
© 2022 Digital Bookkeeper Association 

 

Zapier Basics with James Rose 

Ben: Okay. So, Jimmy is the co-founder of Content Snare. I know a lot of you know 
about that, but this is a software platform that helps professionals like 
bookkeeping professionals, accounting professionals, collect content and files 
from clients. He was once an automation engineer. His new priority is to help 
business owners regain their lives, be more productive and get more done in less 
time. I think I could use a little bit of that. So, I would love to welcome to Meet 
and Greet 2022, Jimmy Rose. How are you today? 

James: I am very good, sir. How about yourself? 

Ben: Awesome. Awesome. I don't know about the sir over here on my part, but what 
I'm going to do is that I'm going to make you host. You can turn your camera on 
and you can take control. 

James: Oh, now I can. All right, good. There we go. It is bright and early for me here. So 
please forgive me if my brain isn't fully functional yet. And I'm a bit slow on some 
things. 

Ben: No worries. Where are you located? 

James: I'm in Brisbane, Australia. 

Ben: Okay. All right. Great. Well, I was going to say New Jersey with the accent, but 
okay. We'll go with... That's a reference to Dumb and Dumber. Anyway, I'm going 
to shut up and I'm going to let you talk. 

James: Of course, it is. Yeah, I didn't know that, because every time I say it from 
Australia, there's usually some kind of gift or something from the right Dumb and 
Dumber that gets sent. You think I'd know that by now. I'm overdue for a 
rewatch. 

Ben: Absolutely. Take it away, sir. 

James: Awesome. Will do. Okay. Just give me a sec. I'll get my slideshow started. Now 
for those who don't know, I'm from Content Snare, which is our software 
product used by bookkeepers to collect information from clients. So, for 
onboarding and multi queries and DBA stuff. But that is not actually what I'm 
going to be talking about today. I'm going to talk about automation, because this 
is one of my favorite topics ever. Hopefully you guys can see my screen there. 
I'm not sure if there's a way I can get confirmation. 
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Ben: Yes. We can. And by the way, if there are questions, you don't have to watch the 
questions or chat or anything. I'll tell care of that and moderate. You just focus 
on that and we can see your screen. So, you're good to go. 

James: That's nice, Ben. All right. Cool. So, all right. So, like my sort of side business on 
the side of Content Snare is teaching people how to automate their business. 
Because years ago, I kind of hit a breaking point in my business. Actually, I don't 
really need this, the screen show yet, but yeah, when I was running my digital 
agency, so not a bookkeeping agency, but I'm sure you guys have the same 
issues where you can just feel completely burned out and overwhelmed and it 
can start encroaching on your personal life as well. Like I remember sitting at a 
friend's house during a weekday because my friend had a day off and we all 
decided to go to my friend's house. And we were like, I was just sitting there 
checking emails all day like, and I had this weird feeling in the back of my head 
that I just couldn't actually take a day off, even though that was the entire 
reason I got into business in the first place. 

James: And this is around the time where I realized something had to change. And that's 
when I dove sort of head first into learning how to automate. Now, automation 
can be a scary topic to many people. In fact, when I surveyed my audience for 
my personal blog and automation stuff, 80% of responses were some level of, I 
don't know where to start, I don't know what's possible, something like this. So 
that's what this presentation is about. If you've automated a bunch of stuff with 
Zapier, it might be a little bit low level for you. You might get a few ideas out of it 
at the same time. But if you think automation's scary or you haven't done 
anything before, hopefully, all I really want, the main goal of this is just to... Like 
hopefully you guys will then jump into Zapier or one of these automation tools 
and actually just get going and experience what it's like to automate stuff. 
Because it was absolutely transformational for my business and more 
importantly, my head space. Knowing that things are happening without me 
being there, just automatically is very, very nice. 

James: All right. So now I will screen share. So, and that might sound a bit over the top 
there, saving a hundred hours a month with automation, but yeah, I'll get into 
this. I've actually done the maths on how much I save and it's well over a 
hundred hours. So, it's not even... No lie, no exaggeration. All right. So, what I'm 
going to cover is why you're going to automate, which is kind of what I've kind of 
talked about already there, how it works, what you should automate and a little 
side note here for you and your clients. Now, I'm not going to dig too much into 
this in this presentation, but I know many... Like, I've seen bookkeepers and 
accountants that are actually starting to dive into setting up no code and 
automation for their clients. And I've seen people talking about this as being 
another service for bookkeepers. 
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James: So just consider that. I don't know, like that's not going to apply to everyone and 
it's not exactly like a specialized thing to do. If you're doing bookkeeping, it might 
not seem a logical jump to start actually setting up automations for your clients, 
but I can tell you when you do it, you'll blow their mind and can be a really good 
way to stand out. I was honestly surprised when I heard that this is becoming a 
thing that some accountants and bookkeepers are doing, because I didn't see 
how it was related. But you guys are often dealing with a lot of products that, 
different software products that you might have set up for your clients, like 
getting QuickBooks to talk to other things or Xero. So, I can see how that relates 
now. 

James: And we'll also go into a bunch of cool examples because I think examples are the 
easiest way to really understand what's possible in automation. Alrighty. So, let's 
talk about why you should automate, on top of the kind of story I already shared. 
The main thing to me is it gives you the ability to scale your business beyond. 
Especially if it's just you or your team's only small like it is for us, when you can 
save a hundred hours a month, obviously don't expect you're going to be saving 
a hundred hours a month tomorrow. That takes a while to get to that point. But 
that's almost a whole team. It's a whole human. 120 hours a month I think is a 
normal work month. So, the scale you can get with automation's crazy. It enables 
you to stay focused because you can actually start working on things that... You 
don't have to worry about all these things that are being automated, that were 
like menial, rubbish tasks that you didn't want to do and now you don't have to 
do them once they're automated. 

James: Another big one is reducing human error. So, if you're working with an assistant 
or you are moving the same data between multiple platforms, it's inevitable that 
someone's going to make mistakes, because that's just what humans do. 
Computers tend not to make mistakes. Generally, if they make mistakes, it's 
because a human told them to do something wrong. So yeah, it is a huge benefit 
for me as well because you don't have to go back fix things or you don't look silly 
when you send the wrong thing to a client sometimes. And mostly my favorite 
one by far is actually the feeling you get when you successfully automate 
something. Like, I've been doing this for, geez, it must be eight years at this point 
with tools like Zapier and every time I'm still like fist bumping and super happy. 
And I feel like a damn wizard every time I create an automation that works and I 
see it in action. And of course, if you're going to do this for clients, you get to 
look like a wizard to your clients as well. 

