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#4
Accountant’s Growth Formula – Introduction and Overview

As we enter Lesson 4 of the Masterclass, lets 
recap on what we have covered so far in the 
first 3 Lessons and look ahead to what we will 
cover in this session.

Lesson 1 - Your Customer List – 
Nurturing Your Greatest Asset
Problem

Under too much pressure, too much stress 
and not enough profits. The real problem is 
that many accountancy firms may have a lot 
of customers, but not enough of these are 
ideal customers.

Solution

Apply the Customer Grading Matrix to your 
Customer List to identify your Ideal A Grade 
Customers, your Bs and Cs in the middle, and 
also your D Grade Customers. Get focused on 
who you are spending your time, energy and 
resources on. Create more space for your 
existing Ideal Customers and the new Ideal 
Customers you want to attract, by pruning 
your customer list, and letting go of some of 
the Dumpable Duds. Lead as many of your 
customers to the next grade as possible. 
Always remember there are some people you 
are meant to serve and others not so much.

Lesson 2 – The Accountant’s Growth Loop
Problem

I need more Ideal Customers.

Solution

Apply the Accountants Growth Loop to accelerate ideal potential customers through the Know 
– Like – Trust process. Grow your ideal customers by focusing on your existing customers and
helping them get their No.1 Result. By giving them their No. 1 Result, they will have a story to share
which will help you attract a steady stream of A Grade Customers.

What or who is most important to you? What is your purpose?
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Lesson 3 – The Accountant’s Growth Formula Blueprint

Problem

How do I get from where I am now to where I really want to be?

Solution

Follow the Accountant’s Six Step Success Path. Change your Trajectory and map your Desired 
Destination; Nurture your Customer List; Position your Firm using your Product and Pricing Strategies; 
apply the Quick Win Growth Process using the Accountant’s Growth Loop to wow your existing Ideal 
Customers and win a steady consistent stream of new Ideal Customers; Leverage your Business to 
reach your Desired Destination and achieve Success, whatever that means for you.

Lesson 4 – The Subscription Revolution

Problem

How can I afford to make all these changes while still running 
my business on a day-to-day basis?

Solution

Follow the global trend by converting your services to a 
monthly subscription model. Start with a fixed fee pricing 
system, moving to a value pricing model.  

Problem

How do I create the extra time to make the changes?

Solution

Apply the Accountant’s MAP – Massive Action Plan to gain the leverage you need to create the time 
and space you need. Replace the limiting beliefs that may be holding you back and create winning 
rituals and routines that will propel you to get it done.

Problem

It is hard keeping momentum and implementing things like this on my own.

Solution

Join a Tribe of Accountants on the same journey and get the support you need to get this done while 
making real progress. Join the Accountants Growth Formula and between the 21st & 28th 
February and lay the foundation to make 2019 Your Best Year Ever.

Take Massive Action and Join Now https://theprof tpro.com/accountants-growth-formula

Des O’Neill

https://theprof tpro.com/accountants-growth-formula
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Step 1 – Raising Prices using the Results Conversation with Existing Clients

1 2 3 4 5
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Step 2 – Join the Subscription Revolution

1 2 3 4 5

Step 1 Step 2 Step 3 Step 4 Step 5

The Global Trend Old Business vs New Business Models

A Tale of 2 Competing Companies

In 2004 Blockbuster was at its peak and had $6 Billion in sales and over 60,000 employees. It was 
a clear market leader. Some would say it was invincible.

Then along came Netflix. Back then it was just a small little start-up. It really wasn’t doing that much, 
but it had a completely different business model. It had a recurring subscription model.

Blockbuster even had the chance to buy Netflix, but they didn’t. That was a bit of a mistake!!!!! They 
were too stuck in their old school way of thinking, doing business with one-time transactions, They 
did not understand the monthly recurring subscription revenue model. 

Seven years later Blockbuster had gone from $6 Billion in sales to $0. They ended up filing for 
bankruptcy.

Netflix experienced massive growth during the same period and hit $7 Billion with over 74 million 
monthly subscribers.
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Step 2 (continued)

This is a perfect example of the old way of doing business versus the new way of doing business.  
The old way for accountants is to price after the job is done and add a little bit onto what was paid 
last year. The old way is to price after the event, based on hourly time spent using the dreaded 
timesheets. The accountancy profession has the luxury of annual recurring revenues but the world 
is changing and so are your customers. 

