
Hi, DBA Family! Welcome to our very first monthly print 
newsletter edition. Many of you may have met me already — I’m 
Kirstin Reeder, the Executive Director of the Digital Bookkeeper 
Association. I’ve loved learning about you and our incredibly 
different journeys to discover our passion for bookkeeping. For 
me, my love for bookkeeping started in high school. 

I took one of those career assessment exams that help people 
learn about their strengths and how to best utilize them. I was 
surprised when I saw accounting show up as part of my results 
— I didn’t even know what accounting was! Fortunately, we had 
an accounting class at my school, and it turned out to be so 
much fun. I loved the satisfaction you get from having balanced 
finances, and the most fulfilling activity we did was pretend to 
be a small-business bookkeeper for a month.

Lovestruck with the field, I went into college for accounting. 
My passion, though, was really for small-business 
bookkeeping. As I continued getting my degree, my classes 
got more into corporate finances, then a lot of other life 
events started happening. It’s a long story, but I actually 
dropped out of college at that point. 

Still, being a bookkeeper for a small business was my dream. I 
actually tried to be a remote bookkeeper for my stepmom in 
1997. It didn’t work out — I lived in Oklahoma while she lived in 
Colorado, and we couldn’t make it work with the technology 
we had at the time. Then, in 2015, I discovered Bookkeeper 
Launch. I realized, “Wait a second, technology has changed.” I 
could actually be a remote bookkeeper if I wanted to now!

After taking the course, I finally got started on my lifelong 
dream. I founded Purple Sapphire Business Solutions, serving 
the travel and tourism industry.

When Bookkeepers.com started the Digital Bookkeeper 
Association, I immediately became a member. I’m a huge 

believer in its mission, and I was honored when I was asked to 
be the Executive Director. 

People often aren’t sure which box to place me in. For a long 
time I felt like an introvert and your “typical” bookkeeper. As 
someone who home-schools six of her nine kids, one wouldn’t 
expect me to be a business owner too. As I found my “tribe” 
and I realized I’m more of an extrovert, my nose ring, tattoo, 
and blonde and purple hair started to make more sense, but 
that still doesn’t fit my “bookkeeper” persona. With the help of 
a business coach, I discovered how my strengths in positivity, 
communication, and connectedness can help empower 
my business. Against all odds, today, I still run my own 
bookkeeping firm as I work as the Executive Director here. 

I truly believe that bookkeeping can suit anyone — and 
that’s why I love the DBA so much. It’s a perfect association 
for remote bookkeepers like us to discover how diverse 
we truly are, and, yet, how similar our passion for helping 
people, businesses, and simply working with numbers can be. 
Networking can be scary for some, but our small events (like 
our Zoom meetings or our Facebook group) make it cozy for 
people to truly get to know each other in a small group. I’ve 
loved all the opportunities I’ve had to learn from my fellow 
industry peers, and I can’t wait to 
help create more. 

Thank you so much for reading 
and being a part of our awesome 
family. Stay tuned for many more 
stories, industry topics, and 
association updates to come!
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Stories are one of the oldest forms of communication. For 
as long as there has been language, people have used words 
to spin yarns and convey ideas. Today, when it comes to 
marketing your products, stories emotionally impact your 
customers in a way that mere facts never could. 

How do stories do this? According to behavioral economist 
and author Peter McGraw, memories are built on associations. 
When you form a habit, routine, or ritual, you’re essentially 
creating a new set of associations. Using stories, you can show 
how customers who use your product or service incorporate it 
into their rituals. If others see that your product has a benefit, 
they might be compelled to do the same. 

Before sharing testimonials of customers using your products 
willy-nilly, however, there are a few tips that might help you 
curate the stories your customers share and see. 

Make your customers the center of the story. 
Many businesses make their product or their brand the hero 
of the story, but this isn’t the most effective way to grab your 
customers’ attention through storytelling. Instead, focusing on 
your customers, their rituals, and the success they’ve achieved 
can resonate a lot more powerfully. Of course, you’ll want to 
make it clear how your product helped them achieve success. 

Meet your customers where they are. 
Find a way to get customer feedback on the products and 
services your business provides. What do they like about your 
product? How have those products and services helped them 
the most? Incorporating this information into your storytelling 
campaign can also ensure that those stories resonate a lot 
more with your customers.