James: Now, a big, I guess reservation or pushback I get on automation because it can 
take a while to set up automations for the first time. Like, if you want to 
integrate two products, it could take, let's say an hour of your time, right? So 
that's what we're looking at on this graph here. And it's like, "Well, that task only 
takes me five minutes a week. Why would I automate something that can take 
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five minutes a week and use like an hour or two to do it?" Well, this kind of 
graph shows how it works. So, if we're saving five minutes a week, after 12 
weeks, we've paid off that initial 60 minutes or hour, right? And after that, it's 
five minutes free time each week. 

James: Now, that doesn't sound like a lot. I know. But if you do this lots and lots of 
times, you get to the point I'm at. And this screenshot is geez, probably a year 
old at this point. I need to redo it. And every time I log in, I'm not near the end of 
the month. So, it's not showing how many tasks I've used, but based on this logic 
here, because it was around 10,000 tasks a month that I was running in Zapier. 
So Zapier is the automation product you're going to learn a little bit about today. 
And it's saying I've automated 10,000 things for you this month. And if you 
average that at about 30 seconds per task, let's say, and I think that's being 
conservative, it comes out at over a hundred hours of stuff that I didn't have to 
do that month. So, starts out as five minutes a week. Seems ridiculous. Why 
would I do that? Eventually it's over a hundred hours a month. And you multiply 
this across your business. If you can automate something a lot of people on your 
team are doing, the time savings are just insane. 

James: So, let's look at how automation works. There are a lot of different automation 
tools out there. I would say these two are the main ones Zapier and Integromat. I 
would recommend starting with Zapier. I'm not going to dig too much into 
Integromat today. I'm just going to show you kind of what it looks like compared 
to Zapier. It's a lot more advanced. It's more powerful, but more advanced at the 
same time. and I would suggest cutting your teeth on Zapier, if you haven't yet. If 
you've used Zapier before and if comfortable with it, I would recommend digging 
into Integromat. Parts of it feel very like developery, like the UI, the user 
interface makes... It feels like it was built by a developer, even though it's a no-
code tool, but the power in it is just crazy. So yeah, start with Zapier if you're just 
starting out. 

James: So, let's have a look at how it works with Zapier. How automation works. This is a 
screenshot of a really basic workflow in Zapier. And I mean, I can walk you 
through some in my account later if that's of interest, but they've actually 
changed the wording in this, in Zapier and it really annoys me. So, you can see 
that here it says, when this happens, and this is the trigger, do this. This is the 
action. This is what they've changed the wording of. And it annoys me because I 
think this is just so perfect. This was perfect when they had this in the user 
interface, because it describes exactly how a trigger and action works. When this 
happens, do this thing. 

James: So, this could be anything in your business. Like when, in this case, it's when 
someone fills out my contact form, I'm going to add them to my CRM. You can 
swap out tools. You don't have to be using Typeform or ActiveCampaign. You 
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might be using, I don't know, SurveyMonkey and maybe you're using QuickBooks 
or like Zero or something as your CRM. Maybe you're using HubSpot. You can 
push contacts from one system into another system. You could say when they 
come into my CRM, push them into QBO or Zero. 

James: So, then we can get a little bit more advanced as well. So, it's still quite linear in 
Zapier, that's like the Zapier Zaps, Zap is what they call a workflow. They're all 
still always basically linear. There is one way to kind of make them fork off into 
different workflows, but for the most part they're always linear. And so, we're 
just kind of expanding on that last one. So yeah, when the contact form's 
submitted, we're going to put the person in our CRM. And if they're a new client 
and we can tell that based on what ActiveCampaign says, it'll be like, "Oh yep. 
This was a new contact." Because we created one. If we updated one, we know 
they're an old client. 

James: So, we can say, if they're a new client, we're going to put them in our 
spreadsheet of clients or we're going to add them to QBO. So, you obviously 
don't want to try and add the same person again into QBO. I don't know how 
QuickBooks deals with it if you try to add the same person twice, but I know Zero 
doesn't like it very much. So, we might say only if it's a new client, we add them 
to Zero or QBO. 

James: Now, this is pretty much all the Integromat stuff I'm going to show you today. I 
just want to show you how it looks. So, it's the same kind of process, but this is 
what it looks like when you're building an automation in Integromat. So, in this 
case, an RSS feed is basically watching our blog. So, saying when there's a new 
post on our blog, we're going to put it in Airtable, which is a spreadsheet style 
tool, right? So, imagine this is just saying, when there's new posts on our blog, I'll 
put it in a spreadsheet. So that's creating a content library for everything on our 
website. So, we get the link and the title and the date and it's all there. So, when 
we're referring to posts, we want to send posts to someone, we don't have to 
like dig through log. It's all there in a spreadsheet, like a searchable spreadsheet 
to find links. 

James: So that's just another cool example, but that's what it looks like in Integromat. In 
Integromat, you can get pretty cool with your forking. So, this is just a... I'm not 
going to walk through what this is. I just kind of want to show you that as a 
workflow goes through, you can have like a decision point and then do this or 
this based on the condition. Like, what happened previously, you could decide to 
go down this path or this path. And in Integromat, you can get absolutely insane. 
So, I'm not walking through this, don't freak out. This is way too much if you are 
new to automation, this one's way too much. But it's a lot of decision trees. It's 
like, this part here is pulling multiple rows from a spreadsheet and like making a 
calculation based on all of those rows. And then based on the results, it might go 
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down this path or this path. And then here, we're making another decision or we 
might go down this path or this path or both, you can actually get it to go down 
both in some situation. 

James: So, this was an automation that I built for a client when I was still doing 
implementations that basically ran half his business and absolutely blew his mind 
that this was possible. I don't expect you to be here tomorrow, but just know 
that this is where he could end up building crazy, crazy powerful automations for 
your business. Now, the main thing that everyone asks is what to automate. 
Where do I start? So, the way I view automation is kind of like a snowball, right? 
Like, when you first start out, you're going to have this tiny little snowball, you 
know it's possible to connect things together, but you don't even know what 
apps to use, right? And as this builds over time, it'll get bigger and bigger. 
Basically, what I'm trying to say is you have to be in there building things over 
time, trying to automate things, learning what's possible, and eventually, you'll 
just be like, "Oh, there's this thing I want to do. I could probably automate that." 
And you'll jump into Zapier and give it a go or Integromat. 

James: So yeah, just bear in mind that throughout most of this presentation, you're 
going to have this little snowball and over time, you're going to just be able to do 
more and more. So, the first place to start to build your little snowball, in fact, 
I'm going to just do this straight on the Zapier website if I can. Let's go to this 
one. So, this is the Zapier website. Basically, just come through here to explore. 
And these are a few different ways. Like, you could explore Zapier by job role. 
Straight up, there's accountant there. I don't know, there's no bookkeeper, but 
this is on the fly. So, let's see how this goes. So, I'm going to click accountants 
and it's going to give you some examples here. So, we explore more. It's adding, I 
mean, sharing content across social media. 