This new business model drives companies that you and I interact with every single day. Software 
companies that used to sell software in a box are now selling monthly subscriptions, and their 
sales are soaring. The markets that were traditionally selling physical products are being turned 
upside down by renegade companies that are selling the same physical products but on a monthly 
subscription. I mean even traditional media like newspapers are finally getting around to re-
packing what they offer and selling monthly subscriptions.  It’s everywhere - the monthly recurring 
subscription business model creates 2 amazing things: - stability & freedom.

Are you ready to make the strategic shift to embrace value pricing and join the monthly recurring 
subscription revolution?
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Step 3 – The Accountants MAP – Massive Action Plan

1 2 3 4 5

Step 1 Step 2 Step 3 Step 4 Step 5

The biggest challenge many accountants share with us is time - the lack of time to work on their 
business, the lack of time create space, the lack of time to build new systems, the lack of time to 
attract new ideal customers, the lack of time to provide ideal customers with the support and the 
service they really want – The lack of time to get the things done that will truly make a difference.

We have developed the Accountants MAP as a weekly process that accountants can turn into 
a success ritual that will help create the space to make the changes you want and need in your 
business.

“The Accountants MAP, is about getting massive leverage to create a massive 
impact by implementing what you need to implement.”

The Accountants Map has a two-fold purpose, however, because the real underlying challenge 
that many accountants have is changing their mindset. The profession has set us up for failure. 
From the very outset of our careers, we are taught how to get our financial statements right, apply 
tax legislation and company law legislation, and do all the things we need to do as technicians. 
We become great business advisors and experts, but all too often there is little focus on how 
to build a successful business for ourselves. The old school concept of putting up a brass plate 
on the wall and they will come. The old school thought process of providing a good service and 
customers will come by word of mouth. Our technical training path and the old school model ends 
up creating many limiting beliefs in the minds of accountants about their business and how it 
works and should work. The biggest challenge to building the business you want often starts with 
these limiting beliefs. Is there a possibility that our limiting beliefs are keeping us from what is truly 
important in life?
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Step 3 (continued)

The globally renowned life and business 
transformation strategist, Tony Robbins, has 
developed a Neuro-Linguistic Programming 
approach in his seminars and books called 
the Dickens Process.

The Dickens Process is based on a character 
named Scrooge from Charles Dickens’ novel 
“A Christmas Carol”. Mr.Scrooge, who meets 
a ghost on Christmas morning, is shown how 
his future could be if he doesn’t change his 
current bad behaviour and limiting beliefs. 
This causes so much pain for Scrooge that he 
decides to change his life forever.

The process uses the conscious mind to make you visualise possible future paths and attach real 
feelings to the process. Think about standing in front of a pathway, with the left side leading to one 
direction. The way you are currently travelling in which you don’t change a current bad behaviour. 
The right side leads to the future-you – if you would change your current bad behaviour. The right 
path shows you how your life will change positively for you, affecting all the other people around 
you. To give an example, think about a current bad behaviour. This could be not working out, 
drinking too much or not taking care of what you eat or how you treat the people around you. This 
could be not taking the steps you need to take to improve your business.

“Using the Accountants MAP, you can examine limiting beliefs in your life and 
the path they are leading you down.”

How does this affect your accountancy firm? Can you imagine how you could get sick and burned-
out because you have too many D Grade Clients and are too busy and too stressed, and this keeps 
you from working efficiently and being focused, and worried that you can’t deliver anymore? See 
this future, feel this future and hear this future. Feel the pain associated with all these happenings 
if you don’t change your life.

Then take the right path and continue without that limiting belief. How would your life have changed 
if you changed your business and how you do things? Imagine the best possible version of yourself 
and how you live for many years with your loved ones or your children or your grandchildren. 

Think about how you can make small changes in your business that will have a transformational 
impact on your life and your business so that you become a role model for your accountancy 
colleagues. See this future, feel this future and hear this future. Feel the joy and happiness attached 
to this positive future. Now travel back in time again to the pathway where you first started, you 
have experienced both versions of yourself and felt the pain and joy. Think about the consequences 
of both versions. After you feel the acute pain of your current “handicapping beliefs”, you formulate 
2-3 replacement beliefs to use moving forward.
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Some of the limiting beliefs we hear from accountants include

I have to do everything if 
it is going to be done right.

