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A Thank You to My Fellow DMAs

“You can’t plan for everything or you never get started in the 

first place.” - Jim Butcher

Wow! What a wild ride the past few years have been for the accounting 
profession. For those of us running public accounting and bookkeeping 
practices, we’ve been called on like never before to be a trusted advisor 
to our business clients, a reliable resource for individuals who need our 
expertise when dealing with the financial fallout of Covid, and of course, 
being the conduit between the government and the rest of society when 
it comes to communicating and interpreting the tax code.

Oh, and that’s all before breakfast! Some days it seems that way, doesn’t 
it? I think for many of us, this feeling of being overwhelmed and out to 
sea has become our new normal, and to me, that’s not the way anyone 
should live because life is too short. I’ve been there and done that, it’s 
stressful and soul-sucking. This is why I decided to write this book, 
immediately after the publication of The Designated Motivator, because 
I feel that our community of accounting professionals needs a lifeline.

I’ve been on the receiving end of a lifeline myself, several times, and it 
truly has been the difference between my success and failure. Knowing 
there are others in the same boat—or those who have been in the same 
boat and made it to the land of solid success has given me a sense 
of security and calm amid some very rough waters and stormy seas. 
For this I am so thankful, not only to those Designated Motivators for 
Accounting Professionals who I have mentioned in this book, but to 
anyone who touches our profession in a positive capacity.
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This thank you goes out to all of our clients, our technology partners, the 
service providers who make our work possible, the people who help us 
get the word out to the world about the tax and accounting issues which 
impact all of us. I also send a very heartfelt thank you to every single 
person who either has a dream to be part of our team of practitioners 
(including those deciding on their career, or who are pursuing that 
dream through education), to those of us who are doing the work and 
showing up every day for our clients, and to those who are transitioning 
to that long-awaited retirement phase...thank you for lighting the path 
for others to follow. May we learn from your example and make the 
world better for our peers as we progress in our careers.

I do want to give a special shout out to all of my Team Brolin Starting 
Lineup partners who were active in the development of this book, 
particularly all of the people who are behind the scenes representing the 
brands we know and trust in this profession. These solution providers 
are dedicated to making us all more successful. Personally, I am forever 
grateful for the trust and time you have invested in me, helping me 
bring The Designated Motivator for Accounting Professionals to fruition, and 
supporting my mission to help as many accounting professionals as 
possible: ADP®Ⓡ, Avalara, Fishbowl, Intuit, Karbon, Liscio, Securex, 
SmartVault, and Truly Financial. They all went over and above what a 
traditional partner program would be to help all of us do better and get 
better. To me, they are all DMAs of the highest order!

As I said in The Designated Motivator being all in on my career and being 
a Designated Motivator for this profession has periodically taken me 
physically away from my family, to them I offer my deepest and most 
loving gratitude for being patient and supporting me. Kevin, Emily and 
Kayla, you are the reason I do what I do, and you’re each Designated 
Motivators in your own right. I love you all more than words can say.

Like the original DM story, the journey we are on as DMAs really does 
mirror that of building a winning softball strategy. So again, this book 
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was also inspired by the 2019 Lady Warriors team at Eastern Connecticut 
State University and the amazing experience I had with every single 
member of the team and organization. It has been a privilege and an 
honor to get to know each of you and to watch you grow as individuals 
and a team. I thank you for allowing me to be your DM in so many wild 
and crazy ways! You are all DMs and I love you! 

I could literally write another book (and maybe I will!) just to thank each 
of my professional peers who have helped me keep on, keeping on! I 
am so lucky to call you friends as well as colleagues. The list is humbling 
and long, and I wish I could have included all of you in these pages! 

There are so many people who shine bright in this profession and who 
help us aspire to reach new levels of success. This is why I fundamentally 
believe that the more connected we are as people in this profession 
the greater the opportunities are for each of us. So don’t wait on the 
sidelines. Reach out to someone, be human, be humble, ask for help if 
you need it. And always remember, together we rise. 

Here’s to our shared success!

ADP is a registered trademark and Accountant Connect is a service mark of  ADP, Inc. All other marks are the property of  their 
respective owners. Copyright © 2021 ADP, Inc.
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Welcome from Team Brolin!

Thank you for taking the first step on your 
Designated Motivator for Accounting 

Professionals Journey

Hello!

In case we haven’t met before, I’m Dawn Brolin, a practicing CPA and 
Certified Fraud Examiner, who is passionate about helping my peers, learning 
from them, and always trying to leave people better than I found them.

I want to commend you for taking action and acknowledging to yourself 
that you,too, want to make a change of some kind in your professional 
life (and perhaps your personal one, too!). We share the desire to create 
a better practice in our chosen areas of the accounting profession and I 
couldn’t be more excited to have the opportunity to meet you through 
the pages of this book! 

In fact, now that we’re Designated Motivator for Accounting 
Professionals (DMA) buddies you can count on me to be your personal 
DM. DM stands for Designated Motivator which is really who I think of 
myself being in everything I do. You can check out my first book The 
Designated Motivator to learn more about my journey as a DM, but as 
a quick reference point, here’s my definition of the role:

An individual who has the passion and ability to give others 

the greatest gift of all: the realization and mobilization of 

https://www.amazon.com/Designated-Motivator-Unlock-Superpower-Everyone/dp/0578923963
https://www.amazon.com/Designated-Motivator-Unlock-Superpower-Everyone/dp/0578923963
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their true potential. Someone who uses a specific mindset and 

skill set to empower others to believe in themselves so they can 

achieve at higher levels than they thought were possible. 

I always say, I never do anything halfway. To me, that is what being a DM 
is about. So, you can take this to the bank: I am all in on your success. I 
am 1000% committed to helping you assess where you are now and take 
the necessary actions to be as successful as possible in the future. 

Together, if you are willing, we are going to take what I call The 
Designated Motivator for Accounting Professionals Journey (DMAJ)—
it’s the proven pathway to increased profits and profitability which 
I have walked step-by-step myself, to get my own practice Powerful 
Accounting, Ltd., to where it is today. It’s a business that I love, serving 
clients who rock, creating the profits I want to earn.

In fact, during COVID, my practice grew significantly to the point I was 
able to generate $500,000 in eight months with only three billable people. 
It’s pretty amazing. However, I am well aware that not everyone feels 
so optimistic in our profession. It’s been a tough road, the last couple of 
years, and the situation with COVID and all of the impacts that it has had 
on our profession keeps testing us as practitioners—and as people. I have 
talked to many of my peers and one thing is for sure: no matter where you 
are in your accounting career, there are always going to be challenges. 

For some of us, we have hit a wall and are feeling burned out and 
ready to quit (If this is you, turn to Chapter 5 right now!). For others we 
are doing okay, but things could be a lot better in terms of profits and 
freeing ourselves from having to work seemingly endlessly just to keep 
up with all of the changes thrust upon us; and for those of you who are 
feeling awesome about your practices I applaud you and congratulate 
you—now you have an opportunity to light the way for others. This is 
what I intend to do.
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I believe there are two things you need to know if you truly want to 
transform a situation into something better. Here they are: to get the 
results you want, you 1) have to start, and 2) you have to take action. So 
let’s do this!

No more waiting on the sidelines.  
Get started on your DMAJ!