James: So that applies to pretty much any business. New orders to my accounting app. 
Okay. I guess that makes sense. I guess this is a job role rather than an 
accounting business, but they create QuickBooks online customers every time a 
Stripe charge happens. So, you can basically click these and these will take you 
into Zapier. Let's give this a go. Oh yeah. It's giving you an overview of what it 
might look like. And then you can click try, and it'll actually go straight into your 
Zapier account, assuming you've already got one and it'll give you this template 
ready to go. 

James: Wow. It's all working, which is crazy, right? You're not supposed to do tech on a 
live presentation, but yeah. And then you could like... You can come in here and 
connect your Stripe account to your QuickBooks account, and you've got that 
automation ready to go. So, if I jump back, that's one way. That was exploring by 
job role. You can also get a popular ways to use Zapier which... There you go. 
That one's not working. Oh, I'm on that page. That's why. Yeah. So, this is kind of 
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just giving you an overview of ideas. So, these are just popular things that people 
might do and you can explore job roles, but my favorite way to use it is actually 
go to apps that work with Zapier. This is pretty much where I always recommend 
people go because you know what apps you're using, right? 

James: So, if you're searching QuickBooks, you type in QuickBooks. And you'll come to 
the page, like the QuickBooks page and you can now pick some apps, like if you 
are using like Airtable or like... Yeah. So, I don't know how many of you're 
familiar with Airtable, but if you're using QuickBooks and Airtable, now this is 
going to give us examples of QuickBooks integrations with Airtable and you can 
change what the workflow is, and then you can automatically create that 
workflow there. So, without having to create it from scratch. Now, there was 
another page here that I feel like they've changed on me. Let me have another 
quick look. Where's it gone? This one. So, this is back on the popular ways to 
work with Zapier screen. I like this one, because you can kind of tick off the apps 
you're using. Like, you can put a whole bunch together. 

James: So, if you are using QuickBooks and say Google Spreadsheets, and like you are 
using ActiveCampaign as your CRM, you can just start like turning them on. So, if 
I'd clear that search, you can see that they're like toggled on now. And if you go 
down, it'll just give you a bunch of ideas using those specific apps, right? So, I 
don't know why that's included Typeform there, but yeah, it's generally going to 
give you ideas using those apps you're already using. So that's another good way 
to explore. But back on the apps page, right? So, what I like about this, so you 
just search for an app you're already using, whatever your CRM is, whatever your 
accounting software is. I'm just going to look at the app profile for Google 
Sheets. The bit that I really like here, and I tell people to check out is right down 
the bottom and it's the supported triggers and actions. 

James: And now these are basically the building blocks of workflows. So, if you look at 
the triggers, remember before we were looking at automation, it's when this 
happens, do this. So, when this happens is a trigger. So, you can see here some 
of the stuff we can do. So, we've got a new spreadsheet row. So, we could 
trigger a workflow when a new row is added to a spreadsheet, we could trigger 
when there's a new worksheet, when we create an entirely new spreadsheet, 
these kinds of things, right? And if you go over to actions, you can see what we 
can do. So, we can copy existing sheets, we can create new rows, we can update 
a row. So that would mean like you actually find an existing row in there using 
some kind of search function and then update that information, right? So, all of 
these things are actions in your workflows. So why I like to do this. Because you 
can go and do this, come to this exact page for any of the apps that you're using 
and get an idea of what building blocks are available. 
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James: Because once you've done that, I can skip over all this stuff now. Yeah, you might 
have a list like this, right? So sorry, a sec. Give me a sec. All right, there we go. 
I've just taken a screenshot. There's no way to do this exactly in Zapier where 
you can see them side by side like this, but now we've got a bunch of triggers 
here. So, these ones are from Slack. So, it's saying, when someone mentions me 
in a channel, if you're using like Microsoft Teams or some other product, it's 
going to look a little bit different. But you can see some of our triggers here and 
some of our actions for Google Sheets. And if you know these things on both 
sides, you can start building up ideas. So here we could say, when there's a new 
reaction added to a message in our chat app, in this case, Slack, we're going to 
create a spreadsheet row. 

James: So that might look like this. So, if we put a bug reaction on a message in Slack, 
we're going to add that to the spreadsheet. So, here's a message in Slack. If you 
put the bug emoji on it, that will go and add this message, and you could 
optionally say who the message is from. We could say the text in there, what 
time it was. All that information comes into Zapier and you can push that straight 
into a spreadsheet. Now, that's a very random example. Might not be too 
relevant to what you are doing, you probably don't care about bugs, like a 
software bug or something, but this can apply to anything. 

James: So, you could have this as like a star or something. And if you put a star emoji or 
any other emoji on that message, you create a task from that in your to-do list, 
right? So instead of having to remember, like if someone says something in your 
team chat and you're like, "Oh man, I got to remember to do that." Hit a little 
button on that, like put a star on it, whatever it is, you can go with a bug. It 
doesn't matter. And it'll automatically push that across in your to-do list. So, you 
don't forget to do it, right? So that's just the kind of system that can save you 
time and stop you forgetting things. 

James: So now you've seen a little bit more, your snowball's building, right? And that's 
what this is going to be like. I don't expect you to actually be able to go out and 
automate everything tomorrow, like I've already said. However, your knowledge 
is already going to be starting to build up. And hopefully you're starting to 
connect some dots already about items you can maybe automate in your 
business and you can go and investigate after this. Now, continuing on from 
what to automate, because that was just a way to get ideas using the apps you 
are already using. Because if you're just going to sit down and go, "Okay, what 
am I going to automate in my business?" That's really hard. Like, where would 
you even start? So here are a few frameworks to think about. 

James: So, things you need to do. Firstly, learn what's possible. So, I would explore a few 
apps like we just went into and then take notes during your day about, is it 
something you're doing over and over? Is it a task you don't like doing? These 
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kinds of things. Write them down on an automation wishlist or a spreadsheet or 
something like that, and then you can go through later and actually explore if 
those things are possible. And even better actually, just give me a sec. Yeah. So, 
like, just basically as you're going through, like if you are... Nevermind, I'll move 
on. The last step, one of my favorite things that all my best clients that I've ever 
had with automation have come to me with... Like, when they come to me with 
a flow chart, it blows my mind because they're already so far ahead. 

