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The following Quick Growth Ideas & Notes were taken from the presentations given at the 
BKX Conference from June 14, 15 & 16, 2022 in Las Vegas, Nevada.  

These are NOT the finished notes, which will be sent later. They are meant to supplement 
the notes you took at the event, and to provide the key points from the presenters as soon 
as possible after the conference so you can start using them right away. 

The final notes will be available soon after the professional videos are completed. These Growth 
Ideas are meant to include the main points and highlights given by speakers. In some of the 
presentations with detailed slides, the copies on the slides are provided.  

Go to: 3.7  Fulfilling Your Vision for the Future – Ben Robinson  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.  

 

The final notes that you’ll receive are much more detailed, and they will 
include the following:  

• Additional Growth Ideas that are gleaned from the presentations. As each presentation is 
carefully reviewed, additional ideas are discovered. Each one will be time stamped so you 
can go directly to the exact point in the video or transcription.  

• 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.  

• Time stamps throughout the transcript so you can go directly to a segment in the videos 
provided by BKX. 

• Screenshot of slides or graphics that 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. 

This is an interpretation of the key points given by speaker and were completed by Rik Villegas. I 
hope you find these Quick Growth Ideas helpful to review the presentations while they are still 
fresh on your mind. Any omissions or errors are my responsibility. If there are any questions, or 
comments about these notes that you think could make them more useful, I can be contacted at: 
rikvillegas@gmail.com. 

 

Copyright © 2022 BKX- All of the contents of this document are protected from copying under U.S. and international 
copyright laws and treatises. Any unauthorized copying, alteration, distribution, transmission, performance, display, or 
other use of this material is prohibited. 
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BKX Growth Ideas from BKX Conference on June 14-16, 2022 

 

These 196 Growth Ideas are the key points that you can use to help grow your business. Use these 
ideas to supplement the notes you took at the event. In the next few weeks you will receive the 
detailed notes, summaries, videos, and additional growth ideas gleaned from the presentations.  

 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 Growth Ideas Description of the Idea 

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  

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..   

3 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. 

4 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. 

5 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. 

6 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.  

7 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/  

https://neuralink.com/
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8 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. Put your tentacles into your clients 
by providing so much value that they don’t want to leave.  

9 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.  

10 1.1 Robinson The strong will survive 
Those businesses that have strong cash flow and have 
the extra cash will be positioned well for the future. 

11 1.1 Robinson 
Your business can be 
whatever you want it to be 

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. 

12 1.1 Robinson 
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.  

13 1.1 Robinson 
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? 

14 1.1 Robinson Delay gratification 
Right now is the time to be saving and cutting your 
unnecessary expenses. 

15 1.1 Robinson 

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. 

16 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 

17 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. 

18 1.1 Robinson 

Expand your service 
offering – Build your 
moat 

Share of wallet means having your clients paying you for 
additional service you offer. Our expanded service 
offering include: StartUpJungle.com; Bookkeeping.com; 
Keepful.com; Workflows.com; and Inner Circle. 

19 
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.  

20 
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.  



BKX Conference 2022  Quick Growth Ideas & Notes 5 

21 
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.  

22 
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. 

23 
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.  

24 
1.2 Seibert & 

Chang 
Digits Report 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.   

25 
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.  

26 
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 

27 
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. 

28 
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. 

29 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] 

30 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 
ourselves. 

31 1.3 Hogshead  

We tend to over-rate 
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. 

32 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. 
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33 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? 

34 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. 

35 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. 

36 1.3 Hogshead 

The problem in working 
with the clients who are 
not the right fit for you 

The drain you of energy after interacting with them. They 
are less likely to refer you and could possibly damage 
your reputation.  

37 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. 

38 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.  

39 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.  

40 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? 

41 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.  

42 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. 

43 1.4 Swan  

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

“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 
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hours per week. feels like in our day and age in society, we wear our 
burnout and our hustle as a badge of honor. 

44 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? 

45 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.  

46 1.4 Swan 
2) Execution  
   1. Track your time 

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! 

47 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? 

48 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? 
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.  

49 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. 

50 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 
this task? Learn to let shit go. 
If you never learn to delegate and get things off your 

https://clockify.me/apps
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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? 

51 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. 

52 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. 

53 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. 

54 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. 

55 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. 

56 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. 

57 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 

58 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. 

59 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 
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a person. 

60 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.  

61 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.  

62 1.5 Day 

See 1.5 for Ben Day’s 
Q&A part of his 
presentation. 

 

63 1.6 Sponsors 
See 1.6 notes concerning 
the sponsors:  

Sponsors: Xero, Melio, Digits, CorePayOne, and ZenBill 

64 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? 

65 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.  

66 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.  

67 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.  
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68 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. 

69 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 

70 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 

71 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.  

72 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.  

73 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 

74 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/ 

75 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). 

76 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.  

77 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 

https://beehivepr.biz/purpose-mission-values-alignment/
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78 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?  

79 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? 

80 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? 

81 2.1 Honan 
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. 

82 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? 

83 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.  

84 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. 

85 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.  

86 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.  

87 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. 

88 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 

89 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. 
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90 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.  

91 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 

92 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 

93 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 

94 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! 

95 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… 

96 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.  

97 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 

98 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? 



BKX Conference 2022  Quick Growth Ideas & Notes 13 

• 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? 

99 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. 

100 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 

101 2.3 Robinson  

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

 

102 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. 

103 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. 

104 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. 

105 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.  

106 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. 

107 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. 

108 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. 

109 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. 

mailto:Gabrielle@winwinbusinessconsulting.com
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110 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.  

111 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.  

112 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? 

113 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 

• 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)  

114 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. 

115 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.  

116 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. 

