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The Momentum Snapshot™ The Next Right Thing e September 2023

Past Present Future
What are you most proud of? What are you most confident about? What are you most excited about?
Wins Why [ ] [
o o
o o
[ ([
{ (]

This 6-week cycle | What do you want from this 6-week cycle?
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Bookkeeping Business Blueprint

This blueprint lays out the different stages you will go through as you build your bookkeeping
business, what to focus on at each level, what to expect, and some basic benchmarks.

STAGE FOCUS REVENUE SALARY PROFIT VALUE OFFICE ST’:‘I:,:EEHKRS/ DBA}T(S mn

o s smoews O PGk el g, Gmm
5 Leverage $500k $90k $100k $500k Small 200 0 O,\‘;:;aat;‘:;s You
4 Environment $400k $90k $80k $300k Small 150 1/2 Oﬁgﬁ;‘? You
3 Activity $300k $85k $60k $150k Home 100 1 You You
2 Value $200k $70k $40k $75k Home 50 2 You You
1 Decision $100k $60k $20k $25k Home 0 5 You You

VALUE = possible sale price of
m bookkeeping business
DAYS B/K = days doing bookkeeping

BOOKKEEPING for clients

2IC = second-in-command



CYCLE BEGINS ENDS

Compass

Vision e What do you see for the year ahead?

Focus ¢ What's the next right thing?

Money -« My belt target for the next 3 months

Ay AT HIRNT mERN" meR" me"
QIOOk ‘ $200k ‘$300k ‘$400k ‘$500k g600k-1M

New Clients ¢ How many new clients over the next 3 months? Clients This Week ¢ How many clients each week?

Meaning e Impact & Effect ¢ Why is this work important? Who does it impact? How does it effect them?

Freedom

Risk ¢ What's at stake? Reward ¢ What do you choose?
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Your Roadmap to Success

Convert

Attract

Revenue
Ramp up media activity .

$30-50K

Upsell to existing clients .

Present at business events Drive sales conversion

Partner and collaborate . Amplify onboarding process

SCN  Optimise website

if
$20-30K s imiastnn

oW Install cloud apps

N Implement value pricing

o8 Focus on ideal clients

. OCH Build client onboarding process

Establish business identity

$10-20K

¥4 Choose who, develop offer ¥4 Create presentations

Y8 Implement 7 x 5 marketing plan O Master discovery call

The Next Right Thing

pue

BOOKKEEPING

Scale

Deliver

Mentor staff for success .

Remove yourself from .

Expand service offering the day to day

Partner with clients . Focus on profitability and exit .

6 Build error-proof .

BIY Stay up to date - legislation etc . instruction manuals

Guarantee the work . SEN  Delegate all bookkeeping work .

Design a dependable .

recruiting system

»Zy Maximise technology .

Customise client .

checklists & manuals SEl  Set up your virtual office

3’ Become certified . S¥A Establish repeatable processes
)N Deliver 5 star service . SIN  Free up 1-day

Team

Version 1.0



The <$20K Focus Finder™

A3 I have a Mission Statement and am clear on my business’s purpose

)
()
©® A2 I know who my ideal customer is and know my services I offer
2
Al I have a variety of marketing strategies to get new clients
C3 I have a client onboarding process that works well
o
)
é C2 I have a prospect presentation that clearly shows my value
o
O
C1 I am confident with my sales conversations
D3 1 feel skilled to deliver accurate and efficient client work
Fe
)
% D2 I have documented checklists and instructions with everything out of my head
o
D1 I can guarantee a 5 star service for my clients with nothing dropping through the cracks
S3 I could confidently handover client work to a staff member
Q
g S2 I have a system in place for all repeatable tasks

S1 I have at least 1 full day per week to work ON scaling my business
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The >$20K Focus Finder™

A6 I have a website that attracts prospects and a method for them to contact me

)
()
® A5 I have systemised my marketing activities so that I can turn them on and off as needed
2
A4 I have a post onboarding system to nurture new clients
C6 I have my tech stack that creates efficiencies
o
)
Z C5 Imostly use value or fixed pricing
o
O
C4 My client base is made up of A or B clients that appreciate me and with whom I enjoy working
D6 I have the time and can easily update my checklists for changes when needed
Fe
)
% D5 Any staff could pick up a piece of work and know what and how to do it
o
D4 I have a community I can ask to find out about technology to assist me and my clients
S6 My client’s instruction manuals are complete
Q
© S5 Iam confident to delegate most of the work to my staff trusting the systems I have put in place
(0]

S4 1 know how to recruit and have a method to skills test and induct staff
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PROJECT NAME:

The Next Right Thing™

Problem | What problem are we solving? WHAT ARE THE (1-6) BIG CHUNKS OF WORK TO DO?

Impact | What difference will it make?

Outcome | What does “done” look like? WHAT ARE THE (1-3) NEXT ACTIONS TO GET THIS STARTED?
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PROJECT NAME:

The Next Right Thing™

Problem | What problem are we solving? WHAT ARE THE (1-6) BIG CHUNKS OF WORK TO DO?
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