As your DM along the way, I am going to walk with you step-by-step 
on the proven path I have taken myself toward a more profitable and 
productive accounting, bookkeeping, and tax practice so you can also 
rediscover your professional passion again, if you are struggling with 
that, as many of our peers are.

Of course, in order for any journey to be successful, you have to know 
what your final desired destination is, so that’s where we are going to 
start, my friend. We are going to get a handle on where you are right 
now and Reassess Your Success—Team Brolin style—in every area of 
your practice. 

Specifically, I am going to:

• Help you leave behind the Island of Isolation and the idea that 
you, alone, must struggle to solve the problems and challenges 
holding you back without support (You don’t have to). 

• Give you a practical DMAPP (Designated Motivator for 
Accounting Professionals Playbook) to help you navigate the 
seas of change in our profession so you can get back to the Land 
of Solid Success again.

• Be your DM to help you get back in the game with a home run 
of profits and productivity for your practice so you can enjoy 
more professional satisfaction.
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Most importantly, we are going to reignite your passion for this profession 
and help you achieve all of the success you so richly deserve!

Remember, please, YOU ARE NOT ALONE!

Throughout this DMAJ, I will be inviting you to connect with me and 
your professional peers and partners in The DMA Community at 
DawnBrolin.com. Together we are going to help you build a profitable 
and productive practice with the proven strategies I have used to help 
myself and other professionals consistently reach higher levels of success.

While I believe I can help many of you, if you feel like you need some 
further support from a mental health professional due to stress or other 
situations (I know many professionals who are struggling right now with 
depression, anxiety, and more.) then I encourage you to take care of 
that first, then come back to this book. 

Please, if you feel desperate, in a state of despair or otherwise 

like you want to harm yourself or someone else, please contact the 

number and website below to get the help you need and deserve. 

National Suicide Prevention Hotline 1-800-273-8255  

https://suicidepreventionlifeline.org/.

A special note to our professional peers who are “rookies” and 

just starting out:

Before I sign off, I also want to give a shout-out to those practitioners who 
are newly graduated, working on getting their CPA license, and those 
who are making a career change to enter the accounting profession.

First off, welcome! You’ll find plenty of food for thought in these pages, 
and I hope that having me as a DM on your journey is helpful for you. 

https://suicidepreventionlifeline.org/
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Listen to this “old lady” and it might just save you oodles of money and 
a significant amount of time, as well as reducing your pain as you work 
to grow your career, skills, and maximize the opportunities available 
to you.

Let’s do this! Let’s G-O-O-O-O-O!

Dawn W. Brolin, CPA, CFE
CEO, Powerful Accounting, Ltd.

The Designated Motivator for Accounting Professionals

Founder, Team Brolin
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Foreword

By Jody Padar, The Radical CPA

It was on a QuickBooks® training tour over 10 years ago where I first 
met Dawn Brolin. She was teaching QuickBooks to ProAdvisors and 
I was teaching Lacerte tax software. Over the years, we’ve stayed in 
contact periodically and watched one another’s careers evolve — me 
into The Radical CPA and her into what she has now coined as The 
Designated Motivator. 

A couple of years ago, we went on a book retreat together and really 
reconnected. I always appreciated watching Dawn jump in to provide 
words of encouragement, and I’m especially thrilled to provide words of 
encouragement in return as she launches this new book, The Designated 
Motivator for Accounting Professionals.

In today’s world, people — especially accountants —need encouragement 
and Dawn’s brand of motivation more than ever. 

As accounting professionals, we have always carried a lot on our 
shoulders, and the pandemic didn’t make our jobs any easier!

When you ask an accountant why they are in this profession, we 
usually respond that it’s because we love helping our clients. The help 
businesses and individuals needed during the pandemic was significant. 
Accountants served as Financial First Responders and needed to have 
big shoulders to handle every fear, concern and heartbreaking story that 
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was thrown at them. The value provided to those we served became 
extremely evident at this juncture, the pandemic proved the power 
and necessity of accounting professionals fulfilling the role of trusted 
business advisors.

But who is there to support us? How many times has an accounting 
professional, regardless of their firm size or title, thought: “I need someone 
to help me” … “I don’t know what I should do as the world around me changes” … 
“Everybody’s telling me I should change [something], but I don’t know where to 
begin.” Issues like this wear us down. It’s not like we have a ton of time 
to think about them. After all, we have clients to serve, work to get out 
the door, and deadlines to meet. 

Where does our motivation to continually evolve come from? More 
importantly, who can help us tap into it so we can truly maximize our 
potential and that of our firms? Who can keep us moving ahead, one 
step at a time even when the journey is long and the climb is steep? 

We all need someone who can get us focused on the things we need to 
do to make our firms, and ourselves, better. Who is that going to be?

That’s where a Designated Motivator comes into play. No, this is not a 
mentor. It’s someone who helps others realize their true potential. Dawn 
picked the perfect term to describe this type of person. A Designated 
Motivator truly looks out for others and helps them rise to their full 
potential. I suspect each of you have probably assumed this role at 
some time in your life. But can you imagine the power of intentionally 
choosing to motivate others...every day? And having someone provide 
you with the words you need to stay motivated on a consistent basis?

Dawn once shared with me that she believes that we can change the 
world if we, at the end of the day, have had a positive influence on just 
one other person. That’s a pretty big statement, but it’s so Dawn. While 
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no one of us can change the world alone, we can do our part to make it 
a better place. And why not start with your co-workers? 

Firm leaders need to be intentional about the experiences they create 
for their teams. Dawn shares with you in this book how to have those 
Designated Motivator interactions with your team members. We need 
to do these things to instill confidence and build trust. When there is 
trust within an organization, staff aren’t afraid to admit mistakes because 
they know your feedback comes from a position of education and 
compassion. And the more compassion we show, the harder people will 
work for you, Dawn believes this and I agree. 

Creating a culture of motivation in your firm where everyone is there for 
one another can have a powerful impact. Celebrate wins. Acknowledge 
when things are not okay. Talk about what’s working and what’s not 
with the goal of encouraging improvement in both the person and the 
work. This level of motivation can improve the bottom line — when your 
team is happy, it’s likely your clients are, too. And can you imagine the 
value provided to clients as your team members act as their motivators?! 
Dawn strongly believes that it’s not about telling someone your care; 
you have to show it. So let’s show it!

Guess what? Our profession is not going to get any easier. Automation 
is already here and it comes with a lot of uneasiness. Machine learning 
and artificial intelligence are affecting the bookkeeping, accounting and 
tax work performed by accountants. As an accountant, you are going to 
have to evolve yourself and your firm. If this isn’t the perfect recipe for 
some motivation, I don’t know what is. 

An employee’s physical and mental well-being has a direct impact on 
their jobs. We should be motivating them through these changes and 
providing them the tools they need to evolve into the accountant of the 
future. That’s going to be the next evolution of a Radical CPA firm. 
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Let’s begin by connecting with others on a deeper level. Talk to your 
co-workers. Ask how they are doing. Care about their responses. I know 
this sounds super simple, but it’s not. That’s why Dawn is here with The 
Designated Motivator concept. She can give us the support we need to 
just jump in and get started. And if we can all make a conscious effort to 
do this at least once a day, we can bring Dawn’s vision for a better world 
to a closer reality in our personal and professional lives, too.
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Starting Lineup Position 0*:  
Why Every Accounting Professional  

Needs a Designated Motivator

“Motivation, backed by good planning and  

correct action leads to success.” - Remez Sassoon

Does anyone really get up in the morning and say, “Oh man, I hope 
I can ruin someone’s day today!” Of course not (Well, not counting a 
couple of those types of people I have met, but more about that later!). 
At the end of the day, I think each and every one of us wants to be kind 
to others. Then there are some days when we just want to survive! 

