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THE PATH
TO PROFIT

An easy client engagement roadmap
for growing accounting practices.




Let’s get started...

Print out your Engagement Success Roadmap on the last page.

We’ll be covering 7 sectors that make up your onboarding journey:

1.Discovery & Follow up
2.Value Conversations
3.Pricing
4.Engagement Letters
5.Basic AML
6.Proposals
/.Payments

While GoProposal products can help you turn many of these areas
into scaleable assets, this guide gives you the actual plan you need
to fix weak areas of your onboarding_process, whether you use
GoProposal products or not.

With pressing compliance crack-downs, tech-stack overwhelm, and
a shortage of resources, many accountants feel stretched to
breaking point. But some appear to be thriving, scaling their firms
and becoming celebrities of the accounting-world.

Sure, their stories are inspiring, but it can also be disheartening to
see their firms skyrocket while you’re in the first camp, feeling
stuck in the weeds...

..Following this roadmap

will help you get UNstuck.




The 3 Levels of Business

There are 3 levels of business success. Every business will be at one or
another at any given time:

e Level1: Stuck in the mud
o |fyou're making little to zero profit, you’re not running a
business. You're running a chartty, or stmply working a job.
You're getting a salary for your sacrifices.

e Level 2: Your house is in order
o You have everything in place to run a profitable business but
are still somewhat involved in the day to day running of it.

* Level 3: You have a scaleable asset
o You now have everything in place to scale the business
without you as the bottleneck to growth.

Scoring where your onboarding processes are on the engagement
success roadmap, even 1f you’re not where you hoped to be, will give
you the insight you need to move UP!

“Your value in the world is directly proportional
to the size of the problem you can solve”




Before we get you on the roadmap, ask yourself:

Q1. Could | go on holiday for 3 months with no phone and no
contact to my office and still have business grow profitably?

If the answer 1s no, you probably don’t have scaleable firm.
So, let’s scale the question down...

Q2. Could I go on holiday for 1 month with just a 20 minute phone
call to the office once a week and my business will still hold
profitably?

If not, you're probably stuck in the weeds.

If you are struggling to break through the weeds right now, that’s ok.
This roadmap 1s for you to figure out where you are and how your
business can become scaleable. The principle can be applied too all
business areas, such as marketing, team butlding, etc. But it starts
with onboarding clients...

Nuvo Accounting became a top 100 firm by acquiring other
accounting practices and scaling them. They cite GoProposal as a
crucial factor in their success, as this is the tool they used to
reprice within each practice as a first port of call.

“The biggest ROl from using GoProposal has been our fee
increases. Not just from the product itself, but the whole
ethos and training that surrounds it has given us the
confidence to revisit existing clients and show them all the
services we haven’t previously charged for, that we need to
start charging for. Clients have been so much more receptive
than we thought. We were quite skeptical at first, but I’'ve had
so few kickbacks it’s been incredible.”

Ben Knapp, Operations Director, Nuvo Accounting




‘“Don’t sell your time for
money, start selling results”

Selling time for money isn’t an efficient way to make a profit, since
time is finite. You need to shift your focus from selling your
services by the hours they’ll take, and sell the results you know you
can achieve for clients instead.

How do you get results?

By having very different conversations to understand your clients
at the deepest level, to understand your clients as people, and what
they’re trying to achieve personally.




Drill Down

Start by scoring yourself on each section
‘below ground.’

For every statement that’s true to your
firm, give yourself a MINUS point.

Put your total minus score to the right of the row.

At this point, you might be feeling unsettled. It's always
depressing when you shine a light on something for the
first time - but there is hope.

If your score 1s low, and you’ve been experiencing pain and
stress, we’re shining a light and exposing where 1t hurts.

DISCOVERY & VALUE ENGAGEMENT
FOLLOW-UP CONVERSATIONS PRICING LETTERS BASIC AML PROPOSALS PAYMENTS

=0

‘“Unless you know where you are, you
can’t get to where you want to be.”



Rise Above
the Weeds

To assess whether you have your house
in order or a scalable asset, work
through the rest of the points column
by column, from left to right..

DISCOVERY &
FOLLOW-UP
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https://goproposal.com/blog/growth-and-profit/the-gloss-method/
https://goproposal.com/blog/growth-and-profit/the-gloss-method/

Focus on
Progress

Enter your total score from step 2 into
your progress bar. Don’t overthink 1t.

Remember, you need to see where you
are now so that you have a chance to
see where to progress.

PROGRESS BAR

How far along the success roadmap are you?

Highlight 3 KEY AREAS to focus on to progress, for example:
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Instead of being overwhelmed by the big picture, focussing on
three areas to start will help you move the needle forward on the
progress bar.

Answering these questions will help dictate
what actions you need to take:

e What’s one BIG thing you know you need to change?

e What’s stopping you? If it’s fear, ask the question, who am |
afraid of failing in front of?

e What action will you take by the end of today to move this
forward?

TOP TIP #2

You MUST detach yourself from market rates.
If you’re matching market rates you’re doing

the same as everyone else - be the best, and
don’t concern yourself with what others in
your area are charging.



https://app.asana.com/share/goproposal/copy-request-board/484801465782047/a4fbb98db32ead8b5836a5b337228f4b
https://app.asana.com/share/goproposal/copy-request-board/484801465782047/a4fbb98db32ead8b5836a5b337228f4b
https://app.asana.com/share/goproposal/copy-request-board/484801465782047/a4fbb98db32ead8b5836a5b337228f4b
https://app.asana.com/share/goproposal/copy-request-board/484801465782047/a4fbb98db32ead8b5836a5b337228f4b
https://app.asana.com/share/goproposal/copy-request-board/484801465782047/a4fbb98db32ead8b5836a5b337228f4b

What next?

Now you’ve identified the gaps in your
client engagement process and what you
need to change, HOW are you going to
change them?

If you want to make a breakthrough, a good
place to start is by asking people who have
already done so. [he GoProposal
communtty s rich of accountants and
bookkeepers who’ve learned the value of
charging thetr worth and experienced
phenomenal results as a consequence.

DID YOU KNOW?

If you’d love to have your whole team confident with onboarding
new clients, but don’t see how you’d have the time to train them,

we can help... When you add additional users to your GoProposal
package, you can send them our way and we’ll train them on
sending proposals, engagement letters and AML checks.

Remember, you’re more likely to
commit if you take one step forward
within 1 HOUR of completing this
activity. What will you do?



https://goproposal.com/community/
https://goproposal.com/community/

PROPOSAL
by Sage

Why GoProposal?

GoProposal is more than an engagement sutite. Our
fundamental purpose s to help you grow profitably.

If you need help to price your services consistently,

and protect your firm with state of the art compliance
and Anti-Money Laundering software, start a trial, at
no cost and no obligation.

START YOUR FREE MONTH



https://goproposal.com/signup/

ENGAGEMENT SUCCESS
ROADMAP

HOW TO USE THIS ROADMAP

1.Read through the statements to understand where you are
right now and score yourself in the boxes using the numbers to
the left of them as the range.

2.Add up your scores at the end of the rows to figure out whether
you are above or below ground, and by how much,

3_Plot your final score on the PROGRESS BAR to understand how
far you have to go.

[PRINT THIS PAGE]

PROGRESS BAR

How far along the success roadmap are you?
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