	purpose.	We	need	to	
know	what	is	the	function	that	we're	trying	to	
improve.	We	can’t	take	on	an	app	just	because	
it's	cool.	And,	‘Oh	wow.	I	didn't	think	I	could	do	it	
that	way.	That's	cool.’	Return	to	your	workflow	
and	see	action	actually	serve	a	purpose	for	you.	
You	need	to	be	focused	on	the	purpose	of	each	

Apps	Need	a	Clear	Purpose	
• ‘Need	and	function’	must	precede	‘cool’	
• Each	app	represents	an	investment…	
• Even	if	it’s	“free”!	
• Follow	this	process	step-by-step	and	
you	will	have	the	best	chance	at	success	
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app.		

And	the	reason	why	is	because	each	app	represents	an	investment;	a	big	investment	of	
your	time,	your	energy,	and	there's	a	learning	curve	for	all	apps.	So	for	you	and	our	team,	you	
have	to	change	your	behavior.	That's	not	always	easy.	The	app	might	work	great,	but	if	the	
people	don't	do	what	they're	supposed	to	do,	it	doesn't	work.	So	realize	that	there's	an	
investment	in	here,	even	if	it's	free.	It's	not	just	money.			

Then	follow	this	process	step-by-step	and	I	guarantee	you'll	have	at	least	less	of	those	
indirect	knots	when	you	get	tangled	up	and	waste	time	trying	to	find	the	right	apps	for	your	
business.		

Here's	a	six	step	process.	See	
where	the	stumbling	block	is.	There	
is	one	place	where	we	tend	to	do	
what	we’re	not	supposed	to	do	and	
it	can	throw	it	off.		

1)	Results.	It’s	first	you	start	with:		
• What's	the	purpose?		
• What's	the	result?		
• Where's	the	friction,	or		
• Where	is	too	much	time	being	spent?		

Be	very	clear	on	the	problem	that	you're	trying	to	solve.		

2)	Must	Haves.	And	then	the	next	step	is	to	figure	out	well,	in	a	perfect	world,	the	app	that	I	
need	–	don't	go	shopping	yet	–	the	app	that	I	need	has	to	do	this.	It’s	your	‘must	have’	list.	

3)	Search.	And	then	you	go	on	your	search.	Then	you	talk	to	your	friends	and	say,	‘hey,	do	you	
have	this	issue?	Do	you	run	into	that?	Do	you	find	that	your	clients	never	send	you	their	bank	
statements	or	they	refuse	to	let	you	have	access,	only	a	read	only	access	to	the	bank	account.’	
So	how	do	we	solve	these	problems?		

Then	when	you	find	one	or	two	apps	that	seem	like	they’re	going	to	be	a	good	fit,	that	they’re	
going	to	work	the	way	you	need	it	to.	Then	you	dig	deeper	and	put	it	on	probation.	Because	at	
this	point,	the	dangerous	is	when	we	evaluate	and	we	find,	we're	like,	‘Oh	my	god.	When	I've	
found	apps,	I’ve	been	looking	for	years,	but	it's	like	the	heavens	open,	the	angels	sing.	And	I'm	
like,	‘This	is	wonderful.	I've	been	looking	for	this.’	And	I	will	mention	I	have	an	app	that	I've	
been	looking	for	years,	that	doesn’t	exist	yet,	far	as	I	know,	and	I'll	share	that	with	you	in	a	
minute.		

4)	Evaluation.	But	when	we	do	find	an	app	we've	been	looking	for	forever,	then	we	evaluate	
it.	It's	exciting.	And	we	don't	put	it	on	probation.	[STUMBLING	BLOCK]	We	end	up	just	
adopting	it	whole	hog.	We	jump	all	in,	and	then	the	nasty	thing	happens.	It	doesn't	quite	work	
the	way	we	thought	it	was	going	to	work	in	the	integration	or	deep	in,	and	then	all	of	that	
extra	excitement	can	die.		
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5)	Probation.	So	the	key	thing	that	we	have	to	pay	attention	to	is	when	you	find	an	app	that	
you	think	is	going	to	work	the	way	you	need	it	to,	put	it	on	probation.	You	might	sign	up	do	
that	30-day	trial,	or	14-day	trial,	and	take	a	specific	case,	one	or	two	and	put	it	through	the	
ringer.	You	are	putting	it	on	trial.	It	has	to	work	to	serve	your	business.	You're	not	changing	
your	business	to	work	with	the	app.		

6)	Adoption.	Then	and	only	then	do	you	adopt	it	when	it	passes	that	test.	It's	kind	of	like	
when	we	hire	help,	or	we're	delegating	that	often	we	might	hire	someone	but	they're	on	a	90-
day	probation	workout.	Why?	Because	we	have	such	an	investment	to	take	on	someone	who's	
working	in	your	firm.	Well	guess	what?	Apps	are	kind	of	like	the	robotic	workers,	but	they	
represent	an	investment;	an	ongoing	investment	with	their	tech	stack.	That	price	keeps	going	
up	too.		

	

Best	Practices	

So	some	best	practices	here:	Focus	on	
only	one	app	at	a	time	because	of	the	
investment	and	the	behavioral	change	
that	comes	with	it.	Also,	client-facing	
apps,	you	want	to	only	do	it	when	it's	
on	probation	with	one	or	two	clients,	
and	also	be	upfront	and	with	the	app	company	to	make	sure	that	you	know	about	what	is	it	
going	to	really	cost	to	do	this.			

I	work	with	consultants,	and	I	did	have	a	nasty	experience	years	ago	with	trying	to	find	the	
app	-	I	still	can't	really	find	it	-	it's	a	specific	need	for	my	type	of	clients	that	they	use	expense	
reports	that	they	want	to	attach	to	their	invoices	to	their	clients	so	they	can	get	reimbursed,	
and	they	may	include	their	receipts	as	well.	But	they	basically	need	a	summary	report	of	the	
expenses	that	now	they	are	billing	back	to	their	clients.		

Expense	reporting	software	is	for	Employee	Reimbursement.	So	we	know	the	bookkeeping	
doesn't	work	the	same	way,	right?	I'm	basically	dealing	with	billable	expenses,	but	in	
QuickBooks,	it	lists	it	all	on	the	invoice.	My	clients	don't	do	that.	I	have	not	found	an	app	that	
works	that	way.	So	we've	tried	to	make	those	that	work	with	Employee	Reimbursement	to	
find	workarounds	to	get	it	to	work	the	way	we	want	it	to.	I	tried	that	with	Tallie.com,	one	of	
the	well	known	expense	apps,	and	it	was	very	nasty	and	expensive.	We	were	surprised	that	
when	we	got	in	to	work	it,	we	had	to	make	a	big	investment.	And	they	promised	us	the	world.	
‘Oh	yeah,	we	can	make	it	work	that	way.	We	can	make	it	do	that.’		

Got	in.	No,	it	didn't	work	that	way.	Couldn't	make	it	work.	We	had	to	walk	away	and	it	was	an	
expensive	error.	So	that's	how	I	developed	these	steps	from	pain,	so	please	use	it	in	order	to	
help	save	you	some	pain,	some	expense	and	get	to	where	you're	going	quicker	than	obviously	
I	have.	

Best	Practices	
• Focus	on	only	one	app	at	a	time!	
• Client-facing	apps:	Start	with	only	1	or	2	clients	
• Set	expectations	for	time	&	expense	up	front	
and	communicate	proactively	

• Don’t	try	to	rush	the	process	or	you	risk	a	mess,	
frustration	and	a	lot	of	waste!	
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And	then	don't	try	to	rush	the	process.	Don't	skip	over	that	probation	part.	You	want	to	give	
it	enough	time	to	make	sure	it's	actually	going	to	support	what	you	need	it	to	do.		

	

Streamlining	Secrets	to	Automation	

So	now	let's	do	some	streamlining	and	adding	some	automation,	because	that	is	really	where	
we	love	that,	right,	if	it's	all	automatic.	I	think	Brooke	when	she	was	saying	how	she	just	used	
Zap	to	help	in	her	sales	process	when	she	converted	a	client	to	get	it	over	to	the	VA	so	she	
didn't	have	to	be	involved.	That's	beautiful.	It's	a	little	thing.	But	when	it's	automatic,	there's	
not	a	problem.	It's	going	to	be	consistent	and	accurate	and	that's	what	we	want.	

So	start	where		you	are.	Zoom	in	to	a	single	
process	that	needs	to	be	fixed	or	improved.	
And	then	see	where	the	time	is	getting	lost.	
That's	where	you	focus	on.	

Just	because	the	app	is	cool,	but	you've	got	a	
system	that's	working,	put	it	on	the	back	
burner	and	focus	on	the	points	of	friction,	
stuck	irritation	to	clients,	because	remember	
they	are	part	of	that	too,	especially	if	the	tech	
is	client-facing.		

And	then	what	can	we	do	to	improve	our	processes?	Save	time?	It's	kind	of	like	what	we	
always	said	you	want	to	save	time,	save	money,	save	effort.	And	make	it	easier	for	your	clients	
and	your	team,	and	then	improve	the	accuracy	as	well.	And	this	is	where	I	find	that	the	tech	
and	automation	is	great,	because	humans	aren't	so	consistent.	But	tech	is	more	consistent,	as	
long	as	it's	working.		

And	then	your	current	software	may	already	have	what	you	need	to	use.	You	might	always	
think	that	‘oh	when	that	app	out	there	is	going	to	solve	my	problem.’	Stop	and	look	to	see	is	
there	is	a	function	already	built	in	to	the	app	that	you're	using?	A	good	example,	if	you	are	
QuickBooks-centric,	we	know	that	we	have	apps	out	there	to	help	with	QC,	right,	to	help	with	
our	quality	control.		

Did	you	know	that	QuickBooks	Online	already	has	that	monthly	review.	Now	is	it	robust?	No.	
But	if	this	is	your	first	time	to	start	implementing	that,	you	realize	that	you	need	that	piece,	
start	with	where	you	are.	Use	the	software	that	you	already	have.	If	you	don't	have	practice	
management	at	all,	or	any	task	managers	and	you're	just	trying	to	do	it	on	a	spreadsheet,	
QuickBooks	Online	accountant	has	the	built-in	work	function.	It's	not	the	best.	I've	tried	it.	It's	
okay.	I	think	if	you're	solo.	It's	probably	not	going	to	work	the	best	for	a	good	team	that's	
really	got	to	work	well	together.	But	it	might	be	a	place	where	you	get	your	feet	wet,	and	
realize	that	this	is	how	I	can	develop	that	‘must	have’	list	before	I	go	investing	and	hoping	that	
the	app	has	the	workflow	that	I	need.	You	can	develop	it	based	on	your	current	workflow	and	
then	use	something	that	you	already	have.		

Start	Where	You	Are	
• Zoom	in	to	a	single	process	
• Where	are	the	bottlenecks	or	time	vampires?		
• What	could	be	done	to	improve?	
o Save	time	or	expense	
oMake	it	easier	(for	you	and/or	the	client)	
o Improve	accuracy	and	consistency	

• Does	your	current	software	have	functions	
that	help?	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	195	

So	let’s	take	a	quick	look	at	our	workflow	that	we	set	-	a	very	simple	workflow.	And	then	
where	do	we	plug	in	technology?	Well,	this	is	for	me,	I	have	a	simple	tech	stack.	I	think	that	
‘less	is	more,’	because	the	more	pieces	you	have,	the	more	chances	you	can	have	of	things	
failing.		

My	central	online	document	
storage	and	portal	is	ShareFile.	
https://www.sharefile.com/		

It’s	a	simple	program.	It	works	
the	way	I	need	it	to	work	in	my	
practice.	Adding	some	
automation,	I	haven't	yet	been	
able	to	get	all	of	my	clients	to	do	
non-email	communication.	
We're	working	on	it.	But	right	
now,	they	still	prefer	email.	It's	the	best	way	that	they	will	communicate	with	me	so	I	found	
that	I	can	add	on	this	program	called	Boomerang,	which	works	for	Gmail	but	there’s	also	a	
version	for	Outlook,	where	you	can	schedule	emails,	you	can	be	repetitive	emails,	and	it's	
automating,	so	I	don't	have	to	remember	to	do	these	things.	https://boomerangapp.com/		

There's	also	some	automation	with	delivery,	like	your	reports	in	QuickBooks	Online.	So	you	
want	to	look	for	little	automations	you	can	use	as	well	that	will	improve	your	workflow.	And	
then	when	you	have	it	laid	out	like	this,	you	plug	in	and	say,	‘Oh,	we're	using	that	here	and	this	
here.’	Now	your	engineering	and	streamlining	how	everything's	working	in	your	practice.	

For	our	Processing	Stage	Core	Workflow	I’m	a	QuickBooks	Online	exclusive	practice,	right	
now.	And	I'm	using	Autoreview	as	my	QC	right	now,	https://xenett.com/autoreview/	and	
many	of	you	are	using	Keeper,	which	is	great.	And	Keeper	also	works	for	the	practice	
management.	I'm	using	Financial	Cents	of	myself.	So	here's	the	key	if	this	wasn't	a	good	fit	for	
me,	I	would	be	looking	at	something	like	Keeper	because	it's	now	in	one	app.	It's	making	my	
tech	stack	smaller,	and	that’s	what	you	want.		

Then	finally	on	our	Results	Stage,	again,	100%	virtual	here.	Like	many	of	you,	I'm	sure	I	use	
Schedule	Once	[now	known	as	OnceHub.com]	for	my	scheduling,	and	I	use	it	in	conjunction	
with	Zoom	so	that	I	can	start	the	meeting.	It	works	like	a	dream.	My	clients	love	it.	I	love	it.	It	
just	makes	it	easy.	https://www.oncehub.com/		

Processing	Stage	Core	Workflow	
Access	transactions	>>	Process	transactions	&	attach	docs	>>	Identify	missing	information	>>	
Reconcile	Accounts	>>	Review	&	Adjust	Financial	Reports	

Results	Stage	Core	Workflow	
Prepare	info	for	Client	>>	Share	/	Review	with	Client	>>	Store	Reports	for	Reference	
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And	then	Loom.com	prerecorded	videos	for	my	clients.	https://www.loom.com/		Again,	
keeping	it	super	simple.	And	I'm	using	ShareFile	as	a	client	portal	so	my	clients	know	that	if	
they	need	any	of	the	information	that	either	they're	giving	to	me,	or	that	I'm	sending	to	them,	
it's	always	in	ShareFile.		

App	Best	Practices	

So	some	best	practices	are	that	you	want	to	keep	your	tech	stack	small.	As	I	said,	less	is	
more	when	it	comes	to	tech.	We’re	determining	also	where	the	bottlenecks	are.	You	want	to	
go	where	those	pain	points	are	because	that's	where	you	get	the	biggest	return	on	your	
investment	of	time,	behavioral	change	and	money.		

And	also	you	want	to	make	sure	is	the	tech	supporting	your	systems.	And	the	systems	
should	be	supporting	the	behavior	of	you	and	your	team.	So	you	want	to	notice	in	the	issue	if	
you	have	a	friction	point,	is	it	the	human	that's	
having	the	problem	and	they're	just	not	
following	the	workflow?	Because	that's	the	
other	thing	of	course,	you	know,	when	you	
document	everything	and	you	have	your	team	or	
even	yourself,	if	you're	not	disciplined,	that	
you're	like,	‘Yeah,	I	know	that	I'm	supposed	to	do	
it	this	way,	but	I'm	going	to	do	it	that	way.’	That's	
a	human	problem.	And	if	the	human	is	not	
doing	what	they're	supposed	to	do,	is	there	a	
way	you	can	automate	that	process	so	that	the	
human	doesn't	get	to	do	it.		

And	again,	I	love	that	example	with	Brooke.	
Because	she	took	herself	out	of	the	process.	So	she	also	wasn't	a	bottleneck.	Her	VA	waiting	
for	her	to	tell	her	it's	okay	to	move	forward.	So,	look	for	automation	to	replace	things	that	may	
be	inconsistent	or	not	working.	

And	then,	regularly	review	your	systems,	because	it's	not	once	and	you're	done.	With	
technology,	the	apps	upgrade,	they	change	and	then	that	can	change	your	whole	business.	So	
again,	you're	the	CEO,	you're	the	leader,	but	you've	got	to	stay	on	top	of	what's	going	on	in	
your	systems.	And	I'd	say	do	it	quarterly	if	you	can,	but	at	least	once	or	twice	a	year	to	go	back	
and	review,	and	if	you	have	a	team,	do	it	together	as	a	team	to	say,	“Is	this	really	the	way	we're	
still	working?	Is	the	app	still	serving	us	the	way	it	can?		

And	then	we	look	into	new	apps	coming	out	that	serve	us	better	–	that’s	excellent.	That’s	
fantastic.	And	we	put	it	through	that	Six-Step	Process.		

Your	Action	Plan	

I	know	we	don't	really	have	too	much	time	for	questions	right	now,	so	I'm	going	to	give	you	
your	action	plan	right	now,	which	is	to	start	at	that	20,000-foot	view,	if	you	don't	have	
your	core	top-level	workflows	laid	out.	Do	it	today.	You	can	do	it	on	the	back	of	a	sheet	of	

App	Best	Practices	
• Keep	your	tech	stack	small!	(more	is	less)	
• Determine	if	bottlenecks	are	due	to	
systems	or	behavioral	factors	
o Systems	should	support	behaviors	
oAdd	automation	where	humans	are	the	
problem	

• Regularly	review/test	your	systems	
oAt	least	twice	per	year	(quarterly	is	
better)	

• Look	for	new	apps	that	serve	you	better	
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paper,	just	write	it.	I've	done	that	many	times	to	get	it	out	of	my	head,	and	like	what's	our	
process	and	then	where	would	an	app	fit	in?	And	then	use	those	workflows	when	you're	
trying	to	choose	the	apps	as	well.	Draw	it	out	visually.	Like	it	works	different	in	your	brain,	
and	you	can	see	it	.		

Then	identify	where	improvements	are	needed.	Look	for	solutions	from	existing	
software	first,	that's	going	to	save	you	money,	and	it's	also	going	to	help	you	to	know	if	it's	
not	working	here	–	this	is	what	I	need.	It	gives	you	a	jumping	off	point.	Ask	your	peers	what	
they're	using	that	can	help	save	going	down	some	bad	rabbit	holes.	

Then	use	that	Six-Step	App	Process	to	save	you	from	going	around	in	circles	and	doing	it	
App	Backwards.		

So	I'm	here	for	the	rest	of	the	conference	to	speak	with	me	if	you	have	questions.	
gabrielle@winwinbusinessconsulting.com		

And	also,	I	have	written	several	eBooks	a	couple	years	ago	about	working	virtually	and	
avoiding	this	app	trap,	as	we	call	it.	These	are	ebooks,	if	you	would	like	copies,	I'm	happy	to	
send	them	to	you	just	to	have	some	reference	material,	and	they’re	kind	of	fun	to	use	and	you	
can	use	them	with	your	team	as	well.	So	that's	all.	

The	eBooks:	

• App	Survival	Guide:	Step-by-step	guide	to	surviving	the	bookkeeping	app	jungle	
• The	Bookkeeper’s	Guide	to	the	Virtual	Galaxy		

	

	

Click	Here	to	Return	to	Index	
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2.3	I	Love	Bookkeeping	
Podcast		
–	Ben	Robinson,	Hanna	
Robinson	&	Melissa	Honan	
June	15,	2022	

Summary:	https://ilovebookkeeping.com/			
	
Summary:	This	was	an	episode	of	I	Love	Bookkeeping	where	Ben	was	asked	questions	by	the	cohost,	
Hanna	and	Melissa,	about	a	variety	of	topics	to	learn	more	about	business	and	Ben	personally.	Trivia	
questions	about	Ben	were	asked	to	see	if	the	audience	could	answer	them.	AT	the	end	Ben	shares	his	
favorite	app.		
	

--	Transcript	of	this	session	

	
Hanna		My	name	is	Hannah	Robinson.	I'm	the	community	manager	and	cohost	of	the	I	Love	
Bookkeeping	podcast,	and	this	is	my	cohost,	the	amazing	Melissa	Honan.	Today	we	have	
somehow	convinced	Ben	Robinson	to	interview	him	for	a	live	experience	of	the	I	Love	
Bookkeeping	podcast.	So	everybody	welcome	to	the	stage.	Ben	Robinson.	

	

Ben		Thank	you	it's	great	to	be	here.	Thanks	for	having	me.		

	

Hanna		Is	this	a	weird	full	circle	moment	because	you	used	to	host	this.	

	

Ben		Yeah,	absolutely	is,	but	it's	also	exciting	to	see	that	this	business	when	it	started	was	just	
me	and	now	it's	so	much	bigger.	And	I'm	such	an	insignificant	part	of	the	business,	which	is	a	
wonderful	thing.	I	don't	say	that	derogatory.	I	say	that	because	it	is	so	exciting	to	see	people's	
businesses	growing,	your	business	growing	(Melissa),	you	growing	(Hanna),	and	me	being	
able	to	step	back	and	focus	on	what	I	do	best,	which	I'm	still	trying	to	figure	out	what	that	is.	

	

Hanna		So	just	in	like	the	quickest	nutshell	you	possibly	can.	Can	you	give	a	quick	origin	
story	of	bookkeepers.com?	
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Ben		Sure.	Yeah.	So	Kelly,	our	COO;	everybody	knows	Kelly.	She's	doing	a	great	job	out	there	
with	Kiefel.	Has	anyone	ever	read	Traction,	by	Gina	Wickman,	alright,	so	there's	an	Innovator	
and	there's	an	Integrator,	right.	And	I	am	100%	innovator,	and	she	is	100%	integrator,	so	we	
go	very	well	together,	but	what	happened	is	that	we	were	dating	and	she	lost	her	job.		

She	worked	from	home,	and	she	has	three	children.	They	were	very	young.	One	of	them	had	
special	needs,	and	she	really	needed	to	work	from	home.	And	she	was	applying	for	jobs	and	
they	all	wanted	her	to	commute.	They	all	wanted	her	to	have	to	sacrifice	and	she	was	like,	‘Oh	
my	gosh,	I’ve	got	to	wear	pantyhose	again.	I	think	that	she	was	saying	something	like	that.’	I	
was	like,	‘You	can	borrow	mine.	That's	totally	fine,’	and	I	was	at	one	point	said,	you	know,	you	
can	start	a	bookkeeping	business.		

And	she's	like,	‘What	the	hell	is	working?’	She	had	an	idea	because	actually	her	mom	was.	So	I	
was	kind	of	like,	‘Hey,	let	me	let	me	kind	of	help	you	start	getting	some	clients	and	we	started	
putting	this	together.’	And	lo	and	behold,	she	started	getting	these	contacts.	And	I	had	a	friend	
that	was	in	the	mastermind	and	he	had	something	similar.	If	anybody	are	travelers,	you	
probably	know	Work	Camper	News,	and	he	was	helping	people	kind	of	do	something	like	this	
with	RV	inspection.		

And	two	and	two	went	together	and	I	made	five.	And	I	said,	maybe	we	could	do	this	for	other	
people	because	she	was	getting	early	success,	other	than	just	the	people	on	Craigslist	that	are	
like,	Hey,	can	you	print	my	checks?	Probably	everybody	here	has	had	that.		

And	so	we	started	this	on	a	wing	and	a	prayer	and	then	May	of	2015	launched	a	pilot	group	
with	advertising,	that	I	didn't	know	squat,	right?	I	didn't	know	F…	about	S….	Right.	It	just	
evolved	from	there.	And	it's	honestly	shocking	to	see	where	it	went.	Like,	I'd	sold	my	firm.	(It's	
hard	to	talk	to	my	daughter	because	she	kind	of	knows	the	story.)		

But	all	it	started	and	it	was	on	a	it's	on	a	wing	and	a	prayer,	but	there's	obviously	a	huge	
market	for	it	and	a	lot	of	lives	have	been	changed.	So	there	we	go.	

	

Hanna		What	motivated	you	to	teach	people	not	only	bookkeeping,	but	the	business	
skills	as	well?	Yeah,	Was	there	kind	of	a	moment	where	you	realize	that	there	wasn't	a	
product	like	Bookkeeper	Launch?	

	

Ben		I	don't	think	I	knew	anything,	right.	I	mean,	literally,	I	don't	say	that,	again,	to	degrade	
myself.	I	just,	I	thought,	hey,	in	Kelly's	situation,	she	needed	to	get	clients	so	that	she	could	
work	from	home.	This	was	back	in	the	day	when	working	from	an	office	was	totally	expected	–	
even	a	bookkeepers	who	were	contracting	or	freelancers	or	whatever.	So	I	just	kind	of	put	
myself	in	her	shoes	and	listened	to	her	story.	And	listened	to	her	needs.		

And	I	was	like,	Okay,	well,	you	can’t	go	get	a	job.	You’ve	got	to	go	out	there	and	get	clients	on	
your	own,	whether	you	want	to	freelance	or	be	a	business	owner.	So	I	was	like,	we	got	to	teach	
them	how	to	do	marketing.	We’ve	got	to	teach	them	how	to	go	out	there	and	get	clients,	which	
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is	actually	my	favorite	thing	to	do,	and	was	my	favorite	thing	to	do	in	my	firm,	and	how	we	
grew	it	to	seven	figures.	So	it	was	just	kind	of	putting	those	things	together.	It	was	the	need,	
and	the	timing.	

	

Hanna		Did	you	always	like	teaching?		

	

Ben		Yeah,	it's	funny	because	your	great	grandfather	was	a	teacher,	your	Papi	taught	in	
medical	school,	and	my	grandmother	was	a	teacher.	So	I	guess	it	runs	in	my	blood,	but	I	very	
much	enjoy	it.	And	I	passed	the	CPA	exam	on	the	first	try.	And	I	say	that	because	I	only	had	a	
little	bit	of	money.	You	were	young,	and	we	didn't	have	much	money.	And	the	firm	that	I	work	
for	said	they'd	reimburse	you	for	the	CPA	if	you	pass	it.	And	if	you	don't,	you	owe	them	the	
money.	So	I	worked	my	tail	off	literally,	I'd	go	Saturdays	to	your	Papi’s	house	and	just	study	all	
day	and	do	everything	and	I	pass	it	the	first	time.		

After	that	I	took	a	class	called	Becker.	At	the	time	it	was	called	Becker,	but	now	it's	Becker	
Advisors,	or	something	else.	And	so	I	started	teaching	that	class	and	I	really,	really	loved	that.	
And	I	got	to	get	my	desire	to	do	that.	And	I	did	some	of	that	when	I	was	in	the	Air	Force	too.	
But	yeah,	I	love	to	teach,	like	that's	my	that's	one	of	my	strengths.	

	

Hanna		I	always	felt	like	I	remember	when	I	was	younger,	you	would	talk	about	how	you	
secretly	wanted	to	be	a	teacher.	When	you	had	your	accounting	firm,	I	remember	you	talking	
about	that?	

	

Ben		Yeah.	Yeah.	I’m	glad	I	didn’t.	That's	a	tough	job.	

	

Hanna		So	I	kind	of	want	to	switch	gears	a	little	bit	because	I	think	a	big	pain	point	that	
Melissa	and	I	hear	about	a	lot	is	people	scaling	their	business	and	kind	of	reaching	that	plateau	
effect.	They	kind	of	hit	a	wall.	And	they're	in	this	kind	of	land	between:	Do	I	stay	here	and	get	
comfortable,	or	do	I	get	really	uncomfortable	and	grow?	And	ultimately,	I	think	a	lot	of	people	
here	want	to	grow	their	business.	I	know	you've	been	there	too.	And	that's	why	I'm	asking	you	
what	do	you	think	is	the	first	step	of	it's	time	to	scale	your	business?	What's	the	first	step?	

	

Ben		Well,	I	think	first	things	first	is	that	you’ve	got	to	clearly	define	what	it	is	that	you	want	–		
and	by	the	way,	none	of	these	questions	did	I	know	beforehand,	okay,	I	intentionally	told	him	
that	when	we	were	in	the	conversation,	I	do	not	want	to	know	what	the	questions	are.	So	
these	are	off	the	cuff.	Okay,	so	we	did	not	rehearse	things.		
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So,	first	things	first,	you’ve	got	to	clearly	know	what	it	is	that	you	want,	which	is	hard	for	
us,	right?	It's	hard	for	us	to	say	what	do	I	want,	but	here's	an	easier	thing	is	to	say	what	do	I	
not	want?	That's	a	lot	easier,	right?	I	don't	want	to	commute.	I	don't	want	a	boss.	I	don't	
want	to	make	peanuts.		

What	happens	there	is	it	actually	leads	to	what	it	is	you	want.	So	in	that	case,	first	get	very	
clear	on	what	it	is	that	you	want.	Don't	start	doing	anything	until	you	do	that.	Ben	Day’s	talked	
about	going	off	and	having	a	retreat	and	getting	focused	and	getting	clarity	to	yourself	what	it	
is	that	you	want.	That's	the	first	thing.		

If	you	decide	that	you	want	to	grow	it.	You’ve	got	to	get	around	people	that	have	been	
there,	and	done	that.	You’ve	got	to	get	around	people	that	have…	because	Bookkeeper’s	
Launch	is	wonderful	for	up	to	a	certain	point.	But	when	you	want	to	start	getting	a	team,	and	
when	you	want	to	start	doing	marketing,	and	when	you	want	to	start	taking	it	more	to	a,	I	
don't	want	to	call	it	a	big	business,	but	a	real	business.	All	of	you	have	real	businesses	but	I	
want	to	talk	about	this	as	a	sophisticated	one.	You	got	to	do	things	differently.	Right.		

And	most	people	don't	want	that.	And	I'm	actually	going	to	be	talking	about	that	this	
afternoon.	So	first,	get	clarity	about	what	do	you	want,	right?	Next	thing,	I'll	find	the	person	or	
people	and	I	want	to	find	a	coach	and	I	will	find	a	mentor.	I	hate	those	words,	but	a	guru	that	
has	been	there	and	done	it.	And	I	also	want	to	surround	myself	with	other	people	who	are	on	
this	journey.	Right?	That's	a	great	setup	for	my	offer	this	afternoon	too.	So	yeah,	that	was	not	
rehearsed.		

	

Hanna		What	are	some	costly	mistakes	that	you	see	made	when	it	comes	to	scaling	your	
business?	

[Conversation	was	diverted	here,	the	question	not	answered,	and	a	video	shown	on	people	
shitting	their	pants.]	

Hanna	What	is	your	most	expensive	mistake	that	you	personally	you've	made?		

	

Ben	How	much	time	have	you	got?		I	would	tell	you	again,	not	knowing	what	it	is	I	want,	like	
not	having	clarity.	So	that	made	me	dither	off	to	a	million	different	directions,	which	could	
cost	me	money.	Not	getting	that	real	clarity	on	exactly	what	it	is	I	want	to	do.	And	when	I	say	
exactly	clarity	is	around	two	things.	Clarity	is	around	numbers	and	dates.	Okay?	It's	not	like	I	
want	to	have	a	business.	It	makes	me	feel	good.	That	is	not	what	we're	talking	about	here.	
We're	talking	about	things.	I	have	numbers	and	dates,	okay?	You	can	have	esoteric	and	all	
sorts	of	other	things	right	there,	but	it	needs	to	be	very	clear	on	that.	So	not	having	a	clarity	
was	number	one.		

Number	two	is	throwing	people	at	a	process	problem,	like	hiring	somebody	and	thinking,	
you	know	what	they	think,	aren't	you	going	to	handle	them?	And	I'll	pretend	they	don't	exist	
and	you	don't	either.	And	you	go	in	this	closet	and	I'll	just	collect	the	money,	when	I	really	had	
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a	process	problem.	And	I	was	so	frustrated	with	'why	are	these	people	doing	their	job?'	And	
now	I	know	from	that	experience,	and	even	in	this	business,	I	usually	ask	myself,	now,	how	did	
I	screw	this	up?	Because	literally	and	that's	a	good	question	for	all	of	you,	that	if	something	
doesn't	work	in	your	business,	don't	say,	why	didn't	they	do	that	yourself?	How	did	I	not	set	
them	up	for	success?	And	not	having	those	processes	really	down,	which	by	the	way,	all	of	you	
hearing	people,	you	get	access	to	outstanding	processes	and	people.	Okay.	Daniel	and	I	and	
Melissa,	you	were	there.	That	a	great	course	that	helped	you	kind	of	to	go	more	and	further	
into	what	you're	talking	about	here	today.	But	throwing,	throwing	people	at	a	process	is	the	
problem.		

And	then	funny	you	should	mention	not	delegating.	Yeah.	So	I	grew	up	in	a	CPA	firm.		I	mark	
every	6	minutes,	right?	And	everything	is	tracked,	everything	is	measured.	And	then	all	of	a	
sudden	I	got	on	my	own	and	it's	just	kind	of	haphazard.	Right?	And	there	was	this	whole	thing.	
When	you	become	a	manager	in	a	CPA	firm,	it's	like	you've	got	to	let	go	of	stuff	because	you	
think,	'Oh,	this	is	only	going	to	take	me	2	minutes.'	But	if	I	were	to	go	into	Sally's	office	and	
teach	her,	then	it's	going	to	take	me	an	hour	and	I	don't	have	that	kind	of	time.	So	we	say	58	
minutes	right	there,	but	we	live	it	down	the	road.	So	not	delegating	and	not	letting	go.	By	the	
way,	you	suck	at	most	tasks,	okay?	Like	that's	a	good	thing.	I'm	not	saying	that	in	a	derogatory	
way.	We	all	do.	And	lean	into	your	strengths	and	don't	forget	your	weaknesses	or	get	rid	of	
them.	But	not	delegating,	not	having	clarity.	And	throwing	people	at	a	processes	
problem;	that	if	I	would	have	just	avoided	those	three	things	right	there.	Yeah.	I	sold	my	
firm	for	good,	I	could've	sold	it	for	gooder.		

	

Hanna	And	so	I	know	you	touched	on	this	a	little	bit,	talking	about	an	upcoming	recession.	
Where	do	you	see	the	future	of	bookkeeping	going?	Because	I	think	there's	a	lot	of	talk	
about	artificial	intelligence	and	everything	being	automated.	That's	as	somebody	who	deals	
with	the	prospects.	And	the	big	question	is,	is	there	a	need	for	bookkeepers?	And	so	where	do	
you	see	the	future	of	bookkeeping?		

	

Ben	You	know,	and	it's	one	of	those	things	where	you've	got	to	be	very	careful	about	
predicting	the	future	because	you're	going	to	be	wrong	about	99.99%	of	the	time.	And	I	just	
got	me	on	to	Letter	Kenny,	if	all	the	Canadians...	it's	an	hilarious	show.	Yeah.	What's	the	
question.	Oh	we're	going	to	see	what	people	are	going	to	do.		

So	I	don't	really	know	the	answer	to	that	question.	What	I	do	know	is	that	it	is	evolving	and	it's	
evolving	fast.	Talk	about	radical	change	in	technology.	I	do	think	that	if	you	build	your	
relationship,	if	you	build	it	on	the	relationship,	then	you're	going	to	be	a	lot	more	successful	
rather	than	you're	transactional.		

What	you're	doing	today	is	going	to	be	totally	different	in	three	years,	okay?	You're	going	to	be	
able	to	do	more	high	level	type	of	stuff.	So	the	way	to	insulate	yourself	from	that	is	to	get	
better	skills.	We	talked	about	that,	adding	skills,	advisory	services,	tax	services,	consulting	
services,	things	that	are	very	hard	to	get	a	machine	to	do.	I'm	excited	about	all	of	this	because	
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I.	I	look	back	ten	years	ago	when	QuickBooks	Online	was	just	in	its	infancy.	Xero	was	just	in	its	
infancy.	My	mind	was	blown	when	you	could	pull	stuff	in	from	the	bank,	I'm	like,	'You	don't	
have	to	enter	all	this	in	a	keyboard.'	They're	like,	'No,	you	know,	what	they're	doing	is	
uploading.'	I'm	going,	'Well,	that's	magic.'	And	now	we	all	take	it	for	granted.	Who	in	here	has	
a	smartphone?	Who	in	here	had	the	first	iPhone?	Okay,	now	you	have	the	iPhone	13	and	the	
iPhone	1	looks	like	a	brick	that	you	threw	in	the	stone	ages	at	your	enemy.	Right.	But	you	
were	so	frickin	excited	about	it.	But	you're	still	using	the	iPhone.	You're	still	adopting	and	
whether	that's	an	iPhone	or	any	other	type	of	platform.	I'm	not	one	of	these	so-called	the	sky	
is	falling,	bookkeepers	are	going	to	go	out.		

No,	but	we	have	to	evolve	and	we	had	to	evolve	significantly.	And	we	have	to	do	that	fast	
because	things	are	going	to	change	and	they're	going	to	change	rapidly.	What	we	saw	with	
Digits,	what	we	saw	with	the	sponsor's	panel	that	was	up	here	yesterday,	having	a	good	grasp	
on	where	things	are	going	and	how	they're	improving	and	how	you	can	use	these	pieces	of	
technology	to	deliver	a	better	service	to	your	client.	So	I	would	love	to	give	you,	this	is	what's	
going	to	happen.	I'm	not	going	to	be	one	of	these	people	saying	that	doomsday	is	happening	
on	June	12th	next	year.	I	can't.	But	I	do	know	that	we	have	to	be	poised	for	rapid	growth	and	
change.		

	

Melissa	Yeah.	Are	you	going	to	let	Elon	Musk	put	a	chip	in	your	brain	himself?			

	

Ben	No,	I'm	not	going	to.	I'm	not	going	to	do	that	unless	they	hold	me	down	and	make	it	some	
sort	of	thing	where	they	have	to.	No,	I	don't.	I	don't	think	so.		

	

Melissa	That	was	a	serious	question.	But	even	more	serious	than	that,	because	I	really	enjoy	
your	recommendations	when	it	comes	to	books.	And	I	know,	you	know,	a	lot	of	people	in	the	
audience	were	asking	for,	you	know,	I	want	some	more	resources	on	the	things	that	you	guys	
are	talking	about.	Do	you	have	any	particular	books	that	you	would	say	you	guys	need	to	
go	in	like	you	buy	it?		

	

Ben	There	ain't	no	such	thing.	Okay,	so	here's	what	I	would		ask,	what's	the	problem,	right?	
You	read	a	book	to	solve	a	problem,	if	you're	reading	in	the	context	of	our	business.	I	mean,	
we	don't	sit	down	to	sit	and	we	sit	down	for	pleasure	reading.	But	I	got	to	get	to	know	the	
context	of	the	problem.	What	I	will	say,	just	as	a	general	reading	of	books	and	resources	that	I	
love	to	read	old	stuff,	right?	I	have	a	library	of	marketing,	advertising	business	books	that	
were	written	well	before	the	Internet	because	I	think	the	Internet	kind	of	proliferated	yuck	
where	you	really	have	to	have	a	strong	filter	to	get	through	all	of	the	poo.	It	depends	on	the	
context.		
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The	book	that	I'm	reading	right	now.	And	by	the	way,	I	get	most	of	my	book	recommendations	
from	Perry	Belcher,	who	will	be	chatting	tomorrow.	He	recommends	a	book.	I	buy	it	in	all	
three	forms:	in	Kindle,	I	buy	it	physical	and	I	buy	it	in	audio	so	that	I	can	do	all	three	of	them.	
I'm	better	like	physically	with	a	book,	and	I'm	reading	a	book	right	now	called	Driven	and	
it's	about	people	that	are	guess	what	'driven,'	which	is	about	10%	of	the	population.	I	
bet	we	have	a	preponderance	here,	of	probably	20%.		I'm	reading	that	right	now,	its	by	
Douglas	Brackmann.		But	it's	a	great,	fascinating	reading	that	explains	so	much	to	me	why	I'm	
F'n	insane.		I	love	that	question	because	it's	so	indicative	of	where	we	are.	But	give	me	the	11	
tips	to	be	awesome	on	LinkedIn.	Give	me	that	one	book	that's	going	to	change	my	life.	I'm	
sorry.	It	ain't	out	there.	If	it	were,	then	everybody	wouldn't	have	the	success	that	they	wanted.	
No,	they	wouldn't.	Because	they	wouldn't	do	anything	with	it.	Right.	So	sorry	for	the	sermon	
here.	So	Driven	is	what	I'm	reading	right	now.		

	

Hanna	So	I’m	actually	in	the	BKX	Facebook	group,	I	asked	for	some	responses	for	questions	
that	people	would	like	to	ask	you.	And	so	Ben	does	not	know	any	of	these	questions	and	I	
picked	a	few	for	him	to	answer.	The	first	one,	Mark	Coram,	I	don't	know	if	he	is	here	in	person	
or	virtually.	Now	he	wants	to	know:	Was	there	ever	a	moment	where	you	felt	fear	or	
doubt	about	creating	Bookkeeper	Launch?	And	if	so,	was	it	just	the	feeling	everyone	gets	
when	starting	something	new,	or	was	it	a	response	to	a	specific	event.		

	

Ben	Every	freaking	day?	No.	And	in	all	seriousness,	like,	everybody	has	a	thing,	like,	you	know,	
you're	here.	You	don't	have	fear.	Yes,	I	have	everything	that	you	do.	I	just	have	it	in	a	different	
context	for	a	different	thing.	Yeah.	But	it's	one	of	those	things	where	I	was	in	that	startup	
mode	and	I	was	in	grind	mode	and	I	had	to	make	it	work	and	I	didn't	have	a	choice.	I	felt	fear,	
and	I	acknowledge	the	fear,	and	I	went	through	the	fear,	and	I've	learned	that	skill	right	there	
in	and	of	itself.	That	has	really	catapulted	me	probably	more	than	anything	else,	so	quickly.		

Absolutely.	I	felt	fear.	I	felt	that	every	day	I	didn't	know	what	I	was	doing.	If	you	watch	some	of	
the	videos	and	I	think	Kate's	going	to	expose	me	on	this	afternoon	about	some	really	crappy	
videos	that	I	shot	when	we	first	started	up,	when	literally	I	would	stand	the	tripod	here,	I	
press	record,	run	around	and	got	in	front	of	the	video.	The	train	would	go	by	and	I'd	go,	
there's	the	train.		

	

Melissa	I	remember	the	first	time	I	saw	one	of	your	videos.	I	walked	in	and	Daniel	was	
watching	one	and	I	was	like,	Who	is	this	guy?	And	he's	like,	'Yeah,	he	says	things	a	little	bit	
silly,	but,	you	know,	but	it	makes	me	remember	them.'		And	I	thought,	'He's	a	lunatic.'	

	

Ben	Yeah,	it's	a	great	assessment.	A	great	assessment.	But	yeah,	absolutely.	No,	I	still	feel	fear.	
Like	I	feel	fear	getting	ready	for	this.	And	typically	now	what	I	do	is	embrace	that	because	I	go	
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'I	means	I'm	doing	something	that	I'm	uncomfortable	with,	which	is	pushing	me	out	of	my	
comfort	zone.'	So	if	you	don't	feel	fear	in	your	business	sometime,	I'm	not	saying	every	single	
day,	you	ain't	doing	it	right	because	you	need	to	be	pushing	yourself.	You	need	to	experience	
that	fear	and	you	need	to	learn	that	muscle	of	breaking	through	that	fear.		

	

Hanna	Well,	and	I	think	you	always	tell	your	audience,	feel	the	fear	and	do	it	anyways.	So	
what	made	you	want	to	do	it	anyways?	In	the	beginning.		

	

Ben	Out	of	necessity,	like	back	in	my	second	company,	I	had	to	make	it	work	financially	so	I	
didn't	have	a	choice.	And	I'm	one	of	those	people	that	I'm	just	so	bullheaded	or	stupid	or	
whatever	the	case	may	be	where	I	just	say,	'I'm	going	to	do	this	and	I	do	it,'	and	I	figure	it	out,	
and	through	brute	force.		But	yeah,	I	didn't	have	a	choice	like	being	in	that	position.	That	was	
the	most	wonderful	thing	that	you	can	be	in	is	where	you	have	no	choice	but	to	be	successful,	
where	you	kind	of	hit	rock	bottom	and	bounce	up	a	little	bit	so	that	you	can	pick	yourself	up	
and	do	it.	Well,	I	had	no	choice.	Yeah.		

	

Hanna	Jenna	Lombardo.	Raise	your	hand.	Jenna	wanted	to	know:	Looking	back	on	your	
bookkeepers.com	journey,	what	would	you	have	done	differently?		

	

Ben	Here	we	go.	All	right.	What	would	you	have	done	differently?	This	is	one	of	those	
things...	I	don't	think	I	would	have	done	anything	different	because	it	wouldn't	put	me	in	the	
position	that	I	am	right	now.		

	

Melissa	You	should	have	listened	to	Kelly	more.		

	

Ben	Well,	that's	like	a	given,	right?	I'm	not	going	to	give	you	a	math	problem	there,	that's	a	
given.	That	was	in	there.	I	screwed	up	a	lot	and	I'll	continue	to	screw	up	a	lot,	but	I	don't	think	
that	I	really	would	change	anything	because	I	wouldn't	be	here.	You	wouldn't	be	here.	One	
slight	change.	And	it	wouldn't.	And	I	can't	think	of	things	that	I	would	change.	I	mean,	I	can	
think	of	a	lot	of	screw	ups,	but	those	things	propelled	me,	I	see	those	as	steppingstones	and	
not	roadblocks.	Yeah.		

	

Hanna	Tiffany	Brantner,	I	wanted	to	know.	Are	you	here,	Tiffany?	I	think	a	big	question.	What	
are	your	hobbies	outside	of	bookkeeping?	
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Ben	I	have	none.	No,	seriously,	I	have	none	right	now.	It's	showing	on	my	waistline.	Brooke	
was	talking	about,	you	know,	I'm	going	to	work	20	hours	a	week.	If	I	worked	20	hours	a	week.	
You	people	do	not	believe	the	suicide	note	because	Kelly	has	killed	me.	Okay.	There's	a	suicide	
note,	and	I've	been	working	20	hours	a	week.	She's	chopped	me	up	into	little	pieces	and	
thrown	me	out	to	the	wolves.	I	don't.	so	I	guess	that's	why	I'm	really	good	at	this,	because	of	
everything	else.	But,	you	know,	I	don't	really	have	any	hobbies	right	now,	and	that's	kind	of	
sad,	but	I	love	what	I	do.		

I	don't	see	a	line	between	work	and	play.	Bob	was	talking	about	mission.	This	feels	like	a	
mission	to	me.	I	sometimes	have	to	pinch	myself	and	go,	I	think	people	really	pay	me	money	to	
do	things	like	that.	But	seriously,	you	know,		hope	that	passion	comes	through,	but	I,	I	just	love	
what	I	do,	and	I	have	to	sometimes	back	off	from	that.	And	I	do	need	to	find	a	little	bit	more	
balance,	but	I'm	looking	for	a	book	on	that.		

	

Hanna	You	should	listen	to	our	podcast	about	work-life	balance.		

	

Ben	Do	you	have	a	podcast?		

	

Melissa	Yes,	someone	here	gave	us	a	podcast.	We	just	ran	with	it,	actually.	Yeah.	Edith	even	
told	me	that	she	likes	it	better	now.		

	

Ben	I	love	that.	And	that's	the	best	compliment	yet.	I'm	like,	I	ain't	doing	that	anymore.	Hey,	
let's	do	this.		

	

Melissa	Are	you	a	morning	person	or	a	nice	person?		

	

Ben	I'm	not	a	morning	person.	Like	everybody	on	the	team	knows,	do	not	schedule	an	
appointment	for	Ben	before	10:00.	You	will	not	get	seen.	Okay.	I	wake	up	when	I	wake	up	so	I	
don't	set	alarms.	Um,	the	other	day,	I	had	to	go	meet	a	contractor,	and	I	had	to	set	a	freaking	
alarm.	And	here's	the	bad	thing.	That	was	like	6:45,	and	I	was	like,	man;	but	I	got	up	at	5:00	for	
25,	30	years.	So	I	am	not	a	morning	person,	and	I'm	not	a	late	night	person.	I'm	a	sleep	
person.	I	guess.	I've	got	to	have	my	8	hours,	right.	If	I	become	tired,	sleepy	or	hungry,	I'll	
become	the	Incredible	Hulk,	right?	Yeah.	And	it's	more	like	the	incredible	Sulk.	Don't	let	me	
get	hungry.	Don't	let	me	get	sleepy.	But	I'm	not.	I'm	not	a	fan	of	it.	You	know,	the	5AM	Miracle.	
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Morning.	I	can't	stay	up	that	way.	Shoot	me	in	the	frickin	head.	And	by	the	way,	is	it	okay	go	off	
on	a	tangent?	These	books	and	these	things	like	they	are	not	panaceas.	They're	not	anecdotal,	
they're	not	hey,	one	size	fits	all.	5AM	Morning	woud	never,	ever	work	for	me,	and	you	can	
make	every	argument	in	the	world	and	it's	bullshit	for	me.	It	would	not	work.	Okay,	so	it	may	
work	for	you	and	that's	great,	right?	But	don't	read	a	book	and	go,	well,	this	guy	said	I	had	to	
get	up	at	5AM	every	morning	or	else	I'm	not	going	to	be	successful.	He's	full	of	shit.		

	

Melissa	I	really	love	the	book.	Girl	Wash	Your	Face.	I	actually	hate	that	book,	but	the	titles	is	
right	on.	Please	wash	your	face.	Don't	read	the	rest	of	the	book.	It's	awful.		

	

Ben	Yeah,	I	think	we	can	get	Rachel	pretty	darn	cheap	next	year	if	we	want	to	it.	Yeah,	she	got	
anyway.	So	anyway.	All	right,	next.		

	

Hanna	Are	you	introverted	or	extrovert?		

	

Ben	Oh,	I'm	introvert.		

	

Hanna	It's	I	knew	this,	I	just	didn't	know	if	everybody	else	knew	this.		

	

Ben	Big	time	introvert.		You	will	never,	ever	know	it,	but	when	I	leave	this	place	and	go	home	
this	weekend,	I	will	want	to	crawl	up	in	a	ball	and	do	nothing	or	talk	to	anybody	or	say	
anything.	Because	you	suck	the	soul	from	me.	In	a	good	way.	I	mean,	in	a	good	way	because	I	
love	it.	But	I'm	drained	as	hell	after	I	do	this.	I'm	like	two	weeks	away	from	yelling,	'you	kids	
get	off	my	lawn.'		

	

Melissa	You've	done	that	to	the	Beekeeper	Elite	Group	before?	Yeah.		

	

Ben	Yeah,	we	were	having	the	thing,	and	I	was	like,	Y'all	got	to	get	out	now.		

	

Melissa	Like,	you	literally	just	got	into	pajamas.	Like,	oh,	like.		
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Ben	They're	going	to	get	it	right.		

	

Melissa	And	Kirstin	was	like,	Oh	we're	sleeping	over.		

	

Ben	That's	a	different	group.	Yeah,	it's	the	Grinder	Bookkeepers.			

	

Melissa	He	just	learned	what	OnlyFans	was	at	the	last	Bookkeeper	event.		

	

Ben	Yeah.	Yeah.	Anyway,	we	digress.		

	

Hanna	What's	it	like	for	you?	Actually,	like,	this	is	totally	off,	because	I	just	want	to	know,	
what's	it	like	working	with	family?		

	

Ben	I	don't	work	with	you.	That's	the	good	thing,	right?		

	

Hanna	I	know.	That's	why	I'm	here.	Yeah.		

	

Ben	Honestly,	it's	a	pleasure	and	it's	prideful,	you	know,	to	see	that	you're	involved	with	it.	
And	Elizabeth	now	is	involved	with	it	and	Sam	is	involved	with	it,	and	Kelley	is	involved	with	
it.	Like	half	of	our	payroll	has	the	last	name	of	Robinson.	And	that	to	me	is	like	very	prideful	
that	this	is	more	than	just	you	guys	having	a	job.	It's	a	legacy	that's	something	that	could	
potentially	pass	down	to	you.		You're	going	to	pay	through	the	nose	for	it,	but	it's	something	
that	could	potentially	do	well.	So	for	me,	it's	that	legacy	and	that	ability.	You	should	all	think	
about	it	from	that	perspective,	like	having	your	kids	or	your	significant	others	or	somebody	
that	you	love	be	involved	with	your	business.	It's	a	stamp	of	pride	for	me.	Yeah.		

	

Hanna	It's	funny.	When	I	ask	for	feedback	in	the	next	group,	I	think	one	of	the	main	things	
people	ask	was	I	want	to	get	to	know	been	behind	the	curtain.	But	to	get	traction	going	on	the	
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post	because	I	was	a	little	nervous	that	people	wouldn't	asking	enough	questions.	The	first	
thing	I	asked	was	personally,	I	want	to	know	who	his	favorite	child	is.	So	my	question	is...		

	

Ben	Well,	I	have	to	preface	that	with	I	have	two	great	kids	and	then	another	one.	Yeah.	And	
you	get	to	pick	which	one	is	which.	You're	not	going	to	corner	me	on	this.	I	have	no	favorite	
child.		

	

Hanna	Uploaded	so	many	times.	It	was	if	I	didn't	ask	that,	I	think	people	would	come	after	me.		

	

Ben	They	just	say	that.	And	then	they	said	about	their	mom	thing	and	the	baby	gets	away	with	
anything,	anyhow.	Um,	so	family	therapy	session.		

	

Hanna	Yeah,	therapy	is	great.	When	you	started	Bookkeeper	Launch,	can	you	remind	me	
what	the	name	was	again?		

	

Ben	Bookkeeper	Business	Academy.	That	was	the	name	of	the	business	and	the	name	of	the	
product,	I	guess.	I	don't	know.	It's	like	you	should	see	the	first	logo.	I	got	it	done	and	I	thought	
it	was	the	coolest	thing	ever.	Looking	back	now,	I'm	like,	how	did	anybody	ever	put	trust	in	me	
with	that?	Like,	it	was	called	Bookkeeper	Business	Academy.	We	had	Bookkeeper	Business	
Launch,	but	I	think	it	was	called	Bookkeeper	Business	Blueprint.	Yeah.	Which	became	too	
much	of	a	mouthful.	Yeah.	So	yeah,	I	mean	there's	iterations,	but	if	we	had	never	gotten	that	
off	the	floor,	I	never	would	have	been	here.		

	

Melissa	Yeah,	you	can	always	rebrand.		

	

Ben	Yeah,	we	did.	Yeah.		

	

Melissa	Well	I	don't	have	a	logo,	I	don't	have	a	website,	like	just	throw	something	together,	
Ben	did	it.		

	

Ben	Yeah,	I	literally	did.	I	did.	
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Hanna	Is	there	someone	that's	been	a	part	of	your	journey	that	you	can	look	back	and	say,	
Wow,	this	person	had	a	massive	impact	on	me	building	very	business?		

	

Ben	Perry	Belcher,	and	Kelly,	my	partner.	Like	in	totally	different	ways.	Right.	I	was	like,	
I'm	sleeping	with	one	of	them	and	not	the	other	one.			

	

Melissa	And	how	does	Kelly	feel	about	your	relationship	with	Perry	then?		

	

Ben	Hey,	come	to	the	mastermind	and	you'll	find	out.	And	you	can	just	see	the	trajectory	as	to	
when	I	met	Perry	-	hockey	stick	growth	and	those	two	right	there.	And	there's	been	so,	so	
many	I	really	try	to	find	again,	people	that	have	been	there,	done	that.	People	that	I	want	to	be	
like.	People	that	I	want	to	be	like	their	business.	Maybe	not	their	personality,	but	their	
business.	And	So	there's	just	been	so	many	people.	But	the	two	that	just	stand	out	over	that,	
over	and	about	everybody	else.	Perry	Belcher	and	Kelly.		

	

Hanna	Yeah,	my	last	question	before	we	have	something	fun,	what	is	next	for	
Bookkeepers.com?		

	

Ben	So	yeah,	I'm	actually	going	to	be	talking	about	that	this	afternoon.	But	so	big	things.	I	
mean	some	of	these	I'll	be	talking	about	on	the	stage.	So	bookkeeping.com	which	we	
bought,	is	going	to	be	a	controlling	lead	source	for	bookkeeping	services	and	there	will	
be	a	lot	of	fun	stuff	in	there	for	you	most	likely.	We're	also	working	on	Inner	Circle,	which	I'll	
be	talking	about	this	afternoon.	Obviously	people,	and	it	is	going	to	be	amazing.		

And	the	other	things	that	we're	doing	with	this	right	now,	like	you	don't	know	10%	of	it	what	
we're	planning	to	do	with	this	and	it's	going	to	be	amazing.	It'll	never	be	done.	But	we'll	
always	be	iterating	on	that.	Then	on	a	side	note,	in	my	spare	time,	Startup	Jungle	is	going	to	be	
a	big	focus,	not	for	the	bookkeeping	side,	and	it	won't	take	away	or	detract	from	us.	And	I'm	
very	hyper	focused	on	taking	care	of	the	one	that	brung	ya,	and	not	trying	to	spread	my	my	
assets	to	thin.	So	yeah	there's	a	ton	of	stuff	and	those	are	the	things	that	are	immediate	right	
now.		

	

Melissa	Yeah.	So	we	have	a	surprise	for	you.	We	did	some	unofficial,	official	merch	and	one	of	
them	is	for	you.	If	you	recall	in	2020	when	Melissa	Photoshopped	your	face	onto	Tiger	King,	
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yeah,	we	got	this	made	for	you,	but	we	are	also	giving	you	guys	some	unofficial,	official	merch.	
And	the	way	we're	going	to	do	this	is	we	have	trivia	for	the	group.	We	are	going	to	be	doing	
some	Ben	trivia	and	the	first	person	to	answer	this	question	correctly.	Raise	your	hand	and	
answer	it.	And	Elizabeth	down	here	is	going	to	find	you	and	give	you	your	prize.	And	we're	
doing	a	little	bit	of	Ben	trivia.	And	they	are	one	of	the	kind.	

[Questions	about	Ben	were	asked	for	the	audience	to	answer	and	get	merch.	A	lot	was	edited.]	

Ben	I	was	young.	I	needed	the	money.	So.		

	

Hanna	All	right.	So	I'm	going	to	ask	the	question.	Raise	your	hand	and	answer	it.	And	the	first	
person	to	get	it	right,	you	get	the	merch.	And	first	question,	what	is	his	zodiac	sign?	Good.	I	
knew	it.	No	one	is	going	to	know	this	man,	but	now	he's	actually	says	it.	I	ask	this	question	
because	it	is	in	a	webinar	that	a	lot	of	you	were	on	and	I	paid	attention.	You	didn't.	So,	yes.	
Yeah,	but	you	don't	get	them.	I'm	sorry,	Celia.		

	

Hanna	All	right.	How	many	kids	does	Ben	have?	Ooh.	I	thought	that's	over	here.	Bill.	Diane?	
Yeah.	Three,	three	kids	and	three	set.		

	

Ben	Oh,	yeah.	There	we	go.	Oh,	my	God.	I	mean,	I	thought	you	were	going	to	say,	'Meet	your	
three	new	kids.'	Spring	Break.	'99.	Right.		

	

Hanna	What	branch	of	the	military	was	he	in?	The	Air	Force.	Yeah,	Kirstin.		

	

Melissa	Okay,	I	know	one.	It's	for	peopel	who	subscribe	to	the	podcast,	who	heard	this.	In	the	
recent	episode,	there	was	an	animal	in	the	background	of	the	compound.	What	was	the	
animal?	It	was	a	rooster.		

	

Hanna	One	more	question.	All	right.	What's	our	dog's	name?	So	fun	fact,	we	in	our	family,	
when	we're	all	together,	it's	two	parents,	six	kids	and	four	dogs.	So	we	lovingly	call	it	the	
Robinson	Family	Zoo.	Anybody?	No.		

	

Ben	Do	you	really	want	the	cup?	How	about	this?	We	give	it	to	it	to	Heidi	and	Darlene	and	
they	share	it	with	two	straws.			
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Melissa	What	I	do	is		I	will	make	you	guys	your	own.	Okay.	Yeah,	we'll	get	them	for	you.	I'll	
have	them	drop	shipped.	So	we	got	to	ask	one	more	question	then	you	think	you're	doing.	
What's	your	favorite	podcast?		

	

Audience	I	Love	Bookkeeping!	

	

Melissa	Winner.	Winner.	Easy.	Yes,	we	are	under	time.	With	4	minutes	left.	Look	at	that.	
Amazing.		

	

Ben	Well,	that	wasn't	as	bad	as	I	thought	it	would	be.	Oh,	wait,	wait.	We	got	a	question.	You	
want	to	give	her	the	microphone.	Just	yell	it	out,	I'll	repeat	it.	Right.	So	the	question's	around	
clarity	and	starting	a	business.	So	the	when	you	start	a	business,	it's	chaos,	it's	brute	force.	
There's	not	a	lot	of	clarity.	There	is	a	sentiment	that	says,	I	want	a	life	is	better	than	a	life	I	
have	now.	I	would	love	to	tell	you	I	wanted	to	earn	this	amount	of	money	at	this	date	when	I	
first	started,	but	it	was	all	about	scrapping	and	clawing	and	getting	to	the	next	level.	At	some	
point	it	became,	'All	right,	now	where	do	I	want	to	take	this.		

Now	that	I've	proven	that	this	is	feasible	and	for	those	of	you	that	are	starting	out,	you	have	
every	single	tool	at	your	disposal	to	get	what	you	want	in	Bookkeeper	Launch.	[pointing	
to	Melissa]	A	hundred	and	something	clients,	and	they've	only	taken	Bookkeeper	Launch.	I	
need	some	more	of	your	money	right	now.		

	

Melissa	I	only	have	a	high	school	diploma,	guys,	I	didn't	even	go	to	college.		

	

Ben	You	have	everything	that	you	need	inside	a	Bookkeeper	Launch	to	help	you	with	
that	brute	force,	right?	You	don't	need	anything	else.	We	got	coaching,	we've	got	everything	
for	that.	And	when	you	get	to	a	certain	point,	when	you	want	to	take	it	to	a	business	level,	now	
everything	changes.	But	I'll	tell	you	when	you're	first	starting	off,	like	if	you	have	amazing	
clarity,	great.	But	most	of	you	don't.	And	I	certainly	didn't.	And	I've	never	had	that	clarity	at	
the	beginning.	I	don't	know	if	that's	just	it	was	more	of	a	visceral	feeling	that	I	want	something	
that's	better	and	this	is	how	I'm	going	to	get	it.	And	then	I'm	like,	okay,	this	works.	I've	proven	
it.	Where	do	I	want	to	go	with	it?	Does	that	answer	your	question?	May	not	be	the	answer	you	
want,	but	hopefully	answers	it.		

[edited]	
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That	was	fun.	Yeah,	I	liked	that.	Thank	you	both.	And	honestly,	they	do	such	a	great	job	with	
the	I	Love	Bookkeeping	podcast.	It	is	so	much	better	without	me	on	there.	And	I	love	that	fact.	
Right.	And	I	love	to	be	able	to	hand	the	baton	off	to	people	that	are	better	than	me	and	people	
that	you	get	to	hear	a	different	voice	on.	So	thank	you	so	much	for	being	here.		

	

The	“App”	that	Ben	used	to	build	his	business	to	$8	million	

Now,	where	do	we	go	from	here?	We	go	to	lunch.	But	first	I	want	to	show	you	my	app.	And	
there's	an	app	for	everything.	And	I	want	to	give	you	some	encouragement	because	I	built	this	
business	right	to	$8	million	a	year.	And	here's	my	favorite	app	(see	whiteboard	below).		

No,	I'm	serious.	So	there's	two	of	them.	I	didn't	have	a	picture	of	the	other	one.	So	this	is	an	
eight	by	four	size	of	a	whiteboard.	I've	got	three	of	them.	They	hang	on	a	wall.	But	I	took	this	
one	off	so	that	I	can	lean	it	up	against	the	bed	in	the	background,	and	write	all	this	stuff	on	
there.	Like	this	is	my	Asana.	Actually,	it's	not	my	Asana,	it	is	my	pool	table	with	index	card.	I	
poop	you	not.	And	that	is	my	Asana	

I	guess	it's	when	I	grew	up	when	we	didn't	have	all	the	stuff,	like	when	Atari	was	advanced,	
you	know,	and	you	had	the	one	joystick	and	the	button	that	was	advanced.	So	this	for	me.	So	
when	we	think	about	apps,	it's	great,	you	know,	but	this	works	for	me.	The	millennials	in	here	
would	go,	How	do	I	do	that?	Like	what?	Where's	the	tutorial?	I'm	pressing	this	and	it	doesn't	
do	anything.	But	for	me.	The	team	are	all	on	Asana.	I	don’t	even	know	how	to	get	to	Asana.		

This	works	for	me	right	here.	So	when	you're	thinking	about	apps	and	tech	stacks,	like	what	
works	for	you,	right?	It	may	be	very	technical.	It	may	be	on	a	computer.	It	may	be	something	
like	this.	I'm	very	kinesthetic,	which	is	a	fancy	word	for	I've	got	to	read	it,	write	it,	touch	it.	
And	this	is	what	I	use	right	here.	And	this	is	probably	one	of	my	favorite	investments.	And	
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they	brought	it	in	a	semi-truck	and	they're	so	easy	to	hang.	I	did	it	by	myself.	I	got	an	affiliate	
link	that	you	can	go	and	buy	them,	and	I	make	a	lot	of	money.	No,	but	this	was	great.	I	actually	
saw	it	back	in	the	day	and	SkyMall.		

	

	

Click	Here	to	Return	to	Index	
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2.4	Inner	Circle	Mastermind		
–	Ben	Robinson	
June	15,	2022	

	
Summary:	Ben	encouraged	everyone	to	leverage	their	
personal	brand	so	you	can	differentiate	yourself.	Pick	a	
niche	that	you	can	focus	your	marketing	efforts	to	attract	
your	ideal	clients.	Gain	greater	clarity	by	knowing	what	you	want	for	your	business	and	for	your	
personal	life.		
Adding	other	services	is	the	quickest	way	to	solidify	market	share	and	increase	your	revenue.	It	
will	also	position	you	better	for	bad	economic	times.	Two	obvious	services	are	tax	and	advisory.	It	
costs	zero	to	market	because	you’re	targeting	existing	clients.	This	is	called	expanding	wallet	
share.		
The	Biz	Growth	Meter	demonstrates	that	increasing	Service,	Market	or	Channel,	can	result	in	
greater	revenue	from	2x	and	more.	The	two	activities	you	should	never	stop	in	your	business	are	
Marketing	to	bring	new	clients	in,	and	Recruiting	to	hire	potential	employees.	These	two	pipelines	
should	always	be	filled.			
Been	attributes	much	of	the	success	he	enjoys	today	to	Perry	Belcher,	his	business	partner,	and	
Kelly	Robinson,	his	business	and	life	partner.	You	need	to	have	a	peer	group	of	the	Best	and	the	
Brightest,	not	the	Dumbest	and	the	Dullest.		
The	last	half	of	the	session	was	spent	sharing	InnerCircle,	which	multiple	components:	A	
mastermind,	marketing	automation,	customized	marketing	automation,	talent	search	and	
matching,	tax	biz,	advisory	and	payroll	services.	This	provides	a	solid	foundation	for	growth	and	
support	as	the	business	grows.	The	number	involved	will	not	exceed	100	business,	and	it	is	by	
application	only.		
Perry	Belcher	joined	Ben	on	the	stage	to	share	additional	insights	and	how	InnerCircle	not	only	has	
the	tools	business	owners	need,	but	also	provides	the	ideas	and	give	people	greater	confidence,	
which	can	be	defined	as	one’s	own	belief	in	their	ability.			
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What	I	want	to	do	right	now	is	I	want	to	paint	you	a	pretty	picture.	I	want	to	kind	of	
summarize	where	we	are	because	right	now,	we're	halfway	through	BKX	2022.	Right,	halfway	
through	your	time.	Time	flies	when	you're	having	fun.	Time	flies	when	you're	getting	fed	
water	from	a	fire	hydrant.	Does	anybody	else	feel	like	that?	Like,	hey,	I'm	taking	in	water	from	
a	fire	hydrant	right	here.	And	that's	a	good	thing,	right?	But	we're	talking	about	that	one	key	
thing.		

But	let	me	tell	you,	I	want	to	reiterate	this	recession	is	great	when	you're	positioned	
properly,	and	I	want	to	talk	about	that	right	now.	Because	you	should	be	licking	your	chops	
and	how	do	you	do	that?	How	do	you	position	yourself?		

Well,	yesterday,	Sally	came	up	and	talked	about	our	personal	brand.	So	was	that	engaging?	
Was	that	like	awesome?	Like	I	heard	some	of	you	know,	comparing	last	year,	and	this	year,	
like	one	person	clapped;	so	very	engaging,	and	very	insightful.	And	I'm	telling	you,	I'm	trying	
to	hire	Sally	to	give	us	some	more	insights	into	ourselves	and	to	you,	and	how	we	can	deliver	a	
better	message	and	a	better	service.		

But	that	being	said,	if	you	want	to	protect	yourself	from	big	business	that	wants	your	clients,	
that	wants	to	go	online	and	get	you	clients.	But	your	personal	brand.	We	want	to	talk	about	
how	do	we	protect	ourselves?	How	do	we	isolate	ourselves?	How	do	we	insure	ourselves	from	
big	business	or	other	people?	How	do	you	do	that?	You	do	that	through	you.	Now	you	can	do	
that	for	you	individually.	You	can	do	that	through	you	as	a	brand.	You	can	do	that	through	you	
as	a	team.		

And	you	should	do	all	of	those,	but	if	you	want	to	protect	yourself,	here's	what	you	need	to	do.	
You	need	to	leverage	your	personal	brand	into	your	business	so	that	you	differentiate	
yourself	so	that	it	makes	it	so	that	somebody	would	be	a	total	idiot	to	go	with	a	big	business	
versus	you.		

I	was	talking	to	Perry	yesterday.	And	Perry	has	several	eight-figure	businesses,	and	he	was	
like,	dude,	I	could	go	to	KPMG	or	EY	or	Deloitte,	but	I	use	Sherry	and	I	never	would	change	
from	her	even	though	I	probably	should.	Because	of	this	relationship,	he	said	I	can	text	her	on	
Sunday	afternoon.	He	told	me	not	to	say	that,	but	hey,	he	texts	her	on	Sunday	afternoon	and	
gets	an	answer,	not	that	you	should	do	that.	We	all	talk	about	boundaries,	right?	But	this	is	
what	isolates	yourself.	Make	sure	that	you	leverage	that.	You	also	got	for	your	team.	So	make	
sure	that	you're	using	that	free	assessment	for	them.	It's	only	going	to	be	available	for	the	next	
29	days,	per	Sally	so	use	that,	right.	That	is	your	protection	right	there.		

Diversification.	Adding	other	services,	this	is	the	quickest	way	for	you	to	solidify	
market	share;	for	you	to	increase	your	revenue.	But	more	importantly	for	you	to	increase	
your	profitability.	If	this	is	your	chance	to	go	out	there	and	gain	wallet	share,	and	we	talked	
about	that	yesterday	how	insurance	companies	are	very	smart	and	want	to	go	and	get	wallet	
share.	They	want	to	have	all	of	your	insurance,	they	don't	want	to	have	one	insurance,	they	
want	to	have	all	of	your	insurance,	and	you	should	be	doing	that	for	your	clients.		
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Hear	me	on	this	okay	because	this	is	a	message	that's	changing.	And	this	is	something	that	you	
importantly	need	to	understand	as	it	relates	to	recession.	You’ve	got	to	have	other	services.	
Okay.	Think	about	what	we	talked	about	yesterday,	and	how	you	can	deliver;	what	are	those	
other	services?	Obviously,	there's	advisory,	there's	tax,	there's	payroll.	Now	there's	other	
things	too,	but	these	take	time	to	onboard.	But	when	you	want	to	talk	about	insuring	yourself,	
you	want	to	talk	about	stabilizing	your	business,	you	want	to	talk	about	growing	your	
business…	that	is	the	quickest	way	and	guess	how	much	it	costs	you	to	market	to	your	
internal	clients.	How	much	does	that	cost?	Anybody	got	a	calculator?	Zero,	right?	Zero	is	
what	it	costs.		

So	you're	going	to	have	happier	clients	too.	Remember	my	story	about	if	I	wanted	to	fence	
built	in	the	backyard,	who	am	I	going	to	call,	or	if	I	want	the	rocks	put	in	my	backyard.	I'm	
going	to	call	my	current	landscaper.	Right,	because	that's	who	I'm	familiar	with.	I	know	he's	
going	to	do	a	great	job.	I	know	he's	going	to	be	on	time.	He's	not	going	to	rip	me	off.	Your	
clients	are	the	same	way.	They	want	to	use	you.		