117 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. 

118 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. 

119 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 

https://www.keepful.com/
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Psychology Today. Make decisions in your business 
and life using your WHY. 

120 2.5 Erick 
Strategic decision-
making 

• Identify Problems 

• Seek Information 

• Brainstorm Solutions 

• Choose Alternative 

• Implement the Plan 

• Evaluate Outcomes – what’s the impact? 

121 2.5 Erick 

Rational decision-
making 
 
[see a comparison of the 
two decision-making 
processes in 2.5 notes] 

• Identify the Problem 

• Establish Decision Criteria 

• Weight Decision Criteria 

• Generate Alternatives 

• Evaluate Alternatives 

• Select Best Alternative 

122 2.5 Erick Three main points 
1) Start with your WHY 
2) Get your WHY clearly defined 
3) And learn to say NO 

123 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. 

124 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. 

125 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. 

126 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. 

127 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. 
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• Jason Stats is a bookkeeper and has a course to get 
better at video. 

128 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.  

• Make a video inviting  

129 
2.7 Expert 

Video Panel  
[See 2.7 Expert Panel 
notes for Q&A] 

 

130 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.  

131 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. 

132 3.1 Belcher 

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

I want to know what kind of marketing machine do they 
have? What's their deliverable machine? And what's their 
Net Promoter Score? 

133 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. 

134 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.  

135 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 Rojas is 
what it's as people in our business that had become 
incredibly wealthy. 

136 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. 
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137 3.1 Belcher 
You have the ability of 
unlimited vertical scale 

You can be a specialized bookkeeper in a niche, and 
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. 

138 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. 

139 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. 

140 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.  

141 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.  

142 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.  

143 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. 

144 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.  
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145 3.1 Belcher 

The more you can 
control, the more you can 
coordinate 

When you have so many tentacles in a client, they won’t 
leave you. Find ways to add value by adding additional 
services.  

146 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. 

147 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. 

148 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.  

149 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.  
 

150 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.  

151 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.  

152 
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.  

153 
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.  

154 
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.  

155 
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 
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and I pay this much commission on a referral.” 

156 
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 

157 
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. 

158 
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 

159 
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. 

160 
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. 

161 
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. 

162 
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.   

163 
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. 

164 
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.  

165 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. 

https://contentmultiplierformula.com/get-it-free
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166 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. 

167 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. 

168 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. 

169 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?” 

170 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. 

171 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. 

172 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.  

173 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. 

174 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. 

175 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 

https://gusto.com/


BKX Conference 2022  Quick Growth Ideas & Notes 21 

up or was it something else. 

176 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 

177 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. 

178 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. 

179 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. 

180 3.3 Otto 
[To to 3.3 presentation 
notes to see Q&A 
responses with Tyle) 

 

181 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 

182 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. 

183 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 
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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.  

184 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 

185 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 

186 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. 

187 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 

188 
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.  

189 
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.  

190 
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 
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191 
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/  

192 
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 
willing to open up and give and receive. Engage in a way 
that is meaningful.  

193 
3.5 Expert MM 

Panel 
[See 3.5 presentation 
notes for Q&A comments] 

 

194 
3.6 Expert 

Panel: Ask Me 
Anything 

[See 3.6 presentation 
notes for Q&A comments] 

 

195 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. 

196 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 

  

https://www.zoho.com/projects/
https://www.zoho.com/
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BKX Quick Notes from BKX Conference on June 14-16, 2022 

 

These are quick notes that have any graphics or Q&A parts of a talk that can’t be posted in the 
Growth Ideas. The majority of ideas will be listed in the 196 Growth Ideas above, and some of 
them will reference these presentation notes.  

 

To get to the Quick Notes quickly, you can go to the Index and click on the hyper-link to the exact 
place in these Quick Notes. You can also click on “Click here to return to Index” to go instantly back 
to the Index.  

 

 

1.1 The Fascinating Future – Ben Robinson 
 
[See 1.1 Robinson for Growth Ideas.] 
 
 
Click Here to Return to Index 

 

 

1.2 Launch Event: Digits World Premiere – Jeff Seibert and Wayne Chang 
 
[See 1.2 Seibert & Chang for Growth Ideas.] 
 
 
Click Here to Return to Index 

 

 

1.3 Different is Better than Better – Sally Hogshead 
 
[See 1.3 Hogshead for Growth Ideas.] 
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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.  

Find your archetype. Your primary advantage is the horizontal. Your secondary advantage is 
the vertical. When you identify your archetype, it's going to give you three adjectives. The 
question for you is which of those three adjectives best describes how you are different than 
other bookkeepers? 

 
Example with Kirstin Reeder 
 
Her Archetype: The Anchor – you ground us and hold us steady.  
 
Problem clients have: Don’t know whether they are coming or going with their money. 
 
Traditional way to solve the problem: Figuring out a plan to track where the money is coming 
and going. 
 
Adjective picked: Purposeful 
 
So when a client is in a precarious position where they don’t know where their money is 
coming and going, do they need someone who has an Anchor to give them balance, and help 
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them stay grounded on where they’re going ahead next? So they need a little bit of purpose? 
Do you feel confident when a client comes to you and says I need a better sense of purpose 
and instruction? 
 
I want you to keep that word when you're talking to a new prospect, and when you're thinking 
of whatever their problem is. I want you to think how can I not just be purposeful, but be 
intentionally purposeful? 
 
 
Click Here to Return to Index 

 

 

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

[See 1.4 Brook for Growth Ideas.] 