Customers will only  
deal with me.

If I raise my prices,
customers will leave.

I can not get rid of any clients.
They all contribute to paying the bills.

I don’t have time.

I could do all this if I just
had a better team.

This would work if I had 
different partners.

This is the way accountancy is. 
Stress and pressure is just part of being an

accountancy firm owner.

This will just not work for me.

My firm is just 
different. This stuff 

will not work for me.

My clients
are different. 
This stuff will  

not work for me.

I don’t have
time to change.

I can’t justify  
raising prices.

I don’t have time to do business
development or personal 

development programmes.

Things are good 
enough as they are.  

I don’t want to 
change the Status 

Quo.

Customers keep 
coming I don’t need 

new customers 
I just need more 

time.

I can’t afford the 
time or money to 

invest in myself and 
my business.

I tried something like this before, and it failed.

My business is OK, and I make 
enough money anyway.

I advise customers on their 
business all the time, and 

I have been to practice 
management courses before. 

I know what I need to do.

I am too long 
in the tooth. It 
is retirement 

I should be 
thinking about.
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What are your Limiting Beliefs that are holding you Back?

I am not an entrepreneur or a
marketer. I am just an accountant.

Our firm has done things this way for too long. 
Changing things now is too hard.

I am not a
salesperson. 

This is not for me.

I can’t charge for that. 
I already knew the answer

Our firm is just too small.

Our firm is just too big.

I have only started out. This is something 
I can do in a few years time.

It is not me 
who needs to 

change

I just need 
a better team

Yes, I would like to have more free time to spend with
my family, but I work like this to provide for them.
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Step 3 (continued)

The Accountants MAP
Massive Action Plan

What are the things that are holding you back? Your limiting beliefs? Things you need to do?

This MAP is focussing on Limiting Beliefs 

This MAP is focussing on Actions I have prioritised

What are the Limiting Beliefs I want to Focus on?

Or

What are my possible actions in the coming week?

What is the ONE Thing I can do such that by doing it makes everything else easier 
or unnecessary?

Your ONE Thing:

Getting Leverage 
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Step 3 (continued)

The Past

What has it cost me in the past? What has it cost people I love in the past? What have you lost because 
of this? What has it cost your business, your team and your customers? What has it cost me physically, 
mentally, emotionally and financially? See it, Feel it, Experience it.

The Present

What does it cost you now? What does it cost the people you love? What are you losing because of 
this? What does it cost your business, your team and your customers? What does it cost you physically 
mentally, emotionally and financially? See it, Feel it, Experience it.

The Future

Five years from now if you do not take action right now what will it have cost you? What will it have 
cost your loved ones 5 years from now? What will it cost your business, your team and your customers? 
What will you have lost 5 years from now? What does it cost you physically mentally, emotionally and 
financially? See it, Feel it, Experience it.
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Step 3 (continued)

Look 10 years into the future and the impact of not changing

Look 20 years into the future and the impact of not changing

What will the new future look like by taking Action / changing this belief? How will it benefit 
you? How will it benefit your loved ones? How will it benefit your business, your team and your 
customers? How will your life be different, physically, mentally, emotionally and financially?

What needs to be done to create this change?

When are you going to schedule it in the coming week



AccountAnts Growth FormulA mAsterclAss lesson4 – the subscription revolutionAccountAnts Growth FormulA mAsterclAss lesson4 – the subscription revolution

15

#4

1
YOUR

TRAJECTORY
& DESIRED

DESTINATION 2
NURTURING

YOUR GREATEST
ASSET

3
THE 3 P’s

POSITIONING, 
PRODUCT &

PRICE

4
THE QUICK

WIN GROWTH
PROCESS

5
LEVERAGING

YOUR
BUSINESS

6
YOUR SUCCESS

& YOUR
DESTINATION

M
A

ST
ER

Y

IMPLEMENTATION

KN
O

W
LE

D
G

E

INFORMATION

THE COMPASS FOR YOUR JOURNEY MANGING YOUR DEVELOPMENT & PROGRESS

  OP
TIM

ISIN
G E

FFE
CTI

VEN
ESS

   DEVELOPING A WINNING TEAM & ORGANISATION
      DEVELOPIN G THE SYS TE M S & O P E R ATIO N S YO U N E E D

     
CREA

TIN
G P

RO
FIT

 FO
CU

SE
D 

FIN
AN

CE
S &

 KP
Is
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Step 5 — Taking Massive Action Now

1 2 3 4 5

Step 1 Step 2 Step 3 Step 4 Step 5

What is the ONE Thing you can do today such that by doing it will make everything else easier 
on unnecessary in developing your accountancy business?