Okay,	so	when	we	come	here	next	year,	and	you're	like,	Man,	I	wish	I	had	to	listen	to	Ben.	I	
don't	want	to	hear	it.	I'm	serious.	I've	been	there	done	that	and	I've	got	all	of	the	T-shirts	I’m	
going	to	wear,	and	I	know	where	all	the	freaking	bodies	are	buried,	and	you’ve	got	to	expand	
your	services.	Okay?	If	you	don't	believe	me	on	that,	that's	fine.	It's	your	business.	You	do	what	
you	want.	But	Ol’	Uncle	Ben	warned	you	right	here	today,	year	of	our	Lord,	15	June	2022.		

Okay,	small	biz.	Remember,	we	saw	the	record	number	of	small	business.	I	mean,	who	would	
have	thought	in	2020	that	that	would	have	been	a	record	year	of	small	businesses	started,	
only	to	be	followed	by	2021	which	is	a	record	on	top	of	that	one.	And	the	fact	that	now	34%	of	
all	Americans,	and	I'm	sure	it's	the	same	thing	in	Canada.	But	34%	of	all	Americans	last	year	
received	a	1099	which	means	maybe	they're	not	your	client.	But	that	indicates	that	they're	
looking	towards	a	business	or	they're	looking	for	income.	And	those	people	all	have	to	have	
tax	returns	prepared.	That	might	not	be	your	target	market.	But	that	combined	with	the	fact	
that	we've	got	so	many	freakin	businesses	started	is	such	great	information.	Is	that	not	good	
news?	Is	that	not	a	gospel	if	I	was	in	church,	Bob,	you'd	give	me	a	what?	Amen.	Right.	That	is	
wonderful,	wonderful	news	for	you.		

There	is	compulsory	demand,	get	my	service	or	go	to	jail.	Right.	I	will	tell	you	that	kind	of	
tongue	in	cheek,	but	if	you	don't	file	your	taxes;	and	to	file	your	taxes,	according	to	publication	
583	under	the	bookkeeping	code	section,	you	are	required	to	have	bookkeeping.	Okay.	You're	
required	to	have	bookkeeping,	so	if	you	don't	do	your	taxes	and	you	don't	have	bookkeeping,	
you're	going	to	go	to	jail.	The	greatest	sales	mechanism	and	motivator	ever	created	by	anyone.	
You	should	love	the	IRS	for	that	niche.		

Niche.	The	fact	that	you	have	a	niche,	I	know	that	most	of	you	haven't.	Some	of	you	don't,	but	
the	fact	that	you	have	a	niche	puts	you	in	an	unfair	advantage.	Now	why	do	I	say	that,	because	
it	makes	your	work	easier,	because	you	can	focus	now	on	one	industry,	one	chart	of	accounts,	
one	type	of	client,	one	type	of	measurements	that	need	to	look	at.	You	get	to	focus,	which	
means	you	take	less	time,	which	means	you	make	more	money,	which	means	you	have	a	
happier	client	and	they're	not	going	to	leave	you.	So	if	you	don't	have	a	niche	right	now,	get	
yourself	a	niche.		
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We've	heard	about	some	calls,	tools	and	technology	this	week,	right?	So	far	Digits,	and	the	
sponsor	panels	was	up	here.	Again,	I'm	pissed	off	at	these	people	because	they	weren't	around	
10	years	ago	when	I	was	trying	to	put	all	this	together	with	duct	tape,	baling	wire	and	bubble	
gum.	You	have	an	unfair	advantages	and	you're	getting	to	hear	about	things	and	you're	getting	
to	access	things	before	the	regular	market	does.		

So	imagine	that	you	go	out	there	with	a	Digits	platform,	and	now	you're	able	to	wow	your	
clients	and	they	ain’t	never	seen	it	from	anybody	else.	Right?	It's	not	like	this	has	gone	mass	
market.	This	is	something	that	totally	differentiates	from	you.	I’m	going	to	be	talking	about	
something	we're	putting	together	to	where	you	can	actually	leverage	Digits,	or	anything	else	
to	provide	even	more	advisory	services.		

All	these	are	good	things	right?	So	you	might	think	that	these	are	bad	things.	They	might	say	
that	any	of	this	is	bad.	No,	absolutely.	It	is	not	bad.	It's	all	wonderful,	wonderful	news	for	you.	
Now,	but	there's	a	big	‘but’	to	this.	I	don't	mean	butt,	I	mean	beauty.	I	like	big	buts.	So	in	the	
80s	I	was	a	rapper,	right?	Literally,	a	bad	one.	A	bad	one.	All	right,	so	here's	the	deal.	You	got	
to	be	positioned	the	right	way.	Otherwise,	it's	going	to	be	a	tough	road.	Ask	me	how	I	know?	
And	I	don't	want	that	for	you.		

So	with	all	that	in	mind,	I'll	talk	about	some	things	here	that	are	very,	very	important.	There	
are	some	things	that	are	standing	in	your	way.	Do	you	remember	when	Ben	Day	was	up	here	
yesterday,	and	he	was	talking	about	the	roadblocks	and	the	pitfalls	and	speed	bumps.	These	
are	there	things	in	your	way,	and	I	want	to	talk	about	what	those	are	and	then	how	you	move	
those	out	of	your	way.	Right,	want	to	know	that?		

So	the	number	one	thing,	and	I	actually	adjusted	this	on	the	fly	because	I've	been	talking	to	so	
many	of	you.	I	had	it	in	here,	but	I	didn't	have	it	at	the	top.	But	I	think	that	this	is	the	one	
thing	that's	standing	in	your	way	most	of	all,	is	confidence.	Does	anybody	else	agree	with	
me	on	that?	That	you	lack	confidence.	The	rest	of	you	are	liars.	

We	all	lack	confidence	right?	Somebody	asked,	do	I	have	fear?	Hell	yeah,	I	got	all	kinds	of	fear.	
I'm	scared	shitless	being	up	here.	No	pun	intended	Melissa,	wherever	you	are	now.	She's	in	
the	bathroom.		

But	competence.	This	is	a	big,	big,	big	thing	that	we	all	lack.	But	we	can	overcome.	You	have	a	
lack	of	competence	perhaps	in	yourself.	Maybe	it's	not	so	much	in	yourself.	Maybe	it's	in	your	
plan.	Maybe	it's	in,	‘how	do	I	do	this?’	Maybe	it's	a	lack	of	competence	in	your	team.	Maybe	it's	
a	lack	of	confidence	in	your	processes.	But	I	think	that	we	can	all	say	that	we	lacked	some	
form	of	confidence	in	our	business.	If	not,	you're	the	abnormality	and	you	need	to	get	out	of	
here.	Okay,	you	need	to	be	up	here	on	stage.	And	I'd	say	that	was	total	confidence	in	myself,	
because	if	there's	no	one	here	that's	truthful	that	is	to	that.	Right.		

Well,	that	confidence	is	standing	in	your	way,	and	it	stands	in	my	way.	And	this	guy	over	here	
(Perry)	kicks	me	in	the	nether	regions	metaphorically,	not	actually.	Because	I	have	somebody	
to	challenge	me	on	that.	So	confidence,	we	all	lack	that.		
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Clarity.	Second	thing,	clarity,	who	likes	clarity,	what	do	I	need	to	do	next?	I	want	to	go	here,	
but	what	should	I	do?	This	is	interactive,	y'all.	This	is	not	trick	questions.	I	don't	have	$100	bill	
in	my	pocket.	No,	no,	bring	these	out.	I	need	your	interaction	with	this.	Who	loves	clarity	
really?	Okay.	All	right,	we	call	that	clarity.	And	the	first	thing	I'll	tell	you	on	that	is	decide	
what	it	is	you	want.		

Remember	specific.	Specifics	are	numbers	and	dates.	Instead	of,	I	want	to	be	home	with	my	
family	more.	Now	say,	I	want	to	be	home	for	dinner	by	5:30	every	single	night	-	date	and	
number.	That's	what	we	want.	Okay,	you	got	to	get	so	freakin	clear	on	what	it	is	that	you	want,	
because	if	you	don't,	you	won't	hit	whatever	it	is	that	you	don't	want.	And	you'll	hit	things	that	
you	don't	want.	I	know	that	that's	a	circular	equation,	but	it's	100%	true	that	you	got	to	get	so	
clear	

But	here's	the	problem.	Most	of	you	don't	know	really	what	you	want.	And	it	does	involve	you	
taking	time	for	yourself	and	taking	time	to	work	on	your	business	and	taking	time	to	actually	
read	and	study.	Somebody	was	asking	me	the	other	day,	Ben,	where	do	you	find	the	time	to	
read	all	these	books	and	do	all	this?	I'm	like	I	plan	it.	Like,	that's	the	most	important	thing	and	
I'm	not	going	to	miss	that.	I	need	to	start	missing	some	of	it	so	go	back	to	the	gym,	but	
different	conversation.		

You’ve	got	to	plan	this	stuff	out.	None	of	this	is	just	going	to	happen.	If	you	go	back	from	
here	to	your	regular	day-to-day,	and	don't	make	any	changes	change,	shame	on	you.	This	
needs	to	jolt	you	from	your	seat	like	an	electric	chair.	Because	it's	so,	so	important.	I	don't	
want	that	to	happen.	I	want	you	to	get	clear,	but	here's	the	problem.	You	don't	really	know	
what	I	want.		

So	let	me	kind	of	tell	you	an	easier	way	to	find	out	what	it	is	that	you	want.	List	this	out	all	the	
things	that	you	don't	want.	List	out	every	single	thing	that	you	don't	want	in	your	life,	in	
your	health,	and	your	family,	every	single	aspect.	What	do	I	not	want?	And	that's	going	to	
drive	you	towards	the	thing	that	you	do	want.	Does	that	make	sense	to	everybody	because	
it's	easy	for	us	to	say,	I	don't	want	to	commute.	It's	easy	for	us	to	say,	I	don't	want	to	work	for	
an	ogre	boss,	which	we	talked	about	that	this	morning,	so	start	with	that.	See	if	that	can	point	
you	towards	the	things	that	you	do	want.		

Are	you	writing	this	down?	I	saw	very	few	people.	I	don't	care.	You	got	to	write	this	down	
right	now.	This	was	a	writer	downer.	I	know	you	bought	the	notes,	but	great.	Listen.	So	I'll	say	
it	again.	List	out	all	the	things	that	you	don't	want	in	your	business,	in	your	life,	in	your	family.	
By	the	way,	I	shouldn't	have	to	tell	you	to	write	notes.	We	do	have	the	notes,	but	things	for	me	
connect	kinesthetically	when	you	actually	write	them	down.	So	clarity,	what	do	you	want,	
what	do	you	not	want?	Got	to	get	focused	on	that.		

Biz	Growth	Meter	

Okay,	so	here	are	your	roadblocks.	So	I'm	calling	this	the	Biz	Growth	Meter.	Why	am	I	calling	
it	the	Biz	Growth	Meter,	because	I	couldn't	think	of	anything	else.	You	could	probably	come	up	
with	something.	So	probably	about	every	six	months	I	call	Perry	and	say	something	to	the	
effect	of	this	sucks,	I	want	to	do	something	else,	I	don’t	like	that.	And	he	always	calms	me	
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down,	and	walks	me	down	from	the	ledge,	and	gets	back	to	basics,	and	this	is	something	that	
he	always	comes	back	to.	He	doesn't	call	it	this,	but	I'm	going	to	call	it	that,	so	and	there's	a	lot	
more	detail	on	this,	but	I	want	to	boil	this	down	to	something	pretty	simple	When	you	have	
one	service.	Okay,	so	what's	your	service?	Bookkeeping,	right?		

When	you	have	one	service	and	you	have	one	market,	
which	is	a	good	thing.	And	you	have	one	channel	in	
which	you	go	through	and	get	clients.	One	times	one	
times	one	equals	what.	Very	good.		

1x	So	the	metaphor	here	is	that	with	a	business	with	1	
service,	1	market,	and	1	channel	you	got	a	1x	business.	
Now,	let's	change	some	of	this.		

Let's	do	this.	Let's	add	a	second	service.	Now	for	you,	
don't	add	a	second	market.	Some	people	are	like,	‘Hey,	
should	I	get	a	second	niche,’	most	likely	not.	I	can't	say	that	always	because	somebody	was	
asking	about	construction	yesterday,	and	I	was	like,	‘Well,	you	might	want	to	hedge	a	little	bit.’		

2x	So	2	services,	1	market	and	1	channel.	Two	times	1	times	1	equals	what?	Two.	So	if	you	
add	on	a	second	service,	essentially	you	could	double	your	business.	It	may	not	be	top	line,	but	
it	could	be	bottom	line.		

Imagine	that	you	add	on	another	service...	And	by	the	way,	if	you're	doing	the	bookkeeping	the	
right	way,	you're	already	doing	the	tax	return.	It	becomes	very	methodical.	It's	just	putting	
numbers	on	the	lines	and	you	can	actually	set	up	the	tax	codes	to	go	right	into	the	software	for	
using	something	that	integrates,	but	let's	put	that	aside.	If	you	just	had	attack	services,	you	
could	possibly	double	your	profitability	almost	overnight.	Who	in	here	has	added	tax	service	
and	it	was	like,	wow,	why	didn't	I	do	this	before?	Right?	Very	few	of	you	are.		

I	was	talking	to	Tyler	the	other	day,	and	I	was	like,	how	many	tax	returns	did	you	do	this	year?	
And	he	said	12,	and	I	was	like.	how	much	did	you	make?	“Oh,	it's	only	like	30	grand.”	I	love	it	
when	a	business	owner	inside	of	this	ecosystem	says,	“Oh,	it's	just	another	30	grand.”	That	
means	I'm	creating	these	little	mini-me	monsters.	I	like	it.		

Let's	take	this	even	further,	we	have	2	services,	1	market	and	2	channels.	When	I	talk	about	
channels,	I'm	talking	about	the	marketing	channels.	So	let's	say	you're	one	channel	was	
LinkedIn.	That's	the	only	way	you're	getting	clients,	or	you're	getting	referrals	from	your	
brother-in-law	or	something	like	that.	That's	a	channel,	but	imagine	that	we	have	2	services,	1	
market	–	that	one	stays	the	same	–	and	then	we	have	2	channels.		

4x	So	what	is	2	times	1	times	2?	That's	really	good.	So	four.	So	the	metaphor	here	is	that	by	
adding	services	to	your	offering,	and	adding	channels	to	your	marketing,	you	can	double,	
triple,	quadruple,	quintuple,	and	whatever	the	fancy	words	that	come	after	that.		

Who	here	wants	to	double	their	business	in	the	next	12	months?	Who	here	wants	to	triple	
their	business	in	the	next	12	months?	Who	here	wants	to	build	a	million	dollar	a	year	

Biz	Growth	Meter	
   Service ........ 1 ........ 2 ....... 2 
x Market ......... 1 ........ 1 ....... 2 
x Channel ....... 1 ........ 1 ....... 1 
                = ..... 1x ..... 2x ...... 4x 
Doubling any one of Service, 
Market or Channel will double your 
business. Doubling in two areas 
will 4X your business.	
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business?	Okay,	a	lot	wannabe’s	right?	And	I	love	that,	and	I	love,	but	let	me	tell	you	what	got	
you	here	won't	get	you	there.	Write	that	down,	What	Got	You	Here	Won't	Get	You	There.	
Very,	very	important	now.	

We’ve	talked	about	this	and	you've	heard	me	say	this	about	a	bazillion	times,	and	I'm	going	to	
say	it	again	because	it's	so	freakin	important.	I	don't	care	where	you	want	to	take	your	
business.	Okay,	that's	your	choice.	Most	of	you	want	to	be	in	the	high	five-figures,	six-figures,	
and	even	seven-figures…	you	greedy	capitalists.	By	the	way,	I'm	a	greedy	capitalist	too.		

But	here's	the	deal.	You	should	never	ever,	ever	stop	two	activities	in	your	business.	Tell	
me	the	one	tell	me	one.	Marketing,	and	what's	the	other	one?	Recruiting,	and	I	say	
marketing	and	recruiting.	If	you	want	a	sustainable	business.	If	you	want	business	isolated	
from	recessions	and	isolate	from	depressions,	then	you	need	to	do	that.	So	NSM	–	Never	Stop	
Marketing,	and	NSR	–	Never	Stop	Recruiting.		

Now,	that	doesn't	mean	that	you	have	to	take	on	a	client	if	you're	so	freaking	busy,	but	don't	
stop	your	marketing.	Bob,	I’m	going	to	pick	on	you.	So	Bob	was	like,	hey,	I	want	to	get	some	
clients.	I	said,	hey,	let’s	do	some	Google	ads.	And	we	did	that.	And	he	was	around	about	$100	a	
day,	started	mid-March.	In	mid-April	Bob	calls	me	and	says,	“I’ve	got	to	turn	this	marketing	
off.”		

What?	“I	got	to	turn	this	marketing	off	because	I'm	getting	so	many	clients.	I'm	getting	so	
many	prospects.	I	don't	know	what	to	do.”	And	I	said,	“Bob,	don't	be	a	dummy.	We	can	turn	it	
down	a	little	bit.	But	remember	what	I	said	to	you	about	100	times.”		

“Never	stop	marketing.”		

“Yes,	exactly	doesn't	mean	you	always	have	to	take	on	the	client.	But	it	does	mean	that	you	
never	want	to	turn	off	that	faucet.	You	always	want	to	have	prospects	in	your	pipeline.	
Because	the	minute	you	turn	it	off,	the	minute	everything	freezes	up,	then	you	get	past	those	
three	or	four	clients.	And	you're	like,	‘Oh,	now	I	need	some	more	clients.’	You	got	to	turn	it	
back	on.	And	we	go	through	this	vicious	cycle	that	avoid	the	roller	coaster	effect.”	Avoid	the	
roller	coaster	effect	y'all.	

Now	with	recruiting.		Always	be	looking	for	qualified	people.	You	may	not	be	ready	to	hire,	
but	the	worst	time	to	try	to	hire	is	when	you	desperately	need	to	hire.	Because	what	
you're	going	to	do	is	that	you're	going	to	hire	from	a	position	of	weakness	rather	than	a	
position	of	strength.	You	don't	want	to	be	hiring	and	throwing	people	at	a	process	problem,	
like	I	mentioned	up	here	earlier.	Right.	You	don't	want	to	do	that.	Ask	me	how	I	know;	I've	
done	it	repeatedly.	I've	hired	over	250	people	in	my	firms.	Most	of	them	were	not	good	hires	
because	of	yours	truly.		

Because	I	was	hiring	from	a	position	of	desperation	and	not	one	from	an	amazing	place	where	
I	had	all	these	great	people	coming	in.	I	had	some	knuckleheads	coming	through	the	door,	and	
I	had	no	other	reason.	I	had	no	other	alternative,	but	to	do	that.	Never	stop	recruiting.	Never	
stop	marketing.	Now,	this	doesn't	mean	there's	been	tons	of	money	in	all	that.	But	never	
stopped.		
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I'll	tell	you	another	thing	that	you	have	is	if	go	out	there	and	get	clarity	as	to	what	it	is	that	
you	want,	and	if	you	have	confidence,	then	if	you	try	to	do	it	on	your	own,	you're	going	to	face	
an	uphill	battle.	I'm	not	saying	that	you	can't	do	anything	on	your	own.	Every	single	one	of	you	
in	here	could	have	started	a	bookkeeping	business	without	our	Bookkeeper	Launch.	But	
position.	Think	about	that	right	now.	Think	about	starting	your	bookkeeping	business	and	you	
were	doing	it	from	a	blank	piece	of	paper.	Would	it	have	been	a	lot	harder?		

When	I	go	and	spend	five,	ten,	$20,000	on	a	course	or	somebody	to	do	it,	it’s	because	I	want	to	
avoid	those	costly	mistakes.	I	don't	want	to	sit	there	with	a	blank	piece	of	paper.	I	want	to	
know	the	shortcut	to	getting	to	what	it	is	that	I	want.	Now,	there's	not	a	shortcut,	but	there's	a	
quicker	way	to	get	there.	If	you	don't	have	somebody	who's	been	there,	done	that,	knows	
where	the	bodies	are	buried.		

Why	do	you	think	I	work	for?	Because	he's	such	a	good	looking	guy	and	has	a	great	
personality?	Why	I	work	with	Perry	because	he	has	built	and	sold	multiple	eight	figure	
businesses,	right?	He	started	DigitalMarketer	with	Ryan	Deiss.	He	started	Traffic	and	
Conversion.	He	started	this,	that	and	the	other.	I	can	go	on	for	hours	and	hours	and	hours,	and	
don't	worry,	he	can	go	on	for	hours	and	hours	and	hours.	He	loves	to	talk	about	himself.	He's	
the	only	human	that	likes	to	do	that.	Right.		

Why	did	I	partner	with	him?	Because	he's	been	there,	and	done	that.	When	I	started	working	
together,	my	growth	was	like	this	[slow,	steady	growth].	It	was	good.	When	Perry	and	I	
started	working	together,	literally,	it	went	on	to	do	this	[hockey	stick	growth].	Because	he's	
been	there,	done	that	and	knows	how	to	tell	me	things	that	I	would	never	have	come	up	with	
that	in	my	entire	life.		

Every	single	time	that	I	wire	him	money,	every	quarter	for	his	distribution	as	a	partner,	I	go	
inside,	I	love	doing	this.	This	is	the	best	money	I’ve	spent,	but	it	hurts	like	hell	because	money	
is	going	out	in	my	accountant’s	slot.	Right.	But	it	wouldn't	be	here.	It	would	be	a	fraction	of	
this	business	right	now,	if	not	for	Perry	and	not	for	Kelley?		

But	Perry	is	the	one	I	turn	to.	I'm	like,	What	do	I	do?	Don't	worry.	It’s	either	he	knows	how	or	
he	has	his	Rolodex	and	says,	Let	me	get	to	the	right	person.	I	get	through	to	people	that	I	
never,	ever	would	have	gotten	through	before.	I	don't	want	to	know	what	you're	doing	with	
them	on	the	side	to	make	that	happen.	But	I	think	you	pay	them	a	lot	of	money.		

So	again,	I	built	two	seven	figure	firms.	Not	to	brag	because	I	did	everything	wrong	and	then	
figured	out	how	to	do	it	right	with	the	first	one.	And	then	the	second	one	was	incrementally	
better,	but	then	it	got	exponentially	better	once	I	kind	of	figured	it	out	the	second	time.		

I	built	this	business.	We're	probably	going	to	do	around	$8	million	this	year.	We	were	#211	on	
Inc.	500	in	2019.	And	a	lot	of	that	is	a	testament	to	you	guys.	So	many	people	come	out	and	
say,	“I	appreciate	you,”	well	I	appreciate	you	because	I	wouldn't	be	standing	here.	I	wouldn't	
have	this	platform	if	it	weren't	for	all	for	you	putting	your	faith	in	me	and	putting	your	faith	in	
my	team.	And	so	I	thank	you.		
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But	here's	the	point	on	all	that.	I	wouldn't	be	there	if	it	weren't	for	great	people	like	Perry,	
if	it	weren't	for	my	mastermind	and	all	that	that's	going	on.	If	you	don't	have	a	peer	
group	of	the	Best	and	the	Brightest,	not	the	Dumbest	and	the	Dullest.	I	just	came	up	with	
that	on	the	spot.	I’m	going	to	coin	that.	It’s	better	than	financial	gynecologist	from	last	year,	
right?			

What	if	you	don't	have	a	peer	group	and	you	don't	have	somebody	who's	been	there,	done	
that,	and	you	don't	have	this	and	you	don't	have	that,	is	that	a	reason	for	consternation?	
Possibly.	But	I	want	to	tell	you	imagine	that	you're	on	Gilligan's	Island.	The	young	people	
again	are	going,	What	the	hell	is	he	talking	about?	So	Gilligan's	Island,	they	were	basically	
marooned	on	an	island.	Imagine	you’re	on	this	island	marooned,	but	you	want	to	be	over	there	
at	paradise.	You	want	to	be	on	Hawaii.	Where's	Michelle?	Right.	You	want	to	be	on	Hawaii	
Paradise.	But	you're	over	there	on	a	dinky	island	with	one	coconut	tree	sunburned	to	death.	
Right.	So	how	do	you	get	from	here	to	there?		

You	can	see,	like	by	being	here	today	(at	BKX),	and	by	being	here	yesterday	and	by	being	here	
tomorrow,	the	fog	is	kind	of	lifted	on	some	of	this,	I	hope	for	you.	And	now	you're	able	to	see	
paradise.	But	how	do	you	get	there?	How	do	you	get	to	from	where	it	is	that	you	are	now	to	
where	it	is	that	you	want	to	be?	Do	you	need	a	dingy?	That's	not	a	sexual	euphemism.	It's	not.	
You	don't	want	a	dingy,	you	want	an	ark.	Right.	You	want	an	ark,	and	I've	got	it.	I'm	your	Noah.		

InnerCircle	

So	what	I	want	to	do	now	is	I	want	to	talk	with	you	about	the	InnerCircle.	Now,	here's	the	one	
thing.	I'm	going	to	give	some	bonus	on	this,	because	this	does	not	apply	to	probably	about	
80%	of	you.	But	you	can	take	some	things	away.	And	it	may	apply	to	you	in	the	future.		

And	this	is	the	only	thing	that	you	hear	us	pitch	from	stage.	But	before	we	get	into	this,	I	want	
to	say	one	thing.	I	don't	need	your	money.	Okay,	I've	done	well.	I'm	not	bragging	because	
eight	years	ago,	I	was	dead	ass	broke.	I	was	negative	net	worth.	I	had	nothing.	And	up	to	
this	point,	I	was	clawing	at	scraping,	Remember	I	was	talking	to	my	daughter	to	say	that	I	had	
to	make	it	work	to	pay	tuition,	pay	my	other	kids,	paying	alimony,	all	of	the	stuff…	I	had	to	get	
there.	But	listen.	This	is	the	only	thing	you'll	hear	pitching	me.	I	don't	need	your	money.		

What	I'm	about	to	talk	with	you	about	won't	affect	my	life	at	all,	but	it	could	radically	
transform	yours.	I	will	make	this	mostly	brief,	and	this	is	the	only	time	that	we're	going	to	talk	
about	it.	And	then	we'll	move	on	our	merry	way	if	
you're	with	me.		

So,	InnerCircle.	What	in	the	hell	is	that?	It's	a	
mastermind.	Okay,	you	got	to	be	in	a	mastermind.	
This	is	where	my	business	went	Boom.	This	was	the	
steroids	in	my	business.	This	shot	me	through,	not	
just	because	of	meeting	guys	like	Perry,	but	meeting	
other	people	inside	and	outside	of	my	industry,	
mostly	outside	with	War	Room,	who	had	been	there,	
done	that.	The	connections	that	I	made…	you’ve	got	

What	is	InnerCircle?	
• Mastermind	
• Marketing	Automation	(keepful	®)	
• Customized	Marketing	Automation	
• Talent	Search	/	Matching	
• Tax	Biz	
• Advisory	
• Payrolled*	
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to	be	in	a	mastermind.		

And	let	me	tell	you	this.	It	is	not	a	virtual	mastermind.	It	can	have	a	virtual	component,	but	it's	
not.	How	many	of	you	were	here	virtual	last	year?	But	you're	here	physically	this	year?	Is	
there	a	comparison?	And	I	don't	mean	this,	but	I'm	telling	you,	there	is	no	comparison	to	being	
here	live.	Is	there	a	big	difference	between	live	and	virtual?	There's	a	huge	difference.	When	in	
April	of	2020,	we	had	our	first	War	Room	that	was	virtual	and	it	sucked,	and	the	July	one	
sucked.	And	then	finally	in	November,	we	went	back	to	Austin,	but	we	had	to	wear	a	masks	
and	that	sucked.	But	it	was	so	much	better	than	sitting	there	virtual.	You	get	none	of	the	
experience.		

So	when	you're	in	a	mastermind,	you	need	to	be	there	physically.	Again,	there	can	be	a	virtual	
component	to	it.	I'll	talk	about	this	one	here,	but	you've	got	to	have	that	physical	mastermind.	
So	we're	going	to	have	that.	We're	going	to	have	two	physical	meet	ups	a	year.	And	guess	
what?	We	can	also	incorporate	what	Ben	was	talking	about	with	a	retreat	inside	of	that	
ecosystem	and	outside	of	that,	with	you	doing	your	own	and	combining	that,	conjoining	it	
with	what	we're	talking	about	here	in	the	mastermind	and	two	virtual	masterminds.	Okay.		

This	is	about	being	around	really	smart	people,	your	peers	and	then	your	coaches.	Your	
coaches	that	have	been	there,	done	that.	Now,	let	me	say	one	thing	about	that.	You	need	to	
get	out	of	this	incestuous	sensation	of	only	talking	to	people	in	the	bookkeeping	
industry.	I	don't	know	if	I've	gotten	any	good	ideas	from	inside	of	my	industry.	Most	of	my	
good	ideas	have	come	from	people	that	are	in	totally,	radically	different	industries,	and	I	have	
the	luxury	of	standing	in	both	size	–	created	two	firms	over	seven	figures.	And	now	this	
business	is	seven	figures.	That	is	totally	different.		

But	if	you're	going	out	there	and	you're	just	talking	to	other	bookkeepers,	guess	what?	You're	
going	to	get	other	bookkeeping	advice.	And	I	don't	want	to	downplay	that	because	it's	good.	
There's	some	good	stuff.	But	for	those	of	you	that	are	hunters,	that’s	10	to	20%	in	here	that	
want	to	take	this	to	the	next	level,	then	you've	got	to	be	around	those	smart	people;	your	
coaches	and	then	your	peers.	Not	Dullards	and	Dummies.	Best	and	the	Brightest.	Very	
important.		

So	InnerCircle	is	also	marketing	automation	(keepful	®).	Who	here	has	already	gotten	
Keepful?		Well,	don't	worry,	if	you	do	this	I’ll	hook	you	up	on	this	too.		Marketing	automation.	
So	never	stop	marketing.	Right?	If	you	don't	believe	me	on	that,	fine.	You're	going	to	come	
back	here	next	year,	or	you	may	not	come	back	here	next	year.	Never	stop	marketing.		

Keepful	is	customized	marketing	automation.	I'm	telling	you,	what	we've	done	right	now	with	
people	has	just	scratched	the	surface.	We've	got	so	much	stuff	that's	coming	out	that	we	had	to	
get	it	to	market.	And	not	only	is	it	the	automation	that	replaces	16	applications,	it's	also	the	
automation.	It's	built	in	port.	It's	customized	for	you:	your	logo,	your	verbiage,	your	calendar,	
your	everything.	And	guess	what?	You	don't	really	have	to	lift	a	finger.	Well,	that's	not	true.	
Give	us	90	minutes,	nine	pieces	of	information,	and	then	in	nine	days	will	have	it	all	done	for	
now.		
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Now,	just	like	your	client,	if	you	don't	give	me	your	shit,	don't	come	back,	say	you	said	9	days.	
No,	I'm	going	to	go	right	back	to	you.	Do	your	clients,	get	your	everything.	That's	what	it	is.	
And	it's	set	up	for	you	and	you	can	do	so	much	more	with	it.		

The	talent	search	and	matching.	So	we	talked	about	this	this	morning,	how	many	of	you	
went	and	applied	for	the	DBA?	Those	of	you	that	want	work?	Well,	that	one	went	over	like	a	
fart	in	the	bathtub.	I	talk	to	so	many	people	who	say,	I	wish	a	had	work.	Okay,	here	you	go.	All	
right.	Again,	go	to	https://bookkeepers.com/directory-app/		

But	now	those	of	you	who	are	the	greedy	capitalist	in	the	room.	And	guess	what?	You	can	go	
over	there	and	find	the	talent.	Do	you	have	to	go	to	LinkedIn	and	pay	$900,	$1,200	dollars	to	
go	out	there	and	post	and	indeed.	By	the	way,	you	may	say,	well,	I	can	go	on	LinkedIn	and	post	
a	job	post	for	like	$5	and	I	can	go	on	to	Craigslist	and	post	it	for	$25.	Yeah.	And	you're	going	to	
get	crap	back	from	that.	And	if	you're	on	LinkedIn,	that	$5	will	get	you	zero	views.	So	you	
really	have	to	pay	$800,	$1,000,	or	$1,500	dollars,	and	then	you	have	to	sift	through	a	bunch	of	
poo	poo	to	get	to	anybody	who's	even	just	pee	pee.	Right.	Sift	through	the	poo	poo	to	get	to	the	
pee	pee.	And	then	in	there	you	hopefully	find	some	magic	fountain.	I	don't	know	if	that's	
intended	right	there,	but	the	power	of	edit.		

Tax	Biz.	This	is	instrumental.	And	I'm	telling	all	of	you.	And,	you	know,	some	people	will	buck	
me	on	this.	“I'm	is	going	to	be	in	this	one	vertical.	I'm	just	going	to	be	in	this	one	service.”	Fine.	
Do	what	you	want.	Tune	me	out	on	this.	But	don't	say	I	didn't	tell	you.	So	Tax	Biz	is	obviously	
helping	you	to	add	tax	services.	This	would	be	preparation	from	individual,	but	then	the	
business.	This	is	really	from	a	business	perspective.	People	may	say,	but	Ben	taxes	are	hard.	
No.	By	the	way,	who	thinks	bookkeeping	is	hard?	If	you	first	started	with	it,	it	is.	But	once	you	
do	it,	it's	the	simplest	thing	ever.	What	we	do,	though,	is	we	complicate	it.	What	we	have	to	do	
is	to	follow	a	recipe.	You	do	have	to	follow	a	checklist.	You	do	have	to	follow	a	methodical	
approach	to	this.		

That's	what	Tax	Biz	does.	It's	the	Ying	to	the	Yang	of	Bookkeeper	Launch.	It	is	for	tax	
businesses	doing	compliance	work,	which	can	be	preparation,	and	consulting	work,	which	is	
helping	save	people	money	with	their	taxes.	Now,	for	you	Canadians,	that	part	would	not	
apply	to	you	yet,	because	I	don't	know	the	Canadian	tax	law.	I	did	do	it	one	time	and	my	client	
got	an	audit	notice.	Oh,	my.	Huh.	No	speaka	da	English.	So.	Tax	Biz.		

We	were	talking	about	adding	the	services,	and	then	we	got	the	tax	services	that	we	can	add	
on	top	of	that.	We're	always	marketing.	We're	always	going	out	there	and	recruiting.	

And	then	advisory	services.	And	again,	we're	going	to	be	reforming	so	some	of	you	may	have	
advisory	services.	If	you're	in	Keepful,	you	have	access	to	it.	We're	going	to	be	revamping	that	
and	making	it	even	better	and	more	robust,	because	let	me	tell	you,	imagine	this.	Imagine	
you're	charging	your	client	$1,000	a	month,	which	is	how	much	a	year?	$12,000	a	year,	and	
imagine	that	you	can	legally,	honestly,	ethically	save	them	$25,000,	with	just	a	couple	of	
strokes	of	the	pen	typed	in	the	keyboard,	and	little	bit	of	research.	$25,000,	and	they	paid	you	
$12,000.	And	then	you	articulated	that	to	them	clearly.	Do	you	think	that	they're	ever	going	to	
leave	you?	Do	you	think	that	when	big	business	comes	along	that	they're	going	to	be	like,	oh,	
well,	I	think	I'm	going	to	leave?	You	know,	they're	not.		
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Now,	imagine	that	you	layer	on	top	of	that	advisory	services,	which,	by	the	way,	you	don't	
have	to	be	an	MBA	to	do	some	of	this	stuff.	There	are	some	fancy	calculations	and	there's	
some	fancy	stuff	that	you	could	do	that	I	couldn't	even	do.	But	most	of	this	is	blocking	and	
tackling,	and	if	you	can	help.	What	we	talked	about	the	very	first	day,	can	you	go	to	your	
clients	that	are	struggling	right	now	and	help	them	to	be	better	poised	for	what's	
coming	up?	Advisory	services	helps	you	to	do	that	from	something	as	simple	as	expense	
slashing	all	the	way	up	to	looking	at	KPIs,	key	performance	indicators.		

You	can	help	your	client.	If	you	got	the	bookkeeping	down,	you	can	do	these	other	things.	Is	
there	a	learning	curve?	Yes.	Is	it	easy?	No.	Is	it	simple?	Yes.	But	if	you're	looking	for	the	easy	
button,	it	does	not	exist.	It	does	not	exist	in	the	context	of	what	we're	talking	about	right	here.	
The	easy	button	is	marrying	rich,	right?	And	that's	probably	not	the	easy	button.	That's	
probably	the	I	hate	my	life	button.		

I	put	it	asterisk	on	this	because	I	want	you	to	know	up	to	this	point,	you	know	I	was	like,	hey,	
do	assisted	payroll,	and	that's	good.	But	let	me	tell	you,	there	is	such	an	opportunity	in	payroll	
services,	either	done	as	an	assisted	way	or	done	for	you.	Because	here's	the	thing.	While	
payroll	can	be	very	profitable,	now	you	get	keys	to	the	kingdom	of	what's	behind	payroll.	Let	
me	just	give	you	a	glimpse	on	that,	something	that's	coming	out	that	would	also	be	available	
on	this.	Right.	More	services.	That's	the	keys	to	the	kingdom	right	there.	They're	never	
going	to	leave.		

So	here's	the	deal.	I'm	going	to	go	through	all	this.	I'm	going	to	be	very	merciful.	This	would	be	
the	value	of	all	of	this	right	here.	So	that's	a	total	of	$44,985.	If	it	was	$20k,	that	would	be	
pretty	good.	No,	it's	$10k,	but	you	can’t	go	buy	it	right	now.		

Let	me	talk	to	you	about	this.	So	no	assholes.	This	is	by	application	only.	We're	only	going	to	
have	100	people	in	this	ever…max.	I	imagine	that	we'll	probably	get	half	of	that	while	we're	
here.	We're	only	going	to	have	100	maximum.	We'll	never	have	more	than	that.	If	we	were	
somehow	to	get	gracious	enough,	we	would	have	to	launch	another	one..	It's	by	application	
only.	

If	you	can't	pay	for	this	out	of	the	cash	flow	from	your	business,	don't	do	it	now.	I	owe	it	to	you	
to	say	don't.	If	you	have		to	borrow,	if	you	have	to	got	to	savings,	if	you	have	to	go	to	Mom.	
Don't	do	it.	It	has	to	be	from	your	cash	flow.	So	now	I	can't	prevent	you	from	doing	that.	But	
listen	to	me	as	your	trusted	advisor,	as	your	instructor.	Do	not	do	this	if	it	comes	out	of	
savings,	you	put	it	on	a	credit	card,	you	borrow	from	your	IRA	or	anything	like	that.	Only	for	
those	that	can	justify	it	from	cash	flow.	Director	of	sales	prevention	right	here.		

Who's	seen	the	new	Top	Gun	movie?	Okay.	I	love	Top	Gun.	I	wore	the	VCR	tape	out	twice.	I	
would	come	home	every	day	and	shove	it	in	the	VCR	from	football	practice,	or	tennis	practice.	
And	then	I	would	just	start	playing	it.	I	wanted	to	be	Maverick,	which	is	why	I	joined	the	Air	
Force,	which	was	nothing	like	what	Maverick	lived.		

But	this	is	for	those	of	you	who	want	to	be	in	Top	Gun,	okay?	This	is	for	those	of	you	who	want	
to	be	the	best	of	the	best.	Now,	that	can	mean	a	high	five-figure.	That	can	mean	six-figures.	
That	could	mean	seven-figure.	What	this	does	mean	is	that	you're	a	hunter.	So	talking	about	
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the	book	that	I'm	reading	right	now,	thanks	to	Mr.	Perry	Belcher	-	Driven.	Right.	This	is	about	
being	a	hunter.	This	is	those	of	you	who	are	driven.	You	want	to	successful.	You're	going	to	be	
like	me	and	scrimp	and	claw,	and	you're	going	to	be	around	other	people	who	have	been	
there,	done	that	inside	the	bookkeeping,	inside	accounting	and	outside,	because	this	
mastermind	is	not	just	going	to	be	me.	Mr.	Perry	Belcher,	I've	conned	in	to	joining	us	on	this.		

Those	two	physical	masterminds,	by	the	way,	will	be	split	between	Atlanta	and	Las	Vegas.	
Perry	has	a	great	facility	out	there	that	we	will	use.	You’ve	got	to	be	willing	to	bust	a	gut.	This	
is	not	for	those	of	you	that	want	to	work	part	time,	not	at	least	initially.	Okay.	You're	going	to	
go	through	hell	to	get	to	heaven.	But	right	now	you're	probably	stuck	in	purgatory.	And	I	don't	
want	you	to	be	stuck	in	purgatory.	I	want	you	to	be	in	one	direction	or	the	other.		

Here's	what	we're	going	to	do.	To	apply	go	to	BKInnerCircle.com.	I	don't	even	know	if	that's	
live	right	now	because	I	want	to	give	you	some	time	to	actually	think	about	this,	but	it	will	be	
live	here	in	a	little	bit.	It	may	be	live	now,	but	BKInnerCircle.com	is	where	you	go	to	pay	a	
$2,000	deposit.		

Here's	what's	going	to	happen.	It's	$10,000.	It's	a	$2,000	deposit.	I'm	going	to	review	every	
single	one	of	those	applications	and	get	on	the	phone	with	you,	okay?	If	you're	not	a	good	fit,	
I'm	going	to	refund	your	money	and	we're	going	to	go	on	your	merry	way,	and	maybe	next	
year	it'll	be	right	for	you.		

I'm	going	to	say	you	are	a	good	fit	and	hell,	yeah,	let's	get	onboard.	Speaking	of	hell,	yeah.	If	
you	have	questions,	reservations	or	anything	other	than	that	Hell	Yeah,	This	is	not	for	you.	
This	is	for	those	of	you	that	are	like,	Holy	crap.	That's	exactly	what	I've	been	looking	for.		

And	again,	I	estimate	that	50	to	60	people	are	in	here.	So	what's	your	call	to	action?	What	do	
you	want	to	do?	You	BKInnerCircle.com.	It's	a	simple	order	form	that	will	take	you	one	
minute.	You	Pay	$2,000.	We're	going	to	get	on	the	phone	and	I'm	going	to	make	sure	that	
you're	good,	not	just	from	a	quantitative	standpoint,	but	from	a	qualitative	standpoint,	
because	I	have	to	bring	the	group	together.	Trust	me,	I	brought	groups	together	and	there's	a	
wrong	way	to	do	it.	And	there's	a	right	way	to	do	it.	The	union	is	just	what	we	do	in	a	war	
room.	We	had	to	bring	the	right	people	together.	It’s	just	what	we	do	in	War	Room.	You	have	
to	bring	the	right	people	together.	You	have	to	have	the	right	mix,	not	that	everybody's	the	
same	and	they’re	robots,	but	they	have	to	complement	one	another.	And	that's	very	important.		

One	of	the	key	elements	of	that,	and	that's	why	I'm	going	to	be	speaking	with	each	of	you	on	
this.	If	I	have	80	people,	I'm	going	to	be	really	hoarse.	

I	want	to	bring	Perry	up.	Here's	the	deal.	I'm	going	to	open	this	up.	This	would	be	open	until	
the	last	break	tomorrow.	At	that	point,	it	will	go	away.	And	I'm	not	going	to	talk	about	it	any	
anymore,	except	for	what	we	have	in	the	next	3	or	4	minutes.	I'm	never	going	to	mention	this	
again	to	you.	So	if	you	have	questions,	come	up	to	the	microphone	now	and	ask	them.	
Otherwise,	I	don't	want	to	hear	them	in	the	hall.	And	I'm	not	being	an	asshole	here.	I'm	doing	
this	for	your	own	good.	I'm	doing	this	for	my	own	good.		
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Perry,	do	you	want	to	talk	about	the	power	of	masterminds	for	how	you've	seen	it	affect	me	
and	how	it's	affected	you?		

	

Perry		Yeah,	I'm	happy	to.	Hi,	Perry.	I	saw	some	of	you	guys	last	year.	If	you	guys	remember	
me	being	the	loud	mouth	guy	in	a	weird	shirt.	I'll	be	back	tomorrow	to	beat	some	people	up	on	
stage.		

If	you	don't	know	me	and	I'm	partners	with	Ben,	I'm	a	very	minority	partner	in	
Bookkeepers.com,	and	now	Bookkeeping.com,	coming	soon	to	a	store	near	you.		

Yeah,	it's	been	a	great	experience	working	with	Ben.	I	met	Ben	through	War	Room	
Mastermind	that	I've	ran	for	the	last	14	years.	We're	the	largest	marketing	mastermind,	I	
think,	in	the	world.	We've	got	about	200	members	that	pay	$40,000	a	year	to	come	in	and	
share	their	best	stuff	with	us	every	quarter.	So	I	think	I	have	a	pretty	damn	good	job.	And	
that's	how	I	met	Ben.		

Everything	that's	good	to	me	in	life	has	come	through	a	mastermind	–	in	my	whole	career.	My	
very	first	mastermind	was	with	a	guy	named	Yannick	Silver.	I	met	Ryan	Deiss,	and	we	started	
DigitalMarketing.	Through	that,	we	met	Roland	Frazier.	You	know,	it's	a	long	story.	But	
through	these	masterminds	with	Dan	Kennedy	and	marketing	masters	like	that,	I've	really	
been	able	to	elevate	my	career	just	by	really,	frankly,	just	being	in	the	room.	Was	it	Yogi	Berra	
that	said	half	of	success	is	showing	up.	It	was	just	being	in	the	right	room	with	the	right	
people.		

For	you	guys	to	be	in	a	group	like	this	is	so	inexpensive.	I	mean,	it	might	sound	expensive	to	
you	in	the	beginning.	I	don't	have	a	mastermind	that	I	pay	less	than	$30,000	a	year	to	be	in.	
That's	the	cheapest	one	I'm	in	six.	So	I	go	to	different	masterminds	for	different	purposes	and	
absorb	that	and	then	share	it	back	to	the	mastermind	that	I	host.	So	it's	part	of	my	business.	
It's	like	Ben	reads	a	lot.	I	read	a	lot.	If	you're	going	to	be	able	to	instruct	and	drive	these	
teams	or	drive	these	mastermind	rooms,	you've	got	to	be	knowledgeable.	You've	got	to	
stay	on	top	of	every	single	thing,	every	single	day	so	you	don't	look	like	a	fool.	It	keeps	you	
really	sharp.		

For	you	guys	in	particular,	I	think	that	you	build	these	relationships	that	are	the	rising	tide	
that	raises	all	ships.	You’ll	make	friends.	At	one	time,	45%	of	War	Room	members	were	in	
business	with	each	other.	They	had	businesses	together.	We	were	smaller	then,	but	they	were	
business	partners.	And	you	may	find	business	partners.	Nobody's	great	at	doing	anything	
themselves.		

I	was	making	notes	when	Ben	was	talking	because	I	helped	him	yesterday	to	talk	about	what	
he	was	going	to	say	about	this	stuff.	Right.	And	there's	so	many	things	that	that	you	guys;	I	
look	at	your	business.	I	mean,	why	are	they	not	doing	this?	Why	are	they	not	doing	that?	Just	
like	I	call	Ben	all	the	time	and	I	give	him	27	things	he	needs	to	do	every	three	week.	You	do	
two	of	them	effectively,	and	it's	great,	but	I	just	keep	delivering	more	and	more.	We’ve	got	
this	giant	long	list	of	what	we're	going	to	do	next.	You	know,	we	have	a	cue.	But	like	the	tax	
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business	for	me	seems	so	obvious	for	most	of	you	because	most	people	do	things	based	on	
an	event	in	life.	So	you're	out	there	plowing,	looking	for	bookkeeping	clients	when	a	lot	of	
those	bookkeeping	clients	are	going	to	go,	‘Oh,	dang	it,	it's	tax	time.	I’ve	got	to	get	somebody	to	
do	my	taxes.’		

Once	you	do	their	taxes,	especially	for	the	slew	of	people	who	become	new	business	owners	
now,	you're	probably	the	first	financial	professional	they're	ever	going	to	meet	with.	They	
didn't	know	they	had	to	do	all	this	crap.	When	they	got	a	1099,	they	didn't	know	what	to	do.	
They	go	to	H&R	BLOCK	and	they're	like	you,	We	don't	do	business.	What	are	they	going	to	do?		

The	ability	to	convert	those	tax	clients	to	full	time	bookkeeping	clients	should	be	the	greatest	
lead	generation	device	that	you'll	ever	use.	To	not	do	it	is	crazy.	And	the	great	part	is,	like	Ben	
said,	oh	taxes	are		hard.	Guess	what?	If	it's	hard,	farm	it	out.	Refer	it	out	to	somebody.	If	
someone	comes	is	married,	hasn’t	paid	taxes	in	eight	years	and	I	got	three	divorces	and	you	
know,	the	IRS	is	going	to	foreclose	on	all	my	stuff	tomorrow	afternoon	if	I	don't	get	this	done.		

	

Ben		This	is	a	country	music,	right?		

	

Perry		It's	a	country	music	song.	Then	all	means	farm	them	out	to	somebody	else	who's	really	
more	experienced	with	tax.	But	most	of	your	tax	clients	are	going	to	be	lay	downs.	They're	
going	to	be	super	easy.	Is	that	not	true?		

	

Ben		That's	absolutely	true.		

	

Perry		Yeah.	They'll	be	super	easy	and	formulaic.	Ben’s	talked	about	confidence	a	lot.	And	I	
heard	somebody	define	it	recently	to	me,	what's	the	definition	of	confidence?	Confidence	is	
one's	own	belief	in	their	ability	to	complete	a	task.		

There	are	really	only	four	ways	to	complete	the	task:		

One	is	to	be	dogged.	That	means	that	you're	going	to	do	it	no	matter	what.	Bloody-nosed,	drag	
through	the	gravel	and	the	barbed	wire	all	the	way,	which	is	probably	the	way	most	of	you	
have	done	this	so	far,	with	the	exception	of	the	training	that	Ben	and	Kelly	have	given	you.	But	
you	don't	have	to	do	that.		

The	use	of	tools	make	everything	easier.	When	Steve	Jobs	invented	the	personal	computer	
with	Steve	Wozniak.	He	was	most	motivated	by	studying	the	Condor.	This	is	kind	of	a	weird	
old	story,	but	condors	are	the	most	efficient	animal	in	the	world.	It's	a	big	bird.	Yeah,	it	can	
fly.	It	can	swim.	It	can	dove	down	practically	anything.	They're	huge,	they're	muscular,	they're	
strong.	They	have	no	real	natural	predators	to	speak	up.		
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Man	his	number,	I	think	16	on	the	most	efficient	animal.	But	when	you	give	a	man	a	
bicycle,	they're	number	one.	So	when	he	gave	man	the	ability	to	use	personal	computers	and	
tools,	we're	only	where	we	are	today	because	somebody	figured	out	that	they	could	sharpen	a	
stick	and	kill	an	animal	with	it.		

We	started	using	tools.	No	other	animal	uses	tools	but	us.	Not	even	really	smart	animals.	
We're	the	only	ones.	So	if	you're	not	using	software	tools	and	things	to	drive	your	business,	
you're	crazy.		

You	know,	marketing	automation	tools	that	we	talked	about,	like	Keepful.	Here's	why	I	went	
into	business.	I	went	for	one	thing,	sheer	marketing,	brute	force.	Right?	If	I	go	after	a	market,	
by	and	large,	I'm	going	to	talk	to	each	one	of	my	potential	customers	200	to	800	times	a	year.	
My	competitors	are	lucky	if	they	talk	to	them	once,	it's	practically	impossible	for	me	to	lose.	
But	guess	what?	I	don't	do	anything	to	do	that.	I	just	set	up	marketing	automation	systems	and	
let	them	run.		

Amanda	Dobson	who’s	in	the	back	of	the	room	somewhere,	a	pretty	blond	girl.	She's	probably	
the	best	marketing	automation	person	in	the	country	and	works	with	me	every	day	and	can	
set	up	these	incredibly	elaborate	systems.	What	Ben’s	not	telling	you	about	Keepful,	is	that		
when	they	set	up	Keepful,	they		go	in	and	set	it	all	up	for	you:	your	own	landing	pages,	your	
own	email	journeys,	and	all	proven	marketing	that's	worked.		

If	you're	in	Tupelo,	MS,	and	you	want	to	concentrate	on	Tupelo.	The	same	stuff	that	worked	in	
Akron,	OH	is	going	to	work	for	you	probably.	If	you're	into	two	air	conditioning	contractors	
and	you're	into	roofing	contractors,	with	a	slight	amount	of	edit,	the	same	proven	marking	is	
going	to	work	over	and	over	and	over	again.		

I’ve	paid	more	than	$10,000	for	somebody	set	up	a	campaign	for	me	before.	I	do	it	all	the	time.	
I've	got	seven	different	service	providers	I’ve	paid	more	than	$5,000	a	month	to	do	various	
narrow	things	for	me.	And	those	touch	points	mean	everything	because	you	may	reach	out	to	
a	person	and	get	them	on	your	list	right	now	that's	not	ready.		

I'll	give	you	an	example,	but	I	bite	my	nails.	I've	been	doing	it	since	I	was	really	young.	And	I'm	
on	the	I'm	on	the	Internet,	and	this	is	years	ago,	and	I'm	looking	at	how	to	stop	biting	my	nails.	
And	there's	this	stuff	that	you	put	on	that’s	supposed	it	makes	you	not	bite	them.	I	just	got	
used	to	the	taste.	I	use	it	now	just	for	fun.	I	put	it	on	sandwiches.		

But	I	fill	out	an	opt	in	form	and	somebody	says,	Hey,	Perry,	you	want	to	go	to	lunch?	I	fill	in	an	
opt-in	form	and	I	take	off.	This	is	how	simple	marketing	automation	can	be,	by	the	way.	So	
about	a	week	later,	I	got	an	email	that	says,	“Still	biting	your	nails?”	Well,	yeah.	And	I	read,	
Hey,	we	got	a	sale	for	this	much	off,	you	know,	this	week.	I	don't	buy	it.	And	every	single	week	
on	Monday	for	like	five	months,	I	get	the	exact	same	email.	They	didn’t	even	change	your	copy,	
“Still	biting	your	nails?”	One	day,	5	to	6	months	later,	I'm	sitting	at	the	computer	biting	my	
nails.	I’m	bleeding	and	it	hurts	bleeding.	I	open	my	email	with	my	good	finger.	And	it	says,	
“Still	biting	your	nails?”	And	I	bought	his	stuff.		



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	231	

So	here's	the	big	thing.	Most	people	don't	do	things	in	life	without	a	prompt.	They	don't	
hire	a	bookkeeper	without	tragedy	striking	usually.	Something	bad	has	happened.	Their	other	
bookkeeper	quit.	They	got	in	trouble	because	they	bounced	a	check	to	the	landlord	because	
nobody	kept	the	bank	balanced.	I	know	because	I'm	the	worst	client	you'd	ever	want	to	have.	
I’m	the	serial	entrepreneur	that	starts	24	companies	a	day.	I	got	nine	ideas	walking	here.	I'm	
the	worst	guy	in	the	world	for	you.		

So	the	point	is,	you	never	know	where	people	are..	So	you	need	to	keep	that	marketing	
automation	steady.	I've	got	a	friend	of	mine,	Kevin	Nations,	a	brilliant	worker	has	taught	me	
something.	He	says,	in	every	relationship,	you	are	either	the	prize	or	the	prostitute.	I	
know	it	sounds	harsh,	but	it's	true.	If	you're	out	begging	for	clients	and	you	only	got	one	to	
choose	from	this	month,	or	you’ve	got	one	employee,	you	need	to	hire	an	employee	and	you	
have	one	applicant.	Who's	the	prize	in	that	situation?		

The	applicant.	Who's	the	prostitute?	You.	You're	willing	to	give	money	to	them,	begging	them	
to	come	to	work.	You're	willing	to	do	work	for	anybody	that	will	cross	the	line	and	say,	yes,	I'll	
hire	you.	When	you	have	a	constant	stream	of	marketing	and	you're	getting	20	clients	a	month	
and	you	can	only	take	two.	What	are	you	then?	You're	the	prize.		

That's	a	big	concept	to	grasp.	But	if	you	get	it,	you'll	never	think	about	it	the	same	way	again.	
When	somebody	calls	me	and	says,	Hey,	Perry,	I	want	to	work	with	you.	I	say,	great	let's	talk	
about	it.	You	know,	like	Ben	was	saying,	well,	what	time	are	the	meetings?	How	long	do	they	
last?	I'm	busy	on	Tuesdays.	I	don't	think	it's	a	good	fit,	man.	What?		

I	don't	like	is	a	good	fit.	I'm	out.	You	don't	set	the	conditions.	I	set	the	conditions.	This	is	why	
you're	independent.	This	is	why	you	wanted	to	do	this	in	the	first	place.	You	don't	want	to	do	
this	to	kiss	somebody	ass	every	day	to	keep	them	paying	you.	Who's	got	a	pain	in	the	ass	
client?	Anybody?	And	the	rest	are	liars,	like	Ben	said.		

You	know,	everybody's	got	a	pain-in-the-ass	client.	Would	you	like	to	fire	that	client?	Why	
don't	you?	Money.	You	don't	have	anybody	to	take	their	place.		

[Talking	to	Ben]	You	were	talking	about	how	you	were	working	with	someone	who	said,	don't	
sell	me	anymore	business.	How	much	had	you	spent	by	the	time	you	maxed	them	out?		

	

Ben	Oh,	Bob.	Yeah,	maybe	about	$3,000.		

	

Perry		And	he	maxed	out	on	clients;	he	couldn't	take	anymore.	Yeah.	So	three	grand	over	a	
period	of	time,	and	you	can	trickle	that	out	where	it's	$100	a	week,	over	30	week.	Then	maybe	
you	don't	spend	any	money	depending	on	how	you	market	organically.	I	do	a	lot	of	organic	
marketing.	I’ve	got	222	million	organic	visitors	to	my	websites	last	year.	Organic.	I	paid	SEO	
people	and	stuff	like	that,	but	it's	crazy	how	much	there	is	out	there	and	there's	so	much	
demand	for	what	you	do	versus	demand	for	what	I	do.	Oddly	enough,	I	have	to	create	demand.	
You	don’t	have	to	create	demand.	There's	inherent	demand.		
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I'm	almost	done.	I	got	one	last	thing.	The	only	thing	I'd	say	about	other	than	that,	you're	
talking	about	masterminds	and	guidance.	And	you'll	almost	always	learn	more	in	the	
mastermind	than	you'll	learn	from	Ben,	believe	it	or	not.	Ben's	a	smart	guy	but	what	
you	learn	from	your	peers,	because	they	did	this	and	done	it.	And	Ben	refuses	to	do	
something	that	I'm	so	proud	of	him	for	refusing	to	do.	So	many	other	companies	will	offer	
coaching	services	and	crap	like	that,	and	then	they'll	go	hire	a	coach	for	25	bucks	an	hour,	and	
he’s	going	to	coach	you	never	ran	a	bookkeeping	business,	right?		

So	who	would	you	rather	listen	to?	Ben	can't	answer	every	question,	always	in	5	minutes.	But	
who	would	you	rather	hear	from?	Somebody	on	the	same	journey	as	you	that's	in	front	of	you	
a	bit	in	that	journey?	Or	a	paid	coach	who's	never	done	it	before.	It's	crazy.	You'd	always	
rather	have	a	peer	that	you	trust.	They’re	on	the	same	journey	with	you	and	Ben	and	Kelly	and	
their	team,	their	fantastic.	And	you	already	know	they're	fantastic.		

Ben's	a	great	Sherpa.	This	is	this	your	ability	to	get	greater	access	to	them?	Have	you	ever	see	
pictures	of	somebody	who’s	climbed	Mount	Everest.	They’ve	got	frozen	snot	hanging	out	
there.	I	don't	get	it,	by	the	way.	I'd	be	down	in	the	hotel,	down	at	the	bottom,	drinking	cocoa,	
going.	Look	out	there.	It	looks	cold,	right?	But	they	climb	Mount	Everest	and	they're	up	there	
with	a	frozen	beard,	snot	hanging	out	of	their	nose,	half	dead	with	an	oxygen	tent	over	them.	
No	kidding.	They	had	to	carry	oxygen.	And	they	just	accomplished	the	greatest	thing	in	their	
life.	Is	that	awesome?		

But	if	you	look	close	at	the	picture,	there's	always	a	little	dude	behind	him	carrying	a	giant	
backpack,	four	canteens,	with	boots	this	thick,	and	cleats.	He’	about	four	foot	11.	And	you	
know	what	that	is	for	him?	That's	Tuesday.	He's	got	some	other	jackass	from	Silicon	Valley	
going	up	the	mountain	on	Friday.	He's	got	to	get	this	guy	back	down	without	slipping	on	a	
rock	and	dying,	and	go	right	back	up	the	hill.		

That's	why	you	join	a	group	like	this,	because	you	get	a	Sherpa	and	other	climbers	who	
have	been	up	the	mountain	a	dozen	times.	You	don't	know	what	you	don't	know,	and	
they	do	know.	So	hopefully	for	those	of	you	that	qualify	to	do	this,	you	do	it.	Like	Ben	said,	
there's	no	other	reason	to	talk	about	it.	You're	grown	adults.	You'll	figure	it	out.	But	we	hope	
that	you	do.		

	

Click	Here	to	Return	to	Index	
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2.5	Strategic	Decision	Making	vs.	
Rational	Decision	Making	Process		
–	Kimberly	Erick	
June	15,	2022	

Website:	https://hometimebusinessservices.com/		

Summary:	It’s	critically	important	to	define	your	Why	so	
that	you	can	learn	to	make	better	decisions	that	will	not	
only	help	you	achieve	your	goals,	but	be	happier	by	
being	in	alignment	with	your	Why.		
	Kim	also	shared	two	types	of	decision	making:	Strategic	and	Rational.		
The	diagram	below	shows	the	six	steps	of	each	process	and	compares	the	two	to	show	their	
similarities	and	differences.	Both	start	with	identify	the	problems	to	solve.		
Strategic	decision	making	seeks	information	that	is	used	to	then	brainstorm	solutions	and	
generate	alternatives;	whereas,	Rational	decision	making	places	an	emphasis	on	identifying	and	
weighing	the	decision	criteria	to	select	the	best	alternative.		
Kim	ended	her	presentation	by	teaching	the	value	of	saying	NO	when	a	choice	does	not	align	with	
your	Why.	She	had	attendees	do	an	exercise	where	they	practices	saying	No.	And	she	also	had	a	
couple	of	people	come	to	the	mic	to	share	their	stories	about	how	understanding	their	Why	and	
making	better	choices	that	reduced	their	stress	and	one	of	the	individuals	even	ended	up	making	
more	money	by	following	her	Why.		
	
	 	

	 Comparison	

Strategic	Decision	Making								vs.	 Rational	Decision	Making	
Identify	Problems	...........................................	Identify	the	Problem	
Seek	Information	............................................		
	........................................................................	Establish	Decision	Criteria	
	........................................................................	Weight	Decision	Criteria	
Brainstorm	Solutions	......................................		
	........................................................................	Generate	Alternatives	
	........................................................................	Evaluate	Alternatives	
Choose	Alternative	.........................................	Select	Best	Alternative	
Implement	the	Plan	........................................		
Evaluate	Outcomes	–	what’s	the	impact?	......		
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We’re	all	learning	a	lot	of	stuff	over	the	course	of	this.	We're	meeting	a	lot	of	cool	people	who	
are	like	killing	it.	And	we	might	be	thinking	to	ourselves,	how	do	I	make	decisions	in	my	
business	to	make	sure	that	I'm	meeting	my	Why?	That's	what	we're	going	to	talk	about	
today.		

A	little	bit	about	me.	I	founded	Home	Time	Business	Services	back	in	2017.	Basically,	I	was	
looking	at	Penny	Hoarder	to	make	a	little	extra	money	to	bring	it	into	our	household.	And	my	
husband	was	like,	Yeah,	go	for	it.	I	was	like,	Okay.	I'm	pretty	smart.	I	got	paid	to	go	get	my	
master's	degree	at	Cal	State	University	in	Public	Administration	with	a	concentration	of	
Budget	and	Finance	Management.	I	had	really	good	aspirations	of	becoming	a	city	manager,	
but	no	one	told	me	I	needed	20	years	of	experience.	Guess	what,	I've	been	out	of	school	for	20	
years.	I	don't	want	that	job.		

I	spent	16	years	in	banking	instead.	And	that	really	had	a	lot	of	transferable	skills.	Who	are	my	
bankers	in	the	audience?	Yeah,	you	guys	know,	right.	Lots	of	transferable	skills..	Lastly,	I	
volunteered	50	hours	last	month.	And	that	has	a	lot	to	do	with	my	Why.	And	we'll	talk	about	
that	a	little	bit.		

So	we	talked	about	this.	“You're	doing	it	wrong!!”	So	last	year,	when	we	were	at	BKX,	one	of	
the	speakers	came	up	and	they	gave	their	definition	of	what	an	entrepreneur	was,	and	I	was	
like,	damn	it	wrong.	Because	guess	what?	I	don't	get	up	early.	I	don't	work	super	hard	all	day	
long.	And	quite	frankly,	I	don't	want	to,	it's	not	part	of	my	Why.	So	know	that.		

Understand	what	your	Why	is	to	be	able	to	say,	“Am	I	doing	it	wrong?	Or	am	I	doing	it	my	
way?”	Because	remember	what	Sally	said	earlier	today,	or	yesterday?	Different	it's	better.	
Don’t	be	that	person	that	just	follows	what	everyone	else	is	doing.		

So,	main	points.	This	is	what	we're	going	to	talk	about	today.	You	will	leave	today	
understanding	the	following:	

• We're	going	to	talk	about	the	importance	of	defining	your	Why.	A	lot	of	people	have	
talked	about	it.	We've	talked	about	intentions,	we've	talked	about	goals,	we've	talked	
about	things	like	that	

• Also	how	to	make	your	decisions	based	upon	your	Why.		
• And	how	to	say	NO	when	it	doesn't	align	with	your	Why.	Because	let's	be	honest,	

that	might	scare	the	crap	out	of	some	of		you.		

	

Start	With	WHY	

You	guys	probably	all	been	recommended	to	read	the	book:	Start	with	Why	by	Simon	Sinek.	
We're	all	familiar	with	it,	but	he	talks	about	clarity.	Ben	talked	about	that	to	-	be	crystal	
clear.	Clarity	on	why	you're	doing	this.			
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Your	WHY	is	personal.	It's	emotional	to	you.	And	it	should	be	because	that	is	what's	going	to	
get	you	through	the	hardest	days	of	this	business.	That's	going	to	be	what	propels	you	to	do	
what	you	want	to	do	in	your	business.	And	it's	going	to	help	you	make	those	hard	decisions.		

When	you're	looking	at	your	Why,	and	you're	designing	it.	When	you're	Why	is	clearly	
defined,	you	have	commitment	and	passion.	You	want	to	make	sure	that	you	want	that	
thing	more	than	anything	else	in	the	world.	That	purpose	that	why?	

If	you	don't	know	what	your	Why	is,	figure	it	out.	
It’s	not	just	I	want	to	make	more	money.	I	want	to	
make	how	much	more	money.	I	want	my	time	
freedom.	I	want	to	be	able	to	take	my	kids	to	work.	
I	think	Justin	Boyden	talked	about	like	his	last	
year.	He	was	like,	“I	want	to	be	able	to	put	my	kids	on	the	bus	and	take	them	off	the	bus	every	
day.”	That's	a	pretty	simple	Why,	but	you	know	what,	it's	powerful	because	if	someone	wants	
to	book	an	appointment,	and	that's	bus	time.	You	better	be	damn	sure	that	he	has	that	time	
blocked	off	on	his	calendar	and	people	aren't	scheduling	during	that	time.	Right.	He's	
wrapping	up	that	conversation,	cutting	it	off	so	he	can	get	his	kids	off	that	bus.		

Same	thing	for	you	guys.	Protect	that	time.	Make	sure	that	you're	keeping	your	Why	exactly	
where	it	needs	to	be.	So	when	you're	defining	your	Why	you	want	to	ask	yourself	these	
questions:	

• What	do	I	want	more	than	anything	else	in	this	world?		
• Why	do	I	want	this	one	particular	thing?		

Create	an	anchor	to	that.	Keep	it	in	front	of	you	at	all	times	because	it's	going	to	be	super	
important	for	everything	you	do	and	all	of	those	decisions.		

	

Making	Decisions	based	on	your	Why	

Let's	get	on	to	the	second	thing	that	we're	going	to	do.	We	talked	about	the	second	thing	we're	
going	to	talk	about	is	how	to	make	decisions	in	your	business	using	that	Why.	This	is	
where	the	nuts	and	bolts	are	going	to	br.	We're	going	to	look	at	two	different	processes	and	
why	maybe	one	is	better	than	the	other.		

There's	1000s	of	different	decision	making	models	out	there.	And	I'll	tell	you,	I	used	to	
compete	in	decision	making	in	high	school.	It's	really	cool	to	go	to	debate	an	ethics	thing	and	
go	out	there	and	present	it	in	front	of	a	panel	of	judges.	What	decisions	are	going	to	be	better.	
Well,	we	all	know	what	decision	it	was	supposed	to	be	right?	But	sometimes	you	can	argue	
both	sides	of	the	fence	so	it	really	doesn't	matter	when	you're	looking	at	that.		

My	Why	personally	is	to	free	up	my	time.	To	be	able	to	do	that	volunteer	work.	To	be	able	
to	people	during	that	time.	And	that's	super	important	to	me	to	be	able	to	share	that	
knowledge	and	to	be	able	to	have	the	time,	the	financial	freedom	to	feel	like	I	can	do	that.		

“You	must	define	your	WHY	before	
you	an	begin	with	the	WHAT	and	
the	HOW.”		–	Maria	Reyes	McDavis	
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And	oh	by	the	way,	did	Ben	mention	that	last	month,	on	top	of	that	50	hours,	I	spent	a	week	
with	him.	I	could	have	gotten	a	lot	more	if	I	wasn't	working	on	my	biz.	We	sometimes	have	to	
do	that,	right.		

A	lot	of	you	guys	who	were	at	BKX	last	year	heard	about	our	family	Why	changing,	right?	We	
decided	at	BKX,	David	was	secretly	listening	in	virtually	on	my	login	and	he's	like	wow,	people	
don’t	suck	in	your	industry.	Like	they’re	grateful	for	like	what	you	do	for	them.	And	he	hears	
that	on	conversations	with	people,	like	thanking	you.	Thank	you	that	my	tax	bill	wasn’t	so	
huge.	Thank	you	that	I	know	what	my	numbers	are	and	I	can	make	this	decision.		

He's	like,	no	one	thanks	me	for	bringing	their	truckload	of	crap	to	them.	Not	a	single	one.	I	was	
like,	selling	your	business.	Here's	my	financials.	We’ve	got	this.	He	was	like,	really?	Yeah		

Two	weeks	later,	all	assets	were	sold,	and	we	worked	on	finishing	shutting	down	that	
business.	So	he's	here	with	us	today.	When	you	see	him	and	you're	thinking	about	working,	
with	your	spouse,	it's	a	change	spending.	24/7	with	them,	especially	home-based,	I	might	have	
got	a	co-working	space	for	a	little	bit	because	sometimes	you	just	need	that	quiet	time	and	we	
don't	have	kids.	So	that	wasn't	the	distraction,	but	you	know,	sometimes	when	you…	let's	say	I	
don't	delegate	well.	Because	he's	not	the	same	as	me.	So	yeah,	I	got	to	work	on	that.	So	I	am	
I'm	trying,	but	David	has	been	really	patient	with	that	and	is	learning	a	lot.	And	think	about	all	
the	stuff	you	had	to	learn	to	get	up	the	courage	to	get	to	your	first	client,	right?	Well,	he's	in	
that	boat	now.	And	we're	finding	that	maybe	bookkeeping	isn't	his	strong	suit.	So	we're	going	
to	figure	out	what	we	can	delegate	to	him.	

	

Strategic	Decision	Making	Model	

When	we're	looking	at	the	strategic	decision	making	model,	we	identify	problems	and	
talked	about	them,	right.	We	have	this	speed	bumps.	We	have	the	roadblocks.	We	had	some	
gridlock.	You’re	identifying	that	problem,	what	is	it	for	yourself?		

And	then	you're	going	to	seek	out	
information,	research,	study,	talk	to	
your	peers.	If	you	haven't	switched	
phone	numbers	with	at	least	one	other	
person	in	this	room,	I	challenge	you	
before	you	go	to	that	Digits	party	
tonight.	Get	a	dang	phone	number.	Get	
one.	Why?	Because	that	person	is	going	
to	change	your	life	forever.	If	you	don't	
believe	me…	all	the	heads	bobbing	over	
here.	It	does.		

