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Accountants Growth Formula Introduction and Welcome
Welcome to Lesson 2 of the Accountant’s
Growth Formula Masterclass
In Lesson 1 we looked at Your Customer List
and getting clear on who you have on board.
Who are your ideal A Grade All Stars? Imagine
what life would be like if all our customers were
All-Stars!!!! Imagine how you could help them,
the type of work you would be doing and what
your bank account would look like?
We also identified your D Grade Customers.
I do not agree with the concept that D Grade
Customers should just be fired. Firstly, we
should look at ourselves and what part we have
played in them being Dumpable Duds. Take
action to upgrade them, but if having reflected
internally and taken appropriate action they
are still Ds well then maybe the time will have
come to part company. Imagine a firm without
D Grade Clients.
You do not need to imagine, you just need to take action. If you have not seen Lesson 1 look at it now
and download the workbook we have for that part of the Masterclass here at https://theprofitpro.com/agfmasterclass-registration
In this lesson, we are moving to the next step on your Success Path. If some of your customers are not your
Ideal Customer, that means we need to create a system to attract a steady flow of Ideal Customers. What if
you could create a simple system that consistently resulted in you
zzGetting

introduced to strangers, allowing them to get to know you;
zzConverting those strangers into friends who like you;
zzBuilding a relationship of trust with your new friends so that they engage you in a mutually
beneficial business relationship.
What we are talking about here is the fundamentals of marketing. People buy from people they know,
people they like and people they trust. The bigger the commitment and the more significant the investment,
the more trust is needed.
In Lesson 2 we look at the promotion strategies that the most successful accountancy firms deploy, and
I introduce you to an Ideal Customer Attraction Process that you can deploy today even if you feel that
“marketing and sales” is not your strongest personal attribute.
This workbook is an accompaniment to the Accountant’s Growth Formula Masterclass that was released on
10th of October. If you missed the live class, you can get the recording at the link below. While the workbook
is of value, the workbook combined with the video is what you really need right now.
See you in the Masterclass - https://theprofitpro.com/agf-masterclass-registration

Des O’Neill
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Step 1 — The 6 Promotion Strategies of Successful Accountancy Firms
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STEP 1

STEP 2

STEP 3

STEP 4

STEP 5

STEP 6

zzCore

Promotion Strategy 1 – Referrals

zzCore

Promotion Strategy 2 – Direct Outreach

zzCore

Promotion Strategy 3 – Networking

zzOptional

Promotion Strategy 4 – Speaking

zzOptional

Promotion Strategy 5 – Writing

zzOptional

Promotion Strategy 6 – The Web

Exploring the Core Promotion Strategies
Core Promotion Strategy 1 — Referrals
Accountants say that the majority of their new clients come from referrals from existing clients.
Where do your clients come from and do you have a systematic approach to creating a steady flow
of client referrals?
What is really interesting is that while a considerable number of new clients come from referrals,
most clients report that their accountant has never formally asked them for one. What would
happen if you created a system of asking for and capturing referrals?
Build the Foundations of your Referral System by looking at what has happened in the past.
Record what you have Learned from Past Referrals.
I. Who gave the referral
II. What was the referral for
III. How did the referral work
Document your ideal customer and visualise the type of people you want to be referred.
Look at it from your existing customer’s perspective. How do they currently make referrals?
How do existing customers make referrals? What do you want them to say and how do you want
them to do it?
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Establish a system for tracking referrals either using your CRM system, an excel spreadsheet,
or just manually. The most important thing is to record and capture the sources of your referrals
so you can learn from the process.
Identify the best Times and Opportunities to ask for a Referral
They say it is all about timing. There are some times when you are more likely to get a favourable
response than others
zzWhen

you have done something so wonderful for them that the tears of appreciation are still
moist in their eyes.

zzWhen

they are asking you for more services, and more assistance and guidance to develop
their business.

zzWhen

they are reminiscing on past problems that no longer exist because of advice you have
given them.

