THE BUSINESS OWNERS SUCCESS PATH PROFIT

STAGE 1 - ON THE BACK FOOT

LIST THE CHARACTERISTCIS OF A CLIENT AT THIS STAGE

e In arrears with accounts and information.

e Disorganised and last minute.

e On the run from Revenue.

e No clarity in their business and not profitable.

e Stressed and confused about what to do.

e Accountants fees are just a cost to be minimised.

IDENTIFY THE MILESTONES A CLIENT SHOULD HAVE REACHED AT THIS STAGE

e Basic records being kept.
e Returns being made on a timely basis.
e Plan for all taxes being paid.

FOR EACH MILESTONE LIST THE ACTION ITEMS YOUR CLIENT MUST COMPLETE IN ORDER TO ACHIEVE THIS
MILESTONE AND ADVANCE TO THE NEXT STAGE

e Understanding of fundamental KPIS of the business.
e Understanding of Revenue requirements and what having a business entails.
e Understanding of what an accountant does and doesn’t do for their clients and how they charge.




— MINIMUM COMPLIANCE

LIST THE CHARACTERISTCIS OF A CLIENT AT THIS STAGE

e Tax returns filed on time and generally compliant but not excited about it.

e Taxes paid and some cash in the bank but no real reserves or back up.

e Want to improve their business and ready to take action but really don’t know how.
e Responsive to information requests and returning calls.

e Accountants fees are a cost, but a necessary evil.

IDENTIFY THE MILESTONES A CLIENT SHOULD HAVE REACHED AT THIS STAGE

e On fixed fee pricing payable by instalment.
e Computerised record keeping (kept either by them or accountant).

FOR EACH MILESTONE LIST THE ACTION ITEMS YOUR CLIENT MUST COMPLETE IN ORDER TO ACHIEVE THIS
MILESTONE AND ADVANCE TO THE NEXT STAGE

e Proactively bringing in information and seeking timely insights into their business rather than deadline
driven compliance.
e Actively responding to direction and requests from the accountant.




STAGE 3 — IN CONTROL

LIST THE CHARACTERISTCIS OF A CLIENT AT THIS STAGE

e Computerised accounts and real time information.

e Planning for the future.

e Seeking strategic and advisory assistance.

e Becoming more optimistic and open to growing and learning.
e Accountant is more than just a filer of taxes.

e Happy with where they are but wants more profits.

IDENTIFY THE MILESTONES A CLIENT SHOULD HAVE REACHED AT THIS STAGE

e On a fixed fee pricing with add ons all paid by DD.
e Seeking advice and taking heed of and acting on advice given.

FOR EACH MILESTONE LIST THE ACTION ITEMS YOUR CLIENT MUST COMPLETE IN ORDER TO ACHIEVE THIS
MILESTONE AND ADVANCE TO THE NEXT STAGE

e Profit optimisation through revenue growth and cost cutting a focus.
e Respectful and trusting of the accountant.
e Seeing possibility in their business and want to learn more.




STAGE 4 — GROWING PROFITS

LIST THE CHARACTERISTCIS OF A CLIENT AT THIS STAGE

e Focussed, energised & enthusiastic.

e Looking to scale.

e Logical and rational about business decisions rather than emotional and reactive.
e Innovative and action orientated.

e Accountant is an investment and place value on advice.

e Financial Freedom a key focus.

IDENTIFY THE MILESTONES A CLIENT SHOULD HAVE REACHED AT THIS STAGE

e On avalue pricing model paying by monthly DD.
e Have a documented strategic plan in place.
e Taking consistent action to implement plans and strategy

FOR EACH MILESTONE LIST THE ACTION ITEMS YOUR CLIENT MUST COMPLETE IN ORDER TO ACHIEVE THIS
MILESTONE AND ADVANCE TO THE NEXT STAGE

e Seeking external assistance to implement their plan.
e Seeking to strategically grow wealth in the business and for themselves.
e Growing revenues but aiming for profit.




STAGE 5 - BUILDING FOR THE FUTURE

LIST THE CHARACTERISTCIS OF A CLIENT AT THIS STAGE

e Business is fun.

e Business is a game they are winning.

e Highly profitable.

e In full control.

e Wants a trusted advisor and is happy to pay for it.
e Freedom of time is now a key focus.

IDENTIFY THE MILESTONES A CLIENT SHOULD HAVE REACHED AT THIS STAGE

e Everything by DD with fees not even being a consideration.
e Plan for exit.
e Plan for succession.

FOR EACH MILESTONE LIST THE ACTION ITEMS YOUR CLIENT MUST COMPLETE IN ORDER TO ACHIEVE THIS
MILESTONE AND ADVANCE TO THE NEXT STAGE

e Seeking to grow by acquisitions.
e Family legacy plan in place.
e Freedom of purpose and impact is a key focus.