But	when	you're	stuck	and	you	don't	
have	the	opportunity	to	go	Brain	Dump	
like	Ben	does	in	the	woods	smoking	mushrooms.	So	anyways,	when	you	can't	do	that,	you	call	
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up	your	tribe.	You're	like,	‘Hey,	I	got	this	thing.	I	don't	know	what	to	do.	It's	killing	me.	Right.	
And	I	know	how	many	of	you	have	probably	got	something	in	your	inbox	that	have	been	
around	for	a	while,	they're	like,	Let	me	take	some	time	to	talk	them	off	the	ledge.	It’ll	be	
alright.	Maybe	they’re	your	first	client.		

But	you	have	to	identify	the	problem	first.	Seek	that	information.	Brainstorm.	Evaluate	your	
outcomes	at	the	end,	because	we	can	all	pick	an	option.	There's	no	wrong	answer.	Pick	one,	
and	go	with	it.		

Do	your	plan,	but	evaluate	it,	and	if	you	need	to	start	over,	you're	the	CEO.	You	get	to	do	that.	
We're	going	to	look	at	a	lot	of	the	decisions	that	we	do	in	our	business	are	important,	but	a	lot	
of	them	leave	a	mark	our	life.		

So	interesting	facts:	in	2018	Psychology	Today	did	a	study	about	how	many	decisions	a	
human	being	makes	in	a	day.	35,000!	Think	about	this.	How	many	decisions	have	you	
already	made	today.	That	alarm	went	off		and	you	might	have	had	a	little	too	much	to	drink	
last	night	at	the	party.	You	want	to	just	lay	there	and	listen	to	it	because	you	can't	even	move	
your	arm	to	shut	it	off.	You	might	have	just	shut	it	off	and	hit	it	to	snooze.	Or	you	might	have	
been	the	weirdo	that	gets	up	right	away.		

You	could	have	chose	to	take	a	shower	or	not,	to	take	care	of	your	personal	hygiene.	You	chose	
what	outfit	you're	going	to	wear.	We	probably	did	that	a	few	weeks	ago	but	you	know	that's	
okay.	And	then	you	chose	to	go	to	breakfast.	You	chose	who	to	sit	with	for	breakfast.	And	that	
could	have	changed	your	life	forever.		

My	breakfast	buddy	is	Randi.	Everything	we	go	to,	her	and	I	are	early	risers	and	we	always	
end	up	at	breakfast	together	chatting	about	what's	going	on	in	our	lives.	It	always	starts	my	
day	off	better	having	breakfast	with	Randi.	Find	your	breakfast,	buddy	or	you	drinking	buddy.	
If	you're	not	a	morning	person,	doesn't	matter	what	it	is.		

But	that	could	be	life	changing,	right?	If	you	sit	down	and	you're	like,	Hey,	I'm	struggling	with	
this.	You	never	know	who	in	this	room	is	going	to	have	that	solution	to	that	whatever	that	is	
that	you're	struggling	with.	So	make	sure	that	you	do	that.	We	kind	of	joked	around	today,	
right?	You	found	that	one	thing	that	you	need.	Clicked,	bam.	Go	home.	Right?	Go	implement	
that.	Go	up	to	your	room,	go	learn	it,	go	start	implementing	because	otherwise	you're	going	to	
get	overwhelmed.	The	problem	after	today's	session,	the	problem	after	tomorrow's	session	is	
going	to	be	what	do	I	implement?	What	do	I	bring	into	my	business?	What	do	I	throw	out?	
What	don't	I	need	to	learn	about.	Why	didn’t	I	buy	these	notes?	Right?	I'm	pretty	sure	Ben	will	
still	hook	you	up	with	some	notes	at	full	price.	Entrepreneur,	he'll	take	your	money.	

Let's	talk	about	this	model.	Usually	when	you're	using	this	model,	it's	a	little	more	than	
‘what	am	I	going	to	go	eat?’		You	walk	through	all	the	steps,	whether	you	do	it	consciously	or	
unconsciously.	If	you	
think	about	it,	most	
of	our	decisions	
really	do	go	through	
all	the	steps.	‘Hey	

Strategic	Decision	Making	
Identify	Problems	>>	Seek	Information	>>	Brainstorm	Solutions	>>	
Choose	an	Alternative	>>	Implement	the	Plan	>>	Evaluate	Outcomes	
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Dave,	where	are	we	going	for	dinner	tonight?’	The	problem	is	we’ve	got	to	find	a	place,	‘I'm	
really	hungry.’	We	seek	information.	We	just	moved	to	Arkansas	and	everything	closes	at	
seven	o'clock	except	for	McDonald's.	So	we're	seeking	information,	‘what	time	is	it?	Is	
anything	open	still.’	We	brainstorm	solutions.	‘We	haven't	tried	this	place,	we	have	tried	this	
place.’	We	choose	a	place	and	we	implement	it.	We	get	in	our	car	and	we	go,	and	then	we	
evaluate,		‘are	we	going	back	there	ever	again?	Kind	of	sketchy.	Right?’		

You're	doing	it	on	every	single	thing	you	do	every	day	without	even	thinking	about	it.	
Because	that's	what	we	do.	When	we're	thinking	about	in	our	business,	and	we	identify	a	
problem	like,	‘Oh	no,	we	have	too	many	clients	to	onboard	this	month,’	and	it's	a	real	problem	
though.	What	are	you	going	to	do?	Well,	clearly	he	wasn't	listening	to	have	hires	in	the	
pipeline.	So	he	wasn't	listening.	He	was	always	marketing,	but	he	forgot	the	second	part	of	
always	hiring.	So	thinking	about	scrambling	and	hire	someone.	He	can	forego	sleep,	forego	
grandkids	events.	Whatever	that	is.	There's	a	lot	of	different	choices	that	you	can	make.	

Each	one	will	have	a	different	outcome.	Some	might	be	good	and	some	might	be	bad.	Because	
let's	be	honest,	some	of	us	are	going	to	going	to	take	them	all	on.	Let's	just	work	really	hard.	
It's	a	short-term	sacrifice.	And	then	you're	missing	all	your	kid’s	soccer	games	for	the	whole	
month	because	that's	what	you	had	to	do	to	get	the	job	done.	And	dang	that	doesn't	match	
with	my	Why.	I	was	doing	this	so	I	go	to	every	kid's	soccer	game.		

So	think	about	that	when	you	say	yes	to	that	fifth	person	that	you	want	to	onboard	this	month.	
Or	say,	hey,	my	next	onboarding	slots	in	two	months.	Right.	Better	solution	potentially,	but	
open	mouth	insert	foot	you	already	told	him,	‘Yeah,	we	can	come	on	next	week.”	And	told	all	
five	of	them	that,	and	then	they	all	sign	their	engagement	letters	right	away	because	you	
know,	our	clients	don't	always	sign	right	away.	And	you're	like,	I	got	time.	Someone's	not	
going	to	sign	right	away.	But	they	do.		

	

Rational	Decision	Making	Process	

So	let's	look	at	the	rational	decision	making	process.	I	like	this	one	better	when	I	think	
about	my	Why.	So	when	you	look	at	that	second	box	there,	establish	your	decision	criteria.	
That's	your	Why	guys;	your	decision	criteria.		

And	the	next	one,	weigh	your	decision	criteria.	Your	Why	should	it	be	the	most	heavily	
weighted	decision	criteria	that	you	use.	If	it's	not	the	most	heavily	weighted	one,	you're	doing	
it	wrong.	Your	Why	is	not	strong	enough.	Your	purpose	is	not	strong	enough.	So	think	about	
that.		

When	you	think	about	decisions	you've	made	for	your	business,	for	your	life.	Sometimes	
you've	probably	written	up	Pros	and	Cons	lists	for	those	OCD	people.	You're	going	to	come	up	
with	those	things.	And	sometimes	the	Pro	list	is	going	to	be	super-duper	short.	Your	Con	list	is	
going	to	be	super,	super	long.	And	you're	like,	I'll	still	going	with	the	Pro.	Why?	Because	it	was	
more	heavily	weighted.		
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Everything	that	went	into	the	Pro	side	is	more	heavily	weighted	in	your	criteria.	And	you	can	
probably	overcome	some	of	those	Cons,	or	you	can	ignore	them	or	they're	not	as	big	of	a	deal.	
You	know,	it’s	kind	of	like	picking	a	guy.	You	know,	sometimes	you're	like,	‘Yes,	I	can	overlook	
that.	You	know,	it’s	not	such	a	bad	thing,	right?’	So,	think	about	it.	There's	things	that	you	can	
forego,	and	there's	things	that	you	don't	want	to	forego	in	that.		

So	sometimes	when	
we	get	to	the	end,	
and	we	are	selecting	
that	best	alternative.	
That	alternative	is,	
I'm	not	going	to	do	
that.	I	don’t	want	to	
do	that?	Doesn't	fit	
with	my	Why?	I'm	
not	going	to	do	it.	
Kim	told	me	I	didn't	
have	to	do	it.	Right.		

	

How	to	say	NO	when	it	doesn’t	align	with	your	Why	

When	you	have	your	YES	to	your	happiness,	sometimes	you're	just	going	to	have	to	say	NO.	
Say	NO	to	the	client.	Say	NO	to	your	kids.	Say	NO	to	your	family.	Whatever	that	is	that	fits	into	
your	Why.		

Sometimes,	NO	is	the	answer.	And	that's	not	a	bad	word.	We	can	all	say	it.	We've	all	said	it	
sometime	in	our	life.	Like	there's	no	way	I'm	having	another	shot.	Sometimes,	we	don't	follow	
through	with	what	we	say.	Our	words	and	our	actions	don't	always	follow	along	and	that's	

	 Comparison	
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okay.	But	a	lot	of	us	are	people	pleasers.	WE	
don’t	like	to	tell	people	NO.	Or	sometimes	we	
sugarcoat	like,	‘Oh,	maybe	I	can	do	that.’	But	
kind	of	want	to	say	NO.		I	really	like	people	and,	
it's	going	to	stress	me	out	more	than	just,	I	just	
say	YES.	And	then	I'll	just	deal	with	the	
consequences	of	that	because	I	don't	want	to	
tell	people	NO,	right?	Haven’t	you	been	there	some	time	in	your	life	where	you	just	want	to	
please	people.	You	want	people	to	like	you.	You	want	it	to	work,	right?		

Or	you	want	to	help	them,	but	they’re	a	micro-client.	If	you	don't	have	space	in	your	life	for	a	
micro-client	and	you're	like,	I	want	to	help	you	but	I	can't.	I	don't	have	space	because	I	know	a	
micro-client	actually	takes	more	time	than	my	monthly	clients.	Why?	Because	they're	needy,	
because	they're	new.	They	don't	know	anything,	right?	They’re	better	served	by	someone	who	
maybe	needs	that	first	client.	Hook	up	with	all	these	old	people	around	here	because	you	
know	what?	That's	what	they're	doing.	I	call	my	contractor	like,	‘Hey,	I	got	someone,	can	you	
take	them	on.	Can	I	come	your	name	and	number	for	your	business?’	Eventually	I'm	going	to	
put	myself	out	of	contractors	because	of	that,	but	you	know.		

But	anyways,	when	you're	establishing	that	Why	and	you	have	defined	it	well.	It's	so	much	
easier	to	say	NO	to	someone.	Remember	that	your	Why	has	to	work	for	you,	and	no	one	else	in	
this	room.	It’s	got	to	work	for	you,	maybe	your	family	gets	in	on	that	a	little	bit.		

I'm	going	to	let	you	in	a	little	secret	guys.	I	niche	in	trucking,	right	you	guys	all	know	that.	
Only	half	of	my	clients	are	actually	in	transportation	for	bookkeeping.	It’s	alright.	You	know	
why?	Because	I	like	those	other	people.	When	I	was	starting	out	I	didn't	care	–	you	have	a	
pulse	and	some	money.	Come	on.	Right.	So	yeah,	what	we	preach,	get	into	a	niche,	it’s	just	
going	to	make	your	life	easier.	Get	a	client.	Make	your	life.	Start	hitting	your	dreams.		

You	may	find	out	that	the	niche	that	you	picked	sucks.	You	don't	like	the	people	that	you	
end	up	with.	You	don't	like	their	personalities.	They	clash	with	you.	I	don't	know	what	it	is,	but	
personally	I	tend	to	get	along	with	men	better	than	women.	So	trucking	was	like	a	perfect	
option	for	me.	I	don't	have	to	sugarcoat	things	with	them.	I	can	be	blunt	with	my	type	A	
personality,	they	don't	care.	They're	like,	‘Oh,	man,	I'll	get	to	that	right	away.’		

And	it's	nice	because	I	can	be	myself.	They	can	be	themselves	and	everyone's	happy.	And	
guess	what?	It's	like	Gabrielle	said,	it's	a	win-win	solution.	Right?	Win-win	for	all	and	that's	
really	good	because	when	we	do	that,	that	is	getting	us	closer	to	our	hopes	our	dreams,	
and	that	Why	in	our	lives.		

So	then	we	have	to	say	NO.	How	do	you	do	it?	How	do	you	tell	someone	NO	-	that	sucks.	Just	
think	for	a	moment	about	a	tiny	wish	you	had	to	do	over	in	life,	that	you	wish	you	would	have	
told	someone	just	NO.	Everyone	has	something	in	mind	where	they're	like,	Man,	I	wish	I	
wouldn't	have	done	that.		

Well	guess	what?	Today	you're	getting	a	‘do	over.’	We	call	them	a	Mulligan.	We	now	live	on	a	
golf	course.	So	they're	Mulligans.		

“Saying	YES	to	happiness	means	
learning	to	say	NO	to	things	and	
People	that	stress	you	out.”										

–	Thema	Davis	
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So	anyways,	we're	just	going	to	practice	saying	NO.	So	this	is	the	hard	part	guys.	We're	just	
going	to	yell	NO	as	loud	as	you	can.	Get	it	out.	Okay,	so	1,	2,	3.	“NO”	

Okay,	I	think	some	of	us	skipped	it	because	it	wasn't	that	loud	up	here.	So	we're	going	to	go	
one	more	time	1,	2,	3.	“NO”	That	was	much	better.	All	right.	Does	that	feel	good?	Yes,	yes,	it	
did.	She	had	to	say	it	one	more	time.		

So	what	I	want	you	guys	to	do	is	at	your	table,	turn	your	chair	to	someone	and	you're	going	to	
get	your	‘do	over,’	whatever	that	was	that	you're	thinking	about.	If	you	don't	want	to	share	
that	one,	just	come	up	with	something	else.	But	practice	saying	it	–	not	just	NO.	But	
professionally,	right.		

I'm	going	to	give	you	my	example	of	how	I	turned	down	a	client	very	gently.	“Hey,	based	upon	
our	conversation.	Being	a	bookkeeping	professional,	this	isn't	going	to	be	a	good	fit.	I	can	
introduce	you	to	like	a	couple	other	people.	See	if	maybe	they'd	be	a	better	fit	for	you.	Or,	yeah,	
we	have	this	awesome	website.	It's	called	DBA.org.	You	can	go	on	there	and	find	a	bookkeeper	
that's	either	in	your	area	or	specializes	in	what	you	do,	but	we're	just	not	going	to	fit.”		
https://dba.org/directory/		

I	left	it	with	options	I	left	on	a	high	note.	They're	not	too	mad	at	me	that	I	wasted	15	minutes	
of	their	time	because	we	usually	wrap	those	ones	up	quicker	if	we	know	we’re	not	working	
with	them,	right.		

Turn	your	chairs.	Take	that	opportunity.	Do	your	Mulligan.		

[Audience	did	the	activity.]	

Networking	break	is	next	after	me.	So	you	don't	need	to	do	this	again.	But	practice	this.	If	you	
know	you're	going	to	have	to	fire	a	client.	You	know	you're	coming	up	with	something.	Write	a	
script,	practice	in	the	mirror,	practice	with	your	spouse.	Practice	with	your	kids,	your	dog,	
whatever.	Do	it	because	the	more	you	do	it,	the	better	and	more	comfortable	you	become	with	
it.		

	

Examples	of	the	importance	of	knowing	your	Why	

Someone	told	me	today	like	it's	almost	like	it's	addictive	once	you	start	saying	NO.	Right.	I	had	
two	people	that	I	was	talking	to	this	week,	and	I	was	asking	a	bunch	of	people	about	their	
Whys,	and	decisions	that	they've	made	in	their	businesses.	So	ladies,	if	you	guys	could	each	
grab	a	microphone	and	they're	going	to	share	with	you	their	Why;	a	decision	that	they	made	
in	their	business	that	might	surprise	you.	But	it	was	all	based	upon	their	Why.		

	

Angie		So	my	Why	kinda	has	rotated	a	little	bit	but	I	realized	that	the	overall	is	family.	I	have	
three	kids.	I	have	husband,	and	my	husband	works	in	an	industry	that	is	really,	really	wearing	
on	his	body.	He's	not	even	40,	and	his	back	pains	ridiculous.	So	I	realized	my	goal	is	to	replace	
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his	income	and	be	the	main	income.	And	so	it	was	just	supposed	to	be	a	side	hustle	to	help	
supplement	income,	but	now	I	want	to	replace	his	income.	I	want	to	help	him.		

So	with	kids,	I	wanted	to	be	there	on	nights	and	weekends	and	all	that	fun	stuff,	and	just	be	
there.	I	want	to	be	a	pleasant	mom.	And	so	I	have	a	client	that	asked	me	to	meet	every	
Saturday	to	go	over	her	new	financials.	And	that's	the	time	my	husband's	off.	That's	the	time	
my	kids	are	home.	I'm	like	no,	I	don't	want	to	do	that.	And	it	was	like	early	two.	So	I	was	like,	
gosh,	okay,	so	I	did	it	because	it	was	my	first	client.	And	then	I	just	couldn't	do	it	anymore	as	I	
defined	my	Why	more	and	more,	I	was	like,	I	can't	do	it.		

So	I	ended	up	telling	her	I	can't	meet	on	Saturdays	anymore.	And	she	was	like,	well,	that's	not	
going	to	work	for	me,	and	I	said,	well	then	we	have	to	disengage.	She	was	my	highest	paying	
income	for	three	years.	And	I	had	to	kick	her	to	the	curb	and	that	was	so	terrifying	for	me.	
She's	in	my	niche.	She's	my	highest	paying	client	and	I	had	to	tell	him	no.	It's	not	worth	it	to	
me	anymore.		

My	kids	are	way	more	important.	So	I	stuck	to	it.		

	

Kim		Did	you	find	something	better	in	life	afterwards?		

	

Angie		I	did.	Exactly.	So	I	kicked	that	one	out	onto	the	curb.	I	was	like	terrified	right?	The	next	
month,	I	had	a	potential	client	contact	me.	I	signed	her.	She	found	me	from	dba.org	actually,	
and	I	make	twice	as	much	from	this	client	and	I	work	half	the	time.	

	

Kim		Would	you	have	time	for	that	client?	If	you	had	not	fired	that	client?	

	

Angie		No,	I	wouldn’t	have	had	the	capacity.	

	

Kim		Right	there.	Make	sure	you	keep	with	your	Why	because	things	will	happen	that	you're	
just	unexpected	in	life.		

	

Cary		So	I’m	the	girl	that	their	Why	changed.	So	if	you	started	out	with	one	Why,	and	maybe	
it's	to	feed	your	family.	And	now	you're	sitting	here	and	you're	saying,	wait	a	minute,	maybe	
that	wasn't	a	great	Why,	come	talk	to	me.	Come	talk	to	BKX	crew.	You	guys	know	I	couldn't	
have	done	this	and	what	the	journey	I've	been	on	without	you	and	especially	without	Randi.	
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Randi	Balan	has	just	been	great	talking	to	me	and	helping	me	make	decisions.	I'm	getting	
emotional.		

I	had	built	my	business	to	over	six-figures	and	I	was	miserable.	Miserable.	And	so	in	the	
beginning	of	the	pandemic	I	said,	after	talking	with	these	guys,	and	we	all	said	to	each	other.	
And	we	do	this	all	the	time.	I	just	want	to	burn	it	to	the	ground.	I	want	to	burn	it	to	the	ground.	
Look	they're	laughing.		

And	I	was	like	you	know	what,	they're	all	talking	it.	I'm	going	to	do	it.	So	I	had	a	client	that	was	
90%	of	my	income.	And	I	was	like	I	am	done.	I	gave	them	the	resignation	letter,	because	I	had	
a	specific	contract	with	them.	And	I	did	that	in	January	and	my	last	day	was	going	to	be	April	
1st		2020,	and	now	it’s	the	pandemic.		

I	just	did	it,	and	it	felt	so	good.	And	it	was	great	to	say,	you	guys,	I	actually	burned	it	to	the	
ground,	and	they're	like	what?	I	went	down	to	$1,000	a	month.	From	six	figures	down	to	
$1,000	a	month.	I	redid	my	Why.	I	spent	a	lot	of	time	talking,	healing.	There's	PTSD	involved	
with	that.	Gaining	clarity.	Huge	clarity.	Talked	with	Ben	and	Kelly,	and	again	more	with	Randi,	
she's	quite	pleasant,	like	my	hideaway	in	Florida.	She's	amazing.	Talk	with	Randy,	she's	
awesome.		

And	Kim	also	has	been	fantastic.	Kim	is	my	business	buddy,	even	though	we	really	are	bad	at	
it.		So	find	a	business	buddy	to	talk	things	through.	But	the	business	now	is,	we're	back	
over	$8,000	in	monthly	recurring	revenue.	

We	just	started	this	back	in	April	1st.	I	have	a	partner	so	I'm	doing	the	things	I	like.	She's	doing	
the	things	she	likes.	We	work	three	days	a	week.	That's	it.	

	

Kim		Cary,	you	have	been	so	awesome.	Cary’s	been	my	accountability	partner	since	that	first	
BKE	event	that	Ben	was	saying	that	he	met	me	at.	My	mom	passed	in	February.	I	called	up	
Cary,	and	I	said,	I’m	handing	you	all	of	my	systems.	I	don't	know	when	I'm	going	to	be	back.	
Take	care	of	my	team.	

	

Cary		Ten	minutes,	we	did	it,	and	she	was	out	the	door.		

	

Kim		So	when	I	talked	about	building	the	relationships	in	this	room	with	people,	it's	real	guys.	
You're	going	to	lean	on	these	people	in	ways	like	that	you	couldn’t	even	fathom.		

So,	start	with	your	Why.	Get	it	clearly	defined.	And	know	how	to	say	no.	Those	are	the	three	
points	that	we	left	you	with	today,	and	I	hope	that	you	guys	take	the	time.	If	you	have	not	
clearly	defined	your	Why,	get	that	clarity.	Spend	time	alone.	Go	to	the	woods.	Go	to	the	beach.	
Go	to	the	pool.	But	don't	sit	with	everyone	else.	Right?		
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Get	that	clarity	in	your	business	because	it	is	so	important	to	base,	literally	everything	that	
you	do	in	this	business	and	in	your	life	when	you're	making	your	decisions.		

So	this	is	your	call	to	action.	Whether	big	or	small;	when	you	have	to	make	a	decision,	keep	
your	Why	in	mind.	Be	purposeful	with	your	relationships,	especially	within	this	room.	
Cultivate	them,	spend	time	with	people	and	most	of	all,	cherish	every	moment	that	you	have	
with	these	people	in	this	room	because,	guess	what?	There's	no	tribal	community	of	
bookkeeping	professionals	better	than	this	one.	

Thanks	guys.	

	

	

Click	Here	to	Return	to	Index	
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2.6	How	to	Use	Video	to	Scale	Your	
Business		
–	Kate	Johnson	
June	15,	2022	

Websites:	https://heritagebusinessservices.com/		
https://www.bookkeepingsidehustle.com/		

Summary:	Learning	to	make	a	video	is	a	skill	that	bookkeepers	
should	develop.	The	two	skills	to	create	video	are	Communicate	and	Create,	and	three	ways	you	can	
acquire	those	skills	are:	1)	teach	yourself,	2)	take	paid	training,	or	3)	hire	a	pro	to	do	your	videos.	Tips	and	
ideas	are	given	in	these	areas.	The	kinds	of	videos	you	can	make	can	be	place	in	any	of	these	three	buckets:		

1.	Internal	operations	–	internal	SOPs	and	processes	in	your	business	used	by	employees.	
2.	Clients	and	Hot	Prospects	–	these	are	people	who	are	close	to	your	business.	
3.	External	videos	–	to	get	strangers	to	know,	like	and	trust	you.		

Ideas	where	shared	in	each	of	these	buckets	to	improve	your	videos.	Kate	also	shared	old	video	clips	of	Ben	
Robinson,	and	she	also	gave	encouraging	words	to	get	started	in	video.	
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I’m	here	to	talk	about	using	video	in	your	business,	but	we	might	get	there	in	a	round	about	
way.	I	want	you	to	think	back	to	that	very	first	dollar	you	made	in	your	business.		That	very	
first	payment	from	a	client.	Was	it	thrilling?	Was	it	terrifying?	Was	everything	pretty	and	
smooth,	or	were		there	some	parts	that	were	a	little	bit	of	a	disaster?	Are	you	glad	you	did	it	
though?		

Pretty	life	changing.	So	here’s	my	first	payment	from	a	client	–	810	dollar.	Thank	you	very	
much.		[check	for	$810]	

Totally	high	moment	for	me.	My	husband	was	so	proud	that	he	actually	bought	a	bottle	of	
champagne.	And	he	took	it	with	us	to	our	weekly	Bible	study.	And	our	whole	community	
group	gave	a	celebratory	toast	to	me	because	of	this.	And,	you	know,	it's	was	a	life	changing	
moment.		

I	did	everything	wrong	though?	First	of	all,	it's	a	paper	check.	I	know	better	than	that.	I	don't	
do	that	anymore.	

I	billed	hourly,	$20	an	hour,	thank	you.	And	I	build	after	the	fact.	So	I	was	left	completely	
exposed	to	non-payment.	And	I	didn't	even	billed	her	for	all	the	hours	that	I	had	worked,	not	
anywhere	close	because	I	had	no	idea	what	I	was	doing.	You	know,	really	slow,	really	cautious.	
So	I	just	kind	of	picked	the	number	of	hours	that	I	thought	like	a	respectable	bookkeeper	
would	have	taken.	But	I'm	so,	so	glad	that	I	did	it.	Even	though	it	wasn't	perfect.		

This	client,	she	was	a	house	flipper,	she	flipped	other	people's	401k	money.	I	definitely	bit	off	
more	than	I	could	chew.	Thankfully,	we	stayed	together	a	while.	But	after	about	a	year	and	a	
half,	like	I	ended	the	engagement,	thankfully,	instead	of	getting	fired,	but	it	was	a	little	bit	out	
of	my	skill	set.	But	I'm	really	glad	I	did	it.		

I'm	here	and	you're	here	because	we	didn't	curl	up	and	quit.	Whenever	we	have	those	
awkward	moments.	We	didn't	stop	when	we	had	those	disasters.	And	I	think	video	is	going	to	
be	a	very	similar	experience.	And	now	it's	my	job	to	convince	you.		

I	think	that	when	you	get	started,	if	you've	never	made	one	video;	when	you	start	to	do	more,	
if	you	already	made	some.	It	could	be	life	changing,	almost	as	life	changing	as	getting	that	first	
payment.		

I'm	Kate	Josephine	Johnson.	I	run	a	bookkeeping	business	called	Heritage	Business	Services.	
I	got	started	like	many	of	you	by	taking	Bookkeeper	Launch.	I	was	a	fairly	early	student.	Ben	
was	doing	the	tutorials	in	Xero,	and	making	a	lot	of	references	to	the	office.	I	don't	know	if	
anyone	remembers	those	videos.		

In	my	business,	I've	deliberately	stayed	fairly	small.	I'm	a	solo	operator.	I	have	grown	slowly	
as	my	children	have	aged	in	the	school.	I	mostly	have	worked	on	QuickBooks	Online	until	this	
year,	I	decided	to	kind	of	hitch	my	cart	to	the	FreshBooks	pony	and	I'm	taking	a	shot	at	being	
one	of	the	early	adopters	on	that	platform.	I	have	great	clients.	I've	had	less	than	great	clients.	
I	struggle	with	pricing.	I	get	nervous	about	cleanups,	I'm	in	the	trenches	just	like	y'all.		
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I	also	run	a	community	called	the	Bookkeeping	Side	Hustle	community	and	it	is	my	great	joy	
to	walk	alongside	people	who	are	taking	courageous	steps,	whether	it's	towards	
entrepreneurship	or	self-employment	in	the	cloud	accounting	space	where	they	can	build	a	
flexible,	virtual	work-life	for	themselves.	I	love	what	I	get	to	do	there.		

But	there's	one	more	thing	about	me.	I've	made	a	lot	of	videos	in	the	last	couple	years.	
Here's	a	video	from	about	three	years	ago.	This	was	like	the	second	video	I'd	ever	done.	I	was	
already	doing	community	management	work	in	the	Bookkeeping	Side	Hustle	group.	So	I	
invited	,these	guys	-	you	might	recognize	some	of	their	names.	Some	of	them	are	influential	in	
our	industry.	They	started	a	show	called	Friday	Night	Live	With	Accountants	and	they	invited	
me	on.	I	don't	know	why	I'm	like	kind	of	bluish	and	they're	all	bright.	I	don't	know	if	I	could	
even	replicate	that.	I	got	that	UFO	kind	of	white	light	shining	above	my	shoulder	the	whole	
time.	Not	my	best	look.	I've	gotten	better.	I	still	do	things	I	want	to	kick	myself	for.	

Just	over	a	year	ago,	I	was	interviewing	a	guy	from	an	app	called	pixie	some	of	you	might	
know	that	app.	He	was	doing	a	demo	for	my	community.	We	were	live	streaming.	His	name	
was	Jordan,	but	I	called	him	Justin	the	entire	time.		

Just	two	months	ago,	I	was	interviewing	a	woman	for	my	group.	She	was	an	accountant,	but	
she	made	a	career	change.	She	opened	up	a	business	to	offer	marketing	services	to	
accountants	and	bookkeepers,	and	I	swore	that	she	had	a	CPA.	In	the	first	minute	of	our	live	
stream	I'm	introducing	her	and	saying,	“She	got	a	CPA,”	and	she's	like,	“No,	no,	I	don't	have	a	
CPA.	Not	for	lack	of	trying	though.	Didn't	worked	out	for	me.”	So	that's	like	the	first	minute	
and	we	still	have	whole	interview	left	to	do.	She	didn't	die,	I	didn't	die.		

I	kept	going,	making	videos	through	many	awkward	moments.	And	it	will	take	me	all	day	to	
explain	to	you	the	amazing	opportunities	that	have	come	my	way,	simply	because	my	face	and	
my	voice	are	out	there.	Just	standing	right	here	on	this	stage	is	a	pinnacle	example	that	I	could	
give,	but	I	don't	even	think	I'm	done	climbing	y'all.		

So	if	I	do	my	job	here	today,	everyone	is	going	to	leave	here	with	a	tool	or	type	of	video	
that	you	can	create	in	your	business,	whether	you've	made	one,	or	whether	you	have	made	
some	and	can	improve	your	skills.	

I	want	you	to	hit	record.	And	Ben	thought	this	was	such	an	important	topic	that	he's	like,	can	
you	do	two	sessions	on	this.	So	I'm	like,	okay,	but	don't	worry,	you're	not	going	to	hear	from	
me	the	whole	time.	We	have	a	panel	coming	up,	and	they	will	be	able	to	explain	how	they're	
using	video	in	their	business.	And	they	use	it	in	a	variety	of	ways.	They’re	people	coming	up	
and	they’re	in	the	trenches	just	like	you,	but	they	are	successfully	using	video.		

So	you're	going	to	have	a	lot	of	ideas	and	a	lot	of	tools	at	the	end	of	this	hour	and	a	half.	And	
your	problem	is	going	to	be	narrowing	it	down	to	a	manageable	amount	of	tools	and	ideas.	But	
I'm	guessing	some	of	you	are	hesitant	to	use	video.	Who's	hesitant	to	start	getting	used	to	use	
video?	Quite	a	few	hands.		

So	maybe	you're	hesitant	because	you're	not	convinced	of	the	ROI	of	this.	You	have	the	time	to	
do	it.	But	you're	like,	‘Kate	creating	content	sounds	like	a	lot	of	unpaid	work.’	Maybe	you're	
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hesitant	because	you	don't	have	the	time	to	do	it	and	you're	like,	‘Kate,	you	want	me	to	do	this	
hard	thing	that	I	don't	want	to	do.	And	I	could	barely	even	get	the	time	to	come	to	BKX.	Like	
when	I	get	home,	I'm	going	to	be	slammed.	I'm	drowning.	I	can't	have	this.’		

Well,	I	hope	when	you	leave	here	you'll	realize	that	this	is	going	to	give	you	back	time.	Maybe	
you're	hesitant	because	you	saw	the	title	of	this,	we're	going	to	learn	how	to	make	videos	and	
you're	like,	she's	going	to	ask	me	to	dance	on	TikTok.	No,	no,	I	can	assure	you,	you	can	
successfully	leverage	video	in	your	business	without	ever	doing	a	single	dance,	though	if	you	
want	to,	I	think	there's	still	room	for	that	dancing	bookkeeper.	So	go	for	it.	But	I	think	it's	
important	we	identify	our	hesitations.	So	I	want	to	take	like	a	minute	I	want	you	to	turn	to	
your	neighbor	and	just	speak	out	loud:	Why	haven't	you	made	that	video	that	you	know	you	
should	be	making?	Right	now	do	it	I'm	watching	the	timer.	

[Several	minutes	pass	while	the	audience	does	the	activity.]	

	

I	think	it’s	important	that	we	identify	our	hesitations	so	we	can	face	them	and	overcome	them.	
Because	I	really	believe	that	if	you	want	to	do	more	than	just	clicking	around	in	the	
bookkeeping	software	for	the	rest	of	your	life,	this	is	not	an	option.	You	have	to	do	it.	Using	
video	is	not	an	option.		

What	does	NASA	say	when	something	is	hard?	Remember	Apollo	13?	“Failure	is	not	an	
option.”	I	think	that	not	using	video	is	not	an	option	for	you	–	it’s	do	or	die.	Thankfully	it’s	not	
do	or	die,	like	getting	hit	by	a	bus	tomorrow,	so	you’ve	got	time	to	do	this.	Maybe	a	better	way	
of	phrasing	it	is	“do	or	slowly	wilt,	slowly	shrivel	up.”	

I	want	you	to	think	about	all	those	seasoned	pros	in	our	industry,	like	the	ones	who’ve	had	
businesses	for	decades.	You	know	the	ones	that	are	in	the	Facebook	groups,	they	are	not	here	
for	this	conference,	and	they	are	holding	onto	the	old	way	of	doing	things.	They	were	willing	
to	take	a	chance	on	Xero	when	it	was	the	first	general	ledger	software	to	be	Cloud	only.	
They’re	not	willing	to	admit	that	QuickBooks	Online	has	come	a	very	long	way.	They	aren’t	
noticing	that	the	up-and-coming	entrepreneurs	are	comfortable	in	the	Cloud	–	that’s	how	they	
want	to	do	their	business.	They	want	the	apps…	this	is	how	it’s	trending.		

Can	you	even	be	in	Digital	Bookkeeper	Association	if	you’re	only	a	desktop-only	
practice?	Surely	not,	right?	But	you	want	even	more	proof?	Digits.	You	can't	use	them	with	
your	desktop	clients.	Right?	So	things	are	changing,	the	trends	are	changing.	And	so	what's	
happening	to	that	business	owner	who	hasn't	been	willing	to	make	the	change	and	learn	the	
new	technology,	they're	white	knuckling	it	right.		

They're	like,	I	just	got	to	make	it	to	retirement.	You	know,	I'm	not	going	to	learn	anything	new.	
They're	hoping	that	they	can	exit	well,	but	they're	not	even	going	to	be	able	to	get	a	high	
multiple	for	their	business.	Because	no	one's	going	to	pay	that.	No	modern	bookkeeping	
firm	is	going	to	pay	a	high	multiple	when	they	have	to	do	all	the	conversions.		
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So	I'm	making	some	big	claims.	Is	it	really	this	important?	Here's	some	stats.	These	are	
marketing	stats.	You	do	not	have	to	only	use	marketing	videos,	but	these	are	some	marketing	
stats	and	I	think	to	illustrate	the	trend:	

93%	of	businesses	are	going	to	gain	a	new	customer	as	a	direct	result	of	posting	
branded	videos	to	social	media	platforms.	The	math	is	simple.	Video	plus	social	media	is	
the	world's	most	powerful	marketing	tool.		

66%	of	people,	consumers,	clients	choose	to	learn	more	a	product	or	service	by	
watching	the	video	first.	This	was	of	all	the	ways	you	can	learn	about	something,	video	was	
the	highest	way	of	consumers	learning	about	whatever	they're	wanting	to	buy,	and	they're	
wanting	to	buy	bookkeeping	services,	right	so	they're	going	to	go	to	video	to	figure	out	what’s	
out	there?	How	can	I	get	help?		

32%	is	the	annual	increase	in	video	consumption	between	2013	and	2018.	It's	a	little	
bit	of	an	old	stat,	but	I	mean,	can't	you	imagine	that	it's	only	gone	up	in	COVID	times.	People	
watching	video	and	getting	used	to	watching	video.	It's	just	kind	of	how	we	live,	right.		

2nd			YouTube	is	the	second	most	visited	website	in	the	world.		

I	hope	you	see	the	story	that	these	stats	are	showing.	This	is	the	way	that	the	world	is	
trending,	but	I’ve	got	one	more	stat	for	you.	I	did	some	extensive	PhD-level	research.		

O	Not	a	single	bookkeeper	has	died	because	they	made	a	video.	No	one	has	died.	I	
counted.	This	is	just	the	skill.	Y'all	know	the	show,	Napoleon	Dynamite.	He	wanted	a	girlfriend	
but	he	didn't	have	the	skills.	He's	got	to	get	his	skills	to	get	his	girlfriend.	We’ve	just	got	to	get	
skills.	

[Clip	from	Napoleon	Dynamite	movie]		

Napoleon		Nobody's	going	to	go	out	with	me.		

Pedro		Have	you	asked	anybody	yet?		

Napoleon		No,	but	who	would?	I	don’t	even	have	any	skills.		

Pedro		What	do	you	mean?		

Napoleon		You	know,	like,	nunchuck	skills,	bow	hunting	skills,	computer	hacking	skills.	Girls	only	
want	boyfriends	who	have	great	skills.	

	

Y’all,	clients	want	bookkeepers	with	great	skills.	That's	what	they	want.	We	all	have	these	
nunchuck	skills,	y'all.	Being	in	this	room.	You	have	skills	that	are	so	much	more	difficult	than	
using	video.	No	one	was	born	knowing	assets	equals	liabilities	plus	equity.	You	had	to	learn	
that.	Accounting	is	hard.	You	had	to	learn	how	to	do	the	backflips	that	you	can	do	inside	of	
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Xero	and	QuickBooks	Online.	That	is	hard.	And	learning	to	do	video	is	just	a	skill	that	you	can	
learn.	

We	all	learn	bookkeeping.	And	so	if	you	break	it	down,	let's	simplify	things	when	they're	hard.	
To	serve	businesses	as	a	bookkeeper,	you	have	to	learn	the	accounting	fundamentals.	And	you	
have	to	learn	the	bookkeeping	software,	just	two	things.	And	you	did	it;	you	learned	this	hard	
task.	And	just	like	Napoleon	Dynamite	and	his	nunchuck	skills,	we	can	learn	the	skills	required	
to	create	video,	so	we're	going	to	start	to	get	tactical	here.		

	

Two	Skills	to	Create	Video:	Communicate	&	Create	

You	have	to	learn	two	things	to	start	to	create	video.	You	have	to	have	two	skills.	You	have	to	
learn	how	to	communicate.	Some	ideas	are	complex.	Some	ideas	are	not	complex,	but	you	
have	to	learn	how	to	communicate.	And	you	have	to	learn	how	to	create.		

Whenever	you're	overwhelmed,	go	back	to	this.	What's	hard?	Am	I	having	trouble	with	
communication?	Am	I	having	trouble	with	creation?	And	just	isolate	the	problem	and	learn	
that	skill.	We're	going	to	figure	out	how	to	learn	these	skills.	And	if	you	already	know	these	
skills,	maybe	you're	already	making	video	–	you're	a	great	communicator.	You	already	make	
videos.	What	does	Ben	teaching	us?	We	just	start	with	Bookkeeper	Launch,	but	you’ve	got	to	
keep	learning,	and	have	that	next	mountain	to	climb.	

If	that's	you,	if	you	know	how	to	do	this	(video)	already;	there's	still	going	to	be	great	
information	for	you	here	in	a	little	bit.	Hold	on	a	bit,	I'm	going	to	get	to	those	of	you	who	don't	
know	these	skills.	How	we	get	these	skills.		

I	submit	that	are	three	ways	you	can	get	the	two	required	skills.	1)	You	can	teach	yourself,	
2)	you	can	take	a	paid	training,	or	3)	you	can	hire	a	pro.		

The	first	method,	teach	yourself,	is	the	slowest.	It’s	the	least	cash	outflow	though.	I	started	
with	method	one,	but	I	have	moved	on.	Let	me	share	some	method	one	ideas:		

• You	can	join	a	local	Toastmasters	to	learn	how	to	communicate.	
• You	can	maybe	ask	to	teach	some	concepts.	Teach	your	bookkeeping	software,	teach	

accounting	fundamentals	at	your	kid’s	school,	maybe	there's	some	way	you	can	do	an	
entrepreneurship	class.	Maybe	you	can	even	just	teach	something	not	related	to	
business.	Maybe	teach	your	kids;	volunteer	to	be	a	Sunday	school	teacher	where	you’re	
learning	how	to	take	an	idea,	break	it	down,	and	communicate	it.		

• For	creation	you	can	watch	a	lot	of	YouTube	videos,	whatever	platform	you	want	to	
use.	You	can	get	better	at	it	by	watching	those	tutorials,	and	you'll	probably	find	your	
preferred	teacher	and	that's	a	totally	fair	way	to	learn.		

• You	can	also	just	start	messing	around.	Choose	to	do	it	and	then	just	start	playing	
with	Zoom	with	Loom,	and	how	do	I	upload	to	YouTube?	How	do	I	upload	Instagram?	
Just	start	playing	around,	that's	a	totally	legitimate	way	to	get	started.		
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I	would	say	I'm	now	firmly	in	the	second	method	though.	Some	of	you	might	want	to	pay	to	
take	a	training,	that's	where	I	am.	I	have	learned	that	it's	better	for	me	to	invest	a	little	bit	
of	money	to	learn	the	specific	skills	that	I	need	to	learn.	I	am	kind	of	a	jack	of	all	trades.	So	
when	I	get	a	video	idea,	I	want	to	be	able	to	execute	on	it.	So	that's	why	I	want	to	know	these	
skills.		

And	then	the	third	way	is	you	can	hire	someone.	Probably	everyone	in	this	room	has	hired	
someone	for	something.	You've	realized	it's	more	valuable	for	me	to	outsource	it.	Maybe	
someone	booked	your	website.	Maybe	someone's	doing	Facebook	ads	for	you.	Maybe	you	hire	
someone	to	do	cleanups	for	you.	You	might	get	to	that	point	where	you're	just	like,	alright	
Kate	says	I	have	to	do	this,	but	I'm	just	going	to	pay	somebody.		

I	don't	want	you	to	only	do	this	third	method.	Because	a	lot	of	what	I'm	going	to	teach	you	
is	it's	not	that	high	pressure.	Like	once	you	get	the	skill,	you're	going	to	want	a	base	level	of	
ability	so	you	can	make	quick	videos	to	communicate	with	your	clients,	communicate	with	
your	team,	so	don't	only	think	that	you	have	to	hire	it	out.	But	it	is	a	legitimate	way	to	get	a	lot	
of	videos	done.	

If	you	go	to	this	website	right	here,	everything's	free	[see	Video	Challenge	Quick	Script	at	the	
end	of	these	notes	AND	Favorite	Resources	and	Tips	from	BKX	Panelists	at	the	end	of	2.7	
Expert	Panel	notes].	https://www.bookkeepingsidehustle.com/video/			They're	just	Google	
Docs,	y'all.	But	there's	going	to	be	a	list	of	things	that	I	have	done	and	things	that	the	panelists	
have	done.	They	gave	me	their	resources	for	y'all.	Of	each	of	these	methods,	of	the	paid	
trainings,	or	if	they've	hired	someone,	and	a	lot	of	their	advice.	I'm	going	to	go	through	some	
of	the	things	that	I	have	done	now,	so	you	can	take	notes,	but	it's	also	it's	also	there.		

	

Get	Skills:	Teach	Yourself	

For	Teach	Yourself,	I	have	participated	in	something	called	the	Video	Per	Day	Experiment.	It's		
for	the	accounting	profession.	It's	not	like	an	official	thing.	It's	run	by	a	woman	named	Twyla	
Verhelst.	Her	link	will	be	in	one	of	those	Google	docs	on	that	site.	And	it's	just	30	days	of	trying	
to	make	a	video	every	day.	And	you	have	a	community	of	people	doing	it.	So	you're	not	alone.	
And	it's	kind	of	fun	and	there's	no	really	any	rules	do	whatever	kind	of	your	meaning	to	learn,	
just	practice	that.	And	it's	just	like	how	this	community	provides	encouragement.	It's	great.	I	
asked	her	before	this,	she	said	she's	probably	going	to	do	another	one	in	October.		

Something	that	I've	done,	you	can	also	just	start	to	create	Loom	videos	to	yourself.	Everyone	
needs	to	be	doing	that,	or	if	there's	a	competitor	to	Loom	that's	doing	the	same	thing	where	
you're	kind	of	talking	and	narrating	things	-	do	that.	I	want	to	suggest	to	start	improving	those	
skills	on	your	own.	I've	gotten	pretty	good	at	editing	in	Loom	in	real	time	we're	I'm	pressing	
the	pause	button.	So	I'm	getting	my	videos	tighter	and	tighter	instead	of	wondering,	okay,	
we’re	bring	this	up	and	we're	like,	press	pause	on	that,	and	then	play,	and	your	videos	will	get	
better	and	you'll	feel	really	good	about	it.		
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For	communication,	I	like	a	podcast	called	Steal	The	Show.	It's	by	guy	named	Michael	Port.	
https://stealtheshow.com/podcast/	And	the	early	episodes	are	the	ones	that	I	suggest	are	like	
more	bite	sized,	practical	chunks	about	how	to	just	be	a	better	communicator.		

I	have	taken	advantage	at	just	about	every	opportunity	to	present,	so	like	just	start	practicing.	
It's	free	training.	I've	presented	to	military	spouse	groups.	I	presented	to	my	co-working	
space.	You	might	have	a	small	business	development	center,	they're	always	looking	for	
content	where	you're	like	okay,	sign	up,	volunteer.	They’ll	probably	let	you	do	it	and	I	have	
been	able	to	reuse	a	lot	of	stuff	that	I've	created	whenever	I've	done	something	like	that.	It's	
always	like	okay,	yeah,	I	can	say	yes	to	the	next	thing	very	easily.	You	might	be	able	to	take	
that	presentation	and	turn	it	into	a	video.	So	try	to	try	to	figure	out	ways	to	maximize	what	
you're	doing.	Anytime	you	have	a	chance	to	present	–	that’s	like	free	practice.		

Another	one	that	I've	done.	I	have	helped	in	the	audio	and	visual	booth	at	my	church,	and	that	
is	like	much	higher	level	production	than	I'll	probably	ever	do.	But	it	really	has	opened	my	
eyes	to	different	tech,	and	how	they	layer	over	different	feeds	on	top	of	each	other.	So	it's	just	
a	great	way	to	learn	about	sound	and	production.	

	

Get	Skills:	Paid	Training		

For	the	second	method	of	taking	a	paid	training.	Probably	one	of	the	best	bits	of	money	I've	
ever	spent	was	a	$75	training	about	how	to	create	tutorials	in	Camtasia.	It	was	taught	by	
Hector	Garcia,	many	of	y'all	probably	watched	his	videos,	and	like	that	was	a	life	changing	
training	for	me.	I	specifically	wanted	to	be	a	tutorial	teacher,	like	that's	what	I	wanted	to	do.	
So	it	might	not	be	valuable	for	you	if	you’re	not	wanting	to	do	tutorials.	
https://hectorgarcia.teachable.com/p/how-to-create-quickbooks-video-tutorials		

But	Camtasia	is	like	the	legitimate	editing	software.	It	was	where	I	was	wanting	to	go	and	he	
sells	the	recording	of	the	thing	that	I	watched	live.	You	have	to	have	a	real	editing	software	if	
you're	going	to	make	videos	in	live	but	keeping	files.	But	if	you're	not	ready	to	use	the	more	
complex	video	editing	software,	which	is	a	hard	skill,	I	would	not	have	been	able	to	figure	it	
out	without	taking	training.	I	know	that	about	me.	But	you	can	use	the	demo	account	to	start	
making	videos	and	then	you	can	use	a	much	lower	grade,	like	whatever	editing	software	is	on	
your	computer	already.	Because	you	don't	have	to	blur	out	anything,	but	if	you're	going	to	
have	to	blur	stuff	you	have	to	get	higher	level	production	skills.	

There's	a	guy	named	Jason	Staats.	He's	in	our	profession,	and	he	has	a	course	on	how	to	get	
better	at	video.	And	he	has	a	quirky	personality.	He's	very,	very	good.	And	I	recommend	and	
have	watched	his	videos	too	inside	his	course.	https://jaas.co/make-better-video		

For	communication,	I've	taken	a	paid	training	called	The	Theater	of	Public	Speaking	by	a	
woman	named	Misty	Megia.	https://mistymegia.com/ttops/	And	that	would	be	something	
like	if	you	really	want	to	be	a	good	communicator	start	teaching,	and	start	having	your	face	
out	there,	I	recommend	her	program.		
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Get	Skills:	Hire	a	Pro		

So	for	method	three,	I	have	not	done	this.	I	haven't	hired	a	pro,	actually	I've	hired	my	10	year	
old	to	do	a	little	bit.	I'm	working	on	teaching	him.	But	I	have	not	hired	a	professional	yet,	but	I	
know	one	of	our	panelists	has,	and	I'm	hoping	that	the	Digital	Bookkeeper	Association	and	
BKX	community	will	be	able	to	start	sharing	resources	for	people	who	do	want	to	start	hiring	
out	video	creation,	and	we	can	just	use	the	same	people,	like	the	same	editor,	same	scripter,	
same	like	graphic	designer,	that	sort	of	thing.		

So,	let's	recap.	Two	skills	required	to	create	those:	Creation	and	Communication.	Three	ways	
to	get	those	skills:	Teach	yourself,	take	paid	training	or	hire	a	pro.		

	

Three	Buckets	of	the	Types	of	Videos	You	Can	Create	

Now,	what	kind	of	videos	can	you	
create?	I'm	going	to	suggest	we	
break	this	up	into	three	buckets	
and	I've	got	a	lot	of	examples	for	
each	of	these	buckets.	I'm	calling	
them:	

1. Internal	Operations	or	
Internal	SOPs	

2. Clients	and	Hot	Prospects	–	the	hot	prospects	is	just	someone	who's	already	pretty	close	
to	your	business.	So	like	a	sales	process,	but	not	a	complete	stranger.		

3. External	Videos	to	build	that	concept	of	know,	like	and	trust	videos	that	strangers	will	
see.		

Is	anyone	doing	any	of	these?	Does	anyone	create	internal	SOP	videos?	Quite	a	few.	Anyone	
creating	videos	for	prospects	or	part	of	sales?	Quite	a	few	-	less	though.	Because	you're	scared	
to	show	your	face	to	people.	You'll	do	it	for	your	processes,	right,	but	not	for	your	clients.	And	
who	here	is	dancing	on	TikTok?	Someone	is	–	fantastic.	Who	here	is	making	external	videos?	
That's	the	lowest	bucket.	It's	kind	of	what	I	was	expecting.		

I	want	to	point	out	that	this	is	not	a	spectrum.	Okay.	Don't	think	of	it	as	internal	operations	is	
easiest	and	external	videos	are	hardest,	because	I	think	it	really	goes	to	your	personality	like	
so	Melissa	is	apparently	dancing	on	TikTok.	We	also	know	she's	stinks	at	the	internal	
operations	part,	like	the	details	of	the	bookkeeping	stuff.	So	she	might	not	be	the	best	person	
to	start	with	that	first	bucket.	I	think	you	should	start	where	your	natural	inclinations	lie.		

I'm	going	to	go	through	some	examples	of	these	buckets.	Say	you're	great	at	sales.	Maybe	
you	should	start	with	bucket	number	two.	Add	a	video	to	part	of	your	proposal.	Maybe	you	
look	at	your	client	list	and	you're	thinking,	I	know	these	people	need	more	service	or	I’ve	just	
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learned	how	to	do	this	new	thing.	I'd	like	to	sell	this	new	thing	to	them:	advisory,	payroll,	
whatever.	And	you	can	create	a	little	script	and	you	can	create	a	tailored	video.	Change	the	
name	and	make	it	a	personal	video	to	try	to	upsell	clients.	Say:	We're	offering	this.	I	just	
wanted	to	let	you	know	about	it.	

Maybe	you	look	at	your	former	client	list.	Maybe	you've	done	some	taxes	and	you	want	to	just	
check	back	in	with	that	person.	See	if	they're	ready	for	monthly	bookkeeping;	maybe	they’re	
not	your	client	anymore.	Do	a	video	to	reach	back	out.	That	would	be	kind	of	a	bucket	two-
type	activity.	

You	can	Loom	to	your	clients	who	don't	want	to	debrief	with	you.	It	sounds	like	a	lot	of	
people	are	doing	that.	We've	heard	that	from	the	stage	quite	a	bit.	I	have	an	interesting	take	on	
that	that	I	want	to	share.	Because	if	you're	already	doing	like	the	short	Loom	videos,	walking	
through	financials	that	you	send	to	them.	You're	doing	that	because	you're	frustrated	because	
you're	like,	well,	they're	not	coming	to	the	monthly	meeting,	and	I	guess	they're	too	busy,	but	I	
have	all	this	good	information	to	share	so	you	do	that.		

There's	this	woman	named	Shanita	and	I	heard	her	say	that	she	does	the	Loom	video	
situation.	She	does	that	with	the	basics,	and	she	won't	have	her	monthly	meeting	with	the	
client	until	Loom	sends	her	the	notification	that	they've	watched	the	video.	Because	she	
wants	that	conversation	to	be	a	lot	richer	than	kind	of	going	over	the	basics.	So	if	they	watch	
the	first	three	or	four	minutes	to	get	that	basic	info	out	of	the	way.	Then	when	they	pick	up	the	
call,	they	already	have	the	foundation	and	then	you	have	a	greater	share	of	your	time	to	go	
into	a	lot	of	the	juicy	stuff;	the	stuff	that	you're	going	to	impress	them	by;	the	stuff	that	they	
really	need	to	know.	Stuff	that	you	can	advise	them	on	to	grow	their	business.		

I	haven't	done	this,	but	I	thought	it	was	a	pretty	genius	move	since	Loom	does	notify	you	if	
they've	watched	it	right,	so	watch	the	video	first	so	we	can	get	to	the	good	stuff	on	our	actual	
call.		

Moving	on	to	bucket	three.	If	you	are	already	comfortable	in	social	media,	maybe	you're	like	
posting	videos	of	your	family.	Maybe	you	are	adding	little	stickers	or	captions	to	Instagram	
stories,	like	that's	a	that's	a	skill.	Can	you	just	start	doing	that	for	accounting	themes?	You're	
already	doing	it.	Just	add	a	little	bit	more	to	use	it	for	your	business.	

Tips	for	Making	Better	Videos		

• What	if	you	hire	someone	on	Fiverr	to	make	you	a	little	intro	and	outro	clip.	
You’re	already	comfortable	with	making	a	little	video.	Step	it	up	a	little	bit.		

• Maybe	put	a	little	bit	more	effort	into	scripting.	Make	it	four	or	five	minutes.		
• You	give	it	a	good	title	on	YouTube	instead	of	on	Instagram	where	it	kind	of	goes	to	die	

and	it's	not	like	searchable.	YouTube	is	second	most	visited	website	in	the	world.	It	
kind	of	started	as	a	search	engine.	So	maybe	that	video	that	you	were	kind	of	making	
anyway	could	actually	surface	back	up.		

• It's	got	a	good	title	for	SEO.	You	can	make	the	description	have	good	words	for	SEO.		
• You	can	embed	it	in	your	website.	That’s	where	you	can	store	stuff	that	you	want	to	

make	public	elsewhere.	It's	a	good	posting	place.		
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• You	can	put	affiliate	links	underneath	a	YouTube	video.	So	if	someone's	watching	
and	you	want	to	mention	something	that	you're	doing	a	tutorial	on	whatever,	like	
payroll	software	you're	using,	you	can	pop	that	down	there	and	maybe	that	would	
bring	in	passive	income.	So	that's	just	taking	what	you're	already	doing	on	social	media	
and	stepping	it	up	just	a	little	bit.		

Another	bucket	three	idea.	Maybe	you're	good	at	writing	and	you	already	have	some	good	
blog	posts.	You	got	some	good	headings	in	there,	right	and	you're	good	to	go	on	your	blog	
post.	They	look	kind	of	nice.	That's	not	too	far	away	from	a	video	script.	Those	headings	might	
be	like	the	words	that	kind	of	fly	in	over	your	face	about,	like	we're	going	to	talk	about	these	
three	things.	You	read	the	blog	post.	Use	that	as	your	script,	then	you	can	embed	that	on	the	
blog	posts.		

You	have	the	written	form	and	you	can	pop	a	video	on	there	too.	So	whenever	someone	comes	
to	those	66%	of	people	who	prefer	to	learn	by	video,	when	they're	trying	to	learn	about	
something,	they	might	prefer	watching	that	video	than	reading	the	blogs.		

What	about	those	of	you	who	have	a	great	process	to	get	testimonials.	This	would	be	another	
way	to	do	external	videos.	Ask	those	clients	to	send	you	a	video	instead.	Not	too	hard.	
Maybe	start	with	your	peppiest	one,	and	you	can	take	a	little	blurb	that	they	say	and	put	that	
underneath	the	little	image	of	their	video	you	have	on	your	website.	You	have	a	nice	little	
testimonial	page	that’s	a	lot	better	than	most	other	bookkeeper	testimonial	pages,	right.	It	just	
looks	really	good.		

So	for	bucket	number	three,	I	want	to	say	one	more	thing	about	what	I	don’t	mean.	I'm	not	
asking	you	to	become	a	YouTuber.	I'm	not	asking	you	to	become	an	Instagram	Influencer,	or	a	
TikTok	dancer.	I'm	wanting	you	to	be	an	amazing	bookkeeper	who	happens	to	have	
some	videos	on	YouTube;	who	happens	to	have	some	helpful	resources	on	YouTube	or	on	
Instagram	or	your	preferred	platform	that	has	your	face	out	there.	So	don't	misconstrue	what	
I'm	saying.	This	is	not	go	get	100,000	YouTube	subscribers.	You	could	have	a	really	nice	little	
business	card	YouTube	site	which	would	put	to	1%	of	bookkeepers	I	promise.	

For	bucket	number	one.	I	am	weakest	here.	I	don't	have	a	lot	of	these	types	of	videos.	I	do	have	
some.	If	you're	a	process	person,	if	you	are	the	checklist	King	and	Queen,	this	would	be	a	great	
place	for	you	to	start.	It	wouldn't	feel	as	overwhelming	because	you're	already	doing	the	
processes	as	well.	Just	start	adding	short	how	to	do	something	videos.		

If	you	can	only	share	them	with	yourself,	that’s	better	than	nothing.	Then	maybe	share	them	
with	your	team	or	maybe	create	a	video	to	share	with	your	client.	I	don’t	know	how	hesitant	
each	of	you	are,	but	you	can	see	how	you	can	slowly	progress	through	that	internal	video	
process	towards	not	so	scary.	Our	panelists	have	done	quite	a	bit	of	the	internal	operations,	
and	they're	going	to	have	a	lot	of	good	things	to	say	about	that.		

One	of	these	that	I	think	everyone	should	have,	though,	and	you	could	practice	on	your	first	
video,	is	how	to	invite	me	to	your	QuickBooks	Online	file	or	to	your	Xero	file.	You	can	get	that	
video	down	in	30	seconds,	especially	if	you’re	using	the	pause	button.	Every	one	of	you	should	
have	a	video	like	that,	because	we	all	are	explaining	how	to	invite	ourselves	to	a	client's	file,	
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right.	Making	the	video,	it	will	really	make	a	great	first	impression.	And	so	that’s	one	I	think	is	
like	very	low	hanging	fruit	for	everyone	in	this	room.		

Anytime	you're	asked	a	question	more	than	once,	make	a	video	for	it	because	you're	going	to	
be	asked	it	again.	Bucket	one	I	would	say	is	not	just	a	good	place	for	process	people	to	start.	It	
is	probably	the	best	place	to	start	if	you	are	very	scared	about	making	videos	

I'm	not	saying	that	this	is	going	to	be	easy.	It	is	very	hard	to	‘hit	record.’	You're	going	to	come	
up	with	a	thousand	reasons	why	you	shouldn't	do	this.	But	I	am	not	a	crazy	person.	I'm	not	
going	to	be	up	here	saying	that	someone	who	has	made	zero	videos	or	even	ten	videos	needs	
to	go	out	and	spend	hundreds	of	hours,	and	1,000s	of	dollars	on	equipment	to	make	videos.	
I'm	just	saying	that	everyone	in	this	room	is	already	doing	something	where	if	you	can	layer	
just	a	little	bit	of	video	on	top	of	it.	You're	going	to	start	to	develop	a	skill	set	that	can	really	
launch	your	business	in	the	right	direction.		

Our	bookkeeping	businesses	are	a	great	parallel.	Again,	this	whole	talk	has	been	comparing	
bookkeeping	to	starting	to	use	video.	Let's	say	you	were	a	brand	new	bookkeeper	and	you	
didn't	have	a	vast	level	of	experience.	You're	serving	those	$250,000	a	year	revenue	clients	,	
but	you	dream	of	being	the	CFO	to	$10	million	ecommerce	companies.	You’ve	got	to	get	the	
skills	to	get	there.	And	that's	the	same	with	this.	You	can	get	the	skills	to	get	there.		

Someone	in	this	room	did	that.	They	just	started	and	their	life	took	a	very	different	trajectory.	
And	we	learned	this	from	NASA,	right?	NASA	taught	us	that	‘failure	is	not	option.’	I	think	that's	
true	for	video	-	using	videos	not	an	option.	But	NASA	also	teaches	us	that	if	you	just	have	a	
tiny	pivot,	what	happens	to	a	rocket	in	space,	if	there's	just	the	slightest	pivot?	It's	going	to	
end	up	in	a	different	direction,	right.		

I	think	our	own	Ben	Robinson	is	a	great	example	of	someone	who	made	a	tiny	pivot;	well	
you	can	call	it	a	tiny	pivot	because	he	didn't	change	industries.	He	started	using	video	and	his	
life	ended	up	in	a	very	different	spot	than	where	it	was.		

I	worked	with	his	staff	and	I	got	some	of	his	early	videos.	Yes,	I	did.	I	made	a	little	blooper	reel.	
You	know	how	ESPN	has	the	not-top-ten	segment.		Here's	some	Ben’s	videos.	This	is	someone	
who	was	going	in	this	direction,	made	a	pivot	and	is	in	a	very	different	place.	

[Videos	of	Ben	Robinson’s	early	videos	are	shown	here.]	

So	this	is	the	first	module	on	Bookkeeper	Business	Blueprint	for	the	business	and	marketing.	And	
really,	I	should	probably	name	the	business	and	marketing	and	mindset	motivation	with	assets	
on	the	blue,	because	blue	is	good.	Okay.	When	I	came	on	and	I	had	service	when	Rosemary	gave	
me	a	service,	she	created	revenue,	rather	than	right	here.	Balance.	The	county	is	in	balance	all	is	
good	with	the	world	

	

Why	is	blue	a	good	color?	I	don't	I	don't	know.	I'm	guessing	that	wasn't	scripted	and	it	just	
comes	out	of	your	mouth,	right?	You're	making	videos,	and	like,	why	am	I	saying	this?	I	don't	
know,	but	you	just	keep	going.		
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Another	thing	I	want	to	share	with	you	is	something	that	I	use	whenever	I	feel	like	a	dud.	Like	
no	one's	going	to	like	me,	no	one's	going	to	like	what	I	have	to	say.	I'm	terrible	at	this.	I	watch	
this	and	it	does	two	things	for	me:	first,	I	realize	I'm	not	going	to	be	this	bad,	and	second,	it	
puts	a	smile	on	my	face.	And	a	smile	is	about	50%	of	the	battle	when	you're	making	video.		

I	actually	have	a	little	piece	of	tape	next	to	the	eye	of	the	camera	that	says	‘smile.’	If	you	
just	do	that	your	videos	will	be	way	better.	So	this	is	my	pep	up.		

[Video	shown	where	Tina	Fey	is	on	video	and	being	coached	to	do	different	things.]	

	

The	last	thing	I	want	to	say,	and	I	feel	like	I	need	to	address	this.	We're	all	going	to	have	to	deal	
with	feelings	on	not	liking	how	we	look	on	camera.	And	I	was	recently	encouraged	by	
something	just	a	few	weeks	ago.	I	was	reading	a	devotional	with	some	women	in	my	church	
and	the	author	of	this	book	cited	a	resource	by	two	psychologists.	It	was	published	in	the	
academic	journal	perception,	and	they	were	studying	the	idea	of	beauty	and	how	beauty	
attracts	people.		

What	they	found,	though,	was	not	what	they	expected.	Instead	of	beauty	being	what	attracts	
people,	what	they	found	was	it's	not	our	physical	features,	but	familiarity.		

In	other	words,	the	more	we	see	a	face,	the	more	attractive	it	becomes.	The	more	we	see	a	
face,	the	more	we	find	it	engaging.	And	that	was	really	comforting	to	me,	and	I	made	a	mental	
note	to	share	it.	Remember	that.	And	I	want	you	to	just	remember	that	whenever	you're	
feeling	like	you're	not	camera	ready,	or	that	you	don't	like	the	way	you	look,	just	having	your	
face	available	to	your	clients	and	to	your	prospects	is	going	to	foster	a	sense	of	familiarity	that	
written	communication	just	simply	cannot	provide.	Now	you	don't	have	to	take	my	word	for	
it.	We	are	going	to	bring	up	our	panelists.	We've	got	three	great	panelists	coming	up…	
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Source	for	Video	Challenge	Quick	Script	below:	https://www.bookkeepingsidehustle.com/video/		

 
BKX 2022 Video Challenge  

Quick Script 
 

 
 
To whom am I speaking in this video (ideal client, current client, industry peer, etc): 
 
 

What will I say (make bullet points for each point you want to make)?: 
 
 
 
Where will I shoot the video?: 

 
 

Where will I publish the video?: 
 
 

Who will help me if I need a little assistance? What do I need help with (hold camera, be on video 
with me, show me how to upload the video to a specific platform, etc)?: 
 
	

	

Click	Here	to	Return	to	Index	
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2.7	Expert	Panel:	REAL	Bookkeeping	Biz	Owners	Using	Video		
–	Moderated	by	Kate	Johnson;	Panel:	Rachel	Barnett,	Jolene	Fleming	&	
David	Perry	
June	15,	2022	

	
Summary:	Below	is	the	detailed	summary	of	the	Expert	Panel	discussion	at	BKX.	This	was	made	available	
by	Kate	Johnson	on	her	website	at	www.bookkeepingsidehustle.com/videos		It	provides	valuable	tools,	
apps,	training	programs,	and	other	resources	to	help	you	start	creating	your	own	videos.	You	should	also	
visit	the	website	for	additional	resources.	

After	that	is	the	transcript	of	the	Panel	giving	valuable	advice	in	a	Q&A	format,	moderated	by	Kate,	and	also	
answering	questions	from	the	audience.	Below	are		the	names	and	contact	information	of	the	panel	
members.	.	
	
	

Video	Tips	-	BKX	2022	
Source:	https://drive.google.com/file/d/1fd-XLdqXvZsoqBjxHC5ghUNmv0z9F22U/view			
	
	
Kate	Johnson	|	Moderator	|	Bookkeeping	Side	Hustle	|	kate@bookkeepingsidehustle.com		
Rachel	Barnett	|	Gentle	Frog,	LLC	|	rachel@gentlefrog.com		
Jolene	Fleming	|	Upper	Left	Accounting	|	jolene@upperleftaccounting.com		
David	Perry	|	Latitude	Bookkeeping	Services	|	https://www.facebook.com/david.irving.perry/		
	

Tools	or	Apps	Used	to	Create	Videos	
	
●	Rachel	Barnett	(RB)	-	Snag-It	(techsmith.com),	Zoom.us	for	client	video	calls,	Searchie.io	–	

content	management,	Camtasia	(techsmith.com)	for	professional	videos	
●	Jolene	Fleming	(JF)	–	Loom.com,	Screencast-o-matic.com	–	screen	capture	video,	and	Google	

Meet	(meet.google.com)	–	premium	video	meetings	
●	David	Perry	(DP)	–	Loom.com,	HippoVideo.com	–	interactive	videos,	Krisp.ai	–noise	

cancellation,	and	Wistia.com	–	video	marketing	platform	
●	Kate	Johnson	(KJ)	-	Camtasia	(techsmith.com),	and	Elegant	Teleprompter	Pro,	Glide	Gear	

teleprompter	
	

Favorite	Resources	for	learning	to	COMMUNICATE	
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●	RB	-	I	watch	my	idols	and	listen	to	how	they	present	(i.e.	Seth	David	and	Hector	Garcia).	I	
listen	to	audio	books	and	professional	talks.	I	listen	carefully	for	word	choices,	inflection.	I	
say	yes	to	every	opportunity	to	speak	and	listen	carefully	to	the	verbal	and	non	verbal	
feedback	from	the	audience.	

●	DP	-	I	pay	attention	to	content	I	am	already	consuming.	For	example,	course	materials,	help	
documents	or	videos,	updates,	webinars,	talking	to	peers,	I	simply	try	to	pay	attention	to	
how	others	are	communicating	and	when	I	see	something	I	like,	find	a	way	to	adapt.	

●	KJ	-	Misty	Megia’s	Theater	of	Public	Speaking	Course,	Hector	Garcia’s	Video	Recording	
training,	Jason	Staats	Make	Better	Video	course.	

	

Favorite	Resources	for	learning	to	CREATE	
	
●	RB	-	Most	of	what	I	create	is	based	on	needs	I	hear	about.	I	put	my	brain	dump	ideas	on	a	

giant	piece	of	paper	or	whiteboard	and	I	organize	my	thoughts	in	software	called	The	Brain.	
I'm	also	extremely	fortunate	to	have	had	the	same	video	editor	for	the	last	3	years.	He	
doesn't	hesitate	to	tell	me	how	to	improve	my	videos.	

●	DP	-I	have	a	background	in	education,	so	a	lot	of	my	content,	how	to's,	etc,	are	likely	a	result	
of	something	I've	learned	to	do	and	am	simply	applying	at	this	point	in	my	life.	Take	what	
you	already	know	and	put	it	to	practice.	

●	KJ	-	Loom,	ScribeHow	lets	you	create	a	PDF	while	you	film	your	video,	the	#VPDExperiement	
hosted	by	Twyla	Verhelst,	and	here	is	an	article	with	a	detailed	list	of	ideas	for	different	
videos	you	can	create.	

