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It does not take
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How to make more
money from your
bookkeeping
business
Are you finding it difficult to
make your bookkeeping
business work for you?
Great news! In this book, we're going to share 10 strategies to help you make more
money from your bookkeeping business. 
 
Hi, we're Jo and Zoe and we want to thank you for taking the time to download this
e-book. We both run successful bookkeeping practices around our families and want to
share in this e-book some of our wisdom from our joint 38 years of experience in the
industry.
 
We all run our bookkeeping businesses to help bring more money into our households,
we don't do it just for fun. In this e-book we'll give you 10 steps to help you ensure that
you're getting the most money from your business.
 
We hope you find this a helpful resource and would love to hear from you if you have
any lightbulb moments. Please join our community of bookkeepers through our free
Facebook group the 6 figure bookkeepers club, we'd love to see you in there! 
 
Best wishes, Jo & Zoe



Build your network and join
communities where your ideal
client hangs out.

Find
your
tribe

1. YOUR PHYSICAL
NETWORK

Building our networks in
person is important for
meeting potential clients.
There's nothing like getting in
front of somebody and talking
about what we do. But even if
your ideal client isn't in the
room, building relationships
results in long term
connections, and referrals,
even from those we don't end
up doing business with. 
 
There's no end of networking
groups though, we could
spend all of our time
networking if we're not
careful, so it's important to
choose those networks where
our ideal clients are most
likely to be. 
 
Show up regularly if you really
want to become a part of the
community and make sure
you have a good stack of
business cards. Another tip is
to set a goal for the number of
new connections you're going
to make each time you
attend, and to be sure to
follow up swiftly.

2. YOUR VIRTUAL
NETWORK

Most networking groups have
an online presence and our
opportunity to network doesn't
end once we go back to the
office. If the networking group
you belong to has an online
group, join and get involved.
It's great to remind those you
met of who you are, but also
to engage with others in the
group who may not have
attended for a while. 
 
Facebook, Twitter, LinkedIn,
Instagram... where should
you spend your time? If you're
finding it overwhelming, think
about the social media
platforms your ideal client is
most likely to be using and
focus your attention there. 
There are many small
business groups on
Facebook, and the facilitators
tend to post questions daily to
build engagement. These
groups can be great for
building your network, just
remember to participate
regularly and add value, you'll
soon be the go-to bookkeeper
in the group.



3. REVIEW YOUR
PRICING

Consider whether you're
charging enough for your time
and the value you're
delivering to clients. 
 
It can be easy to say yes to
work just to bring the money
in, but make sure the price
you're charging is reflective of
the years of training and
experience you bring to the
client.

 

 
What you're charging for is
the feeling you leave your
clients with when you've
completed that piece of work. 

Are you
charging
enough? 4. REVIEW YOUR

COSTS

It can be easy to be enticed to
buy the next new shiny thing
which promises to make a
difference in our businesses,
and the next, and the next,
especially when we're trying
to make more money and are
promised time saving,
efficiency, income boosting
solutions.
 
We suggest going back to
basics regularly and
challenging exactly what we
need to be spending on in our
businesses. 

5. USE YOUR TIME
EFFECTIVELY

We've spoken about
reviewing our costs, but how
much is your time costing
you? 
 
Is there an opportunity to earn
more money by stopping
doing something which isn't a
good use of your time.
 
Subscriptions to time saving
software can seem
expensive, but if it saves you
a complicated spreadsheet or
a manual work around, the
time saved can be used to
work for paying clients, sure
your costs will be a little
higher - but so will your
income and therefore your
profit. 



 

 
You could simply ask existing
clients for referrals, but if you
feel you can, ask those clients
to introduce you to the
potential client on an email so
that you can follow up.
Another option is to run a
referral programme where
you offer your existing client a
discount or a reward if their
referral results in a new client. 
 

7. SHARE YOUR
KNOWLEDGE

There's nothing like having
the opportunity to stand in
front of a room of potential
clients and demonstrate your
knowledge and skills.  
It can seem daunting, but
small business owners have
plenty of questions about their
business finances, and you
will be the expert in that
situation, so be bold.  

6. CLIENT REFERRALS

We all know that referrals
from somebody we know are
much more powerful than
taking the word of somebody
we've only just met, so aim to
get testimonials and referrals
as much as you can. 
 

 

 
Look for opportunities to get
in front of networks old and
new and demonstrate your
expertise. This could take the
form of workshops to help
business owners get the most
out of their accounting
software, or simply speaking
about something topical or
sharing your business story.
 
This is the perfect opportunity
for clients to try out your
services for a low cost or
even for free, if they decide
they need more support, you'll
be front of mind.
 
If you run a workshop or
seminar, make time for 1-1
sessions at the end so that
you can talk to people one on
one about hwo you might be
able to help them further.
Take along business cards
and marketing materials, and
take their details so that you
can follow up and stay in
touch. 



8. UP-SELL TO
EXISTING CLIENTS

It's easier to sell to existing
clients than to find and sell to
new clients.
 
If you've already worked with
somebody, they already
appreciate the quality and
value of your work.
 
Think about their biggest
problems and how you can
add value to them through
additional paid services.

 

Use 
your
network

9. GET LISTED ON
DIRECTORIES

If getting more clients is
critical for you, then another
way to increase your visibility
is to get listed on directories. 
 
This could include your
professional body's directory,
the Institute of Certified
Bookkeepers for example has
a directory which can be
searched by postal code to
find a local bookkeeper, 
 
Software providers also have
directories of approved
bookkeepers who've proven
their competence with the
software. If a business owner
is struggling to use their
accounts software and need a
bookkeeper to help them, the
directory might be one of the
first places they search to find
somebody to help them. 

10. CONNECT WITH
ACCOUNTANTS

It's not just clients who can
refer you, many small
businesses have an
accountant - in fact they
usually have an accountant
before they employ a
bookkeeper, and accountants
simply don't always have time
to take on their clients'
bookkeeping. 
 
Network with and connect to
accountants, and if a client
tells you they have a meeting
with their accountant, ask
whether you can go along. As
well as being able to support
your client in that meeting,
there may be an opportunity
to speak to the accountant
about the possibility of
referring more work,
particularly if they are
impressed by the quality of
your bookkeeping. 



Grant Cardone

There's no shortage 
of money in this world. 

 
start hustling



6figurebookkeeper.com