James: So, I would recommend if you can, if you've got a process in your business, draw 
it as flow chart. I think this tool, you can see in the screenshot, I'm pretty sure 
that's Whimsical, and that's great tool. Miro is another good one, M-I-R-O These 
are really simple tools to create flow charts if you don't like pen and paper like 
me. So, if you can create little flow charts, these are where you get some of your 
ideas of what's possible to automate. And now I'm going to dig into a few of 
these categories, right? So, as you're writing things down, as you're planning 
things with flow charts, these are some of the categories to think about, general 
awesome categories to automate. 

James: So, things that are repetitive, double handling, which is kind of part of repetitive. 
Things that require excessive email and things you forget. These are some of my 
favorite categories. So repetitive tasks by far are the main category for 
automation. Almost every business has repetitive tasks. Normally business 
owners just try to hire more people to do those tasks, but there can be a few 
problems with that. Like it can be costly and human error, all that kind of stuff 
that we talked about before. And I mean not many people are going to get at job 
satisfaction from repetitive tasks. So, a few ideas here, examples I mean. 

James: So, if you have to add contacts to multiple systems, so if someone comes into 
your business for the first time, you might have to put them into QuickBooks, 
CRM, maybe an invoicing tool, sorry, a proposal tool, something like that. You 
got to add this person to multiple places. So that's very repetitive. Kind of that 
part of setting up new clients, but with new clients, you might also be setting 
them up in like a folder structure in Google Drive or Dropbox, one of these tools. 
Yeah. There might be a whole lot of stuff you've got to go through in different 
apps to set up new clients. Sending the same or similar email to lots of people. 
Like a welcome email to a client, for example, that could be a very repetitive 
task. Chasing payments. I mean, everyone's been there. So, these are all just 
repetitive. This is examples of repetitive tasks to take note of as you go through 
your day. 

James: And double handling, very similar to repetitive tasks. So, creating that client in 
multiple systems is obviously double handling as well as repetitive tasks. But 
some other examples are like social media posts. So, a lot of people reuse the 
same kind of content across multiple platforms. So that's double handling. We 
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talked about the contact information. And tracking events. So, this is a bit more 
of a complex topic, but think of an event as just something happening in your 
business. So, it could be like a client making a payment or someone filling out a 
contact form. So, this is like an event where you might want to mark that client 
as having paid for this month or paid for this service. You want to actually mark 
that off in your CRM or something like that. So that's what I mean by event 
tracking. 

James: I just saw someone ask about getting the copy of the slides and I believe they will 
be shared. It's up to Ben, I guess. But yeah, I'm very happy to share them. 
Category three is excessive email. Now, email is one of the biggest productivity 
killers around. To me, inbox clutter is not only a killer of productivity, but it sort 
of gets into my ahead as well. I don't know if you guys are the same, but... So, 
like I'm really big on zero inbox. And so, if your inbox is messy and there's a lot of 
stuff in there that probably shouldn't be there, it's a really great opportunity for 
automation. 

James: So really, I mean, booking meetings, that's just a classic one. For me, at this 
point, when people go back and forth trying to find a time to do something, 
that's almost... I've seen in some industries, I don't know how it is in 
bookkeeping, but some people seem to think booking links are like impersonal, 
but to me, what's way more impersonal is going back and forth booking, like 
trying to line up a time across a couple of time zones and, "Do you have these 
times available?" "No." "Oh no. Sorry. Well, how about these times?" And it's 
just like so much less good for everyone involved. So, to me, I think it's a better 
use of everyone's time to use a booking link like Calendly or any of these tools 
that allow you to book times with people. So, if you're not using one of those, I 
would start on that straight away. 

James: So, notifications and alerts. A lot of people use email as a notification center. 
And to me that's just really bad use of email real estate. So, anything that you're 
getting notifications for, I prefer to push into like a channel in Slack. All of these 
can be a channel. So, when you... Website downtime, I don't know. That might 
not be so relevant for you guys because hopefully your tech person's sorting that 
out. Or if you are handling your website, then yeah. You could set up like a tool 
like Downtime Monitor. Oh geez. I have to remember their names now. I use one 
called StatusCake and it can alert me into Slack when the website goes down, I 
know within like five minutes, which is nice. Like social media mentions, for 
example, you don't want comments and things coming into your email and 
clogging that up. 

James: Payments from client, you can push those into a dedicated channel in Slack like 
we do. So, every time someone signs up for Content Snare, we have like a little 
party emoji and it says like, ooh, someone signed up for a plan. And that's all in, 
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like one channel. So, it's not in the email, but we still get that notification. We 
still feel good. Whatever. The team can see it, everybody could see it. It's kind of 
cool, little motivation thing. 

James: And client feedback. If you've got a form or something or you've got a review 
system that people leaving reviews on, you can... I mean, if it's low volume, it 
probably doesn't matter too much, but we actually have a little survey that 
people can answer in our product where they're giving us a score from like one 
to 10, how likely they are to refer Content Snare to someone else. So, we feed 
that into a channel. And everyone on the team can see it. So, it's out of our 
emails and everyone can see it in one spot. You can easily scroll through all the 
feedback you've got; you can scroll through all the payments you've got. That's 
why I think notifications are a great opportunity for automation. 

James: Collecting information from clients. No one likes going backwards and forwards 
via email. So, you would do... This is not really Zapier a thing. I mean, it kind of is, 
you'll see an example in a minute of how you could use Zapier with Content 
Snare specifically. But when you are collecting information for clients, you need 
a system for it because sending a big list via email and having them reply with 
like two things out of the hundred that you asked for, and then having to go 
back, it's like, no one's idea of a good time. 

James: So, use online forms tools, doesn't have to be Content Snare. I don't care what 
you use. Just put a system in place here. So, you could use a forms tool like 
Typeform for a basic quote form on your website or something. Yeah. Or like 
Content Snare or similar for collecting information. And client requests. This is a 
big one, especially for you guys. Any kind of system where you can get client 
requests out of your email, to me, is a huge win. So maybe it depends how your 
business operates. You might want to have a generic email at address, like 
help@yourdomain.com, which clients are supposed to email when they need 
help. Or you maybe... So, there are these unified inbox products like Front app, 
frontapp.com. Well, I think they actually got the front.com. Yeah. I think, if you 
guys are probably familiar with carbon, which they've got that kind of system 
where all the emails come into like a unified area, which becomes a way for you 
to delegate. 

James: So, what this allows you to do then is push those emails to other people in the 
business, or at least if they're things you don't need to do right away, you can 
create a task from them and get them out of your system. It was out of your 
inbox, sorry. And into like the system that when at the time comes to do that 
work, you will, rather than having it sit in your inbox. Now, another way you can 
do that, if you don't want to use a third-party tool for this, like if you don't want 
to use one of these unified inbox products, you can use a Gmail trigger. So, you 
could say like, if a certain keyword's coming on Gmail, you can do this with most 
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email, products like Microsoft on as well. If it matches a certain criterion or if it's 
from a certain person, you might want to push that into your unified inbox 
product. 