Develop your way to Create the Opportunity to ask for a Referral
You cant leave this to chance though. How
can you create the perfect time to ask for a
referral. You might have a conversation like
this.
zzAsk

your customer how they feel about
you, your work and your contribution to
their business. Warm them up and get
them talking.

zzAcknowledge

that as a customer they are
the ideal type of person and business
owner that you do your best work for.
Deep down we all would like to be
someone’s ideal customer.

zzCompliment

them on their business and their progress. Who doesn’t like a compliment?

zzGet

them to focus on their goals for the future and what is really important to them in their
business beyond the basic needs and numbers. When we focus on what is truly important, our
outlook is lifted beyond our day to day trials and tribulations.

Then ask for the referral
Don’t just ask for a referral. Ask them to identify some people they know who could benefit from
your expertise. Help them think about people they know, colleagues, peers, family members,
people in their industry sector. Get names and business names and contact details. Ask them to
contact the person within 24 hours, and you will follow up within 48 hours.
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Core Promotion Strategy 2 – Direct Outreach
As a firm owner, you will need to proactively
reach out to potential customers, market
influencers, strategic referrers and other
decision makers to create business
opportunities.
Potentially the most valuable direct outreach
will be to network, cross promote and
build referral relationships with other
professionals, servicing your ideal customers.
Examples of the type of people you want to
reach out to are:
zzPotential

Ideal Customers

zzInfluencers
zzReferral

of Potential Ideal Customers

Partners within your target market

zzPeople

and Organisations who will allow you to cross promote, take up speaking engagements,
or submit articles that will enable you to connect with your customers

zzThe

Press or publications targeted at your ideal customers

As with engaging new clients, you need to build trust and credibility with people; you can’t just
introduce yourself and expect to get your desired outcome; we need to introduce ourselves in a
way that adds value for them. Let them get to know you, like you and trust you

Core Promotion Strategy 3 – Networking
When most accountants hear the word networking, they cringe and think of the old-school
business mentality of promotional networking at meet and greet events where everyone is trying
to schmooze each other. Through networking formats like BNI, modern networking has come on
in leaps and bounds.
Networking for accountants needs to come on a step further. Make real connections to land real
people. Networking for accountants now can be done both online and offline.
There is an old-school business mentality of scarcity and fear that asks:
zzHow

can I push my agenda?

zzHow

can I get or keep the attention on myself?

zzWhat

can I say to really impress or manipulate?

zzHow

can I use each contact to get what I want or need?

zzHow

can I crush the competition?

zzHow

can I dominate the marketplace?
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The Accountant’s Networking Strategy is one of abundance where we play the long game and ask
questions like:
zzWhat

can I give and offer to others?

zzHow

can I help others to be successful?

zzHow

can I start and continue friendly conversations?

zzHow

can I put others at ease?

zzHow

can I best express my sincerity and generosity?

zzHow

can I listen attentively, to recognise the needs and desires of others?

zzHow

can I provide true value to others?

zzHow

can I fully express myself, so I can make genuine connections with others?

Your Accountant’s Network should focus 50/50 between potential customers and other professionals
or clients who may be able to give. Based on your Direct Outreach Approach it should not be just
about target clients, it can also be people who can link you to prospective clients and about adding
value to your network.
Your network does not have to be huge. A network of 90 has been found to be an effective,
manageable number split between potential clients, existing customers who have strong referral
potential, and other professionals.

7

ACCOUNTANTS GROWTH FORMULA MASTERCLASS 
Within your network your networking approach is simple.
1. SHARE WHO YOU KNOW. This is everyone you know. Introduce and share people in your
network with people that are potentially a good connection with someone else, and you never
know whom you might meet next who will be the other half of a great connection made by
someone else in the same way.
2. SHARE WHAT YOU KNOW. This means everything you’ve learned—whether through life
experience, observation, conversation, or study—and everything you continue to learn.
3. SHARE HOW YOU FEEL. This is the personal bit, your compassion, the quality that makes
us most human. It’s our ability to empathise with others. Sharing your compassion and your
why in every aspect of your life will bring the greatest rewards, not only for your bottom
line but also in knowing that you’re operating from your heart and your integrity in all your
interactions.
Pay it forward and give freely without expectation of anything in return.