 
Below is an exercise that Brooke shared from a QR Code.  
Source: 
https://docs.google.com/document/u/0/d/1yMOfOBi7UZXdYdgNOiQG7mzbeyYsnRn1mhMZ0zT4zq8/mobil
ebasic 
 

 
 

INTENTIONS EXECUTION 

  

MANAGEMENT IMPROVEMENTS 

  

 
 
 
 
 

https://docs.google.com/document/u/0/d/1yMOfOBi7UZXdYdgNOiQG7mzbeyYsnRn1mhMZ0zT4zq8/mobilebasic
https://docs.google.com/document/u/0/d/1yMOfOBi7UZXdYdgNOiQG7mzbeyYsnRn1mhMZ0zT4zq8/mobilebasic
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EXAMPLE 

INTENTIONS EXECUTION 

Ex: My intention is to only work 15 hours, finish 
work by 3pm, and to go to the gym each 

morning. I will improve the way I respect my 
time and teach others to respect my time by 

setting clear boundaries 
Intention Questions: 

How much time do I want to work this week? 
How much time did I work last week? 

What do I need to get off my plate? 
What are 3 main things that I want to improve 

to make my goals my priority? 
What personal things do I want to make time 

for? 
How will I care for myself this week? 

Ex: I will track my time for each client and 
department in my business, I will review it next 

Monday to identify if I was able to achieve what 
I wanted and identify areas of opportunity to 

improve to hit my goals next week! I will only say 
“yes” to things that do not compromise the time 

goals I have set 
Execution Questions: 

How am I going to track my time? 
How and when am I going to analyze it? 

What am I going to change? 
What do I want to improve? 

How am I going to be intentional about 
protecting my time? 

MANAGEMENT IMPROVEMENTS 

Ex: I will use time-blocking to ensure I have 
enough time each day to finish my tasks, I will 
prioritize them each day so important things 

get done first or when I’m at my best, and I will 
only check my emails twice a day. I am in 

control of my time and I’m creating the life I 
deserve! 

  
Management Questions: 

How will I prioritize my tasks/to-do list? 
How much time do I need to schedule for 
unpredictability each day? How much of a 

buffer do I need? 
How do I want to time-block? By department? 

Task type? Client? 
How many times am I going to check my email 

each day? 
What can I tell myself to improve the way I think 

about my time? 
How can I improve my focus while working? 

Ex: I am going to set up templates in my email 
and project management software, I am going 

to delegate more admin tasks to my VA by 
creating the SOPs she needs to complete those 
tasks,, and I’m going to review the processes for 
the client I spend the most time on to see what 

parts can be trimmed or trashed 
  

Improvement Questions: 
Where am I spending too much unnecessary 

time? 
HOW am I going to trim the tasks I want to 

improve? 
HOW and what tasks am I going to transfer to 

someone else? 
What parts of my process no longer serve a 

purpose that I am going to trash? 
What tasks do I treasure that help drive the 

business forward? 
What should I be doing? 

What is my zone of genius? 

 

Click Here to Return to Index 

 

 

1.5 The Magic of the Brain Dump – Ben Day 
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[See 1.5 Day for Growth Ideas.] 
 
 

Q&A – After Ben Day’s presentation 
 
Q: For those that feel like they can't get the time away, say maybe this is like their side hustle 

or they're just starting off. They have kids at home. Maybe 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?  

 
A: Don’t do it at home because you will get distracted. Get a mastermind and find other people 

who are in similar situations that “get you.” 
 
 
 
Q: Do you have to only do one question at a time, or can it be several questions that you're 

reading to yourself and then you answer all those on your brain dump? 
 
A: You're going to find for that one question you may have about 87 different answers for your 

question. If you do that, you’re doing it right.  
 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, but it's going to happen. 
 
 
 
Q: Thank you so much for giving this. It feels like something that I've been craving for a very 

long time. So my question to you is because of knowing that craving, you said the pre-work 
is three to six months. I'm ready to go next weekend. So like, what's the magic behind the 
three to six months? 

 
A: If you have the answer an answer right now, it may not have the best answer. By giving 

yourself that time, you're giving your brain permission to actively look for and soak up 
solutions other than the knee jerk one right now. Give yourself enough time to decompress 
and process the answers you get.  

 
 I ask myself one question every day. You could have multiple questions if you have multiple 

things that you’re working on. If I’m asking: How can I bring home 10 grand a month? 
During the three months I’m going to see and notice other entrepreneurs that are doing 
that. The waiting is giving your brain time to subconsciously grab the things you’re not 
thinking about developing. You’re priming yourself to collect that information.  

 
 
 
Q: if you have a question and how is it still relevant in three to six months, and I think are like 

making sure you're asking a question that doesn't need to be solved right away. 
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A: If I'm having a hard time delivering my clients financial statements tomorrow, this probably 
isn't a one and done thing. There's probably a symptom and a process or a roadblock or 
speed bump or 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?  

 
 Instead ask: How can I not be responsible for delivering this in the future, but clients still 

get what they need? 
 
 
 
Q: You talked about a mini-brain dump, a normal brain, and a big brain dump. My question is 

how do these correlate, or how are they different? How often should you do each one of 
them? 

 
A: Start with a normal brain dump, because it’s exactly what I just talked about. You can do it 

semi-frequently, basically like on a weekend.  
 
 I would not go straight into mini-brain dumps from there just because it is a muscle, it is a 

skill that has to be developed, but it's going to get better as you do more often and more 
internationally.  

 
 I would say a normal brain dump every three to six months if you can. From there I would 

go and find big events where you're already going to be there for an extended amount of 
time, and extend the time even further. So BKX. 2023 is from Tuesday to Thursday. You’ve 
got a few days to come here, have fun, do the purge, whatever in those three days of 
development and personal work. And then you've got Friday and Saturday to get out of 
dodge when you're done, and a whole day to go through your own process. 