You have a decision to make

You can either continue down the path of least resistance, the path you have been travelling, or 
you can choose the road less travelled. The path of least resistance will probably result in you 
getting the outcomes you’ve always received. But if you want something different to happen, if you 
want to change the direction of your firm you are going to have to do something different.

The real question is what will it cost you to continue down the path you are on, rather than come 
down a different path with us.

Remember not doing anything is also a decision. It may not be the right one, but it still is a decision.

As you look forward 1 year, or 5 years or 10 years down the line do want to settle for knowing that 
you could have taken action to take your business to the next level and have more freedom, more 
money, more flexibility.

You choose in this moment. This is a moment that matters.

Join me in the Accountant’s Growth Formula Programme.
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Step 5 (contnued)

Join your peers who are taking a step up and changing the status quo.

Go to https://theprofitpro.com/accountants-growth-formula to find out more and take another step 
on the journey

In our Masterclass, we have shown you the opportunity for you and your business. We have given 
you a glimpse of the transformation that is possible. What it would be like to really take ownership 
of your firm and take hold of your destiny. By being here with me on the Masterclass, you have 
already changed your trajectory but now its time to step up to the next level.

This is a limited time offer. The ProfitPro Accountants Growth Formula Programme is only open 
for a short time. We are closing down registrations at 12.00 Midnight on Thursday the 28th of 
February so that we start preparing to kick the programme off.

If you want to get in, you need to act quickly because when we close down registration access to 
the programme will be gone until sometime in 2020. 

Time is ticking. The time has come for you to put yourself first.

Join us now  https://theprofitpro.com/accountants-growth-formula

https://theprof tpro.com/accountants-growth-formula
https://theprof tpro.com/accountants-growth-formula
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Take Full Control of Your Business
When you take full control of your firm and systematically structure it in such a way that it works for 
YOU, you will create a sustainable business that gives you what you want. Time, flexibility, money, 
freedom and choice.

Imagine a Situation where you and Your Firm have

zz A steady stream of ideal clients that will allow you to pick and choose who you want to work 
with

zz A steady cash flow, always enough money in the bank, wealth in your business and wealth for 
you

zz Time – time for your business, time for your team, time for your better clients, time for your 
family, time for you

zz The ability to make a real contribution to your community and broader society.

zz A profitable and rewarding firm
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What is the Accountants Growth Formula
The Accountants Growth Formula is blended learning programme which can be done all in your 
own time. The Orientation and kick off starts on the 1st of March 2019 with the 6 modules 
released over the following 8 weeks. 

The modules are released on a weekly basis, so the programme is set up that we go through one 
module a week and get the work done together.

Each module is broken down into bite-size chunks so that you can dip in and out around your 
busy schedule. The course tracker will tell you where you are in the process and what you have 
covered and what steps you still need to take.

The programme consists of a combination of video tutorials, help sheets, done for you templates, 
quick guides and all the resources you need to make it happen.

If you fall behind or have scheduling issues, you can always work at your own pace and catch up, 
and the webinars are all recorded

Even after the programme is over, you will still have access so you will be able to go back over the 
material at your leisure, reviewing and re-using as often as you want for the next 12 months.

You will also have access to our ProfitPro Community where you can share ideas, ask questions, 
get answers, and most importantly have the support of our team and your fellow progressive 
accountants. This community not only answers questions, but it also provides accountability and 
somewhere to celebrate your victories.

You can probably figure all this out yourself if you were to spend a lot of time and money. I have 
done the hard work, so you don’t have to

Find our More Now https://theprof tpro.com/accountants-growth-formula

https://theprof tpro.com/accountants-growth-formula
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Sign Up Bonuses

We believe in giving value, and we also believe in getting results so when we were finalising the 
outline of this programme we sat down and thought about how we could make it better.