Item

Currently
Implementing
Yes

No

Need
to Implement
Yes

No

Core Promotion Strategy 1 – Referrals
Core Promotion Strategy 2 – Direct Outreach
Core Promotion Strategy 3 – Networking
Optional Promotion Strategy 4 – Speaking
Optional Promotion Strategy 5 – Writing
Optional Promotion Strategy 6 – The Web
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Step 2 — Building Your Basic Credibility Builders
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STEP 1

STEP 2

STEP 3

STEP 4

STEP 5

STEP 6

Before embarking on a marketing and business development process, it is essential that you have
your Basic Credibility Builders in place. When someone gets to know you for the first time they are
going to check you out. To turn strangers into friends and take the first step on the Know – Like –
Trust path your foundation needs to be credible.
Do Scoring 1 -10 (or 1- 5 in the case of the 8 parts of Question 7) where: 1 = I have nothing done in
this area. 10 = I have this, and it couldn’t be any better
Score

Question

1-10

1. Do you have a business card?
2. Do you have a firm domain name registered?
3. Do you have a professional email address for communicating with your clients
and prospects? E.g. yourname@yourfirmdomainname.ie V fuzzydee@eircom.net
4. Do you have a firm website?
5. Do you have a LinkedIn profile?
6. Do you have a current professional headshot for your Linkedin Profile?
Score

Question

1-5

7. Does your website have the following at a minimum?
a. Details about you and your firm
b. The services you provide
c. Who your ideal client is
d. Why people should work with you
e. Testimonials or case studies
f. Contact Details
g. Call to action
Total Score

What action do you need to take to improve your basic credibility builders as the foundation of
your business development platform?
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The Accountant’s LinkedIn Profile Checklist
1 The Profile Basics

Completed
Yes

No

yyProfile Picture (looking happy and friendly)
yyCover Photo – Consider how you want to portray to your audience and chose
a photo that communicates this.
yyTagline/Headline – Talk about what makes you different or unique from
everybody else in your industry.
yySummary – keep everything in 1st person. Short, succinct paragraphs to tella
story that gets to the heart of your prospect’s pain points and explains how
you’re the solution to all their problems. End with a Call to Action.
yyLocation & Industry
yyCurrent Position – keep the focus on the results you help your clients achieve
and not what you do at the company.
yyOnly use previous positions that are relevant to your offering – don’t make it
sound like a resume.
2 Your Background

Completed
Yes

No

yyWho is your target market / ideal client?
yyWhat are their 3 most urgent needs?
yyWhat is their biggest frustration?
yyWhat are their 3 biggest desires?
yyWhat are the 5 ways you help clients?
yyWhat is the 1 big result that you can give them?
yyWhat proof do you have that you can provide this result and what do past
clients say about you?
yyWhat other benefits do they get from working with you?
yyWhat should they do next to start a conversation with you?
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Completed
Yes

No

yyExtensive experience
yyInnovative
yyMotivated
yyResults-oriented
yyDynamic
yyProven track record
yyTeam player
yyFast-paced
yyProblem solver
yyEntrepreneurial
3 What Marketing Approach are you using on Linkedin

Approach

yyReferrals
yyDirect Outreach
yyNetworking
yyWriting
yySpeaking / Video
Completed
4

What daily steps do you take to win new clients on LinkedIn?
Daily process documented

5

When new contacts connect with you on LinkedIn what is you Sales Cycle
for those new connections?