James: So, Gmail triggers are really handy in Zapier. And the last category, which is 
actually my favorite, because no one really thinks about it. It's just stuff you 
forget to do. So, like following up on emails is a big one. Like I use a really cool 
product called FollowUpThen that automatically reminds me when... Like I can 
say, when I send an email, say like, threedays@followupthen.com and if they 
don't reply, it bounces back to me three days later. So, it's so easy to forget to 
follow up with people. So, any kind of system for following up. Team check-ins. 
So, like I'm really bad at just kind of getting head down and stuck in my own 
work and sort of forgetting about... Like, I can go three days and be like, "Oh 
geez, I didn't even say hello to anyone." Because again, we're an online business. 

James: So, I actually fixed these kinds of things by putting in notifications with tools like 
Zapier or you can even do this built into Slack now. Yeah. You can actually tell it 
to remind me to do something at four o'clock every day or something. For me, 
it's like check out. Say I'm leaving or like say put a message in. Or in the morning 
when I first come in for the day, like check in because I'll just get stuck into stuff 
and I kind of forget. So, I know this is a limitation or a weak point of mind, so I've 
created notifications to make myself remind to check in with the team, see what 
they're doing, how was their weekend, that kind of stuff. It makes me sound like 
a bad person, but I don't know. It's just guess the way my brain works. 

James: I've even got systems for making sure I catch up with my friends often enough 
sometimes. Like I use an Airtable to track like when the last time I saw my friends 
was, which I know, it's like super bad and probably nerdy, but it's just where it is 
in my brain. Project activity. So, I like to know what's going on in the business 
without going into my project management and like seeing what's ticked off and 
what's still outstanding, these kinds of things. 

James: So, I created automation that says every time a task is ticked off in Zapier, put it 
in a Digest. So, you'll see an example of this later, a Digest is a special app within 
Zapier that allows you to build a list of something. So, you could say every time a 
task is checked off, put it in this list. And at the end of the day, release that list, 
it's called release the digest and push it into my Slack or push it into my task 
manager. And I can see there all the, like in one list, all the things that were 
marked off that day. So, I know what's going on across the business, which is 
kind of cool. 

James: Social media monitoring. So, checking your brand mentions across Twitter. I 
think Zapier only supports Google Reddit, which I think they're retiring and 
Twitter. So, I don't think you can do brand mentioning across Facebook anymore, 
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which is unfortunate, but they don't really release that information to outside 
parties, which is, I guess, understandable. And yeah, meetings. If you forget 
meetings, like sometimes I do. So, I have systems for that now too, where I have 
like a 10-minute warning. Like I make sure I have warnings that come in like right 
in my face before meetings. I've got a thing that shows up a phone notification 
now that will push through, like it comes through as an alarm, like if my phone's 
on do not disturb or silent, it still comes up. And then you might even see that 
there's an Amazon, I don't want to say the trigger word, the echo behind me 
there. 

James: I use that to set alarms for one minute before the meeting to make sure that I 
don't forget, because I can literally go, 10 minutes before a meeting, my note 
goes off. Yeah, I'm not saying that, Amy. What was I going to say? Because I'll 
literally forget in that 10 minutes. I'll get back into whatever task I was doing and 
then miss a meeting. So again, a weak point of mind. So, I will have that go off 
behind me right before for the meeting. So hopefully by now, the snowball of 
knowledge is building a little bit more. Don't get crushed by it like this guy. But 
over time as you learn more and more and more, your knowledge is going to be 
like this snowball where you just start joining the dots automatically. You'd be 
like, "Oh, there's this thing I want to automate," or like, "There's this task that I 
hate doing." Or, "Oh, it would be nice to get notifications from this in my Slack. I 
wonder if that's possible." And then you'll just go and do it. You will get to this 
point. 

James: Now, this part of the talk is really just me going through lots and lots of 
examples. And this can go short or long. Ben, feel free to jump in at any point. 
Like, I'd be happy to go to Q&A. If people have questions at any point in this, so 
feel free to interrupt. And- 

Ben: Yeah. So, if you do have questions, please go ahead and put those in the Q&A 
section and we will come to those, but I'm excited to see these examples. And I 
have one to share from us because we love Zapier. We love it. So yeah, this is 
great. 

James: Yeah. I'd love to see your example. Do you want to do it now? Or should I go 
through this? 

Ben: No, you can go ahead and do your examples first. 

James: All right. Cool.  

Ben: Thanks. 
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James: So, I'll start with some marketing ideas. Now, some of these are going to be 
different, or just remember you can replace a lot of these tools with whatever 
you are using, right? So Thrivecart is just the tool I use to process payments for 
my Zapier course, in this example. So, what I'm saying is when there's a payment 
or a purchase for my course, filter to make sure it's only for my Zapier course. So 
other payments come through that system. So, I want to make sure this is only 
for my course. We create a Bonjoro, which I'll show you in a second, which is a 
really cool tool for sending personal video to clients. So, when a purchase 
happens, if it's a course, we're going to put them in Bonjoro and put them in my 
CRM. And that CRM will also automatically send a welcome email. And that kind 
of thing. 

James: ActiveCampaign has its own automations, which I'm not really digging into in this 
presentation, but ActiveCampaign, HubSpot, all these really good marketing 
automation platforms, you can build automations inside them as well to say like, 
if the client matches these conditions, send them this email, so birthdays or 
whatever. But Bonjoro, this is an old screenshot now, but this is the web version. 
There's also on mobile version. It's amazing, right? So, you could say, 
automatically push that client into Bonjoro, I'll get a notification on my phone, all 
I do is hit that notification, look at the phone, I've got the client's name or 
whatever there that you can put some information on it, hit record and you can 
send the 30 seconds or one minute welcome video. Like, "Hey, so awesome to 
have you on board, really excited to help you with Zapier," blah, blah, blah. 

James: You send them a personal little video and then you hit done and send. And 
Bonjoro and Zapier is taking care of all the automation around that video, right? 
So, all I had to do was 30 seconds to one minute, whereas this automation has 
automatically created that notification on my phone and then Bonjoro will 
automatically send it to the client. So, a lot of people think automation is not 
personalized. I like to think of this kind of thing as automation assisted 
personalization. So, you can still get super, super personal with people, send 
them videos and like, you could create a draft email here. That's a thank you 
email in Gmail or something. Like that's what this step could be. And then you go 
in and modify that to personalize it a little bit more, for example. You don't have 
to automate everything and make it impersonal. So welcoming customer is a 
good one. 