But since we are all relatively evolved humans, deep down, we want to do 
more than just survive! We want to thrive! What if you had the conscious 
ability to cause that kind of positive transformation for the people around 
you? Specifically, in our industry, the accounting profession? I bet you 
feel it, too, on some level of your consciousness and that’s what drew you 
to this book (Well, that and my picture on the cover, LOL!). 

How can I be so sure? Because I know that I am not alone in my belief 
that the ultimate gift that any of us can give or receive is the realization 
of human potential.

I also believe that for some weird reason, we don’t take that proactive 
approach to facilitate this type of behavior on a daily basis and I totally 

*Position 0 corresponds with Google’s use of  the name in organic online search terms to describe and serve the most relevant pieces 
of  information that respond directly to specific user queries. That is what this section is all about!
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get it! Life is nuts! But what if you stopped for a hot second, sat down, 
and reflected? What if we did make a purposeful goal to do this every 
day regardless of our circumstances, what a world-changer that would 
be! Do you agree, but are unsure about how you can play a part? If so, 
I am so glad we have connected through this book, because by the end 
of it you’ll be armed and ready to inspire action in others by interacting 
in the world as a Designated Motivator.

When you have this interaction with even one person, and you actually 
notice, that feeling you get back is like nothing you have ever felt before. 
Helping others embrace their own greatness and motivating them to 
actively use it to achieve things beyond their limiting beliefs is the 
driving force of my life. And I know I am not the only one who feels 
this stirring in their soul.

I feel very fortunate to understand what my purpose is—to be a Designated 
Motivator (or DM). If you missed the definition earlier, here it is again:

An individual who has the passion and ability to give others the 

greatest gift of all: the realization and mobilization of their true 

potential. Someone who uses a specific mindset and skill set to 

empower others to believe in themselves so they can achieve at higher 

levels than they thought were possible. 

As anyone who has “experienced” me in their life knows, I do things 
at two levels—not at all or at 1000%. I have always figured that if you 
are going to invest time and/or money, you better be all in. Doing 
everything I possibly can to see success in others or, maybe even a 
simple dimple, (see The Designated Motivator book for the story), has 
been the place where I have chosen to focus my energy throughout my 
life. This is the impact I want to have and my legacy to leave behind 
in the world with other people to continue the #MotivationMovement 
I have started.
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What do I mean by that in the practical sense? I am glad you asked! 
Let’s take a look at what I believe are the three key responsibilities of a 
DM that, frankly, we should all be aware of and be acting upon:

The Three Key Responsibilities of a 
Designated Motivator

1. Encourage unconditionally.
2. Provide emotional, physical, and psychological support.
3. Cause a positive transformative effect in another person on a mental, 

emotional, spiritual and/or physical level.

Human beings are motivated by many different things. I don’t think that 
anyone is truly motivated by money. Listen, I get it, we need money to 
survive, to pay the bills, and to have some form of a work/life balance. 
I am certain that if you commit to having the mindset I am explaining, 
the money will follow. Personally, I have never put money first. 

If we can all come to an agreement that the three key responsibilities 
listed above would make a difference, then what the heck are we waiting 
for? Having more DMs in the world will lead to amazing increases in 
productivity, effectiveness, happiness, self-fulfillment, and people feeling 
supported as they accomplish their life and career goals.

I know this is true because I have seen it happen one person at a time 
in my own world where I strive every day to be a DM at home, at work, 
with friends, in the classroom, and on the softball field (Check out The 
Designated Motivator to truly understand my connection to softball and the 
Eastern Connecticut State University Lady Warriors team!), and every 
time I interact with someone.

I am simply driven to do what I can to help people become better 
versions of themselves and to tap into their souls to see what they are 
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capable of. I want to help them realize it and cause them to take action 
to fulfill their dreams and goals.

Now if that isn’t what a lasting legacy is all about then I have no 
idea what is. In my humble opinion, this is one of the greatest secrets 
that proportionately few people know...being a DM is a powerful gift 
that can change the world at a fundamental level and one that many 
more people could harness for a greater good if they only had someone 
to be their DM in the process and the tools to make it happen. This is 
what this book is for.

The DM Philosophy as it Applies to YOU:  
A Rockstar Accounting Professional!
If you are in the accounting profession, I know first-hand that you and 
I—we have been on quite a ride. You may feel exhausted, depleted, 
frustrated, and like there aren’t any other choices except to keep slogging 
away or find something else to do that’s unrelated to your practice.

I disagree. In fact, I wholeheartedly believe that the best is yet to come 
for you! The best part of everything that has happened up until this 
point in your life and your practice is that it has prepared you for what 
comes next. So take all of that experience you have earned and use it to 
pick yourself up and dust yourself off. 

Know this! There are things you can do TODAY to make a change in 
your next outcome, your next monthly close, or your next tax season. 
If you are dreading going to the office, if you are struggling to pick up 
the phone, or to simply get out of bed, I AM HERE FOR YOU! Get 
up, put on your big girl/boy pants and let’s get to work. YOU CAN 

DO THIS!

For those of you who have thrived, persevered, and survived, that is 
awesome! Congratulations and I am proud of you for not giving up. 
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You likely can still take a look and find one, two, or ten pain points that 
you could improve on. We will address those later on, too.

If you are a practitioner who personally thrived during Covid-19, or you 
have a firm that did, I am talking to you, too. Guess what? There are 
people out there who need you! Just take one glance at social media. 
Watch your peers spill their guts and tell you exactly how horrible they 
feel and how much they are suffering. Don’t sit back and just watch, get 
in the game and MOTIVATE them! Help your peers get out of this rut. 

If you think we were in trouble a few years ago due to lack of qualified 
young professionals, we are in even deeper trouble now as the seasoned 
veterans are over it, as evidenced by the Great Resignation that is 
happening now. Take some of the advice in this book and grab even 
just one person you see struggling and help them. You don’t even have 
to use this book. You just need to get your ass up out of your seat and 
help! I need you to help me do this.

Listen, I am not saying that I have all the answers because that would be 
ridiculous. I am just hoping that everyone and anyone who reads this will 
open their eyes, ears, and mouth as needed and join the #TeamBrolin 
#MotivationMovement for the betterment of our profession. 

I am sharing the how, why, and what I have used to build my own firm 
Powerful Accounting, Ltd. I want to share it so you can take from what 
I have figured out building what is now a darn good and profitable 
business and use it for yourself in the hopes it will save you time, money, 
pain, and frustration.

This is not a “set-it-and forget-it” plan either, I am still working, actively 
serving clients and evaluating and retooling my own firm and methodologies 
everyday. Like you, I know that I am changing and evolving my workflows, 
my client experience, and my service/pricing models after every single tax 
season to see how I can do it even better. All of what I do, however, at this 
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point is based on a solid foundation with goals, plans, technology, and other 
solutions. If you have something similar, I applaud you: “YAY! SHARE IT 
WITH OTHERS!”

From Peer to Peer, I Am Here for You As Your 
Designated Motivator!

