ACCOUNTANTS GROWTH FORMULA SUCCESS PATH PLANNER

PROFIT

STEP 1 [TRAJECTORY maximum score | YOUR SCORE |The Priority Order The Tool The 80/20 The Action
11 ./:;e you clear on your Personal Purpose and have you documented S Levels Deet and Perean Invest 20 minutes in ( Watch Simon Sinek Start With
1 P Why TED Talk on Youtube) and do the 7 Levels Deep to
No 0 Purpose Tool . .
identify your personal purpose
Yes 10
- - - 5
1.2 Do you have a clearly defined, timed and documented (le\‘xn plan? - et o Bl 10 <l Document when and how you want to to exit your
o P business and what are the first steps in doing that?
Yes 10
13 Have you .dec?lded on and documented the business model that you Define your business model - not how you operate,
are pursuing- N o The Built to Sell Model what you do or who you serve - What is your business
° model?
Yes 10
Have you documented y.our.Busmess SFrategy identifying your What do you want out of your business? Flip the P&L
1.4 outcome goals that are in alignment with your personal purpose, . . . .
. . Upside down and remember intangible profits,
your exit plan and your business model? The Strategy Fundamentals . ) ) . . .
intangible costs, intangible assets and intangible
No 0 .
liabilities.
Yes 10
Have you created process goals for each component of your Business .
1.5 Strat dth ¢ | h cf 02 What are the process goals that if you focus on and
rategy and the outcome §0a’s you have set for yourstle\‘ - o Driving the Strategy make them habits are going to achieve the outcome
° goals and the stra
Yes 10
Section Maximum Total Score 50
STEP 2 [WHOS waximum score | YOUR SCORE |The Priority Order The Tool The 80/20 The Action
21 What best describes your current team scenario and how you feel
) about it
| do not have anyone to help and support me 1
I have a team but sometimes | feel it would be better to
be on my own 2 What is your Unique Ability and what other Unique
I have a team and there are some great people but it is Your Unique Ability and Abilities do you need around you. What is not a strength
not working the way it should and there is too much 5 Discovering Your Super Power for you personally. Focu_f, on abilities and not people at
stress this stage.
| have an excellent team but there is still scope for 2
improvement
| have the best team in the world 10
22 Are you and others doing things in your business that are not best
) use of time or playing to your unique abilities? What should you be doing in your business and what
Yes all the Time 0 The Inventory Tracker should you not be doing? Where exavtly does all the
Sometimes 5 time go and what do you need to get off your desk?
Never 10
23 Do you have a documented organisation chart based on roles and Document your current team Organisation Chart based
) responsibilities rather than names? . on what everyone currently does using names of current
Your Organisation Chart . L
No 0 team members.Then document your ideal organisation
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Yes 10 chart 3 years from now based on roles and
94 Do you invest the time and have the routines and rituals to manage Document the routines and rituals that will allow you
your existing team and optimise outputs? build a winning orignaisation - Your personal routines
No 0 Routines and Rituals and rituals, your team routines and rituals, monthly
v 0 management meetings, weekly operational meeetings
s and daily huddles to get people unstuck
25 Do you have a documented plan and consistently invest time in Who Hunting - what do you need to do to attract the
) attracting new better team members (both internal and external)? internal and external whos to build your business. Who
The WHO Hunter . . . .
No 0 is the first Who and if you already have them Who is
Yes 10 your next Who
Section Maximum Total Score 50
STEP 3 |CUSTOMERS waximum score | YOUR SCORE |The Priority Order The Tool The 80/20 The Action
Do you have a clea.rly documented Red Velvet Rope Pollc.y that your What are the Minimum Standards you are prepared to
31 team are clear on in terms of what customers and behaviours you . . .
A - ) accept in new incoming customers? What are the
will and will not accept Create a Red Velvet Rope Policy . )
N 0 minimum standards you are prepared to accept in your
o existing customers?
Yes 10
Have you documented who and what an Ideal Customer looks like . . Who is your ideal customer and what do they really
3.2 Connecting with Your Ideal .
and created customer Avatars? ) want and need? What do they actually look like and
Customer and Creating Customer i .
No 0 Avatars how will you know when you have found them. You will
Yes 10 have multiple avatars and always remember you are not
Have you identified and documented a niche or niches where you can
33 find Ideal Customers who you will enjoy working with and make Identify possible niches remembering that you want to
money? Pick a Niche pick sustainable niches with sustainable profit potential.
No 0 Remember you may have more than 1 niche.
Yes 10
34 Have you documented your Customer Classification for Existing Do your Traffic Light Grading and your Customer
) Customers . ) Grading Matrix to really identify who your ideal existing
Customer Grading Matrix
No 0 customers are and who are the ones that need an
Yes 10 upgrade or exit?
3.5 Do you have any customers that need a Price Rise Conversation, to
i change how you work with them or to terminate the relationship? Customer Upgrade or Termination Pick a customer to have a Customer Upgrade or
No 0 Checklist Termination Conversatio
Yes 10
Section Maximum Total Score 50
STEP 4 (THE 4 PS maximum score | YOUR SCORE |The Priority 0rder| The Tool The 80/20 The Action
Proposition and Positioning
4.1 Which statement currently best describes your business?
We don’t care, as long as you have a check book and a pulse 1
we will do whatever you want What is your proposition and and what is your
We do tax and compliance only. Really if you are looking for 4 positioning in the the market place? Do you want to be
anything more you should go elsewhere. a Dacia Duster, A Volkswagen Passat or a Porchse? All
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We provide a full suite of services for small businesses.