James: Identifying good leads. I love this one. So, there's a tool built into Zapier and it's 
the step three here. And it's called Lead Score by Zapier. Now, this, based on an 
email address can give view some information about a business. So, if you put in, 
like if one of you guys signs up for Content Snare, you will go through this 
automation. What it's saying is, because you'll get automatically added to 
ActiveCampaign, we allow sort of 30 minutes and then it'll do a quick look up 
and it... This one, the free version built into Zapier, it doesn't give you a lot of 
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information, but one of the things it does do is estimate the number of staff. And 
so, we can say, if it's more than like 20 staff, I think we've increased this a little 
bit now. But if it's a potentially big customer for us, I get like an instant 
notification. 

James: So, while they're setting up the product for the first time, I get a notification 
being like, "Giant company has signed up." And I've used that to close some 
pretty... Like, a top 10 airline signed up for our product. And when I got in there 
and messaged them, they actually wanted some help. It was like perfect timing, 
right? So, you can use this just to identify potentially really big customers that 
are coming through. So, if they sign up for a lead, sorry, like a lead magnet or 
your email list basically, when they come on your email list, you do this lead 
score lookup, and if they're of a certain size or from a certain country, you can 
take different actions. Now that's the built-in one in Zapier. 

James: So, it's kind of limited, but there's a tool called Clearbit, which is worth looking 
at, starts at about a hundred bucks a month. So, it's not like, I guess not cheap. 
That's relative, I guess. It's probably cheap to some people, but it gives you a lot 
more data points, like crazy amount of data points on people. It's almost scary 
how much it knows just from someone's email address, but it can help you make 
better decisions on converting leads into customers. This one's actually 
continued over the page. So, if I go to the next one, so what this is doing is 
basically saying if it's over 15 staff, so this is adding that to the Digest, so I lied. 
So, this isn't the one that's giving me a notification for large companies, but it 
looks exactly the same. 

James: Just here, you would say, if it's greater than like a hundred staff, send me a 
notification. This one is saying, if it's greater than 15 staff, put them in a list, 
which is that Digest I was talking about before. So that's building up a list over 
the course of the day and then dropping a list to Trello. And geez, I probably 
have one of those, sorry, I'm not using Trello anymore. I'm using ClickUp. But I 
would like to show you that, but this is recorded and probably have customer 
data in it. So, I still get that daily and then I go through that list and go, "Oh look, 
this like really cool company signed up." In fact, ... Actually, I probably shouldn't 
say who it was, but we had like a really prominent client sign up the other day 
and so then just by seeing them in the list, I reached out to them personally, 
which created like a cool little experience for them, right? So that's how you can 
use these kinds of automations. 

Ben: It was cracking out Dumb and D, wasn't it? 

James: Yeah, absolutely. Is this all right? I don't even know. 

Ben: Sorry. That's the American coming out in me. 
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James: Oh no, no. Honestly, it's great. 

Ben: It's funny. Our tech team and design team are in Australia. And so, we always are 
talking about that. Yeah. And he'll send me pictures of that. So just to kind- 

James: And they come back and say, "That's not a knife." 

Ben: This is a knife. Yeah. Okay. We'll let you continue on. 

James: Yeah. That's definitely the best quote from that movie, in my opinion. That's not 
a knife. So, follow ups, this isn't Zapier but this is the tool I was talking about 
before that I use called FollowUpThen. So yeah, it's as simple as like your BCC in 
email. So, if you CC it, it'll automatically follow up with the client. So, I don't 
often use that. I like to use BCC and it'll bounce that email back if they don't 
reply in X amount of days, like you could say onemonth@followupthen.com, or 
three days or 5:00 AM, whatever, don't do 5:00 AM. But you can have this 
automatically bounce emails back to you at certain points. And I love 
FollowUpThen because it's email client-agnostic. So, you can be using this with 
literally any email product, because the way it works is just with the BCC address. 
So, if you can BCC, then you can do it. 

James: So, a lot of these products that do the bounce back of emails won't work on 
mobile, for example. So yeah, great tool for remembering to follow up with 
people. And I think this is a skill that everyone can get better at, like following up 
with people is... Like, I can attribute so much about business growth to making 
sure I follow up with people and don't forget about email threads. So, following 
on from the marketing topic, contact synchronization. So, if you've got multiple 
systems that you need contacts in, you can push when one's updated in one 
system, you can push it to another. In this case, this is just a couple of simple 
unsubscribed. So, someone unsubscribes from our list in our customer support 
onboarding tool, we also want to unsubscribe them in ActiveCampaign just so 
they don't keep getting emails in the other system and vice versa. 

James: Content library. I kind of touched on this before. So, every time there's a new 
blog post on one of our sites, it gets pushed into a spreadsheet or now an 
Airtable. So, these are a little bit outdated. That gives us like a really nice list of 
all the content that's in our business that we can refer to and we can use as like a 
checklist for marketing items as well. And we also, every time there's a new 
content item, we push it into our project management, ClickUp, with like a 
promotional checklist to say, now go into all these tasks to actually promote that 
post. So that's the marketing stuff. 

James: Now this I think is where most of you will get pretty excited. Client onboarding is 
a really fun thing. There's a lot of opportunities for automation in client 
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onboarding. So really simple one, we could say when someone fills out a contact 
form on our side, or like a quote form, so again, this could be any tool, doesn't 
have to be Google Forms, any form someone's filling out a new website, we 
could create a document in PandaDoc or think about this as a proposal. So, if 
you're using like Practice Ignition or you're using, what are people using as better 
proposals? I'm not sure if that's big in bookkeeping industry, but you're using 
Web Design, Proposify, any of these tools that have... GoProposal. Yes. I've heard 
a lot about them. I haven't spoken to those guys yet. 

James: But yeah, so any of these products, you could send a proposal automatically 
based on when someone fills out a form, for example. I know a lot of times this 
might not be so relevant depending on how customizable your services are, but 
bear in mind, you can actually run different automations. You could say like, if 
they select these two things, like if they tick these two services, we will put those 
two into the proposal. Depending on what tool you're using, that could be 
possible. So, you could actually build these dynamically. And then you don't have 
to send them straight away. So, you could create this document as a draft or this 
proposal as a draft, go in, tidy it up, add whatever, and then send it. And at least 
it's automated at least some of the process for you, right? So, yep. And that's 
how that would work. 