In this book, you’ll find the fundamentals of how to stop and take 
inventory of you, your staff, your clients, your tech stack, your processes, 
and more! How much better can I make your world? That has been on 
my mind and in my heart the entire time I have been working on this 
book. It’s the driving force that makes me do what I do. I want to share 
my soul with you because we can all W.I.N. together (I’ll explain my 
concept of a true W.I.N. in Chapter 2 so we are all on the same page 
there).

Together, we can encourage, support, and transform the people we meet 
on our DMAJ and use the philosophy each day to put our passion into 
practice, creating a lasting, meaningful legacy not only for ourselves, but 
for all the people, families, organizations and other groups we have the 
privilege to engage with, whether it is for just a brief period or over the 
course of a lifetime. 

If you don’t think you are a Designated Motivator, that’s okay. FIND 
YOURSELF ONE! It will change your life, I promise you. Decide today 
that you will take action for yourself. YOU DESERVE IT!

Let’s Put the Profit, Productivity and Passion Back 
into Your Practice, and Our Profession 

As I touched on above, the past two years in the accounting profession 
have been challenging, to put it mildly. For some of us they have been 
life-changing, driving us to the edge of our personal and professional 
capacity to cope.
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If you have been feeling depressed and hopeless about how you can 
continue in this profession, I want you to know that you are not alone. 
Remember, you have me your Designated Motivator (DM) to help you 
find a renewed love for your work and find an overall sense of well-
being.

This is what I know after having faced my own professional challenges: 
There is help and there is hope. There is help for you to feel better 
mentally and physically. There is hope that you can look forward to the 
next chapter of your accounting practice. 

Why should you listen to me? Because I have been down and I have 
used the strategies and tools I am sharing in the pages of this book to 
rise up and create an accounting practice and a personal life that I love! 
I want this for you, too!

Let’s be real, our profession has been hard hit by the pandemic and by 
the ever growing pressures of compliance, clients, and service delivery. If 
you are experiencing any type of struggle in your practice—whether you 
are just starting out or you have been a practitioner for decades I want to 
help you define and actually achieve your next level of success! All you 
need to do is make a choice to shift your thinking and be willing to take 
action going forward. Start by choosing to change the way you do things. 

For many of us, we are at a pivotal point in our practices and our 
professional lives. Make the decision right now that the current climate 
and conditions will not determine your destiny.

Now is your time. Get started by reading this book—I offer it as a lifeline 
to you as your peer and as someone who has turned their own career 
challenges into the fuel to forge a better pathway to the goals I have for 
myself and my clients. Let’s work together to unleash the true potential 
of your practice and you, as an accounting professional, so you can have 
the amazing success that you so richly deserve!
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Chapter 1

Let’s Get Naked! 

“Life’s gifts often come wrapped in sandpaper, a blessing in 

disguise.” - Lisa Nichols, CEO Motivating the Masses

It’s a dream destination for many of us in the accounting profession: 
the vision of being able to work from anywhere, so we don’t have to 
be tethered to a desk. Often this fantasy takes place on an island or in 
some kind of tropical locale where we own an accounting, tax and/or 
bookkeeping practice that generates significant profits with a remote 
team all working together to serve wonderful, appreciative clients at a 
fraction of our billable hours or project rates. The end game being a 
firm we love, the support we need, happy and successful clients, and 
a profit margin and ongoing revenue stream that allows us to live the 
kind of life we desire. Ahhh...won’t life be grand when we get there?

I would say from my experience as a CPA, Certified Fraud Examiner 
and veteran of our profession (Yep, 23 years and counting!) that inside 
of us as entrepreneurial types and “numbers people” there is a belief 
that we should be able to get to that dream destination, but for some 
reason (or many reasons) we just haven’t been able to arrive there. 
Instead, we find ourselves struggling to stay afloat in a perpetual sea 
change with the unpredictable currents of the market, technology, 
compliance, regulations, and trends constantly changing and pulling 
us into increasingly uncharted waters. Add to this a pandemic which 
rocked many of our boats like nothing we had ever seen before—and 
likely will again and again in the coming years.
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Honestly, do you feel like you’re drowning? There are days when I 
think that we all do. This brings me to the first question I am asking you 
as your peer and DMA: 

1.  Why do you think you have not made it to that dream 

destination you have in mind—or at least found a practical, 

profitable, and efficient route to get there incrementally?

Notice that we are diving right in here because, if there’s one thing I 
have learned and I hope you will, too, as we travel together, it’s this: 

We have to take ACTION to make things happen, we cannot right and 

steer our ships effectively by just reading or thinking about them.

I am following this up immediately with a second question for you: 

2. What is stopping you from getting to where you want to be?

And next, a third one—YES! Now you are really Rollin’ with Brolin, as 
some of my professional colleagues like to say!

3.  What is the biggest single thing that you need to work on 

to get to where you want to go?

Okay, so you have answered those questions in your head—you get extra 
points for writing the answers down, by the way. Maybe these questions 
aren’t quite enough, so let’s keep churning through this process. Now 
we have to take a look at what you thought about when you read the 
questions. 

Think about how hard you have been busting your ass all this time 
but you haven’t made it there yet, or worse yet, you’ve given up on 
it—or had what seemed like a pretty solid practice thrown sideways and 
upside down by the whole COVID crisis. Well, I believe that it’s no 
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coincidence you’re reading these words right now if any of the preceding 
statements resonate with you. 

Think about your practice: Instead of it being the paradise you had 
always dreamed of, perhaps it feels more like sandpaper rubbed 
repeatedly on your bare skin. Now that hurts, doesn’t it?

The longer this friction goes on, the worse the pain and injury is going to 
get. This is the perfect, painful metaphor for the impact that the Covid-19 
pandemic has had on the accounting profession—our profession. And, no, 
we didn’t sign up for this. 

It’s like the universe put us into a mega-marathon of daily tax code shifts, 
Payroll Protection Program hurdles, suffering small business clients, and 
much more. With zero training on all this craziness and now, as people 
and professionals, many of us are paying a very high price. The ultimate 
price in some cases. Some of us are teetering on the brink of life and 
death (I’ve talked to peers in this position, it is NOT an exaggeration). 
Some of us are thinking about pulling the plug on our practices. Some 
of us are just making it, and some of us are thriving. However, I think 
it’s safe to say we’ve all been burned or burnt out by this pandemic to 
some degree.

Here’s what I want to say about the situation which applies to everyone 
in some capacity: Even if you haven’t been burned, chafed or rubbed 
raw by the pressure of the past two years it’s likely you’ve had some 
bumps and bruises at some point in your professional career, so it’s 
important to recognize that even the worst chafing caused by a global 
pandemic—will eventually heal. 

We all know this in the logical parts of our brains, but it’s still mentally 
hard to manage. I didn’t write this book to give you a rational explanation 
for how our profession has come into what I see as a crisis state. I 
wrote this book to help us recover from it...or, if you are one of the 
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lucky, thriving accounting professionals out there, to give you the tools 
and action plan to be another Designated Motivator for Accounting 
Professionals, so you can help those colleagues who need it. 

Let me be very clear: I am not here to preach or teach. I am 

sharing my experience with the intention of helping those who 

may be able to benefit from it.

Yes, this book is personal. I have been down. We all have at some point. 
I am in this profession with you. I am living proof that despite serious 
setbacks in many different areas, we can rise up to feel and be even 
better than before. 

