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Chapter 6 

How To Get Out Of Your 
Own Way 

One of the most rewarding things about taking 
bookkeepers through this process for me, is watching 
their transformation.  When they get to that moment 
where they actually see for themselves what they can 
create based on the skills and experience they already 
have.   

I get it. I know how they feel. I remember when 
things started coming together for my business and I 
thought, holy crap, I’m actually creating something 
meaningful, something that matters to my clients. They 
don’t see me as just their bookkeeper anymore! 

Suzanne is a perfect example of this. I love working 
with her, and the story of how she has been able to 
grow her business by creating her company’s 
ecosystem – and then specializing as an advisor – is 
both exciting and inspirational.  
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But don’t take my word for it. Listen to how 
Suzanne describes the struggles and triumphs of her 
journey in her own words…. 

Before I started working with Lisa, I had already 
built a solid business. My years of hard work had paid 
off, and I always thought it was amazing that I had 
come this far by getting to do something I loved. 

But when I turned 40 last year, I started asking 
myself, “Is this what you want to keep doing for the 
next 20 years?”  

My goal for so long had been to make as much 
money as I could to build the business and be 
comfortable. But now that I had accomplished that, I 
felt like I needed a new goal – something that I really 
cared about. I had built the platform, but what was I 
going to say when I stood up on it?  

So I begin reading about a lot of new programs and 
strategies, and started trying to implement those, just to 
make this “better.” But all these attempts meant I was 
working even harder. And everything became just too 
much. Too much work, and too may options.  

Because I didn't know where to focus my time, I 
couldn’t say no to anything.  So I was doing a lot of 
things well, but I wasn’t doing anything great, because 
I couldn’t say no to anything.  

And because I wasn’t feeling productive, my 
workday was never really done, and it was later and 
later before I could tell myself, “Okay, now I can go 
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engage my family.” So I was missing out on time with 
my husband and my three kids. 

I felt like I was just spinning – that everything was a 
little bit out of control. 

I remembered when I was starting out, grinding 
away at jobs I didn’t like. I would wake up in the 
morning dreading to go to work.  Once I was there, I’d 
stare at the clock and think, “It’s only two o’clock?”. 
And I had promised myself I would never go back to 
that. 

But now I was doing that and feeling that again. I 
had too much work and I just didn't want to do any of it. 
And I thought, “The point of this is to enjoy it, right?”  

Money alone wouldn’t be enough to move me 
towards something better. I needed something true, 
something I could be great at and known for.  

The tipping point came when I was asked to speak at 
a conference, and I heard lots of other speakers say, 
they were doing some great thing or had standardized 
their operation in some powerful way, or had achieved 
great success by specializing. And all I could say was 
“Crap. I’m not anywhere I should be.” 

I needed to specialize and become an advisor. I 
obviously wasn’t going to get to that level on my own, 
and I needed to find someone and something that made 
sense to me. That’s when I joined Lisa’s mastermind.  

Most of the people I work with begin with the desire 
to change the way they operate but have no idea how.  
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Their trepidation mixed with excitement is almost 
palpable. They’ve been working the grind for so long 
that they’ve lost sight of all the little things that have 
been accumulating in their brains.  All the things they 
instinctively know how to do, the processes or solutions 
they’ve come up with for their clients, and how they’ve 
guided them through different things that come up. 

As soon as Suzanne took the plunge and committed 
to becoming an advisor, all of her doubts and fears 
came to the surface…. 

When I first began the program, I was very 
skeptical. I was born skeptical and doubting. So I didn’t 
know if this was a good move or not.  

I also hate doing something because everyone else is 
doing it. I think too many people are followers. I don't 
want to be one of the masses – I like to tell myself, 
“You’re too special for that.” It’s a great excuse for not 
taking a risk, isn’t it? 

You know how bookkeepers often don't value 
themselves so they don’t try to scale up?  

My problem is the opposite.  

I don't like being one of the many. And I don't want 
to follow something just because someone told me to. I 
need to do things for myself. (Definitely the hard way to 
create any valuable change.) So I’d say I had a good 
deal of resistence when I joined Lisa’s program. 

 But I had to do the work. I was paying good money 
for this program, so if I didn’t give it a chance, it meant 
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I was just kidding myself about wanting to systematize 
and expand. 