	
Preferred	Video	Equipment	

	 Rachel		 	 	 	
●	Windows	laptop	
●	MacBook	Pro	
●	Blue	Yeti	Mic	with	windscreen	
●	cheap	Mpow	headset	
	

	 Jolene	
●	Razer	Webcam	
●	Google	pixel	earbuds	
●	Ring	light	
	

	 David	
●	Logitech	Brio	4K	
●	Blue	Yeti	Microphone	
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●	Suspension	Mic	Stand	
	

	 Kate	
●	Sennheiser	SC	30	USB	ML	headset	
●	Cliplight	reading	light	
●	Logitec	C920x	HD	Pro	Webcam	
●	Glide	Gear	3	in	1	TMP	75	teleprompter	
●	Teleprompter	PAD	Bluetooth	Remote	
	

Types	of	Videos	You	Create	
Rachel		
●	Instructional	videos	for	my	team	
●	Financial	updates	for	clients	
●	Transition	videos	for	new	bookkeepers	taking	over	a	client	(instead	of	a	30	minute	Zoom)	
●	Course	videos	
	

Jolene	
●	Welcome	videos	
●	How	to	videos	
●	Training	recordings	
●	Financial	Reviews	
	

David	
●	Online	inquiry	responses	
●	Welcome	videos	for	new	team	members	and	clients	
●	How	to	videos	
●	Personal	video	to	someone	I	want	to	work	with	
●	General	communication	
●	Proposals	
●	Account	reviews	
●	Month	End	report	overviews	
●	Videos	of	technical	problems	sent	to	the	software	companies	
	

Kate	
●	Software	demos	
●	Course	Review	Interviews	
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●	Software	tutorials	
●	Live	streams	
●	Group	“office	hours”	for	DIY	clients	
	

Advice	for	people	who	are	reluctant	to	make	more	video	content	
	

●	RB	-	I	have	had	so	many	people	hire	me	because	they	felt	like	they	got	to	know	my	
personality	through	my	videos	and	they	knew	we'd	get	along.	Video	is	awkward	but	it's	one	
of	the	easiest	ways	to	make	yourself	approachable	to	others	and	you	can	do	as	many	retakes	
as	you	need	if	your	voice	shakes	or	you	get	nervous!	

●	JF	-	Face	to	face	is	the	best	way	to	make	a	strong	connection	with	leads	and	clients.	It	puts	a	
face	to	the	name	and	reminds	them	that	we	are	human	too.	

●	DP	-	A	lot	of	people	don't	like	to	be	on	video.	Myself	included.	I	was	a	bit	reluctant	at	first	and	
it	was	uncomfortable,	I	felt	like	I	had	to	have	my	video	on	ALL	the	time	to	be	personable.	I	
almost	hedged	myself	into	delaying	the	creation	of	videos	because	I	would	wait	for	better	
"circumstances,"	whether	it	was	I	looked	a	bit	rough,	or	my	kids	were	in	close	enough	
proximity	to	video	bomb	me.	So,	for	a	long	time,	I	used	my	video	for	EVERY	thing	for	
whatever	reason.	It	drained	me	but	I	eventually	realized,	people	don't	need	to	see	my	face	
every	time	I	create	a	video.	If	it's	a	how	to,	I'm	not	always	toggling	my	video	on.	Unless	it's	
just	me	talking	or	I	am	sending	a	personal	message	to	intentionally	connect	with	someone,	
my	camera	is	likely	off.	Now	I	just	power	through	my	videos	and	it's	way	less	draining	for	me.	

●	KJ	-	You	don’t	have	to	think	of	yourself	as	a	super	fancy	video	producer.	In	our	industry,	video	
content	will	still	set	you	miles	ahead	of	other	bookkeepers.	What	you	say	is	so	much	more	
important	than	what	you	look	like.	And	you’ll	start	to	feel	more	comfortable	with	practice.	I	
promise!	

	
	

What	are	3	tips	can	you	use	to	get	started	making	videos	today?	

Now	go	film	some	video	content!	
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Activity	prior	to	starting	

Kate		We've	got	three	great	panelists	coming	up.	Why	they're	coming	up.	My	children	are	here	
and	they're	going	to	pass	out	a	packet	of	paper	to	each	table.	And	while	they're	coming	up,	
these	are	the	instructions.	At	the	top	page	is	a	single	page.	It	is	a	place	where	each	of	you	at	
your	table	are	going	to	write	your	name,	your	contact	info,	and	you	have	three	boxes	you	can	
check	about	which	of	the	three	types	of	videos	you	want	to	create.	And	that	way,	at	the	end	of	
this,	you're	going	to	take	a	picture	and	you're	going	to	have	ten	people's	names	and	contact	
info,	and	you're	going	to	know	what	they're	interested	in	creating.	And	so	there's	your	friends,	
there's	the	people	that	you	can	connect	with	whenever	you're,	How	do	I	upload	this	to	
Youtube?			

So	you	might	not	want	to	fill	that	out	at	the	end	of	the	panel	because	you	might	change	your	
mind	about	what	video	you	want	to	do	based	on	what	they're	saying.	The	other	paper	that's	in	
there,	it's	a	two	sided	piece	of	paper,	one	of	them	says	a	Challenge,	don't	worry	about	that	yet.	
Instead,	you're	going	to	turn	to	the	notes	page	and	you're	going	to	have	a	spot	to	write	three	
tools	that	you	want	to	investigate	when	you	get	home.	Three	videos	that	you	know	you	can	
create	like	before	the	end	of	June.	Like	the	easy	ones,	the	ones	like,	I	know	I	can	do	that.	I'm	
going	to	go	do	it.	And	then	three	stretch	videos.	What	have	you	heard	today	that	you're	like,	I	
know	I	need	to	do	that	for	my	business.	You're	going	to	write	those	down	and	it's	going	to	be	a	
stretch,	but	you'll	be	able	to	get	there	if	you	write	them	down.	My	husband	always	tells	me	if	
it's	not	written	down,	it	doesn't	exist.	So	write	it	down.		

All	right.	So	we	have	our	panel.	I'm	so	glad	these	people	volunteered	to	be	up	here.	And	I'm	
going	to	start	by	letting	them	introduce	themselves	and	telling	us	quickly	the	kind	of	videos	
you	create.		

	

Introduction	of	Panel	Members	

Rachel		Hi.	My	name	is	Rachel	
Barnett.	I	do	a	little	bit	of	Bucket	One	
and	Bucket	Two,	but	mostly	Bucket	
Three.	So	what	that	means	is	I	create	
a	lot	of	external	videos	on	YouTube	and	elsewhere	just	teaching	people	how	to	do	stuff.		

	

Jolene		Hello.	I	am	Jolene	Fleming	and	I	own	Upper	Left	Accounting.	We're	a	full	service	
accounting	firm	located	in	Washington	State.	We	use	a	lot	of	video	within	our	firm,	both	
internally	and	externally.	So	clients	and	prospects.	We	don't	do	any,	currently	of	the	Bucket	
Three.	Potentially	maybe	down	the	road.	But	yeah,	we	do	mostly	a	lot	of	our	internal	stuff	has	
video	and	then	with	clients.		
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David		My	name	is	David	from	Latitude	Bookkeeping	Services.	So	I	work	with	churches	and	
nonprofits	mostly.	I	live	in	northern,	very	northern	New	York,	near	Canada.	If	you	know	
where	Plattsburgh,	New	York	is?	That's	where	I	live.	So	this	whole	video	thing.	So	I	didn't	even	
think	about	videos	when	I	first	started	my	business.	And	I	actually	really	started	using	videos	
because	I	received	a	personal	video	message.	I	bought	this	book	and	the	author	of	the	book	
sent	me	a	video	message	through	Bonjoro.	https://www.bonjoro.com/	I	don't	know	if	you've	
heard	of	my	Bonjoro.	And	it	was	just	like	this	30	second	clip	of	him	just	thanking	me	for	
purchasing	his	book	and,	you	know,	encouraging	me.	And	if	I	had	any	questions	to	try	to	reach	
out	to	him.	And	I	was	just	so	blown	away	that	this	guy	would	take	30	seconds	even	just	to	
send	me	a	message.	So	just	from	that	point,	I	just	decided	that	I	was	going	to	use	video,	
because	for	me,	personal	connection	is	really	important.	And	so	I	just	grabbed	on	to	that	
one	video	and	that	one	thing	that	happened	to	me	and	I	just	use	video	anywhere	I	can	for	
client	contact.	(Bucket	Two)	

I	try	to	use	video,	whether	it's	sometimes	just	with	prospects.	I've	reached	out	with	videos,	
you	know,	they	ask	some	questions.	So	I	actually	respond	with	the	video	and	just,	you	know,	
answer	the	question	with	the	video,	you	know,	with	somebody	who	signs	on	to	be	part	of	our	
services,	I'll	send	a	welcome	message	to	them	and	just	welcome	them	to	what	we	do.	And	
then,	you	know,	sometimes	I	just	don't	like	writing	emails.	And	so	I'm	like,	you	know,	it'll	take	
me	like	30	seconds	to	do	a	video	of	this	and	to	show	them	what	I'm	trying	to	do.		

And	so	I	just	use	video	as	much	as	I	can.	So	it's	mostly	internally	and	externally.	We're	not	
doing	like	the,	you	know,	we	don't	have	a	platform,	a	YouTube	platform	or	anything,	but	
anywhere	we	can	use	videos	or	how	to’s	or	internal	stuff.	Our	team	communication	is	a	lot	of	
times	it's	just	video	because	it's	just	easier.		

	

Kate	There	was	a	lot	of	hesitation,	hands	raised.	And	so	I	thought	we	should	just	get	it	out	
there.	You	can	keep	it,	David,	and	we'll	go	back	down	the	row.	Any	horror	stories	about	using	
video?	I	had	some.	Do	you	have	any?		

	

David	So	don't	have	a	horror	story.	The	best	part	about	using	videos	is	retakes.	Right.	So	I	
don't	really	have	a	lot	of	horror	stories	because	I	can	just	redo	the	dang	video,	but	I	have	sent	
videos	out	without	any	sound	to	them.	So,	and	I	did	this	several	times	like	a	client	would	ask	a	
question	and	I	sent	a	video	and	thankfully	it	wasn't	like	a	welcome	video	or	anything	like	that.	
So	yeah,	so	I	actually	had	to	start	like	just	leaving	my	microphone	off	of	me	like	to	have	it	on	
all	the	time.	So	if	you	know	how	to	hack,	you	can	probably	listen	in	on	it	everything	that	
happens	in	my	office.	So,	yeah,	so	that's,	that's	the	mainly	the	dumb	thing	that	I've	done.		

	

Kate		Jolene,	what	about	you?		
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Jolene		I	don't	have	too	much	of	a	horror	story,	unfortunately	it	can't	be	the	horror	story	from	
yesterday's	video.	But	I'm	lucky	enough	that	I	have	an	office	that	I	go	to	so	I	don't	work	from	
home.	I	mean,	I	do	sometimes	not	on	the	regular,	but	during	COVID,	obviously	I	was	working	
from	home	and	so	were	my	children.	And	so	there's	a	lot	of	times	where	you	will	see	a	child	in	
the	background	of	a	video.	I	also	have	an	office	cat	and	he	likes	to	jump	up	on	my	keyboard.	I	
was	not	recording	a	video.	I	was	on	a	video	call	with	a	friend	and	he	shut	my	entire	computer	
off.	So	that's	just	about	the	worst	of	it.		

	

Kate		All	right.	Right.	You,	Rachel.		

	

Jolene		So	mine	much	like	David's	is	audio.	I	was	hired	to	create	a	course	for	a	company	that	
resells	courses.	And	they	were	super,	super	particular.	Like,	we	need	the	audio	to	be	totally	
and	completely	perfect.	I'm	like,	okay,	fine.	I	was	excited	about	it	because	it	was	going	to	be	a	
camera	off	situation.	I	did	the	first	couple	lessons	like,	Oh,	that	is	not	correct.	And	so	I	redo	it	
and	redo	it.	I	can't	even	tell	you	how	many	times	I	redid	it.	Like	I	would	go	to	different	rooms	
in	the	house.	I	didn't	have	carpet	on	the	floor,	so	I	put	like	blankets	down,	and	I	would	try	to	
put	like	couch	cushions	in	the	room.	And	I	don't	even	know	how	much	time	I	spent	trying	to	
just	fix	the	audio	so	they	would	be	happy.	But	I	got	it	figured	out.	I'm	like,	This	is	it,	this,	this	is	
my	set	up.	I	taped	everything	on	my	desk	so	I	can	remember	where	it	was.	You	know,	like,	this	
is	my	goal.	You	take	it.	I	just	need	to	get	through	this	course,	and	I'm	never	doing	this	again.		

	

Kate		There	are	going	to	be	times	when	you	spend	a	lot	of	time	or	you	record	something	long	
and	it	doesn't	save.	I	just	accept	it.	It	can	be	brutal.	You're	going	to,	you	know,	edit	half	of	it.	
You	walk	away.		And	the	cat	does	the	cat	thing	and	then	all	your	work	is	gone.	But	they	didn't	
die.	They're	still	here.	They're	still	using	video.	Rachel,	can	you	share	something	you	find	most	
challenging	about	using	video	either	now	or	when	you	got	started?		

	

Rachel		For	me,	the	most	challenging	is	just	my	audio.	That	was	for	me.	My	horror	story	was	
my	one	really	bad	audio	story.	But	I'm	using	a	Mac,	and	I'm	notorious	for	not	looking	to	make	
sure	that	the	Mac	like,	it's	going	to	record	the	audio	from	my	headphones	and	not	from	my	
Mac.	I	don't	know	what's	happening	with	my	computer,	but	the	fan	is	constantly	on.	So	I	
recorded	so	many	videos,	which	is	fan	noise	and	then	these	little	whispers	in	the	background	
and	so	like	that's	my	most	challenging.	It's	between	the	chair	and	the	keyboard	and	my	
inability	to	remember	this.		
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Jolene		My	biggest	one	actually	is	not	with	myself,	it's	with	my	staff.	Okay.	So	my	staff	does	
help	create	internal	SOPs	and	internal	documentation	with	video.	And	they	don't	have	the	
confidence	that	I	do.	And	so	I've	tasked	them	with	these	making	these	videos.	And	so	that's	
probably	what	I	would	say	is	my	biggest	challenge.		

	

Kate		Are	you	working	with	them	on	it?	So	you	still	want	them	to	do	it	and	they're	seeing	
improvements.		

	

Jolene		Yeah.	Yeah.	So	we're	working	on	it.	We	just	started	this	process	just	recently,	so	it's	
still	new.	I'm	giving	them	time	and	grace	and	also	implementing	other	ways	to	get	them	
documented	alongside	videos.			

	

Kate		So	they're	doing	video	plus	something	else.	If	you	have	a	staff	member	that's	going	to	be	
like	the	pinnacle	to	work	yourself	out	of	doing	the	videos.	Right.	Eventually,	maybe	you	can	do	
that.	How	are	you	letting	them	use	video?	But	something	else	in	the	interim	till	they	get	good.	
What's	the	what's	the	something	else	that	they're	doing?		

	

Jolene		So	there's	something	else.	The	other	tool	that	we	use	is	ScribeHow.	We	really	like	it.	So	
we	use	Loom	and	ScribeHow	together	and	we	start	them	at	the	same	time.	Loom	records	the	
video.	ScribeHow	records	screenshots.	If	you're	not	familiar	with	that	software,	I	would	
definitely	check	it	out.	It's	amazing.	And	then	we	also	have	like	a	premium	Loom	subscription	
that	transcribes	everything,	so	we	use	that	also.		

	

Kate		David,	what	do	you	find	most	challenging?		

	

David		So,	I	mean,	those	noises,	right.	Everything	makes	a	noise.	The	air	purifier,	the	heater,	
the	kids	banging	on	my	office	from	outside,	climbing	up	the	thing	to	peek	at	me	through	the	
window	while	I'm	on	a	zoom	calls.	That	happens	all	the	time.	I	think	one	of	the	challenges	for	
me,	even	though	I	love	retakes,	the	retakes	are	also	a	challenge	to	me	because	if	you	ever	
watched	the	movie	Groundhog	Day?		So	you	start	the	video	and	then	it's	not	that	good,	
especially	when	it's	like	a	personal	connection	message	and	you	really	want	to	get	it	right.	I	
think	I've	done	this	video	like	12,	15	times.			

And	it,	if	I	could	add	this	to	in	editing	because	I'm	kind	of	lazy,	but	I'm	not	that	advanced	in	my	
editing.	Like	I	know	my	editing	is	like	taking	off	the	end	and	the	beginning	of	the	video	so	you	
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don't	see	my	stupid	faces.	So	because	I	don't	do	a	lot	of	editing	retakes,	it	can	be	a	challenge.	
Yeah.		

	

Kate		I	would	like	to	ask,	how	have	you	benefited	from	using	video	in	ways	that	you	didn't	
expect?		

	

David		In	ways	I	didn't	expect?	So	I	guess	I	can	say	I	didn't	completely	expect	to,	but	because	
that	again,	that	personal	connection	is	so	important	to	me.	When	I	started	doing	that	with	
either	prospects	or	even	my	clients,	I've	gotten	so	many	comments.	Normally	nobody	would	
say	anything	when	you	send	them	something	and	you	talk	to	them	after.	But	like,	if	I	send	a	
video,	like	I	always	get	some	comment	about	that	video,	like,	hey,	I	love	that	video.	It's	a	really	
nice	touch.	Thank	you	for	sending	that	to	me	today.	It's	almost	like	I	always	get	a	comment	
when	I	send	videos	because	people	like	the	videos	so	much.		

	

Kate		Jolene,	what	about	you?		

	

Jolene		Yeah.	So	quite	a	few	years	ago,	we	started	doing	quarterly	accountability	meetings	
with	our	clients.	We	would	deep	dive	into	the	financials.	But	clients	would	never	schedule	
them.	They	never	would	take	the	time.	So	just	recently,	I	started,	instead	of	trying	to	schedule	
meetings	with	them,	that	they	would	not	even	schedule	or	attend,	I	was	doing	video	recaps	of	
their	financials	on	a	quarterly	basis	and	doing	a	little	bit	deep	dive	into	that.	And	then	
obviously	I	followed	that	up	with	a	link	if	they	do	want	to	schedule	to	go	further.	But	
surprisingly,	I've	gotten	a	lot	of	great	feedback	from	that.	So	going	from	no	response,	like	just	
being	ghosted.		

And	now	I	every	time	I	send	out	a	batch	of	emails	or	I	embed	the	video	in	the	email,	I	get	really	
good	response	back	and	it's	like,	This	is	so	great.	Thank	you	so	much	for	taking	the	time	diving	
in.		

So	I	didn't	really	expect	that	I	guess.	I	was	just	more	like,	Oh,	maybe	we'll	try	this	out.	And	
then	I'm	still	like	fulfilling	my	duty	of	giving	them	a	review	every	quarter.	So	that's	been	really	
good.	And	it's	engaging	them	a	little	bit	more	and	then	opening	that	conversation	up,	too.	So	it	
has	also	led	to	actually	scheduling	meetings	with	me	and	wanting	to	go	deeper	into	their	
financials,	where	before	it	was	just	kind	of	crickets.		

	

Kate		Rachel,	how	have	you	benefited	in	ways	that	you	didn't	expect,	maybe,	especially	with	
your	external	videos,	since	you	have	a	lot	of	those?		
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Rachel		Yeah,	I'm	here.	So	I	created	the	videos	as	a	way	to	weasel	out	of	the	get	to	know	you	
conversations	with	prospects.	I	thought	if	I	just	put	stuff	on	YouTube	people	would	get	to	
know	me.	And	then	we	can	just,	you	know,	get	past	the	small	talk.	As	the	result	of	having	the	
videos	on	YouTube	various	course	creation	companies	have	hired	me	to	create	courses	for	
them.	Never	even	occurred	to	me	that	somebody	would	be	like,	I	want	you	to	create	a	course.	
We'll	put	our	branding,	we'll	resell	it.		

So	I've	become	friends	with	other	people,	and	they're	like,	Oh,	I	saw	like	your	course,	like	I	
saw	a	course	you	did.	Like	my	branding	is	not	a	role	because	the	company	hired	me	to	do	it	on	
their	behalf	and	then	they	resold	it	and	I	would	never	have	expected	people	to	find	me	and	ask	
me	to	do	that	because	I'm	the	person	sitting	in	the	corner	not	talking	to	anybody.	So	I'm	like,	
Hurray	for	public	video.		

	

Kate		What	about	your	can't	live	without	tools?	What	do	you	have?	What	is	your	favorites	tech	
stack	when	it	comes	to	video?		

	

Jolene		Oh,	man.	Okay,	so	my	favorite	Can't	Live	Without	tool	is	my	editor,	but	my	tech	stack	
for	me	is	external	videos;	the	ones	that	go	up	on	YouTube.	I	love	Camtasia.	Camtasia	allows	me	
to	record	the	video	and	to	highlight	my	mouse.	So	what	I'm	going	to	describe,	like	go	to	the	
upper	left	hand	corner	and	do	a	thing	like	having	the	mouse	just	kind	of	have	a	little	yellow	
circle	around	it.	It	helps	people	follow	along	with	me.	For	videos	that	I	send	to	clients.	I	use	
whatever	software.	Most	of	the	time	it's	Snag	It.		

What	I	really	like	for	hosting	those	videos	is	a	program	called	Searchie.io.	So	Searchie.io	will	
allow	me	to	put	the	video	together.	Searchie	will	do	an	automatic	transcription.	And	then	
clans	can	search	the	transcription.	So	if	we	have	a	video,	say	30	minutes	or	45	minutes,	and	
they	want	to	go	to	that	one	part	of	the	video.	They	can	search	the	keyword	that's	on	their	
brain.	So	that's	been	really	helpful.		

	

Kate		That's	impressive.	I	have	not	heard	about	that.	Yeah.	What	about	you	Jolene,	can't	live	
without	tools?		

	

Jolene		Yeah.	So	SribeHow.	We	talked	about	use	Loom	pretty	heavily	and	Google	Meet	is	the	
platform	that	we	use	for	live	video.	Other	than	that,	I	am	not	dove	into	the	editing.	So	it's	very	
raw	and	very	real	and	you	just	get	what	you	get.	But	I	did	get	an	external	camera,	so	I	don't	
use	the	camera	that's	built	into	my	computer,	my	laptop.	I	have	one	that	I	bought	on	Amazon,	
but	it	has	like	a	ring	light	built	into	it	because,	you	know,	it's	got	to	be	brighter	than	your	
background	that.	So	I	really	like	that.	I	guess	I	don't	know	if	the	sound	is	great	because	I've	
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never	been	into	the	audio	quality	because	I've	never	been	on	the	other	end	of	the	call.	But	
maybe	some	people	in	here	could	let	me	know	if	they	actually	suck.	But	I	have	earbuds	that	
have	a	microphone	built	into	them,	so	I	like	that	one.	I	can	always	hear	what's	going	on	a	lot	
better	with	my	headphones	and	then	I	also	use	the	mic.	So	hopefully	the	audio	quality	is	great.		

	

Kate		I'm	sure	it	is.	We	put	a	link	to	the	camera	and	light	that	you	said	on	the	document	that's	
on	the	bookkeepingsidehustle.com/video	page.	So	if	you	want	that	kind	of	a	camera,	there's	a	
link	to	what	she	uses.	What	about	you,	David?	Can't	live	without	tools.		

	

David		I	use	most	of	those	tools.	For	lighting,	I	actually	redesigned	my	office.	And	so	when	I	
did	that,	I	put	strategic	lighting	in	my	ceiling,	so	I	didn't	have	to	buy	some	other	light	just	to	
have	there	because	I	don't	like	extra	things	sitting	around.		

When	I'm	doing	live	video	type	stuff	or	if	I'm	doing	a	meeting	and	I	want	to	record	it,	I	just	
want	to	mention	there's	an	app	called	Krisp,	and	the	reason	I	use	it	is	because	any	background	
noise	that	happens	around	me,	basically	you	can't	hear	it	if	you're	on	the	other	end	of	my	
video.	So	yeah	my	dog	could	be	barking	in	the	background	and	my	kids	screaming	in	the	
background	playing,	and	the	person	on	the	other	end	doesn't	hear	a	thing	as	it	basically	mutes	
the	noise.	And	it	actually	works	the	reverse	too	because	I've	had	people	like,	oh	my	goodness,	
did	you	did	you	hear	that?	And	I'm	like,	nope.		It's	cool.	So	I	don't	get	distracted	by	the	things	
that	are	going	on	the	other	side	of	the	video.		

	

Kate		So	these	are	the	questions	that	I	had	and	now	we	would	like	to	let	you	all	ask	questions.	
We're	doing	great	on	time.	There	are	two	mikes,	please	go	to	your	mike	if	you	have	a	specific	
question.	So	say	the	name	or	we'll	kind	of	all	chime	in.		

	

Audience	Question		This	is	referring	to	your	video	up	there	and	anybody	can	answer.	And	I	
did	hear	about	light	rings.	I	haven't	made	videos	yet,	but	I've	done	a	lot	of	Zoom	conferences	
and	I've	got	a	house	with	very	large	windows.	Now,	it	didn't	surprise	me	what	happened.	I	
wanted	to	open	the	shade	a	little	bit.	I	opened	it	less	than	10%	and	I	whited	half	the	video.	Do	
you	all	use	light	rings.	I	know	the	gentleman	said	that	he	had	special	lighting.		

	

Jolene		Yeah.	So	I	just	have	the	camera	with	the	light	ring.	I've	also	positions	my	desk	in	my	
office	to	be	farther	away	from	the	windows	so	that	that's	not	an	issue.	I	also	have	my	windows	
frosted	at	my	office,	so	that	also	helps	keep	out	the	light.	
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Rachel		I	use	the	late	ring.	So	I	think	my	editor	won't	notice	so	I	stopped	using	it,	and	then	he	
reprimands	me	and	I'm	back	to	using	it.		

	

David		So	the	Logitech	Brio	4K,	when	I'm	using	that,	it	doesn't	block	out	everything,	but	
there's	a	little	light	that	comes	on	so	it	kind	of	allows	that	to	kind	of	be	the	spotlight	on	me.	I	
can	see	it	as	soon	as	the	light	comes	on.	And	so	everything's	just	like	there.		

	

Kate		I'm	pretty	sure	the	link	to	that	Logitech	is	on	the	resource.	Hey,	you	have	a	prize?	I	have	
mouse	pads	that	have	the	accounting	equation.	So	the	first	four	folks	here	come	here.	
Seriously.	Mouse	pad	with	T-accounts.		

	

Audience	Question		I	have	two	questions.	David	you	said	Krisp.ia.	Do	you	use	it	like	on	Zoom	
calls	to	block	out	the	sound	when	you're	on	Zoom	calls?		

	

David		That's	primarily	where	I	use	it.	So	I	will	say,	if	you	sometimes	record	your	Zoom	video	
so	you	can	give	it	to	whoever	later	for	whatever	reason.	I	will	say	that	I	haven't	totally	tested	it	
with	like	a	Loom	video	because	the	way	it	works	is	it	kind	of	suppresses	the	sound.	So	
sometimes	in	the	Loom	video	I've	had,	people	say	that	they	can't	hear,	the	volume's	low.	It	
may	have	gotten	better.	I	haven't	tried	it	in	a	while,	but	if	you	are	trying	to	do	a	video	and	it's	
not	live,	then	it	may	suppress	enough	where	you	can't	hear	the	sound.		

	

Audience	Question		Okay,	that's	cool.	I'm	always	on	Zoom	calls	and	there's	noise	and	that'd	
be	cool.	And	then,	Rachel,	I	do	have	a	question	for	you,	and	I've	made	a	couple	of	YouTube	
videos	as	well.	And	my	first	couple,	I	wrote	out	scripts	and	then	I	stopped	writing	scripts	and	
just	winging	it	and	I	can't	really	tell	which	one	takes	me	longer	to	do.	Do	you	write	out	scripts,	
and	how	do	you	feel	with	the	time	with	that?		

	

Rachel		I	definitely	don't	write	out	scripts.	I	can't	stay	on	task	with	the	script.	So	I'd	rather	off-
the-cuff	inauthentic	than	a	script,	and	it	takes	me	forever,	but	I'm	okay	with	it.		

	

Kate		I'll	add	to	that	because	I	make	YouTube	videos	too.	And	I	used	to	not	script,	but	I	script	
now.	I	would	say	try	both	methods.	I	particularly	try	to	script	my	intro	and	my	outro	and	
that's	where	I	find	the	most	value	doing	it,	because	it	allows	me	to	get	to	my	point	really	
quickly.	Especially	if	it's	on	public	videos,	you	need	to	like	say	what	your	main	message	is	
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within	like	the	first	20	seconds,	like	maybe	even	shorter.	And	so	I	can	be	a	rambler.	I	actually	
did	invest	in	the	teleprompter	for	this.	It	wasn't	a	ton	of	money.	It's	my	resource	that	I	use	is	
called	Glide	Gear	teleprompter.	I	think	it	was	like	175	bucks,	and	then	I	use	my	phone,	its	like	
how	it	mirrors.	Once	I	paid	$175	for	a	teleprompter,	I	got	back	my	time	in	a	day,	for	paying	
that	amount	of	money.	So	if	anyone	wants	to	talk	about	teleprompter	usage.		

But	then	when	I	tried	to	do	on	the	channel	that	I	do	to	get	clients,	it's	tutorial	based.	And	so	
that	part	is	hard	to	script.	So	I	just	do	like	my	chunks,	like	I	know	I	want	to	teach	like	this,	this	
and	this,	but	you	know,	when	you're	doing	tutorials.	I	clap	whenever	I	know	I'm	ready	to	have	
like	a	good	take.	So	in	my	sound,	I	see	two	big	spikes.	And	so	that	kind	of	allows	me	to	use	my	
audio	track	as	a	way	of	saying,	like,	this	is	good	or	jumps,	so	I'm	constantly	like	clapping.		

	

Audience	Question		My	question	would	be	to	using	Loom	and	you	have	your	videos.	Where	
do	you	store	them	to	see	if	you	were	going	to	have	a	VA	or	somebody	to	help	you?	Where	do	
you	store	them	and	refer	them	to	go	look	at	the	videos.		

	

Jolene		Loom	actually	has	great	file	storage	in	itself	so	we	have	it	structured	for	internal	
videos	and	external	videos	and	we	do	also	a	lot	of	the	internal	videos	we	do	save	to	our	SOPs	
and	our	Google	Drive	as	well.	Loom	is	great	for	sharing.	It	has	like	a	share	button	embed	right	
in	the	email.	So	those	ones	that	go	to	clients	are	just	saved	in	Loom	itself.		

	

David		So	yeah,	I	would	encourage	you,	if	you	are	using	Loom	to	organize	your	videos	and	do	
it	as	soon	as	you	do	the	video.	Like	as	soon	as	the	video's	done,	save	that	thing	like	have	some	
sort	of	file	structure.	And	like	she	said,	the	file	structure	is	great.	I	have	one	for	each	client	and	
then	I	have	like	some	shorter	ones	for	communication	and	other	things.		

	

Audience	Question		Yes.	So	I'm	like,	Jolene,	I'm	a	Bucket	One	and	Two-er,	and	absolutely	
nothing	in	Bucket	Three.	For	those	of	you	guys	who	are	like	doing	Bucket	Three,	how	do	you	
come	up	with	the	content	because	that's	where	I	struggle?	I	am	not	a	creative	brain	at	all.	So	
how	do	you	come	up	with	that?	What	do	you	film?		

	

Rachel		This	will	be	a	recurring	theme	with	me.	I	outsource	it.	So	I	have	a	VA	and	one	of	my	
VA's	jobs	is	just	to	look	and	see	what	people	are	commonly	asking	in	various	forums.	And	then	
she	has	a	running	Google	doc	and	if	she	sees	that	I'm	not	making	videos,	she's	like,	You	
remember	that	you're	doc	these	super	good	if	you	could	answer	some	of	that.		
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Kate		I	can	answer.	I	don't	have	a	VA	coming	up	with	my	video	titles,	but	I	have	my	own	list.	I	
find	that	once	this	was	like	a	goal	of	mine,	like	I	actually	set	a	goal	-	I	only	made	it	five	months	
before	I	missed	a	week,	but	I	had	a	goal	for	the	tutorial	channel	of	a	video	a	week,	and	so	it	
was	just	really	top	of	mind.	And	I	found	that	I	kind	of	came	up	with	ideas	all	the	time.	But	I	use	
client	questions	like	if	one	client	has	a	question,	like	there	are	300	million	people	in	America	
who	have	a	question,	right?	Like	the	questions	are	the	same.		

Also,	I		look	at	other	good	YouTubers	and	just	make	what	they	make.	Like	it's	fine	to	make	a	
how	to	make	it	invoicing	QuickBooks	Online.	Like	that's	a	fine	video	that	someone	in	your	
ecosystem	is	going	to	need.		

And	like,	think	about	if	you	don't	want	a	client,	like	the	prospect	comes	to	you	and	they	have	a	
question.	You	know	what?	We're	not	a	good	fit,	but	when	we	help	you.	Like	this	was	your	
problem.	I'm	going	to	give	you	your	answer.	It	takes	you	2	seconds	to	go	get	your	video	of	
whatever	the	problem	was.	You	don't	want	to	work	for	them.	You	build	goodwill.	I	share	my	
videos	all	the	time	with	people	that	I	bump	into,	like,	Oh	yeah,	I	have	an	answer	for	that.		

	

Audience	Question		So	a	quick	follow	up.	If	it's	like	a	client	question,	and	you're	like,	okay,	
cool.	I'm	going	to	film	this,	and	use	this	content.	Is	there	something	to	blur	anything	that	might	
be	private?	Because	a	lot	of	what	we	do	is	very	private	and	confidential.	And	then	do	you	
request	permission	from	maybe	someone	who	might	recognize	certain	numbers,	or	what's	
your	process	for	that?		

	

Rachel		I	just	redo	it	in	Craig's	Landscape.		

	

Jolene		Yeah.	That's	what	I	was	going	to	say,	too.	If	you	can	replicate	the	issue,	if	you	could	
replicate	it	in	Craig's	landscape.	That's	usually	what	I	do.	I'm	still	trying	to	figure	this	out	and	
I'm	going	to	look	up	Camtasia	connecting	the	bank	feeds.	Like	if	you	have	to	have	your	client	
connect	to	the	bank	feed,	Having	a	how	to	do	that,	but	you	can't	do	it	in	Craig's	Landscapes.	So	
that's	my	next	thing	to	tackle	it.		

	

Kate		This	is	a	really	important	thing	for	you.	The	good	ones,	like	you	know	the	people	that	do	
the	videos	that	you	all	search	whenver	you	have	a	problem.	Those	people,	I	think,	have	their	
own	demo	file.	So	take	your	business	card,	get	a	burner	card,	get	an	extra	relay	card	and	like,	
pop	it	in	a	QuickBooks	Online	file.	I	know	like	Hector	Garcia	does	that.	It's	like	a	personal	
family	AMEX		or	something	because	it	doesn't	really	make	a	lot	of	sense	when	he's	doing	it,	
but	he's	able	to	have	live	transactions	and	I	take	the	time	to	blur.	It	is	tedious.	Some	people	
don't	recommend	that.	I	have	a	couple	of	clients	who	have	kind	of	given	me	permission	to	do	
that,	and	we've	discussed	that	they	know	I'm	doing	it.	But	you	can	also	use	your	own	like	your	
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own	books,	because	then	if	you	make	a	mistake,	you're	like,	Well,	I	didn't	make	anybody	mad,	
but	now	everybody	knows	what	I	do.	So		I	have	definitely	recorded	stuff	in	my	own	books.		

	

Audience	Question		So	my	question	was	very	similar	to	that,	which	is	if	you	are	going	to	do	a	
financial	report	quarterly	on	Loom,	but	are	any	of	your	clients	concerned	about	their	reports	
being	online	and	gone	through?	Would	you	ask	permission	to	do	that	or	is	Loom	is	super	
secure?	That	to	me	feels	a	little	uncomfortable.		

	

David		Yeah.	So	the	best	option	you	can	have	with	Loom	is	you	can	put	like	a	password	on	it	
so	that	you	can	at	least	protect	it	from	anyone,	The	reality	is	with	Loom,	you	create	a	video	
and	it's	not	easy	to	find,	but	I	imagine	that	it's	out	there	somewhere	and	someone	could	
somehow	maybe	find	it.	So	that's	kind	of	a	little	unsettling.	So	if	we	send	anything	that	has	any	
financial	information	on	it,	we	give	the	client	a	code	that	you	just	set	it	up	with	a	password	
and	make	sure	they	have	the	password	to	to	watch	the	video.		

	

Audience	Question		So	you	keep	it	on	Loom.	You	don't	integrate	it	into	a	different	encrypted	
something	or	other?		

	

David		No,	I	don't	think	with	Loom	you	can	do	that.	Yeah.		I	think	you	can	but	then	it	becomes	
a	more	cumbersome	process	too.		

	

Audience	Question		And	so	in	your	experience	you've	never	had	like	a	client	like,	oh,	I	don't	
think	you	should	do	that.		

	

David		I've	never	had	a	client	ever	say	anything	about	that.	But	it	is	unsettling.	It	is	unsettling.	
Like	that's	why	I	use	the	passcode	at	least	the	password	because	at	least	I	feel	like	there's	at	
least	a	layer	of	protection	there.		

	

Jolene		And	I	think	in	the	settings	there's	ways	that	you	can	share	directly	to	their	email	and	
like	only	with	that	email	they	can	open	them	and	then	with	the	password	too.		
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David		Yeah.	So	basically	if	they're	super	concerned	about	that,	they	can	get	a	Loom	account	
and	you	can	share	that	video	with	them	so	that	they	can	only	access	it	when	they're	logged	
into	the	Loom	account.		

	

Audience	Question		So,	first	of	all,	I	just	wanted	to	thank	you	guys	very	much	for	actually	
having	this	as	part	of	the	component	of	BKX	this	year	because	I	just	got	set	my	Instagram	set	
up,	my	YouTube,	and	I'm	like	ready	to	start	promoting,	I	guess	permanently.	So	thank	you	
guys	for	doing	that.	I	have	a	couple	of	questions,	but	I'll	make	it	quick.	So	as	far	as	background,	
like	setting	up	your	background,	do	you	have	any	recommendations	for	that?	Like	just	easy	
peasy,	like.		

	

David		I	like	that	story	sometimes.	So	I	went	to	school	to	be	an	architect.	I	never	ended	up	
doing	it.	Long	story	short,	it	just	didn't	happen.	But	like,	I	love	designing	things.	And	so	when	I	
moved	my	office	out	of	my	laundry	room	because	that	was	a	really	cool	place	to	make	videos,	
right?	I	just	decided	that	I	am	going	to	do	something	in	my	background	to	make	this	nice.	And	
so	when	I	design	the	area	that	my	office	was	in,	like	I	basically	looked	at	what	other	people	
had	for	like	nice	backgrounds	and	video	backgrounds,	and	I	basically	set	myself	up	because	I	
wanted	to	do	what	Rachel	and	what	they're	doing,	but	I	just	didn't	have	a	nice	place	to	do	it.	So	
you	could	take	any	wall,	right,	like	just	make	the	wall	nice.	My	wall	has	a	fireplace,	it	has	my	
logo.	And	then	I	have	like	different	like	design	wall,	the	top	and	bottom,	like	some	brick	and	
some	other	stuff.	So	I	mean,	you	could	just	do	all	kinds	of	cool	stuff	with	just	a	wall.		

	

Audience	Question		Okay,	great.	See,	it's	a	specific	space	that	you	go	to	to	do	your	videos.		

	

David		Yeah,	it	is.	But	honestly,	if	I	just	had	a	room	in	my	house	and	I	just	had	a	wall	behind	
me,	It's	nice	to	have	some	space	behind	it	if	you	can.	So	yeah,	so	it's	kind	of	on	the	opposite	
side	of	the	room	from	me,	but	it's	only	like	ten	foot	wide.	So,	I	think	anywhere	you	have	a	wall,	
you	can	do	something	nice	in	the	background.		

	

Audience	Question		So	you	guys	don't	recommend	the	the	fake	backgrounds	because	when	
you're	moving	around	you	can	see	the...		

	

David		I	don't	ever	use	those.	I	think	I	used	it	once	because	it	was	funny	and	I	was	on	a	
conversation	with	somebody	that	didn't	matter.	But	yeah,	but	I	don't	think	there's	anything	
wrong	with	it.	Like	I've	been	on	Zoom	calls	with	people	with,	you	know,	and	it	looks	like	
they're	in	California,	but	it	was	a	really	nice	area	that	I	wish	I	could	live	in.			
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Jolene		I	don't	use	the	virtual	backgrounds	either.	I	feel	like	I	want	to	make	my	videos	as	
personal	as	possible	and	real.	Like	it	just	gives	the	clients	or	the	prospects	more	trust.	I	want	
to	make	myself	look	like	a	regular	human	being,	like	another	business	owner,	right?	Like	most	
of	the	time	we're	talking	business	owner	to	business	owner.	The	more	you	make	yourself	
human,	in	my	opinion.	So	just	add	cats.	That's	my	answers	to	everything	if	you	know	me.	But	
yes,	my	cat	is	in	the	video	sometimes.	He	has	a	little	thing	behind	my	desk.	I	set	my	
background	up	to	be	pleasant	looking	and	I	have	like	a	table	with	some	plants	and	some	books	
and	some	pictures	and	yeah.		

	

Kate		I	want	to	encourage	people	who	are	going	to	use	that	background	as	an	excuse	not	to	do	
this.	Not	to	do	it.	Like,		don't	let	that	stop	you	because	your	first	videos	are	going	to	be	bad.	
Just	accept	it,	and	then	you're	going	to	start	watching	more	videos.	I	like	that	background.	
You're	going	to	pay	attention.	It's	going	to	be	a	friend	of	mine,	like	whoever	it	was	that	told	the	
story	about	seeing	the	car,	right?	Like	you're	going	to	Oh,	I'm	a	video	maker,	and	now	I'm	
going	to	start	to	care.	So	make	that	a	third	level	problem.		

My	background	is	not	good.	Whenever	I'm	upset	about	that,	I	try	to	say,	Kate,	be	grateful	you	
have	a	door	because	some	people	make	videos	and	they	don't	even	have	a	door.	They're	doing	
it	from	their	kitchen	table	and	I'm	thankful	to	have	a	door,	but	it's	like	this	weird	room.	It's	not	
a	closet,	but	it's	definitely	not	a	room,	and	I	have	room	for	one	bookshelf	and	the	door,	and	
that's	all	that	I	have	behind	me.	It's	like	five	feet	by	seven	foot	space	in	my	house	and	I	still	
make	videos	and	I	do	well	because	I	make	videos.	So	don't	let	that	stop,	y'all.	And	if	you're	on	
Loom,	you	can	blur	or	put	a	little	color	on	your	face.	Sometimes	if	I'm	making	videos,	not	in	my	
office,	and	it's	not	appropriate	for	whatever	is	behind	me	to	be	seen,	I		just	like	blur	that	part	
out.		

	

Rachel		Well	I	like	to	simplify	it.	My	business	partner,	Kevin	Sterling	and	I,	we	just	painted	the	
wall	behind	me	blue	and	so	like	that's	it.	There's	no	bookshelf,	there's	no	plants,	there's	no	
nothing.	Just	a	wall	and	me.	So,	yeah.		

	

Kate		That	will	allow	you	to	do	a	lot	with	text,	if	you	do	that.	The	simpler	your	background,	
then	you	can,	if	you	want	to	be	teaching	and	make	real	evergreen	videos	like	step	one,	step	
two,	step	three,	you'll	learn	how	to	do	that	and	it's	going	to	appear	nicely.	I	don't	have	that	
luxury	because	I	have	to	put	like	a	a	square	and	then	do	my	writing	because	I	have	books	and	
doors,	like	there's	no	space	for	me	to	have	like	a	blank.	You	can	do	a	lot	with	the	blank,	the	
more	the	more	blank	it	is.	So	especially	if	you're	trying	to	teach.		
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Audience	Question		The	thing	I	think	I'm	going	to	struggle	with	the	most	is	all	the	key	words	
and	the	hash	tags	and	all	that	stuff.	So	are	there	YouTube	videos	by	people	that	you	
recommend?	Because	I'm	sure	all	that	stuff	is	on	YouTube,	because	I	do	use	Youtube	a	lot	for	
learning	stuff.	So	do	you	have	any	recommendations	on	like	a	YouTube	person	that	teaches	
that?		

	

Jolene		My	recommendation	is	to	outsource	it	honestly.	SEOs	so	specialized.	The	amount	of	
time	that	it	would	take	you	to	learn,	your	time	can	be	so	much	better	spent	elsewhere	if	that's	
a	possibility.	If	it's	not,	there's	a	ton	of	tutorials	on	SEO.	I	think	Google	has	their	own	SEO	
course	that	you	can	take.	I	don't	do	it	right	now,	but	I	have	used	SEO	in	my	marketing	and	I've	
done	it	myself,	and	I've	hired	a	professional	to	do	it.	And	my	ROI	having	a	professional	do	it	
was	astronomically	better	than	when	I	did	it	myself.		

	

Audience	Question		Okay.	Yeah.	Definitely	not	something	I	am	remotely	interested	in	
learning.		

	

Kate		You'll	learn	about	it	once	you	start	to	dive	in	and	care.	All	right,	guys,	I'm	going	to	stop	
our	panel	because	we	have	something	exciting.	You're	going	to	turn	your	paper	over,	and	if	
you	make	a	video	before	tomorrow	at	noon,	you	will	get	to	have	a	chance	at	a	free	ticket	to	
BKX	2023.	I	love	giving	prizes.	I'm	constantly	posting	arms	for	prizes,	so	been	agreed	to	this.	It	
can	be	any	video.	If	you	are	doing	client	work	tonight	and	you	respond	to	the	email	that	you	
got	with	the	video,	just	like	David	here,	that	counts.	If	you	stand	up	by	the	pool	and	say	I'm	
going	to	BKX,	you	know	that	counts.	If	you're	going	to	do	that,	use	the	you	can	use	the	hashtag	
#BKX22.	If	it's	on	social	media	we'll	all	love	each	other	and	encourage	each	other	and	Like	and	
comment	and	all	that.	It	doesn't	have	to	be	public,	though.	It	can	be	internal.	If	you	want	to	sit	
in	your	room	and	make	your	'how	to	invite	an	accountant	user	to	QuickBooks	Online	or	to	
Xero.'	You	can	do	that	tonight.	It	will	take	just	a	few	moments.		

So	this	is	the	challenge.	You	have	a	script	you're	going	to	write.	Who	do	you	need	to	help	you?	
You're	going	to	write	like	two	points	that	you're	going	to	say.	We're	going	to	go	right	now.	You	
have	2	minutes	before	you	leave.	Write	down	what	video	you're	going	to	make.	And	we're	
going	you're	going	to	get	it	done.	You're	going	to	have	made	a	video.	So	I'm	watching	a	timer.	
We're	going	to	stop	at	one	minute	and	then	we're	done.		

	
	

Click	Here	to	Return	to	Index	 	
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Day	3	–	June	16,	2022	
	

3.1	Advertising	to	Get	
Clients		
–	Perry	Belcher,	Amanda	Dobson	&	Ben	Robinson	
June	16,	2022	

Summary:	Perry	and	Amanda	share	valuable	advice	for	bookkeepers	that	include:		
• Identify	the	One	Idea	from	all	you’ve	learn	here	and	implement	it.	Don’t	become	overwhelmed.		
• Create	an	automated	marketing	machine	for	your	business	that	provides	reliable	leads.		
• Add	Advisory	services	to	increase	the	value	to	your	clients	and	increase	your	income.	Don’t	just	tell	

the	numbers,	interpret	the	numbers	for	your	client.		
• Measure	your	Return	On	Ad	Spend	(ROAS)	to	know	the	effectiveness	of	your	marketing.	
• You	have	unlimited	vertical	scale	by	being	a	specialized	bookkeeper	in	a	nice.	
• Create	Super	Employees	by	having	your	employees	work	with	outsourced	people.	
• Crafting	an	offer	is	as	simple	as	–	make	a	promise,	tell	a	story,	and	then	make	an	offer.	
• Five	questions	that	are	part	of	your	Playbook:	1)	What	business	are	we	in?	2)	Who	is	our	client?	3)	

What	does	the	client	actually	want?	4)	What	makes	us	uniquely	qualified	to	provide	that	value	over	
someone	else?	5)	What	is	our	unfair	advantage?	

• The	more	you	can	control,	the	more	you	can	coordinate.	Provide	several	services	so	your	client	only	
has	to	deal	with	one	vendor.	This	will	both	increase	your	income	and	keep	client’s	from	leaving.	

• Close	The	Success	Gap	between	what	you	provide	and	what	your	clients	needs	to	be	successful.	
• You	get	paid	based	on	the	level	of	problems	you	help	solve.	Solve	big	problems	to	make	big	money.	

	
	
--	Transcript	of	session	follows	

Ben		The	one	think	I	don’t	want	you	to	do	is	go	home	and	life	is	the	same.	You	came	here,	you	
paid	a	lot	of	money,	and	I	want	you	to	have	a	changed	life	because	of	this.	I	hope	you	have	
been	writing	down	things.	What	I	do	when	I	come	to	one	of	these	is	I	write	down	all	the	
things	and	the	ideas	that	I	have,	and	then	I	try	to	find	The	One,	circle	it,	highlight	it,	and	
say	that’s	The	One,	because	we	can	get	overwhelmed	from	all	of	this.		
I	was	speaking	with	some	of	you,	and	you	were	saying,	“Gabrielle	says	I	need	to	do	this,	and	
Kate	says	I	need	to	do	that…,”	but	one	thing	that	I	want	you	to	take	away	is	this	is	a	linear	
approach,	right.		You	don’t	want	to	get	overwhelmed,	because	then	you	do	nothing.	You	think,	
“I’ve	got	18	things	to	do,	therefore	I	will	watch	Ozark.”	

I	want	to	look	at	those	at	the	end	of	the	day	and	use	a	triage	approach	to	identify	what	is	really	
going	to	help	your	business.	What	are	the	small	hinges	that	swing	big	doors?	I	want	you	to	
phrase	that	and	not	have	overwhelm,	and	feel	like,	great	information,	I’ll	never	do	anything	
with	it.	I	don’t	want	that	for	you.	I’d	rather	you	take	one	piece	of	information	and	implement	it	
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rather	than	take	in	all	of	the	information	and	do	nothing	with	it,	because	that	would	be	bad.	
Okay,	so	we'll	talk	about	that	more	today.		

But	as	we	start	to	think	about	getting	more	clients,	protecting	ourselves,	making	our	
businesses	better,	making	our	businesses	more	valuable,	one	of	the	key	things	that	you	have	
to	do	is	to	market	and	you've	got	to	advertise.	And	it	doesn't	mean	you	have	to	spend	money,	
but	it	doesn't	mean	you	need	to	be	consistent.	It	does	mean	that	you	need	to	go	out	there	and	
have	a	tap	that's	turned	on	that's	bringing	you	in	prospect,	qualified	prospects.		

When	I'm	looking	at	a	business	or	when	I'm	looking	at	an	operation,	there's	two	things	that	
make	it	stand	out	that	says,	this	is	a	business	or	this	is	a	freelancer.	And	again,	this	is	a	choose	
your	own	adventure,	right?	You	can	be	whatever	you	want.	But	if	I	was	looking	at	your	
business	to	buy.	I	want	to	ask:		

• What	kind	of	marketing	machine	do	they	have?		
• What's	their	deliverable	machine?		
• What's	their	Net	Promoter	Score?		

That's	the	three	things	that	I	would	want	to	look	for.	The	Net	Promoter	Score	would	actually	
be	part	of	the	operational	machine.		

But	what	we're	going	to	do	this	morning,	is	I'm	going	to	bring	up	Perry	and	Amanda	and	we're	
just	going	to	talk	about	all	things	advertising	and	marketing.	We're	going	to	do	some	hot	seats,	
which	is	really	one	of	the	best	things	about	a	mastermind	is	a	hot	seat.	Where	we’re	talking	
about	a	problem	and	I’ve	got	a	couple	of	victims	in	the	audience.	So	my	first	victim	is	Virginia.		

Right	now	what	I'd	love	to	do	is	welcome	to	the	stage	Perry	Belcher,	who	is	my	business	
partner	in	bookkeepers,	a	small	percentage.	And	Amanda,	who	is	the	real	brains	behind	the	
operation.	She	is	Perry's	Kelly.	And	so	I	would	love	to	welcome	to	the	stage	Perry	Belcher,	and	
Amanda	Dobson.	

Ben		So	you've	been	here	and	you've	been	listening	to	us	talk	about	obviously,	growing	your	
business,	making	them	more	valuable,	making	your	life	better,	and	all	that	sort	of	thing.	So	
Perry	first,	any	observations	about	this	crowd	what	we've	been	talking	about	so	far?	
	

Perry		Yeah,	I	mean,	Amanda	and	I	had	breakfast	this	morning	and	she's	jealous.	Because	a	lot	
of	times	I'm	in	a	market	where	I'm	spending	$100	in	advertising	to	get	back	$90	worth	of	
business.	And	I'm	okay	with	that.	So	that's	called	Loss	Leaders	or	Trip	Wires,	where	I'll	try	
to	get	somebody	into	a	continuity	program	or	a	membership	where	they're	paying	me	
money	every	month.	And	I'll	spend	$100	to	get	a	$90	customer	because	I	know	they're	
going	to	pay	me	another	$20	or	$30	a	month	or	$100	a	month	in	perpetuity.		

Yesterday,	I	asked	Ben	this	one,	and	Bob's	here	so	you	can	correct	me	if	I'm	wrong,	but	Ben	
said	he	guesstimate	this;	on	about	$3,000	with	Ad	Spend,	Bob	put	together	$8,000	or	$9,000	a	
month	in	MRR	(Monthly	Recurring	Revenue),	or	$100,000	a	year.		
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Ben		Sorry,	it	was	only	about	six	or	seven	thousand	a	month.	
	

Perry		So	about	$80,000	a	month.	How	many	of	y’all	invest	in	the	stock	market?	You	know,	
give	me	three	grand	and	I'll	give	you	back	80	grand.			

You	know,	marketing	is	an	amazing	thing	if	you	get	it	set	right.	If	you	build	an	automated	
marketing	machine,	it's	like	having	a	slot	machine	that	always	pays	off.	You	put	a	quarter	in	
the	top	and	$1	falls	out.	And	in	Bob's	case,	put	a	quarter	in	the	top	and	$5	Right,	and	that's	
unheard	of.	And	guys	have	a	built	in	marketplace;	a	commodity	product	that	there	will	always	
be	a	need	for.	I	pull	some	numbers	this	morning	and	Ben	and	I	didn't	talk	about	these.			

	

Ben		This	is	scary.	Perry	is	pulling	numbers	Yeah,	somebody	bring	a	calculator	out.		

	

Perry		Yeah,	but	I	want	to	ask	you	guys,	so	KPMG,	PricewaterhouseCoopers.	You	know,	BDO,	I	
guess	they're	the	big	three	now.	Right?	

	

Ben		Ernst	and	Young.	Deloitte	&	Touche.	

	

Perry		So	I've	pulled	the	three,	and	this	is	the	only	one	that	really	posts	clearly.	But	most	of	
them	said	roughly	the	same	things,	but	the	ones	that	post	clear	numbers.	The	best	one	was	
KPMG.	And	how	much	of	KPMG’s	revenue;	so	KPMG	last	year	did	$30	billion.	How	much	of	it	
do	you	think	came	from	accounting?	

	

Ben		15%.	

	

	Perry		It's	a	third,	about	30%.	About	20%	came	from	tax.	The	balance	came	from	advisory	
and	you	guys	aren't	grasping	that	opportunity	and	understand	how	to	do	it.	You're	really	
costing	yourself	a	lot	of	money.	If	I	were	you,	if	I	were	in	your	seat,	you	have	the	ultimate	
flycatcher.	In	the	marketing	space,	what	I	call	a	tripwire	or	a	flycatcher	or	a	front	end	
product.	People	need	back	services.	You	get	a	tax	service	client	comes	in.	“Man	this	is	a	mess	
we’re	going	to	sort	this	out.	It's	going	to	cost	you	X	dollars	this	year	because	it's	such	a	mess.	
You	want	to	hire	us	year	round	to	keep	your	stuff	more	orderly.	So	this	won't	cost	you	as	
much	and	you'll	have	a	better	view	on	your	business.”	Absolutely.	That's	a	no	brainer	sale.		



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	280	

I	don't	know	how	many	of	y’all	have	converted	tax	to	bookkeeping,	but	I	would	bet	you	that	
it's	an	incredibly	high	percentage	if	you	just	simply	ask.	Now	you're	a	trusted	financial	
professional,	who	they	feel	like	you’re	smarter	than	them	because	you	probably	are.		

I'm	an	entrepreneur.	I'm	dumb	as	a	bag	of	hammers	when	it	comes	to…	No	seriously,	man.	I	
got	off	the	phone	this	morning	with	my	account.	I	don't	have	any	idea	how	much	money	I	
have.	I'm	like,	What	the	hell's	this	mean?	I	don't	know.	You	know,	I	don't	know.		

Entrepreneurs	play	a	game.	Business	to	us	is	a	game.	You	and	I	talk	to	each	others	is	like	a	
Martian	talking	to	a	Venusian,	I	mean,	generally	speaking,	those	things	don't	cross,	but	you	
guys	have	had	the	opportunity	now	working	with	Ben	and	Kelly	and	the	team	to	get	over	on	
the	entrepreneurial	side	a	little	bit.	Right.	So	now	you	understand	a	little	bit	of	the	
entrepreneurial	side.		

But	these	guys	are	begging	for	more	help	operationally.	I	just	hired	a	lady,	Emma	Rainville,	
who's	brilliant	in	our	business	to	come	in	and	be	my	fractional	COO.	So	she's	handling	my	
operation.	She's	doing	what	you	guys	do,	plus,	you're	keeping	up	with	making	sure	my	rents	
paid	and	my	checks	don't	bounce,	and	shit	like	that.	What	do	you	think	I	pay	her?	She	has	20	
other	clients	by	the	way,	that	do	the	same	thing.	What	do	you	think	I	pay	her?		I	pay	her	
$25,000	a	month.	Now	I	have	a	lot	to	oversee.	But	her	minimum	is	$8,000	a	month.		

She	doesn't	position	herself	as	a	bookkeeper.	Although	she	is.	She	doesn't	position	herself	as	a	
payroll	person.	She	positions	herself	as	a	fractional	COO.	So	she's	giving	me	advisory	on	the	
operation	side	of	my	business.	And	if	you	don't	think	every	one	of	your	clients	desperately	
needs	that,	you	wrong,	and	they'll	pay	you	big	money	for	it.		

	

Amanda		Her	secret	is	clients	election	too,	though.		

	

Perry		Yeah,	she	has	an	unlimited	amount	of	clients	to	choose	from	because	her	business	
partner	is	a	great	marketer.	I'm	begging	her	to	give	her	the	25	Grand,	because	she's	going,	“I	
don't	know	if	I	have	the	bandwidth?	I	don't	know.”	Please,	please,	I'm	a	mess.		

	

Ben		So	you	were	the	prostitute	in	this	case.	

	

Perry		I	was	absolutely	the	prostitute.	Yeah,	you	bet.	I'm	like,	come	on,	let	me	have	it.	I	
absolutely	was,	you	know,	but	you	get	to	be	that	when	you’ve	built	yourself	a	marketing	
machine.	She	has	a	great	personal	brand.	She's	spent	a	lot	of	time	and	money	building	her	
personal	brand	and	being	recognized,	and	she	only	works	in	this	really	narrow	industry	
of	online	marketers.	That's	all	she	works	with.		
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So	you	have	a	great	opportunity	here.	Advisory	so	beautiful.	I	sell	advisory.	You	know	I	
initially	sold	Ben	advisory,	right.	And	then	we	eventually	became	business	partners.	Guess	
how	much	advisory	costs?	Give	me	the	market	on	it.	Who	knows	the	market	on	advisory?	
Yeah,	cuz	there	ain't	one.	It's	whatever	your	perceived	value	is.		

It's	not	like,	“Well,	the	other	bookkeeper	wants	to	charge	me	$400.”	

“Well,	screw	him,	you	know.	They're	going	to	count	numbers	and	give	you	something	back	
even	a	sheet	of	paper	back.	I'm	going	to	give	you	back	insight.”	And	when	you	understand	
how	to	sell	that,	your	income	can	go	up	by	100x.	No	kidding,	your	net	income.	Because	
advisory	money	is	frankly	it	takes	you	very	little	time.	And	you	already	have	it	in	you	to	do	it.	
Because	you	see	the	inside	of	so	many	businesses.	You	guys	recognize	what's	wrong	
with	these	business.	You	know.	They	need	somebody	to	tell	them.	They	need	somebody	to	be	
there	foil.	And	most	people	realize	they	want	it	believe	it	or	not,	they	want	it.	

That	was	my	initial	thoughts.	Gosh,	you	get	a	900%	return	on	ad	spend.	Come	on,	man.	Are	
you	kidding	me?	That's	an	insane	amount	of	money.	

	

Amanda		That's	when	you	run	into	the	problem	with	the	cash	flow	and	how	do	I	spend	more?		

	

Perry		If	told	Amanda	we	were	selling	something	with	a	900%	ROI	on	ad	spend	she'd	break	
me.	How	much	money	are	spend	a	month	on	ads?	

	

Amanda		Across	all	my	clients	anywhere	between	one-and-a-half	and	5	million	dollars	a	
month.	

	

Perry		Yeah,	one-and-a-half	to	5	million	a	month	spend,	not	make.	So	a	lot	of	money	on	ads.	
How	much	you	spend	in	a	month	on	advertising?	

	

Ben		I	don’t	like	to	disclose	that	information…	about	$250k.	

	

Perry		About	$250k	a	month	in	advertising.	So	Ben	doesn’t	just	preach	this	to	you	guys.	He	
practices	what	he	preaches,	otherwise	his	business	wouldn't	be	what	it	is.	You'll	find	that	as	
your	business	progresses,	it's	just	an	investment.	You're	making	a	return	on	ad	spend	
it's	called	a	ROAS	(Return	On	Ad	Spend).	That's	what	we	call	it,	R-O-A-S.	You	can	write	that	
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down.	If	you	ever	talked	to	anybody	who	wants	to	buy	media	for	you.	The	ROAS	is	what	
people	in	our	business	have	used	to	become	incredibly	wealthy.		

I	got	a	kid	right	now	who’s	a	client	of	mine,	I	say	a	kid,	he’s	a	great	guy.		Has	Aleric	Heck	spoke	
for	you?	He’s	26	years	old.	And	Aleric	is	going	to	make	probably	10	million	net	dollars	this	
year…	net.	But	he's	going	to	spend	10	million	to	do	30	million	to	pay	his	people	10	million,	to	
keep	$10	million.	As	you	learn	that	you	can	literally	decide	to	build	your	business	as	big	as	you	
want	to	build	it.	It's	scary.	Okay,	here's	why	it's	scary	and	then	I'll	shut	up	and	do	their	thing.		

Here's	why	it's	scary	for	you.	You're	comfortable	with	normal.	You’re	comfortable	with,	I'm	
not	going	to	say	failure	because	you're	certainly	not	failing,	but	you're	not	living	to	your	
potential.	Probably	not	most	of	you.	But	you're	comfortable	with	that.	Big	growth	in	a	much	
bigger	business	is	unknown	to	you.	And	I	know	that	it’s	scary	and	the	only	way	you	really	
get	past	that	is	to	hold	somebody's	hands	that’s	been	up	that	mountain	and	have	them	
do	it	with	you.		

Or	you	get	there	eventually	if	you	want	to	you	just	kind	of	push	yourself.	I	push	the	hell	out	of	
Ben	all	the	time.	“Why	aren't	you	doing	this?”		

“Well,	I	don't	have	time	right	now	I	guess.”	

	“Bullshit.”	

	

Ben		I’ll	have	an	idea	I	share	with	Perry,	and	he	goes,	“That's	a	great	idea	Ben,	you	can	make	
hundreds	of	dollars	with	that.”	Okay,	moving	on.	

	

	Perry		But	getting	your	thought	up	there.	I	think	the	only	thing	standing	between	you	guys	
and	doing	much,	much,	much	better.	When	you	look	at	somebody	like	a	KPMG	doing	$30	
billion,	and	at	PricewaterhouseCoopers	doing	$40-50	billion.	Ernst	&	Young	doing	$20-30	
billion	-		the	market	is	there	in	billions.	All	these	guys	are	doing	billions	and	billions	and	
billions	of	dollars.		

For	you	to	do	millions	of	dollars	is	a	no-brainer.	
Everybody	in	this	room,	if	you	want	it,	should	have	a	
minimum	seven-figure	business	minimum.	All	you’ve	got	to	
do	is	want	it,	and	get	out	of	your	own	way,	and	you'll	
have	it,	because	you’ve	got	the	product.		

The	hardest	thing	in	the	world	is	developing	a	product	
that	can	scale	and	sell	it	much.	You’ve	got	the	product	and	
it's	becoming	more	and	more	automated,	like	Ben	said,	with	
the	Digits	platform	and	everything's	in	the	Cloud.	It's	
becoming	easier	and	easier	for	you	guys	to	do	this	stuff.		

The largest accounting 
firms in 2022 by revenue: 
1. Deloitte – $50.2 billion  
2. PwC – $45.1 billion  
3. EY – $40 billion  
4. KPMG – $32.3 billion  
5. BDO – $10.3 billion 	
Source:	
https://big4accountingfirms.com/top
-10-accounting-firms/		
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Ben		I	do	want	to	mention	one	thing.	I'd	love	to	kind	of	get	your	take	on	the	offer.	Because	
offers	are	really,	really	big	and	the	position.	The	offer	and	the	position	are	like…	how	do	we	
overcome	that?	Well,	my	bookkeepers	charged	$400,	and	you're	going	to	ask	me	$500.	Has	
anybody	ever	had	that?	

	

Amanda		If	you	pay	$400,	you're	going	to	get	$400	worth	of	work.	

	

Ben		Yeah,	yeah,	exactly.	It's	a	commodity.	So	Amanda,	kind	of	the	same	question	that	I	asked	
Perry.	Observations	being	in	this	room,	kind	of	what	we're	talking	about,	and	challenges	and	
opportunities.	

	

Amanda		I'm	envious.	You	know,	I	work	in	a	lot	of	big	competition	spaces.	I	do	a	lot	of	it	in	the	
financial	investing	space.	I	run	all	of	Perry's	survival	and	gun	stuff	and	all	of	his	info	products	
stuff,	too.	I've	got	my	own	products.	And	I'm	always	up	against	big	competitors	with	big	
budgets.		

You	guys	have	the	ability	of	unlimited	vertical	scale.	You	can	be	a	specialized	bookkeeper	
in	this	niche.	If	you	feel	like	you’ve	maxed	out	there,	move	on	to	other	similar	niches.	There's	a	
lot	of	rollover	there.	And	that's	the	biggest	problem	for	me,	my	ability	to	target	people	
and	acquire	new	clients	or	customers	in	specific	areas	kind	of	cap	out,	and	I	need	to	
reinvent	the	wheel	and	spend	a	lot	of	my	time,	energy,	and	effort	looking	into	new	areas,	new	
ways	to	sell	the	same	thing	and	solve	the	same	problem	for	a	different	set	of	people.		

You	guys	have	that	everybody	needs	this.	Every	single	business	owner	needs	what	you	are	
selling,	and	as	an	entrepreneur	myself,	we	are	terrified	of	you.	We	are	terrified	of	not	
having	you.	I	failed	twice	in	high	school	and	somehow	forced	a	career	100%	dependent	on	
numbers.	I	don't	know	how	it	happened.	I	avoid	my	accountant	like	the	plague,	but	at	the	end	
of	the	day,	I	recognize	my	need	for	him.		

You	guys	understand	how	to	work	with	your	business	owners	that	you're	serving	and	the	
individuals	that	you	guys	are	serving	and	understanding	their	fear	and	understanding	their	
hesitancy	to	really	take	a	solid	look	at	the	numbers	you	know.	I'd	rather	just	operate	in	just	
pure	blissful	unaware	when	it	comes	to	numbers	because	it's	scary	for	us.		

Cash	flow,	especially	when	you're	advertising	is	a	big	problem.	So	as	bookkeepers,	if	you	
guys	are	recognizing	that	relationship	and	understanding	how	important	operationally	
you	are	to	the	people	you're	providing	services	to,	you	will	stop	undervaluing	yourself	
and	start	charging	what	you	are	worth,	because	I	know	my	businesses	wouldn't	run	
without	the	accounting	and	bookkeeping	teams	behind	me.	They	just	wouldn't	and	it	took	me	
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a	long	time,	and	I	was	really	far	into	my	career	before	I	recognized	that	having	great	
marketing	is	amazing,	but	unless	you're	operationally	you’re	dialed	in,	it	doesn't	matter	
how	good	your	marketing	is.	You	need	to	be	dialed	in	operationally.		

So	you	guys	just	have	this	ability	to	provide	that	comfort	and	that	knowledge	to	the	people	
that	you	serve	in	markets	all	over	the	place	and	in	every	industry,	every	niche,	so	I'm	just	
jealous	of	that.	You	guys	have	really	big	opportunities	there	because	not	every	market	or	
every	service	has	that	ability.		

So	I'm	initially	envious	there	but	you	guys	have	a	natural	advantage	as	well.	Because	you	
guys	are	the	ones	sitting	in	this	room.	You	know	all	of	my	competitors,	you	know	I'm	making	
the	product	so	they	all	know	how	to	market	online.	I'm	competing	against	some	of	the	best	of	
the	best.	So	my	game	has	to	be	on	point	all	the	time.	Just	a	little	bit	of	advertising	for	you	guys	
goes	such	a	long	way	because	you	guys	are	putting	in	the	time	and	effort	and	you're	showing	
up	to	these	events	and	you're	getting	the	information	from	Ben	and	you	guys	are	
implementing.	

But	you	know	there's	a	majority	of	the	other	people	providing	the	same	services	as	you	
that	aren't	getting	this	information.	They’re	still	doing	things	the	old	school	way	and	not	
really	growing	their	businesses	in	a	way	that	are	scalable,	and	you	guys	have	access	to	all	of	
this	so	you	already	have	a	natural	advantage	over	everybody.		

	

Perry		When	I	first	started	online,	my	first	business	was	in	the	candles	supply	business,	and	
funny	story;	so	I	had	come	out	of	an	advertising	industry	and	another	industry	where	I	
advertised	a	lot,	and	I	took	big	advertising	spend	and	went	into	the	candles	supply	business,	of	
all	the	weird	businesses	to	be	in,	because	I'd	sold	candles	and	I	had	sold	that	company	with	a	
non-compete.	I	couldn't	sell	candles,	but	I	could	sell	candle	supplies.		

So	I’m	in	the	candle	supply	selling	business,	and	the	biggest	in	the	country	was	called	Barker	
candle	supplies	in	Seattle,	Washington,	and	the	lady,	they	called	her	Ma	Barker.	She	was	about	
65-70	years	old.	She	was	a	sweet	lady,	and	I'd	never	met	her,	but	everybody	loved	her.	And	
about	seven	months	in	I	get	a	call	one	day	and	I’m	told	Miss	Barker	from	Barker	Candle	
Supplies	is	on	the	phone,	and	she	wants	to	talk	to	you.	I	said,	“Hi	Miss	Barker.	I've	heard	so	
much	about	you.”	

She	said,	“Well,	how	you	doing	Perry,”	and	I	said,	“I'm	doing	fine	Miss	Barker.”	

She	said,	“Well	I	just	want	to	call	and	tell	you,	you	won.”		

I	said,	“What	do	you	mean?”	

	“After	42	years	I’m	shutting	my	doors.	You	put	me	out	of	business.”	

“Well,	do	you	have	any	surplus	you	want	to	sell	cheap?”	But	that's	the	difference	in	all	these	
guys.	I	don't	want	you	to	be	the	Ma	Barker's,	right.	You're	either	going	to	be	the	eaten	or	the	
shark	that	eats	them.	You're	going	to	be	one	of	the	two.	That's	the	universe,	right?	So	I	always	
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tell	people,	you	can	have	a	lifestyle	business,	and	you	can	chill	out	and	that's	good	until	I	enter	
your	market.	Or	a	guy	like	me	enters	your	market.	

	

Ben		Which	is	why	I	bought	up	Startup	Jungle.	You	remember	that	conversation?		
https://startupjungle.com/		You	probably	don't	remember	that.	

	

Amanda		That’s	the	very	first	business	I	worked	on	with	Perry	was	Startup	Jungle.	

	

Perry		So	you	want	to	hear	a	story	about	me	and	Perry	and	the	very	first	time	I	had	a	
conversation	with	him	was	January	of	2017.	Amanda,	you	were	there.	We	had	the	Digital	
Retailers	Association	and	we	had	War	Room	behind	that.	And	Kelly	and	I	were	like,	“Hey,	we	
want	to	have	a	conversation	with	Perry	Belcher.	It	seems	like	our	kind	of	people.	He	speaks	
Red	Neck.”	

So	DeAnna	pulled	us	off	into	a	room	over	there	and	we	started	having	a	conversation	so	I	
could	suck	the	soul	from	you	for	a	few	minutes	there.	I	was	telling	him	about	our	business	and	
he	said,	“Well,	I'm	going	to	be	your	competitor.”		

And	I	was	like,	“What	are	you	talking	about?”	Kelly,	do	you	remember	this?		