We came up with not just 1 bonus or 2 bonuses, but 3 bonuses, which are worth more than the 
programme itself.

If you sign up before 28th of February, you will get: 

Bonus 1 - Audience With The Experts - Learning from the Best of the Best  (Value €697)
Bonus 2 - ProfitPro Live - A 3 Day Experience       (Value €600)
Bonus 3 - The Accountant's Space Programme - Getting it Done - 
       A Habit for Life         (Value €497)     

Money Back Guarantee

You have until the 1st of April to see if the Accountant’s Growth Formula Programme is right 
for you. If you determine that it isn’t, just let us know, and we will gladly refund your money. No 
hassles. No hard feelings.

If you don’t get a return of multiples of your investment by coming on the next part of the 
journey with me, taking steps forward, and applying what we cover, I will refund you personally 
out of my own pocket.

Now is Your Time 

Now is your time. It’s time to step up. There has never been a better time, but you have to act now 
as registration is closing soon.

You have a big decision to make.

I can’t make it for you … the only thing I can do is tell you that it works. It’s working for our firms.

I really hope I see you in the programme.

https://theprof tpro.com/accountants-growth-formula

Des O’Neill

https://theprof tpro.com/accountants-growth-formula
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What Our Customers are saying:

“I am thinking differently now in how I can position myself with certain clients to do more and it has 
given me the confidence to go down that avenue.”

Johnny O’Callaghan – John O’Callaghan Ltd

“I have more time for my children. I have more 
time for my wife. I’m more present. When I’m 
there, I’m really there. When I’m in the business, 
I’m fully in the business. I’ve learned skills that I 
didn’t have before. I learned how to switch off 
and how to disconnect from the business. My 
business life and my personal life, are no longer 
muddied.”

Brian Heerey - Heerey & Co

“ProfitPro puts a focus on what we have to do 
and where we have to go rather than constantly 
chasing our tails.  It has given us guidance on 
what to do with our business are where we need 
to start working on rather than just working on 
clients”.

Paul Whately – MA Whately & Co

I personally felt we were just hamsters on a 
wheel, constantly, and we were still on 
survival mode from the crash and everything. 
We just needed someone to say, “Well now you 
can get off that wheel now. You have survived, 
now do something with it.”

Natalie Ali – K+A Accountants

“What was the why?” I think I lost what I was 
doing this for. You’re doing it for money, 
and keep the house, and keep the practice 
going, and all the rest of it. That’s not enough 
when you get to a certain point I found my why 
again.”

Richard Kenderick – K+A Accountants
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What Our Customers are saying (continued)

“Without doubt this course is one of the best I have completed. It has completely changed my approach 
and thinking to running the practice. No matter what stage your practice is at, the information from 
this will be of huge benefit to you.”

Shane Donnellan - Donnellan & Co

“While I initially signed up for the program, as I instinctively knew we needed help, though I couldn’t 
define what that help looked like or would exactly deliver, my first reaction after confirming the order 
was ‘What have I done’ !. Working with Des has been a positive, supporting & eye-opening experience. 
This, coming from a natural instinct to always focus on getting the client work done and everything 
else comes after, we were loosing sight of how the business should be benefiting us as owners. The 
approach has always been not ‘one size fits all’ but what do you & your practice want & need – 
Learning curve, these are frequently not the same thing. This has encouraged and supported us to 
look upwards instead for a change and decide what we want out of the business and what it needs 
to be to deliver this. In reality the changes will take more time than the course but now we have the 
ground work in place and foundation stones and new skills to review how we develop our business 
in to the future.”

Claire Kelly  - Kildare Audit & Accountancy Services
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Dublin - Block B, Iveagh Court,

Harcourt Road, Dublin 2.

T: +353 (0)1 411 0000

Wexford - Main Street, Ferns,

Enniscorthy, Co. Wexford.

T: +353 (0) 53 910 0000

London - 100 Pall Mall,

St. James, London. SW1Y 5NQ.

T: +44 (0)20 3582 6965

Florida - 19005 N Pale Market Hwy,

Lutz, Tampa.

FL 33548

info@theprofitpro.com
www.theprofitpro.com