My husband has always been very supportive, so he 
was completely behind my making the investment. But 
knowing me as he does, he also added, “Just make sure 
it's worth it. Go in and do what you're told and don't 
argue about it the whole time.”  

The first step on Suzanne’s transformation was to 
take a hard look at her company’s ecosystem, how 
everything fit together, whether her team was following 
consistent processes, and where Suzanne’s place was in 
all of this. We knew she’d never be able to grow her 
business if she couldn’t hand over some of her 
responsibilities (especially the ones she hated doing) to 
the members of her team. 

I finally followed my husband’s advice, let go of my 
attachment to doing everything my way and trying to 
control everything, and dove into Lisa’s approach.  

And it worked!  

It was amazing to see the results for my company 
and me. As we systematized, work became easier and 
more focused, clients we wanted to work with appeared, 
and stress started to lessen.  

Probably the biggest shift as we began transforming 
our systems and processes was with my staff. As we all 
began to develop our ecosystem, I repeatedly 
encountered situations where half my staff had been 
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doing something one way that the other half did it 
differently. That’s when I got serious about us creating 
standard operating procedures for everything we did 
with all our clients. 

At first it was a ton of work figuring out those 
systems, putting everything in place, and then writing it 
all down. Then it all had to be communicated to the 
team, and we had to make sure everyone was 
conforming to the systems in the same way.  

This was by far the hardest part for me. I had always 
been more of a big picture person, while most 
bookkeepers are super detail oriented. So sometimes I 
felt like my team went overboard – that they didn’t 
really need to do all the little steps they took. (To be 
honest, my team – who knew me very well - didn’t 
believe I would actually go along with these step-by-
step processes.)  

But as soon as the systems fell into place, I saw the 
real value in this approach. I become a lot more open 
to everyone’s processes, and I realized that everything 
didn’t have to be done my way. It was just a matter of 
letting go of the need to control everything.  

Once I made that leap, I was able to promote one of 
my team to a managerial level, and she took over the 
stuff I don’t like to do, freeing me to do a lot more of 
what I wanted to do to grow my company. (A part of me 
would still like to know everything, but now I know I 
simply can't.) 
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Besides more time and more revenue, another huge 
benefit to having our ecosystem in place is how we all 
feel about our jobs. Since everyone in my company 
follows the same principles and procedures, the playing 
field is levelled, and we’re more of a real team. 

There’s no worry or resentment, no feeling of, “She 
doesn't have to do that but I do,” because now, all of us 
are doing the same thing. And if one of our bookkeepers 
is more experienced, or a lot better than another 
bookkeeper because of his or her natural strengths and 
talents, the others get to benefit. When one of them 
knows or learns a new process, that person can share 
it, and help others employ it as well.  

Staff evaluations also became much easier and more 
effective. Prior to Lisa’s mastermind, I had evaluated 
everyone based on what I knew about the way each one 
did things. But with that approach, I never could have 
brought on a manager, because there was no standard 
for evaluating everyone. Failing to systematize had 
actually stopped me from scaling my business. 

Now I was ready to move forward. 

When our systems are in place we are free to devote 
a lot more of our energy into designing what we want 
our business to be, and how we can become advisors 
for clients we truly want to work with by specializing in 
particular skills and arenas. 

When we actually look at what we do, in detail, we 
begin to see things we were oblivious to all along.  
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When was the last time you analyzed your clients, 
looked for commonalities, looked at special processes 
or spreadsheets you created specifically for them? 

Right out of the gate Suzanne and I worked on her 
compliance work systems.  “You need a system to 
attract the clients who will benefit from your passion to 
help,” I told her. “But first we need to get the 
bookkeeping looked after so you can focus on this” 

This was what freed her up to really hone in on how 
she could advise her clients and fulfill her dream of 
doing what she loved to do. 

While that was being developed, we started looking 
at her long term goals; how she wanted to serve, and 
what she could do with her existing knowledge and 
experience. So now let’s do the same thing for you. 

Expanding The Value To Specialize 
You already identified your value in chapter 2. Now 

let’s go through each of those value-add items you 
listed and see how you can expand on those. 