What	you	told	me	was,	“Well,	I	got	Startup	Jungle	that	teaches	people	all	these	other	things,	
and	one	of	them	is	how	to	start	a	bookkeeping	business.”	I	was	like,	crap!	So	I	just	bought	it.	
We	became	partners	on	that	because	I	was	like,	I	don't	really	want	to	be	competitor	with	this.	

	

Perry		But	it	is	true,	though.	You	know,	you're	watching	other	industries	consolidate	with	
funded	companies	like	Digits	out	here.	These	software	companies	that	are	not	only	software.	
Now	what	you're	seeing	really	commonly	is	an	amalgamation	of	technology	and	service	
businesses	coming	together.	Right,	like	Bench.co	that	you	guys	all	run	into	from	time	to	time	
or	whatever.	https://bench.co/		

They're	impersonal,	you	know,	great,	concrete	walls	of	companies,	and	they're	not	going	to	get	
the	business	that	you're	going	to	get,	but	they're	going	to	get	a	part	of	it,	and	they're	going	to	
get	better	and	better	and	better.	And	they're	well	funded,	and	they're	going	to	come	at	you.	
And	you	either	become	the	hunter	or	the	hunted	eventually.	I	would	just	like	you	guys	to	be	
the	hunters	rather	than	the	hunted.	If	I'm	helping	any	way	to	do	that,	I'm	happy	to	do	it.	

	

Ben		True	or	false.	It's	easier	to	run	a	seven	figure	business	six	figure	business.	
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Perry		Well,	the	big	question.	It	depends.	Up	to	about	$2	million	for	most	of	you	guys.	I	always	
deal	in	the	$10	million	and	above.	So	when	I	buy	a	company	I	usually	buy	at	the	$2	million	to	
$3	million	level,	and	then	push	them	like	crazy	to	get	a	company	over	$10	million.		

You	don’t	want	to	be	between	$3M	and	$10M.	That's	a	hard	place	to	be.	There's	a	book	called:	
No	Man's	Land:	Where	Growing	Companies	Fail,	and	you	don't	want	to	be	there.	And	Ben’s	
coming	out	of	it	right	now.	He's	just	about	on	the	other	side	and	no	man's	land,	and	then	it's	all	
great.	But	if	you	can	stay	small	and	lean	and	still	do	$2	–	$3	million,	you	can	make	a	lot	of	
money.	Probably	the	more	money	than	you	would	make	if	you	were	making	$5	million.	

	

Leverage	Outsourcing	and	Software	to	Create	Super	Employees		

If	you	guys	can	learn	to	leverage	technology	and	outsourcing	to	your	business;	if	you	can	
create	super	employees	out	of	your	employees;	so	almost	every	one	of	my	employees	
has	two	outsourcers	that	work	for	them.	I	have	an	employee	that	I	put	two	outsourcers	on	
him,	so	I	create	super	employees,	so	they	can	do	three	times	the	work	for	one	and	a	half	times	
the	costs.		

If	you	go	to	the	Philippines	right	now	and	look	for	the	biggest	high	rise	skyscraper	buildings,	
you	know	what	they	have	on	the	sides	of	them?	KPMG,	PwC,	Accenture,	BDO.	They've	got	
20,000	people.	There's	one,	BDO	has	a	compound	in	Manila	with	four	buildings	that	houses	
20,000	workers	that	are	crunching	numbers	for	BDO	people	in	different	countries,	and	those	
clients	have	no	idea	that	works	being	done	by	$500	a	month	accountants	in	the	Philippines.		

So	the	more	that	you	can	learn	how	to	leverage	outsourcing,	which	is	one	of	the	things	
I’m	installing	on	every	business	that	I	buy,	we	immediately	leverage	outsourcing		we	
immediately	leverage	soft	robotics,	and	we	immediately	leverage	the	very	best	of	class	
software	tools	in	our	businesses.		

I	run	my	business	on	the	same	startup;	I	run	my	whole	business,	all	of	my	businesses,	all	of	
my	businesses	run	on	the	same	core	software.	We	build	the	same	core	software	to	run	
those	businesses.	That's	what	Amanda	runs	every	day	that	run	Keepful,	so	it's	powerful	
enough	to	run	$100	million	a	year.	So	it's	plenty	powerful	for	you	from	a	marketing	
automation	side.	And	then	we	buy	best	in	class	software	for	other	needs	that	are	outside	of	
marketing.	

	

Amanda		I	was	going	to	say	for	outsourcing,	anything	that's	repeatable	or	formulaic	you	have	
to	show	them	once.	
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Perry		Yeah,	if	you're	doing	that,	that's	a	big	deal.	So	no,	that	goes	against	the,	‘well	we	do	
everything	here	in	the	States.’	People	don’t	really	care,	as	long	as	the	work	gets	done,	where	it	
gets	done	at	if	the	interfacing	is	done	here	in	the	States.	‘Don’t	tell	me	about	the	labor	pains,	
just	show	me	the	baby.’	That's	all	people	care	about,	really.	

	

Ben		You	know,	that's	a	good	analogy.	So	I	know	a	lot	of	you,	and	you're	here	to	talk	about	7-
figure	businesses.	I	want	you	to	know	if	that's	what	you	want,	it	is	totally	possible.	If	you	want	
an	8-figure	business,	it’s	totally	possible.	So	you	might	want	a	5-figure	business,		100,000	a	
year.			

This	applies,	marketing,	advertising,	sales	applies,	no	matter	where	you	want	to	go	with	your	
business.	What	you	need	is	something	that's	repeatable.		

Would	anyone	like	to	hear	about	how	you	make	an	offer	and	how	it	stands	out,	and	how	you	
differentiate	yourself	from	other	people?	So	we	heard	from	Sally,	and	I	love	that	because	that's	
the	one	thing	that	separates	you	from	big	business,	bench.co,	and	impersonal	types	of	things,	
right?		

For	those	of	you	that	were	at	Bookkeepers	Elite,	last	month,	we	did	an	entire	session	on	offers,	
which	I	really	didn't	understand	until	I	started	working	with	you	(Perry).	So	how	does	
somebody	that	that	could	be	perceived	-	because	perception	is	everything	-	could	be	perceived	
as	a	commodity.	How	do	you	craft	an	offer	that	makes	you	stand	out;	that's	so	different	and	
above?	

	

Perry		I	know	how	to	do	it	if	I	were	y’all.	I	talked	last	year	about	how	to	close	offers	and	I'm	
sure	that	probably	went	in	one	ear	and	out	the	other	but	that's	okay,	because	it	was	a	pretty	
advanced	talk	on	phone	closing.	And	so	if	you	ignore	all	that	for	a	minute,	and	just	learn	how	
to	make	a	promise,	tell	a	story,	and	make	an	offer.	Make	a	promise.	Tell	the	story.	Make	an	
offer.		

Do	you	want	to	get	a	bag	full	of	numbers	every	month?	I	can	give	you	that.	You	remember	
Tommy	Boy?	“You	know	why	they	got	a	guarantee	on	the	box?	Because	it's	a	guaranteed	piece	
of	shit.	You	want	me	to	take	a	dump	in	a	box	and	hand	it	to	you,	I	can	do	that.	I've	got	time.	But	
if	you	want	a	quality	product…”		

So	the	truth	is	that	I	don't	think	people	care	nearly	as	much	about	getting	their	numbers	done,	
as	they	do	understanding	what	they	mean.	Right?	If	you	can	tell	a	story…		

Let	me	tell	you	a	story	about	a	client	I	had	Bob.	Bob	had	Bench	or	somebody	was	doing	his	
numbers	and	it	was	all	good,	but	he	didn't	know	what	they	meant	and	he	was	bleeding	out	a	lot	
through	employee	shrinkage	of	over	$100,000	a	year,	and	never	saw	it	in	books	because	nobody	
caught	it	for	him.	Nobody	interpreted	the	numbers.	Anybody	can	take	an	X-ray.	It	gets	a	doctor	
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to	tell	you	got	cancer.	It	takes	somebody	to	interpret	that	X-ray.	An	X-ray	technician	makes	
$70,000	a	year.	Your	doctor	makes	half	a	million	dollars	a	year.	Why?	Interpretation	of	the	data.		

I'd	be	talking	a	lot	more	if	I	were	you.	Especially	if	I	were	offering	advisory,	the	beginning	of	
advisory,	about	the	interpretation	of	the	data.	But	you’ve	got	to	demonstrate	it	in	a	story.	It	
works	so	much	better.		

Write	this	down.	This	should	have	this	should	be	everybody's	freaking	headline:		

“Know	your	numbers	and	know	what	they	mean.”		

Know	your	numbers	and	know	what	they	mean.	If	you	can	promise	a	business	owner	THAT	
quickly…		you	know	I	use	a	company	right	now,	that	will	remain	nameless.	But	one	of	the	
reasons	I	use	them,	they're	a	bookkeeping	firm	that	does	what	you	guys	do	for	the	Digital	
Marketing	business.	And	one	of	the	things	that	they	do	for	me	is	give	me	a	weekly	snapshot	of	
approximately	where	I’m	at	in	the	month	-	not	accurately.	They	told	me	it's	not	accurate.	It's,	
‘this	is	kind	of	what	you	took	in	this	week,	what	you	spent	this	week;	here's	kind	of	a	
snapshot,	and	then	the	end	of	the	month	they	close	the	books	and	we	go	back	and	look	at	
those	and	we	see	how	far	apart	we	were.’		

The	beauty	of	it	is	I	get	to	kind	of	make	changes	or	pivots	with	my	business	on	a	weekly	basis	
to	adjust	to	what	needs	to	be	adjusted	to,	versus	somebody	closing	the	books	out	at	the	end	of	
the	month	and	saying	hey,	Perry,	bad	news.	You're	dead	and	you	died	seven	weeks	ago	of	this.	
Which	is	the	typical	bookkeeping/accounting	reporting	cadence	right?	I	love	the	fact	that	they	
give	me	a	snapshot	even	though	it's	not	terribly	accurate.	It	does	give	me	a	bit	of	a	barometer	
to	gauge	my	business	by.	So	I	think	if	I	were	you,	I’d	be	talking	a	whole	lot	more	about	just	
doing	numbers,	but	telling,	you	know,	interpreting	what	those	numbers	mean.	Here’s	what	
makes	us	different,	right.		

I	do	an	exercise	with	every	company	I	buy	-	the	very	first	day	that	we	come	in,	or	anytime	I'm	
running	a	mastermind,	or	anytime	I'm	running	a	private	day,	I	charge	10	grand	for	a	day	to	
come	in	and	look	at	somebody's	business	for	them.	And	the	first	thing	we	do	is	a	simple	piece	
of	paper	that	ask	these	five	questions.	So	write	these	down	on	a	piece	of	paper.		

	

Ben		These	are	amazing.	

	

Perry		If	you	have	a	team	of	people,	when	you	go	
back	home,	ask	all	your	people	to	answer	these	
questions	and	you'll	be	shocked	at	how	different	
the	answers	are,	and	you'll	understand	why	your	
teams	are	dysfunctional.		

Number	one,	what	business	are	we	in?	And	I	

Five	Questions	–	Your	Playbook	
1) What business are we in?  
2) Who is our client? Who do you serve? 
3) What does the client actually value? (the 

most important question) They value insight, 
knowing where they stand and no surprises. 

4) What makes you uniquely qualified to 
provide that value over someone else? 
Why are you the better choice? If you can be 
the 10X better choice, you will always win.  

5) What is our unfair advantage? Ben is giving 
it to you… vendor reduction. We want to deal 
with fewer people.	
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would	not	say	you're	in	the	bookkeeping	business.	I	think	you're	in	the	financial	insights	
business.	Understand	what's	going	on	inside	the	guts	of	your	company	by	knowing	what	the	
numbers	are	saying.		

Number	two,	who	is	our	client?	So	if	it's	construction	people…	the	only	thing	Ben	and	I	
disagree	with	a	little	bit,	and	he's	smarter	than	me	when	it	comes	to	this	part	so	I	leave	him	
alone.	But	if	I	were	you	and:	

• If	I	were	doing		it	accounting	for	painters,	I'd	eventually	figure	out	how	to	do	that	for	
electricians	and	plumbers	and	other	people	in	the	trades.		

• If	I	was	doing	it	for	flower	shops,	I’d	eventually	learn	how	to	do	it	for	other	kinds	of	
retail.		

• If	I	did	it	for	professional	services,	I'd	learn	how	to	do	it	for	other	kinds	of	
professional	services,	and	I	would	broaden	out	markets	that	way.		

But	I	know	he's	trying	to	keep	you	focused	and	it’s	something	that	you	can	keep	your	arms	
around.	So	I	understand	that.	But	who	do	you	serve?		

The	third	question	is	the	most	important	question.	What	do	they	value?	What	do	they	
actually	value?	What	does	the	client	put	value	on?	And	I	can	tell	you	from	a	client's	
perspective,	and	having	never	been	a	bookkeeper,	I	want	to	know,	I	just	got	off	the	most	
frustrating	call	this	morning	with	an	internal	person	who	works	for	me	in	finance,	and	my	
hands	about	to	explode…	“Well	I	think	we	have	to	pay,	Oh,	I	forgot	that	one.”		

“How	much	money	do	we	have	in	the	bank	to	pay	these	bills?”		

“Well,	there's	so	much	in	this	account.	There's	so	much	in	this	account.	There's	so	much	in	this	
account.”		

“So	how	much	is	it?	Give	me	a	snapshot.	I	want	to	see	it	in	a	snapshot.”			So	what	do	they	
value?	That's	kind	of	what	I	value.	I	think	they	value	insight.	I	think	they	value	the	comfort	
of	knowing	where	they	stand.	And	no	surprises.	I	hate	freaking	surprises.	

The	fourth	question	is,	what	makes	you	uniquely	qualified	to	provide	that	value	over	
someone	else?	Why	are	you	the	better	choice?	Not	as	good	a	choice,	but	the	better	choice.	
And	if	you	can	be	a	ten	times	better	choice,	you	always	win.		

	

Amanda		Using	a	specific	example,	was	the	team	that	we	use	in	the	marketing	space.	What	
differentiates	them	and	what	makes	them	the	best	solution	for	us	right	now	is	that	they	are	
specialized	in	that	market	and	they	know	in	the	marketing	space,	in	the	digital	marketing	
space,	they	know	what	metrics	are	important	to	us	and	what	keeps	our	business	moving	
forward.		

And	that's	what	makes	them	different	because	every	industry	is	going	to	be	different,	and	the	
things	that	we	care	about	are	the	things	that	we	need	insight	into	are	going	to	be	different	
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than	any	other	market.	So	the	numbers	and	the	metrics	that	we're	going	to	be	watching,	
they're	going	to	know	that	because	they're	specialized	in	that.	So	that's	the	differentiating	
factor	there	that	makes	that	work.		

	

Perry		Yeah.	And	then	lastly,	what	is	our	unfair	advantage?	And	Ben's	been	giving	it	to	you	
all	week,	whether	you've	been	picking	it	up	or	not.	Every	time	I	walk	into	the	room,	he's	talked	
about	vendor	reduction.	Big	companies	want	it,	little	companies	want	it,	everybody	wants	it.	
We	want	to	deal	with	fewer	and	fewer	and	fewer	people.	If	it	takes	five	financial	services	
to	run	our	business,	we	want	all	five	of	them	done	by	one	person.	We	don't	want	to	go	to	five	
vendors.		

Here's	the	why	on	vendor	reduction,	the	second	why	on	that	is	really	more	important	than	
the	first.	We	don't	want	it	because	it’s	a	pain	in	the	ass,	but	what's	really	bad	about,	and	it’s	
true	in	marketing,	I’ve	got	a	person	that	runs	my	social	media	and	a	person	runs	my	email	and	
the	person	that	runs	my	blog	and	the	person	that…,	yeah,	but	guess	what?	They're	not	talking	
to	each	other.	How	many	of	you	get	frustrated	because	you	have	to	deal	with	people	inside	
their	companies	and	other	vendors,	and	all	that?	They	just	drive	you	crazy	because	they're	
not	coordinated.		

The	more	you	control,	the	more	you	can	coordinate	and	provide	a	clearer	picture	for	
the	client.	Plus,	as	Ben	says,	tentacles	into	the	client.	You've	got	so	many	tentacles	in	the	
client,	they	can't	really	leave.	So	I'd	say	that's	your	advantage.	When	you	realize	those	are	
your	advantages,	and	that’s	your	playbook.		

Those	five	big	things	are	your	playbook.	Everything	else	crafts	out	of	that	playbook.	And	
when	you	go	into	deciding	what	offers	you're	going	to	make,	and	what	traffic	sources	you're	
going	to	use,	and	your	branding,	and	everything	–	it	all	comes	from	that	one	core	sheet.		

Action	Plan	with	Your	Team	

But	if	you	have	ten	people	working	for	you	right	now,	go	back	and	give	those	five	questions.	
Do	not	let	them	talk	to	each	other,	and	come	back	to	you	10	minutes	later	with	the	answers	to	
those	questions.	You'll	get	ten	sets	of	answers	back,	almost	guaranteed,	and	then	you're	
wondering	why	is	my	team	not	running	to	the	end	zone?	Because	they	don't	know	where	
the	end	zone	is,	because	it's	not	laid	out	to	them	clearly.		

All	of	your	challenges	in	your	business,	and	in	your	life	right	now,	financially	comes	down	to	
one	really	big	word,	and	that	is	clarity.	Most	people	don't	have	clarity.	I	get	pitched	
investment	deals	every	single	week,	and	I	only	respond	to	the	ones	that	are	clear.	You	know,	
how	many	are	clear	out	of	ten?	Maybe	one.	Whose	got	a	really	big	goal	for	next	year?		

Somebody	want	to	stand	up	and	tell	us	their	really	big	goal?	We	want	to	hear	somebody.	Here	
comes	Heidi.		
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Heidi		I’m	going	to	have	$10,000	in	monthly	recurring	revenue	by	next	BKX.	

	

Perry		Let’s	give	her	a	hand.	I	was	looking	for	somebody	to	beat	up	on.	Hold	on.	You’re	not	off	
the	hook	yet.	How	are	you	going	to	do	it?	

	

I'm	ready	to	start	my	Google	ads.	I	just	want	an	extra	lead	magnet,	but	my	Google	ads	are	
going	to	go	to	my	consult,	and	I'm	going	to	start	advertising	on	YouTube,	or	at	least	posting	
videos	on	YouTube.		

	

Perry		How	much	of	an	investment	are	you	going	to	make	into	your	advertising?		

	

Heidi		Haven't	go	that	far.		

	

Perry		Okay,	so	that	would	be	my	block	with	you.	I'd	say,	sorry,	I	can't	fund	you.	Come	back	in	
six	months	after	you’ve	run	some	traffic,	and	let’s	see	what	you’ve	got,	right?		

Who	watches	Shark	Tank?	So	I'm	good	friends	with	a	bunch	of	the	people	on	Shark	Tank.	I've	
been	on	the	set.	I	got	a	picture	of	me	on	the	chair	with	O'Leary	and	all	of	them.	And	if	you've	
ever	notice,	the	first	question	they	ask	the	guys	when	they	come	up	is	how	much	you	do	
in	sales?	How	much	money	(profit)	are	you	making	from	those	sales?	And	what's	the	
third	question	they	always	ask?	What's	it	costs	for	you	to	acquire	a	customer?		

You	have	to	determine	that,	because	if	you	come	to	me	and	say,	“Hey,	a	customer’s	worth	
$10,000	a	year	to	me	and	I	can	acquire	them	for	500	bucks,”	I’ll	just	pull	out	my	checkbook	
and	say,	“How	much	money	do	you	need	and	how	much	of	the	business	do	I	get?”	I'll	write	you	
a	check	for	that	quick	fast	and	in	a	hurry.	But	if	you	can't	tell	me	those	numbers,	right.	So	you	
should	set	aside	just	to	answer	your	question,	you	should	set	aside	a	percentage	of	your	
monthly	budget	that’s	coming	in	right	now	that	you're	willing	to	invest	into	the	future	of	the	
business.	Do	you	mind	saying	what	you	take	in	now?	

	

Heidi		About	$2,500.	

	

Perry		Say	$250	a	month.	Say	I	want	to	spend	$250	a	month	on	ads.	Right.	So	that's	almost	
$100	a	day.	My	bet	is…		
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Ben		Wait.	It’s	almost	$10	a	day.	Math	is	hard.	This	is	the	marketing	session.	This	has	nothing	
to	do	with	numbers.	You	see	why	he	needs	you?	[talking	to	Amanda]	That's	$8.33	a	day.	But	
anyway,	go	ahead…	except	for	February.	

	

Perry		Numbers	jokes.	They’re	only	funny	to	you	folks.	So	I'm	sorry.	Yeah.	You're	right.	About	
ten	bucks	a	day.	So	if	you	spent	ten	bucks	a	day	on	advertising,	it	wouldn't	kill	you,	right?	You	
never	feel	it.	Ten,	20	bucks	a	day.	You’d	probably	get	a	lead	or	two.	I	wouldn't	be	surprised	if	
you	get	a	lead	or	two.	How	many	leads	did	Bob	get	on	three	grand.	Do	you	know	Bob?	Roughly	
25	leads	on	three	grand.		

So	it	costs	about	100	bucks	to	get	a	lead.	So	maybe	you	only	get	a	lead	every	eight	to	ten	days.	
How	often	are	you	now?	Every	other	month.		

There	you	go.	So	now	you	just	6x	your	lead	flow,	right?	What's	it	going	to	do	to	your	business?	
You	already	got	$2,500.	You’re	probably	going	to	get	your	$10,000	in	90	days.	You	don't	
have	to	wait	a	year.		

Time	is	just	a	construct.	It's	not	a	real	thing.	In	a	marketing	world,	there	is	no	time.	It	doesn't	
exist.	Once	you	realize	you	can	spend	a	dollar	and	get	back	$10,	guess	what	you	do.	I	always	
say	when	you	drop	in	a	dime	and	get	back	a	dollar,	what	do	you	do?	Go	get	yourself	a	shitload	
of	dimes.	Right.	Because	just	keep	dropping	dimes.	But	learning	how	to	make	that	advertising	
work	properly,	you	might	need	some	help	with	that.	Be	careful	with	hiring	agencies	to	do	it	for	
you.	I	think	just	on	your	budget,	you	learn	to	do	it	yourself.	I	really	do.		

	

Amanda		There's	a	lot	of	really	great	resources.	And	yeah.		

	

	Ben		Or	you	could	just	call	me	because	Heidi	works	with	us.		

	

Perry		Yeah.	And	you're	not	running	risks	like	we	are	with	hundreds	of	thousands	of	dollars	a	
month.		

	

Amanda		I	get	to,	light	Perry's	money	on	fire;	80/20	baby.	Maybe	20%	going	to	work.		
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Perry		Yeah,	yeah,	yeah,	yeah.	You	were	fairly	specific.	So	a	lot	of	times	what	I'll	get	is	I	want	
my	business	to	be	a	7-figure	business.	Great.	In	what	period	of	time?	With	what	plan?	With	
what	investment?	With	how	much	time?	How	much	time	are	you	going	to	put	in?	You	know,	
most	people	will	say,	well,	I	want	this.		

There's	a	difference	between	desire	and	ambition.	Everyone	has	a	desire.	Everybody	wants	a	
Mercedes.	But	not	everybody	is	willing	to	trade,	to	sacrifice,	and	risk.	Without	a	little	bit	of	
risk,	there	is	no	reward.	But	you	can	manage	risk.	You	can	really	manage	risk.	And	there's	lots	
of	things	that	you	could	do.	I'd	love	to	talk	to	you	guys	some	time	about	cold	outreach,	any	
outreach	and	things	like	that,	that	cost	you	$0.	

	

Ben		Chad	did	that	last	year,	and	actually	Heidi	is	doing	it	right	now	and	getting	results	
already.	

	

Perry		You	can	kill	it	with	that	so	a	little	bit	of	video.	So	thank	you	so	much.	I	appreciate	it.	
Thank	you.		

	

Ben		So	I	think	it	would	be	really	cool.	I	know	we're	going	to	do	some	hot	seats	here	in	just	a	
second.	Virginia,	are	you	here?	You	know	you're	going	to	do	a	hot	seat,	right?	Good.	You're	not	
supposed	to	be	excited	about	the	hot	seat,	but	in	a	way	you	are.		

Amanda,	I	know	that	everybody	in	here	loves	the,	“Hey,	where	should	I	advertise?”	So	if	you	
were	in	their	shoes…		Perry	says	we	started	an	ad	agency	that	“Fys’u”	you	marketing	because	
he	always	says	“fys’u”	this	is	what	I’d	do.”	It	means	interpreted,	if	I	was	you.	But	if	you	were	
them,	where	would	you	either	do	paid	advertising	or	otherwise?	Where	would	you	focus	your	
effort?		

	

Amanda		I	think	you	kind	of	have	to	take	a	multi-pronged	approach	there,	and	it	really	
depends	on	who	you're	providing	services	to.	Some	of	you	are	going	to	be	local.	Some	of	you	
are	going	to	be	statewide.	So	your	local	advertising,	I	really	like	Google	advertising	and	some	
local	Facebook	advertising.	Perry's	got	a	lot	of	re	outreach	strategies	that	are	amazing.		

But	the	one	thing	I	wanted	to	mention	earlier	about	paid	advertising	and	what's	beautiful	
about	paid	advertising,	especially	if	you	are	niche	specific	in	a	specific	area,	or	you've	got	
anything	that	kind	of	narrows	your	focus.	Your	momentum	is	going	to	build.	So	every	dollar	
that	you	spend,	it's	not	always	on	an	initial	return	on	investment.	Sometimes	it's	just	the	
repeated	ad	exposure	and	building	up	of	that	reputation	in	local	areas,	you	know,	word	of	
mouth	is	really,	really	undervalued.		
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I	built	two	7-figure	agencies	in	the	last	three	years	and	I	did	basically	all	off	referrals	-	not	a	
single	dollar	spent	on	paid	advertising.	Every	single	one	of	those	was	just	providing	a	
consistent	result	and	putting	it	out	there,	you	know,	letting	people	know	clearly	what	it	is	that	
you	do,	you	know,	really	happy	clients	or	clients	that	refer	you	to	other	clients.	So	keeping	that	
in	mind	with	client	selection	is	important	too.		

I	think	Heidi	mentioned	YouTube	as	part	of	her	strategy,	and	I	love	that	on	the	organic	side,	
posting	organically	on	YouTube.	YouTube,	I	will	say	is	as	an	advertiser,	I've	spent	probably	
hundreds	of	millions	of	dollars	at	this	point.	I	will	say,	while	I	think	YouTube	has	the	absolute	
most	potential	long-term,	and	if	you	figure	it	out,	that's	great.	But	YouTube	as	a	paid	
advertising	strategy	is	extremely	challenging.	It's	a	really	challenging	platform	for	you	to	get	
going.			

What	is	up	and	coming,	that	I'm	seeing	a	lot	of	success	within	businesses	in	different	areas	
similar	to	you	guys	is	TikTok.	I'm	telling	you,	TikTok	advertising	is	coming	up,	man.	You	
know,	you	guys	have	a	lot	of	business	followers	or	business	people	following	you	guys	just	for	
tips	and	advice.	It	just	land	so	organically,	especially	because	what	you	have	is	something	that	
everybody	has	to	deal	with.	So	starting	a	TikTok	channel	with	just	some	basic	tips	and	tricks	
and	things,	things	that	people	love	to	hear	about	-	the	don'ts.	Are	you	making	these	five	
mistakes	with	your	accounting?	What	are	the	things	that	you're	missing?	What	are	you	not	
paying	attention	to?	Those	are	the	things	that	that	business	owners	are	looking	for.		

And	I	don't	know,	I’ve	given	an	embarrassing	amount	of	advice	in	my	life,	personally	and	
professionally	from	TikTok,	but	it	just	went	so	organically	into	an	offer	because	you	can	talk	
so	freely	about	those	things	on	TikTok.	A	lot	of	people	are	afraid	of	TikTok	right	now	because	
their	policies	are	changing.		

I'm	always	working	in	restricted	categories.	I'm	always	working	in	stuff	that	I'm	not	allowed	
to	talk	about	publicly.	Really.	So,	I	mean,	you	guys	have	the	advantage.	You	guys	are	in	a	
category	that	isn’t	very	restricted,	as	long	as	you're	not	making	a	lot	of	income	claims	or	
anything	like	that,	which	you're	typically	not.	It's	a	great	platform	for	you	guys	to	experiment	
with.		

And	if	you	figure	out	TikTok,	and	you	can	kind	of	get	in	the	habit	of	those	hooks,	and	getting	
people's	attention,	your	TikTok	will	train	you	to	get	someone's	attention	in	3	seconds.	You	got	
3	seconds.	On	YouTube,	you	get	7	seconds.	So	figuring	out	what	is	important	to	your	people,	
messaging	is	more	important	than	platform	100%.	Messaging	is	more	important	than	
platform.	But	you	can	get	that	figured	out	on	TikTok	and	you	can	figure	out	what	is	the	big	
pain	point	that	people	are	looking	for	solutions	for,	move	it	to	other	channels,	move	it	to	
YouTube,	move	it	to	Facebook.	You	don't	have	to	reinvent	the	wheel	on	all	of	those	different	
platforms.		

We	work	with	a	lot	of	ad	sources	and	Perry	will	record	an	ad	for	me	to	use	on	YouTube,	and	
I’m	going	to	chalk	that	up	and	I'm	going	to	use	it	on	Google	and	Facebook.	I'm	going	to	use	it	
on	TikTok.	So	you	can	get	really,	really	strategic	when	something	works	and	something	starts	
to	get	momentum,	take	that	and	multiply	it	by	spreading	it	across	multiple	channels.		
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Perry		Chad	and	I	are	working	on	a	program	right	now	called	Ugly	Influencers.	I’ve	got	a	face	
for	radio.	Hey	Amanda	took	dating	advice	from	TikTok	and	look	what	happened	to	her.	But	
you	don't	have	shake	your	butt	and	be	21	to	be	on	TikTok	or	Instagram.	There’s	a	lot	of	people	
I	know	doing	incredibly	well	that	are	my	age	or	older	on	TikTok.	There's	a	crowd	out	there	
that	will	identify	with	you,	and	you	know,	stuff	like,	how	to	determine	your	breakeven	of	your	
business	in	three	easy	steps.	Number	one,	do	this.	Number	two,	do	this.	Number	three.		

This	is	crazy	by	the	way,	I’m	charging	$10,000	a	day.	I'm	raising	it	to	$25,000	a	day	because	
I'm	sick	of	people	at	$10,000,	but	at	$10,000	a	day	for	a	consultation.	How	many	people	come	
to	me	do	you	think	that	know	the	break	even	number	of	their	business?	Maybe	one	out	of	ten.		

These	are	people	pay	me	$10,000.	They've	all	got	multimillion	dollar	businesses	orI	won't	
take	them	because	I	don't	want	the	investment	to	hurt	them.	But	I'd	say	that	nine	out	of	ten	
have	no	idea	what	the	break	even	of	their	businesses	is.	No	idea.	They	frickin	need	you	all,	
man.	Seriously.	They	really,	really,	really	do.		

	

Well,	they	need	you,	but	they	need	you	to	understand.	That’s	what	I	was	trying	to	say	earlier,	
that	the	advantage	that	you	guys	have	of	being	niche	specific	or	geographically	specific	
is	you're	going	to	start	to	understand	the	business	owners.	What	is	the	information	that	
we	need	for	us	to	be	able	to	do	our	jobs?	And	the	better	you	understand	that,	the	better	
you	can	service	your	client.	Like	I	mentioned	earlier	with	people	that	we	work	with	that	
specialize	in	the	marketing	industry,	they	know	that	at	the	end	of	the	day,	I	need	cash	in,	cash	
out,	how	much	money	they	spend	on	advertising,	how	much	money	that	advertising	makes	
me.	That's	what	makes	my	world	go	round.	And	they	know	that.	So	that's	the	information	that	
I	get	and	that's	a	value	added	service	to	me	because	I'm	not	getting	a	set	of	numbers.	I'm	
getting	a	set	of	numbers	that	I	can	apply.		

The	Success	Gap	

Perry		Yeah.	And	like	one	of	our	friends	from	War	Room	just	sold	his	business	for	500	million.	
Isn’t	that	crazy.	He’s	a	software	guy,	and	he	always	teaches	a	lesson	about	something	called	
the	success	gap.	And	it's	a	good	lesson	for	you	guys	because	it's	the	gap	between	the	
service	you	provide	and	what	your	clients	need	to	be	successful.		

And	giving	them	a	set	of	books	with	numbers	they	don't	know	how	to	interpret	is	not	filling	
that	success	gap	for	them.	It's	giving	them	the	bare	minimum.	And	you	want	to	know	how	you	
differentiate	yourself	between	the	bare	minimum	and	a	completed	service	is	you	interpret	
those	numbers	for	them.	do	it,	Do	a	walk-through	with	them	every	month.	You	can	probably	
do	an	hour's	walk-through	the	numbers	with	them,	and	you’re	like,	I	can't	do	that	for	what	I	
charge.	But	guess	what?	Charge	more.	They	will	pay	it.	They	will	pay	it	to	get	a	better	
interpretation.	There's	so	much	price	elasticity	in	services.	I	promise	you	there	are	people	
in	your	industry	charging	five	times	more	than	you	and	half	as	much	as	you.	I	promise	there	
are.	
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Amanda		And	keep	in	mind	that	you	get	paid	for	how	big	the	problems	you	solve	are.	If		you	
can	solve	big	problems	for	people,	you	charge	big	money	for	it.		

	

[The	session	moved	right	into	the	Hot	Seat	section.]	

	

Click	Here	to	Return	to	Index	
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3.2	Hot	Seats	&	Q&A		
–	Perry	Belcher,	Amanda	
Dobson	&	Ben	Robinson	
June	16,	2022	

Summary:	The	first	half	of	the	session	was	a	hot	seat	was	done	with	Virginia	who	
provides	bookkeeping	for	mom	entrepreneurs,	and	the	last	half	was	answering	questions	
from	the	audience.	Here	are	the	following	tips	and	advice:	
• Do	these	before	paid	advertising:	Referrals	strategy,	gifting	strategy,	affiliate	program,	cold	outreach	

program,	podcast	guesting,	attend	industry	events.		
• Work	with	non-competitive	businesses	that	can	solve	a	problem	for	your	clients.	
• Position	yourself	as	a	fractional	CFO/COO	so	you	can	charge	more	and	provide	more	value.	
• Tell	a	story	rather	than	give	bullet	points.	You	can’t	debate	or	argue	a	story.	
• The	Content	Multiplier	is	a	way	to	get	30-40	pieces	of	content	from	a	15	minute	video.	
• A	niche	is	not	always	industry	specific,	it	can	be	based	on	ethnicity,	hobbies,	family	practices,	etc.	
• Many	other	resources	and	links	were	shared	during	this	session.	

	

--	Transcript	of	session	follows	

	

Ben	So	I've	had	a	pleasure	of	getting	to	know	Virginia	from	Premier	Coaching,	but	she's	all	of	a	
sudden	gone	away	because	she's	so	successful.	But	I	know	that	she	has	great	ambition.	So	a	
hot	seat	if	you've	never	been	around,	is	basically	what	it	sounds	like.	You	present	a	
challenge	and	we	talk	about	how	you	overcome	that	challenge.	Remember	how	we	talked	
about	on	day	one	and	yesterday,	the	answer	to	your	problem	was	within	this	room	or	outside	
here.	That's	what	the	hot	seats	are	about.		

That's	the	great	thing	I	love	about	Masterminds	is	I	remember	the	first	time	I	was	there	and	I	
had	my	phone,	people	were	writing.	I	still	refer	to	those	very	first	hot	seats	I	had	at	Brian	
Kurtz's	in	2016.	Kelly,	you	and	I	were	there.		

	

Perry		You	get	roasted	in	those	things.		

	

Ben		Yeah,	it's	basically	kind	of	a	roast,	but	in	a	good	way.	A	hot	seat	is	really	meant	to	help	
you	achieve	a	breakthrough.	It’s	meant	to	help	you	say,	hey,	what's	the	big	challenge?	And	
then	we	ask	questions,	and	then	we	kind	of	parse	it	out.		
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Perry		The	funny	part	of	whatever	Virginia’s	problem	is,	we'll	find	a	solution	to	it.	But	there'll	
be	30	people	in	this	room	that	already	know	the	answer.		

	

Amanda		They’ll	have	the	same	problem,	but	don’t	want	to	speak	up	about	it.	

	

Perry		And	that's	the	beautiful	part	of	a	mastermind.	When	you	get	in	a	mastermind	where	
everybody	is	comfortable	and	free	to	talk,	you	know,	you	find	that	the	answer	is	oftentimes,	
most	of	the	time	in	the	room,	not	necessarily	from	the	people	who	are	leading	the	room.		

	

Amanda		Another	thing	is	that	there’s	going	to	be	people	in	the	room	that	are	two	steps	
behind	you	that	are	about	to	make	that	exact	same	mistake	or	have	that	exact	same	problem.	
And	you're	going	to	help	them	sidestep	it	entirely.		

	

Ben		All	right,	let's	do	it.	Let's	welcome	to	the	stage,	Virginia	Brawn.			

You	know	what	your	big	challenge	is	Virginia?	What	is	the	big	problem	in	your	business	right	
now?	Your	pain	point.	

	

Virginia	So	I've	been	super	blessed	to	never	have	to	market.	I've	never	done	organic	
marketing,	never	had	to	do	anything,	which	is,	I	mean,	super	blessed.	That	is	drying	up	
obviously.	I	mean,	it	can't	last	forever.	So	I'm	really	kind	of	at	a	weird	impasse	where	I	don't	
really	know	which	direction	to	go.	I’ve	finally	chose	a	niche,	which	has	already	been	incredibly	
profitable,	but	I	just	I	kind	of	don't	know	where	to	go.		

	

Perry		What's	the	niche?		

	

Virginia		Working	with	mom	entrepreneurs	numbers.	Yeah.	So	and	specifically	I	work	with	
those	in	Better	Christian,	so	working	with	them	to	be	peaceful	and	profitable.		

	

Perry		You	don’t	want	to	let	them	know	that	you've	been	on	the	stage	with	me	do	ya?	I’m	just	
joking.	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	299	

	

Virginia		Yeah.	So	I	worked	in	ministry	for	a	really	long	time	and	for	whatever	reason	decided	
when	I	went	into	business	that	I	had	to	leave	that	part	of	my	life	behind	and	realize	that	it	was	
a	tremendous	asset	that	I	was	giving	up.	So	that's	where	I'm	at.		

	

Ben		So	is	the	problem	like	how	do	I	grow,	or	is	the	problem,	do	I	want	to	grow	or	what?		

	

Virginia		So	I	definitely	want	to	grow,	but	the	problem	is	kind	of	how	to.	So	I	found	a	strategic	
partner,	which	was	really	awesome,	and	she	feels	very	motivated	to	push	me	in	one	direction,	
which	is	counter	intuitive	to	everything	that	you've	taught	me.	Okay,	so	it's	kind	of	how	do	I	
want	to	go?		

So	she	basically	would	like	to	take	me	on	as	like	the	financial	partner	for	business,	and	I	would	
help	with	the	coaching	and	the	advisory	services	for	her	community.	But	with	that	I	feel	like	it	
would	be	a	great	marketing	opportunity,	but	I	don't	see	it	necessarily	growing	my	firm.	So	it's	
one	of	those	things	really	well.	Will	the	benefit	of	being	active	in	her	community	really	help	
me	get	to	the	next	level	with	my	own?		

	

Ben		Okay,	so	let's	put	that	aside.	So	like	how	much	do	you	want	to	grow?	Clarity,	first	thing.		

	

Virginia		No,	clarity.	So	actually,	Ben	Day	and	I	had	a	big	conversation	and	basically	I	need	to	
get	to	my	bottom	line	$150,000	in	the	next	two	years.		

	

Ben		$150,000	net	in	the	next	two	years.		

	

Virginia		Net.	I	need	to	take	home	$150,000	to	buy	my	house.		

	

Perry	That	was	my	question.	Why?		

	

Virginia		Oh,	I	have.	Yes.	So	we	need	to	move.	We	are	outgrowing	or	safe	space.	I	have	two	
young	kids	at	home	and	ideally	I	want	my	business	to	be	a	blessing.	So	the	last	two	months	
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have	been	an	absolute	nightmare.	I	have	hired	and	lost	people	I	got	to	the	point	where	I	
wanted	to	outsource.	It	did	not	work	out	very	well.	And	so	I	just	felt	like	my	business	took	a	
massive	nosedive,	and	it	came	out	of	nowhere.	So	I	got	to	the	point	where	I	was	like	massive	
growth,	like	let’s	hire	the	people,	and	then	the	people	didn't	work	and	the	business	kept	
coming,	and	I	hit	a	massive	burnout.		

	

Perry		Amanda’s	a	single	mom	with	two	daughters,	and	I	started	an	advertising	agency.	She	
has	a	great	reputation.	She	started	an	ad	agency	a	couple	of	years	ago.	It	was	at	$150,000	a	
month	within	60	days,	and	pulling	her	hair	out,	just	going	crazy	and	hiring	people	and	firing	
people.		

	

Amanda		Literally	crying	myself	to	sleep.		

	

Perry		It's	a	distillation	process.	One	of	the	problems,	one	of	the	challenges	I	think	for	you	
right	now	is	I	would	suggest	you	not	make	the	reactive	decision	you're	about	to	make.		
Because	you're	about	to	make	a	reactive	decision	and	a	strategic	partner	is	going	to	make	all	
your	pain	go	away	and	just	be	your	partner.	Survey	says	that	ain't	it,	right.	Let	me	guess	the	
percentage	of	split.	Would	it	be,	I	don't	know,	50/50?		

	

Virginia		No,	it's	actually	20/80,	with	80%	me	and	20%	her.		

	

Perry		Well,	that's	better.	So	there's	a	great	book	called	Slicing	Pie.	It's	a	great	book	if	you're	
ever	going	to	get	into	a	partnership.	Every	time	you	meet	partners	it	seems	to	split	50/50.	No,	
Ben	didn't	make	me	a	50/50	partner	in	the	bookkeeping	business.	He	had	an	established	
business.	I	can	help	it	to	grow,	but	I	ain't	worth	half	the	business.	The	first	page	of	the	book	is	
the	answer	is	never	50/50,	by	the	way.		

Do	These	Before	Paid	Advertising	

How	many	of	you	guys	have	established	written	down,	for	real	–	tell	me	the	truth	–	referral	
strategy	for	getting	referrals?	Five.	That's	the	cheapest	way	in	the	world	to	get	more	clients,	
just	getting	more	referrals.	But	most	people	get	referrals.	Probably	most	of	you	all	probably	
get	referrals,	but	you're	not	asking	for	referrals.	You	don't	have	a	strategy	for	referrals.	People	
who	have	a	strategy	for	referrals	get	20	to	30	times	the	referrals	of	people	who	don't	do	it		

Who	in	here	has	a	strategic	gifting	strategy?	Two	or	three.		
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Who	has	an	affiliate	program?	One	to	three	people.	Yeah.		

And	who	does	cold	outreach	right	now?	So	two	or	three.	So	the	point	is,	before	you	even	go	to	
Amanda's	expertise,	which	is	really	paid	traffic,	and	it's	mine,	too,	because	I'm	trying	to	build	
10	million,	20	million,	30	million	businesses,	and	you	can't	do	without	paid	traffic.	You	guys	in	
this	room	could	likely	improve	your	cold	outreach,	your	referral	programs,	have	an	affiliate	
program,	and	probably	achieved	$2	million	in	gross	revenue	a	year	without	really	ever	
spending	any	money	in	paid	traffic.	There's	a	good	chance	you	could	do.		

	

Amanda		The	secret	about	the	referral	programs	is	telling	people	you	have	them.		

	

Perry		Yeah.	Have	you	heard	of	have	you	heard	of	The	Blogher	network.	Yeah.	Blogher..	
https://www.blogher.com/			

	

Virginia		I	am	not.		

	

Perry		You	should	join.	It's	like	100	bucks	a	year.	It's	dirt	cheap.	There's	20,000	mommy	
bloggers	in	that	community.	If	you	say,	hey,	don't	raise	your	hand	too	high,	but	say	I	do	books,	
you'll	probably	get	about	all	you	can	eat.	And	if	you	offered	a	referral	program	to	them	of…	
How	much	do	you	charge	per	month	for	your	services?		

	

Virginia		It	just	depends	on	the	size	of.	My	average	is	about	$800.		

	

Perry		What	would	you	be	willing	to	pay	to	get	a	new	client?		

	

Virginia		A	hundred	dollars	would	be	fine.		

	

Perry		What	if	you	paid	$800?		

	

Virginia		Well,	it's	going	to	be	a	long	term	investment.	So	that	makes	sense.		
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Perry		Yeah,	so	that's	what	I'm	saying.	So	what's	your	average	shtick?	How	long	does	the	client	
stay	around?		

	

Virginia		I	haven’t	had	anybody	leave	me.	

	

Perry		There	you	go.	So	you	don't	have	a	client	leave.	Out	of	the	$800	a	month,	how	much	of	
that's	net	revenue?		

	

Virginia		About	six.		

	

Perry		Six.	So	would	you	be	willing	to	pay	$600?		

	

Virginia		Yeah.		

	

Perry		So	you	said	100	a	minute	ago.		

	

Virginia		Sure.		

	

Perry		See	what	I	mean?		

	

Amanda		If	you	know	you're	going	to	keep	that	client	around	for	three	years	or	five	years.	
Who	cares?	Work	for	free	for	a	month.		

	

Perry		Yeah.	What	if	you	get	paid	$800?	So,	like,	with	my	company	skill,	when	we	do	
outsourcing,	right	now	we	charge	$1,895	a	month,	we	pay	a	$1,000	referral	commission	and	
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only	make	$500	a	month	per	person.	So	I	eat	two	months	worth	of	revenue	because	my	
person	stays	around.		

	

Virginia		So	you	would	give	like	two	free	months	to	a	client	that	referred	somebody?		

	

Perry		No.	Well,		it	would	better	if	you	give	it	in	credit.	Yeah,	that'd	be	great.	But	if	you	just	give	
me	cash.		

	

Amanda		It	depends	where	the	referrals	coming	from.	If	you're	getting	a	referral	from	a	client	
you	already	have,	give	it	to	them	as	a	credit.	If	have	someone	who	has	a	big	network	of		
mommy	business	owners,	give	them	the	cash.		

	

Virginia		The	$600	per	person	that	signs	on.		

	

Perry		Yeah.	Give	a	referral	commission	for	each	person	that	signs	on.	And	you	can	still	say,	I	
didn't	sign	that	person	because	they	weren't	a	good	fit,	and	you	don't	have	to	pay	that	
commission.	So	if	you	can	tell	that	that	client	or	customer	is	likely	not	going	to	stick	around	or	
they	don't	have	the	wherewithal	or	whatever,	you	can	always	turn	it	down.	But	that's	number	
one.	I'd	really	look	there.	

Before	I	made	a	formal	partnership	with	somebody,	because	partners	tend	to	feel	like	they	
own	everything	you	do	in	the	future	then.	So	what	could	hurt	you	is.	So	you	go	into	the	
business	with	Betty,	and	Betty	has	20%	of	the	business	now.	Betty	sends	you	ten	clients.		

	

Virginia		So	this	is	an	affiliate,	it's	not	a	partner.		

	

Perry		Perfect	then.	It's	way	better	then;	a	revenue	affiliate.	So,	you	know,	you've	heard	there	
are?		A	billion,	million,	bajillion	of	them.		

	

Amanda		And,	you	know,	how	many	of	them	are	trying	to	make	passive	income	by	just	
sending	referrals?		
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Perry		Yeah,	they	all	refer.	Right.	So	just	pay	a	really	good	referral	commission.	And	I'll	tell	you	
about	referral	commissions	for	you	guys	who	want	to	set	up	affiliate	programs.	Rather	than	
pay	20%	forever,	which	is	what	you	would	be	doing.	Right.	I	promise	you,	if	you	go	back	to	
this	person,	say,	What	if	I	just	paid	you	$800	every	time	you	send	me	a	client	and	we're	done?	
I	promise	you	they	will	choose	that	over	the	long-term	and	you	come	out	way	better.	Yeah,	
you	really	do.	Because	if	you	keep	a	company,	you	give	your	customer	24	months,	36	months,	
which	you're	likely	to	do,	you	may	end	up	paying	her	$4,000,	$5,000	for	that	referral.		

The	affiliates	all	operate	on	immediate	gratification	100%	of	the	time.	How	much	money	
am	I	going	to	make	today?	Right.	They're	all	the	same.	How	much	money	am	I	going	to	make	
today?	So	in	your	industry,	if	you've	got	influencers	in	your	industry,	especially	the	
influencers	that	are	teaching	marketing	in	your	space.	Right.	We	are	all	greedy	capitalist.	But	
we	all	try	to	make	it	right	away,	because	when	Amanda	is	out	spending	my	money,	I'm	trying	
to	come	up	with	ways	to	generate	more	revenue	off	those	leads	so	I	can	give	her	more	money	
to	spend	to	grow	my	business.		

So	every	additional	dollar	that	I	can	generate,	I'm	going	to	try	to	generate	that.	So	if	you're	
going	to	pay	me	a	referral	commission	to	send	business	to	you,	then	guess	what?	I'm	going	to	
send	business	to	you.	If	you're	in	my	genre	and	you	provide	a	good	service	for	my	clients,	I	
won't	pay	you	if	you're	going	abuse	my	clients	if	you're	not	providing	a	good	service	because	
that's	my	reputation	as	a	referrer.	But	in	that	case,	I	think	your	business	is	super	easy	to	grow	
in	that	space	because	Rachael	Miller	could	send	you	a	bazillion	people.	Is	it	Rachel	by	chance?		

	

Virginia		It's	not,	no.		

	

Perry		But	Rachel	Miller's	a	good	friend	of	mine.	Rachel	Pederson's	a	good	friend	of	mine.	
Although	I	know	all	those	ladies	that	are	big	leaders	in	that	space.	And	Rachel	could	probably	
send	you	50	clients	a	month	if	she	wanted	to.		

• Rachel	Miller	https://rachelmiller.com/		
• Rachel	Pederson	https://rachelpedersen.com/		

	

Virginia		If	she	wanted	to.		

	

Perry		You	know	what	would	make	her	want	to…	(money).		
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Virginia		Is	it	really	that	easy?	

	

Perry		It’s	so	easy.		

	

Virginia		I	don't	know.	I	mean,	Ben	knows	me	well	enough.	I	will	do	anything	that	you	tell	me	
to.		

	

Perry		It	is	so	easy.	If	you	want	a	connection	to	Rachel	or	any	of	those	ladies,	you	let	me	know	
and	I'll	connect	you	guys	up	to	them.	One	of	those	is	probably	enough,	but	what	you	want	is	a	
number	of	them	so	you	can	build	diversity,	depending	on	how	much	you	can	scale.	Right.	And	
you’ve	got	like,	Carrie	Wilkerson's	the	big	mommy	Christian	mommy	influencers,	a	good	
friend	of	mine.	I	have	friends	that	are	in	the	Christian	mommy	influencers	space;	who	knew,	
right?	But	they’re	marketers,	which	means	there's	a	little	bit	of	dark	devil	soul	in	there	
somewhere,	you	know,	there's	a	little	black	hole	nub	of	a	heart.	https://carriewilkerson.com/		

	

Amanda		Stop	looking	at	them	as	a	referral	source,	look	at	yourself	as	a	solution	to	a	
problem	that	they	have.	Because	we	get	asked	for	those	referrals.	There's	a	hole	in	our	like	
what	I	can	provide,	you	know.	I	can	only	provide	so	many	things,	but	I	know	that	my	audience	
has	this	problem	and	it's	my	job	to	solve	as	many	of	their	problems	as	I	can.	If	I'm	not	the	best	
person	for	it,	I'm	going	to	bring	in	the	best	person	for	it.	So	that	is	for	me	or	for	Rachel	
Pederson	or	Rachel	Miller.	They	don't	provide	those	things,	but	they're	people	have	those	
problems.		

	

Perry		You're	a	non-competitive	sort,	which	is	great	because	they	don't	want	to	want	to	refer	
their	customer	out	to	another	marketer.	But	they're	happy	referring	out	to	a	non-
competitive	source.	And	you	know,	a	lot	of	times	the	way	I	get	my	referral	deals	usually	start	
with	this,	Hey	Perry.	I	know	you're	a	big	influencer	in	the	space.	I'd	like	to	do	this	service	for	
you	for	free	for	a	while	so	you	can	see	how	I	work,	and	maybe	you	can	refer	to	your	
customers.	And	I	pay	this	much	commission.	And	I’m	like,	alright.		

	

Amanda		I’ll	give	you	a	tip	on	that,	though.	When	you	start	to	build	out	your	referral	
program,	pay	out	your	referrals	once	the	first	invoice	is	paid.	Be	very	clear	when	your	
referral	source	is	going	to	get	that	money.	Because	for	me,	you	and	I,	on	average,	I	bill	
between	$10k	to	$15k	a	month	for	my	services.	I	pay	out	a	$5,000	commission.	So	I	don't	have	
that	big	of	a	problem.	But	if	you're	giving	out	an	entire	month	that	you're	working	for	free,	and	
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you've	got	to	pay	out	that	initial	invoice	to	your	referral	source,	you	don't	want	to	be	on	the	
hook	for	that	if	it's	not	clear,	or	if	they	don't	end	up	signing	or	they	don't	stick	around.	Have	
the	money	in	your	hand	first,	because	cash	flow	for	you	will	be	important,	especially	if	you're	
doing	this	at	that	volume.	So	just	a	little	thing	to	navigate.		

	

Perry		Our	ScaleWind	business,	which	is	my	outsource	business.	
https://www.scalewind.com/		It's	the	closest	thing	I	have	to	what	you	guys	do.	We	just	cross	
$3	million	in	revenue,	which	is	a	scary	place	to	be.	So	I'm	trying	to	push	really	far	fast	because	
I	want	to	get	to	$10	million.	Once	you’re	past	three	you	want	to	get	to	ten	quick.		

	

Amanda		How	are	you	going	to	do	that	Perry,	and	in	what	and	what	timeframe?	

	

Perry		In	24	months	I’ll	go	from	3	to	10.	You're	a	year	and	a	half	timeframe	is	way	too	long.	
Your	year-and-a-half	timeframe	is	way	too	long.		

	

Virginia		I	know,	but,	you	know,	it's	so	hard.	And	I	guess	anybody	who's	a	parent	in	here,	you	
look	at	your	little	ones	and	you	go	like,	okay,	I	know	what	it's	going	to	take.	And	whatever	I’ve	
already	put	in,	like,	maybe	I	should	scale	slow	so	that	I	can	still	spend	time	with	them.	And	
then	there's	that	real...		

	

Perry		Scale	fast.	Build	a	system.	Scale	fast	while	they’re	young,	and	you'll	be	over	it	quick	
enough.		

	

Ben		And	it's	not	an	either	or;	you	can	do	both	and	have	both.		

	

Virginia		I	know	Brooke	was	like	very	inspirational	in	that.		

	

Perry		So	let	me	run	through	real	quick	for	Scalewind.	We	have	never	spent	$1	in	advertising.	
We’re	at	$3	million	a	year	in	annual	recurring	revenue.	We	make	it	from,	number	one,	
referrals.	Number	two,	cold	outreach	number.	Number	three,	affiliates,	and	number	four,	
podcast	guesting.		
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Being	a	guest	on	podcast	will	generate	you	tons	of	leads,	but	you	can	get	on	the	podcast	by	
saying,	So	let	me	tell	you	about	the	spreadsheet	numbers	of	this	and	that	you	guys.	Say,	listen,	
how	knowing	your	numbers	can	grow	your	business,	that's	what	I'm	going	to	talk	about.		

	

Amanda		You're	basically	selling...	You	know,	you're	when	you're	working	with	mom	
entrepreneurs.	What	do	we	all	want?	We	all	want	to	be	present	with	our	kids.	You're	selling	
female	business	owners	the	ability	to	be	present	and	create	memories	with	their	
families.	Right.		

	

Perry		This	new	term,	by	the	way,	fractional	is	a	big	deal,	like	fractional	CFO,	fractional,	CMO.	
fractional.	But	this	fractional	thing	is	because	these	mommy	bloggers	need	a	financial	
professional	in	their	business,	but	they	can't	afford	one.		

But	they	can	import	a	part	of	one	and	say,	listen,	these	are	the	boundaries.	This	is	how	much	it	
is.	And	it's	so	easy	because	you	can	compare	yourself.	Then	you	say,	listen,	you	get	a	financial	
professional	for	about	the	same	price	as	a	high	school	kid	that	comes	in	and	licks	
envelopes	in	the	afternoon.	You	got	to	compare	it	to	something	else.		

I	used	to	sell	a	$7,000	a	month	content	marketing.	I	had	a	content	marketing	agency.	Our	flat	
fee	was	$7,000	a	month.	And	when	I	go	through	my	presentation	and	close	it	at	the	end,	they	
say,	Well,	how	much	is	it?	And	I’d	say	$7,000	a	month.	And	they’d	go,	Oh,	wow.	Gee	whiz,	I	
don't	know.	And	I	sell	maybe	20%.		

When	I	change	the	phraseology	of	that,	I	went	to	over	50%.	So	instead	of	saying	a	number	
when	they	said	how	much	it	is,	I	said,	“If	you	hire	us,	we're	about	the	same	price	as	one	
average	employee.	And	Bob,	you	know	there's	somebody	you’ve	been	thinking	about	firing.”	
But	when	you	phrase	it	that	way,	you	know,	what	else	are	these	mommy	bloggers	spending	
money	on?	They're	spending	money	on	other	stuff.	Get	them	to	think,	what's	more	important	
to	you,	this	thing	over	here	you're	spending	money	on,	or	actually	knowing	the	numbers,	the	
core	of	your	business.	Because	if	you	don't	have	that	foundational	knowledge	of	the	financial	
core	of	your	business,	you're	going	to	fail.	I	mean,	it's	a	fact	and	they	know	it.	You	bring	it	up	
to	them.	They	might	be	a	little	edgy	at	first,	but	they	know	it's	true.		

	

Virginia		No.	And	I	had	a	really	great	conversation	with	someone	yesterday,	and	that	was	
exactly	what	they	were	talking	about,	it	was	like,	I	can't	make	any	decisions	and	I'm	too	scared	
to	look	at	the	numbers.		

	

Perry		Decision	fatigue	is	the	highest.	Write	this	down	for	your	clients	when	you're	talking	to	
them.	The	number	one	source	of	stress	for	a	business	owner	is	decision	fatigue.		
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Amanda		How	many	decisions	does	the	average	person	make	a	day?		

	

Perry		I	don't	know.		

	

Ben		I	think	that's	why	Steve	Jobs	wore	the	same	outfits	all	the	time.		

	

Perry		The	average	person	has	200,000	thoughts	a	day	and	70%	of	them	are	more	negative.	So	
a	negative	thought	and	positive	thought	cannot	occupy	the	mind	at	the	same	time.	So	that	tells	
you	something.	Right.	You	only	have	about	30%	of	your	time	where	your	brain	is	in	the	
positive,	where	you	can	make	a	decision	if	you	want	it	to.	And	if	you	can't	make	a	decision	
because	you	don't	have	what?	Data,	clarity,	you	know	what	you're	providing.	Get	out	of	your	
mind	that	you're	providing	bookkeeping,	you're	providing	financial	insights.		

	

Amanda		You're	providing	security.		

	

Perry		The	ability	to	make	a	decision.	And	when	you	talk	to	people	like	that,	say	listen,	What	
do	you	guys	provide?	I	provide	you…		

	

Virginia		Peace	and	profit.	That's	my	thing.	And	I	provide	peace	and	profit.		

	

Perry		You	seem	like	a	very	calming	person,	too,	which	is	really	good.	I	mean,	your	voice	is	
calming.	You're	pleasant.	And	one	thing	I	can't	stand	is	a	frantic	financial	person.	And	I’ve	got	
one.		

	

Amanda		You	should	have	seen	the	look	on	his	face	over	breakfast	this	morning.		
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Perry		I	could	feel	myself	turning	red.	You	know.	Oh,	my	gosh,	I'm	like,	AHH	at	the	breakfast	
table	and	people	looking	at	me	like,	is	he	going	to	kill	her?	Because	Amanda	was	sitting	right	
in	front	of	me.		

But	yeah,	I	think	that	calming	nature.	Entrepreneurs	are	exciting	and	excitable.	They're	easily	
excitable.	And	they	need,	more	than	anything	else	in	the	world	to	calm	down,	take	a	breath,	
look	at	the	data,	and	make	a	decision.	But	if	they	don't	have	data,	they	can't	make	decisions.	
They	can't	make	decisions.	They	end	up	in	fatigue	and	stress,	and	then	they	end	up	making	
bad	decisions.		

	

Virginia		Which	is	what	I	did	about	two	months	ago.	I	can	speak	from	experience.	Yeah.		

	

Perry		So	yeah.	So	just	keep	that	in	mind	when	you're	talking	to	your	people	and	you’ll	frame,	
a	much	better	offer.	But	try	to	tell	that	in	a	story.	What	do	you	do?	Well,	let	me	tell	you	a	story.	
One	of	my	clients…		That's	so	much	better	than	saying,	here's	the	bullet	points	of	what	I	do.		

	

Amanda		Well,	there's	a	couple	of	reasons	for	that.	I	just	wrote	an	offer	for	Perry	based	on	
story	and	story	is	the	number	one	fastest	way	to	create	an	emotional	connection	with	
someone.	And	that	is	where	all	advertising	is	heading.	All	of	the	big	industries	now	are	
starting	to	focus	on	creating	emotional	connection	versus	anything	else.	Here	we	all	talk	
about	conversational	marketing,	you	know,	straight	up	hard	pitching.	It's	all	about	creating	an	
emotional	connection	and	story	is	the	fastest	way	to	do	that.	Number	two	is,	Perry	taught	me	
that	you	can	always	debate	facts	and	argue	facts,	but	you	can't	argue	a	story.		

	

Perry		You	can’t	argue	with	a	story.	As	soon	as	you	tell	a	person	a	fact,	they	can	believe	it	or	
not	believe	it	based	on	their	belief	system	they	already	have	in	their	head.	My	numbers	are	
never	going	to	be	right.	My	numbers	are	a	myth.	They're	never	going	to	be	right,	you	know.	
Well,	let	me	tell	you	a	story	about	this	lady	that	Emma	Randall.	She	got	on	stage	at	an	event	
and	told	three	stories	about	three	clients	of	hers,	and	I'm	like,	how	do	I	throw	money?		

	

Amanda		But	she	painted	a	before	and	after	picture	for	you.	She	commiserated	with	you	and	
told	you	a	story	about	how	someone	was	in	a	position	at	the	same	as	you	or	worse	than	you,	
and	then	explained	how	your	with	whatever	information	she	had	at	the	time,	you	know,	she	
started	to	drift	towards	that	ideal	end	result.	So	that	does	it.		
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Your	job	is	to	make	sure	that	they	understand	that	you	understand	where	they're	at	
and	you	know	how	to	get	them	where	they	want	to	go.	And	you	need	to	help	them	
transport	them	out	of	the	room	and	into	what	that	picture	looks	like	for	them.		

	

Perry		Yeah,	they're	on	an	island,	you	know.	Ben	was	talking	to	you	guys	about	it	yesterday.	
They're	on	this	island	over	here.	And	this	island	that	they	see	over	here,	paradise	is,	you	know,	
they	can	see	it.	It's	so	close.	They	can	see	it,	they	can	taste.	They're	frustrated.	They	can't	get	to	
it.	They	just	want	to	swim	across.	But	they	know	the	water	is	filled	with	piranhas,	and	you	
guys	have	a	boat.	You	guys	know	how	to	navigate	those	waters	that	they	don't	want	to.	Not	
only	do	they	not	know	how	to	do	what	you	do.	I	can	do	bookkeeping	work.	I	can	do	accounting	
work.	Actually,	I’m	pretty	good	at	it.		

	

Ben		You	know	that	math	you	did	earlier.	It	was	really	good.		

	

Amanda		I'm	so	glad	this	is	recorded.		

	

My	business	partner,	Ryan	Deiss,	and	were	meeting	once,	and	I	said	something	about	we're	
going	to	meet	four	times	a	year	for	each	quarter.	And	he	said,	Hey,	I	didn't	want	to	embarrass	
you	or	anything,	but	there	are	only	going	to	be	three	quarterly	meetings	a	year.		

And	I'm	like,	Oh,	thanks,	man,	I	appreciate	it.	Can	you	give	me	three	quarters	for	a	dollar.	And	
he’s	like,	what	did	I	just	say.	So	the	next	five	years,	you	know,	every	time	I	say	my	name,	I	get,	
can	I	get	three	quarters	for	a	dollar	real	quick.	So	Ben	will	be	giving	me	hell.			

But,	did	that	help	you	at	all?	

	

Virginia		So	much.		

	

Perry		I'm	so	glad.	But	just	concentrate	on	those	four	organic	things.	And	when	you	exhaust	
those,	in	your	particular	case,	you	have	a	very	communing	group	of	people.		

Painters	on	the	other	hand,	or	roofers.	You	know,	advertising	would	probably	be	a	better	
alternative	because	they	don't	necessarily	commune	as	much,	although	there's	not	a	single	
one	of	you	guys	that	that	there's	not	50	friggin	Facebook	groups	for	your	industry.	And	if	
you're	not	in	all	50	of	them,	you're	crazy.		
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Amanda		I'm	in	six	different	Facebook	groups	for	the	breed	of	dog	that	I	own.		

	

Perry		Yeah,	so	she’s	a	freak,	but	her	dog	costs	as	much	as	a	freaking	car.	But	get	in	those	
groups	and	don't	pitch	your	stuff	in	there,	just	when	somebody	asks	a	question	just	be	helpful,	
helpful,	helpful.	Just	have	them	all	teed	up	where	somebody's	asking	a	question	that	could	
have	to	do	with	finance	or	tax	or	anything	you're	getting	paid,	and	it's	on	your	signatures:	Bob,	
the	roofing	bookkeeping	guy.		

	

Amanda		Threads	Reddit	threads.	Free	advertising.	

	

Perry		Just	answer	questions	in	there.	Be	of	help	to	people	and	you'll	find	that	pretty	soon	
people	are	like,	you	do	bookkeeping.	Yeah.	Okay,	cool.	And	there	you	go.		

	

Amanda		In	your	market,	you	may	have	the	most	powerful	messaging	that	you	can	
incorporate	into	your	offers	in	this	entire	room	because,	you	know	what	have	you	on	your	
side	–	mom	guilt.	Every	single	mom	entrepreneur	feels	mom	guilt.	And	if	you	can	
alleviate	that	in	any	way,	incorporate	that.		

	

Perry		Maybe	that	should	be	a	headline	on	your	page:	Eliminating	Mom	Guilt	–	One	
Spreadsheet	at	a	Time.		

	

Amanda		I'm	serious.	As	a	mom,	I	can't	tell	you	how	many	times	I've	had	to	choose	between,	
you	know,	going	through	audited	financials	or	taking	my	kids	to	soccer	practice.		

	

Virginia		Thank	you.	[Applause]	

	

Ben		Thank	you	so	much.	So	it's	stuff	like	that,	that's	fun	to	do	at	War	Room,	and	hopefully	
other	people	got	insights	from	that	as	well.	I	mean,	that's	just	huge	right	there,	just	noodling	
stuff	like	that.	That	could	really,	if	Virginia	executes	on	it	could	turn…		
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I	know	you	said	you	had	a	couple	of	things	you	wanted	to	call	on	or	people	that	you	want	to	
call	on	earlier?	

	

Perry		My	first	one,	I	was	expecting	somebody	to	tell	me,	Oh,	I	want	to	make	a	million	dollars.	I	
was	going	to	roast	them	at	the	microphone.	

	

Amanda		Yeah,	but	you	gave	it	away.		You	told	them	how	you	were	going	to	roast	them.		

	

Perry		If	I	can	answer	any	questions	for	you,	marketing	related	questions.	If	you	have	any	
quesitons	for	me.	Any	questions	about	the	masterminding	process.	But	this	is	basically	what	
we	do	in	mastermind.		

How	many	of	y’all	learned	something	from	her	asking	that	question?	So	if	you	do	that	for	two	
days	at	a	time,	the	knowledge	that	comes	out	is	amazing.	And	it's	amazing	because	it's	so	
unpredictable.	You	never	know	what	somebody	is	going	to	ask.	And	I've	learned	stuff	from	the	
funeral	industry	that	I've	applied	to	the	floral	industry.	No	kidding.	Not	joking.	One	of	our	
clients	is	a	funeral	director,	and	he	has	a	great	businessperson	and	he's	very	smart	marketer.	
So	we	learn	things	from	the	funeral	business	that	apply	to	the	gun	business.		

You	just	find	that	that	cross-section	of	people	that	work	in	these	different	niches	will	have	
knowledge	and	questions	that	will	spur	things.	I've	been	fortunate	enough	to	work	with	over	
my	900	years	on	the	planet,	probably	800	companies	who	come	in	and	out	of,	or	that	I	know	
the	top	and	bottom	of	their	businesses,	and	these	are	all	average	$5	to	$10	million	businesses	
or	more.	So	I’ve	learned	a	little	bit	about	a	lot	of	industries.	Amanda	has	bought	advertising	
now	for	dozens	and	dozens	and	dozens	of	industries	and	hundreds	of	companies.	So	she	has	a	
good	breadth	of	knowledge.	And	then	there's	Ben…			

	

Amanda		But	he’s	so	pretty.	Look	at	him.	

	

Q&A		

	

Question		So	you	started	off	with	one	of	the	key	questions:	What	is	your	cost	of	acquisition	for	
new	clients?	Yeah,	that's	so	core	to	marketing,	but	the	referral	base,	if	you're	not	paying	
anything,	it's	not	free.	But	I	don't	know	how	to	quantify…	
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Perry		It	is	free.	There's	a	difference	in	referrals	and	affiliate.	Referrals	are	just	people	who	
refer	to	you	because	you	do	a	good	job	for	them,	and	they	want	to	help	their	friends	have	a	
good	service	provider.	Referrals	may	not	be	completely	free,	in	that	you	may	have	gifts	that	
you	give	to	people,	but	they	don't	do	it	for	a	quid	pro	quo.	If	you	guys	want	to	read	a	great	
book,	there's	a	book	called	Giftology:	The	Art	and	Science	of	Using	Gifts	to	Cut	Through	the	
Noise,	Increase	Referrals,	and	Strengthen	Retention.		

It's	written	by	guy	who	spoke	at	War	Room	for	us	(John	Ruhlin),	and	he's	fantastic.	And	one	of	
his	things	he	says,	Don't	ever	send	a	gift	to	somebody	after	they	sent	you	a	customer.	It's	like	
having	sex	with	a	woman	and	leaving	money	on	the	dresser.	You	know,	you	don't	really	want	
to	do	that,	you	know,	unless	that	was	the	deal	that	was	prearranged.		

Which	brings	us	to	affiliates.	So	affiliates	want	you	to		leave	the	money	on	the	dresser.	Right.	
You	see	what	I'm	saying?	So	the	referrals	really	don't	have	a	cost	to	you.	But	most	people	in	
your	business,	especially…	I	don't	preach	referrals	to	a	lot	of	people.	Because	with	most	
people	I	think	go	buy	some	ads,	get	some	clients,	right?	But	for	what	you	guys	do,	it's	so	
valuable	and	it	creates	so	much	pain	relief.	When	you	show	them	your	first	charts	and	they’re	
like,	Oh,	my	God,	this	is	fantastic.	You	guys	are	just	terrific.		

How	many	of	y’all	had	that	moment	before	with	a	client?	I	can't	believe	you	guys	figure	all	this	
out.	It's	great.	It's	a	wonderful	time	to	say,	“I'm	so	glad	you're	happy	with	that.	By	the	way,	
while	we're	on	the	call,	I'm	always	trying	to	grow	my	business,	and	is	there	anybody	else	that	
you	know	of	that	I	could	probably	provide	the	same	kind	of	pain	relief	or	help	to	you	that	I	
have	for	you?”		

“Oh,	my	gosh.	Let	me	think.	Yeah…	“	

	

Amanda		Everybody	is	asking	for	a	testimonial.	You're	just	giving	them	money	for	it.		

	

Perry		Right.	There	is	a	strategy	to	it	and	I	can	send	some	stuff	over	to	Ben	to	help	you	guys	
with	having	a	real	structured	referral	program.	I’d	buy	a	book	on	Amazon	on	how	to	build	a	
referral	program.	There's	a	bunch	of	them.	They	all	teach	your	roughly	the	same	thing.		