are cars that have 4 wheels and an engine that will get

bookkeeping, accounting and tax service so you can meet all 8 your from A to B. The brand, positioning and
your complianc.e requirements Whats Your Number and Simplify proposition is fundamz.entally different as is the price
I help your business get the results you want. We do that by to Scale tag? Do you want to be like a 2 Star Hotel, a 4 Star ora 6
providing a really good and comprehensive accounting and 14 Star? Whatever you decied to be you need to develop a
tax service but we will support and advise you to build the proposition that is reflective of your value. Your Value in
business you want the eyes of your customers and the value you want to
This relationship is not just about your business - its about create in your business for you. Calculate whats your
success whatever that looks like for you. We serve business number. Use the Simplify to Scale excercise to see how
owners in getting the success they want in business and in 20 you can deliver more value to your customers.
their personal lives. We do that using our expert team but
also our network of trusted advisors
4.2 Which best describes you and your firm?
If you want something done on the cheap | have the lowest 1 . _ o »
prices in the market. Having considered your Positioning and Proposition the
quickes easiest way to create a better less stressfull
| am not the cheapest accountant you will ever find but you . . . business is to raise your prices. Use the Price Rise
will find it hard to beat my prices The Price Rise Calculator Calculator to calculate the impact prices rises could
| do good work for very competitive prices 8 have on your top and bottom line even if you lost some
I might be a little bit more expensive than other accountants 14 customers.
but | provide the value
| am expensive but we are worth every penny 20
43 |PRODUCT
We have a clearly defined and documented product offering setting If you were a restaurant what is on the menu? Every
out what we can do like a menu in a restaurant Your Value Ladder and Your dish can be tailored to a customers taste but they have
No 0 Pricing Menu Draft 1 to see the options in order to make an informed
Yes 10 decision. This menu should also be able to show your
We have a clearly documented customer success path or ascension CUSTOTIET aSTEMSTON are The Types OT Services you |
model for every customer so that we can serve them at whatever provide but what does success look like for your
level they want but show them a pathway to progress their business customers? Map out a customer success path to clarify
based on the service levels available and enhance our relationship? Your Customer Success Path your products and services and to also refine your
No 0 marketing message and create a powerfull sales tool at
the same time. What could success look like for your
Yes 10 customers and create a step by step pathway to get
them there
4.4  |PRICE
Which of the following best describes your firm?
We raise the fees when the job is complete based on 1
timesheets and let the customer know what the amount is.
We agree the price for every job in advance of starting the 6 Move from Retrospective Billing and struggling with
We give the customer the choice as to what level of service 12 Proposals/Professional Service Debtors and WIP to Fixed Price Agreements and Menu
they want based on our pricing menu. This is agreed in Agreements & Changer Orders - Pricing through Value Pricing on to a fully integrated
Customers self select their pricing based on our pricing menu Questions to Ask Before Setting a Memberised Model. The process for pricing and
and we have unlimited access and customer satisfaction 15 Price and After Action Reviews onboarding is a never ending journey? Use the tools to
guarantees built in start and see where it brings you.
We value price our customers at premium prices where the
partake in setting the price and we meet and exceed their 20
expectations every time
4.5 Customer Success Path
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Have you got a clearly documented customer success path? What does success like for your customers? Different
20 Customer Success Path .customers will want different results. If you had 5
primary customer tyopes what would success look like
for them at each stage of evolution
Section Maximum Total Score 100
STEP 5 |QUICK WIN GROWTH waximum score | YOUR SCORE |The Priority Order The Tool The 80/20 The Action
51 Which of the following best describes you and your business right
) now?
| am totally overwhelmed and don’t even know where to start 1
| am under serious pressure and feel like a hamster on a 5 All progress starts with thinking. Thinking on its own
I am working really hard but sometimes wonder am | reall does not create progress. Progress comes down to
) g ; ¥ . B ) 4 9 Diary Zoning & 100 Day Planner . . p & L & .
being effective in what | am doing and don’t always feel in taking action. Taking action in our own business and
| am making good progress, feel in control and am working on 15 creating the time to do so is the biggest challenge facing
my business on a consistent basis accountants. Revisit the finding 2 hours in Coronavirus
| am master of time and the universe 20 times, focus on Diary Zoning and work your 100 Day
< Do you have Results Conversations with your better customers at The quickest easiest way to grow your business is to
: regular intervals? retain existing customers, grow revenues generated
N 0 Results Conversation Review & from those customers and get those customers to help
° Revenue Optimiser you generate more customers and fees. Have the
Results Conversation with existing customers. Use the
Yes 10 Revenue Optimiser to focus your attention on who you
should have Results Conversations with first
53 Do you ask for and follow up on Referrals from existing customers in Ask For Referrals from existing customers. Identify the
) a structured way Wins or the Customer Stories. Create the circumstances
No 0 Customer Story Review to celebrate those wins and then ask for Referrals to
Yes 10 Ideal customers who you can create more wins with and
54 Do you have relationships with serial referrers or influencers who can Ask For Referrals from existing customers. Identify the
) introduce you to new ideal prospects on an ongoing basis Wins or the Customer Stories. Create the circumstances
No 0 Accountants Growth Loop to celebrate those wins and then ask for Referrals to
Yes 10 Ideal customers who you can create more wins with and
55 Do you focus on additional business and cash generation Always play the strategic long game build a better
) opportunities at least once per month business, a scaleable saleable business,but do not let the
No 0 9 Quick Win Cash Strategies short term opportunities pass you by. Keep Quick Win
Yes 10 Cash Strategies in your peripheral focus.
Section Maximum Total Score 60
Your Score
STEP 6 [AUTOMATION & SYSTEMISATION waxmum score | YOUR SCORE [The Priority Order] The Tool | The 80/20 The Action
Tech Stack
6.1 What best describes your technology right now?
Using technology in your business at an operational level but
not cloud based
3
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Using technology with an app stack and partial remote access
but not fully automated or cloud