James: Now, in PandaDoc, I like to use this example because they have these really cool 
placeholders like that. And you can put these anywhere and name them 
anything. So, you could be like, I don't know, client company description, you 
could just write that in there, inside these square brackets. And they'll actually 
show up as options in this action. So, you can map any data in. So, you could say, 
if they fill out a form, look them up in my CRM or look them up in that lead score 
product. And based on that, you put something else in the proposal. Like, I don't 
know if that's a good example for bookkeeping, but that's the kind of stuff you 
can do. You can pull together information automatically and push it into a 
document like this or a proposal. So, let's have a look at very initial client 
onboarding. So, this is for my podcast, but you can apply this to your business as 
well. 

James: So, when someone signs up for like a Calendly booking link and booked a 
meeting with me, if it's a podcast booking, I prepare like a podcast run sheet. So, 
you could do essentially the same thing. Because you can put forms built into 
Calendly. So, you could say like, these 10 questions you need to answer to book 
a meeting with me, like our initial kickoff meeting. And then you could put all 
those questions as placeholders into a Google Doc. I don't know like if this is 
possible with MS Docs, but could be. But you can pre-populate a document 
based on what they've said. So, if I jump over here, this is my podcast sheet, but 
this is like the intro. This puts in some of the notes they've said. They asked a 
couple of questions and that gets put in with these curly brackets here. 
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James: So, you could do the same thing. You could put the client's name, their business 
name, how many staff we think they have based on the lead score, the questions 
they answered. This could all be in there as a run sheet for your meeting. And if 
you take this a step further, it's not in, no, it's not in here, but further down you 
could basically say, wait until 10 minutes before the meeting and pop this in as a 
task for me. So, I've got it like, that's what I do. So, I've got that accessible 10 
minutes before the podcast, it pops up and I've got that run sheet. I'm ready to 
go. So, you could put that into Slack. You could put that... I mean, you could 
update the calendar booking as well to put that link in there, which is probably 
the smarter thing to do. It's just a bit more difficult. Yeah. So that's the kind of 
stuff that's possible. 

James: Now this one's pretty big one. This is really just to show you what's possible in 
one, this is all one single automation. I think it's like 12 steps or something. So, 
let's say this is GoProposal, whatever tool you're using for proposals, practice, 
submission, whatever. When a client signs that proposal, that's going to fire off 
this entire automation. So, we're going to look up the person in 
ActiveCampaigns. So, by this point, we assume they're already on our CRM. So, 
we're actually looking them up to get more of the information that we've stored 
so that we can use this in subsequent steps. So that's a thing to consider with 
Zapier. If you're doing a look up step like this, it'll give you back information that 
you can feed into other steps. It doesn't have to be stuff that came from the 
proposal that you put in this message in Slack. You can actually look up more 
information. 

James: So, when it's signed, we'll look them up in ActiveCampaign, we send a message 
in Slack, just be like, ooh, yeah. We got a new client. They've signed the thing. 
And it can kind of notify your team to actually start the process if there's manual 
stuff. We're going to create them as a client in Zero or QuickBooks or whatever. 
We're going to send that request for information, our initial onboarding form, 
like this is all the documents, this is all the stuff we need to get started. We're 
going to send that request for information out in Content Snare. We're going to 
create a draft email in Gmail, ready to go so I can go and modify. Some might 
say, "Hey, great to have you on board. Just saw you signed the proposal," blah, 
blah, blah. 

James: So, you've got this like skeleton email there. And then because it's a draft, you 
can just open that up and fill in the rest of it and hit send. Taking that one step 
further, you could actually then, so that you actually know that draft is there, 
you could put that link in Slack or put that in your to-do management or 
something, so you can just click the link to go straight to the draft and finish it. 
But in the same workflow, we're going to create a folder for that client. In our 
project management system, we're going to create the initial task list. And now 
we're going to set them up in our Google Drive, for example. So, let's see that 



© 2022 Digital Bookkeeper Association 

 

we've already got a folder for them in Google Drive. By finding this fine step, is 
going to look up their client’s name. If that folder doesn't already exist, we're 
going to create a deliverables folder, a public folder, and then we're going to 
share that folder with them in Google Drive. 

James: Now, all that was on like one thing, right? So that's all stuff that you would 
normally have to go through the process of when a new client comes on board. 
So, they sign their proposal, putting them in different systems, telling your team 
to get started, sending a request for information, thanking the client, setting 
them up in project management, setting them up in your file storage system. All 
of that was just done automatically for you, right? So, every time you get a new 
client, you don't have to worry about any of that. So, there's like double 
handling, stuff that people don't like doing. It's kind of all wrapped up into that 
one automation and you can do it. Obviously, that's getting a little bit more 
advanced, but the beauty of Zapier is you can start with this, right? You can start 
with those first two steps and then as time goes on, build on it. You can just 
come back in later and add more steps. 

James: I'm going to have to start ripping through these, I think. But yes, another client 
onboarding idea is you can do scheduled apps. So, like every year on a certain 
date, send a request for information for tax season. Let's get into some feedback 
ideas. So, it depends, like this is just an example. Like, we incentivize feedback a 
little bit by saying like, if someone fills out this form, they get something for free. 
So, in our case, it's they get an extended trial. So, we just want to get people to 
fill out this form basically. And this is all automatically incentivized. So, they type 
some stuff in, they select how they heard about us, enter some things, and it 
basically says... We put them in a spreadsheet and what this row is doing is 
making sure someone doesn't fill out the form multiple times to get multiple trial 
extensions. So, it puts them in a spreadsheet. If they're already there, we know 
they've filled out the form before. Otherwise, we look up their account and we 
give them seven days trial. 

James: Now, obviously bookkeeping, you're probably not doing trials, but you can do all 
kinds of things with this. Just any kind of value add. It's like, if you give us 
feedback on how our service has been over the last 12 months and you fill out 
this form, we will give you X percent discounts. So, you could send them a 
coupon and automatically. But you could also just like value-add stuff in there as 
well. Like you add an extra little service, do a review, end of your review, or, I 
don't know, like chuck in something for free or discounted if they fill out a form 
and give you feedback. And you could have that form automatically go out every 
12 months or every three months, whatever it happens to be, or after a certain 
event. Like once their taxes submitted or something. When you've done that 
step, wait five days and send them a feedback form. 
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James: Customer calls. So, this one's kind of interesting. Like, this is a manual process. 
So, it is an automated process with manual intervention. So, every time someone 
cancels their account in Content Snare, they come into this spreadsheet. And all I 
have to do is go, I change the status to ask and it'll automatically email them and 
say, "Hey do you want to jump on a call with me? We'll give you an Amazon gift 
card," blah, blah, blah. So, you can use like a spreadsheet as a manual 
intervention step. So, if you want to approve something before it goes through. 
Because I've only got two minutes, I'm going to have to jump through. The 
roundups are really cool. So, this is the Digest tool I was talking about before. So, 
every time a certain thing is mentioned on Twitter, put it in a Digest and then put 
it in my task list. 