	

Amanda		And	being	parts	of	things	like	mastermind	groups,	like	I	spend	on	average	probably	
a	hundred	grand	or	more	on	just	being	part	of	mastermind	groups	like	Inner	Circle,	and	just	
industry	ones	for	us,	not	always	just	in	the	marketing	industry,	some	in	other	industries.	And	
just	the	relationships	and	connections	that	I	build,	I	make	it	very	apparent	that		this	is	the	
service	that	I	offer.	I	offer	a	referral	fee.	And	even	in	a	group	of	people	that	offer	similar	
services,	I'm	very	specialized,	so	and	I	provide	services	that	they	don't.	So	you	can	still	get	
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referrals	inside	of	those	groups	just	by	creating	those	connections	and	making	it	obvious	that	
that's	part	of	your	business.		

	

Perry		The	other	thing	that	ScaleWing	does	do,	I	failed	to	mention	is	attend	a	lot	of	industry	
events.	So	Carla,	who	runs	that	company,	is	at	Platinum	Summit	for	ClickBank	right	now,	We	
should	sponsor	this	event	too.	I	think	the	more	event	sponsorships,	the	better	she	can	do.	
Your	business	can't	lose	money	having	a	booth	at	the	Painters	Convention	or	the	Duck	
Breeders	Convention	or	whatever	you	all	do.		

	

Question		You	talked	about	cold	messaging	earlier.	And	I	have	about	10,000	LinkedIn	
connections	that	are	all	business	owners.	And	so	I've	been	wanting	to	find	a	way	to	cold	
messages	them,	but	I	hate	receiving	cold	messages	that	need	connections.	I	receive	them	all	
the	time.	So	how	would	you	stand	out.		

	

Perry		Well,	there's	a	lot	to	do	there.	The	easy	the	best	way	to	do	it,	you	may	not	like	the	
answer	to	that.	The	thing	that	works	the	best	and	it'll	probably	take	you	an	hour	a	day,	but	you	
probably	only	do	it	for	a	very	short	period	of	time	because	it	work	so	effectively.	LinkedIn	has	
a	video	feature	where	you	can	film	a	video.	Say,	“Hey	Ben,	this	is	Valerie	over	at	blankety	blank	
bookkeeping.	I	noticed	that	we’re	friends	on	LinkedIn	and	I	do	the	books	for	a	lot	of	people	in	
your	industry.	You	may	already	have	someone,	but	if	you	do,	it's	fine.	But	I	don't	just	do	books.	I	
do	books	and	provide	financial	insights	so	you	can	make	better	decisions.	If	there's	ever	a	need	
for	that	sort	of	thing,	just	reach	out	to	me.	If	you	have	a	question,	I'm	happy	to	help	you	at	any	
time.	Just	want	to	say	hi.”	Simple	as	that.		

	

Question		And	you	do	that	in	a	direct	message.		

	

Perry		Yeah.	And	that's	a	30	second	video	so	if	you	do	50	of	those	a	day,	which	is	your	limit	to	
do	on	LinkedIn,	the	most	you	can	is	50	a	day.	It	will	take	you	about	25	minutes	out	of	your	day.	
You	would	likely	fill	your	calendar	to	the	brim	within	30	days	if	you	did	that.	It	would	cost	you	
$0.		

So	Heidi,	how	many	do	you	get	back	on	videos	when	you	did	video	outreach?	Three	in	three	
weeks.		

And	how	many	do	you	do	a	day?	24	a	day.	So	three	in	three	weeks.	So	she's	doing	half	as	many	
as	she	should.	If	she	was	actually	doing	her	job,	she'd	have	ten	new	good	lead	conversations.		
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What	would	ten	good	conversation	leave?	I	bet	you	close	half	the	people	you	talk	to,	right?		

	

Heidi		Yeah.	We	have	a	really	great	closing.		

	

Perry		So	let's	say	you	close	five	new	clients	a	month.	You'd	have	60	clients	by	the	end	of	the	
year.	How	would	that	do?		

	

Heidi		That	would	be	incredible.		

	

Perry		And	you	wouldn't	have	spent	any	money.	Spend	25	minutes	a	day	doing	it.	All	right.		

	

Question		Thanks	for	your	time.	As	far	as	videos,	creating	videos.	I	wanted	to	find	out	if	you	
had	any	recommendations	on	what	type,	like	specifically	for	getting	leads,	like	what	kind	of	
content	in	them.	And	then	also	if	you	recommend	posting	the	same	video	on	various	
platforms.		

	

Amanda		So	basically	I'll	recommend	a	resource	actually	for	you	to	look	at	that	can	kind	of	
help	you	a	little	bit	more.	His	name	is	Peng	Joon,	and	this	is	a	good	a	good	example,	by	the	
way.	https://pengjoon.com/	Even	though	I	may	have	an	answer,	I	know	I'm	not	the	absolute	
best	at	this.	I'm	going	to	show	you	who	is.	So	he's	got	a	strategy	called	the	content	multiplier.	
https://contentmultiplierformula.com/get-it-free	

He's	got	a	quite	a	few	free	resources	available	that	you	can	download.	It's	not	all	just	ad	stuff.	
So	basically	what	he's	going	to	talk	to	you	about	is	how	to	know	what	content	to	create.	And	
we've	got	some	resources	Ben	will	share.	I'll	share	some	of	his	how	we…		

	

Perry		Answer	The	Public	is	one	of	my	favorite.	https://answerthepublic.com/		

	

Amanda		I	was	going	to	say	we've	got	some	stuff	that	we	use	for	creating	email	content	and	
the	same	is	true	for	social	content.	So	he's	got	a	list	of	things	that	we	go	through	on.	So	we	look	
at	Buzzsumo,	https://buzzsumo.com/	we	look	at	#TikTok	Trends	to	see	what's	going	on	
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TikTok.	We	look	at	the	YouTube	feed	for	trending	videos	on	YouTube.	
https://www.youtube.com/feed/trending		

Obviously,	the	more	you	engage	with	people	that	are	in	your	niche,	the	more	of	those	things	
are	going	to	be	targeted	towards	you.	But	any	way	with	his	content	multiplier	strategy,	what	
that	is	based	on	is	how	to	record	one	video	on	the	right	subject	and	edit	it	a	bunch	of	
different	ways	so	that	you	can	use	it	on	every	single	platform.	If	you	pair	that	with	
Rachel	Miller's	content	scheduling	strategy,	you	can	basically	build	out	30	days	worth	
of	content	and	that	will	provide	you	with	content	for	the	rest	of	the	year.		

So	there's	a	lot	of	ways	that	you	can	really	strategically	look	at	that.	But	I	would	look	at	those	
two	resources,	number	one,	as	Peng	Joon’s	content	multiplier.	And	then	Rachel	Miller.		

	

Perry		Most	of	those	guys	will	shoot	a	15	minute	YouTube	video	that	blocks	out	into	five	or	six	
shorts	they	can	pull	out	of	it.	They'll	take	that	YouTube	video,	they’ll	strip	the	audio	out	of	it	
and	make	a	podcast	episode.	They'll	strip	the	text,	they'll	convert	it	to	text	with	Otter.ai,	and	
make	a	blog	post.	So	one	video,	will	end	up	being	30	or	40	pieces	of	content	that’s	shot	in	15	
minutes.		

	

Amanda		And	you	can	figure	out	how	to	do	the	video	editing	yourself.	Old	dogs	learn	new	
tricks.	I	watched	him	spend	one	whole	day	sitting	there	trying	to	learn	how	to	edit	videos	for	
all	the	different	social	channels.	If	you	don't	want	to	do	it	yourself,	you	can	use	Fiverr,com.	
https://www.fiverr.com/	There	are	VAs	out	there	that	will	do	it	for	you.	So	there's	a	lot	of	
really	efficient	ways	to	get	a	lot	of	content	in	a	really	short	amount	of	time.		

	

Question		Hi,	I'm	Amber	Fillis	Parker.	I'm	owner	of	Helios	Parker	and	Associates,	where	we	
provide	bookkeeping,	accounting	and	tax	work.	I	have	recently	came	out	with	my	social	media	
in	the	area	of	I'm	a	Native	American	woman-owned	CPA	firm.	I	just	recently	started	six	
months.	I'm	on	track	to	make	$100,000	this	year.	What	I'm	struggling	with	is	how	do	I	find	a	
niche?	And	I	would	like	to	do	some	advertising,	but	I	don't	know	where	to	begin.		

	

Perry		You	can	have	a	niche	in	just	being	a	Native	American.	So	niches	aren’t	always	
industry	related.	So	I'll	give	you	an	example.	There's	a	guy,	Terry	Weigel,	who's	a	friend	of	
mine.	He	teaches	Internet	marketing.	Everybody,	and	his	mother	teaches	Internet	marketing.	
Terry	Weigel	was	a	fireman,	so	he	teaches	Internet	marketing	as	a	side	hustle	business	for	
firemen	when	they're	setting	in	the	fire	station	during	their	dead	time	because	they	have	a	lot	
of	dead	time.	He	knows	their	vocabulary.	He	knows	their	problems.	He	knows	their	dreams.	
He	knows	those	things.	So	you	may	very	well	find	that	it's	a	Native	American-owned	
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businesses	that	you	work	with	because	a	lot	of	them	have	certain	tax	advantages	and	contract	
advantages	that	others	don't.		

	

Amanda		And	geographical	advantages.	You've	also	got	users	and	stuff	like	that.		

	

Perry		And	advertising	will	probably	be	pretty	easy	to	do.	I	don't	know	for	sure	because	I	
don't	know	that	market	well,	but	that	may	be	it.	Or,	what	did	you	do	before	you	did	this?		

	

Question		Everything.	I've	been	in	public	accounting,	been	an	auditor,	been	a	business	
manager.	I've	been	in	health	care.	I've	been	in	schools.	

	

Perry		Maybe	schools.	Maybe	health	care.	You	know,	one	of	our	friends	has	a	huge	business	in	
marketing	where	he	only	does	marketing	for	Montessori	schools.	And	if	you	did	books	for	
Montessori	schools,	he’d	be	a	great	guy.	His	name	is	Kasam	Aslam,	and	he's	a	great	guy.	You	
could	probably	pair	up	with	him	and	say,	look,	I	do	bookkeeping	for	Montessori	schools,	so	
can	you	refer	me	clients	and	I'll	refer	you	clients	back	for	marketing.	You	know,	that's	the	way	
it	works.		

	

Amanda		I	found	my	niche	by	just	providing	one	thing	that	I	did	really,	really	well	and	then	
expanding	services	out	from	just	doing	one	thing	really,	really	well.	And	you	can	do	the	same,	
you	know,	you're	going	to	start	to	bring	on	clients	that	do	more	similar	things	and	look	at	who	
your	best	clients	are.	If	you've	got	20	clients,	who’s	your	best	client?	Who's	paying	you	the	
most,	and	paying	you	the	most	consistently,	and	is	involving	the	least	amount	of	work?	Get	
more	of	them.		

	

Ben		Great.	Awesome.	Thank	you.	I	was	actually	talking	about	this	last	night,	like	how	you	can	
specialize	in	something,	not	just	by	an	industry.	So	if	you	guys	need	any	help	from	me	and		
Amanda,	we're	glad	to	help	you	in	any	way	that	we	can.		

	

Perry		Hey,	you’ve	got	a	few	more	hours	here,	right?	For	you	guys	that	are	continuing	on	doing	
continuous	support	stuff	with	InnerCircle,	you’ve	got	a	year.	For	those	of	you	that	aren't	at	the	
point	to	do	that	yet,	suck	every	bit	of	knowledge	you	can	out	of	everybody	in	the	room	
because	you're	going	to	go	back	tomorrow	and	you're	on	your	own	again.	Right?		
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So	you	want	to	try	to	get	every	question	ask	that	you	can	get	asked	because	you	don't	have	
those	resources	at	your	disposal.	And	I	know	that	Ben	and	Kelly	are	going	to	help	you	guys	no	
matter	what.	You	know,	it's	kind	of	like	with	my	mastermind	groups,	most	people	pay	me	to	
be	in	them	just	to	not	feel	guilty	about	being	an	annoyance	when	they	call	me	or	text	me	
because	I'm	going	to	answer	them	anyway.	But	hopefully	you	guys	got	a	lot	out	of	today	and	
got	a	lot	out	of	the	session	so	far.	And	we're	about	to	go	jump	on	an	airplane.	But	thank	you	all	
so	much.		

	

Ben		Thank	you.	Small	hinges	swing	big	doors,	right?	And	that's	a	very	effective	and	powerful	
hour,	45	minutes.		

	

Click	Here	to	Return	to	Index	
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3.3	Building	Culture	in	an	Entirely	
Remote	Environment		
–	Tyler	Otto	
June	16,	2022	

Website:	https://www.specialtybk.com/		

Summary:	You	have	within	your	firm	a	miracle	“drug”	called	
communication.	When	taken	as	directed,	it	has	many	positive	
results	within	the	organization	and	on	the	bottom	line.	Video	recordings	can	be	used	to	inform	and	
communicate	with	staff	and	clients.	By	seeing	you	more	on	video,	it	creates	a	parasocial	relationship.		
Tyler	went	over	the	various	meetings	that	can	be	held	in	the	company,	and	how	they	can	be	used	to	build	
your	brand	and	improve	relationships.		Leverage	your	staff	to	support	other	team	members	by	having	a	
team	support	channel.		
Lastly,	culture	can	developed	with	incentives	that	uses	bonuses.	The	best	way	to	create	a	desired	culture	is	
to	hire	slow	in	order	to	make	sure	there	is	a	cultural	fit	with	people	you	add	to	your	team.	The	prescription	
was	given	to	implement	one	thing	in	your	firm	that	will	set	the	tone	of	your	business	for	future	hires.	
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As	Ben	said,	my	name	is	Tyler	Otto,	with	Specially	Bookkeepers.	I’m	president	of	the	company	
that	started	back	in	2017,	but	I	am	not	the	founder.	I'm	a	low-level	employee	to	the	real	brains	
of	the	operation,	which	is	my	wife	Karen.	In	2016,	she	wanted	to	do	a	career	change.	She	had	a	
master's	degree	in	biomedical	engineering.	And	also	and	she	just	comes	to	me	and	says,	I	want	
to	do	something	from	home.	I	want	to	be	a	bookkeeper.		

And	I	looked	at	her	kind	of	oddly,	I'm	like,	okay,	like	that's	an	odd	thing	to	pick.	But,	you	know,	
I'm	in	corporate	finance.	It	seems	like	something	we	could	collaborate	on.	And	if	she	needs	
any	help.	And	she	goes,	No,	no,	I	found	this	guy	online.	He'll	totally	teach	us	everything.		

Like,	okay,	scam	number	one	day.	Let	me	let	me	tell	you	how	this	works.	No,	but	she	swore	by	
it.	And	me	being	the	supportive	husband	that	I	was,	I	was	like,	Well,	a	couple	grand,	but	you	
know	what?	If	she	learns	something	out	of	it,	great.		

So	I	said,	yes,	let's	do	this.	And	anything	that	this	goofy	guy	with	an	accent	doesn't	teach	you,	I	
will	gladly	fill	in	the	blanks.	Fast	forward	a	little	bit.	It	turns	out	my	wife	learned	a	lot.	She	
started	getting	smart	and	she	set	up	a	business.	I	had	no	idea	how	to	do	that,	but	I	kept	
hearing	these	video	recordings	of	the	goofy	guy	who	I	started	referring	to	as	Uncle	Ben.	Uncle	
is	my	term	I	put	before	anyone	I	kind	of	despise	a	little	bit	because	I	just	saw	the	initial	cash	
outlay.		

I'm	like,	this	guy	is	taking	her	for	a	ride.	So	Uncle	Ben	routinely	showed	up	in	our	household	at	
night	as	she	was	watching	these	videos.	Well,	during	that	time,	we	had	two	kids,	Porter	and	
Luke.	It	wasn't	until	Luke	was	a	couple	months	old	I	realized	that	we	actually	named	our	kids	
P	&	L.	It's	subliminal.	It	has	to	be.	But	we	have	Porter	and	Luke	and	I	kept	climbing	the	ladder	
with	the	corporate	finance	jobs	I	had	in	the	hotel	industry.		

I	don't	know	if	any	of	you	heard	there	was	a	pandemic	that	happened.	And,	you	know	what	
industry	didn't	do	well	during	the	pandemic?	Yeah,	hospitality.		It	tanked.	Immediately	we	
saw	pay	cuts	across	our	entire	company.	I	had	the	Corporate	Director	of	Finance	got	to	see	all	
those	P&Ls	just	down	and	to	the	right.	And	my	wife	and	I	looked	at	each	other	and	realized	
this	isn't	secure.	What	the	heck	are	we	going	to	do?		

But	that	summer,	we	looked	at	each	other	and	said,	okay,	maybe	we	can	try	and	actually	take	
this	firm	to	a	full-time	thing.	Up	to	this	point,	she	made	a	nice	little	side	hustle,	working	a	
couple	of	hours,	making	a	couple	grand	a	month,	and	it	was	perfect.	But	we	made	the	decision	
to	try	and	take	Specially	Bookkeepers	as	our	full	time	job,	and	we	timed	it…	Ladies	and	
gentlemen,	luck	plays	a	part	sometimes.	Please	know	this.	We	timed	it	so	perfectly	because	it	
took	us	a	couple	of	months	of	me	getting	into	Bens	programs	and	learning	how	to	market,	
learning	taxes.		

But	right	at	the	time	we	signed	our	first	two	clients,	once	I	took	over	was	the	same	month,	
January	2021,	when	I	learned	I	was	being	furloughed	without	any	intent	to	return.	Job	
gone.	Luckily,	we	got	the	business	right	and	we	just	signed	up	two	clients.	We	don't	know	if	
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we	can	pay	our	mortgage	and	all	our	bills,	but	we	got	momentum,	folks.	And	from	there,	it's	
been	crazy.		

Three	months	after	that,	we	hired	our	first	employee.	Three	months	after	that,	so	six	months	
after	me	taking	over,	we're	at	BKX	and	that's	where	I	met	all	y’all.	These	people	that	have	built	
so	much	into	my	business	and	half	my	presentation	is	going	to	be	stuff	I	learned	from	them.	
I'm	pretty	much	going	to	be	citing	my	sources	and	pointing	around	the	room.	But	that	is	
where	we	have	taken	it.		

And	now	at	this	point,	18	months	into	my	tenure	running	it,	we	just	had	our	seventh	team	
member	and	we	are	looking	to	double	what	we've	done	so	far	this	18	months	by	the	end	
of	the	year.	And	we	are	so	excited.	Thank	you.		

So	one	of	the	things	I	love	about	our	firm	is	that	my	team	is	entirely	remote,	which	many	of	
you	also	have	this,	but	I	feel	like	we	have	one	of	the	strongest	company	cultures.	I	haven't	met	
half	my	staff	in	person,	but	yet,	it	feels	just	as	strong	as	some	of	the	corporate	teams	I've	
worked	with	in	the	past.	And	it	takes	a	lot	of	work	to	do	that.	So	today	my	talk	is	how	do	you	
build	culture	in	an	entirely	remote	environment.	And	spoiler	alert,	it's	just	
intentionality.	We're	going	to	talk	through	how	we	do	that.		

But	before	I	can	actually	describe	how	we	built	that	culture,	we	obviously	need	to	talk	about	
1800	German	chemists,	right?	A	logical	transition.	In	1887,	Felix	Hoffmann	was	looking	for	the	
cure	for	arthritis	because	his	dad	suffered	debilitating	arthritis	and	the	only	treatment	at	the	
time	was	known	to	destroy	your	stomach.	It	was	awful.	So	he	gets	to	work.	A	couple	of	years	
of	work	later,	and	he	comes	up	with	a	new	formulation	of	the	acidic	treatment	on	the	market.	
That	is	a	game	changer.	His	boss,	within	two	years,	1899,	releases	this	drug	to	the	public.	That	
company's	name	was	Friedrich	Bayer	and	Company.	And	does	anyone	know	the	name	of	the	
drug?	Aspirin.		

Aspirin	was	a	game	changer.	In	fact,	to	this	day,	it	is	one	of	the	most	studied	drugs	on	the	
planet.	It	is	estimated	that	it	is	studied	between	700	and	1,000	times	each	year.	Not	only	was	
it	great	for	treating	arthritis,	but	its	used	for	headaches,	its	use	for	sprains	and	strains,	cold	
and	flu	symptoms,	menstrual	cramps.	Then	they	realized	it	could	help	with	cardiovascular	
issues	such	as	diabetes,	high	cholesterol,	high	blood	pressure.	They	started	giving	it	to	stroke	
patients	and	then	realized	it	was	so	good	at	thinning	the	blood,	they	started	using	it	in	surgical	
cases	it	could	treat	pericarditis.	It's	been	shown	to	reduce	some	types	of	cancers.	And	there's	
still	studies	ongoing.	It's	been	called	the	miracle	drug.		

Now,	what	if	I	told	you	within	our	firms	we've	actually	got	a	miracle	drug	available	to	us?	
One,	when	taken	as	directed,	it	can	not	only:	

• Increase	client	retention	
• Improve	profitability	
• Decrease	employee	turnover	
• Improve	efficiency,	and		
• Drive	more	to	your	bottom	line		
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Who	wants	it?	The	right	answer,	it's	simple.	It's	communication.	And	when	we	get	this	right,	
when	we	take	it	as	prescribed,	it	can	be	a	game	changer	in	our	business.	Now,	I	know	I	talk	
through	a	lot	of	the	side	effects	that	benefit	us,	but	today	I	want	to	just	focus	on	when	done	
properly,	what	communication	does	to	our	company	culture.	So	that's	the	prognosis,	we're	
looking	through	this	lens	now.		

Again,	two	reminders	I	want	to	touch	on	before	I	get	into	this.	One.	We've	had	a	lot	of	great	
talks	this	week,	talking	you	through	a	step-by-step	process	on	how	you	can	implement	
something	for	your	business.	My	talk	today	is	much	more	the	shotgun	approach.	I'm	going	to	
throw	everything	at	you.	If	you	like	Arrested	Development	where	Job	just	throws	out	the	
ideas.	That's	what	we're	doing	here.		

And	a	lot	of	those	ideas	have	come	from	these	amazing	people	in	the	room	that	I've	
collaborated	with.	There	are	so	many	ideas	where	we	are	stealing	each	other's	best	ideas	and	
improving	upon,	so	I	can't	stress	it	enough.	Get	your	community	here	while	you	can,	because	
once	it's	gone,	you're	going	to	miss	it.		

So	as	we	jump	in,	one	of	my	main	points	I	want	to	touch	
on	later	in	this,	but	I'm	going	to	get	it	out	of	the	way	
because	Kate	nailed	this	yesterday	on	how	we	use	video	
recordings	to	communicate	with	our	staff.	So	I'm	not	
going	to	touch	about	how	people	use	it	for	an	onboarding	
series,	month	end	reviews,	sales	presentations.	That's	all	
great	stuff.	And	that	team	panel	knocked	it	out	of	the	
park.		

So	with	that	in	mind,	doing	everything	that	they	recommended,	I	want	to	tell	you	that	you	
need	to	know	your	brand	and	you	need	to	be	able	to	script	in	your	personality	to	all	
these	videos,	your	onboarding,	your	trainings,	your	client	sales	presentation.	I	know	for	me,	I	
like	to	be	a	little	bit	of	a	goofball,	and	I	give	myself	the	freedom	that	if	a	song	pops	in	my	head	
because	I	send	something,	I	end	up	singing	it	a	little.	Yeah.	Karma	Chameleon.	I	know	it	
showed	up	multiple	times	because	of	someone	saying	‘culture.’	Thank	you	very	much.		

No,	you	can	script	that	in.	I	also	have	a	list	of	dad	jokes	on	the	wall	behind	my	monitor.	
And	any	time	I'm	doing	a	financial	review,	if	all	of	a	sudden	the	software	has	stalled	out	and	
I'm	just	sitting	there	awkwardly	waiting,	looking	around,	I	say,	how	about	a	joke?	What	do	the	
Eiffel	Tower	and	a	tick	have	in	common?	They're	both	parasites.		

It's	not	the	best	joke.	But	you	better	believe	the	only	feedback	I	get	from	the	client	is,	loved	the	
joke.	Telling	that	to	my	kids	later	today.	Find	ways	for	your	brand	to	come	through	and	
scripted	in	or	have	that	readily	available.	I	can	go	through	many	other	examples	of	people	
in	this	room	where	they	just	try	to	make	sure	that	they	have	the	opportunity	to	show	the	
qualities	that	they	want	their	clients	and	employees	to	see.		

Now,	the	other	one	that	was	touched	on	yesterday.	There	was	a	term	that	was	coined	in	1953	
called	a	Parasocial	Relationship,	and	this	was	a	new	phenomena	at	the	time	because	people	
had	ready	access	to	celebrities	in	their	house	because	TVs	were	becoming	common.	Back	in	

Video	Recordings	
• Onboarding	Series	
• Month	End	Reviews	
• Sales	Presentations	
• Script	your	personality	
• Parasocial	Relationships	–	to	
build	relationship	with	clients	
&	employees	
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the	1950s,	when	Ben	graduated	from	college	and	because	they	had	this	repeated	access	to	
those	celebrities,	they	started	learning	things	about	them,	not	just	what	they	saw	on,	you	
know,	I	love	Lucy,	but	they	started	learning	about	their	marriages,	their	birthdays,	their	
favorite	vacation	spots,	and	they	start	to	feel	like	they	got	to	know	these	celebrities.	So	
essentially,	this	is	what	ended	up	being	called	a	parasocial	relationship,	which	ultimately	I	
think	of	it	as	a	one-sided	relationship,	where	one	side	is	really	invested	because	they	got	
to	know	someone.	They	love	their	personality,	and	they're	attracted	to	them.	And	the	other	
side	might	not	even	know	they	exist.	Kind	of	like	my	high	school	dating	experience.		

Videos	can	build	Parasocial	Relationships	with	Employees	&	Clients	

That's	what	we're	setting	up	here	is	we	do	these	videos,	these	prerecorded	ones	for	our	
clients	and	our	employees.	I	had	two	employees	that	started	this	year,	that	after	the	end	of	
our	first	week	of	training	where	they're	going	through	videos	on	our	processes,	procedures,	
and	systems,	they	told	me	they	got	on	the	first	call	with	me	and	said,	like,	it's	weird.	I	feel	
like	I	know	you.	I'm	not	as	intimidated	by	you	anymore	because	I	understand	what	the	
expectations	are.		

And	you	can	take	this	to	your	advantage	too,	with	your	clients.	Yeah.	You	may	just	get	the	
notification	that	they	just	watched	the	Loom,	but	you	never	hear	from	them.	But	they're	
seeing	your	face	and	hearing	your	voice.	As	Kate	said,	the	repetition	of	your	face	makes	you	
more	attractive,	which	is	great	for	me	because	with	what	I'm	working	with,	I	need	all	the	help	
I	can	get.		

So	the	last	thing	I'll	drive	home	on	this,	though,	is	Parasocial	Relationships	are	a	super	new	
phenomenon	in	the	history	of	mankind.	Right?	Like,	this	wasn't	a	possibility	before	100	years	
ago.	And	really,	it	was	exacerbated	in	the	last	3	to	5	years	due	to	the	pandemic.	So	we	don't	
fully	understand	how	this	has	effects	on	its	long	term.	But	if	you	can	wield	this	power	for	good	
and	use	it	with	your	clients,	and	your	employees,	it's	going	to	be	a	game	changer.	So	rant	over	
on	videos.	I	know	we	touch	on	a	lot,	but	it's	going	to	change	your	business.		

Now,	in	a	similar	vein	to	videos,	I	want	to	talk	about	just	
meetings	within	our	company,	and	this	is	pretty	easy	to	
tack	on	because	all	our	meetings	are	virtual.	So	you're	
living	on	Zoom,	or	you're	living	on	meets,	or	teams,	or	
whatever	else	you	want	to	use.	But	I	have	one	big	pet	
peeve	when	I	see	new	people	getting	into	this	industry	so	
they	don't	have	their	camera	on.	You	guys	have	been	to	
conferences,	talks,	even	in	elementary	school	where	
someone	quoted	that	the	percentage	of	communication	
that's	nonverbal	is	93%;	55%	of	that	is	just	body	
language.	So	if	they	can't	see	you	nodding	in	approval,	or	if	they	can't	see	you	rolling	your	eyes	
at	their	dad	jokes,	so	they	can	see	you	nodding	in	agreement,	or	smiling,	showing	sympathy	on	
their	face.	You	are	missing	a	chance	to	build	that	relationship	and	bond	with	those	people.	I	
don't	care	what	you	look	like.	Have	your	camera	on.		

Meetings	
• Have	your	Camera	on	
• 	Morning	Lineup	
oHighlight	what	working	on	
oQuestion	for	the	day		

• 1-to-1	
• Lunch-and-Learn	
• Background	is	On	Brand	
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Another	thing	we	do	within	our	company	is	the	morning	lineup,	and	I	know	many	of	you	
have	a	similar	version	of	this	in	your	company.	The	morning	lineup	in	the	hotel	industry,	
which	we've	carried	over;	it	was	originally	intended	as	a	chance	for	at	least	five	star	hotels,	
the	general	manager	goes	through	and	inspects	every	single	person.	You	know,	is	your	shirt	
tucked	in,	your	shoes	polishes,	and	is	your	hair	groomed	for	us.	We're	just	trying	to	make	sure	
Will	is	sober	and	has	pants	on.	And	actually	we	stopped	asking	to	make	sure	that	he	had	pants	
on	because	we	have	him	put	his	camera	down	one	day	and	we	regretted	it.	So	now	we	just	
make	sure	he’s	there.		

But	the	morning	line	up	for	us	is	an	opportunity	for	us	to	go	through	the	highlights	of	what	
everyone's	working	on	that	day.	And	also	someone's	assigned	the	question	of	the	day.	
It's	simple.	Sounds	super	easy	to	implement	because	it	is,	but	someone	has	to	come	up	with	a	
question.	Now,	we've	had	easy	softball	ones	like,	what's	your	favorite	color,	or	favorite	movie,	
or	best	band	you	ever	saw?		

But	we	also	heard	some	like	you've	seen	the	Progressive	commercials	of	growing	up	to	be	like	
your	parents.	What	do	you	do	just	like	your	parents?	You	learn	a	lot	about	your	team.	Or	one	
of	the	raw	ones	we	got	that	it	started	out	funny,	but	we	really	learned	about	each	other	was:	If	
you	had	to	dump	yourself	for	any	reason,	what	would	it	be?	Okay,	we	learned	a	lot	about	
each	other.	I'll	tell	you	what.	But	having	those	interactions	built	in	is	huge	because	there's	no	
water	cooler	in	our	office.	There	is	no	chance	encounters.	You	have	to	plan	it,	schedule	it,	
build	it	in,	or	it's	not	going	to	happen.		

In	that	same	vein	of	you	need	to	have	that	time	set	up	just	for	the	team	to	bond.	You	need	to	
be	able	to	bond	with	your	employees	as	well.	And	the	1-to-1,	it's	is	all	this	time,	I'm	assuming,	
I	don’t	know,	Ben	tell	me	if	they	had	it	then.	But	the	1	to	1,	you	used	to	have	access	in	the	office	
to	your	team	members	whenever	you	wanted.	You	could	stop	by,	talk	about	things,	go	over	
just	what's	happening	in	their	life,	but	now	you	need	to	have	it	on	the	schedule.	And	what	I	see	
is	it's	such	a	big	problem	sometimes	is	these	managers	will	look	at	the	schedule,	they're	so	
busy	and	they're	like,	“Well,	I	don't	have	anything	I	really	want	to	talk	about	with	this	
employee,	hey,	employee,	are	you	okay	if	we	just	postpone	this	one,	just	cancel	it.	I	got	nothing	
I	want	to	talk	about,”	and	they	move	on.		

I	tell	you	your	team	wants	feedback.	They	want	to	talk	to	you	in	the	same	way	that	you	want	
to	know	you're	doing	a	good	job	for	your	clients.	They	want	to	know	they're	doing	a	good	job	
for	you.	And	just	that	time	that	you	set	aside	to	connect	with	them,	talk	through	any	issues.	
They	may	have	it.	It	means	the	world	to	them.	And	what's	even	more	important	is	not	only	
showing	up	to	that	meeting,	saying,	here's	my	list	of	what	I	want	to	go	through	with	you.	You	
show	up	to	this	1-to-1	and	you	say,	“What	do	you	got?”	You	let	them	go	first.	Half	the	time	I	get	
from	my	employees,	like,	“Oh,	not	much,	you	know,	I'm	just,”	and	then	they	proceed	for	20	
minutes	to	tell	me	everything	going	on	in	their	life.	Right.		

So	giving	them	that	free	time	and	space	to	connect	with	you,	to	tell	you	what's	going	on.	
Starts	to	develop	that	report.	And	again,	because	they're	seeing	our	faces	more	often,	they're	
seeing	us	as	a	person	and	not	the	wizard	behind	the	curtain.	They	start	to	become	more	and	
more	endeared	to	us,	clients	and	employees	alike.	So	the	1-to-1,	do	not	cancel	it	or	skip	it	now.		
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The	Lunch-and-learn,	on	the	other	hand,	this	is	me	totally	lying	to	you	that	we	do	this	in	my	
firm	because	we	don't.	I	had	envy	from	Ben	Day	who	does	this	in	his	firm,	and	I'm	trying	to	get	
it	implemented.	But	the	lunch-and-learn	is	a	great	philosophy	if	you're	trying	to	show	that	
part	of	your	company	culture	is	continuous	education,	that	you're	investing	in,	your	staff.	Ben	
sets	up	a	time	where	he's	going	to	send	them	a	DoorDash	gift	card,	and	they	all	need	to	be	on	
screen	as	he	walks	them	through	a	new	tool	they're	using,	or	walking	them	through	how	we're	
to	do	depreciation	on	these	fixed	assets	going	forward.	Ben,	I	don't	know	if	those	were	any	of	
the	topics.	I	just	made	those	up.	So	I'm	not	putting	you	on	the	spot,	but	coming	up	with	ways	
to	enrich	the	skills	of	your	team	members	goes	a	long	way.		

The	last	things	I	have	on	meetings,	and	I	
know	this	was	touched	on	yesterday,	is	your	
background.	Yes,	I	agree	with	everything	
that	said	yesterday.	You	don't	need	
something	fancy.	A	blank	wall	does	wonders,	
but	if	you	want	to	go	expert	mode,	you	can	
really	start	doing	things	to	drive	your	
company	culture	and	communicate	things	
that	you	never	thought	were	intended.		

I	look	at	my	background,	for	example.	
Now,	first	of	all,	Ben	didn't	mention	this,	but	I	found	out	Sunday	night	I	was	speaking	today.	So	
this	was	thrown	together	and	I	had	to	take	it	from	a	Loom	that	I	had	sitting	on	our	network.	So	
I	apologize	because	it's	in	the	middle	of	me	just	saying	stuff.	It	was	probably	a	dad	joke	or	
hiccupping.	But	regardless,	my	background	has	the	brand	I'm	trying	to	go	for.	I	don't	want	my	
degrees	in	there.	Instead,	I	want	to	be	able	to	connect	with	my	clients.	So,	you	know,	I've	got	
my	guitar		-	it	gets	love	sometimes,	but	you	know	what?	My	clients	want	to	tell	me	about	them	
playing	guitar.	They	want	to	tell	me	everything	about	it,	and	that	they	used	to	play	in	high	
school	or	college.		

I	give	them	a	reason	to	be	able	to	connect	with	me.	I	got	a	bookshelf	up	there.	It's	made	out	of	
a	snowboard.	I	live	in	Utah	and	so	therefore	a	lot	of	clients	talk	about	Utah,	and	they	want	to	
talk	about	where	they	ski,	their	preferences.	Oh,	you	go	to	Deer	Valley	where	it's	skiers	only,	
and	then	we	start	getting	a	riff	off,	but	we	give	them	opportunities	to	connect	with	me.		

I'm	also	huge	into	woodworking.	I	spin	bows,	I	throw	them	up	there.	So	it's	another	reason	we	
can	connect	and	it	just	gives	them	an	opportunity	to	engage	with	me	as	well.	But	my	favorite	
thing	in	my	office	is	my	kid’s	picture.	One	day	he	comes	in.	Right	after	we	get	this	thing	
painted.	I	move	and	then	he	says,	“I	got	a	picture	for	you.”	He’s	five	years	old.	He's	like,	“You	
can	hang	this	in	your	office,”	and	I	have	got	the	perfect	spot.	I	had	a	picture	I	was	planning	on	
putting	out	there	that	was	like	sitting	on	the	ground.	Yeah,	we	got	rid	of	that,	put	it	
somewhere	else	in	the	house.	My	kid	gets	front	and	center	because	I	want	to	communicate	to	
my	employees	that	this	is	what's	important	to	me,	this	is	why	I	do	this	business.		

But	I	also	want	my	clients	to	know	that	now	I	realize	there	might	be	some	five	star	luxury	
hotels	I	work	with,	that	this	is	not	polished	enough,	this	is	not	clean	enough,	and	they	want	
nothing	to	do	with	me.	Great.	I	don't	want	them	as	clients.	I	want	people	that	appreciate	a	
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person	that	shows	their	values.	Again,	you	don't	have	to	be	at	this	level	yet.	And	some	of	us	
have	come	a	really	long	way	from	where	we	started.	Rant’s	over	on	meetings.		

Let's	talk	about	everything	else	you	can	do	within	your	business.	Right.	Communication	isn't	
just	when	you're	talking	over	a	call	or	over	a	screen	with	them.	It	also	happens	in	written	
format.	And	I	absolutely	love	something	I	stole	from	one	of	my	clients.	Didn't	steal	it	from	
them.	I	basically	told	them	a	philosophy	and	they	said,	
“Oh,	I	saw	an	email	signature	once	that	I	absolutely	
loved,	and	it	totally	represents	you	guys.”	I	took	that	
email	signature	and	I	adopted	it	in	my	company.	Now	
any	email	that	comes	out	from	me	or	anyone	else,	at	the	
very	bottom	under	my	signature,	you	see:		

Specialty	Bookkeepers	because	a	flexible	schedule	employer.	Although	I	have	sent	this	at	a	time	
that	is	convenient	for	me,	it	is	not	my	expectation	that	you	that	you	read,	respond	or	follow	up	to	
this	email	outside	your	hours	of	work.		

Now	‘A’	it	gets	me	off	the	hook	from	having	to	respond	right	away,	but	it	also	signals	to	my	
employees	that	I	mean	what	I	said	when	you	can	work	a	flexible	schedule.	I'm	giving	this	to	
the	CEOs	of	companies	that	we're	working	with.	And	so	they	see,	Hey,	I'm	living	by	it.	They	can	
live	by	it.	And	it	set		a	tone	with	our	clients	that	they	understand,	Yeah,	we're	serious	about	
what	we	sold	you	on	that	we're	going	to	do	a	good	job,	but	we're	not	going	to	be	there	24/7	at	
your	beck	and	call.	All	things	can	happen.		

I	was	really	excited	he	mentioned	it	yesterday.	I	was	tempted	to	take	it	out	just	because	I	don't	
want	to	be	redundant.	But	it's	so	good.	Ben	Day,	you're	out	of	office	from	when	we	were	in	
Florida:		

Thanks	for	reaching	out.	Myself	and	the	whole	team	are	currently	on	a	7-day	cross-country	laser	
tag	tournament	on	Mars.	It's	highly	exclusive	and	very	competitive.	It's	definitely	NOT	a	bunch	of	
bookkeepers	taking	a	well-deserved	break	after	the	dead	sprint	that	is	January	and	February	in	
the	accounting	and	bookkeeping	industry.		

If	your	financial	statements	are	on	fire,	or	if	YOU	are	on	fire,	please	feel	free	to	call	me.	(Maybe	
the	fire	department	personnel.	You	got	it.)		

He	went	on	to	tell	them,	Hey,	here's	how	you	can	contact.	Go	to	your	client	portal.	He	gave	
them	all	the	resources	they	need	to	solve	their	problem.	But	this	is	brilliant.	This	sets	the	tone	
on	his	company.	And,	yeah,	as	he	said,	he	did	have	clients	call	with	actual,	not	actual,	but	real	
emergencies	on	their	financials.	But	they	checked	themselves	for	a	moment,	or	I	think	Mo	
Sahonin.	If	any	of	you	have	emailed	her	recently,	she	has	an	immediate	response	on	all	emails	
that	lets	you	know	that	it	might	be	a	day	or	two	before	she	reads	it	and	another	day	or	two	till	
she	gets	back	to	you	because	she's	trying	to	fight	this	culture	of	immediacy	that	works	for	her	
brand.	That's	what	she's	trying	to	communicate,	and	she's	setting	those	expectations	upfront	
and	she's	signaling	it	to	her	team	as	well.		

Emails/Text/Chat	
• Email	Signature	/OOO	Memo	
• Timing	
• Team	Support	Channel	
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So	think	about	the	things	you	can	do	to	signal	both	your	clients	and	employees	of	how	your	
team	operates.	Now,	in	that	same	vein	of	setting	a	certain	tone,	the	timing	of	your	emails,	
your	text,	your	messages	is	also	going	to	be	crucial.	It's	no	secret	many	top	advisors	in	the	
industry	have	advised:	Schedule	your	emails.	Have	them	go	at	a	time	that	is	not	going	to	make	
your	clients	or	your	employees	panicky,	and	do	the	same	thing	with	your	text.	There's	some	
great	softwares	out	there	that	you	can	do	this	with.	I	don't	have	any	of	them	listed	up	here,	but	
feel	free	to	reach	out	to	me	after	and	you	can	start	scheduling	that	communication	so	that	you	
basically	put	everyone	at	ease.		

Or	my	favorite	application,	we	were	talking	about	this	yesterday,	I	had	a	client	who	just	
demands	now,	now	service	and	yes,	it	was	a	convenient	time	for	me	to	solve	it,	but	I	don't	
want	him	to	get	used	to	me	at	his	beck	and	call.	So	he	emailed,	I	instantly	resolved.	it.	I	
scheduled	for	3	hours	from	now,	just	because	I	want	to	set	that	tone.		

We're	not	trying	to	be	jerks,	but	we're	trying	to	protect	our	team	and	our	employees	from	
being	at	the	beck	and	call	of	bad	clients	because	their	bad	planning	shouldn't	be	our	
emergencies.		

This	is	an	idea	I	love.	I	wanted	to	enable	my	employees	to	be	able	to	work	when	they	want.	
And	one	of	the	things	I	touted	from	the	very	get	go	was	you	guys	can	reach	out	to	me	any	time	
of	day.	I'll	help	answer	your	questions.	That	was	great	with	one	employee;	even	good	with	
two,	but	now	that	we're	a	team	of	seven,	I	realized	that	I	created	a	monster	because	some	like	
working	at	4AM,	and	some	like	working	at	ten	at	night.	And	if	I	couldn't	get	them	a	verification	
code,	I	just	stopped	all	productivity.		

Team	Support	Channels	

And	so	coming	up	with	ways	to	have	team	support	channels	where	you	can	have	them	
help	each	other	out.	Someone	has	a	question	on	how	we	do	depreciation.	Maybe	another	
bookkeeper	is	familiar	with	our	process.	This	something	that	Jeremy	Van	Girl	over	at	
Nonprofit	Bookkeeping	introduced	me	to.	And	it's	been	a	game	changer	because	it	
empowers	my	team	to	help	each	other,	but	reducing	their	dependency	on	me	because	to	
be	honest,	I	am	not	the	best	bookkeeper	on	my	team.		

There's	several	ladies	back	there	that	are	crushing	it	way	better	than	me.	And	so	giving	them	a	
channel	and	a	central	space	to	be	able	to	help	each	other	is	crucial.	But	it's	also	a	centralized	
space	where	we	can	call	out	each	other's	wins	and	celebrate	each	other.	And	you	should	
be	doing	this	for	everyone.	If	we	end	up	saving	a	client	a	certain	amount	of	money	because	
we	referred	them	to	an	ERC	credit	specialist,	we	should	be	calling	out	and	say,	“Way	to	go,	
Tricia!	Way	to	refer	them	and	getting	that	client’s	money	back.”		

Or	we	had	an	onboarding	that	we	thought	was	going	to	take	three	months.	Ali	got	it	done	in	
two	months.	Let's	celebrate	it.	Let's	get	it	out	there.	Let's	make	them	feel	recognized.	You	see	
that	all	the	time	in	the	office.	But	unless	you	do	it	in	a	remote	workspace	intentionally,	the	
team	isn't	going	to	feel	as	valued.	So	call	out	those	wins	with	your	team	and	with	your	clients.		
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Bonus	Structure	

I	will	say	before	I	jump	into	policies,	this	is	probably	going	to	
one	of	the	sections	where	I've	leaned	on	this	industry	the	most,	
but	I	am	super	proud	of	our	bonus	structure	because	this	is	
the	one	thing	I	feel	like	I've	brought	to	this	group,	and	I	
absolutely	love	it.	The	easy	one	we	did	was…	Who	in	here	uses	
Gusto?	https://gusto.com/		

Yeah,	other	softwares	have	it	too,	but	they	have	a	culture	survey	you	can	turn	on.	I	want	to	
know	how	I'm	doing,	so	I	set	it	up.	That	part	of	our	bonus	structure	for	my	employees	is	as	
long	as	we	get	over	80%	participation	in	a	given	month	on	the	culture	survey,	it	adds	on	
to	their	bonus.	It's	a	small	little	percentage,	but	it	increases	my	feedback.	And	it	doesn't	
matter	if	they	trash	the	company,	which	they	don't,	but	even	if	they	did,	it's	anonymous.	But	
I'm	getting	that	feedback	because	I	want	to	continue	improving.		

The	other	thing	we	really	value	is	continuous	improvement.	And	last	year	Alyssa	Lang	got	
up	here	and	talked	to	you	about	reviewing	your	processes	regularly.	For	us,	it's	built	into	
their	bonus	structure	that	we're	going	to	test	their	processes	quarterly	and	see	if	they	
succeed.		

And	the	way	we	do	this,	the	“Tyler’s	Mom	Test.”	My	mom	has	an	accounting	background,	but,	
you	know,	she’s	semi-tech	savvy,	but	she	wanted	to	help	in	my	business.	And	so,	you	know	
what?	I	put	her	to	work.	She	comes	in	and	she'll	take	a	policy	and	walk	through	it,	and	if	she	
can	do	it,	you	get	full	credit.	If	she	can't,	then	we	talk	through	to	find	out,	was	it	my	mom	
goofing	up	or	was	it	something	wrong	with	the	policy,	and	how	can	we	make	it	Tyler’s	Mom	
Proof	in	the	future	so	that	if	an	employee	has	to	leave,	or	an	employee	has	to	take	time	away,	
they're	not	stuck.	They	can	have	someone	else	come	in	and	do	the	work.		

And	for	those	of	you	who	think	it	might	be	biased;	that	my	mom's	trying	to	come	in	and	save	
me	money	and	fail	everyone.	No,	she's	a	bleeding	heart,	she’s	like,	“All	these	people	that	took	a	
chance	on	your	business.	I	just	want	to	help	all	of	them.	My	mom	loves	them	all.	She'll	do	
everything	in	her	power	possible	to	be	able	to	make	sure	those	employees	get	it.	It's	
something	fun.	We	laugh	about	the	Tyler's	Mom	Test	now,	and	it's	something	that’s	look	
forward	to.	(And	Jeremy,	you're	coming	back	up	again.)		

The	Three	Then	Me	Rule.	This	one	was	one	that	came	out	of	necessity	for	me	telling	
employees	I	can	help	them	any	time	of	the	day.	And	it	started	to	train	my	staff	that,	hey,	if	you	
don't	know	the	answer,	just	message	me.	Don't	worry	about	figuring	it	out,	just	message	me.	
Jeremy	and	his	team	has	implemented	what	they	call	the	Three	Then	Me	Rule,	which	
essentially	means	it's	okay	if	you	have	a	question.	But	before	you	bring	it	up	the	food	
chain,	show	me	that	you	went	to	three	of	our	resources	to	try	and	resolve	this.		

You're	empowering	your	team.	So	whether	they're	looking	at	historical	financials	to	see	how	
we	handle	it	in	the	past,	they're	going	to	the	team	support	channel,	they're	going	to	other	
clients	that	are	similar,	and	seeing	how	we	handled	it	over	there.	They're	going	to	Google	and	
seeing	if	the	Google’s	have	an	answer,	or	they're	asking	another	team	members.	Either	way,	

Policies	
• Bonus	Structure	
• Tyler’s	Mom	Test	
• Three	Then	Me	
• IT	Support	
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showing	that	they	have	resources	to	go	to	so	they	can	self-solve	before	coming	to	me	goes	a	
long	way	and	empowers	your	team	to	solve	problems.		

One	thing	I'm	very	prideful	about	is	we	support	our	team,	and	a	big	part	of	that	is	we	also	
want	to	protect	our	clients.	And	so	we	give	everyone	I.T.	support	not	only	for	my	employees	
to	solve	their	own	problems,	but	also	protect	our	clients	because	we're	holding	a	lot	of	their	
data.	So	all	our	employees	get	a	laptop,	they	get	a	stipend	to	build	out	their	office	space.	
They	get	everything	they	need	because	we	want	to	show	that	we	value	you	being	
productive.	They	all	get	two	monitors.	They	can	buy	a	third	one	with	that	stipend	if	they	
want,	but	we	give	them	what	they	need.	And	then	our	outsourced	IT	firm	is	there	24/7	to	help	
solve	issues.	Yeah,	it's	an	investment.	We	have	to	build	it	into	the	cost	of	charging	the	client,	
but	the	clients	don't	mind	when	they	hear	that	we	have	someone	that	specializes	in	keeping	
their	data	secure	and	it's	overall	a	benefit	to	our	entire	company.	So	it's	something	we're	
signaling.		

	

Hiring	for	Cultural	Fit	

So	last	point	I'll	hammer	home	for	you	guys.	The	
hiring	and	the	reason	this	is	crucial	is	because	
everything	I	talked	about	so	far	was	how	do	we	build	
a	culture	within	our	company,	how	we	train	it	into	
our	staff.	But	you	know	what's	so	much	easier,	
instead	of	having	to	train	the	culture,	you	go	out	and	
find	individuals	that	already	model	a	healthy	balance	of	those	attributes	that	you're	
trying	to	build	within	your	company.		

So	having	a	good	hiring	process	that	is	going	to	identify	those	people	and	get	them	in	the	
door	is	a	game	changer	for	us.	One	of	the	first	things	we	do	is	make	sure	they	have	some	of	
our	shared	values.	This	is	a	tactic,	I	don't	know	who	came	up	with	it;	I've	heard	Ben	preach	
it,,	I’ve	heard	Alyssa	Lang	preach	it,	I	read	it	in	Mike	Michalowicz	from	his	book	Clockwork.	
I’ve	read	it	everywhere.	But	having	something	in	your	job	application	that	shows	that	they're	
paying	attention,	that	they	connect	with	one	of	your	values,	whether	it's	attention	to	detail	or	
something	else.		

For	us,	another	one	we	put	in	there	is	I'm	very	blatant	in	our	job	description	that	I	love	
Eighties	Music	and	The	Princess	Bride,	and	I	love	it	when	I	put	when	people	send	back	their	
quizzes	and	they've	renamed	the	hotel	on	the	worksheet	to	the	Humperdinck	Hotel.	It	gives	
them	opportunities	for	them	to	show	their	personality	and	try	and	connect	with	me.	And	
when	you	find	people	that	will	go	that	extra	mile	for	you,	for	a	job,	they're	going	to	go	
the	extra	mile	for	your	clients	as	well.	So	finding	ways	to	put	in	hidden	things	in	the	job	
description	is	one	way	to	start	to	tease	them	out.		

But	then	we	want	to	know	they	can	solve	problems.	And	as	I	mentioned,	we	do	a	quiz.	Now	
the	quiz	is	good	just	to	check	competency.	And	it	actually	doesn't	do	a	lot	to	drive	culture.	But	
what	it	does	do	is	sets	us	up	for	them	to	have	to	do	the	Loom	video	of	them	walking	us	

Hiring	
• Don’t	try	to	train	your	culture,	
import	it	

• Share	Values	
• Problem	Solving	
• Test	their	communication	
• PREVENT	CANCER	–	identify	
issues	that	can	infect	the	culture		
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through	their	quiz.	And	I	put	some	pitfalls	in	there.	I'm	expecting	them	to	need	to	stumble	
over	their	feet	a	little	bit,	but	it	allows	us	to	see	how	they	solve	problems.	Do	they	get	
flustered?	Are	they	quick	to	anger?	Are	they	easily	annoyed?	Do	they	have	a	poker	face,	right?	
If	a	client	says	something	bad	and	they	just	look	angry	and	frustrate,	you	don't	want	that	
person.	So	instead	you	get	to	test	all	that	out	and	find	the	right	people	ahead	of	time.		

Now,	the	beauty	of	all	these	things	I	put	up	here	is	that,	yes,	it	lets	us	find	the	right	culture.	But	
what's	even	more	important,	it	lets	us	prevent	cancer.	It	lets	us	avoid	those	individuals	
that	would	come	in	and	with	their	negativity,	bad	habits	or	any	other	issues	start	
metastasizing	to	every	other	part	of	the	business.	And	that's	either	fatal	for	the	business	or	it's	
going	to	take	out	a	lot	of	other	stuff	with	it	when	you	have	to	go	surgically	remove	it.		

Getting	good	hiring	in	place	is	one	of	the	easiest	ways	to	avoid	the	pitfalls	that	are	going	
to	destroy	your	company	culture.	It's	been	said	many	times,	be	Slow	to	hire,	quick	to	fire.	
Slow	to	hire	is	the	important	part,	because	if	you	do	it	right,	you're	rarely	going	to	have	to	be	
quick	to	fire.		

	

The	Prescription	

So	overall,	and	then	we'll	jump	on	to	some	quick	questions.	But	I	
threw	a	lot	at	you.	That's	from	my	company	and	a	little	bit	of	
other	people	I	plagiarize.	But	that's	what	we	do	for	us.	That's	not	
necessarily	going	to	be	everything	you	need	to	do	for	you,	but	
you	need	to	do	something.		

You	can	leave	here	today	and	implement	one	thing.	One	thing	that's	going	to	start	setting	the	
tone	of	your	business	for	future	hires	and	for	all	your	clients.	And	you	know	what,	sometimes	
you’re	going	to	screw	up.	As	I	said,	I	made	myself	constantly	available	and	that	destroyed	
everything.	I	had	to	quickly	fix	that.	We've	changed,	we've	adapted,	we've	grown,	and	now	
we're	in	a	better	place.	You	got	to	try	something	you'll	never	know	unless	you	give	it	a	shot.	So	
that's	my	big	advice	for	you.		

And	I	will	say	Ben's	lawyers	did	reach	out	to	me	because	I	was	giving	medical	advice.	We	had	
to	do	a	disclaimer,	so	I	apologize:		

Communication	use	only	as	directed	and	use	extreme	caution	when	take	with	alcohol,	sarcasm	or	
passive	aggressive	behavior.	May	cause	excessive	dad	jokes,	dry	mouth	and	insane	profit.	Thank	
you.		

	

	

	

	

The	Prescription	
Go	Try	Something!	
Make	Mistakes!	
Then	Fix	IT!	
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Q&A	

	

Question	(Ben	Day)	So,	listen,	you're	an	excellent	leader.	I	loved	every	inch	of	it.	I	especially	
loved	my	part.	But	my	question	to	you	is	that	when	we're	talking	about	culture,	it's	really	top	
down.	You've	got	to	have	that	strong	top	that	then	leads	to	your	organization	and	that	can	
feed	back	up	to	you.	Right.	What	do	you	do	when	you're	trying	to	build	culture	in	your	one-
on-ones	or	your	group	meetings	or	whatever,	and	you're	having	a	bad	day?		

	

Tyler		I	hate	to	say	it	–	I	fake	it.	I	really	do,	because	I	have	to	be	there	for	my	team	members.	I	
know	this	is	recorded.	I	don't	want	to	put	it	out	there,	but	I	can	think	of	some	tough	
conversations	with	tears	I'd	have	with	employees.	It	wasn't	my	best	day	either,	but	I'm	there	
to	take	care	of	my	team	because	I	know	if	I	take	care	of	my	team,	they	take	care	of	my	clients,	
which	takes	care	of	my	family.	I	look	at	the	trickle	down	effect	and	if	I	can	enrich	everyone	
else	lives	just	by;	yeah,	I'm	going	to	have	my	time	where	I	need	to	be	strong	because	that's	this	
relationship.	And	then	I	got	my	people	I'm	going	to	reach	out	to	later	that	I	can	vent	to.	But	
yeah,	my	job	is	to	be	strong	for	them.	So	that's	how	I	approach	it.	I	know	that’s	not	a	sexy	
answer,	but	yeah.		

	

	

Question		I	was	curious.	You	talked	about	doing	a	morning	lineup.	Is	that	like	a	group	video	
call?	Do	you	do	that	every	day?	How	does	that	work	with	all	the	time	zones?		

Just	any	time	that	I	get	on	a	group	video	call,	I	never	shut	up	and	it	would	take	all	day.	So	I'm	
just	curious	how	that	works	for	you.		

	

Tyler		No,	it's		true.	I	mean,	seven	people,	just	15	to	30	minutes,	like	that	meeting	probably	
cost	me	300	bucks	a	week.	But	it	is	the	best	money	I	spend	because	it	gets	us	all	on	the	same	
page	and	feeling	like	a	team	and	connected.	So	when	you	do	need	to	go	to	that	team	support	
channel,	you	feel	like	you	can	trust	those	people.	So	yeah,	we	do	that	and	picking	a	time	was	
hard.	So	9:30	Mountain	Time.	So	Tricia	in	Atlanta	is	getting	on	at	11:30	and	she's	already	been	
rocking	it	for	a	bit.	And	Alyssa	in	Bend,	Oregon,	is	just	waking	up	and	getting	out	of	bed.	But	
we	had	to	find	a	time	that	kind	of	worked	and	allowed	us.	So	9:30	has	been	our	sweet	spot,	but	
you're	going	have	to	figure	it	out	with	your	team.		
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Question		Okay,	I’m	Tiffany.	I'm	going	to	have	two	questions,	but	one	will	be	quick.	Okay.	In	
your	hiring	process,	do	you	use	any	like	personality	strength	assessments	in	that	
process?	That's	it,	yes	or	no?		

	

Tyler		No,	but	we	have	to	do	it	once	they	start	and	we	pretty	much	end	up	getting	the	same	
person	every	time	for	a	bookkeeper.	So	I	feel	like	we	tease	them	out	somehow.		

	

	

Question	(Tiffany)		Okay,	cool.	The	second	question	is,	you	know,	I'm	at	the	point	where	I	
need	to	start	hiring	and	all	of	this	is	super	great,	but	I	feel	like	there's	a	lot	of	things	that	are	
baked	into	that	before	you	actually	bring	in	those	people.	What	do	you	tackle	first?		

	

Tyler		Really,	it's	the	simplest	things	first.	You	know,	for	me,	it's	just	finally	convincing	
yourself	to	turn	on	the	camera	and	just	record	you	doing	something;	just	record	it,	get	it	down,	
find	a	way	to	document	and	say,	these	are	the	things	I	need	to	get	off	my	plate.	And	it's	going	
to	be	the	stuff	that's	not	noteworthy.	But	you	just	spend	a	lot	of	time	on.		

For	me,	it's	just	following	up	on	some	of	the	emails.	It's	checking	in	with	clients.	It's	sending	
financials.	Like	there	were	so	many	minor	things	that	when	I	finally	hired	my	first	assistant,	I	
was	able	to	hand	off.	But	I'll	tell	you	too,	my	hand	off	to	my	bookkeepers	has	been	amazing.	
My	hand	off	to	my	assistant,	she	got	a	jumbled	mess,	where	I	said,	Here,	take	it	Kate.		

So,	yeah,	I	mean,	there's	no	magic	bullet,	but	you	just	got	to	start	powering	through	it.	And	as	
Kate	over	here	said,	your	first	several	months	of	this	are	going	to	be	rough,	and	then	you're	
going	to	look	back	on	those	videos	and	like,	we	need	to	do	that	again,	but	you	got	to	start	
somewhere.	And	so	just	start	picking	the	easy	ones.		

	

	

Question	(Kirstin)		First	of	all,	I	love	you	so	much.	So	back	with	the	morning	line.	How	does	
that	work	with	like,	Oh,	we	have	a	flexible	schedule,	blah,	blah,	blah,	blah.	Is	it	flexible	except	
for	that	piece?		

	

Tyler		Yep.		
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Question	(Kirstin)		Okay.	Just	want	to	make	sure.		

	

Tyler		Oh,	that's	totally	fair.	I	put	that	in	JavaScript	and	that's	the	one	thing	and	I	started	
throwing	out	there	in	the	new	job	description	that	there	will	be	monthly	or	quarterly	or	
fortnightly	-	I	just	want	to	say	fortnightly	-	lunch	and	learns.	So	I'm	trying	to	put	some	of	those	
things	in	there,	but	still	a	lot	of	flexibility.	You	know,	my	assistant,	here	big	thing	is	she	wanted	
to	drop	her	kids	off	at	school	and	pick	up	her	daughter	from	dance.	She	schedules	that	in	and	
everything	else	is	gravy.		

	

	

Question	(Kirstin)		Okay,	that	makes	sense.	At	what	point	did	you	start	implementing	a	bunch	
of	your	I	don't	know	what	else	to	call	it;	that	culture	stuff?	Was	that	with	one	employee,	two	
or	three,	did	you	just	kind	of	gradually	grow	it?	How	did	that	work?		

	

Tyler		It's	kind	of	day	one,	mostly	because	again,	like	I've	been	in	the	corporate	environment	
and	there's	a	lot	of	things	that	transfer.	You	just	have	to	figure	out	how	to	make	them	work	
because	it	requires	a	lot	more	intentionality.	So	it	was	day	one	and	yeah,	I	had	a	morning	
line	up	when	it	was	just	me	and	my	one	employee,	my	sister	in	law.	Yeah.	And	we	were.	But	it	
was	good.	Like,	she	came	in,	she	cared,	she	helped	me.	But	like,	yeah,	we	started	just	the	two	
of	us	chatting	every	morning	and	it	was	good	for	us.		

	

	

Question		Can	you	dive	a	little	deeper	into	the	team	support	channel?	I	know	a	lot	of	people	
use	Slack	for	their	team	members.	But	I'm	just	curious	a	little	bit	on	how	you	do	that	work.		

	

Tyler		Yeah,	I'm	pretty	much	going	to	repeat	what	Jeremy	taught	me	in	in	the	last	year.	But	for	
us,	we	have	a	Microsoft	Teams	Channel	right	there	in	the	general	team	and	it's	called	team	
support.	And	the	whole	thing	behind	it	is	first,	every	employee	is	automatically	turned	on	to	
have	notifications	on	your	desktop,	on	your	phone.	Once	they	have	it	on	their	phone,	like,	it	
gets	in	your	face	so	that	if	someone	on	the	team	says,	Hey,	I'm	stuck	and	I	need	help,	I'm	doing	
this	prepaid	asset	schedule.	Anyone	else	that	works	on	it	is	going	to	see	it.	And	so	we	start	
getting	more	people	responding	and	helping	rather	than	waiting	for	me	because	I'm	at	a	
conference	goofing	off	on	stage.		

		



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	334	

Question		You	touch	on	IT	Services	and	support.	At	what	point	did	you	establish	that?	Was	it	
from	the	beginning?	Because	I	know	for	a	lot	of	newbies	they	just	don't	have	the	funds.	When	
did	you	say	we	have	to	get	IT	support	in	here?		

	

Tyler		So	it	was	my	wife's	side	hustle,	so	we	didn't	have	it.	The	moment	I	took	over,	that's	the	
first	thing	I	did.	Yeah,	it's	a	chunk	of	change.	And	honestly,	it's	one	of	the	reasons	you	should	
be	telling	people	that	go	with	you	is	because	you	want	to	say,	what	is	it,	IRS	4557,	compliant	
or	something.	It's	that	whatever	form.	But	you	want	to	be	compliant	with	all	those	standards.		

You're	holding	some	people's	tax	returns,	which	is	Social	Security,	everything	else.	And	I	have	
a	small	background	in	just	dabbling	with	programing.	I	know	what	I	can	do	with	a	limited	I.Q.	
And	so	I	know	there	are	people	out	there	that	are	really	good	at	getting	your	information.	So	
getting	that	in	place.		

But	I	also	feel	that	onto	my	clients	it’s	like,	Hey,	this	is	how	legit	we	are.	We	take	this	so	
seriously	that	you're	not	going	to	get	this	with	other	bookkeepers,	so	they	end	up	covering	the	
cost	and	I	pay	a	flat	fee	per	employee.	So	it's	not	break	fix.	And	all	of	a	sudden	I	got	to	run	up	a	
bill.	Now	I.	I	know	my	cost.		

			

	

Question		I	just	want	to	find	out	where	you	primarily	get	your	perspective	team	members.		

	

Tyler	Um,	you	know,	besides	the	BBL	community.	Yeah,	I	post	on	LinkedIn,	I	post	on	Indeed.	
I've	gotten	people	from	really	all	three	of	those.	I’ve	had	some	in	my	social	network	that	some	
were	there	for	a	while.	One	of	them	that	was	with	us	for	a	good	time.	She	worked	with	me	in	
corporate	finance,	went	to	be	a	stay	at	home	mom,	and	then	she	got	bored	and	called	me	up	
and	she's	like,	Hey,	can	I	be	a	bookkeeper	with	you?	And	it’s	like,	you	and	I	worked	on,	like,	
large	ski	resorts	together.	Of	course,	you	can	be	a	bookkeeper	with	me	and	just	the	
community	comes	out	of	the	network,	but	you	can't	have	one	way	to	find	them.	If	you're	
trusting	one	way,	you're	not	going	to	find	the	right	person.	Right.		

	

	

Question	So	I	am	also	in	the	ready	to	hire	brand	new	to	this,	and	I've	worked	in	a	variety	of	
industries	so	I’ve	signed	a	lot	of	different	kinds	of	paperwork.	But	do	you	have	like	a	starter	
pack	of	paperwork	you	recommend?	Like	do	you	request	an	NDA	to	protect	your	client's	
privacy?	Things	like	that	as	in	basic	contract?	
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Tyler		I've	got	an	NDA	that	I've	only	had	to	use	three	or	four	times,	like	I	don't	offer	it	out	
there,	but	you	know,	a	client	say,	Yeah,	I'm	concerned	about	you	seeing	this.	I	say,	great,	I've	
got	a	template.	Here	you	go.		

There's	several	other	ones	that	I	found	a	local	attorney.	He	wasn't	good.	I	found	another	local	
attorney,	and	he	wasn’t	a	good.	And	then	I	know	the	third	one	that	I	like,	so	you	got	to	keep	
trying	them.	But	eventually	I	had	them	go	over	a	bunch	of	the	documents	and	really	like	I	
found	templates	online	and	then	I	modified	them.	I	sent	to	him,	he	goes,	I	get	the	sentiment,	
but	you're	leaving	yourself	exposed.	Here's	how	you	fix	it.	500	bucks,	please.		

At	the	end	of	the	day,	I	feel	better	knowing	that	I	have	an	attorney	that	reviewed	them	and	
yeah,	just	having	that	in	your	arsenal	like,	yeah,	it's	an	upfront	expense,	but	you're	going	to	
just	keep	using	that	same	one	over	and	over	in	perpetuity.	And	I	have	no	plans	of	changing	it.		

	

	

Perfect.	Thank	you.	Yeah.		

	

	

	

Click	Here	to	Return	to	Index	
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3.4	How	to	Grow	Yourself	&	Biz	with	
Masterminds		
–	Brandy	Derrick	
June	16,	2022	

Website:	https://legaleasebookkeeping.com/		

	

Summary:	A	mastermind	is	defined	as	a	group	of	people	who	come	together	to	brainstorm	ideas,	
learn	new	things,	have	peer	accountability,	and	to	sharpen	their	business	and	relationship	skills.	
They	are	not	guru-centric,	even	though	a	guru	can	facilitate	a	mastermind.	They	are	not	primarily	a	
networking	group,	although	a	natural	outcome	can	be	sharing	referrals	among	the	members.		

It	is	a	place	where	members	are	be	expected	to	participate	and	focus	on	giving	as	much	value	to	
the	other	members.	Brandy	shared	some	ways	that	masterminds	have	helped	grow	her	business:	

• She	has	learned	about	new	software	and	procedures	from	the	other	members.	
• It	has	gamified	her	to	get	things	accomplished	because	she	is	a	people	pleaser	and	pushes	

her	to	get	tasks	done	so	she	can	say	yes	to	the	group	about	things	she	said	she	would	do.	
• She	realized	that	she	was	the	bottleneck	in	her	organization,	and	she	learned	how	to		get	

out	of	her	own	way	to	grow	the	company.	
• Just	by	saying	the	words	out	loud	while	explaining	her	problem,	she	has	been	able	to	come	

up	with	solutions.		
• She	has	also	grown	as	a	person	by	learning	how	to	critique	employees,	pushing	her	to	get	

out	of	her	comfort	zone,	and	opening	her	eyes	to	view	other	points	of	view	and	
perspectives.	And	they	started	reading	books	and	sharing	their	insights.		

A	mastermind	should	have	a	minimum	of	3	and	ideally,	no	more	than	8	so	everyone	can	have	time	
to	discus	their	biggest	challenge	at	the	meeting.	The	right	mix	of	individuals	is	also	an	important	
thing	to	consider	to	ensure	the	right	chemistry.		

At	the	first	meeting,	you	should	discuss	the	set	time	and	structure	of	the	group,	and	set	
expectations	of	the	members.	If	it	is	virtual,	your	full	attention	should	be	given	the	other	
members.		

Masterminds	fail	due	to	people	feeling	they	aren’t	get	value	from	the	meetings,	being	too	big	and	
impersonal,	having	different	levels	of	experience,	the	members’	experience	was	too	different,	or	
meetings	were	held	too	often	or	not	often	enough.			

The	next	section	was	a	panel	discuss	where	the	group	did	a	Q&A	talking	about	their	own	group	
“monstermind.”	
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You	know,	the	first	time	I	met	Ben	at	Bookkeeper	Boost.	I	got	in	the	elevator	to	go	down	to	the	
very,	very	first	session	and	we	go	down	a	level	or	two	and	in	walks	Kelly	and	Ben,	and	I'm	like,	
Hi.	I	am	so	excited.	I’m	your	number	one.	Can	I	get	your	autograph?	It	was	the	most	nerve	
wracking	thing	and	I'm	like	I	can't	believe	I’m	in	an	elevator	with	him.	And	now	I'm	up	on	
stage	here	at	his	conference.	That's	way	bigger	than	what	Bookkeeper	Boost	was	and	it's	just	
so	exciting	to	be	here	with	all	of	you.		

So	a	little	bit	about	me.	I'm	an	extreme	people	pleaser.	That	is	my	toxic	trait.	I	don't	know	if	
you've	ever	done	this	analysis	on	your	self	on	yourself,	but	you	figure	out	what	your	absolute	
worst	trait	is.	And	that	is	your	toxic	trait.	So	I'm	in	an	extreme	people	pleaser,	but	I	also	have	a	
zest	for	life.	I	love	adventures.	So	what	that	means	is	that,	like	basically	if	you	asked	me	to	do	
any	adventure,	my	answer	is	going	to	be	yes.	I	would	like	to	do	that.	That	sounds	like	fun.	We	
should	do	this.		

And	part	of	my	adventures;	my	husband	and	I,	we	decided	that	we	wanted	to	live	on	a	
sailboat.	And	we	wanted	to	travel	the	world.	So	we	worked	hard.	We	read	all	these	personal	
finance	blogs.	We	learned	how	to	save	our	money.	We	learned	how	to	invest.	We	learned	how	
to	do	all	this	stuff.		

And	at	the	time,	I	was	working	a	full	time	position	as	a	bookkeeper	for	my	dad	and	I	basically	
just	sat	in	his	office	all	day	long	and	didn't	talk	to	anyone.	And	I	thought,	man,	I	can	do	this	
from	home.	And	maybe	we	can	extend	our	sailboat	life	if	I	can	do	this	virtually.	And	I	went	to	
my	dad	and	I'm	like,	Hey,	Dad,	I	think	I	can	do	this	virtually.	I	don't	need	to	be	in	person,	but	
he	was	not	having	that.	He's	one	of	these	old	school	people.	He	needs	me	to	be	in	the	office	so	
he	can	see	that	I'm	working.	And	I	finally	eventually	convinced	him	that	I	can	work	from	home	
one	day	a	week.	So	on	Wednesdays,	I	got	to	stay	home.	And	that	was	amazing.		