Tech Stack Self Asssessment

Tehcnology is ever evolving but where are you right
now. Do a genuine self assesment of where you are
right now. Do not overthink taking the next step. Assess,
decided and move on. Technolgy is changing and

7 ) ) evolving all the time. This is an ongoing process and an
Questionnaire . . X
ongoing evolution for your and your firm. Be honest as
Fully cloud with full app stack and remote working capabilities to where you really are. Having a fw apps sitting on a
shelf does not make you a digital business. What is the
13 first next step?
Truly digital firm that is fully automated
20
6.2 What best describes how you collect fees right now? For both new and existing customers how can you make
Retrospectively by cheque or EFT based on fees raised 3 the change over from how they are currently operating
By customer controlled fixed price standing order 7 to the way that you want them operating ? The Switcher
On a progress basis by cheque or EFT based on a pre-agreed 10 The Switcher Tool Tool is about you looking from a customer perspective
By DD or credit card by a progress payment 15 to make the switch to you and how you want to work
On an automated recurring membership payment monthly, 20 with business owners as seamless and effortless as
quarterly or annually possible. Think Simplify
6.3 What best describes how you work with your customers at the
) moment
Open Model
They do things whatever way they want and then we work 3
W'th_ that We are bringing the Accountants Growth Formula to a
Choice Model 1 .
- - close near where we started. How does your business
We show them how we do things and if they choose to do 8 . .
) o . operate and what is your proposition. If you want to
them differently it will cost them more The Built to Sell Model )
- scale and grow your business your model may need to
Choice Model 2 . . . .
- - change. What is the model that is truly going to give you
We show them how we do things and if they chose to do
; 15 the result you want?
them differently we convert them to our way once they come
into our ecosystem.
Closed Model
We tell them this is how we do things and they can chose to 20
work with us or not
6.4 How true is this statement - you have documented processes and
) procedures for everything we do in the business. If you are too busy to standardise how your business
Partly true but only in limited areas 4 operates, chances are you will always be too busy. What
Most operational parts of the business have standard s Procedure Tracker and Template if your firm were like a franchise and the franchise were
operating procedures. Process Creation to run based on your processes and procedures as
When a new team member starts we can hand them a 15 documented in your procedures manual. Systemisation
procedures manual that covers 90% of what they do and standardisation is the key to a scaleable firm.
We could franchise our business in the morning 20
6.5 Do you use offshoring or outsourcing as part of your team strategy? If you have the systems. If you have the procedures. If
ou have the methodology of attracting a steady stream
No 0 Outsource Option Assessor 4 . g.y X € 4
v 10 of ideal customers now is the time to scale. If you are
es

ready to scale outsroucing is an option you must

Section Maximum Total Score

90
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