 
 
 
Q: You talked about like some shows you go off like with people. Is it better to do it with a 

group of people or off by yourself? If you are with a group of people, how does that look? 
 
A: I'm not an extrovert, and so it was very easy to turn off the people on the day that I needed 

to do the brain dump.  In fact, it was rather hard for me to get with people because I was so 
ready to answer the question that I was like, we're going to do a workshop together. Are 
there crayons involved? What I would encourage you to do is whatever you can fit in first of 
all, that visionary time is crucial to your business. But if you've got groups of people there 
kind of struggle with the same thing. You can make it an event. 

 
 
 
Q: That's going to be my next question. Do you all go on a brain dump together? Like does 

everybody know that what you're doing? 
 
A: Yes, when we went to Branson, we went to big cabins. We spent the better part of two days, 

like we did the DISC assessment together. We did some fear setting and some goal setting 
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and all this stuff, and kind of work-shopped it as a group. Then we asked: how's this 
showing up in your business? How's this showing up in your marriage? Like, all of the 
things that's a very intimate experience. But you can do it as a group and everybody's there 
for the same thing. 

 
 
 
Q: Are there books or resources or something that you could recommend if someone wanted 

to study this content? 
 
 
A: No. I'm sure that there are. Being very intentional is not a new thing , and asking tough 

questions and giving yourself the space to answer them is not a new thing. This is 
something that I learned from my mentor, and then through my own personal experiences. 
I have yet to someone else call it a brain dump, other than me and my mentor. We've just 
seen the results from all these folks. And so this truly is magic. 

 
 
 
Q: So checking out no WiFi sound fantastic. That gives me 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 in all of this my 
team is capable, but it'll keep you up at night. What kind of things could someone like me do 
to help really grasp the concept and not stay awake all night worrying about all the things 
that could happen if I don't have Wi Fi?  

 
A: [Shared weird “out of office” email.] 
This is a really excellent question. In February, a couple of the bookkeepers in the room went 

to Key West. They shared with me that my out of office email was spectacular. It went 
something like this:  

 Myself and the whole team are currently on a seven 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 were on fire, please feel 
free to call me maybe the fire department personnel. 

 
 
 
Q: Who is your mentor? 
 
A: Ron and Angelina Harris. 
 
 
 
Q: Can you give us a little more through emails or a follow up or something? Because your 

slides were great, but they were pretty short, and I don't know when we're going to get the 
notes. You were saying good stuff. So I wrote down a few things, but it's not going to be 
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there in three days when we go home. So I want to use them so that I can do this without 
you or you know. I want to do it, and I want to be successful, and a good experience.  

 
A: If you’re scared of doing this, you should lean into this, and really do this. 
 

Click Here to Return to Index 

 

1.6 Sponsor Panel 
 
The sponsors at BKX:  
 

Xero  
https://www.xero.com/us/  
 
Stephanie Balsam: 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. 
 
 

CorePayOne 
https://www.corpayone.com/  

https://www.xero.com/us/
https://meliopayments.com/
https://digits.com/
https://www.corpayone.com/
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Kat Sloan: We’re an all-in-one spend management solution really looking to automate and 
streamline the whole AP process. 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.  
 
 

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 asked: Is there a challenge that you notice that bookkeeping professionals are facing right 
now? 
 
Rob: I think, on the digital side, 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. 
 
 
Kat: Having conversations with y'all, it's been really eye-opening to hear from your 
perspectives what your pain points are, like chasing clients around for approvals. You know, 
writing out checks, trying to gather everyone into one room, and everything's just really an 
annual usually with with Bill Pay, 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. 
 
 
Bret: It's so important to connect product teams with their community, and I love what you're 
saying it's enroll. I love it. It's so important. And this is what I love about  
really, the feedback that we're getting, it really does become the roadmap and you really have 
an opportunity to be a part of the 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 team to the 
community. we just launched our Melio professionals community. So there's so much 
happening and I it's important to bring product teams and let them hear you and you talk to 
them and solve that problem 
 
 
Stephanie: A primary focus for us at Xero is to help save you guys time and money, as Rob 
mentioned, and what that wonderful, 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. 

https://www.zenbill.com/
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What we 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 like this, they have to be in a painful state, or 
you have to deliver a really wild game and if you can show them that you're going to do that, 
or you can just do it for them. they really don't care what apps you're using. 
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1.7 Beyond Money: Incorporating Mission into Business – Bob Dye 
 
[See 1.7 Dye for Growth Ideas] 
 

Click Here to Return to Index 

 

-- 

 

Day 2 – June 15, 2022 
 

2.1 How to Delegate, Develop, and Grow – Melissa Honan 
 
[See 2.1 Honan for Growth Ideas.] 
 

Click Here to Return to Index 

 

 

2.2 How to Choose Your Optimal Tech Stack – Gabrielle Fontaine 
 
Gabrielle@winwinbusinessconsulting.com     
 

mailto:Gabrielle@winwinbusinessconsulting.com
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[See 2.2 Fontaine for Growth Ideas] 
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2.3 I Love Bookkeeping Podcast – Ben Robinson, Hanna Robinson & 
Melissa Honan 
 

This was a Q&A session with Ben Robinson answer questions from Hanna Robinson and Melissa 
Honan. 

 

Q: What is the origin story of Bookkeepers.com? 
 
A: [Ben shares the origin story of how he helped Kelly get clients as a bookkeeper, and 

realized he could help others to become successful as a bookkeeper.  
 
 
 
Q: What motivated you to teach people not only bookkeeping, but the business skills as well?  
 
A: We realized we needed to teach people how to do marketing and get clients.  
 
 
 
 
Q: Did you always like teaching? 
 
A: Yes. 
 