Over the past several years, things have gotten real—really fast. I think 
you can probably relate, but I am seeing and hearing from a lot of 
professionals who are getting crushed right now. Accounting and 
bookkeeping have always been pressurized professions due to client 
demands, the compliance and accuracy requirements, the need to do 
more with less time, deadlines, you know the drill. However, Covid 
took this to a whole new level. It has been unreal...it has been like a 
never-ending tax season for two years. And now, as I write this we’re 
heading into a third with variants of the virus popping up all over the 
country. It truly is unbelievable!

Sometimes it is hard for us to step back and remember that you are 
more than your accounting practice, more than your clients’ convenient 
punching bag, and more than the keeper of IRS deadlines. You are an 
important person. 

If you are struggling the first thing I want to tell you as your DM and 
your peer is this: you don’t have to struggle alone. In fact, you’ll stay 
stuck longer if you stay on what I refer to as “The Island of Isolation.” 
The place where you feel like only you are having doubts about your 
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professional situation and choices, the place where you have to do 
everything yourself, and the only person you can depend on is you. 

However, the solution to many of our problems often lies in the experience 
of others. There is both comfort and possibilities in connections with 
others who share our same challenges. So take a chance and reach out! 
Trust me, it will be worth it!

I have had the opportunity to talk to many accounting and bookkeeping 
professionals over the past several years and here is what I know: our 
profession is at a crossroads. It is feeling the full and often devastating 
effects of the pandemic along with all of the crazy changes and deadlines 
the IRS wants us to abide by, clients who are stressed out and so 
much more. 

In my opinion, another factor that really is pushing us over the edge 
when it comes accountants’ and bookkeepers’ mental health and their 
ability to perform at the high levels we need to is what Dan Hood, 
Editor of Accounting Today and I discussed on a recent episode of my 
podcast The DM Disruption: 

Our sense of community has been stripped from us in a way due to the 
need to work remotely and also because there haven’t been any live 
events to go to. I know for myself, it’s the sense of community and of 
being able to authentically connect with people who share some of the 
same challenges and professional interests as I do that I find energizing 
and reinvigorating. Without that, I think it is very easy to get “into your 
head” too much. 

This is something that I think we really need to pay attention to for 
ourselves and others. If we have peers or colleagues who are on “The 
Island of Isolation” where they are trying to do everything themselves, 
or they don’t interact with you, or you haven’t heard from someone in 
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a while, as a Designated Motivator, it’s up to you to reach out and see 
how they are doing—really doing.

As Dan shared during the podcast, there’s been so much facing 
practitioners over the past couple of years but it’s the remote working 
shift which has been the real game-changer from both a technology and 
a resource perspective. He thinks that firms who can respond to these 
changes effectively on both an operational and a personal level will fare 
much better than those that don’t—especially in the face of The Great 
Resignation. I couldn’t agree more. 

Dan also said that he hopes some of the connections he has seen made 
virtually and online persist after the pandemic because he does believe 
our profession is starting to understand the power of doing that—of 
being virtual DMs for each other. He has also offered some very sound 
advice on how to keep your team happy and motivated in the face of 
The Great Resignation that I’ll share with you later in this book. 

Dan is spot-on (as usual) with his insights. Yes, to making sure our 
colleagues, teams and peers are aware that we care! This is more than 
rah-rah-rah, my friends, it truly can be a changing force for good in your 
firm, your life, our profession and the world.

Let’s G-O-O-O!

Answering the Call for an Accounting Profession SOS
Here is what I am offering you in this book: A lifeline if you need it. 
I, along with the other DMs you know and who are reading this book, 
too, are going to pull you back into the boat, help you stop the hurt, and 
choose the path forward which makes the most sense for you.

How am I even qualified to write this book? You might ask. Well, first 
off, if you are feeling like you are at the lowest point in your career 
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or possibly your life, I want you to know that I have been there, too. 
Check out Chapter 5 about how I recovered from post-traumatic stress 
syndrome after a business partnership went south. That experience left 
me shell-shocked and wondering if my life could go on. But it did, and 
to be honest, it’s better than what I could have imagined! This is what I 
want for you, too.

In addition, I have been helping others find a better place for years. This 
is what I do—it’s my “why” and my calling. I just finally came up with a 
name for it: The Designated Motivator. 

So if you are ready and willing, let’s get naked! Let’s strip down and 
show ourselves to each other. Chafing and all. Let’s really go beyond 
just the baseline of your business because this whole evolution that is 
happening in our profession isn’t just business as usual anymore and to 
see the success we want as we personally define it, we need to embark 
on a journey by choosing a different path than the one that has led 
us here.

For many of us, we are at a pivotal point in our practices and our 
professional lives. Make the decision right now that the current climate 
and conditions will not determine your destiny. Let your guard down 
and be real with yourself, and with me.

It’s you and me. We are here, standing naked, showing each other 
the best and worst of who we are and what we do. And together, we 
are going to get you off this Island of Isolation so you can start to be 
proactive and productive in the way you navigate the waves of change 
coming our way.
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 The Designated Motivator for 
Accounting Professionals Journey

“It’s not what happens to you, but how you react to it 

that matters.” - Epictetus

There is not another moment to waste. It’s time to rethink, reset, and 
re-energize your personal and professional life. If you are feeling pain in 
your accounting, bookkeeping or tax practice, it is up to you to choose 
to change it.

This doesn’t mean that you have to make the changes alone. In fact, you 
shouldn’t, because being part of a community of like-minded people 
will help you get to where you want to be faster and make the outcome 
better than if you try to accomplish it alone.

But you are the only one who can decide to do it. Are you in? Are you 
ready?

LET’S GO-O-O-O!

Your DMAJ Destination? Solid Success!
What is a Designated Motivator Journey (DMAJ)? By this I mean 
traveling through our professional lives as peers. It means that I have 
your back and I am also going to coach you when you need it to take 
the action that will result in you moving toward a more profitable and 
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rewarding accounting practice—or maybe even forging a new career that 
utilizes a different area of your skills and expertise. You get to define 
what the destination is and what success looks like. I am so excited 
for you! 

Whose Shoes Are You Standing In?
Before we embark on the first steps of your DMAJ, we need to at least 
put our shoes back on. Remember, we are standing here naked together 
on the Island of Isolation! Before we really get moving and head back 
toward The Land of Solid Success, you’ll need to put on your shoes 
because we have a lot of ground to cover! 

You need to be comfortable standing in your own shoes. That is, you 
need to understand, accept, and own where you are today. 

No matter what has happened to you to this point in your personal and 
professional life know this: you are here in this place, right now, for a 
reason. 

I call this Pivotal Moment, being “In your shoes.” It means you have 
to assess where you are before you can take action to get to where you 
want to be. 

Consider the wisdom dear Dr. Seuss imparted in the classic book, Oh, 
The Places You’ll Go:

“You have brains in your head. You have feet in your shoes. You can 
steer yourself [in] any direction you choose. You’re on your own. And 
you know what you know. And YOU are the one who’ll decide where 
to go...”

This is one of our first action items on this journey, to identify which 
direction YOU want to go. It starts by recognizing and refining your 
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“why” for all that you have done to this point and all that you want to 
do moving forward. 

Start by asking yourself:
• Whose shoes are you wearing? Did you choose them or did 

someone else? 
• Are they comfortable and coordinated with the direction and 

style of your desired practice and life? 
• Will they help you get to where they want to go?
• Do you need to change them?