For example, if you regularly provide cash flow 
planning for your existing clients, you’re probably quite 
good at it. And maybe you offer this service to many 
clients within the same industry. Now you need to build 
on that situation.  
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Let’s say you have a number of clients who are 
dentists, and you regularly offer them your cash flow 
expertise. Not only that, you also spend an hour each 
month reviewing and planning your forecast with each 
of them.  You also make yourself available for how to 
adjust the plan for unforeseen circumstances.  Add to 
that the fact that you do this so often you’ve been able 
to identify patterns across multiple dentists.  You share 
your knowledge of these patterns freely with your 
clients and they’re able to make decisions based on 
what you’ve shared.  

In other words, you have inadvertently become a 
strategic cash flow planning specialist for dentists. So 
leverage that!  Position yourself as that expert. Promote 
yourself as such in addition to the superior bookkeeping 
work being done by YOUR firm under your 
supervision.  

Break It Down 
You can do this sort of breakdown with any industry 

and any of the items you wrote below the compliance 
line in Chapter 2.  Just look for small clusters of similar 
clients.   

Maybe you have a lot of non-profits. You know that 
the reporting and grant applications/reconciliations you 
do for them are not standard stuff.  They require 
specific knowledge and precise accounting.  Or perhaps 
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you have multiple restaurants, contractors, real estate 
agents, lawyers, etc.  Each of those has its own special 
requirements.  So build on what you’re already doing.  

Working with Suzanne, our goal was to get her to 
see if there was anything right in front of her that she 
wasn’t seeing. So when Suzanne broke down 
everything she and her team were doing for her clients, 
there it was! She had a couple clients that were 
churches who loved her work. And churches have very 
specific requirements when it comes to bookkeeping. 
Even more important, just from having worked with 
these particular clients, she knew things the average 
bookkeeper wouldn’t.   

So we expanded on what she knew. She built her 
value promise up so that she could speak to the 
problems churches faced, and become their solution to 
solving those problems. 

But wait, it gets better!  Because Suzanne knew the 
industry and was able to speak their language (if you 
haven’t read it yet, Jeffrey Shaw’s Lingo, was how I 
learned how to speak my client’s “language”), she was 
able to position her offering at the district level.  She 
created a high-value package that the district promoted 
to their churches, who would then send them directly to 
Suzanne’s firm. 

Thanks to positioning herself that way, here was her 
experience with one of those churches…. 
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I was referred by the District to a new church that 
was opening. I met with the new pastor, who was telling 
me the concerns they were facing, like how to know 
what kind of people they should hire, and what kinds of 
skills would be useful. So I offered to lay all that out for 
him, and told him that these were the kinds of things we 
specialized in.  

When we finished, and I had given him lots of ideas 
about how he could overcome some of the challenges 
he faced, he asked, “Can I pray with you?”  

I said sure, and afterwards he said, “I just want to 
know you’re now part of our family. You’re such a 
teacher!” I was close to tears as I thought to myself, 
“My doctor clients never pray with me. This is the most 
rewarding thing I’ve ever done.”   

Moments like these are so rewarding because they 
show me that the work I can do as an advisor, it means 
something. It’s a different win than just getting a pay 
cheque. It’s about having a bigger purpose. 

Needless to say, I no longer watch the clock with 
dread, I no longer hate the thought of going to work, 
and I give my family lots of time and attention.  

I love what I do, I love my team, and we love the 
clients we work with. I can do more of the things that I 
really want to do, knowing that my clients, whom I 
really care about, will always get great service.  

And none of this would be true if I hadn’t decided to 
take this journey.  
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If you’re reading this and are hesitant like I was, I 
would encourage you to take the leap and specialize. 
You’ll have more revenue, more sanity, more freedom, 
more purpose and higher standing. And you’ll have 
made the job fun again. 

You Have It In You, Now Find It 
It might be that you have just one client who has 

something unique that you understand deeply.  I want to 
make this clear; YOU have an understanding of it, not 
every other bookkeeper.  This is your opportunity to 
expand on that. 

It’s not about being a genius – it’s about embracing 
what you know that others don’t. What experience you 
have that others want. Every industry has something 
unique that you can specialize in.   

I guarantee that if I were to look at your processes, 
I’d discover a system or an approach that’s specific to a 
problem you solved, in an industry you already know. It 
doesn’t have to be big, just different.  Start with that, 
build on it, and voila, you have the beginning of your 
high-value proposition.  