Ditch the jargon.  
Always remember to keep your stories short, to the point, and 
accessible. No customer is going to be interested in reading 
an eight-page white paper or listen to a testimonial that they 
can’t understand because it’s so full of industry jargon. That’s 
the beauty of good storytelling — it can impact anyone, 
transcending industries. 
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If you’re a business owner, you’ve no doubt faced hard 
decisions. And when we say “hard decisions,” we don’t 
mean the ones you make on a daily basis. We’re talking 
about make-or-break decisions that have serious long-term 
consequences. Choosing the right path forward could mean 
years of business growth, but choosing the wrong path 
could be the death knell. 

With stakes that high, decision-making may not feel that 
exciting. The prospect of making difficult choices leaves 
many business owners understandably in a state of paralysis. 
You may stop and ask yourself: Am I making the right call? 
What if this endangers the livelihood of my business and 
my employees? This 
paralysis is normal, 
but it can prevent you 
from making the moves 
your business needs to 
survive. Luckily, however, 
you can change this 
initial reaction. 

According to David 
Meltzer’s book, “Game-
Time Decision Making: 
High-Scoring Business 
Strategies From the 
Biggest Names in 
Sports,” you can be 
ready to make hard 
decisions before the 
buzzer signals the 
end of the game. As 
Meltzer’s book title 
suggests, decision-making in sports parallels decision-making 
in business. Business leaders can learn lessons from the court, 
field, or rink, even if they’re just sitting courtside. 

The biggest lesson is that confidence is key. But having 
confidence in your decisions — especially ones with serious 
consequences — is easier said than done. According to 
Meltzer, one way to boost your confidence is by surrounding 

yourself with people who support you and trust your 
judgment. Just like having an all-star team that trusts your 
judgment in the game, having friends and colleagues who 
affirm your decisions goes a long way toward building your 
confidence. 

It’s also important to have a positive mindset. It’s tempting to 
expect the worst from any decision you make, but according 
to Meltzer, the most confident decision-makers are those 
who have a positive outlook on the future. This makes sense, 
considering how challenging it is to move forward with a 
decision when negative thoughts are clouding your judgment. 
After all, no one ever made a game-winning touchdown after 
imagining all the ways they might fail to do so!

While reading books like “Game-Time Decision Making” can 
certainly help you become a more confident decision-maker 
when everything is on the line, the fact is that confident 
decision-making comes with time and practice. So, if you want 
to be ready to beat the buzzer on your next tough decision as 
a business owner, surround yourself with a team that supports 
your call. Let their confidence in your leadership inspire your 
abilities, and remember: Don’t let thoughts about how your 
decision could go wrong stop you from making any decision 
at all. Maintain a positive outlook, put together an all-star 
team, and you’ll be making confident decisions in no time. 

Your business might be doing well, but if your workforce 
doesn’t feel any sort of personal connection to your business’s 
mission, that could prevent lasting success. You want to boost 
employee morale and make them happy about their work. 
To reinvigorate your employees’ passion for your business’s 
mission, try a few of these tips. 

Walk the talk. 
Patagonia CEO Yvon Chouinard decided to make his 
products out of organic cotton after he saw how industrially 
grown cotton was hurting the environment. It cost more 
to do that, but he stuck to Patagonia’s mission of creating 
environmentally friendly products. If you’re not willing to 
sacrifice for your mission, then it’s not your mission — and 
your employees will know it. 

Make it clear. 
Make sure everyone at your company knows exactly 
what your mission is. Only when employees have a clear 
understanding of the goal can they actually abide by it. If your 
mission statement can be interpreted in multiple ways, clarify 
it throughout all levels of your business. 

Speak passionately about it. 
While you want the mission itself to be exciting, even the most 
intriguing of mission statements will be DOA if your delivery 
doesn’t convey your excitement. Humans are emotional 
creatures, so connecting with your employees emotionally in 
regard to your mission is just as important as the mission itself. 

Make it personal. 
While you might think tying your personal story to the 
company’s mission seems narcissistic, the truth is that your 
team wants to hear your story. People like stories, and if you 
can convey yours with honesty and humility, no one will think 
you’re an egoist. 

Re-work it. 
If your mission doesn’t seem to be inspiring passion in 
your workforce, then maybe it’s time to tweak it a little bit. 
Whether you’re just starting in business or have had the 
same mission statement for 10 years, a new mission lived out, 
made clear, and made personal by you can spark a newfound 
appreciation for your business among your employees. 
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BKX is THE tribal 
community event for 
bookkeeping professionals 
only. This sacred time is 
for you to:

• Accelerate your business

• Connect with a 
community of like-minded 
professionals

• Energize by taking time to work on 
your business

This year’s keynote speaker is Erin 
Brockovich. In-person and virtual 
tickets are available. Visit BKX.com to 
learn more.
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