I	wanted	more	of	it	and	I	started	Googling:	Where	can	I	find	a	virtual	bookkeeping	job,	and	I	
found	jobs	that	paid	like	$10	an	hour.	I	thought,	I'm	not	going	to	go	do	this	for	$10	an	hour.	I	
just	won't	work.	We	have	enough	money	to	saved	for	a	couple	of	years	and	then	eventually	
we'll	come	back	and	get	real	jobs	again.	And	I'm	going	to	the	Personal	Finance	Blog.	So	I	came	
across	a	blog	that	said:	You	can	start	a	virtual	bookkeeping	business	and	make	$60	an	hour.	It	
was	what	he	was	advertising	at	the	time.		

And	I	thought,	well,	this	is	up	my	alley.	I	can	do	this.	And	my	goal	at	the	time	was	just	to	get	a	
couple	of	clients.	I	just	wanted	to	make	$3,000	a	month	because	with	that	I	thought	we	could	
live	on	a	sailboat	forever.	And	we	would	never	have	to	work	again.	This	would	be	easy,	or	just	
be	a	part	time	thing	that	I	would	do	sometimes,	and	it	would	be	great.	So	anyways,	by	the	time	
we	actually	moved	on	the	sailboat	and	we	quit	our	jobs,	sold	our	house,	sold	our	cars,	sold	
everything.		

I	had	five	jobs.	And	when	I	quit	working	for	my	dad,	my	assistant	at	the	time	my	assistant	
bookkeeper,	she	became	the	full	time	bookkeeper,	but	my	dad	asked	me	to	still	oversee	her	
work	so	he	became	one	of	my	clients	as	well.	And,	and	I	hit	my	income	goal.		
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And	so	we	moved	on	the	sailboat.	We	lived	on	a	sailboat	for	a	year	and	a	half	and	decided	
actually	living	on	a	sailboat	isn't	that	great.	It's	awesome	some	of	the	time,	but	some	of	the	
time	it's	not.	And	we	still	want	to	buy	another	boat	and	do	it,	but	not	full	time.		

But	we	moved	back	to	Fort	Worth	in	like	2018	and	I	decided	at	that	time	I	was	really	going	to	
focus	on	my	business	and	started	to	grow	it.	And	now	I	really	don't	honestly	know	exactly	
how	many	clients	I	have.	But	I	know	it's	over	100	I	think	it's	around	120	different	clients.	And	
I	put	in	that	I’m	part	of	Intuits	trainer	writer	network,	which	most	of	you	probably	don't	even	
know	what	that	is.	But	it's	basically	this	select	group	of	people	who,	on	behalf	of	Intuit	can	
train	people,	people	who	are	like	Hector	Garcia,	or	who	are	Heather	Satterley	or	Veronica	or	
Seth,	like	the	famous	bookkeepers,	the	ones	that	I	you	know.	I'm	like,	Oh,	hi.	I	know	you	I'm	in	
the	same	group	as	you.		

They	are	part	of	that	group.	And,	part	of	the	reason	why	I	got	to	be	in	that	group	was	because	
of	a	video	that	I	made.	So	when	I	first	started	doing	bookkeeping,	I	decided	to	niche	in	
attorneys.	I	had	never	ever	done	bookkeeping	for	attorneys	before.	So	I	got	my	first	client,	and	
there	was	this	one	set	of	transactions	that	I	had	to	make	that	I	had	no	idea	how	to	do.	I	
Googled	how	to	do	it,	I	couldn't	figure	out	how	to	do	it.	I	asked	some	people	that	I	kind	of	
knew,	but	none	of	them	had	ever	done	bookkeeping	for	attorneys.	We	didn't	really	know.	I	
tried	to	look	for	some	YouTube	videos.	There's	nothing	out	there.	Eventually	I	figured	it	out.	
But	it	took	me	seven	hours	to	figure	it	out.	Seven	hours	of	research	time,	of	entering	stuff	into	
QuickBooks	seeing	that	it	didn't	work	the	way	that	I	wanted	it	to	do,	and	changing	it.		

A	month	later,	I	had	to	do	the	same	thing	again.	And	I	couldn't	remember	how	to	do	it.	This	
time	it	took	me	a	lot	less	time,	but	I	decided	that	I	was	going	to	make	a	video	of	it.	And	I	
decided	that,	well,	me	other	people	want	to	know	how	to	do	this	too.	So	I'm	going	to	record	it	
for	myself	really,	but	I'm	going	to	put	it	out	there	on	YouTube.	And	that	video	has	now	been	
seen	almost	10,000	times	and	I	have	gotten	a	ton	of	clients	off	of	it.	I'm	not	a	video	expert,	but	
I	love	it	that	Kate	was	up	there	talking	about	videos,	and	so	I	thought	I'd	share	a	little	bit	about	
my	video	story	because	there's	so	many	different	pieces	to	how	your	business	grows.		

	

What	Is	A	Mastermind	

Masterminds	are	one	of	the	ways	that	I've	grown	my	business,	but	I've	also	grown	it	at	so	
many	different	ways	and	we're	just	learning	so	much	great	information	here	at	this	
conference	on	how	to	do	that.	So	first,	I	want	to	explain	what	a	mastermind	is.	Everyone	kind	
of	has	different	ideas	as	to	what	a	mastermind	is.	So	I	did	what	any	reasonable	person	would	
do	and	I	Googled:	what	is	a	mastermind?	So	I	come	up	with	my	bullet	points	here,	and	
basically	it's	a	group	of	people	who	come	together	to	brainstorm	ideas,	learn	new	things,	
have	peer	accountability,	and	to	sharpen	your	business	and	relationship	skills.		

I	am	currently	in	two	different	masterminds.	One	of	them	is	made	up	of	people	who	are	in	
this	room,	and	we're	going	to	get	them	up	on	stage	and	just	a	little	bit.	We're	going	to	go	over	
how	our	mastermind	works	and	answer	questions	from	you	guys.	And	then	another	one;	I'm	
part	of	the	EO	Accelerator	Group.	EO	is	an	Entrepreneurs’	Organization.	
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https://hub.eonetwork.org/			In	order	to	be	in	the	full	fledged	EO	group,	you	need	to	have	a	
business	that	has	over	a	million	dollars	in	revenue.	Right	now	I'm	in	the	Accelerator	group,	
which	is	between	250	and	a	million	dollars	a	year,	and	the	goal	is	to	get	you	to	get	to	a	million	
dollars	a	year.		

EO,	I	pay	for	that?	My	BBL	group,	why	don't	pay	for	it.	My	BBL	group	we	meet	on	Zoom.	The	
EO	group,	we	meet	in	person.	Both	of	them	we	meet	once	a	month.	Both	of	them	we	come	
together	with	problems	that	we	are	having	in	our	businesses	and	the	people	in	that	room;	we	
share	ideas	on	how	to	solve	those	problems.		

	

What	a	Mastermind	Isn’t	

So	let's	talk	about	what	a	mastermind	isn't.	And	a	mastermind	is	not	a	guru	centric	
meeting.	It's	a	mastermind.	It's	a	group	of	minds	that	are	coming	up,	and	a	Guru	can	help	you	
facilitate	it.	You're	not	just	learning	solely	from	this	one	person.	You're	also	learning	from	
every	other	person	that's	there.		

It's	not	a	networking	group.	It's	not	the	BNI,	https://www.bni.com/		and	it's	not	ProVisors,	
https://www.provisors.com/		not	where	you're	going	to	get	clients.	It's	where	you're	getting	
advice	and	you're	learning.		

It's	not	a	place	for	you	just	gather	information,	and	not	provide	value.	You	have	to	
provide	value.	You	can't	just	sit	in	the	back	and	listen	to	everyone	else	talk.	You	need	to	be	
providing	value	to	everyone	else.	And	I	know	that	can	seem	a	little	scary.	I	know	like	Laura	I	
think	she	just	got	her	first	client	this	week,	and	she	may	be	sitting	there	going,	Well,	you	know,	
I	don't	have	any	advice.	I	don't	have	anything	that	I	can	share.		

Yes,	you	do.	You've	all	worked	for	other	things	or	even	if	you	have	never	worked	for	anything,	
you've	all	been	in	relationships.	I'm	not	the	best	at	relationships.	That's	where	I	struggle.	I	can	
help	from	people	who	can	provide	that	information	to	me	on	how	I	can	handle	interpersonal	
relationships.	I	need	a	cheerleader.	I	need	somebody	that	can	help	hold	me	accountable.	
Somebody	that	can	run	the	meeting,	because	it's	up	to	me,	the	meeting	is	just	going	to	be	like	a	
six	hour	long	discussion	about	anything,	it's	not	going	to	stay	on	track.	

I'm	also	like,	not	a	person	who's	going	to	go	and	research	software.	So	let's	just	say	you're	
brand	new	and	you're	in	a	group	of	masterminds.	And	you're	like	well,	which	calendar	
software	should	be	used.	There's	this	and	this	and	this.	Maybe	you're	the	person	that	goes	out	
and	does	the	research,	figures	out	pros	and	cons	of	each	one,	and	pricing.	And	you	come	back	
to	the	group	and	you	say,	hey,	here's	this	information.	That's	huge	value	you	all	have	value	
that	you	can	give	to	people.		
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How	Masterminds	Have	Grown	My	Business	

So	I'm	here	to	convince	you	that	you	should	start	a	mastermind.	So	I'm	going	to	tell	you	how	
they	have	grown	my	business.	One,	they	have	taught	me	new	software	and	procedures.	Ben	
Day	loves	the	software.	I	mean,	he	is	like	always	trying	new	things,	seeing	how	he	can	make	
his	business	more	efficient.	He's	in	my	mastermind	group.	And	when	I	come	with	a	problem	
that	I	don't	know	how	to	solve,	oftentimes	he	comes	up	with	ideas,	a	new	procedure	or	new	
software	that	I've	never	even	heard	of,	but	he's	like	this	can	solve	this	problem	for	you.		

And	they	help	hold	me	accountable.	In	my	group,	they	hold	me	accountable.	So	I’m	a	people	
pleaser,	right?	That	means	that	I	put	my	clients	first.	Anything	they	want,	it	gets	done	right	
away.	Anything	that	I	want	to	do	for	my	business,	it	gets	put	to	the	bottom	–	that	means	
videos,	that	means	blog	posts,	that	means	marketing,	and	doing	all	the	things	that	I	need	to	do	
to	grow	my	business	that	go	to	the	bottom.	But	when	I	go	into	my	mastermind	and	I	say	I	am	
going	to	make	a	new	YouTube	video	this	week,	and	next	month	they	check	in	with	me	and	say,	
hey,	did	you	do	this?	Well	guess	what?	I	need	to	please	them.	I	have	gamified	my	people	
pleasing,	okay.	And	it	make	it	so	that	way	I	actually	get	the	things	done	that	I	need	to	get	
done.		

Then	another	thing	that's	happened	is	just	talking	out	loud	about	my	problems	have	
helped	me	come	up	with	my	own	solutions.	We	almost	always	have	the	solution	inside	of	
us.	We	just	had	to	get	it	pulled	out	of	us,	right.		

So	recently	in	February	I	my	husband	and	I	we	rented	a	boat	for	a	month	in	the	British	Virgin	
Islands.	We	were	down	there,	and	while	I	was	down	there,	it	was	hard	to	talk	to	clients.	I	just	
hired	a	new	person,	like	a	week	before	I	left,	and	so	I'm	trying	to	train	her	while	I'm	on	a	boat.	
Anyways,	it	didn't	really	work	out	very	well.	And	my	new	clients	that	I	had	just	taken	on	that	
needed	cleanup.	I'm	the	only	person	on	my	team	that	does	cleanup.	Well,	these	things	were	
falling.		

I	was	the	bottleneck	of	my	business.	I	could	see	clearly	I	was	the	bottleneck	in	my	growth.	I	
start	explaining	this,	and	I	thought	that	I	had	to	have	a	full-time	person.	Well,	I’ve	got	to	hire	a	
trainer	right?	Somebody	that's	like	experienced	in	training,	blah,	blah,	blah.	I	don't	know	if	I	
can	afford	a	full-time	person	that	isn’t	income	producing.	You	know,	how	am	I	going	to	get	a	
cleanup	person.	I	need	somebody	that's	an	expert	in	my	books.	Somebody	that	got	to	hire,	
train	them	up,	that's	going	to	take	months.	This	problem	is	never	ever	going	to	get	solved.	So	
I've	brought	it	to	one	of	my	masterminds	and	I'm	saying	this	out	loud	and	I	realized	I	don't	
need	a	full	time	trainer.	It	is	not	like	I'm	hiring	100	people	every	single	month,	right?		

One	of	my	team	members	loves	talking	to	people.	She	loves	it.	Maybe	she	would	be	the	perfect	
person	to	be	my	trainer,	and	we	just	take	away	a	couple	of	her	clients	and	make	her	the	
trainer,	and	give	her	time	to	build	a	training	program,	and	train	on	all	of	our	new	hires.	Maybe	
that's	a	solution.		

I	have	another	bookkeeper	who	is	amazing.	And	she	could	handle	my	cleanups.	She	can't	
handle	him	right	now	because	she	doesn't	have	the	capacity.	But	that	means	that	I	can	hire	
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somebody	that	is	lower	level	and	get	them	trained	up	quicker	to	take	on	some	of	her	clients.	
And	then	now	she's	available	to	help	me	with	all	of	my	cleanups.		

And	just	by	saying	the	words	out	loud;	explaining	my	problem,	I	was	able	to	come	up	
with	solutions.	It	is	hard	being	a	business	owner.	It's	lonely.	You	don't	have	people	to	
talk	to	about	your	problems.	Yes,	you	can	talk	to	your	husband	or	you	can	talk	to	whoever,	
but	if	they're	not	another	business	owner,	they	don't	quite	get	it.		

It's	also	shown	me	different	ways	of	thinking	about	things.	So	over	a	year	ago,	I	decided	
like,	I	cannot	explain	to	one	more	new	hire,	how	to	use	our	password	manager.	Like	I	just	can't	
do	that	anymore.	I	cannot	explain	how	to	log	into	our	email.	This	is	too	much.	So	I	came	up	
with	the	brilliant	idea	that	I	was	going	to	make	a	video	about	every	single	software	that	
we	use,	showing	how	to	use	it,	troubleshooting	items	and	so	forth.		

I	made	an	onboarding	email	that	had	a	paragraphs	and	a	link	to	each	of	our	software.	This	
email	was	probably	about	this	long.	And	I	was	very	impressed	with	myself.	This	email	is	
amazing.	Now	they	had	a	one	stop	shop	to	go	ahead	and	get	all	of	their	problems	solved.	But	
my	first	new	hires	she	was	able	to	do	it	perfectly,	and	I	thought	okay,	great.	Pat	myself	on	my	
back.	I	did	an	amazing	job.		

The	next	couple	were	not	able	to	get	through	that	email.	And	I	went	to	my	mastermind	group,	
and	I	said,	clearly	I	have	a	problem	hiring.	I'm	not	hiring	the	right	people.	I'm	not	hiring	
people	that	can	take	this	information	and	run	with	it	because	they're	asking	me	all	these	
questions	that	they	should	know	the	answers	to	after	reading	it	one	time	and	watching	one	
video.	And	Rachel	is	very,	very		polite	and	very	nice.	She	did	not	tell	it	to	me	in	this	way.	But	
she	said,	that	email	is	horrible.	She	said	that	maybe	it	isn't	the	way	that	you	want	your	new	
hires	to	see	your	company	for	the	first	time.		

I	thought,	it's	not	the	emails.	The	emails	are	amazing.	And	it	did	take	me	a	couple	of	days	to	
finally	wrap	my	head	around	what	she	was	telling	me	and	decide,	Yeah,	okay,	this	isn't	
working.	I	need	to	do	something	different.	I	need	to	change	the	email.	It	wasn't	that	I	had	a	
hiring	problem.	It	was	that	I	had	an	email	problem.		

	

How	Masterminds	Have	Helped	Me	Grow	

And	through	masterminds,	which	I	think	are	mostly	just	focused	on	business,	but	I	think	they	
also	help	you	personally.	So	I	am	scared	to	confront	people.	This	means	my	employees,	this	
means	my	clients,	and	so	forth.	But	it	also	means	in	my	personal	life,	I'm	scared	to	confront	
people.		

If	my	husband	isn't	doing	something	that	I	don’t	like,	I	just	don't	talk	to	him	for	a	little	while,	
you	know?	And	then	I	figured	out	how	to	get	over	it.	Instead	of	telling	him	like,	hey,	can	you	
please	just	not	do	this?	Like	that	is	so	hard	for	me	to	do.		
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So	in	my	mastermind,	when	we	talk	about	like	how	to	critique	an	employee.	Like	you're	
not	actually	critiquing	them,	you're	helping	them	improve.	You're	trying	to	help	them	succeed.	
And	when	you	have	that	mindset	shift	there.	You	can	use	that	in	your	personal	life	to	there's	
so	many	different	ways	you	can	use	it	in	your	personal	life.		

It	also	pushes	me	to	do	things	like	get	up	here	on	the	stage.	I'm	actually	really	petrified	of	
talking	in	public.	My	legs	used	to	shake	when	I	would	do	it,	and	so	forth.	But	Jocelyn	in	our	
group,	she	was	like,	Brandy,	we	have	so	much	value	to	give.	Let's	get	our	mastermind	up	here	
on	stage	to	tell	other	people	how	to	do	this,	and	how	to	grow	their	businesses	through	their	
masterminds.		

It	also	opens	my	eyes	to	how	people	think	about	things	differently.	When	someone's	
describing	a	problem,	do	you	ever	sit	there	and	go,	oh,	yeah,	I	know.	I	know	why	you're	having	
that	problem,	or	I	know	what	you're	going	to	say	as	you're	describing	it,	and	then	they	say	
something	completely	different.	Their	problem	was	not	what	you	thought	the	problem	was.		

When	you	hear	how	other	people	think	you	get	empathy,	when	you	get	empathy.	Like	you	can	
just	relate	to	other	people	better.	That	makes	it	so	that	when	you're	standing	in	the	grocery	
store	and	you're	getting	frustrated	because	it's	taking	too	long	or	whatever.	You’re	like	
literally,	this	person	is	thinking	about	life	in	a	different	way	than	I'm	thinking	about	it.	I	need	
to	give	them	a	little	bit	of	grace	and	I	need	to	give	myself	a	little	bit	of	grace	too	if	I	get	
frustrated.		

Also,	in	our	mastermind,	we'd	like	to	read	books,	we	read	quite	a	few	business	books.	So	
one	of	the	books	that	we	got	suggested	for	us	to	read	in	our	group,	we	all	read	it	was	Never	
Split	The	Difference,	which	is	a	negotiation	book.	Last	year	when	my	rent	went	up	$500	I	
used	the	skills	that	I	learned	in	this	book	to	go	and	negotiate	my	rent	lower,	you	know,	so	it's	
like	you	just	learned	so	many	things	that	are	applicable	both	in	your	business	and	in	
your	personal	life.	So	now	I	hope	I've	convinced	you	that	you	should	start	a	mastermind,	but	
who	should	be	in	this	mastermind.	

	

Who	Should	Be	In	Your	Mastermind	

You	want	to	make	sure	that	it's	people	who	you	know	will	be	committed.	They	need	to	
show	up	to	the	meetings.	They	need	to	do	the	work.	In	our	group,	a	couple	of	months	ago,	we	
went	ahead	and	booked	our	next	meetings	for	the	rest	of	the	year	so	that	we	would	have	a	
model	on	our	calendar	and	we	would	scheduled	other	things	around.		

You	don't	want	to	have	somebody	that's	an	over-sharer.	That's	going	to	talk	forever,	and	
you	don't	want	to	have	somebody	that's	going	to	be	under-sharer.	They're	not	going	to	be	
real	with	you,	and	tell	you	about	what's	going	on.	That's	not	going	to	work	in	a	group.		

You	want	people	that	are	going	to	be	real	about	the	struggles	that	they're	having.	It's	
really	great	to	talk	to	somebody	that's	like,	oh,	yeah,	my	business	is	perfect.	No	it	isn’t.	I	want	
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to	burn	down	my	business	every	other	month,	right?	Like	there's	problems,	and	we	need	to	
talk	about	them.	

You	want	to	have	people	who	are	about	the	same	level	as	you.	It’s	great	to	have	somebody	
that's	much	higher	than	you	that	you	can	learn	from,	but	when	you're	about	the	same	level,	
you	have	about	the	same	problems,	which	means	that	you	can	relate	to	them.	You	have	
suggestions	on	how	they	can	solve	these	problems.		

	

Set	Up	an	Initial	Meeting	

And	what	I	would	suggest	doing	is	having	an	initial	meeting,	where	you're	going	to	discuss	
what	is	the	set	time	and	place	that	you're	going	to	have	these	meetings.	If	it's	going	to	be	
in	person	great.	If	not,	it's	going	to	be	on	zoom.	

Go	over	the	structure	of	your	meetings.	We'll	go	over	the	structure	we	have	when	everyone	
else	gets	up	on	stage.	What	do	you	want	the	structure	of	your	meetings	to	look	like?		

Set	the	length	of	time,	both	for	the	meeting	and	individual	time.	You’ve	got	to	get	to	know	
each	other	because	that's	how	you're	going	to	be	real	with	each	other.	So	you	need	to	have	
some	time	where	it’s	not	just	all	business.		

You	need	to	make	sure	you	stay	on	track,	so	you	need	to	set	the	length	of	time.	How	long	is	
this	meeting	going	to	last?	And	if	you're	talking	about	problems,	how	much	individual	time	
is	each	person	going	to	get	to	talk	about	their	problem	and	receive	feedback.		

You	want	to	go	over	how	to	help	people.	So	some	things	that	I've	learned	is	you	never,	ever	
tell	anyone	that	they	‘should’	do	something.	Never	use	the	word	‘should.’		

In	EO	we	do	a	lot	of	experience	shares.	So	when	somebody	brings	a	problem,	you	don't	just	
give	them	advice	on	how	to	do	it.	You	tell	them	how	you	did	it	in	your	business,	whether	it	
was	good	or	bad,	what	the	outcome	was.	And	also	like	I	said	earlier,	almost	everyone	has	
inside	of	them	how	to	solve	their	own	problems.	So	it's	mostly	just	trying	to	get	them	to	see	
that	they	know	how	to	solve	their	problem.		

And	like	I	said,	you	want	to	let	everyone	get	to	know	each	other	and	who	is	who.		

Who,	if	anyone	is	going	to	keep	track	of	the	accountability.	And	we've	pretty	much	in	one	
group,	keep	track	of	all	of	our	own	accountability.	So	we	write	it	down	and	we	post	it	up	on	a	
Facebook	group	that	says	I'm	going	to	do	this	and	I'm	going	to	do	this.	So	we	can	all	see	what	
we	said	we	are	going	to	do	and	then	at	the	next	meeting,	we	can	say	whether	or	not	we	did	it.		

And	in	my	other	group	the	facilitator	writes	down	what	we're	going	to	do	and	he	asks	us,	Did	
you	do	it?	And	you	don't	have	to	go	into	like,	necessarily,	why	you	didn't	you	do	it.	You	know,	
and	have	some	good	reason.	Maybe	you	do	want	to	ask	why	just	to	push	them	a	little	bit	
further.	Maybe	they're	no	longer	wanting	that	path	anymore.	Or	there's	could	be	a	variety	of	
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reasons	why	they	don't	do	it.	But	just	asking,	Did	you	do	it,	will	make	people	get	things	done	–	
people	like	me.		

	

Why	Masterminds	Fail	

Then	I	also	Googled	why	do	masterminds	fail?	So,	if	you're	not	getting	any	value	out	of	it,	
people	are	going	to	stop	attending.	So	you	need	to	make	sure	that	you	are	giving	value,	and		
every	single	member	needs	to	be	giving	value.		

You	also	need	to	make	sure	that	you're	getting	value,	and	paying	for	it	is	one	way	to	make	sure	
that	you're	getting	value	out	of	it,	because	you're	not	going	to	keep	paying	money	for	not	
getting	value.		

Sometimes	masterminds	fail	because	they	get	too	big.	This	is	supposed	to	be	a	group	of	
minds	that	come	together	to	help	each	other.	So	if	there's	1,000	people	or	something	in	this	
mastermind,	you	can't	get	to	know	people,	you	can't	be	real	with	them.	You	don't	know	them.	
You	don’t	trust	them.	So	you	have	no	idea	if	they're	going	to	go	and	tell	your	secrets	to	
somebody	else.		

If	the	memberships	level	of	experience	is	too	different	than	they	can	fail.		

And	also	if	members	are	not	committed	or	constantly	changing.		

And	if	meetings	are	too	often	or	not	often	enough.	I	like	going	monthly.	I	think	that's	a	good	
a	good	amount	of	time	to	do	it.	But	there's	definitely	different	ways	of	doing	it.		

	

MonsterMind	Group	Discussion	and	Q&A		

And	so	what	we're	going	to	do	is	get	MonsterMind	which	is	my	BBL	mastermind	group	here	
up	onstage,	and	we	are	going	to	go	over	our	group	and	how	we	do	things,	how	it's	structured,	
and	open	it	up	for	you	guys	to	ask	us	questions.		

And	Ben	earlier	was	like,	Yeah,	we	literally	could	sit	here	and	talk	for	like	three	hours.	So	we	
want	questions	from	you;	otherwise,	we	will	just	continue	to	talk,	basically.			

	

	

Click	Here	to	Return	to	Index	 	
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3.5	Monstermind	Panel		
–	Brandy	Derrick,	Jocelyn	Mynes,	Rachel	LaMantia,	and	Ben	Day	
	
Summary:	“Monstermind”	is	the	name	of	the	mastermind.	The	members	have	been	meeting	every	
single	month	for	2.5	years	and	the	members	have	built	strong	relationships.	They	shared	things	
that	have	helped	their	group	stay	together	for	so	long.	They	meetings	are	2	hours	long,	and	it	
follows	this	format:	
The	first	30	minutes	are	spent	sharing	wins	with	each	other.	This	starts	the	meeting	off	with	a	
positive	feeling.	It’s	important	to	start	off	with	positive	things	that	each	person	has	done	since	the	
last	meeting.	
Next,	is	the	accountability	time	where	each	person	is	asked,	“Did	you	get	the	ting	done	that	you	
said	you’re	going	to	get	done?	If	not,	why.		
They	then	share	what	they	plan	to	accomplish	during	the	next	month.	In	the	beginning,	one	
person	was	writing	down	the	tasks	to	accomplish,	but	they	later	formed	a	Facebook	group	where	
they	each	write	their	own	tasks	or	projects	they	want	to	accomplish.		
The	last	segment	is	left	to	discussing	the	challenges	they	want	assistance	from	the	other	members.	
This	is	done	by	stating,	“Here’s	the	thing	I	have	a	question	about,”	or	“here’s	the	thing	I	want	to	
get	everyone’s	opinion	on.”	Each	person	has	10	minutes	for	all	the	other	members	to	focus	their	
attention	on	getting	an	answer	or	addressing	the	challenge.	This	is	timed,	so	that	someone	doesn’t	
go	overtime	and	take	time	away	from	the	others.		
The	meeting	is	ended	promptly	on	or	before	the	end	time	so	they	can	get	back	to	work.		
Mid-way	to	the	next	meeting,	Brandy	has	an	email	that	goes	out	to	the	members	that	reminds	
them	to	get	the	task	done.	This	is	the	only	communication	until	they	meet	again	next	month.			
	

	
	

--	Transcript	of	the	Panel	discussion	and	Q&A	start	below:	

	

We	all	know	Ben	Day.	He	already	spoke.	

Rachel,	can	you	introduce	yourself?	

Hi,	I'm	Rachel.	

I'm	Rachel.	What's	the	name	of	your	business?	

I'm	the	CEO	of	Masterpiece	Bookkeeping.	I've	been	doing	this	for	five	or	six	years,	something	
like	that.	Five	employees	and	there	we	go.	Jocelyn.	
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Hi,	everybody.	I'm	Jocelyn.	I	own	Primary	Bookkeeping.	And	we	specialize	in	E-commerce.	We	
actually	take	all	kinds	of	clients	and	I	got	two	employees	looking	to	hire	a	senior	bookkeeper,	
if	anyone	knows	anybody.	

Oh,	wait.	Also,	we	have	another	member	of	our	mastermind	who	is	not	here	and	we	have	to	
acknowledge	him.	It’s	weird	without	him.	Actually,	Justin	had	a	family	emergency	and	is	not	
here.	So	Justin	Boyten,	some	of	you	know	him.	He's	very	integral,	also	part	of	this	group	and	
we're	sad	you	don't	get	to	hear	from	him.	

	

Brandy		So	when	we	started,	Rachel,	you	and	I	were	at	QB	Connect.	And	we	were	sitting	
around	a	table	talking	about	our	businesses.	And	we	wanted	some	accountability,	because	we	
knew	that	we	could	grow	but	we	struggled	with	making	like	putting	our	businesses	first,	and	
so	we	wanted	some	accountability.	Can	you	kind	of	walk	us	through	how	we	started	every	
how	we	got	everyone	in	the	group.	

	

Rachel		Sure.	And	I	really	liked	this	[garbled]was	great	because	it	might	serve	as	a	help	or	
inspiration	to	some	of	you	who	are	would	do	this.	Brandy	and	I	met	at	QuickBooks	Connect	
like	almost	four	years	ago,	right.	I	also	met	Jocelyn	at	that	conference	and	we	may	have	
bonded	attempting	to	ride	Lime	scooters	after	we	may	have	had	a	few	drinks	at	a	sponsor.	
And	so	we	hit	it	off	and	at	that	point	in	my	business,	I	didn't	have	a	mentor.	I	didn't	really	have	
anybody	in	the	industry	that	talked	or	I	could	call	upon.	I	was	part	of	a	local	mastermind	and	I	
love	those	ladies,	but	it	was	very	much	a	disparity	situation.	Like	I	had	employees.	They	didn't	
and	I	left	that	conference	with	like	the	idea	and	a	gut	feeling	that	a	bookkeeping	business	
owner	mastermind	which	just	could	be	something	really	special.		

You	guys	ever	had	that	gut	feeling?	You	don't	know	why	and	you're	not	really	sure	how?	Yeah.	
If	you	have	any	of	those	coming	out	of	this	conference,	pay	attention.	I	actually	asked	Jocelyn	
about	it,	and	she	was	skeptical.	And	she’ll	tell	you	more	about	that	later.	And	nothing	happens.		

So	fast	forward	a	year	later,	and	we're	at	QuickBooks	conference	again.	So	it's	almost	three	
years	ago,	and	that's	where	you	and	I	really	started	talking	more.	And	I	said,	you	know	Brandy	
I	think	we	should	try	and	do	this	and	you	are	in	agreement.	So	we	set	up	a	call	and	don't	
remember	everything	we	talked	about,	but	I	know	we	talked	about	who	we	wanted	in	the	
room.		

And	you	touched	on	this	on	your	presentation,	like	having	the	right	mix	of	people	makes	a	
difference.	We	wanted	people	who	were	growing	their	businesses	who	already	had	a	team,	
who	are	committed	to	scaling	and	who	we	thought	would	be	you	know,	a	good	dynamic	and	
personality	mix.		

And	so	I	brought	Jocelyn	along	and	Brandy	gets	total	credit	for	putting	the	group	together.	
Because	she	tapped	Ben	and	Justin	and	they	were	like,	Yeah,	let's	try	this.	So	we	had	our	initial	
meeting	and	talked	about	all	the	things	like	structure,	and	all	that	kind	of	stuff.	And	it's	been	
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two	and	a	half	years.	Five	of	us	have	been	meeting	every	single	month	for	two	and	a	half	
years.	And	I	have	tremendous	respect	for	everybody	in	this	group.	And	I	think	we	would	all	
tell	you	that	we	have	grown	as	part	of	it.	So	that	little	gut	feeling	that	you	should	pay	attention	
to.	I	would	call	it	a	smashing	success.	

	

Brandy		So,	Ben,	I	think	you	were	the	one	that	sort	of	came	up	with	a	structure	for	meetings.	
There	was	a	book	or	some	system	that	you	knew.	Can	you	tell	us	about	that?		

	

Ben		Yeah,	so.	And	thank	you	for	the	credit,	but	I	think	we	could	all	agree	that	like	all	of	our	
ideas	are	neat,	but	Rachel's	the	person	that	actually	keeps	us	accountable	to	the	things.	And	
it's	like	to	our	benefit.	You're	like,	Hey,	your	time	is	up,	shut	up	and	pass	the	mic.	And	like	
genuinely	appreciate	that.		

But	all	of	my	great	ideas	I	steal	and	so	where	I	got	a	lot	of	value	from	some	initial	groups	that	I	
was	in	was	very	simple	structure.	Keep	it	as	simple	as	you	want.	And	then	we	added	time	
limits	later,	but	it	was	every	time	you	get	together	you	should	talk	about	what	you	did,	since	
the	last	time	that	you	saw	each	other.	Talk	about	your	wins.	And	so	and	then	we	ended	up	
implementing	this	in	Premiere	Coaching	,and	I	do	this	all	the	time	on	my	team.	Now	this	is	the	
thing	to	do.	We	as	human	beings	don't	focus	on	the	positive	things	of	what	we	have	done.	We	
don't	take	enough	time	to	point	that	out	about	ourselves.	We	let	other	people	all	day.	But	we	
just	don't	take	the	time	to	recognize	our	own	accomplishments.	And	so	we	start	with	wins.	
What	have	you	done	since	the	last	time	we	saw	you	that	was	excellent.		

Did	you	get	the	thing	done	that	you	said	you're	going	to	get	done?	If	not,	why?		

Also,	how	are	you?	Right?	Do	a	little	check	ins	make	sure	that	everybody's	feeling	good?	And	
more	often	than	not	that	check	in	kind	of	dictates	the	rest	of	our	call	together?	We	can	decide	
whether	or	not	it's	a	complaint	fest,	or	if	it’s	really	productive	and	if	it’s	excellent.		

Once	we	get	the	wins	out,	usually	somewhere	in	the	wins,	we	start	realizing	that	here’s	the	
thing	I	have	a	question	about.	Here’s	the	thing	that	I	want	to	get	everyone's	opinion	on.	
We	move	into	kind	of	our	challenges	section.	Challenges	is	where	we	show	up	and	say,	
Hey,	I'm	really	trying	to	hire	an	office	manager;	trying	to	hire	eight	bookkeepers	this	month,	
whatever	it	is;	got	a	software	issue.	And	that's	where	we	kind	of	do	our	little	mind	meld	and	
help	each	other	out	with	our	real-lived	experiences.		

And	then	the	last	piece	of	can	be	accountability	and	planning	for	the	future	but	also	like	
fun.	So	I'll	totally	out	Justin	right	now.	What	Justin	does	is	throughout	the	course	of	his	month,	
he	will	go	onto	Amazon	and	find	cool	things	that	he	wants	to	buy.	And	then	when	we	do	our	
monstermind,	he'll	say	Hey,	are	we	reading	a	book	this	month?	Can	we	please	read	a	book	this	
month?	Because	then	he'll	go	on	Amazon	and	put	that	book	in	his	car	and	buy	whatever's	in	
his	cart,	obviously.	So	we'll	do	that	at	the	end	of	our	calls	and	it's	really	special	when	we	do	
book	club	stuff,	but	really	as	simple	as	possible	in	your	structure.	Your	wins,	your	
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challenges,	a	what	are	you	looking	forward	to?	And	then	actually	doing	it	so	yes,	again.	We	
would	not	do	it	without	Rachel.	

	

Brandy		Rachel	is	great.	She	keeps	us	on	track	with	everything.	And	if	you	can	find	a	person	
that's	in	your	group,	that	is	going	to	be	the	person	that's	going	to	keep	track	of	everything.	
That's	very,	very	handy.	

	

Jocelyn		This	is	how	Rachel	keeps	us	on	track.	There's	a	timer	that	goes	off.	We	hear	it,	but	
sometimes	you	have	a	few	more	things	to	say,	and	then	Rachel	goes,	Did	you	find	that	helpful?	
And	that	is	our	key	to	stop	talking,	because	your	time	was	up.	

	

Brandy		It's	the	nicest	way	to	please	stop	talking.	Was	it	helpful?	

All	right,	and	let	me	see	what	else	I	have	here.	Oh,	do	you	guys	remember	how	we	came	up	
with	the	name	monstermind?	

	

Ben		That's	me.	So	I	do	this	thing	where	I	forget	that	there's	a	ton	of	training	and	value	inside	
of	all	of	the	bookkeeper.com	programs.	Then	I’ll	go	spend	money	up	coaches.	And	so	and	then	
I	go	to	that	coach	and	they	tell	me	some	things	and	I’ll	get	maybe	one	thing	from	them	and	
then	the	99	other	things	I	get	from	them.	I’m	like,	Oh,	yeah.	Ben	Robinson	already	told	me	that.			

Great.	Should	have	just	listen	the	first	time,	but	so	our	first	meeting,	I	attended	by	phone	
because	I	was	at	a	retreat	for	a	program.	This	is	not	my	program.	This	is	not	a	sales	pitch.	But	I	
will	give	credit	where	credit	is	due	to	a	man	named	coach	Michael	Burt	who	runs	a	program	
called	Monster	Producer.	And	I	was	on	the	phone	at	this	retreat	where	I	had	already	gotten	
the	one	thing	and	realize	that	I've	hired	one	and	the	rest	have	been	so	our	first	thing	I	did	from	
the	phone,	but	kind	of	stole	the	idea	of	‘monster’	from	this	coach,	and	his	idea	was	very	simple.	
I	love	it.		

His	idea	and	his	brand	is	that	a	monster	is	a	legendary	creature	that	combines	multiple	
skill	sets	to	dominate	their	environment.	Isn't	that	just	a	little	bit	gangster?	Isn’t	that	just	
come	to	neat?	It's	like	Yeah,	can	I	combine	bookkeeping	skills	with	some	sales	and	marketing	
savvy	and	just	crush	it?	And	so	I	was	I	was	riding	that	train	at	the	time.	I	was	like,	we	should	
call	it	monstermind	and	nobody	else	cared.	So	that's	what	it	was.	Like,	we	don't	name	things,	
we	solve	problems.	Yeah.		
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Brandy		Well,	also	I	think	that	it	wasn't	that	no	one	cared.	It	was	that	we	all	want	it	in	our	
businesses.	We	all	wanted	to	be	monsters	in	our	industry,	you	know,	like,	the	bad	A’s,	you	
know,	and	so	it	just	fit	really.	We	wanted	to	be	monsters.	I	love	it.	I	love	it.	So	I	have	learned	so	
much	from	each	of	you.	What	are	some	things	that	you	guys	learned	from	the	group?	

	

Jocelyn		Okay,	so	Rachel	mentioned	I	am	the	skeptic	to	join	the	group.	I	will	be	really	
authentic	and	honest	with	you.	I	was	terrified.	I	was	approached	by	her.	It	mentioned	that	
these	guys	would	be	in	the	group,	I'd	known	them.	But	I	thought	my	business	is	actually	the	
smallest	one	of	everyone.	How	can	I	measure	up	to	this	group?	Which	I	think	is	a	really	
common	thing	when	you're	talking	to	other	people	in	your	business.		

I	was	terrified	and	I	said	well,	that	means	I	need	to	do	it.	That	means	I	need	to	show	up.	I	need	
to	just	go	to	that	first	meeting.	And	you	know,	two	and	a	half	years	later,	I	have	learned	so	
much	about	my	business	and	learned	from	each	one	of	you.	Like	Justin	was	on	Excel	
spreadsheets.		

I	didn’t	have	any	employees.	Justin's	like,	Oh,	you	heard	of	Zoho	and	now	that	is	my	project	
management	software.	https://www.zoho.com/	

Rachel	has	helped	grow	my	team.	I	now	have	a	team.	I	started	off	with	nobody.	It	was	just	me,	
but	she's	a	culture	and	her	team.	Then	Ben’s	the	software	guru	over	here	and	always	has	a	
wise	crack	to	say	to	the	rest	of	us.	So	that	keeps	us	entertained.		

And	Brandy,	as	much	as	you	talk	about	burning	your	business	to	the	ground	every	other	
month,	which	is	absolutely	true.	The	odd	month	that	she	doesn't	want	to	burn	it	down,	she's	
on	fire.	She	has	so	much	she	wants	to	share	and	do	with	her	team	and	it's	inspiring.		

And	so	over	the	course	of	two	and	a	half	years,	I	now	feel	like	I'm	completely	on	a	level.	I	have	
friends	in	this.	I	have	people	to	come	to,	and	I	just	also	want	to	say,	Does	anybody	feel	like	
you're	a	part	time	therapist	in	your	business,	and	like	when	your	clients	come	to	you	with	
their	money	and	their	numbers,	and	they're	like,	well,	let	me	tell	you	about	my	marriage	and	
my	children	and	everything.	Well,	this	is	my	therapy.	This	is	what	we	get.	We	have	to	talk	to	
somebody	to	when	we're	feeling	struggles,	we	can't	always	be	the	ear	to	listen	to.	So	good	job	
team.	

	

Brandy		And	I	love	it	because	we're	always	at	different	points	when	we	want	to	burn	down	
our	businesses.	I	definitely	am	the	one	that's	the	more	roller	coaster	one	every	other	month.	
But	I	think	what	was	it	last	month	or	two	months	ago	it	was	Rachel	and	Yeah.		

	

Rachel		I	think	this	is	something	that's	important	because	you	don't	talk	about	it	anywhere	
else	like,	you	don't	go	into	a	networking	group	and	saying,	Yeah,	this	thing	happened	and	now	
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I'm	doubting	my	entire	business.	Like	you	just	don't	do	that.	But	we	all	have	those	thoughts.	
Ben	Robinson	mentioned	it	yesterday.	Did	you	catch	that	yesterday.	It	was	a	blip,	but	he	
mentioned	it,	and	you	know	what	he's	running,	like	we	all	have	them	so,	knowing	that	we	
have	this	group	that	we	can	be	open	and	talk	about	those	moments,	and	know	that	no,	we're	
not	really	serious,	but	really,	I	really	feel	shitty	right	now.	Sorry,	swearing	continues.		

It's	so	helpful	because	great	your	family	doesn’t	understand.	Your	friends	are	not	
entrepreneurs	don’t	understand.	You're	networking	and	putting	on	a	game	face.	It's	a	very,	
very	unique	situation,	because	it's	also	not	a	paid	coach,	right?	Like	they're	there	to	help	you	
work	through	it.	It's	very	much;	I	just	think	it's	a	really	unique	space.	And	I	think	it's	been	very	
valuable	for	all	of	us.	

	

Ben		I	was	really,	I	was	approaching	our	group	for	a	while	and	I	think	we	were	all	kind	of	
doing	this	at	the	beginning	where	it's	like,	here's	my	very	definitive,	clunky,	technical	problem,	
which	is,	oh	man,	how	do	I	write	a	process?	How	do	I	put	an	ad	together?	How	does	health	
benefits	work	in	the	business?	Should	I	hire	an	employee	or	a	contractor?	And	I'm	pretty	sure	
every	single	one	of	us	now	is	like,	Man,	this	just	sucks,	like	hear	about	my	day	for	a	second,	
and	we've	got	that	level	of	relationship	now	where	we're	no	longer	treating	it	like	coaching	
each	other.	It	really	is	kind	of	that	camaraderie	because	if	you've	just	crushed	it	so	far,	like	
running	a	business	is	incredibly	lovely.	It's	awful.	Unless	your	spouse	is	in	it	and	does	all	the	
same	things	that	you	do,	nobody	really	knows	what	you're	going	through,	unless	there	are	
folks	like	this	where	it's	like,	oh,	yeah,	we're	real	close.	We're	I'm	doing	real	estate.	Everybody	
else	is	doing	something	different.	Doesn't	matter.	Like	problems	are	client	problems,	and	at	
scale	it’s	the	same	stuff.		

And	having	that,	honestly,	like	the	biggest	piece	of	the	value,	the	biggest	thing	that	I've	learned	
is	that	like	no,	you're	not	alone.	You	just	got	to	bring	people	into	what	you're	doing,	and	be	
willing	to	lean	on	them.	But	then	also,	like	you	said,	like	kind	of	trust	your	gut.	It's	like,	I	feel	
like	this	is	wrong.		

So	I	had	a	client	do	me	dirty	in	the	last	30	days.	And	that	was	my	challenge,	it	was	like,	am	I	
being	too	emotional	about	this?	Like,	am	I	being	too	emotional	about	what's	going	on	here?	
Because	I	feel	like	I'm	not,	but	I	also	could	be	totally	crazy.	And	the	resounding	answer	was	no,	
you're	not	crazy.	That's	really	weird.	That's	really	bad.	And	that's	what	I	love	about	it,	again,	
kind	of	that	trust	your	gut	and	the	community	and	not	being	like	totally	on	an	island	in	your	
business,	but	having	folks	

	

Brandy		Yeah,	you	mentioned	something	that	triggered	a	thought	with	me,	which	is	as	our	
businesses	have	grown,	and	as	we	changed,	our	successes	have	changed	too.	And	they've	kind	
of	changed	together.	So	in	the	beginning,	we	would	get	on	a	call	and	be	like,	What	are	your	
wins?	Oh,	I	got	a	client.	I	got	three	clients.	It	was	like	how	many	number	of	clients	you	got	and	
a	couple	of	months	ago	I	think,	Rachel	you	made	a	comment	you	were	like	all	of	our	wins	are	
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about	how	employees.	We	have	this	win	that	a	person	on	our	team	did	an	amazing	thing.	It's	
no	longer,	Oh,	I	got	this	client	it's	more	substantial	wins	sort	of.	

	

	Rachel		Sure.	And	we	still	celebrate,	you	know,	the	client	and	revenue	milestones	and	stuff,	
but	it's	really	fun	to	watch	the	relationships	evolve.	And	I	hope	you	guys	can	get	a	sense	of	the	
camaraderie.	I	mean,	we're	like	here	on	the	bright	lights	and	it's	weird,	but	we	can	send	you	a	
video	like	these	people	are	my	friends	and	they	know	things	about	me.		

I	won’t	tell	your	secret	Brandy,	if	you	won’t	tell	mine.	And	the	conversation	has	evolved.	
We've	had	like	deeper	conversations	in	the	past	couple	of	months	about	like,	what	do	we	
really	want	from	our	businesses.		

And	you	know,	a	lot	of	the	conversations	we	have	here	at	a	conference	like	this	is	how	many	
clients	do	you	have?	What	revenue	goal	are	you	chasing?	But	really,	those	numbers	don't	
mean	much	as	the	bottom	line	number	and	how	that	affects	your	life	and	how	you	want	it	to	
affect	your	life.	And	how	you	spend	your	time,	and	those	are	more	of	the	conversations	that	
we’ve	been	having	as	we’ve	got	more	comfortable	with	each	other.	So	the	longevity	of	this	to	
me	is	cool	because	it's	like	going	deeper	and	deeper	layers	into	our	relationship.	

	

Jocelyn		I	will	say	also,	not	sure	if	you	mentioned	it	already	Brandy,	the	email	that	you	send	
out	halfway	through	the	month.	So	I	have	a	lot	of	people	kind	of	asked	me	today	even	we're	
talking	about	this.	They’re	saying	so	what	happens	the	rest	of	the	month,	you	just	meet	once	a	
month	and	that's	it	like	where's	accountability?	Where	do	you	talk?		

Brandy	has	an	automated	email	that	was	set	up.	It		is	brilliant.	So	every,	on	the	15th	I	think	we	
get	an	email	checking	in	saying	where's	everybody?	How	are	you	doing	on	your	goals	this	
month?	How	are	you	feeling?	And	it's	just	word	vomit	about	what's	going	on	in	businesses.	
But	it	gets	to	the	point.	It	makes	us	think	again	that	15th	of	the	month	all	of	a	sudden	we're	
going,	oh	what	did	I	promise	I	was	going	to	do?	Now	I	need	to	connect	to	it.		

And	there's	other	things	you've	done.	Like	I've	been	in	the	meeting	and	I've	been	like,	I	need	
an	accountability	partner.	I	need	someone	every	week	to	be	like,	did	you	finish	this	to	do	most	
of	the	processes,	because	I	am	not	going	to	sit	there	and	type	out	numbers.		

So	Justin	on	the	call	on	one	of	our	calls,	and	he	was	like	okay,	I'm	calling	you	every	week	we're	
going	to	have	a	weekly	call	and	it's	been	amazing,	for	like	six	months	Justin	and	I	talk	about	
every	week.	We	go	over	what	we	need	to	accomplish.	It’s	a	quick	thing.	We’re	done	with	it	and	
move	on	with	our	day.	But	I	feel	like	this	has,	yeah	become	so	much	about	friendship	and	
about	camaraderie.	And	then	it's	even	spilled	over	into	other	things	you	know,	talking	more	
often	than	monthly.	
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Rachel		I	know	who	I'm	going	to	for	each	thing,	like	each	one	of	these	people.	If	there	was	this	
thing	that	happened	in	my	business,	I	would	go	talk	to	Ben,	or	I	would	talk	to	Brandy.	Like	
each	of	them.	We	all	and	I	think	it's	really	cool.	It's	kind	of	happenstance	because	when	we	
first	put	these	five	people	together,	like	Brandy	was	the	only	one	who	even	knew	us	all.	But	
we	all	bring	something	different	to	the	table,	personality-wise	and	skill-wise	and	like,	it	just	
gels.	

	

Ben		Yeah,	actually,	somebody	talked	to	me	yesterday	about	they're	trying	to	start	a	different	
bookkeeping	business	and	it's	sort	of	ecommerce,	sort	of	something	else,	and	so	talk	to	me	
about	that.	Like	yeah,	exactly.	It's	like	I	don't	know	anything,	but	like	they	do.	So	I'm	very	
niche.	We	talk	very	much	about	picking	a	niche	and	one	of	the	services	is	going	to	be	weird.	If	
we	are	all	in	the	same	niche,	that	would	suck.	It	would	just	not	be	fun	getting	to	hear	like	the	
different	pains	that	you	go	through,	or	that	you	guys	go	through.	And	that	being	like	wow,	I'm	
really	glad	that	it's	not	me,	or,	Hey,	I	have	to	deal	with	a	trust	account	for	some	reason,	and	I	
have	no	idea	what	I'm	doing.	Oh	my	god,	Brandy,	please	help	me	and	it's	just	nice.	It's	just	
really	good.		

	

Brandy		Yeah,	one	thing	that	I	was	going	to	mention	earlier	when	I	was	talking	I	completely	
forgot	about	it.	In	my	EEO	group,	we	can't	be	in	the	same	industry.	So	there's	no	other	
bookkeepers	that	are	in	that.	And	there's	this	one	guy	that's	in	there	and	he's	an	electrician,	
and	I	think	of	his	business	as	being	completely	different	than	mine.	He	has	all	guys	on	his	
team.	I	have	all	girls	on	my	team.	He	does	stuff	with	their	hands,	they	work	with	their	hands,	
they	work	together	in	the	same	room.	He	has	inter-relationship	problems.	All	my	team	is	
siloed	like	they	just	work	on	their	one	clients.	They	don't	really	interact	with	each	other,	they	
kind	of	do.	We	just	sit	at	a	computer.	So	I	just	think	of	his	business	as	completely	different	
than	mine.		

And	he'll	bring	a	problem	to	the	group.	That's	something	that	I	will	not	ever	experience	like	
maybe	it's	a	safety	issue	or	something	like	that.	But	the	ideas	the	group	comes	up	with	to	solve	
his	problem	will	trigger	ideas	in	my	head	of	how	I	can	go	about	solving	problems	for	my	
business.	So	making	sure	you	have	a	diverse	group.	And	a	diverse	group	of	bookkeepers,	a	
diverse	group	of	other	business	owners	is	important	because	they'll	can	bring	ideas	and	
suggestions	that	you	would	have	would	have	never	thought	of.		

So	have	you	guys	ever	been	a	part	of	a	mastermind	that	you	didn't	like,	and	what	were	the	
things	about	masterminds	that	you	didn't	like?	

	

Ben		When	you	guys	came	to	me	to	join	monstermind.	I	was	very	skeptical.	Because	I	had	just	
gotten	done	being	like,	wrangled	into	being	a	host	of	the	of	the	‘B’	team	on	a	mastermind	that	
a	referral	partner	of	mine	put	together.	This	was	through	quarantine.	My	payroll	provider	
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who	I	love	desperately.	I	love	Jeff.	He	saw	the	problem.	He	saw	the	need	for	community.	He	
organized	it	and	then	made	me	one	of	the	lead	guys	on	that.		

And	so	I	was	emailing	people.	I	was	calling	people.	I	was	I	was	scheduling	the	one	to	ones.	
There	were	like	10	other	people	in	our	group.	We	were	meeting,	I	think	once	every	two	
weeks,	and	cycling	in	the	thing	and	I	was	trying	to	do	all	of	these	lessons	that	we	didn't	seem	
to	get	a	whole	lot	of	engagement,	and	nobody	really	cared.	Everybody	thought	it	was	a	sales	
pitch.	When	everyone	realized	it	wasn't	a	sales	pitch	people	stopped	showing	up.		

And	that	became	very	much	like,	why	are	we	here?	And	it	was	really	like	directionless.	And	
that's	what	really	turned	me	off	to	the	idea	of	the	mastermind	originally.	And	what	I	was	really	
scared	was	going	to	happen	with	this	one,	which	was	like	I	got	to	hangout,	like	Brandy’s	cool.	
Justin’s	okay.	I	don't	know	either	of	these	women,	so	what	are	we	working	on?	Is	there	any	
ambition	in	the	group	at	all	that	we	can	be	a	part	of?		And	from	day	one,	it	was	like	oh,	okay,	
cool,	where	you	get	a	lot	of	stuff	done.	Okay,	here	we	go.	It's	going	to	be	great.	But	uh,	yeah,	
the	shared	goal.	And	the	ambition	for	me,	it	was	like	the	linchpin,	this	is	not	the	social	hour.	It	
is	now,	but	it	shouldn't	be	in	its	infancy.		

	

Rachel		I	have	stories.	I've	done	quite	a	few	masterminds.	I'm	going	to,	I'm	going	to	stick	to	
two	answers	to	this	question.	And	they	both	revolve	around	who's	in	the	room.	I	have	one	
mastermind	that	I'm	currently	in.	Actually,	Brandy	and	I	both	joined	EO	at	like	the	same	time	
without	talking	to	each	other	about	it.	It's	very	strange.	So	I'm	in	in	an	EO	group	right	now.	
And	do	you	know,	I'm	sure	you've	all	had	conversations	with	people	who	don't	realize	that	
they're	talking	too	much.	And	their	stories	are	too	long.	And	we	have	half	of	our	group	that	are	
over-sharers,	and	the	meetings	are	very	long	and	frustrating	meetings	when	you're	used	to	
you	know,	communicating	concisely	and	having	a	more	equal	contribution.		

	And	if	you're	that	person,	that	doesn't	mean	you	can't	be	in	a	mastermind.	Just	recognize	that	
about	yourself.	And	then	you	have	the	structure	in	the	permission	that;	in	our	very	first	
meeting,	we	gave	each	other	permission	to	say	Shut	up.	You're	talking	to	much.	And	
that's	worked,	and	actually	we	don't	really	have	that	problem	where	people	go	on	too	much	in	
this	group,	but	that's	one	like	the	over-sharer	not	like	reining	in	and	sticking	to	the	structure.		

I've	also	been	in	a	mastermind	where	there	was	a	person	who	was	kind	of	checked	out,	right.	
They	weren't	being	open	about	their	business,	like	the	magic	comes	in	here	is	when	you	get	
into	the	deeper	stuff.	Ben	has	a	phrase	called	get	naked	fast.	And	I've	used	just	like	open	up	
and	be	willing	to	give	and	receive,	and	I've	been	in	a	mastermind	where	you	know,	every	
month	their	new	topic	was	actually,	what	should	be	my	blog	most	next	month,	or	you	know,	
they	weren't	really	engaging	in	a	way	that	was	meaningful.	And	it	brought	the	whole	group	
down.	You	really	have	to	have	everybody	committed	to	the	same	goal,	like	Ben	was	saying.	

	

Jocelyn		Honestly,	I	got	really	lucky.	This	was	my	first	mastermind.	But	as	an	observer,	seeing	
how	this	group	worked	together,	one	thing	I	always	thought	was	wow,	we	ask	so	many	
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questions.	Like	we	will	first	explain	our	problem,	and	then	all	four	of	us	area	not	speaking	
they're	like,	give	me	an	example.	What	does	that	mean?	You	understand?	And	they're	just	so	
raw	with	it.	Like,	let's	get	to	the	root	of	this,	you	know,	two	part	authentication,	How	do	we	
give	the	code	team.	Like	really	detailed	questions	that	I've	always	really	respects	that	of	
people.	They're	like,	I	need	a	sample.	I	don't	know	what	you're	talking	about,	like	explain	
more.		

Asking	questions.	If	you're	not	sure	how	to	be	in	a	mastermind	or	what	to	say,	just	ask	them	
questions,	help	them	work	through	their	problem.	Now	I	saw	the	therapist,	but	yeah,	that's	
what	I	observed	because	this	is	my	first	monstermind.		

	

Brandy		I	don't	know	let	me	see	what	else	what	other	kind	of	questions	I	have.	I	was	able	to	go	
for	a	while	without	needing	to	look	here.	

	

Rachel		We	can	sit	up	here	and	riff	all	day	long,	because	you	know,	we're	us,	but	if	you	guys	
have	questions,	we	will	answer	anything	you	want	to	ask.	We	won't	tell	secrets.		

Did	you	have	another	prepared	question?		

	

Brandy		I	have	some	prepared	one?	So	like,	Have	we	ever	deviated	from	our	structure?	

	

Rachel		Okay,	well,	we	have	a	lot	of	people	going	up	to	microphones.	So	if	one	of	you	wants	to	
know	the	answer	to	that	question	you	can	ask	it,	but	we	can	start	meeting	people.	

	

Question		I	was	wondering,	is	there	a	magic	number	of	how	many	people	should	be	in	a	
mastermind?	Like	is	there	too	many	from	your	experience?		

	

Rachel		I	think	there's	a	range.	I	think	you	need	more	than	three	and	less	than	eight.	You	have	
to	play	with	it.		

	

Ben		So	every	group	is	going	to	be	a	little	bit	different.	Right?	And	so	like,	what	we're	talking	
about	is	a	homegrown,	very	intimate	mastermind	kind	of	session.	I	would	imagine	that	there's	
more	than	eight	people	in	your	EO	groups.	Like	the	whole	class	and	then	they	break	down	into	
smaller	groups.	
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Brandy		Right,	we	have	a	bigger	group	and	then	we	have	a	small	group	that	we	meet	with.	

	

Ben		And	so	you're	going	to	see	people	like	we	don't	know	anything	about	InnerCircle	or	
anything	like	that.	And	so	I'm	not	speaking	to	that.	But	even	in	situations	where	there’s	100	
people	in	the	room.	You	will	get	the	most	personal	value	out	of	having	somewhere	like	three	
to	eight,	as	like,	either	you're	ride	or	die	people.	And	those	are	the	people	that	you	lean	on.			

	

Jocelyn		One	more	thing	I	want	to	say	is,	you've	all	been	encouraged	by	Ben	and	several	
people	up	here	to	exchange	numbers,	and	I'm	a	takeaway	person	from	a	conference.	So	I'm	
like,	I	want	an	action	item.	If	you	didn't	exchange	numbers	with	somebody	reach	out	to	them	
like	today	and	text	them	like,	do	you	want	to	start	a	group?	Do	you	want	to	talk	about	starting	
a	group?	Because	now	that	you've	all	kind	of	gotten	to	know	each	other?	You	know,	now's	the	
time	to	really	expand	on	that.	

	

Question		So	my	question	would	be,	you	talked	about,	oh,	you	need	the	right	type	of	people.	
What	method	do	you	use	to	determine	who	is	the	right	type	of	people,	and	how	do	you	put	
them	together?	So	brandy	when	you	did	this,	you	knew	all	of	everybody	and	nobody	else	
knew	everybody?	How	did	you	say	okay,	Rachel’s	going	to	just	keep	us	all	on	track.	Ben’s	
going	to	give	us	some	entertainment.	Justin’s	going	to	be	super	consistent.	And	then,	how	did	
you	know	that?	What	was	your	method?	

	

Brandy		Well,	I	can't	exactly	answer	that	because	I	had	no	idea	that	Rachel	was	going	to	be	the	
one	that	was	going	to	keep	us	on	track.	But	what	I	did	know	was	and	I	didn't	even	know	
Jocelyn	that	well,	okay,	but	I	knew	Rachel	and	she	and	I	were	very	intentional	with	the	type	of	
bookkeeper	that	we	wanted	in	our	group.	We	wanted	someone	that	was	going	to	grow.	We	
wanted	someone	that	had	a	team	and	Jocelyn	had	contractors,	and	I	think,	Justin	had	a	
contractor.	

	

Jocelyn		We	were	all	on	the	same	level.	We	all	had	the	same	kind	of	goals.	And	really	wanted	
to	go.	

	

Brandy	Rachel	brought	in	Jocelyn,	and	then	Rachel	and	I	discussed	like,	what	other	people	do	
want	in	here?	And	one	of	the	things	that	I	really	wanted,	I	never	even	told	Rachel	this	was	I	
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wanted	to	have	some	men	in	our	group.	I	didn't	want	it	to	be	all	women.	And	I	had	met	Ben	
and	Justin	at	different	groups,	and	I	was	like,	I'm	going	to	ask	them	because	I	know	that	
they're	both	working	on	their	businesses.	I	know	that	they	both	have	contractors	or	
employees	like	they	fit	all	of	the	criteria.		

And	we	did	have	another	person	that	we	had	added	later	in	the	group	who	he	wasn't	
committed.	He	showed	up	one	time	and	then	he	never	showed	up	to	any	other	meetings,	so	
eventually	we	stopped	inviting	him	to	the	meetings.	I	don't	think	it's	always	super	successful	
right	away,	you	might	find	that	somebody	that	you	brought	in	isn't	necessarily	the	right	fit.	

	

Question		Kind	of	the	same	thing	that	you're	just	starting	to	touch	on.	But	first	of	all,	what	
time	limit	do	you	give	your	meeting	so	that	you	still	can	be	productive	and	not	get	too	chatty?	
And	what	suggestions	or	ideas	do	you	have	when	you	pull	in	one	or	two	people	that	you	really	
don't	want	to	continue	with?	

	

Jocelyn		I'll	answer	your	first	question	because	the	second	one	is	really	hard.	We	have	a	
really	good	structure	so	we	each	with	a	two	hour	meeting	every	month,	and	we	spend	the	
first	half	hour	explaining	our	wins	we	kind	of	go	around	a	circle	and	everyone	is	fine.	I’ll	
preface,	in	January	we	don't	do	this	structure.	We	complain	about	1099	for	two	hours	straight	
and	move	on	with	our	day.	There's	no	structure	to	January.		

But	I	will	say	we	each	get	10	minutes	to	talk	about	our	problem.	It's	when	Rachel	cuts	us	
off,	and	she	sets	a	timer.	So	like	we're	very	diligent	about	that.	We	have	10	minutes	to	talk.	
There's	even	times	where	like	someone	will	say,	like,	I'm	going	over	and	I'll	be	like,	You	know	
what,	I	don't	have	a	lot	this	week,	take	two	minutes	of	my	time,	but	we're	intentional	about	it	
and	we're	all	very	aware	of	it	because	we	all	have	to	get	back	to	our	day.		

So	it's	important	to	structure	it	in	a	way	that	you	know	is	going	to	end	at	two	o'clock.	Our	calls	
end	at	two	o'clock.	We're	all	different	time	zones,	but	we	have	calls	right	after	so	a	lot	of	us	
were	like	Okay,	we're	done.	Let's	go.	So	it's	very	intentional.	

	

Brandy		And	also	to	the	question	earlier	where	how	many	people	do	you	have	in	it?	You	can’t	
have	100	people,	and	talk	to	100	people	to	get	100	people's	problems.	That	would	take	
forever,	right?	That's	why	your	time	can	depend	on	how	many	people	you	have	in	the	group	
and	how	much	time	you're	going	to	allocate	for	each	person.	

	

Rachel		So	your	second	question	was	about	taking	people	off	the	island.	We	were	actually	
talking	about	this	at	a	break	outside	and	I	had	a	group	that	I	was	part	of	where	there	was	this	
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one	person	that	just	was	not	a	good	fit.	And	we	could	not	figure	out	how	to	like	move	forward	
without	hurting	the	relationship.		

And	because	we're	nice	people	we	just	want	this	to	be	a	productive	thing	if	we’re	investing	
our	time.	What	we	joked	about	well,	let's	just	like	dissolve	our	Mastermind	and	then	start	
again	without	her.	We	didn't	do	that.	We	eventually	just	figured	out	like,	you	know,	we	
worked	on	the	wording	we	worked	on,	you	know	how	we	wanted	to	present	it	to	her,	you	
know.	We	talked	about	it	amongst	each	other	like	we	often	do	in	our	group	about	how	do	I	
approach	this	difficult	conversation	with	somebody	and	eventually	just	said,	“You	know,	I	
don't	think	this	is	a	win-win.	It's	not	a	win	for	you.	It's	not	a	win	for	us.	These	are	the	reasons	
we	think,	you	know,	you're	in	this	direction,	and	we're	in	this	direction	and	it's	not	a	fun	
conversation.”	But	you	need	to	protect	the	integrity	of	your	group	too.		

	

Question		I	was	curious.	There	has	been	a	little	bit	of	talk	about	the	stuff	you	do	outside	the	
monthly	meetings.	I	mean,	I	know	there's	the	email	that	goes	out	halfway	through	the	month,	
there	was	a	little	talk	of	a	Facebook	group.	Do	you	just	do	informal,	or	is	it	more	structured.	
Can	you	talk	about	that	a	little	bit	please?	

	

Rachel		Not	really,	Brandy’s	emails	like	automatically	set	up	and	so	it	comes	to	our	inbox,	I	
think	on	the	10th	of	the	month	or	something	like	halfway	between	when	we	meet,	but	that's	
the	only	thing	that's	like	scheduled.	Otherwise,	we'll	just	reach	out	to	each	other.	We'll	
randomly	post	in	our,	you	know,	our	Facebook	chat	thing.	So	no,	but	there	are	groups	that	can	
do	that.	Right?	Like	if	you	want	a	weekly	accountability,	check	in	where	everybody	has	to	
email	because	there	are	different	things	you	can	do.	We’re	just	a	little	loosey	goosey	about	it.	

	

Brandy		So	what	Rachel	is	saying	is	like,	No,	we	don't	really	have	a	structure	of	what	we	do	
outside.	If	we	need	to	touch	with	other	people.	Then	we	reach	out	to	them.	And	we	had	
originally	set	up	a	Facebook	group	because	in	our	very	first	couple	of	meetings,	I	think	Rachel	
was	writing	down	all	of	our	accountability	items.	And	it	was	like,	That's	annoying.	Why	don't	
we	just	write	down	ourselves	and	so	we	made	a	Facebook	groups	we	could	write	them	down	
in	there.	And	every	once	in	a	while	we'll	post	something	in	there,	but	like	not	even	every	
month.	We	do	we	write	something	else.	

	

Rachel		We	waste	a	half	an	hour	of	life	because	Justin	talks	about	hotdogs.		

	

Brandy		Yes.	Justin	is	not	here,	but	he	literally	talks	about	food	at	every	single	meeting.	He's	
like,	oh	my	gosh,	I	just	had	this	amazing	hot	dog.		
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Rachel		If	you	go	to	our	Facebook	group,	there	are	multiple	photos	of	like,	elaborate	hot	dogs	
at	the	top.	

	

Question		Okay,	if	you	can	speak	to	this	because	in	the	future	I	think	my	husband	might	come	
with	me	and	partner	up.	Do	you	have	any	suggestions	or	experience	if	you	have	a	husband-
wife	team,	do	you	go	together	to	mastermind,	do	you	separate?	

	

Ben		Yeah,	do	any	of	us	work	with	our	spouses	now?	So	Justin's	thinking	about	it.	I	have	
experienced	a	lot	of	people	figuring	this	out	and	splitting	up	the	duties.	If	your	spouse	or	your	
partner	is	100%	committed	and	excited	authentically	to	bookkeeping,	then.	Sure,	yeah.	Put	
them	through	the	bookkeeping	course.	But	if	they're	just	doing	it	because	they	love	you.	You	
need	to	figure	out	what	real	strength	is	and	have	them	wear	that	hat	instead.	

	

Brandy		Well,	if	I	would	say	it's	probably	best	to	be	separate	and	the	only	reason	is	because	
what	if	it's	your	spouse	that	you	want	to	talk	about?	

	

Question		Is	first	I	wanted	to	ask	about	the	poison	pill	thing,	but	you	guys	already	answered	
that.	How	do	you	put	the	boundaries	on	the	group?	So	if	someone's	out	there	and	they	see	
another	person	after	you've	already	established.	Do	you	guys	have	a	process	in	place	so	
nobody	gets	their	feelings	hurt	when	they	want	to	bring	a	really	new	person	in?	Is	there	a	
vetting	process?	Have	any	of	you	put	that	together?	

	

Ben		No	is	the	answer.		

	

Question		Do	you	set	it	up	in	one	shot	and	then	it's	just	like	mutually	agreed	on	that	this	is	
just	who	it	is.	And	you	keep	it	that	way.		

	

Rachel		We	haven't.	Um,	the	five	of	us	were	the	original	five.	We	told	you	the	story	about	
trying	to	add	one	and	it	didn't	work	out.	But,	you	know,	this	has	just	worked.	There	is	a	little	
bit	of	luck	involved	when	you	first	put	five	people	in	the	room	that	don't	know	each	other.	You	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	359	

don't	know	if	they're	assholes	or	not	right.	I	have	experienced	this	with	other	groups,	though,	
where	it	is	a	little	more	fluid.	Like	we’re	close.	We	all	know	we're	not	taking	more	people.		

It	would	be	weird	if	somebody	else	came	in.	You	would	feel	awkward	because	we	all	joke	
about	hot	dogs	and	dying	earlier.	So	in	other	groups,	you	can	decide	like	if	someone	is	moving	
on	like	the	other	group	I	told	you	about.	Do	you	want	to	fill	that	spot	or	not?	And	then	you	
have	to	be	judicious	about	you	know,	the	vetting	and	what	kind	of	a	person	you	want	in	that	
particular	instance.		

We	were	all	in	different	industries.	So	like	is	there	one	that	would	be	helpful	to	us?	What	stage	
of	the	business	do	they	need	to	be	in?	What	are	the	strength	that	you	don't	really	have	in	
group	right	now?	You	just	got	to	figure	out	what	you	want	as	a	group	and	we	actually	decided	
not	to	fill	the	spot.	We	kept	it	with	four	instead	of	pulling	in	another	fifth	one	in	so	I	think	
when	you	have	changes,	if	you	decide	to	have	changes	you	have	to	figure	out	what	do	you	
want.	

	

Question		So	it's	less	about	the	count	of	bodies,	and	more	about	feeling	the	group	dynamic.	
Exactly.	Yes.	

	

Brandy		In	EO	Accelerator,	you're	in	the	same	group	for	one	year,	and	then	the	next	year	you	
switch.	You	may	be	with	some	of	the	same	people	or	you	may	not,	and	that's	kind	of	
interesting	too,	because	every	year	you're	getting	different	people	that	you're	getting	different	
experiences	from.	So	it's	just	a	different	way	of	doing	things.	

	

Question		I	have	a	couple	of	questions	for	virtual	attendees.	First	one	is	from	Merlin	Heflin.	

At	what	level	do	you	recommend	joining	a	mastermind	What	if	I	just	started	bookkeeper	
launch?		

	

Jocelyn		Yeah,	I	would	say	anytime	because	if	you're	going	through	bookkeeper	launch,	you	
have	questions.	You're	having	trouble	with	the	sample	QuickBooks	file	that	they're	having	to	
work	on.	And	you	know,	I	think	it's	accountability	to	finish	the	program.	I	think	at	any	point,	
it's	a	group	of	like	minded	people.	So	if	you	find	people	going	through	the	class	together	and	
they	want	to	all	get	together	and	talk	about	Ben's	goofy	videos,	then	they	can.		