The answers to these questions will help you take ownership of where 
you are, so you can think about what your desired destination really is 
on a granular level. 

I honestly believe that right now your greatest opportunities lie in front 
of you. You need to believe it, too. Do you? If so, and I hope you do, 
start thinking about which of these opportunities you want to seize for 
yourself once we start getting our sea legs under us. 

It’s Your Choice: Stay in Pain or Transform Your Practice into 

a Place of Power 

The most wonderful, and often scary, thing about life is that we all get 
to choose our mindset. No matter what happens, I have learned, if you 
can use the power of our minds to both accept and create a plan for 
appropriate action, we can persevere and not only that, we can prosper 
in all the ways that ultimately matter. 

If it wasn’t clear before, it is extremely clear now, post the immediate 
pandemic crisis: In life there is pain, there is sacrifice, and there is a lot 
of mental, emotional and, in some cases physical hurt happening out 
there. But there are also great opportunities and brighter days coming. 
As a DM I am sure of it and I know there are many, many of them just 
waiting for you.
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Yep, we all love a great comeback story, and my friend, if you are 
ready, I want to help you write yours. Let’s do this...NOW.

It’s often helpful to hear from others about their journey to where you 
want to go, and that’s why I have included the insights of our peers 
throughout this book. It helps to know others have been there, too. I 
certainly have, down on my knees, literally and figuratively. Not sure 
if I was going to make it through (Read Chapter 5 for the full scoop.). 
From this pivotal experience I learned a few things that as a DM, I want 
to pass along to you right now:

1. Nothing is permanent. This too shall pass.
2. You can’t allow other people to influence your future in a negative 

way. Don’t let them steal your joy. This is especially true in relation 
to negative, mean, or otherwise unproductive clients, partners, or 
staff.

3. Everything happens for a reason. I suffered from post-traumatic stress 
disorder and needed medication to make it through. The experience 
made me stronger and wiser—and now I am sharing it with you so 
you can see that if I can do it, so can you.

4. At one point I had 10 employees and I also was in a partnership 
but neither were a fit for me. I had a very hard time financially and 
emotionally. I learned through this experience that you really do 
need to “find your why” and understand what makes you happy as 
a practitioner. Growth for growth’s sake may not be it!

5. Getting back to the things that bring you happiness is critical. For 
example, I decided to coach softball during tax season in 2019 and 
it led to the most rewarding experiences, including writing this book! 

I believe we all need a DM. Even those of us who are “successful” 
because things change and we need people around us to support and 
motivate us to keep progressing. We need to adopt a DM Mindset 
before we truly can achieve the things we say we want.
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This works in both ways. We get what we give. This is hard to remember 
sometimes, I know. I am no saint and I understand that about myself—I 
am human and so are you. Sometimes we say and do things when we 
respond to a situation that doesn’t align with the DM Philosophy, but 
the worst thing we can do is stew over it.

Instead, I prefer to stem my negativity with some gratitude instead. 
Taking a few minutes each day...and even throughout the day...to be 
thankful for all we do have can help to remind you of why you went 
into the accounting or the bookkeeping profession. If you are feeling 
burned out and like you don’t know if you can go on in this profession, 
practicing professional gratitude for your clients, your team, your peers 
and your own capabilities will help you remember your “why.” 

It’s so important not to lose sight of your purpose for entering this 
industry. When you regularly tap into your “why” it makes it easier to 
use it to help buoy you up on the days when you are really struggling. I 
say give thanks early, often, and on a daily basis! 

The next section will show you exactly how to do this.
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Part 2: 
Shift from Survival to Success with  

The Designated Motivator Philosophy
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Chapter 3

The DM Philosophy, Mindset, and Toolkit

“Whether you think you can or think you can’t,  

you are right.” - Henry Ford.

When you decide to become a Designated Motivator (or engage with 
one for your own benefit), you will have the opportunity to change the 
lives of others around you and your own, in many ways.

I know, I know, some of you may be thinking, “Nope, I am not a 
‘motivator type’ this is not for me.” I would argue that everyone can 
choose to embrace the responsibilities and the behaviors of a DM, even 
if they aren’t “a natural” or at least, they don’t consider themselves to be. 

For example, you may be the owner of an accounting or bookkeeping 
firm, a partner or key client lead, the coach of a sports team (at any 
level), or the head of a committee in an organization you belong to. In 
any of these positions it isn’t necessarily the responsibility of the “owner 
or leader” to be the Designated Motivator. Rather, the individual who has the 
key characteristics of a motivator, should be designated as such. And if 
you don’t think you already have one on your team, be smart enough 
to find one! 

Who knows, the next amazing Designated Motivator who chooses to 
adopt the specific principles below into their mindset could be you…or 
someone you haven’t even met yet! 
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You may be wondering, “Are some people born to motivate others? 
Are they just naturally gifted with the ability to be optimistic and look 
on the bright side of life, bringing rainbows and puppies everywhere 
they go?” 

I want you to remember as we delve deeper into the fundamental mind 
shifts and behavior patterns associated with becoming a Designated 
Motivator (at whatever level you choose) that we all need to fill our own 
cups first. It’s akin to putting on your own oxygen mask before helping 
the person next to you put on theirs. 

This point is absolutely critical

Being a DM does not mean you should try to substitute your help 

for appropriate mental health care or the advice of a healthcare 

professional. This applies to you—and the people you come into 
contact with in the world. While being a DM is very powerful, it is a 
philosophy and a method of interacting with others as the opportunities 
to encourage, empower and enlighten them presents themselves. It is 
not intended to be a substitute for appropriate professional care.

If someone you know needs more support than you can provide please 
help them get it quickly. Mental health is just as important as physical 
health…if not more so. We need to respect this fact and take appropriate 
action when we or someone we know is struggling. 

What Being a Designated Motivator Is Not 
So if you are thinking, “Yes, I could be a DM. I like the idea of helping 
other people achieve goals and also benefit from everyone around me 
being more positive and productive but being happy and encouraging all 
of the time, it’s not really my thing…not something that is possible for me.”

To this, I say, “Hold. The. Phone.” 
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Being a Designated Motivator is not like being a perpetual Pollyanna. I 
can tell you right now that while I am able to be an effective DM 95% of 
the time—because I work at applying and living the fundamentals of the 
DM mindset (we will explore these together in a minute) every day—there 
are times when I need some time off from the role. And I give myself 
permission to take a break from being the one who is lifting everyone 
else up and practice self-care.

Let’s be real, no one is going to be a DM 100% of the time. We all need 
support and encouragement—I will be the first in line to say that! When 
I feel defeated or that I could have made a better choice in the way I 
treated a situation, I recognize that sometimes I need someone to help 
me pick myself back up instead of beating myself up.

Sometimes it is another person, oftentimes I ask my internal DM to take on 
a gentler tone so I can take a mental break. Yes, I have definitely learned 
that sometimes all I need is to simply binge-watch Netflix and give myself 
the chance to recharge my own batteries so I can regain my DM mindset 
and get it (and all of the physical manifestations of it) ready to fire again.