Yes

No

yyHow do you welcome new contacts?
yyHow do you convert new contacts into friends?
yyHow do you convert friends into clients by creating a sales conversation?
yyKeep a spreadsheet of your connection requests and follow up messages.
yyTimelines for completion
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Step 3 — The Accountant’s Growth Loop
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STEP 5

STEP 6
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Step 4 — Capturing Your Idea – The Accountant’s Growth Loop
1

2

3

4

5

6

STEP 1

STEP 2

STEP 3

STEP 4

STEP 5

STEP 6

As you watched the Part 2 Masterclass Video what struck you? Did the Accountant’s Growth Loop
trigger some opportunities for you and how could you see yourself applying it? What else did you
think about as you considered your firm’s growth plans? What would it be like having a volunteer
sales force in the form of your existing clients who are just so happy with your service and the value
you provide that they are willing to tell the world?

Learnings & Outcomes
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Step 5 — Taking Action – Your Next Steps Action Plan
1

2
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6

STEP 1

STEP 2

STEP 3

STEP 4

STEP 5

STEP 6

What are the actions that your firm needs to take having completed this part of the Masterclass?
For me, it always comes back down to identifying that ONE thing that creates a leveraged result for
you. What is the ONE thing you can do such that by doing it you will make everything else in your
business easier? Identify your possible actions and then prioritise down to your ONE thing – the
first next step

Action

Priority

By Who

By When
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Step 6 — Your Masterclass Progress Tracker
1

2

3

4

5

6

STEP 1

STEP 2

STEP 3

STEP 4

STEP 5

STEP 6

Lesson 1 – Nurturing Your Greatest Asset – Your Customer List
Live Masterclass 8th of October 2018 at 14.00 (Already Delivered)

You are going to learn WHY your customer list is your greatest asset if you are building a sustainable
business rather than just chasing revenues. You are going to see WHAT you need to do to take stock of your
asset and HOW to begin building real value in your list today.
1.

Working for Revenue or Building a Business

2.

Not all Customers are Equal

3.

If your Firm was an Aeroplane

4.

Idea Capture

5.

Action Steps

6.

Masterclass Progress Tracker

Lesson 2 — The Accountants Growth Loop

Live Masterclass Coming 10th of October 2018 at 14.00 (Already Delivered)
You are going to learn WHY delivering the result your customers really want is the cornerstone of the Success of your
Firm. You are going to see WHAT can be achieved when your customers start sharing their stories and promoting
you and your expertise. We will share HOW to have a Results Conversation with new and existing clients to spark the
Accountants Growth Loop.
1.

The 6 accountancy firm promotion strategies

2.

Your core credibility builders

3.

The easiest and simplest way to grow your business as an accountant

4.

Idea Capture

5.

Action Steps

6.

Masterclass Progress Tracker
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Step 6 — Your Masterclass Progress Tracker (continued)
Lesson 3 - The Accountants Growth Formula Blueprint – Your Success Path
Live Masterclass Coming 12th of October 2018 at 14.00

You are going to learn WHY having a clearly defined success path for you and your clients can transform your
business. You are going to see WHAT the steps are that you can follow to build an outstanding business. We will
share HOW the most successful accountancy businesses are leading the market and changing the status quo
1.

Your Trajectory and Your Destination

2.

Nurturing your Greatest Asset

3.

The 3Ps – Positioning, Product & Price

4.

The Quick Win Growth Process

5.

Wowing your Customers

6.

Leveraging Your Growth

7. Idea Capture
8. Action Steps
9. Masterclass Progress Tracker

Lesson 4 - The Subscription Revolution

Live Masterclass Coming 15th of October 2018 at 14.00
You are going to learn WHY monthly billing based on professional services agreements is replacing traditional billing
models all around the world. You are going to see WHAT you can do to create the space and time to make change in
your business. We will share HOW you can practically improve your profit and reduce stress.
1.

The easiest way to raise prices while retaining customers

2.

Creating steady, consistent monthly cashflows

3.

The Accountants Map

4.

Your journey to improved Profitability and Less Stress

5.

Idea Capture

6.

Your First Next Steps
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The Accountant’s 6 Step Success Path
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