


Int roduct ion
“Oh shit! Did I remember to do that?”

It’s the middle of the night on July 31, 2014.

I’ve been awakened from a deep sleep with the sudden 

realization that the return for one of my long-standing cli-

ents was due to the Canada Revenue Agency by midnight.

I was certain I had cross-checked all the important 

points and had submitted the return. Or had I? Had I been 

so wrapped up in the rescue project I was doing for my new, 

nonprofit client that I’d forgotten?

I crawl out of bed and fire up my laptop.

Damn, I didn’t submit it.

I hadn’t even done the pre-work to be able to file it. There 

goes another day of vacation.

Did I mention that I was on vacation with my family at 

the lake? This was supposed to be my downtime, when I 

could finally enjoy some quality time with my kids, soaking 

up nature and the beach at our cottage.
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By morning, I’m still sitting in front of my laptop, strug-

gling to get a strong enough internet connection to finish the 

work and file the damn return. Through the window, I can 

see my family head down to the beach while I’m staring at yet 

another spreadsheet. At that moment, as I watched them go 

without me, I swore to myself, “I’ll never miss another minute 
with my kids while we’re on vacation.”

Of course, I’d made that promise to myself before—many 

times. But “urgent” work always seemed to pop up at the 

last minute.

I’d always think to myself, “People who have a ‘job’ get 

vacations—actual time off with pay. Since I have the ‘free-

dom’ of running my own business, I should be able to set 

my own schedule and workload.”

But then I’d realize…if I don’t do the work, deadlines 

will be missed, I won’t get paid, and my clients will be 

pissed off. So I keep working. This return wasn’t going to 

get done by itself.

Before leaving, my kids had pleaded, “Mom, come swim-

ming with us!”

As usual, I replied, “I’ll be right there. I just have to fin-

ish this first.”

Then, as always, three hours later, I’d hit the beach when 

they were all tapped out. My (soon to be ex-) husband would 

look at me sideways and make some crack about my clients 

being more important than my family. He’d comment about 

the number of hours I put in compared to the bank balance. 

“Why are your client’s needs so important? They don’t even 

pay you that much.”
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“It’s my job,” was all I could say.

“Is this what being in business is supposed to look like?” I’d 

ask myself. Always on, always available, always in a state of 

overwhelm? Chasing money that was owed to me, justifying 

my invoices, dealing with pain-in-the-ass clients, and never 

being able to just turn it off?

Lightbulb moment: I had a job, not a business.
I had a high-stress job that only I could do. A job that 

didn’t allow me time off, let alone paid time off. Something 

had to change. I needed a SYSTEM.

I knew systemizing was something successful businesses 

did. But what was there to systemize?

“I’m a bookkeeper,” I thought. “I just do all the work 

myself, and then I get paid. (Well, most of the time, and it’s 

usually not enough.)

“But what if there was some way to systemize what 

I do? To keep my deadlines straight, get myself out of 

panic mode, and possibly hand off some of the work to 

someone else?”

The problem was, I didn’t have the time or the where-

withal to come up with my own system. I discovered I could 

simply buy a system that would do exactly what I needed, but 

I didn’t have the money. My future ex would never approve 

of this spend, and thanks to his can’t-keep-a-job-so-let’s-

just-borrow-more approach to finances, we were already 

drowning in debt.

My gut told me it was time to take action, and I was the 

only one who was going to turn this around. Apart from 

the stress of my work and finances, I also knew I needed 
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to leave him. There was no way I could continue the way 

things were going.

I secretly ordered the systemization program I needed. 

I remember when it arrived—two boxes full of templates, 

binders, and manuals! I pulled everything out of the boxes, 

removed the labels, and shoved everything into nameless 

white binders. I packed down the boxes and hid them in the 

back of my truck.

Now it was up to me to get the ROI. I had to do the work 

to set up these systems and create something amazing out 

of nothing. This was going to be my ticket to freedom, both 

financially and mentally.

I worked tirelessly—on my client work and on putting 

these systems in place. I gave up even more time with my 

kids, along with meals, sleep, and any personal downtime. 

Deep down, I knew I was working on something that would 

create independence for me (and my kids).

I systemized all my compliance work and brought each 

of my clients into the process I was developing. This ensured 

the work I did going forward would be consistent and man-

ageable, no matter what type of business they owned or what 

I had done with them in the past.

All my work began to pay off. Soon, I was able to raise 

my rates, so I hired my first team member. That allowed 

me to delegate some of the work, confident that the systems 

I had put in place would ensure that the work was done 

correctly and on time.

I stopped working evenings and weekends—and at last, 

I had the time with my kids I had longed for. In fact, the 
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system became so effective I ended up having extra time 

on my hands.

Eventually, I had a process in place for everything my 

company did. I designed an entirely new client intake sys-

tem—changing how I onboarded new clients, how we han-

dled the work, etc. No more pain-in-the-ass clients, and no 

more wasted time on phone calls and emails. I now worked 

only with clients I wanted to work with, ones who valued 

what my company brought to the table and who automati-

cally paid me upfront and on time.

But as great as all this was for both my business and my 

sanity, I realized my company was still exchanging time for 

money. We were still seen by clients as simply an expense, 

taking care of compliance task by task.

With all my years of experience, I knew I had so much 

more I could offer my clients. I wanted them to see me as a 

partner, someone who was a necessary part of their team, 

who actually made a difference to their business.

So, I began studying profitability and cash flow. I acquired 

the skills necessary to provide a solution for the number one 

problem business owners face: never having enough money.
I learned how to position this new skill as a vital part of the 

relationship I had with my clients. I learned how to get paid for 

it—and paid very well. And I learned how to make a difference.

As a result of making all these changes, life is very dif-

ferent these days.

I work from home, so I’m there for my kids. (And yes, I 

left my husband. I now had the financial means and the time 

to support my children.)
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My team has grown. They handle the compliance work 

and all the other behind-the-scenes responsibilities, so I no 

longer have to coordinate every detail. Better yet, I never go 

into a discovery call with the intention of selling; rather, my 

intent is to serve. I work only with those who see the value 

in everything we provide. I charge my clients based on that 

value, not on the time a specific project may take. And, best 

of all, I never have to chase receivables.

Now that I’m an advisor to my clients, I am debt-free. 

(I had lost everything and started over at age 46.) I pay my 

taxes on time, every time, and I take a regular salary plus a 

profit distribution from my company.

Evenings and weekends are mine to do with what I 

choose. And when I go on vacation, I leave work at home.

Most importantly, I’ve shown my children that you can 

overcome any obstacle with desire, a plan, action, and con-

fidence in what you can achieve.

Back when I was that anxious and overworked book-

keeper who had to spend her family vacations tied to her 

laptop, I felt there was no way out of the life I was living. But 

then I found a doorway to a new way of working and living 

that made my life my own.

If you have the same desire for more time, more money, 

and more freedom in your work and your life, this book will 

lead you through that same door and guide you on the path 

to achieving what you want.

My hope is that the ideas in this book will be useful at 

any stage of your bookkeeping career. For those of you who 

are new to bookkeeping, a lot of this may not resonate with 
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you yet, but keep these principles in mind as you work, and 

keep the book handy for when you’re a couple of years into 

growing your business. You’ll need it then!

For experienced bookkeepers, especially if your roster 

is full and you’re really NOT loving your work, then you’re 

ready—this book is for you!