Wire Your Brain for DM Success,  
Starting With Your Own!
Finding your own philosophy

Before I share stories about my own DMs with you, I want to make sure 
we are clear about something:

This book is not a universal formula for success. Realize that my personal 
Designated Motivator philosophy is simply a framework—an example. 
Being a DM will mean something completely different for you than it 
does for me. The fundamental mindset, skills and positive outcomes, 
however, will be the same. This, my fellow DM, is the magic at the heart 
of our #MotivationMovement. 
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As you figure out your own philosophy, you will draw on real life 
experiences and your desire to make a positive and lasting impact in the 
world in your own specific way. And, like all of us, you will be able to 
and use your Designated Motivator super power to leave people better 
than they were before. 

You may act as a DM to transform the dynamics of a family unit, drastically 
improve the engagement of an employee or help a friend or other 
acquaintance overcome an issue or solve a problem. No matter how you, 
never forget that adopting and sharing the DM philosophy, you will be able 
to access your superpower that can turn the “impossible” into an amazing 
reality for your organization, your team, your family and your own life. 

If you really feel that you are not DM material on this level, I highly 
encourage you to use this book to figure out how to be your own DM 
so you can also achieve great things for yourself that will have a positive 
impact on others. Then, please, pass it along to your family, friends, 
colleagues—the people you believe are suited to can act as external DMs 
to help others and create positive change on a larger scale in this world.

Confucius said: “To put the world in order, we must first put the nation 
in order; to put the nation in order, we must first put the family in order; 
to put the family in order; we must first cultivate our personal life; we 
must first set our hearts right.”

I’ve found those words to be particularly true as it applies to being a 
DM. We have to be our own DM and have others to serve in that role 
for us, before we can effectively help others who are struggling. 

So what is the DM mindset? I have identified these six fundamental 

beliefs that I believe are the foundation of thinking like a DM:

1. Kindness is Kryptonite – Yes, what the world needs now is 
love, sweet love—and there is too little of it! Kindness is one of the 
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greatest healing powers we can share with another human and it 
costs nothing! 

Kindness can take on so many forms—from simply not saying something 
critical or giving someone grace for an error they made, to actually 
giving someone a tangible token of your appreciation for who they are 
and what they do.

I know you likely already try to operate with and think with kindness, 
but I find that sometimes it is easier said than done. As a Designated 
Motivator you need to remember that kindness is your kryptonite and 
that you can be the soft place where someone that you are motivating can 
come and experience the type of kindness they need, when they need it.

2. Empathy is Empowering – Being a DM requires that you can have 
empathy for others and their situation. For most of us, just knowing 
that someone else is trying to put themselves in our shoes will make us 
feel less alone. Practicing and showing empathy for others’ situations 
is empowering for the person going through a tough time. We want to 
show them that we understand, we are on their team and we can help 
them transcend the problem into a more positive reality going forward. 

Psychologists Daniel Goleman and Paul Ekman identified three 
components of empathy: Cognitive, Emotional and Compassionate. 
They define them this way:

Cognitive: Taking time to know how the other person feels and what 
they are thinking. 

Emotional: Allowing yourself to physically feel the emotions of another 
person. 

Compassionate: Once we understand a person’s situation and point of 
view, we use our emotional investment in them as the driver for helping 
them through it.
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Ideally as a DM, you can employ all three facets of empathy to empower 
change in another person. Most importantly, for our #MotivationMovement 
to have a deep and lasting impact we need empathy to build stronger 
relationships and trust with our “Motivatees” (Trust me, it’s a word—I 
made it up!).

3. Pain Can Be Powerful – No one gets through this life without 
experiencing some level of pain. As a Designated Motivator, it is likely 
that you will help your Motivatee move past some form of pain. Pain can 
be debilitating, but it can also be—with the right mindset—a motivator to 
take us to the next level that we need to progress to. If you can adopt 
this mindset both personally and when you are motivating others, it can 
also be a very powerful force in your lives. 

4. Positivity is Priceless – As I said before, being a DM is not being an 
oblivious optimist—it is about helping others see that they can overcome 
their own challenges and perceived limitations to achieve greater things. 

Without a positive mind set—one that you help your Motivatee create—
you will struggle to succeed as a DM. Helping others create and maintain 
positive beliefs is a pivotal part of your DM role. If you are looking for 
your own DM, they should help you define any roadblocks you have 
mentally to becoming rich with positivity. Positivity truly is priceless 
because it fuels the passion for achieving all of our possibilities and 
fulfilling the highest expression of our potential.

5. Gifts Are Given to All – One of the mindsets that is inherent in 
almost every DM is the belief that everyone on this earth has a gift that is 
tied to their ultimate purpose. Sadly, many, many people either a) don’t 
realize this and/or b) never appreciate and use their gift fully. 

The vast majority of humans have a treasure trove of gifts from creativity 
to analytical skills to hands-on abilities that can all be used to do amazing 
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things. As a DM, you likely have an innate ability to recognize people’s 
gifts and your work is to bring them to the belief and desire to utilize 
them fully to accomplish a given goal or series of goals. This ability is 
one of your many, many gifts. 

6. Focus on Forward – This may be one of the most important parts of 
being a DM—and the way we think about our careers in the accounting 
profession. The ability to help others move out of past pain and 
pessimism and into a future that is ripe with possibility and achievement.

As a DM, we need to keep our Motivatees looking and moving forward 
to unwrap their gifts and maximize their potential. Getting stuck in the 
past is the kiss of death to all forms of motivation.

Keep yourself and the people who you are motivating focused forward 
with all the things that they have to look forward to. All of the things 
they have still to achieve and all of the potential within them. Possibility 
is a picture you need to paint for people and for yourself.

When you can visualize what could be, instead of ruminating on what 
was or what is, you unlock one of the most powerful forms of motivation 
there is.

Our thoughts lead to our actions and in order to act like a true Designated 
Motivator it is essential to think like one —starting with the mindsets 
we’ve discussed above. Working to adopt these ways of framing life and 
all of our experiences can put you on a powerful path which can take 
your DM abilities to new levels, and help your mentees achieve their 
goals as well.

It’s been said that if you can change your mind, you can change your 
life. This is so true, especially when it comes to adopting and applying 
the Designated Motivator Mindset above.
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Being a DM to Your Peers is Pretty Simple, Actually!

Now that you see the impact of the DM philosophy, I encourage all of 
us to be DMs for our accounting peers! It’s not difficult, and many of us 
are doing this naturally. Consider some of these quick and easy ways to 
lift up your colleagues and our profession as a whole:

• Schedule an online or in-person happy hour.
• Touch base on social media or by text just to say hi and send 

some encouragement. After all, we are all in this together!
• Spread the love, respect and adoration you have for your 

professional peers...just a few minutes of your time could really 
mean the world to someone—and perhaps even save their life! 

• Write a review or recommendation for someone...a review of 
this book would be a great place to start (LOL!).

Redefining What a W.I.N. for Accounting 
Professionals Means

As I promised earlier in this book, I want to share with you another part 
of the DM Philosophy, one that truly is meant for you as an accounting 
professional. I want to tell you about how I define a “W.I.N.” when it 
comes to my firm and business in general. It is different than what we 
normally think about as a W.I.N

So sit back and relax because before we truly get you back into the 
game—one that you actually enjoy playing—I want to talk to you about 
W.I.N.ning, because it’s a little different than what you might expect. 
I believe it is an important concept and one for which I have to give 
credit where credit is due to my friend DM, and Coach of my beloved 
Eastern Connecticut State Lady Warriors team, Diana Pepin who came 
up with the term. 