 
 
Q: What is the first step to scale your bookkeeping business? 
 
A: Get clarity on what you want. Also know what you don’t want.  
 Find a coach/mentor/guru 
 Find other people who are on this journey. 
 
 
 
Q: What are some of the costly mistakes that you see made when it comes to scaling your 

business. 
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A: [Didn’t answer. Got distracted showing a video.] 
 
 
 
Q: What is your most expensive mistake that you have personally made? 
 
A: 1) Not having clarity 
 2) Not having processing down, and throwing people at a process problem 
 3) Not delegating 
 
 
 
Q: You touched on about an upcoming recession – where do you see the future bookkeeping 

going? 
 
A: I don’t know the answer to that question, but it’s evolving fast around radical changing in 

technology.  
 The way to insulate yourself is to get better at skills that are very hard for a machine to do, 

such as advisory services, tax services, consulting services, and things like that. 
 We have to be poised for rapid growth and change. 
 
 
 
Q: Are you going to let Elon Musk put a chip in your brain? 
 
A: No 
 
 
 
Q: If you could read just one book… 
 
A: Ain’t no such thing. You have a problem, and you read a book to solve it. So there many 

different books for different problems. 
 I get most of my book recommendations from Perry. I buy it in  
 I’m reading a book right now called Driven: Understanding and Harnessing the Genetic 

Gifts Shared by Entrepreneurs, Navy SEALs, Pro Athletes, and Maybe YOU, by Douglas 
Brackmann.  

 
 
 
Q: Was there ever a moment where you felt fear or doubt about creating bookkeeper launch? 

Was it just the feeling everyone gets when starting something new, or was it a response to a 
specific event? 

 
A: Every freaking day! I felt fear.  
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 Fear means you’re out of your comfort zone. You need to push yourself and experience the 
fear, then break through it.  

 I had no choice, but to be successful. 
 
 
 
Q: Looking back on your Bookkeepers.com journey, what would you have done differently? 
 
A: I don't think I would have done anything different, because it wouldn't put me in this 

position that I am in right now.  
  
 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've seen those as stepping-stones, and not roadblocks. 
 
 
 
Q: What are what are your hobbies outside of business building? 
 
A: I have none, seriously. This is my mission. 
 
 
 
 
Q: Are you a morning person or night person? 
 
A: I am a sleep person. I need my sleep or I turn into the Incredible Sulk. 
 
 
 
Q: Are you an introvert or an extravert? 
 
A: An introvert. 
 
 
 
Q: What’s it like working with family? 
 
A: It's honestly a pleasure as prideful to see that you're involved with it. Like Elizabeth now is 

involved with it. And Sam is involved with it and Kelly's involved with, like half of our 
payroll as the last name of Robinson. And that, to me is like very prideful, that this is more 
than just you guys having a job. That's something that could potentially pass down to you. 
You're gonna pay through the nose for it. But it's something that could potentially do so for 
me, it's that legacy and that ability you should all think about it from that perspective, like 
having your kids others or somebody that you love. 
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Q: Who’s your favorite child? 
 
A: I have no favorite child. 
 
 
 
Q: Is there someone who's been a significant part of your journey, that you look back and say, 

“Wow, this person had a massive effect on me building this business. 
 
A: Perry Belcher and Kelly. 
 
 
 
Q: What’s next for Bookkeeper.com? 
 
A: Working on Inner Circle. Keeper .com. StartUp Jungle.  
 
Ben shared his favorite app – a whiteboard: 
 
 

 

 

Click Here to Return to Index 

 

 



BKX Conference 2022  Quick Growth Ideas & Notes 38 

 

 

2.4 Inner Circle Mastermind – Ben Robinson 
 

Ben was going to give a presentation about getting testimonials, but he gave everyone a course he 
has on the topic. He shared the keys to growing a bookkeeping business and how Inner Circle 
Mastermind will touch on all of those key points.  

[See Growth Ideas on this presentation for the key points Ben shared.] 

 

Click Here to Return to Index 

 

 

2.5 Strategic Decision Making vs. Rational Decision Making Process – 
Kimberly Erick 
 
[See 2.5 Erick for Growth Ideas.] 
 

Below is a comparison of both Strategic and Rational decision-making to show how they line up 
with each other.  

Comparison 
 

Strategic Decision Making The Rational Decision-Making Process 
Identify Problems ............................................................. Identify the Problem 
Seek Information ..............................................................  
 .......................................................................................... Establish Decision Criteria 
 .......................................................................................... Weight Decision Criteria 
Brainstorm Solutions ........................................................  
Choose Alternative ........................................................... Generate Alternatives 
 .......................................................................................... Evaluate Alternatives 
Implement the Plan ..........................................................  
Evaluate Outcomes – what’s the impact? 
 .......................................................................................... Select Best Alternative 
 

 

Click Here to Return to Index 
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2.6 How to Use Video to Scale Your Business – Kate Johnson 
 
[See 2.6 Johnson for Growth Ideas.] 

 

Click Here to Return to Index 

 

 

2.7 Expert Panel: REAL Bookkeeping Biz Owners Using Video – 
Moderated by Kate Johnson; Panel: Rachel Barnett, Jolene Fleming & 
David Perry 
 
 
Kate moderated by asking questions for the first portion and then it was opened up to the 
audience for questions.  
 
 
Kate: Any horror story about using videos? 
 
David: I’ve sent videos without sound on them.  
 
Jolene: I have an office I go to, but during COVID I was working from home and I sometimes 

have children in the background or my cat jumps on the keyboard and closes the video 
off.  

 
Rachel: She kept redoing a video over and over again. She felt like she would get it done and 

never do it again.  
 
 
 
Kate: What do you find most challenging using video? 
 