Like	really	anytime.	I	think	the	key	is	having	people	on	the	same	level	and	having	the	same	
goals.	Otherwise,	it's	just	going	to	get	kind	of	messy	as	to	who	you're	helping	and	how	you're	
growing.	And	just	being	honest,	like	going	back	to	the	original	question	of	just	how	do	you	
have	somebody	leave	the	group.	Like	you	guys	are	spending	your	time	doing	this	mastermind.	
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Two	hours	of	your	day	is	not	a	small	amount	of	time.	You	have	to	make	sure	you’re	there	for	
the	right	reasons.	You	want	I	want	to	be	there	and	if	somebody	doesn't	fit,	you’ve	just	got	to	be	
honest	with	them.	

	

Question		And	the	next	question	is	from	Liza	Nakamura.	

is	it	important	to	find	a	local	mastermind	to	be	able	to	meet	in	person,	or	do	you	think	meeting	
virtually	is	enough?		

	

Jocelyn		We	are	like	on	all	ends	up	the	United	States.	

	

Rachel		We’ve	only	met	once	because	Justin’s	not	here.	We've	only	been	together	one	time,	
and	we	are	north,	east	west	and	directly	in	the	middle	of	this	big	country	of	ours.	So	and	it's	
worked.	You	can	sense	that	we	still	have	built	the	relationships,	but	I	also	see	the	value;	I	have	
an	in-person	one,	a	local	one	that	I	meet	with	at	home	and	they	both	have	value.	You	have	to	
figure	out	what	works	for	you.	What	you	want,	and	you	also	get	out	of	it,	what	you	put	into	it,	
whether	it's	virtual	or	in	person.	

	

Brandy		When	you're	virtual,	you	have	to	be	committed	to	looking	at	your	Zoom,	right?	Like,	
you	cannot	be	on	an	email.	You	can't	be	answering	text	messages,	you	have	to	be	present.	
Otherwise	it's	not	going	to	work.	You	can	tell	when	somebody	is	like	checking	their	email,	
right?	Like	their	eyes	are	moving	or	they're	looking	over	at	this	other	screen.	It's	not	a	good	
feeling	when	you're	trying	to	share	something	sensitive	about	your	business	when	
somebody's	not	really	listening	to	you.	So	it	can	be	done	virtually,	you’ve	just	got	to	be	
committed	to	it.	

	

Ben		I've	gotten	some	personal	value	out	of	having	in-person	groups,	but	it's	not	the	same	for	
me	as	doing	it	like	this.	Like	I've	really	enjoyed	monstermind	because	it's	bookkeepers	of	all	
shapes	and	sizes	across	the	spot.		

Now,	like	we	just	started	the	Oklahoma	BBL	Facebook	group	is	now	officially	competing	with	
the	Florida	Facebook	group.	We	will	overcome	and	so	I'm	getting	a	lot	of	value	out	of	that	
where	we	can	all	get	together	and	hang	out	and	do	the	thing.	But	the	temptation	with	physical	
masterminds	is	that	anybody	can	show	up.	And	with	virtual	I	think	for	us,	it	was	easier	for	us	
to	say	no,	it's	just	us.	And	it	would	be	weird	for	us	be	like,	Hey	I	brought	my	friend.			
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Meanwhile,	at	every	physical	meetup	I've	ever	been	to,	it's	like,	Hey,	I	brought	my	buddy.	He	
doesn't	know	anything	about	anything.	But	he's	just	here	to	hang	out.	And	then	like	it's	hard	to	
maintain	the	rules	and	the	structure	and	so	I'm	still	super	pro	virtual,	but	you	could	get	it	
done	physically	if	you	wanted	to.		

	

	Question		You’ve	talked	about	being	kind	of	in	the	same	place	in	your	business	and	having	
similar	goals,	but	that's	really	important.	Is	there,	I	don't	know,	maybe	some	value	towards	
being	in	the	same	part	in	your	personal	life.	Maybe	all	people	who	have	kids	or	families	or	
we're	all	single	like	that	way	you	don't	have	like	a	big	disparity	and	is	that	important?		

	

Jocelyn		That's	a	really	good	question.	Because	we	do	talk	about	personal	life.	Justin	and	I	
have	kids,	and	these	three	do	not	and	I	don't	think	it	makes	any	difference	in	the	way	we	all	
communicate.	I	come	to	complain	about	my	children,	and	they	come	to	complain	about	other	
stuff.			

But	it’s	helpful	actually	because	Justin	and	I	are	like,	oh	my	gosh,	I	got	four	hours	of	work	done	
and	I’ve	got	to	go	pick	up	the	kids	and	camaraderie	there,	and	these	guys	can	work	like	12	
hour	days	and	just	kill	themselves	because	they're	like,	Well,	I	just	work	and	we're	like,	No,	
you	shouldn’t	do	that.	So	it's	actually	really	nice	to	have	a	different	perspective	and	have	
different	personal	lives	because	we	benefit	from	each	other	knowing	we've	gone	through.	

	

Brandy		It	helps	when	you	have	a	team	because	not	everyone	on	my	team	is	exactly	like	me.	
And	so	I'm	bringing	up	a	problem	with	a	team	member.	I	forget	to	think	about	that	people	
have	kids,	right	because	I	don't	have	kids.	And	then	Justin	and	Jocelyn	will	be	like,	oh,	yeah,	
but	maybe	this	other	situation	happened.	They	just	have	different	perspectives.	So	I	think	it's	
really	great	to	have	diversity.	

	

Rachel		Also,	you	can	join	masterminds	for	whatever	you	want	support	in	and	they	come	in	all	
different	shapes	and	sizes	and	goals.	Like	there's	local,	and	there's	virtual,	there's	industry	
ones,	and	non-industry	ones.	You	know,	some	people	who	stood	up	on	the	stage	and	said,	I	
belong	to	like	four	or	five	right	now	and	they	all	serve	a	different	purpose.	So	that's	not	to	say	
you	can't	do	it	because	you	can	if	that	would	add	value	to	you.	Go	for	it.	Our	experience	has	
been	that	we're	not.	

	

Question		My	question	is	kind	of	like	an	offshoot	of	that,	I	guess.	You	said	you	are	all	in	
different	industries.	But	I	was	wondering	do	you	offer	the	same	services	or	do	you	offer	
different	services	like	bookkeeping	and	tax	or	just	one	or	the	other.	
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Rachel		We’re	pretty	similar	as	far	service	offerings?	I	would	say	none	of	us	do	tax	actually.		

	

Question		I	was	wondering,	if	adding	somebody	who	does	tax	would	kind	of	make	them	feel	
like	they	didn't	really	have	someone	to	relate	to	within	the	group.		

	

Jocelyn		I	still	think	there	is	help	that	could	be	provided,	but	that	is	a	really	good	point.	We	
don’t	have	those	kind	of	services,	but	having	different	industries	I	will	say	I've	referred.	I	love	
knowing	someone	who	handles	all	the	lawyers,	and	handles	all	the	real	estate	guys	because	
it's	not	my	industry.	And	I'm	like	okay,	done,	I	can	just	send	it	their	way.	It's	awesome.	It's	a	
great	referral	relationship,	right.	

So	if	someone	did	to	taxes,	and	the	rest	of	the	group	doesn’t	and	they	have	a	prospect	or	
something	and	you	really	have	to	refer	this	person,	you	can	refer	them	out.	So	we	do	a	lot	of	
referring	and	helping	each	other	as	clients	and	colleagues.	

	

Question		Timing	of	this	session	is	very	perfect	for	me.	I’m	working	with	a	friend	to	start	a	
local	mastermind.	So	thank	you	for	sharing	all	of	your	knowledge	with	us	today.	My	question	
comes	with,	so	you	said	you	each	get	10	minutes	to	your	challenge.	Do	you	break	that	time	
down?	So	like	would	one	person	share	their	challenge	and	then	the	other	four	of	you	would	
share	your	knowledge,	or	is	it	just	kind	of	like	open	10	minutes	of	open	talk?	

	

Jocelyn		It’s	pretty	open.	So	we	start	with	the	question	and	then	all	of	us	just	chime	in	on	the	
answer.	So	each	person,	we	call	it	like	your	10	minutes	to	shine.	So	you	get	10	minutes	to	
talk	about	whatever	you	want	to	talk	about.	Sometimes	it's	one	big	thing	sometimes	it's	
five	small	things.	And	then	each	one	of	us	after	we	just	start	chiming	in,	but	I	would	say	this	
group	is	so	respectful	of	time,	so	if	someone's	talking	and	like	they	get	to	talk	and	it's	like,	I	
have	something	to	say.	It’s	kind	of	what	we're	doing	here.	It’s	like	I	have	something	to	say.	
Like	it's	casual,	but	we	definitely	start	10	minutes	with	the	problem.	We	finished	with	10	
minutes	with	the	solution.	

	

Rachel		I	will	say	that	when	you	were	presenting	your	question	you	should	keep	it	as	concise	
as	you	can.	You	don't	want	to	spend	five	minutes	of	your	10	minutes	explaining	what,	like	
these	people	are	going	to	jump	in	and	ask	follow	up	questions.	And	you	want	to	get	to	the	
meat	of	the	discussion	as	quickly	as	you	can	because	you’ll	received	more	from	it.	I've	been	in	
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groups	where	people	will	spend	their	whole	time	basically	complain	about	their	question	and	
they	don’t	get	solution.		

Maybe	in	the	beginning	you	could	try	something	like	that,	if	you	feel	like	you	want	to	get	the	
flow.	We	know	each	other	so	well	that	we	just,	you	know,	riff	and	it	works.	But	that's	kind	of	
another	take	on	it.		

	

Ben		I	was	just	going	to	say	10	minutes	is	an	excruciating	long	amount	of	time.	Just	so	we're	
clear,	it	sounds	like	it's	short.	It's	not.	If	you've	got	your	question	real	short,	that	means	there's	
nine	and	a	half	minutes	of	other	people	being	like,	Tell	me	a	little	bit	more	about	that	and	
asking	very	particular	questions.	Yeah.	And	let	me	put	my	finger	into	that	big	sensitive	spot	
that	hurts	right	now	that	you're	asking	about.	And	we're	going	to	get	to	the	bottom	of	this.	And	
it	is	plenty	of	time	to	get	your	stuff	going.	But	you	come	in,	focused	on	where	the	pain's	at.		

	

Brandy		And	then	there's	a	good	point.	You	have	to	be	prepared.	You	can't	just	come	up	with	
your	question	on	the	fly.	Like,	Yeah,	you	know,	whatever,	let	me	think	about	what	I	want	to	
say.	Like	you	have	to	figure	out	what	you	want.		

	

Question		And	so	a	mastermind’s	about	giving	and	receiving.	You	guys	have	now	created	this	
culture	that	you	have.	And	in	the	beginning,	do	you	make	it	mandatory	that	you	have	to	
answer	the	question,	you	have	to	provide	some	kind	of	value	to	the	person?		

	

Brandy		No,	oftentimes	we	have	the	same	answer.	So	no	sense	in	me	saying	the	same	thing	
that	Ben	is	saying.		

	

Rachel		I’ve	been	in	not	in	an	actual	mastermind,	but	I've	been	in	like	wisdom	circles	where	
they	are	scheduled	like	that,	where	somebody	poses	a	question	that	you	go	around	and	each	
person	says	something.	I	personally	don’t	find	those	as	valuable,	but	it's	another	way	to	do	it.	
But	it’s	another	way	to	do	it.	You’ve	got	to	figure	out	what	works	for	you	here.		

	

Brandy		Well,	thank	you	guys	so	much	for	all	of	your	questions.	I	hope	you	enjoyed	this.	I	hope	
you	all	start	masterminds	or	join	one	and	grow	your	businesses	because	they're	awesome.		

	

Click	Here	to	Return	to	Index	 	



BKX	Notes	&	Growth	Ideas	 	 June	14-16,	2022	364	

3.6	Expert	Panel:	Ask	Me	Anything		
–	Tyler	Otto,	Melissa	Honan,	Brooke	Swan,	Bob	Dye,	Ben	Day	&	Ben	
Robinson	
	
Summary:	The	entire	session	was	used	for	individuals	to	ask	questions	of	the	panel	members.	
Question	ranged	from	clarification	on	points	in	a	presentation	to	where	to	get	laundry	service.	
Below	are	some	of	the	questions	answered	by	the	Expert	Panel:	
• What	is	the	process	you	use	to	complete	client	work?	Ben	R.	compared	it	to	an	assembly	line.	
• What	do	you	think	a	day	in	your	life	would	look	like	in	ten	years	from	now?	A	lot	of	varied	

answers	were	given.	
• What	is	your	best	advice	for	navigating	industry	conferences	to	market	your	business?	
• What	do	you	do	for	personal	development?	
• How	many	of	you	are	involved	in	a	mastermind?	Only	about	half	of	the	panelists.	
• Did	you	have	moments	where	you	had	to	overcome	fear	building	your	business?	
• Have	any	of	you	ever	acquired	another	bookkeeping	business,	or	do	you	have	plans	to	

acquire	one	in	the	future?	Ben	had	done	it	twice	and	recommended	not	to	do	it.		
• How	do	you	manage	your	time?		

	
	
--	Transcript	of	this	session	follows		

	

What	I'm	going	to	do	right	now	is	I'm	going	to	bring	up	a	select	few	of	the	expert	panel	where	
you	can	really	ask	them	anything.	If	you	had	a	question	from	one	of	their	presentations,	if	you	
have	a	question	about	their	business,	come	up	and	ask	those.		

	

Question	Well,	I	am	going	to	make	it	about	Melissa	right	now.	So	I	have	a	couple	of	questions	
for	you.	By	the	way,	I	may	have	sent	you	a	slightly	creepy	email	because	I	was	just	very	
inspired.	And	you	know,	in	accord	with	me	when	you	were	up	there	on	stage	and	the	subject	
of	my	email	was,	I	think	I'm	in	love	with	you.		

	

Melissa		Thank	you.	I	did	read	that	one.	I	set	it	aside	to	answer	it	on	Monday.	Work	life	
balance.		

	

Question		And	so	the	question	I	have	is	I	did	ask	Tyler	earlier	to	what	is	the	most	successful	
team	pool	that	you	can	recommend?	This	is	from	Melissa	because	I	did	ask	Tyler	earlier.		
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Melissa		This	room.	The	people	in	this	room	for	sure.	Bookkeeper	Launch.	I	have	a	0%	success	
rate	with	hiring	outside	of	Bookkeeper	Launch.	Like	really	bad.		

	

Question		And	then	I	have	one	more	question	then.		

	

Ben		So	what	I	was	going	to	say	was	literally	last	year,	Melissa	and	I	are	like	doing	the	thing	at	
BKX	’21,	and	we	both	look	each	other	like,	are	you	here	to	hire	people?	Because	I'm	here	to	
hire	people?	

	

Melissa		My	teams	here	to	recruit.	If	they’ve	been	talking	to	you.	I'm	so	sorry,	but	we	have	a	
mission	to	get	you	to	work	for	us.		

	

Question		And	I	have	one	question.	So	how	do	you	organize	tasks	to	team	members?	Like,	is	it	
by	the	type	of	task	or	is	it	by	client,	etc.?	This	is	a	question	for	anybody	else	who	can	answer	
that?		

	

Melissa		I	need	clarification	because	I	have	so	many	ways	to	answer	that.	I	just	wasn't	sure,	
like	a	task	management	system	versus	like….		

	

Question		Sorry,	I	should	have	been	more	specific.	So	it's	to	your	team	members	like	you	give	
them,	okay,	this	is	what	you're	doing,	this	is	what	you're	doing,	this	is	what	you're	doing.	Do	
you	assign	those	different	roles	or	tasks	to	your	team	members,	each	of	your	team	members	
based	on	the	type	of	task	that	it	is,	or	based	on	like,	okay,	here,	you're	going	to	handle	this	
client	all	the	tasks	for	this	client,	or	you're	going	to	handle	like,	you	know,	reconciliation	on	all	
the	clients.		

	

Melissa		Okay.	Yeah,	our	process.	Thank	you	so	much	for	clarifying.	And	our	process	is	set	
up	to	have	essentially	like	specialists	for	a	task	or	a	role.	And	so	there	will	be	multiple	
people	working	with	each	individual	client.	Like	there	isn't	just	like	a	bookkeeper	that	also	
does	the	account	management.	Like	now	we	basically	have	bookkeeping	specialists	that	are	
going	to	do	your	basic	bookkeeping,	your	categorization,	your	reconciliation,	you	know,	
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payroll,	journal	entries	and	then	they	are,	you	know,	doing	a	self	QC	process.	And	then	we	
have	senior	bookkeeping	specialists	like	Katie	who	does	QC	work.	So	then	they	go	back	there	
and	they	do	the	QC	and	the	senior	bookkeeping	specialists	provide	notes,	to	give	them	
feedback	and	everything	needs	to	be	changed	and	then	they	to	complete	that.	And	then	if	it's	a	
meeting	client,	and	we	have	some	non-meeting	clients,	they	get	a	financial	video	review,	
which	is	actually	an	automated	video	that	Daniel	created	using	200	zaps	to	basically,	if	this,	
then	this,	with	audio	clips.	And	so	they	get	that	if	they're	a	non-meeting	client,	if	they're	a	
meeting	client,	they	meet	with	someone	amazing	with	Paula	who's	also	going	to	review	their	
financials	before	she	presents	their	financials	in	a	meeting.		

	

Ben	R		Also	think	of	it	like	an	assembly	line.	Have	you	ever	seen	an	assembly	line	at	Ford?	One	
person	doesn't	create	the	car,	one	person	builds	the	chassis	and	puts	it	on	to	the	assembly	
line,	and	the	next	person	puts	on	the	shocks,	and	wheels	and	the	next	person	puts	in	the	
engine.	And	then	the	next	person	and	it	goes	all	the	way	down	the	line,	different	stations	till	
finally	at	the	end,	there's	somebody	to	QC	before	it	rolls	out	onto	the	lot	and	then	they	ship	it	
off.		

So	think	of	your	business	like	that,	because	don't	be	me.	Don't	go	out	there	and	try	to	hire	for	a	
client.	Right.	Hire	for	the	task	so	that	many	times.	So	I	love	what	you're	doing	there.	And	I	
think	that	that's	great.	All	right,	David.		

	

Question		I'd	like	to	first	start	off	with	thanking	you	all	for	being	so	generous	with	the	words	
of	advice	that	you've	given	us.	Doesn’t	everyone	think	they've	been	so	generous?	Yeah.	And	
also	I'd	like	to	congratulate	you	on	your	success	so	far	and	wish	you	the	best	in	your	forward	
moves.	I	would	like	to	know	from	each	of	you	if	you	would	be	willing	to	share	what	you	think	
a	day	in	your	life	would	look	like	in	ten	years	from	now?		

	

Ben	D		I'm	not	doing	a	thing.	And	that's	not	true.	That's	not	true	at	all.	So,	honestly,	when	I	
think	about	it,	I	give	a	ton	of	credit	to	Ben	about	this	because	I	wouldn’t	have	this	thought	at	
all	had	we	not	had	a	chance	to	work	together.	But	when	I	think	about	my	ideal	life,	it's	like	I	
wake	up	at	like	ten	and	have	breakfast	and	then	get	on	a	call	with	a	small	group	of	people	that	
have	problems.	And	I'd	answer.	And	then	once	that	call	is	over,	I	go	do	whatever	I	want.		

That's	kind	of	the	if	you	if	you	had	all	the	money	in	the	world,	what	would	you	do?	It's	like	I	
want	to	pour	a	lot	into	a	small	group	of	people	and	then	get	out	of	the	way	and	go	do	a	
thousand	pull	ups	or,	you	know,	go	to	the	beach	or	whatever.	Right.	But	that's	and	that's	
generally	in	ten	years.	I'm	going	to	be	all	the	way	out	of	this,	like	the	plan	is	to	exit.	And	so	
that's	where	I	think	I'm	going.	But	it's	very	much	aligned	with	the	passion	that	I	found	because	
I	was	working	in	this	business	in	the	first	place.		
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Bob		If	you	ask	my	wife,	we	are	in	the	south	of	France	in	a	nice	little	cottage	somewhere	and	
living	the	dream.	But	yeah,	hopefully	that'll	be	the	case.	I	think	like	Ben,	you	know,	ten	years,	
there's	going	to	be	the	parachute.	For	me,	this	is	hopefully	the	last	big	thing.	And	I	will	either	
sell	the	business	or	pass	it	on	to	one	of	my	kids	or	I	mean,	but	I'm	going	to	exit	out.	I'm	going	
to	pull	back	and	go	enjoy	the	Mediterranean.		

	

Brooke		I	have	absolutely	no	idea	where	I'm	going	to	be	in	ten	years.	I	would	like	to	say	that	
I'm	going	to	sell	it,	but		I	just	love	it.	And	I	love	what	we	do.	But	I	want	to	be	doing	a	lot	less,	
way	more	vacations,	and	I	want	to	be	like	doing	other	kinds	of	businesses	and	consulting	and	
probably	something	along	those	lines	of	helping	this	community.	But	yeah,	that's	going	to	
change.	I	have	absolutely	no	idea	what's	going	to	be	like	in	ten	years.		

	

Melissa		I	am	not	the	long	term	planner.	That's	Daniel.	And	Daniel's	really	similar	to	Ben	
where	he's	like	excited	to	work	every	day	and	like,	I	just,	you	know,	think	that's	his	hobby	and	
that	is	not	me.	And	so	ten	years	from	now	it's	really	hard	for	me	to	picture	honestly,	but	I	will	
say	that	we	have	regular	conversations	where	we	do	an	audit	on	our	current	life	and	ask	
ourselves	like,	what	is	what	is	like,	what	is	frustrating	us?	What	do	we	not	like	about	our	life?	
What	do	we	not	like	in	our	life?	And	then	how	can	we	change	that?		

And	so	and	I	don't	do	laundry	anymore	that	like	literally	talking	about	delegating	like	I	am	so	
got	here	like	owns	like	80	pairs	of	underwear	so	you	don't	have	to	do	laundry	like	literally	
that's	me.	But	I	have	to	don’t	do	that	now	because	I	have	somebody	does	that,	like	I	pay	them	
to	do	my	laundry	and	it's	like	literally	like	I	can't	tell	you	the	weight	that	lifted	off	my	
shoulders.	So	it's	like	trying	to	think	of	like	what	my	life	is	ten	years	from	now.	I	don't	want	it	
to	be	different.	I'm	sure	it'll	evolve,	but	I	can't	say	that	I'm	like,	looking	for	this	next	big	thing	
because	I	feel	like	I'm	actively	making	those	little	steps	and	I'm	like,	I'm	happy	where	I	am.		

	

Tyler		And	like,	if	I	had	to	say,	ten	years	from	now,	there's	two	things.	One,	I	got	other	ideas	of	
things	I	want	to	play	in	different	sandboxes	I	want	to	be.	And	I	hope	this	either	catapults	me	
there	or	it	generates	enough	cash	to	let	us	do	that	on	the	side.	But	my	kids	will	be	12	and	15	
and	anyone	here	have	kids	that	want	to	Bluey.	I	want	to	be	Bandit.	In	their	game	I	want	to	be	
Bandit	in	ten	years.	Just	always	they're	playing,	having	fun,	and	then	when	they're	at	school,	
I'll	do	adult	business	stuff.		

Yeah.	My	kid	comes	in	and	says,	Hey,	how's	it	going	with	your	client	people?	Yeah,	I	want	to.	I	
want	to	be	helping	my	client	people.		

	

Ben	R		There	you	go.	You	know,	there's	a	lot	of	people.	I	love	it.	All	right.	Who’s	next?		
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Question		Perry	had	mentioned	industry	conferences	for	marketing.	And	I	was	wondering,	
for	those	of	you	who	have	attended,	if	you	could	give	us	your	best	advice	for	navigating	
them.	Like	both,	if	you	wanted	to	have	a	booth	or	didn't	want	to	have	a	booth,	and	just	ways	
to	not	come	off	creepy	when	you're	talking	to	people.		

	

Melissa		Or	maybe	you	should,	because	then	you'll	be	memorable.	And	so	we	do	a	lot	of	
industry	events.	And	my	advice	to	people	starting	off	at	industry	events	is	to	spend	as	little	
money	as	possible	on	them,	to	figure	out	which	ones	are	actually	going	to	give	you	a	return	on	
investment.		

You	know,	we've	spent	money	on	some	and	it	didn't	pay	off	so	the	next	year	than	we	didn’t.	
But	at	the	beginning,	especially	for	the	first	two	years,	like	we	for	everything,	we	were	always	
so	cheap	because	it	really	just	comes	down	to	building	relationships.	And	so	you	have	to	
be	there	whether	you	have	a	booth	or	not.	You	just	have	to	be	there.	Don't	be	that	person	
going	and	selling	people	or	like,	you	know,	talking	to	somebody	and	like	being	like	a	shark	and	
like	sneaking	up,	trying	to	sell	your	services.		

Like,	literally	just	go	and	be	that	person	that	wants	to	get	to	know	the	people	in	your	industry	
and	like	don't	have	an	ulterior	motive	other	than	like	fact	finding	and	information.	And	then	
you	start	building	those	relationships	and	they	come	back	to	pay	later.	But	I	think	a	big	part,	if	
you	are	going	to	have	a	booth	and	this	is	where	I	really	like	to	do	is	like	be	as	unique	and	
creative	as	possible.	And	so	we	always	do	like	a	bookkeeping	lounge.	And	so	I	usually	again,	
I'm	cheap,	so	I	do	like	guerilla	marketing.	And	what	I	do	is	I	go	around	the	hotel	and	I	steal	
furniture	from	different	places	in	the	hotel,	and	I	create	a	little	area	in	my	booth	and	I	literally	
carry	two	giant	armchairs	up	two	flights	of	stairs	by	myself,	but	no	one	stops	me.	I	just	do	
things	like	you're	allowed	to	do	them.	And,	I	bought	a	fireplace	and	I	put	four	chairs	and	a	
table.	And	then	it	was	just	like,	come	sit	down	in	the	bookkeeping	lounge.	Like,	nobody	forgets	
that.		

So	just	try	to	be	creative,	be	yourself	and	just	go	focus	on	building	relationships.	And	that	
will	give	you	the	biggest	return	on	investment.	Then	if	you	try,	if	you	are	desperate	for	
sales,	people	aren't	going	to	want	to	talk	to	you	because	think	about	those	like	really	annoying	
vendors	that	we've	all	been	on	an	event	like	not	here,	that	these	ones	are	cool,	but	like	they	
just	it's	just	kind	of	like	awkward,	right?	Everyone	wants	to	talk	to	Ben	Stein,	like,	right.	He's	
so	genuine.	Like,	he's	building	relationships	right	now.	And	so	I	always	want	to	talk	to	him.		

	

Ben	D			And	Melissa's	got	way	more	experience	doing	events,	like	formally	than	I	do,	but	I'm	
not	like	I	don't	set	up	booths	when	I	go	to	conferences.	You	can't	sneeze	without	hitting	four	
real	estate	conferences	in	this	country.	So	they're	all	over	the	place.	We	don't	do	advertising	at	
them,	but	I'll	go	only	if	I	know	someone	else	that	is	going.	And	I	go	as	a	rapport	building	
thing.	I	meet	the	client	for	whoever	and	I'll	say,	Hey,	how	you	doing?	Let's	hang	out,	let's	
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connect.	Who	do	you	know?	Who	should	I	know	right	now?	Who	are	you	hanging	out	with?	
And	that's	very	much	work,	the	quote	unquote	good	old	boy	system,	because	the	folks	that	are	
going	to	those	events	are	either	brand	new	and	you	can	smell	it	on	them	or	they're	veterans	
and	they're	looking	for	help	and	they're	looking	for	advisors	or	they	know	what's	going	on.	
And	I	met	some	of	the	best	relationships	and	maintain	some	of	my	best	relationships	by	going	
to	those	events.		

The	other	really	big	thing	in	there	is	that	if	it's	an	event,	they're	talking	about	what's	
happening	right	now,	I	will	go	to	an	event	and	then	like	the	next	day	have	a	sales	call	and	I	
will	know	more	about	the	real	estate	market	and	what's	happening	than	the	prospects	I'm	
talking	to.	And	now	I	sound	like	the	big	bad	bookkeeper,	like	I	know	I	am	the	trusted	advisor	
and	it's	just	it's	tools	in	your	tool	belt.		

	

Melissa		You	reminded	me	of	the	other	thing	too	is	that	it's	not	just	about	prospects,	but	
also	relationships	with	affiliate	partners	and	referral	partners.	So	a	lot	of	times,	like	I	
have	one	event	where	I	have	never	sold	a	client,	but	I	did	sell	essentially	a	relationship	with	a	
referral	partner	that	sends	me	clients.	So	a	lot	of	times	what	you	want	to	do	if	you're	at	an	
industry	event	is	get	to	know	every	other	person	that	is	industry	adjacent	to	what	you're	
offering	and	you	want	to	get	in	cahoots	with	them.	Everyone	wants	content	so	just	start	
talking	to	people	like,	Hey,	I'd	love	to	provide	more	value	to	my	niche.	I	know	you	do	too.	Let's	
collaborate	on	some	content.		

	

Question			

I’m	going	to	detour	a	little	bit	from	the	nitty	gritty	stuff	and	ask,	I'm	a	year	into	this	journey.	
Sorry.	Hannah	and	I	have	learned	in	this	that	I	spend	a	lot	of	amount	of	time	working	on	my	
own	stuff,	like	personal	development	stuff,	so	that	I	can	move	forward	in	my	business.	And	
I'm	just	curious.	I	would	just	love	to	hear	from	the	big	bad	people	in	the	industry,	like	how	
you	guys	do	that	and	what	that	has	looked	like	for	you?	

	

Tyler		Yeah,	I	mean,	for	me	personally,	as	Ben	says,	I	read	a	lot.	I	talked	to	a	lot	of	people.	I	
mean,	I	download	almost	everything	on	Audible	I	can	get	my	hands	on.	It's	the	moment	I	am	
not	at	my	computer.	I'm	usually	listening	to	a	podcast,	a	book,	or	even	just	trying	to	find	
different	conferences	that	are	coming	up	to	look	at.		

But	it's	you	have	to	find	the	content	that	gives	stuff	to	you	and	really	be	self-aware.	And	so,	
you	know,	knowing	that	you	maybe	want	to	work	on	a	certain	aspect	of	your	life,	like	start	
getting	on	the	Googles	and	just	looking	for	reviews,	but	you're	going	to	find	a	lot	of	bad	books	
out	there	and	be	quick	to	trash	them.	But	every	once	in	a	while	you're	going	to	find	that	
nugget	and	it's	going	to	be	a	game	changer	and	what	you	focus	on	for	the	next	couple	of	
months.	So	yeah,	be	hungry.		
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Brooke		So	I	love	personal	and	professional	development	and	really	to	me	it's	one	in	the	same	
because	how	you	do	one	thing	is	how	you	do	everything,	and	I	hope	anyone	else's	experience	
this,	but	your	business	will	typically	veer	back	to	you	issues	that	also	persist	in	your	
personal	life.		

And	it's	so	fascinating	because	when	you	can	solve	one,	you	solve	them	all,	but	I	spend	a	lot	of	
time.	I've	been	working	with	a	business	coach	for	years	and	I	can	without	a	doubt	say	I	would	
not	be	where	I'm	at	without	that	outside	perspective,	that	help	that	my	coaching,	and	it	just	
gives	me	a	different	perspective	of	ways	to	think	about	things	that	I	never	would	have	thought	
about,	like	on	my	own.		

And	of	course,	I	listen	to	tons	of	podcasts.	I	listen	to	all	these	people	up	here	and	I	just	try	to	
learn.	And	the	better	you	understand	yourself,	the	better	you'll	understand	how	you	are	
in	your	business.	And	I	think	it	really	just	helps	you	grow	full	circle.		

	

Bob		I	just	watch	and	listen	to	everything	Ben	Robinson	says	and	puts	out.	It	is	excellent,	by	
the	way.	But	in	addition	to	that,	yeah,	you	know,	books,	podcasts,	audible.	Every	time	I	drive,	I	
have	a	book	going,	something	happening.		

But	one	other	thing	that	I	have	found	very,	very	valuable,	like	we've	talked	about,	it's	all	in	this	
room,	right?	It's	relationships.	And	so	even	if	you	find	one	or	two	new	people	that	you	
can	network	with	over	this	next	year,	maybe	it's	once	a	month,	once	every	two	months,	you	
just	get	on	a	zoom	meeting,	you	talk.		

I	found	a	couple	of	those	last	year	and	that	was	David	Perry	and	Tyler	Otto.	And	we	connect	
from	time	to	time.	We	text	each	other,	Hey,	how	you	doing	with	this?	How	you	working,	David,	
thank	you	for	your	fund	accounting	advice.	It	was	awesome,	but	stuff	like	that,	right?	So	I	
develop	because	they	help	me	develop	and	they	help	me	to	work	through.	It's	like	the	
mastermind	thing.	I	mean,	it's	like	that	but	a	little	different,	right?	But	so,	so	helpful	in	my	own	
growth	as	a	business	person,	right.	I	can	know	all	of	the	bookkeeping	stuff,	but	I	don't.	I	mean,	
my	background's	in	ministry.	I	don't	know	anything	about	building	a	business.	And	so	it's	
everyone	here	that	helps	me	with	that.		

	

Ben	D		That…	Yeah.	So	you	kind	of	hit	on	it	where	it's	how	you	like.	You	can	only	grow	as	
much	as	you've	grown	personally,	right?	The	growth	of	the	business	is	really	inhibited	by	
the	death	of	the	CEO.	And	so	for	me,	what	that	shows	up	in	so	like	as	I	moved	from	Oklahoma	
to	Kansas	right	in	time	for	quarantine.	And	what	that	meant	was	I	went	from	a	support	system	
and	good	friends	and	a	band	that	I	loved	to	like	not	knowing	anybody,	but	really	growing	the	
business.	And	when	I	ended	up	moving	back	to	Oklahoma,	I've	seen	more	growth	because	it's	
not	all	business	all	the	time.	I've	been	pushing	myself	in	other	hobbies	and	other	interests	
and	relationships.	I	formed	a	new	band.	It's	better	than	the	last	one.	I'm	very	excited	and	so	
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looking	for	lessons	outside	of	the	business	can	help	you	grow	and	do	other	things	and	provide	
that	release.	And	so	if	you're	sleeping	on	hobbies	right	now	because	you're	like,	I	got	to	be	all	
business	all	the	time,	like	a	hobby	can	be	very	good	for	you	unless	your	hobby	is	work,	in	
which	case	do	whatever	you	want	and	get	like.	I've	gotten	a	lot	of	personal	growth	out	of	
returning	to	those	hobbies	and	making	sure	that	I'm	just	not	burning	out	all	the	time.		

	

Question		One	quick	follow	up	to	that	really	quick	is	I	know,	Ben,	you're	in	a	mastermind	
group.	How	many	of	the	rest	of	you	are	in	mastermind	groups	or	something	similar	to	that?	
[about	3	out	of	the	6	on	stage	raised	their	hands]	

	

Melissa		So	there	was	this	thing	called	Bookkeeper	Elite	back	in	the	day.	And	that	was	that	
was	great.	And	that	I	had	not	been	as	active	in	that	just	because,	you	know,	I	was	personally	
struggling	with	anxiety,	and	family,	and	life,	sometimes	I	just	kind	of	had	to	like	go	in.	So	I've	
really	pulled	in	over	the	last	couple	years,	especially	with	the	pandemic,	to	really	protect	
myself.	And	I	haven't	been	able	to	give	as	much	right.	And	so	that's	why	I	like	I	sometimes	feel	
a	mastermind	like	it	really	has	to	be	a	team	where	everyone's	willing	to	give	as	much	as	they	
receive.	And	I	feel	like	the	last	few	years	I	have	not	been	in	that	place	where	I	can	give.	So	I	
was	not	as	active	in	that.	And	recently	I	did	start	meeting	pretty	regularly	with	Jan	Hugo,	who	
spoke	last	year,	and	she's	fantastic	as	a	mentor	one-on-one.		

And	I	also	started,	I	don't	know	how	it	took	so	long,	but	it	did.	But	I	recently	started	working	
with	Alyssa	Lang	as	well,	and	I	just	like	meeting	with	her	on	a	weekly	basis.	And	sometimes	
we	talk	about	working	together.		

And	I've	literally	like	I	it's	just	been	so	valuable	to	have	somebody	that's	like	in	a	similar	mind.	
And	then	recently,	you	know,	Brooke	and	Alyssa	invited	me	to	join	them	on	a	call	and	I	think	
I'm	kind	of	getting	back	into	it,	but	I	wouldn't	say	it's	a	formal	mastermind,	but	it's	again,	I	
think	I	can't	remember	whose	and	maybe	it	was	then	like	surrounding	myself	with	people	that	
are	that	have	the	same	goals	as	me	and	that,	I	think	I	talk	about	this	on	the	podcast	all	the	
time,	like	women	supporting	women,	man	like	there's	nothing	like	it.	And	so	I	just	try	to,	you	
know,	surround	myself	with	strong	women	and	be	that	for	it	for	others.		

	

Question		So	let's	get	into	it.	You	guys	all	have	really	strong,	successful	businesses	with	really	
impressive	revenue,	and	I'm	not	there	yet.	So	it	seems	like	so	far	fetched	and	almost	
sometimes	when	you	hear	these	things,	it's	a	little	bit	of	like	a	BS-like	alarm	going	off	even	
though	you	guys	are	there.	So	I'm	wondering	for	you	guys,	did	you	have	those	moments	
where	you	weren't	there	at	the	beginning	where	you	had	to	overcome	this	like	fear	of	
not	getting	there	someday	if	it	was	even	possible,	if	what	you're	being	told	is	BS	or	like,	what	
did	you	have	to	do	to	overcome	those	parts?	Or	have	you	always	been	just	ballers?		
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Tyler		I	don't	look	at	you	guys,	but	raise	your	hand	if	you've	had	those	doubts	today.	Okay.	So	
we're	all	on	the	same	page.	Like	to	get	better?	Yeah.	Good	on	you.	The	rest	of	us	humans.	It	
doesn't	ever	go	away.	Like,	yeah,	I	again	18	months	ago,	I	remember	wondering	if	we	could	
pay	our	mortgage.	And,	you	know,	Ben	said	it	earlier	when	your	backs	against	the	wall,	you	do	
some	pretty	awesome	things,	but	it's	just	one	foot	in	front	of	the	other.	But	you'll	be	crazy	
surprised	how	quickly	things	can	change	if	you	just	keep	hunting	after	it.		

You	know,	Perry,	when	he	pushed	someone	and	said	like,	yeah,	don't	wait	till	next	year,	go	in	
three	months.	It	sounds	preposterous	until	you	put	in	the	time	and	all	of	a	sudden	you	will	be	
amazed	when	you	look	back	on	the	other	side.		

	

Melissa		So	I	do	still	have	fear	sometimes.	And	so	I	had	in	the	beginning	briefly.	But	I	always	
knew	that	I	would	be	successful.	I	don't	like	that's	like	such	hubris.	It	just	sounds	like	so	
stupid,	but	it's	because	I	just	knew	it.	I	was	in	the	mindset	thing,	right?	Like	even	when	I	don't,	
I	think	if	I	have	moments	of	doubt	at	this	point	and	you	know,	they	usually	find	out	about	it,	
I'm	putting	in	my	team	and	then	they'll	just	be	like,	gotcha,	where	you're	fantastic.	And	then	
it'll	just	be	over.		

Like	specifically	like	I	do	want	I'm	really	big,	like	on	like	what	you're	saying,	like	the	bullshit	
meter,	right?	That's	why	I'm	always	like,	I'll	show	you	my	QuickBooks	and	that's	why	I'm	
being	really	big	on	the	podcast	about	like,	you	know,	like	transparency	and	our	revenues	
transparency	and	our	profit	percentages.	And	I'm	really	big	about	that	in	the	painting	industry	
too,	because	there's	so	many	influencers	in	that	industry	that	tell	people	about	how	they're	
amazing	business	owners.	And	I'm	like,	I	saw	your	books.	You	don't	make	any	money.		

But	I	can't	say	that.	So	I	feel	like	I	mean,	so	in	a	moment	of	transparency,	like	I	told	a	few	
people	here	before,	but	since	January,	we've	lost	$20,000	in	monthly	recurring	revenue.	And	
so	it	has	been	a	rough	six	months	for	me.	So	I	think,	like,	I	think	I'm	a	pretty	confident	person.	
I’m	the	maestro,	right?	You're	there.	But	at	the	same	time	that	there	will	be	hits	to	your	
confidence,	it's	just	getting	through	it	and	continuing	on.	I	remember	exactly	what	your	
question	was.	I	just	wanted	to	tell	people	that	I	lost	a	lot	of	money.	

You	know,	I	haven't	given	up.	And	I	am.	I	am	still	confident	that	I	will.	I	will	earn	that	back	by	
the	end	of	this	year.	And	that's	my	goal.	So	you	just	got	to.	You	got	to	just	put	your	sights	on	
and	keep	going.		

	

Brooke		Yeah.	So	if	you	would've	told	me	my	business	is	only	four	years	old,	and	you	told	me,	
like,	even	two	years	ago,	three	years	ago,	like,	that	I	would	be	up	here	doing	this.	I	would	have	
thought	that	you	were	smoking	mushrooms,	as	Kim	said.		

So	yeah,	I	mean,	in	the	beginning,	it	is	scary	and	it’s	still	scary,	it	doesn't	really	stop.	It's	up	and	
down.	And	I	swear,	it's	like	burned	into	the	back	of	my	brain.	Like	from	the	course	when	Ben	
says,	just	feel	the	fear	and	do	it	anyways,	because	you	really	don't	know.	I	was	very	confident	
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in	my	skills.	Like	I	was	confident	that	I	could	figure	it	out,	or	at	least	that	someone	I	knew	
could	do	what	I	needed	to	do.	And	you	just	kind	of	like,	I	don't	know,	it's	crazy.	You	get	a	goal.		

You	know,	like	you	set,	these	goals	and	you	hit	them	you're	like,	wow,	you're	here.	And	then	
next	thing	you	know,	your	business	is	somewhere	that	you	still	have	to	like	pinch	yourself	and	
like,	I	don't	know	how	I'm	doing	this	and	how	it	still	working,	but	it's	crazy.	But	I	also	forgot	
the	question.		

	

Ben	D		So	and	your	question	was	kind	of	themed	around,	oh	my	gosh,	you	guys	are	so	big.	
How	did	you	do	it.	And	do	you	feel	fear?	Right.	So	the	answer	obviously	is	yes,	there's	a	lot	of	
fear,	and	so	kind	of	like	everybody's	hitting	on	is	this	idea	that	where	you	are	right	now	feels	
like	you	would	need	to	have	some	explosive	level	of	growth	to	catch	up.	And	that's	not	the	
right	feeling.	I'm	sorry,	because,	one,	it's	not	a	competition.	It's	your	business.	It	could	be	as	
big	or	small	as	you	want	it	to	be.	We're	not	your	competitors.	Right.	And	so	there's	no	reason	
to	feel	that	way.	But	you	might	and	that's	fine.	Number	two	is,	with	very	rare	exceptions,	does	
anybody's	business	just	explode	like	that.	Most	business	grows	1%	every	day.		

The	key	really	is	if	you're	looking	for	really	explosive	growth,	you	could	probably	go	figure	
that	out.	But	what's	much	more	manageable	and	easier	on	your	soul	is	waking	up	every	day	
and	be	like,	What's	something	I	can	do	that	will	grow	my	business	by	1%	today	and	is	not	an	
original	idea?		

You	can	go	like	I	think	it's	like	Slight	Edge.	It	talks	about	this,	if	you	grow	by	1%	every	day	
dumb	people	math	says	you'll	triple	this	year.	Right.	Exponential	math	says	you'll	grow	by	
3,000%	this	year.	And	so	it's	like,	you	could.	And	so	I	think	you're	the	exception	where	you	
guys	have	like	just	blew	up	very	rapidly	inside	of	a	year.	But,	you	know,	not	everybody	can	be	
Tyler.	I	wasn't	Tyler.	Right.	And	so	it's	really	it's	the	slow	steps.	Don't	compete	with	us	
because	we	want	you	to	get	there.	We	want	to	be	helpful.		

	

Bob		I	would	just,	the	only	thing	to	add	to	that	is,	yeah,	I	was	scared	to	death	every	day	just	to	
be	transparent.	Whenever	I	left	my	ministry	position	in	my	early	fifties,	I'm	applying	for	jobs	
everywhere	and	no	one's	talking	to	me.	No	one's	responding,	I	think,	because	I'm	in	my	fifties,	
right?	So	what	am	I	going	to	do?	And	I	actually	had	in	my	community	there	someone	who	
knew	that	I	was	an	executive	pastor	of	my	past	position	and	said,	Hey,	we	need	help	with	
bookkeeping,	so	okay,	I'll	go	do	this	part	time	thing,	just	put	food	on	the	table,	you	know.		

And	I	was	doing	some	real	estate	stuff	on	the	side.	I	didn't	have	a	clue	what	I	was	going	to	do.	
This	thing	kind	of	just	evolved	over	time	and	you	begin	to	look	at	and	say,	Wait	a	minute,	I	can	
do	that.	And	somebody	else	asked	you,	I	know	somebody	or	you	know	those	kinds	of	things.	
Then	you	start	with	that.	Then	I	go	to	this	schnauzer	breeder,	and	then	I	go	to	the	psychologist	
for	first	responders	and	all	that.	I	didn't	have	a	clue	what	I	was	doing.	All	I	did	was	say,	what	
do	I	have	to	do	today	to	get	through	this	day,	get	to	the	next	day,	and	then	all	of	a	sudden	you	
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begin	to	realize,	wait	a	minute,	there	might	be	something	to	this,	there	might	be	something	
more	to	this.		

And	then	even	connected	with	this	group,	you	begin	to	say,	yes,	there's	a	lot	more	to	this.	
There's	possibilities.	There's	things	you	can	do.	So	for	me,	it's	not	because	of	some	inherent	
ability	or	master	business	mind	or	whatever.	It's	just	simply	showing	up	every	day	and	
saying,	I'm	going	to	do	the	best	I	can	do	for	today.	I'm	going	to	develop,	I'm	going	to	grow.	
I'm	going	to	learn	everything	that	I	can	do	and	steal	everyone's	ideas	and	then	just	press	
forward.		

And	then	if	you	do	that	and	you're	faithful	to	that,	it	just	kind	of	starts	to	happen	and	things	
just	begin	to	come	into	place.	But	I	think	everyone	up	here	would	say	every	day	is	still	a	
struggle	in	so	many	ways.	How	many	times	I	said	was	like,	can	I	pay	all	my	employees	this	
payroll?	You	know?	And	I'm	trying	to	figure	things	out.	And	so	that	fear	never	ends.	And	so,	
yeah,	just	stick	with	it	and	set	your	goal.		

One	of	the	things	Ben	told	me	one	time,	and	this	was	at	the	beginning	of	the	year,	he	said,	Get	
a	thermometer,	put	what	your	goal	is.	Like,	don't	know,	I	kind	of	want	to	just	be	rich,	you	
know,	get	a	number.	And	so	I	put	a	number	down.	But	on	the	other	monitor	and	for	the	first	
six	months	I	have	that	number	and	I'm	within	$500	MRR	of	that	number	because	I	looked	and	
I	stared	at	it	every	single	day.		

So	that's	just	helpful.	Set	goals,	put	them	in	front	of	you,	get	up	every	day	and	just	go	for	it.	You	
can	do	it.	You	really	can.		

	

Melissa		In	the	spirit	of	Ben,	you	always	being	right.	You	did	this	recommended	a	book	
recently	about	working	backwards	[Working	Backwards:	Insights,	Stories,	and	Secrets	from	
Inside	Amazon	by	Colin	Bryar	and	Bill	Carr].		

And	I	found	that	really	helpful.	That	theory	essentially.	And	that's	a	lot	of	what	we've	been	
focusing	on.	Yeah.	Is	it	like	what	you're	saying	is	again	listen	to	Ben	is	like	setting	that	big	goal	
and	then	like	figure	out	the	steps	that	are	going	to	get	you	there.	And	then	just	like	Bob	saying,	
day-by-day	through	those	goals	just	as	much	as	you	can.	Yeah.	All	right.	I	think	you're	up	next	
and	then	we'll	come	over	here.		

	

Question		This	should	be	pretty	quick.	Melissa,	where	did	you	find	someone	to	fold	and	do	
your	laundry?	What	other	chores	do	they	do,	and	how	do	I	get	one?	How	glad	you	are.		

	

Melissa		Move	to	Nicaragua.	So	if	you're	in	the	United	States	there	are	like	pay	by	the	load	or	
pay	by	the	pound	laundry	services	that	will	pick	up,	do	your	laundry	and	drop	it	back	off.	I	did	
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that	during	the	pandemic	for	a	little	bit,	because	I	was	working	in	an	800	square	foot	house	
with	two	children.		

And	my	husband's	been	really	trying	to	like,	you	know,	grow	a	business.	There	was	there	was	
no	laundry	getting	done.	So	what	she	also	does	is	she	does	the	dishes.	So	I	am	so	privileged	
right	now,	it's	absolutely	insane.	And	so	they	do	the	dishes,	they	do	the	laundry	and	obviously	
like	housekeeping.	So	that	was	my	thing.	Like	especially	that	was	in	the	podcast.	The	first	
thing	that	I	did	back	then	was	hire,	hire	a	cleaner,	like	a	house	cleaner,	because	that	was	the	
one	thing	where	like	I	found	myself	like	if	I	would	have	the	time	to	clean,	that	I	would	stress	
myself	out	about	the	cleaning.	And	then	after	I	cleaned	it,	who	feels	like	as	like	your	kids	are	
going	to	mess	it	up	immediately	and	then	you're	like	these	kids,	like	messing	up	the	house	
immediately.	Oh,	my	husband.	I	just	cleaned	the	kitchen,	like	and	I	was	feeling	like	resentment	
about	people	living	in	a	house	because	I	had	just	cleaned	it	after	working	like,	all	of	these	
hours.	And	I'm	like,	you	know,	so	I	was	like,	that	was	again,	we	did	that	audit	of	like,	what	are	
the	things	that	you	hate?	And	it	was	like	that,	like,	I	didn't	want	to	be	that	person.	It's	like	we	
live	in	a	house,	we	make	a	mess,	whatever	is	it.	For	me,	it's	like	somebody	else	cleans	it	and	I	
just	pay	them.	And	then	for	me,	the	way	I	see	is	I'm	also	like	stimulating	another	small	
business	by,	you	know,	delegating	to	their	work.	So	you	justify	it.		

	

Question		I	absolutely	get	that.	I'm	like	Rachel	Rogers	in	we	should	all	be	millionaires	calls	it	
million	dollar	decisions	like	our	million	dollar	helpers	you	know.	Does	anybody	else	have	
$1,000,000	decision	or	helper	that	they	like	one	thing	that	you	wouldn't	necessarily	think	
about	outsourcing	in	maybe	your	personal	life.		

	

Ben	D		So	I	haven't	shop	for	groceries	since	like	2018.	And	one	of	the	things	that	I	did	this	
year	is	I	hired	like	a	like	a	health	coach,	basically,	and	that	person	goes	through	and	they're	
like,	Hey,	this	is	how	many	pushups	you’re	do	this	week	on	Wednesday,	and	here's	what	
you're	eating.	Have	a	great	time.	And	it's	good.	That's	and	that	is	the	way	that	this	goes.	And	so	
I	really	try	to	delegate	as	much	that	out	as	I	can	so	that	I	can	run	the	business.		

	

Melissa		Social	media.	I	hate	social	media	so	much	and	I	know	that's	business,	but	to	me	that's	
been	a	game	changer	for	me	because	again,	I	do	the	same	thing	in	my	business	like	what	do	I	
literally	hate	that	makes	my	life	miserable?	And	it	was	like	trying	to	stay	consistent	on	social	
media.	So	I	just	have	somebody	else	do	that,	you	know.		

	

Question		First,	I	wanted	to	say	thank	you	to	all	of	you	for	your	transparency	and	
vulnerability.	It's	been	a	huge	inspiration	to	me.	And	thank	you,	Ben	and	Kelly	and	all	the	team	
for	all	the	work	that	you've	put	into	it.	It’s	been	very	great.		
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Ben	R		It’s	been	a	pleasure.	Thank	you.		

	

Question		So	I	wanted	to	speak	and	ask	all	of	you,	I	guess,	a	general	question	in	terms	of	if	any	
of	you	have	had	experience	or	plans	to	either	acquire	other	books	of	businesses	or	have	
you	done	it.	That	is	one	of	my	growth	strategies.	So	certainly	if	there's	anyone	in	the	room	
wanting	to	sell,	come	see	me	because	I'm	interested.	But	if	you	could	kind	of	speak,	if	you	have	
any	experience	in	that,	what	do	we	need	to	know?	Those	of	us	that	don't	have	experience	
either	buying	or	selling.	Also	a	question	specific	to	Melissa.	I	would	love	to	know	what	it	was	
that	turned	you	off	at	Costa	Rica	and	how	you	ended	up	in	Nicaragua.		

	

Melissa		Is	Ricardo	here	still	here?	He's	from	Costa	Rica.	Let's	get	to	the	first	question.	I	have	
part	of	a	firm	that	was	kind	of	on	the	market.	Yeah.	And	then	I	decided	not	to,	but	I	went	
basically	through	the	whole	process	just	to	not	sell	it.		

I	wouldn't	say	I	think	anything's	for	sale	for	the	right	price.	Daniel	would	never	sell	
Bookkeeping	For	Painter.	I’ve	tried.	I	begged	him	to.	I	begged	him	to.	He	won't	do	it.		

	

Ben	R		Don't.	That's	my	advice.	I've	done	it	twice	and	it	goes	over	like	a	fart	in	a	bathtub.	
Because	here's	the	deal.	So	you	think	that	this	is	a	rapid	growth	strategy.	This	is	a	rapid	
migraine	tactic	because	you	are	going	to	inherit	somebody	else's	crap	that	you	don't	know	
anything	about.	You're	going	to	have	attrition	of	those	clients	and	you're	going	to	pay	a	heck	of	
a	lot	more.	Take	a	dime	and	make	a	dollar,	as	Perry	was	talking	about	today.	Pay	a	fraction	of	
the	cost,	because	right	now,	bookkeeping,	accounting	and	tax	firms	are	going	from	2	to	4	times	
multiple	on	top.	So	you're	going	to	pay	a	crap	ton	more	and	get	crappier	clients,	and	lose	those	
clients,	and	you're	going	to	have	yourself	a	headache.	Ask	me	how	I	know	-	twice,	right?	So	
don't.	Take	that	money	that	you	would,	and	invest	a	part	of	that	in	advertising	and	marketing	
and	get	those	clients	your	way.	Do	not.	Everybody	here.	If	you	hear	me	on	this,	do	not	buy	a	
business.		

Don't.	It's	it	would	be	one	of	the	Cardinal	sins,	I	would	tell	you.	It	was	probably	the	biggest	
mistake	I've	ever	made.		

	

Attendee		Well,	I'll	say	this.	I've	had	this	thought	in	my	mind	for	a	while	now,	and	I've	talked	
to	a	lot	of	CPAs	and	accountants	who	have	done	it	and	some	absolutely	agree	with	you	and	say	
I	would	never	do	it	again,	but	then	some	swear	by	it	and	wanted	to	buy	more.	So	it	seems	like	
due	diligence	plays	a	huge	part	of	the	process	and	when	I	pick	their	brain,	what	I've	heard.	So	
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if	I	was	very	particular	about	the	types	of	clients	I'm	purchasing.	There	certainly	seems	to	be	
ways	to	do	it	to	where	it's	not	so	much	of	a	migraine.	Would	you	agree	with	that?		

	

Ben	R		No.		

	

Brooke		So	I	haven't	done	this,	but	I	have	actually	turned	it	down	and	it	was	like	a	pretty	good	
offer.	And	it's	been	a	minute,	so	I	can't	remember.	But	the	reason	I	turned	it	down	was	kind	of	
for	exactly	what	Ben	said.	Like,	I	know	the	type	of	client	that	I	bring	in.	I	know	exactly	how	I	
price	them.	I	know	exactly	where	it	should	take	our	team	to	do	that	work.	If	I'm	buying	a	
whole	other	set	of	book	like	a	business,	no	matter	how	great	their	systems,	their	everything	is,	
it	probably	won't	fit	with	mine,	at	least	not	all	of	it.	And	what	I	don’t	like,	the	people	like	I	
don't	know	their	clients.	Can	I	meet	all	your	clients	before	I	buy	it?	You	know,	so	I	would	
agree.		

	

Attendee		All	right.	Thank	you.		

	

Question	Hello,	I'm	Randy	from	Gospel	Ledgers.	I	have	a	question	that	is	a	tactical	one	and	
perhaps	we've	dealt	with	previously	it's	about	time	management.	So	over	the	past	couple	of	
days,	I've	heard	a	lot	about,	you	know,	15	minute	daily	calls,	the	one-on-ones,	create	training	
videos,	create	marketing	videos,	two-hour	blocks	for	a	mastermind	once	a	month,	weekend	
brain	dumps	if	you	can	get	away.	And	then	you	have	weekly	or	midweek	conferences	that	you	
might	attend	to	get	to	know	your	people.	So	if	you	could	just	talk	a	little	bit	about	how	you	
have	the	time	to	do	the	basic	work	and	also	the	work	on	your	business,	can	you	explain	the	
time	blocks,	the	pomodoro,	like	how	do	you	manage	your	time?	And	this	is	directed	to	
Brooke	in	particular	because	I've	heard	that	she	has	the	least	number	of	committed	hours	in	
her	business.	So	please,	how	do	you	how	do	you	get	it	all	done?	Thank	you.		

	

Brooke		It's	definitely	an	art,	not	a	science.	But	I	am	very,	very	strategic	with	the	way	I	plan	
my	time.	It's	very	intentional.	So	like	I	mentioned,	we	have	a	four-day	workweek	in	our	
firm.	And	so	the	first	two	days	of	my	week,	I	front	load.	Those	are	like	my	task	days.	Those	are	
my	focus	days.	That	is	like	my	get	shit	done	days.	And	so	I	don't	plan	anything	else	around	
that	unless	it's	like	a	meeting,	like	going	to	the	gym	or	whatever	it	is	that	I	want	to	do.		

Wednesdays,	Thursdays,	those	are	my	meeting	days	and	it's	consistent	every	single	week.	
I	also	preplan,	like	I	said.	So	I	do	this	before	each	week.	I	look	at	my	next	week's	meetings,	I	
look	at	my	next	week's	tasks.	I	compare	them	in	my	task	management	software	with	my	
calendar	and	I	move	things	around	to	adjust	it	to	the	way	that	I	want	that	week	to	be.		
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So	like	if	I	want	to	take	a	Tuesday	morning	off	to	go	run	a	mile,	which	I	wouldn't,	but	if	I	did	it	I	
would	basically	plan	it	around.	But	I	even	preplan	like	the	things	that	I	want	to	do	in	the	
me-time	that	I'm	going	to	take	or	the	time	that	I'm	going	to	work	on	the	business,	
whatever	it	is	that	I	want	to	do	that	week	that	aligns	with	my	current	goal.	Thank	you.		

	

Melissa		Please	subscribe	to	by	booking	podcast.	We	did	a	couple	of	different	episodes	on	
time	management.		

	

Ben	D		I've	got	an	app	for	you.	Sorry.	So	my	calendar	is	a	disaster.	And	so	what	I	did	is	first,	
intentional	time	goes	on	the	calendar	right	wherever	your	time	block	is,	and	that	does	not	
move	ever.	Then	if	you	would	like	an	app,	go	to	UseMotion.com.	
https://www.usemotion.com/		It's	a	little	squirrely.	I	don't	have	time	to	explain	it	to	you.	I'll	
be	here	all	day.	But	UseMotion	will	let	you	plug	in	from	wherever	you	are	on	your	desktop	
tasks	that	need	to	get	done.	And	you	can	tell	the	app,	hey,	I	need	this	done	a.s.a.p.	I	need	it	
done	whenever	before	this	date.	Right.	Use	motion	also	has	a	scheduling	capability.	And	so	
what	I	will	do	is	I've	got	firm	time	where	I'm	working	on	my	business	that	does	not	move	
no	one	schedules	in	that	time.	And	then	I've	got	tasks	loaded	in	as	well,	and	this	app	will	
move	my	tasks	around	my	week	and	into	future	weeks,	depending	on	their	importance	
and	whether	or	not	I	get	them	done.	And	then	my	scheduler	will	look	at	those	tasks	and	
depending	on	what	kind	of	scheduling	link	I	send	someone,	the	scheduler	will	either	schedule	
over	those	tasks	and	move	them	around	or	honor	those	tasks	and	only	give	people	links	for	
after	that.	And	so	if	I've	got	six	tasks	to	do	on	a	Monday	and	then	suddenly	I	don't	have	power	
in	my	house,	right?	Or	Your	kid	has	a	weird	thing	and	your	whole	day	has	been	derailed,	
UseMotion	will	automatically	move	your	tasks	around	into	the	rest	of	the	week.		

	

Ben	R		All	right.	Sorry.	We	don't	have	time	for	any	more	questions	because	we	got	to	get	
things	on	the	road.	Let's	give	a	big	round	of	applause	for	our	sponsor	panel.	Thank	you	all	for	
being	here.	So	where	do	we	go	from	here?	Right.	You've	heard	lots	of	stuff.	You	just	heard	
about	a	cool	app.	And	I	know	probably	some	of	are	already	typing	that	out	and	looking	at	it	
right	now.	We	all	want	that	new	shiny	thing	that's	going	to	help	us.		

	

	

Click	Here	to	Return	to	Index	
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3.7	Fulfilling	Your	Vision	for	the	Future		
–	Ben	Robinson	
	

Summary:	Ben	shared	his	method	to	help	prioritize	Potential	Projects	
&	Growth	Ideas	you	learned	while	at	BKX,	or	anywhere	else.	This	
helps	to	identify	the	first	Project	you	should	focus	all	of	your	effort	on	
to	complete.	Below	are	the	steps	to	take:	

Step	1:	List	all	the	different	ideas	that	you	have.	If	you’ve	been	keeping	notes,	look	at	the	ideas	you	wrote.		

Step	2:	List	a	category	for	your	idea.	For	example,	all	3	ideas	below	are	listed	as	MKT	for	Marketing.		

Step	3:	Score	your	ideas	using	a	1,	2,	3	system	to	evaluate	the	idea.	A	1	under	Priority		means	it’s	best	one,	
for	Ease	it’s	the	easiest	idea	to	implement,	and	for	Earning	Potential	it’s	the	highest	amount	of	earning.		

Step	3.1:	Score	Priority	first.	List	all	the	Potential	Projects	first	and	then	look	at	it	holistically	to	give	
each	one	a	1,	2,	or	3	score	under	Priority.	If	you	gave	“1”	all	the	ideas,	you	did	it	wrong.	Only	about	10%	
of	the	projects	should	get	a	score	of	1.	The	rest	under	Priority	should	be	2	or	3.		

Step	3.2:	Score	Ease	for	each	idea.	How	easy	is	this?	Is	it	going	to	take	me	10	minutes,	or	10	days,	or	10	
months?	In	the	example	below,	all	of	them	score	a	“2”	because	they	would	take	me	at	least	10	days.	

Step	3.3:	Score	Earnings	Potential	for	each	idea.	For	Earning	Potential	in	the	example	below,	“Setup	
Affiliate	Program”	would	knock	it	out	of	the	park	with	an	influencer.	Also,	“Send	50	Videos	on	LinkedIn”	
would	have	a	high	earning	potential;	whereas,	“Record	Video	on	YouTube”	might	be	difficult	to	rate.		

The	spreadsheet	adds	all	the	scores	for	a	total	Scored	for	each	Potential	Project	(If	you	don’t	have	it	on	
a	spreadsheet,	you	can	easily	add	the	3	scores).			

Step	4:	Sort	all	Scored	ideas	in	ascending	order.	The	lowest	numbers	are	on	top.	So	in	the	example	below,	
“Send	50	Videos	on	Linked	in	would	be	the	project	at	the	top	of	the	spreadsheet.		

Step	5:	Focus	all	your	effort	on	the	top-rated	task.	You	wouldn’t	work	on	all	3	at	the	same	time	because	
you’d	get	overwhelmed	and	discouraged,	and	not	complete	any	of	them.	Once	you’ve	completed	your	#1	
Potential	Project,	then	you	can	focus	on	the	next	one	until	it’s	completed,	and	just	continue	the	process.		

See	the	example	below:	

	

 Potential Project Category Priority 
(1-3) 

Ease 
(1-3) 

Earning 
Potential 

Scored Comments 

1 Setup Affiliate Program MKT 2 2 1 5  
2 Record Video for YouTube MKT 3 2 3 8  
3 Send 50 Videos on LinkedIn MKT 1 2 1 4  
4        
5        
6        
7        
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What	I	want	to	try	to	do	here	is	to	put	a	lid	on	BKX	2022.	I	want	to	show	you	a	little	something	
that	I	came	up	with	that’s	very	unsophisticated.	So	you’ve	got	a	lot	of	good	ideas.	Hopefully	
you	have	a	sheet	of	paper	that	you've	been	writing	down	things	that	you	want	to	do	that	are	
possibilities	worth	exploring.		

Does	everybody	have	a	sheet	of	paper	or	spreadsheet?	So	you	all	of	you	have	a	bunch	of	stuff,	
and	what	I	want	to	do	is	just	give	you	this	little	thing	right	here	that	I	came	up	with	that	is	so	
unsophisticated,	but	this	is	how	I	try	to	get	my	stuff	done.	Remember	I	showed	you	the	other	
day	my	Trello	board	or	my	Asana	board	that	was	by	my	pool	table	with	index	cards.	I	showed	
you	that	I	like	to	use	very	basic	things	like	that.		

Right	here,	this	is	a	little	system	that	I	came	up	with,	I'm	sure	I	stole	it	from	somebody,	but	I	
want	you	to	do	this.	I	want	you	to,	step	one,	list	out	all	the	different	ideas	that	you	have.	
Don’t	do	anything	to	the	right	of	the	spreadsheet,	right	now	these	are	just	potential	projects.	I	
just	have	these	as	examples:		

• I	need	to	set	up	an	affiliate	program.		
• I'm	going	to	record	videos	for	YouTube	and	TicTok	and	all	that	stuff.		
• I'm	going	to	send	50	videos	on	LinkedIn.		

I'm	going	to	do	this.	I'm	going	to	do	that.	And	you	just	list	out	all	the	things	that	are	on	this	
notebook,	or	whatever	that	you're	using	right	now.	List	them	all	out.	That's	the	very	first	
thing.		

Filling	in	the	Other	Categories	

I	put	a	‘category’	in	there,	but	the	next	four	columns	are	really	important.	I	use	a	1,	2,	3	system,	
with	1	meaning	it	is	the	best	in	‘priority’.	Then	1	in	‘ease’	would	mean	the	easiest,	and	1	in	
‘earning	potential’	would	mean	the	highest.	So	it's	like	golf.	I'm	trying	to	get	the	lowest	score	
here.		

What	I	do	on	each	of	these	is	I	ask,	what	is	this	as	a	priority?	If	I	were	to	set	up	an	affiliate	
program	like	this,	how	does	that	rank	with	everything?	That's	why	it	helps	you	to	list	
everything	first,	and	kind	of	look	at	it	holistically.	If	you	have	all	1’s	you	did	it	wrong.	Ones	
should	be	maybe	10%	of	everything.	Let's	say	you	list	30	potential	things.	Probably	three	of	
them	should	be	priority	number	1.	The	other	ones	should	be	2,	and	the	other	ones	are	3.	Take	
those	3’s	and	just	delete	them	off	there.		

So	right	here,	the	‘priority’	to	set	up	an	affiliate	program	will	be	2,	to	record	videos	for	
YouTube	a	3,	and	to	send	50	videos	on	LinkedIn	would	be	a	1.	So	in	this	case,	that	would	be,	in	
terms	of	priority,	what	I	want	to	focus	on.	

Now,	the	next	column	is	‘ease,’	so	how	easy	is	this?	Is	it	going	to	take	me	10	minutes?	Is	it	
going	to	take	me	10	days?	Is	it	going	to	take	me	10	months?	That's	kind	of	my	framework	in	
there.	So	set	up	an	affiliate	program.	Well,	that's	probably	going	to	take	me	at	least	10	days,	
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and	probably	closer	to	10	months	to	really	get	that	going.	So	that	would	be	more	of	a	2.	
‘Earning	potential’	on	a	set	up	an	affiliate	program	would	be	out	of	this	world.	If	you're	in	
Virginia,	and	you	knock	this	out	of	the	park	with	an	influencer,	you	can	make	all	the	money	
that	you	want.	So	earning	potential	on	that	one	would	be	a	1.		

I’ve	got	a	nice	little	formula	set	up	over	there	that	says	that's	a	5	(total	of	2+2+1).		Everyone	
with	me	so	far,	this	is	not	rocket	science.	Then	the	next	one	is	record	video	for	YouTube.	For	
‘ease’	of	it	right	there,	and	then	the	‘earning	potential,’	and	then	it	scores	it.	What	you	would	
do	is	after	you	list	out	all	the	tasks,	go	through	and	then	prioritize	all	of	them	first,	and	then	do	
the	‘ease’	and	then	do	the	‘earning	potential’.		

Now	you	have	a	score,	and	sort	it	in	ascending	order	so	the	lowest	numbers	are	on	top.	If	I	
were	right	here,	and	these	were	the	only	three	things	that	I	had	from	this	conference	or	from	
anything	else,	which	one	would	I	start	with?	LinkedIn,	because	it	has	the	lowest	score.	
Remember,	this	is	golf,	not	football.	So	lower	score	is	better.	That's	what	I	would	do.		

I	would	focus	all	of	my	effort	on	that	one	task,	that	one	thing.	I	wouldn't	try	to	resend	those	50	
videos	and	record	videos	for	YouTube,	and	then	set	up	an	affiliate	network,	because	then	you	
would	just	spread	yourself	way	too	thin.	You’ll	get	so	overwhelmed,	you’ll	get	discouraged,	
and	then	you	don’t	complete	any	of	them.	Has	anybody	ever	experienced	that?	Only	every	
single	person	in	the	room.	

So	as	you	go	forth	from	here,	I	want	you	to	do	this.	I	want	you	to	do	this	exercise	right	now	
and	I	want	to	give	you	five	minutes	to	start	on	this.	Let's	kind	of	go	quietly	here	and	just	list	
out	some	of	those	things.	I	want	you	to	get	started	on	this.	Take	five	minutes	and	just	get	this	
started.	Everybody	sort	of	list	all	your	tasks,	all	the	possibilities,	all	the	different	things	you	
could	do.		

[Five	minutes	later.]	

Hopefully	that	gives	you	a	little	bit	of	a	head	start.	Can	you	see	where	you	can	go	with	this?	
Most	importantly,	don't	try	to	do	everything	at	once.	Focus	on	that	one	thing.	If	you	do	this	in	
a	methodical	approach,	you	will	get	success,	unless	you	just	stop	or	unless	you're	trying	to	do	
too	much.	So	this	is	your	exercise.	This	is	what	I	want	to	leave	you	with.		

Now	the	second	thing	I	want	to	leave	you	with	is	that	I've	hope	you've	made	a	couple	of	
connections,	gotten	some	digits	from	the	person	sitting	next	to	you,	and	I	want	you	to	connect	
with	these	people.	We've	talked	a	lot	about	that	up	here	between	masterminds	and	
community,	and	just	have	somebody	who's	in	your	corner.	Make	sure	that	you	take	advantage	
of	that.		

I	would	be	remiss	if	I,	number	one,	didn't	thank	our	audiovisual	team.	They	did	a	great	job.	I	
want	to	thank	DeAnna	Rogers	and	her	entire	team,	Brian	and	they're	just	amazing.	They	make	
our	job	a	lot,	lot	easier.	So	thank	you	to	them.	My	staff,	my	team.	Most	importantly,	y'all.		
Thank	you	for	being	here.	It's	been	a	pleasure.	I	hope	to	see	you	next	year	at	BKX	2023	in	the	
lovely	Dallas	Fort	Worth.	We	love	to	pick	hot	places	at	hot	times	of	the	year.	I	want	to	just	
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thank	you	from	the	bottom	of	my	heart	for	you	being	here.	It's	humbling	for	me	to	be	here	in	
front	of	you.	I	pinch	myself	every	single	day.		

Enjoy	the	rest	of	your	time.	I	don't	know	if	the	sponsors	are	still	out	there	go	by	and	say	thank	
you	for	being	here	because	they	as	well	as	you	make	all	of	this	possible	and	I	can't	wait	to	see	
you	in	2023	Thank	you	all.		
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