James: For example, we do this with cancellation reasons. So, every time someone 
cancels and says why, they put a reason in and we get it show up in one list. So, 
this is what a Digest can look like. Our positive feedback comes in like this as 
well. Yeah. I'm going to skip through that. Same as project management activity. 
So, every time something's done, ticked off in your project, I've kind of covered 
this before, but when there's something ticked off in your project management, 
we'll put it in the Digest and then drop it in. This is a cool one. So, this email goes 
out, how likely are you to continue using Content Snare? Based on what they 
pick, they can click here, we fire off an automation that drops in like this into my 
project management and says, "Hey, this person said they're likely to continue." 
And this is all in one list. You can see this is like a digest. And every day it drops 
that list into my thing. 

James: Hopefully, I think I've got one minute left. So yeah, every time someone makes a 
purchase or signs a proposal, comes into a feed in our Slack. So, we can see that. 
That's kind of cool. This is Integromat, but you can actually set up push 
notifications for Android and I believe iPhone. Geez. I'm just going to skip 
through all of that, because I think my time's up. A lot of that's not super 
relevant anyway, but if you guys want to connect, get me at jimmyrose.me is my 
personal site. And if you'd like to check out Content Snare collecting information 
from clients, it's contentsnare.com. Yeah. And if you'd like to know more about 
Zapier and actually have me walk through this with you, just search Zapier 
tutorial. You should find my video on the front page of Google, but otherwise go 
to jimmyrose.me/yt, which is my YouTube channel. And there's a whole lot of 
Zapier videos there that should be able to help you out. But the Zapier tutorial 
one will get you started. That actually walks through exactly how to create a 
workflow start to finish. 

Ben: That's great. That is awesome. We so appreciate it. That is... One second. Let me- 

James: - that can be a little bit like coming from a- 
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Ben: No, it is. And it's a good thing because you're only limited by your imagination. If 
you'll stop sharing your screen real quick, Jimmy, that'll be good. You're only 
limited by your imagination. One caveat, let me show you something here. You 
may have mentioned that. I didn't hear it. When you're over here and you've got 
all this Zapier you're set up and you're like, "Hey, this automation is working and 
it's awesome." And then you find out three weeks have gone by and it's not 
fired. If you go over here, you need to check, as part of your protocol, your 
errors, and you need to check your logs. You need to make sure that things are 
firing. Ask me how I know, because we probably lost out on six figures of sales 
because something wasn't being done. And it was a simple thing that I had 
changed a log in and I did not update and everything blew up. 

Ben: So, while it is a wonderful thing, make sure that you check the logs, make sure 
that check any errors. You can see it right over here. Errors are there. It'll show 
you the Zapier history. If you don't see something firing, it means something 
wrong, so. 

James: You want a hot tip, Ben? 

Ben: Yeah. You can read a Zap. That tells me when I have a failed Zap? 

James: 100%. Yeah. So, there's literally a trigger called Zapier manager. And you can say 
when a Zap is turned off, push that message into Slack. And I do exactly that for 
exactly that reason. I don't do it on errors because sometimes errors auto 
resolve themselves, but if there's enough errors, it'll turn the Zap off completely. 
And so that's what I push into Slack. And then I know straight away that 
something's gone wrong. So really handy. I've only implemented that in like the 
last 12 months, even though I've been using Zapier for years, so. 

Ben: Yeah. Absolutely. Absolutely. And you're only limited by your, own imagination 
on this stuff. So, like Jimmy said start with something very simple. If this 
happens, then do this. And think about it when you're looking at your to-do list, 
going back and going, "What do I do like every freaking day that I could train a 
monkey to do it?" And in this case, Zapier to do it, right? Think about those 
simple things. And if they're repetitive tasks that you're doing all the time, we 
always talk about how powerful a VA is, right? Well, a Zapier is kind of like your 
VA for technology, right? It's stuff that you don't even want to go to a VA 
because a machine can do it. So, something to consider. Jimmy, this is awesome. 
We should probably just do like a half day of education on how to use this and 
very specific models for our bookkeeping professionals. So, I'll definitely be in 
touch with you and thank you for spending time with us. And this has just been 
some great knowledge. 
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James: Yeah. Well, happy to share it. And I hope people got value out of it. Even if it's 
just some motivation to go and look into Zapier because yeah, I know there's so 
much in there, but I saw what... Yeah, Ilene says she gets intimidated by this. I 
mean, just jump in there and do something little. Once you start, you'll 
understand, like the dots will start connecting. 

Ben: Yeah, absolutely. Absolutely. Well, thank you Jamie, for being a part and getting 
up so early in the morning to be with us. So, we thank you very much. 

James: Cheers. Thanks, Ben. 

Ben: Yeah, cheers. 

James: Thanks, everyone for coming along. 

Ben: Yes. So many great comments here. This has been a wonderful, wonderful time 
spending together with you. I hope that this was worth your while. From here, 
what are we going to do? We're going to take this video, we're going to piece it 
up into the five different sections starting with me and then going over to Jock 
and then Gabrielle and Mike and Jimmy and we'll have all those so that they're 
edited, so you don't have to fumble through one big five-hour video and all that 
cut out the section in there. That'll take us a few days, but then it'll be put into 
your member area where I showed you underneath the event recordings right 
there. A couple of things. Just look, if you're going to come to BKX don't wait 
another day, because don't think tickets will be available, I mean, very much 
longer, at all. And I'm not saying this to sales. 

Ben: If you're going to come, then come. We had three sales during this right here. So, 
the tickets are getting down to where they're close to single digits. So, if you're 
wanting to come to BKX, go to bkx.com, sign up now, that's just probably my 
last. I'll probably send out one more email to everybody if those last tickets don't 
get done up here, but it's been a wonderful time to share with you here. I thank 
you again for being a DBA member. We got a lot of stuff that's going to be 
coming your way in terms of benefits. Make sure that you're taking advantage of 
everything that's available to you. Starting with that profile. Just going down that 
page, as I described in the very first section that we had here today. 

Ben: So, thank you all for being here. Let me just make sure there's no questions or 
anything else that we need to answer, but I think that this was a success. And we 
will see you. I'll be doing the Lunch and Learn in March. So, we'll be doing a lot 
on that. So, thank you everybody. Thank you for the kind words here today and 
we will chat with you soon. Enjoy the rest of your day. Remember the greet 
section, Greek sessions. Wow. I can't even speak. Not even started drinking. The 
greet sessions tonight, six and seven o'clock. Make sure you your email for all the 
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links on that, how you get access. There's some really cool stuff coming up. So, 
thank you for being a part of this. We will chat soon. Bye. 

 