Rachel: My videos have a fan noise in the background.  
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Jolene: My staff is not as confident in making video. We’re working on it and I’m giving them 
more time and grace and also implementing other ways to get them documented 
alongside the video.  

 
David: Everything makes a noise.  
 Re-takes are also a challenge, because it seems to take so long.  
 Because I don’t do a lot of editing, re-takes can be a challenge.  
 
 
 
Kate: How have you benefited from using video in ways that you didn’t expect?  
 
David: When I send a video, I usual get a comment because people like the video so much.  
 
Jolene: We started scheduling quarterly recaps of their financials on video and then send a 

link if they want to schedule a more in-depth discussion. I get really good comments 
from that. It engages them a little more and gets them to schedule time to meet with 
me to go into their financials.  

 
Rachel: I created the videos to get out of letting people get to know me better. I put these on 

YouTube so people get to know me and as a result of having the videos on YouTube, 
various course creation companies have hired me to crate courses for them. It never 
occurred to me that somebody would want to create a course.  

 
 
 
Kate: What is your favorite tech stack? 
 
Rachel: I love Camtasia. It allows me to record the video and to highlight my mouse. The 

mouse has a little yeloow circle around it, and it helps people follow along with me. 
 I use SnagIt to send the video to clients.  
 Searchy.io allows clients to search the transcription by entering in the keyword.  
 
Jolene: ScibeHow.com. Turn any process into a step-by-step guide.  

https://scribehow.com/home   
 Loom video recording. https://www.loom.com/   
 GoogleMeet for live video. https://meet.google.com/   
 I use an external camera and a light ring for better lighting. 
 I have ear buds that have a microphone built into them . 
 
David: For lighting I redesigned my office to have better light.  
 Krisp is an app that mutes background noise. It also takes out background noise on the 

clients side. https://krisp.ai/  
 Logitech BRIO 4K – webcam video. It has a light that comes on when recording. 
 
Kate: I invested in a teleprompter: Glide Gear teleprompter for $175 
 

https://scribehow.com/home
https://www.loom.com/
https://meet.google.com/
https://krisp.ai/
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Questions for the audience: 
 
Q: Where do you store your videos? 
 
Jolene: Loom stores the files.  
 We also store SOPs in our Google file. 
 
David: Organize your videos and have some sort of file structure when you save videos on 

Loom.  
 
 
 
Q: For those of you doing videos in Bucket 3, what are you doing? 
 
Rachel: I have a VA who looks at what people are asking and lets me know what topics people 

are interested in.  
 
Kate: I have a video tutorial file. I take client questions and also look at other good YouTubers 

and make videos that they are making.  
 
 
 
Q: Are any of your clients concerned about their reports being online with the video? 
 
David: You can put a password on Loom. If we send anything with financial information we 

use a password for them to open it. If they are concerned about it, they can get a Loom 
account and can only access it when they’re logged into the Loom account.  

 
 
 
Q: What recommendations do you have for setting up your background? 
 
David: I looked at what other people have for backgrounds, so I took my wall behind me made 

it look nice.  
 If I just had a room in my house, you can do something nice in the background.  
 
Jolene: I don’t use the virtual backgrounds. I want to make my videos as personable as 

possible. This makes me look like another business owner.  
 I’ve set my background to look pleasant looking.  
 
Kate: Don’t let your background stop you from recording a video. Make that a third level 

problem.  
 If you’re on Loom, you can blur parts out 
 
Rachel: We just painted the wall behind me blue, and that is it.  
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Kate: Having a blue wall behind you will allow you to easily put text.   
 
 
 
Q: Are there YouTube videos of people you recommend? 
 
Jolene: There is a ton of tutorials on SEO. I’ve done it and hired a professional to do it, and my 

ROI was much higher than when I did it myself.  
 
 

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 
 
[See 3.1 Belcher for Growth Ideas.]  
 

Click Here to Return to Index 

 

 

3.2 Hot Seats & Q&A – Perry Belcher, Amanda Dobson & Ben Robinson 
 
[See 3.2 Belcher & Dobson for Growth Ideas.] 
 
 

Click Here to Return to Index 
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3.3 Building Culture in an Entirely Remote Environment – Tyler Otto 
 
Specialty Bookkeepers 
https://www.specialtybk.com/  
 

[See 3.3 Otto for Growth Ideas.] 
 

Q: What do you do when you try to build culture and you’re having a bad day? 
 
A: Fake it. I have to be there for my team, because they’re there to take care of our clients, 

which will take care of my family.  
 
 
 
Q: Is the morning line-up a group video call? How does that work for you? 
 
A: We found a time that worked at 9:30am. It's seven people who meet just 15 to 30 minutes. 

That meeting probably cost me 300 bucks a week but it is the best money I spent because it 
gets everyone 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. 

 
 
 
Q: Do you use any personality strength assessments when you’re hiring? 
 
A: No, but we do once we hire, and the people are very similar.  
 
 
 
Q: What do you tackle first  
 
A: It’s the simplest things first. Follow-up on emails, checking up with clients. It’s sending 

financials. When I finally hired my first assistant, I was able to hand off  some things, but I'll 
tell you, my handoff to my bookkeepers has been amazing. My hand off to my assistant, she 
got a jumbled mess. There's no magic bullet. You just got to start powering through it.  

 
 
 
Q: Is the morning line-up not flexible? 
 
A: Yes. They need to be there, but we schedule it around their schedule so we all can meet.  
 
 
 

https://www.specialtybk.com/
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Q: At what point did you start implementing your culture stuff? Was it at one employee, or did 
you just gradually grow it? How did that work? 

 
A: We started implementing it on day one. Mostly because I’ve been in a corporate 

environment where it’s more intentional. I had the morning lineup when it was just my one 
employee and me.  

 
 
 
 
Q: Can you dive into deeper your team support channel? 
 
A: We have a Slack channel that has Team Support where the team can jump in and support 

each other.  
 
 
 
Q: At what point did you establish IT services and support? 
 
A: It’s the first thing we did when I took over. You want to stay IRS compliant, so get that in 

place, and also let your clients know how serious you are with your compliance, so they are 
okay with supporting that cost.  

 
 
Q: Where do you hire your people? 
 
A: You can’t have one way to find your people. If you’re trusting one way, you’re not going to 

find the right person.   
 
 
 
Q: Do you have an NDA you offer to your clients? 
 
A: I have an attorney that has reviewed my documents. I use them over and over again, and it 

was worth getting him to review it.  
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3.4 How to Grow Yourself & Biz with Masterminds – Brandy Derrick 
 
[See 3.4 Derrick for Growth Ideas.] 
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Click Here to Return to Index 

 

 

3.5 Expert Panel for Masterminds 
MonsterMind Group Panel: Brandy Derrick, Jocelyn Maynes, Rachel LaMantia, and Ben 
Day 
 
[See 3.5 Expert MM Panel for Growth Ideas. Q&A comments below.] 
 
 

Q&A 
 
 
Q: Is there a magic number for the number of people to have in your MasterMind? 
 
A: It’s more of a range of more than 3, and less than 8 people. 
 
 
Q: What method do you use to determine the right type of people? 
 
A: The members were all at about the same level and wanted to grow. Brandy wanted to have 

some men in the group, and not all women. There was another person who was in the 
group, but he wasn’t committed, so was not invited to future meetings.  

 
 
 
Q: What time limit do you have so you don’t get too chatty? 
 
A: It’s a two-hour meeting. The first 30 minutes are used to share WINS. Then 10 minutes each 

to talk about our CHALLENGE. This can be one or more challenges, but it has to be within 
the time limit – 10 minutes to shine. The group is intentional about the meeting.  

 
 
 
Q: How do you take people out of the group that are not a good fit with the group? 
 
A: Let the person know it is not a right fit for them to be a part of the group. They had thought 

about disbanding the group, and then later reforming without the person that wasn’t a right 
fit.  
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Q: How do you keep track of each person’s accountability before the next meeting? 
 
A: Rachel was writing down all the accountability items at first, but it was annoying, so they 

decided to write them down themselves in a Facebook group they created so each person 
could write down their accountability statement.  

 
 
 
Q: If you have a husband-wife team, do you invite the spouse or got separately? 
 
A: I would say to have it separate, because what if it is your spouse is the person you want to 

talk about in the group. 
 
 
 
Q: What is the vetting process to invite someone else into the group? 
 
A: It’s more about having someone that fits the group dynamics. 
 
 
 
 
Q: Is it important meet in-person, other than virtually? 
 
A: They both have value. You get out of it what you put into it. When you’re virtual, you have 

to be committed to looking at your Zoom.  
 The temptation with physical masterminds, is that anyone can show up.  
 
 
 
Q: You said you each get 10 minutes for your challenge. Do you break that time down, so like 

one person shares their challenge do the other four share your knowledge, or is the 10 
minutes of talk open? 

 
A: It’s open. We start with the Challenge question. This is your 10 minutes to shine. Sometimes 

it’s one big thing, and sometimes it’s 5 small things.  
 Keep your questions as concise as you can. There will be follow-up questions, so you want 

to make sure there is time to get solutions to your challenge. 
 You have to be prepared with the Challenge question before the MasterMind meeting.  
 
 
Click Here to Return to Index 
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3.6 Expert Panel: Ask Me Anything – Tyler Otto, Melissa Honan, Brooke 
Swan, Bob Dye, Ben Day & Ben Robinson 
 

 

Q&A 
 

 
Q: What is the most successful team pool that you can recommend? 
 
 
A: Honan: People in this room for sure. I had a 0% success rate hiring outside of  Bookkeeper 

Launch.  
 
Ben: Last year Melissa and I were doing the same thing – looking for people to hire in our 

business.  
 
 
 
 
Q: How do you organize tasks to your team members? Like is it by the type of task or is it by 

client etc. What have you found works best? 
 
 
A: Honan: Our process is set up to have specialists for a task or a role. So there will be multiple 

people working with each individual client, like there isn't just a bookkeeper that also does 
the account management. We basically have bookkeeping specialists that are going to do 
your basic bookkeeping, your categorization, your reconciliation, payroll, journal entries, 
and then they are, you know, doing a self-QC process. 

 
Robinson: 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. The next person puts on the shocks and the wheels, and the next person puts 
in the engine, and it goes all the way down the line with different stations till finally at the 
end there's somebody doing QC before it rolls out onto the lot. And then they ship it off. So 
think of your business like that. Don’t hire for the client, hire for the task.  
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Q: What do you think your day in your life would look like in 10 years from now? 
 
 
A: Day: The plan is to exit. 
 
Dye: Sell the business or pass it on to one of my kids. I’m going to exit out and enjoy the 

Mediterranean.  
 
Swan: Want to do things along the line of helping this community. 
 
Honan: I don’t want it to be different. I’m happy where I am. 
 
Otto: I want to  
 
 
 
 
Q: What is your best advice for doing industry events? 
 
 
A: Honan: Spend as little as possible on them to determine which give a better ROI. Just go and 

be that person that wants to know people in your industry. If you are going to have a booth, 
be as unique and creative as possible. Focus on building relationships.  

 
Day: Goes to learn more about the industry and build relationships.  
 
 
 
 
Q: I spend a lot of time on my personal development stuff. How do you do that? 
 
 
A: Otto: I read a lot and listen to a podcast or a book. You have to find the content that gives 

stuff to you. Be hungry. 
 
Swan: I love PD. I have worked with a business coach for a year. It gives you different 

perspective  to look at things you never would  on your own.  
 
Dye: I watch and listen to everything Ben Robinson puts out. I listen to podcasts and audible 

books. If you can find 1-2 people you network with and learn from each other.  
 
Day: You can only grow as much as you grow personally. I’ve been pushing myself in new 

interests and hobbies, and new relationships.  
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Q: How many of you are in mastermind groups? 
 
 
A: [Only Ben Robinson and Ben Day raised their hands. Brooke shook her hand slightly.] 
Melissa: I surround myself with people who have the same goals.  
 
 
 
 
Q: Did you have those moments where you had to overcome not getting there some day, or 

have you always been ballers? 
 
 
A: Otto: It doesn’t ever go away. Ben said it earlier, when you’re backs against the wall, you’ll 

do some amazing things.  
 
Honan: I do have still have fears sometimes. I always knew I’d be successful. It’s a mindset 

thing. If I have moments of doubt, my team will tell me, “Just shut up, it’ll be over.” 
 
Brooke: If you would have told me I would be up here on stage, when I started four years ago, 

I would have thought you were smoking mushrooms.  
 
Day: It’s not a competition, it’s your business. The key for really explosive growth, you could 

figure that out. But what’s more manageable on your soul is to wake up and see what you 
can do to grow by 1% each year.  

 
Dye: I was scared to death every day. It’s just showing up every day and pressing forward, and 

things start to happen. That fear never ends, but just stick with it and set your goal. 
 
Honan: Ben recommended a book about working backwards that helped, called Working 

Backwards: Insights, Stories, and Secrets from Inside Amazon, by Colin Bryar and Bill Carr. 
 
 
 
 
Q: Do any of you have experience acquiring other bookkeeping businesses, because that is 

part of my strategy? 
 
 
A: Robinson: Don’t do it. I’ve tried it twice and went over like a fart in a bathtub. It was the 

biggest mistake ever. Bookkeeping & accounting businesses are going for 2x to 4x EBITDA.  
 
 
 
 
Q: I’ve heard a lot of ideas to do. How do you have the time to do the basic work and also work 

ON your business? How do you get it all done? 
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A: Swan: I’m very strategic about how I plan my tasks. It’s very intentional. like I mentioned 

like we have a four day work week prefer and so the first two days in my week i front load 
those are like my TAs days. Those are my focus days that is like my get shit done the days. 
And so I don't plan anything else around that unless it's like a meeting like a gym or 
whatever it is that I want to do. Wednesdays Thursdays those are my meeting days and it's 
consistent every week. I also pre plan like I do this before I look at my next week's meeting 
look at what my next week's tasks, I compare them I'm basically like in my tasks and my 
task management with my calendar and I move things around to the way that I want that 
week to be so like if I want to take a Tuesday morning off to go run a mile which I wouldn't 
if I did. I would basically plan it around I even pre planned things that I wanted to do and 
the time that I'm going to take or the time that I'm working from the business, whatever. 
Like I want to do that with my current goal  

 Subscribe to Biola bookkeeping podcast because management done that for you  
 
Day: I have an app for you: UseMotion.com https://www.usemotion.com/ 
 It let’s you plug in whatever tasks you need done. It has a scheduling capability. I have firm 

time when I work on my business and does not move, and then I’ve got tasks loaded in as 
well that the app will move around depending on their importance and whether or not I get 
them done.  

 
 

Click Here to Return to Index 

 

 

3.7 Fulfilling Your Vision for the Future – Ben Robinson 
 

[See 3.7 Robinson for Growth Ideas. Additional notes are below.] 
 

 

Potential Project Analyzer 
 
This is a little system that I came up with to prioritize your ideas.  
 
Step 1: List out all the different ideas that you have. You can see below, the Potential 
Project column has as examples, “Setup Affiliate Program, Record Video for YouTube, and 
Send 50 Videos on LinkedIn.”  
 
Step 2: List a category for your idea. For example, all 3 ideas are listed as MKT for 
Marketing.  

https://www.usemotion.com/
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Step 3: Score your ideas. The next 4 columns are really important to score your idea. I use a 
1, 2, 3 system to evaluate the idea under Priority (best one), Ease (easiest idea to implement), 
and Earning Potential (the highest amount of earning). It’s like golf, where you’re trying to get 
the lowest score, so a 1 = the highest score in Priority, Ease, or Earning Potential.  
 

Step 3.1: Score Priority first. List all the Potential Projects first and then look at it 
holistically to give each one a 1-3 score under Priority. If you gave “1” all the ideas, you did 
it wrong. If you have a list of 30 different ideas, there should probably be only 3 that score 
“1” as Priority, or about 10%. The rest under Priority should be “2” or “3.” Eliminate those 
that score a “3.” In the example below, “Send 50 Videos on LinkedIn” would be ranked as a 
“1” and is the highest priority of the three listed.  
 
Step 3.2: Score Ease for each idea. In Ease, my criteria is: 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, and you 
could make all the money that you want. Also, “Send 50 Videos on LinkedIn” would have a 
high earning potential; whereas, “Record Video on YouTube” might be difficult to rate, so it 
gets a “3.”  
 
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 on top, and it 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.  
 
 
Spreadsheet example 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. 

 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        
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7        

 

 
 
The second thing I want you to do is connect with people you’ve meet here.  
 
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 hope to see you next year at BKX 2023 in a lovely Dallas Fort Worth. So I want to just 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. I can't wait to see you 
2023. Thank you all.  
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