Did I throw you a curve ball here? 
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Are you thinking to yourself (or maybe out loud): 

WINning? What does she mean? Of  course we want to win and be successful (and 
make a lot of  money, too,in the process).

I don’t disagree with you. We do want to win, but what I am about to 
share is a different type of W.I.N.ning that is important to help you hit 
those home runs, so listen up!

What I mean by a W.I.N. for You, Your Practice,  
and Your Clients

For me (thanks to Coach Pepin) W.I.N. stands for What’s Important 
Now, which translates, at the highest level, to thinking about what we (and 
our clients) should be doing right now to take care of our businesses to 
ensure business continuity from a financial and operational perspective. 

Everything I am sharing with you in this book is grounded in this 
concept and imperative. We need to apply W.I.N. in our own businesses 
of course, but we can also lead our clients by example to implement 
continuity strategies designed to both sustain and grow their businesses.

Introducing your clients to the W.I.N. concept and adopting it for your 
own firm can go a long way to help alleviate anxieties on both sides of 
the relationship. Here are some key actions we will address in the book 
and in even more detail in the DM Community that will help you do so:

W.I.N. by creating business continuity in the cloud. Ensuring your 
clients are working in the cloud with your firm and within their own 
operations is a critical part of a W.I.N.ning approach. Without being 
able to run their business (or access your firm’s services) remotely, they 
will not be able to compete or survive long-term. If getting your clients 
or your firm fully operational in the cloud seems like an insurmountable 
challenge, I have a 30-Day step-by-step plan to help you overcome your 
hesitation in the DM Community at DawnBrolin.com.
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W.I.N. by bulletproofing your technology infrastructure. For my 
clients, helping them W.I.N. also includes the technologies they use 
to work with our firm, because What’s Important Now when it comes 
to serving their needs also relates to how we can deliver a mutually 
efficient workflow and rewarding service experience. We are going to 
delve deeply into the Team bRolin Starting Lineup and my All-Star 
Playbook in this book and in all of my webinars, community forums, 
content, and videos in the DM Community so be sure to sign up! 

W.I.N. by committing to bulletproof data security. In addition 
to having appropriate data access controls on your electronic data, it 
is important that your clients and your firm are also being proactive in 
protecting themselves against the rise in cyber crimes brought about 
by the pandemic. Higher levels of security should be a priority in the 
context of “What’s Important Now.” It’s the only way to head off these 
issues and score a W.I.N.

W.I.N. by meeting client service expectations. Expanding on the point 
above, during the pandemic, the way that clients interact with your firm 
has changed significantly out of concerns of their personal safety and yours. 
Your clients expect changes such as no in-person meetings and secure 
online document exchange. This is where you really can W.I.N. by creating 
the cloud-based, collaborative infrastructure, and a client experience that 
reduces anxiety while increasing convenience and efficiency for your clients. 

W.I.N. by making remote work a priority. If you are promoting a 
virtual client experience as part of your pandemic response and business 
continuity strategy—both are W.I.N.s in my book—then you’ll also need 
to make remote work capabilities a priority. This starts by centralizing all 
of your data in the cloud and ensuring that everyone on your team has 
the appropriate access to files, in real-time, again by using a cloud-based 
technology stack with virtual document management and e-signature 
capabilities as a key part of the workflow. You may also want to use an 
internal instant messaging system to help with communication, too.
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W.I.N. by being prepared now. As I write this book, we are once again 
gearing up for another tax season (after navigating two which seemed 
to never end). This book is going to help you take control of your firm’s 
operational environment and our own thoughts and behaviors so you 
can leverage the W.I.N. philosophy to the fullest for your practice. 

As you can see, we have a lot of ground to cover on our DMAJ in order 
to create more W.I.N.s all around. So up next, I want to share with 
you my own path to where I am today so you can see that this is a real 
process for me as well, then let’s identify the people who can be your 
DMAs to help you get to your next great opportunity. 
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This DM Has Been Down But I Will Never Be Out

“I am always competing with myself to be the best that I can 

be every single day.” - Me! Your Designated Motivator

I have said it before, and I’ll say it again...for me, there is no “sitting 
on the fence.” I either go whole hog and put 1000% into something or I 
won’t do it at all. That is how passionate I am about being a DM for you 
and all of my other accounting, bookkeeping, and tax peeps!

This is my passion...but why? You might be asking. The short answer 
is, because I want to save you from the same shit that I went through. 
This is my motivation for writing this book and doing the work to figure 
out the tech stack and best practices which form the basis of our DMA 
Community.

So what happened exactly? Here’s a brief timeline of how I have evolved 
personally and professionally to the point I have reached today. It’s 
pretty good, by all accounts.

My family is thriving, my practice is profitable and growing, and I have 
the right technology infrastructure and tech stack in place to maximize 
my efficiency. This means I can work less and make more money. 
And I do.

I want to be clear, it wasn’t always this way! If you are feeling any kind 
of practice pain or disempowered personally, it can be helpful to know 
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that you are not alone. Many accounting professionals, myself included, 
have struggled with our businesses. This is why I want to share my story 
with you so you can see that even when things don’t go according to 
plan or become difficult, you can always find a different path which can 
lead you somewhere even better than before. 

In the DM Community, you’ll find strength, support, and strategies to 
help you as well...all you need to do is make the choice to get off the 
Island of Isolation and get back in the game! 

Discovering My Inner Accountant:  
A Knack for Numbers and Teamwork
It wasn’t until high school when I took some accounting classes that I 
knew I wanted to go into the accounting profession. Math had always 
come easy to me, but what I loved about accounting was the story that 
the numbers told. Everything had to add up perfectly. It all made sense, 
like putting puzzle pieces in place.

I was also a star athlete in high school, scoring 1,000 points in basketball 
and playing three sports every year. Being part of sports teams, I also 
learned that you have to work hard for everything you get. Another 
lesson I learned at an early age: You will meet people who are not 
necessarily in it for the team, but that you need to be when you work 
with others.

During my senior year of high school, I was recruited by Eastern 
Connecticut State University (ESCU) for soccer and basketball, but I 
also ended up playing softball because the coach, Jeff Anderson, said I 
was so much fun! Little did I realize at the time that my tenure on the 
ECSU women’s fast pitch softball team would become another pivotal 
point in my life. And not just because our team won the 1990 Division 
III National Women’s Collegiate FastPitch Softball championship! It 
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was because my college coaches, Beth Regan and Jeffrey Anderson, 
were my mentors.

Beth and Jeff both had a major impact on my life. They taught me 
hard work, dedication, commitment, work ethic, and the importance of 
having a positive impact on others no matter how bad or good things 
are. They really taught me how to succeed in life and that I should never 
settle for anything. They also taught me about always giving to others 
and being the best you can be.

Sadly, Jeffrey Anderson passed away from cancer shortly after I 
graduated from ECSU in 1992, but I still feel his influence in my life 
today. In fact, it was Anderson’s example that helped me the most 
when I started coaching the girl’s basketball team at my hometown high 
school. This was another place where I began to really understand the 
importance and power of helping others succeed. The young ladies 
that I coached then were super impactful and will always be incredibly 
important to me.

Growing a Bookkeeping Business—and a Family
Once I graduated from college, I began building my career as a 
bookkeeper working for a local non-profit organization and a car 
dealership. Just a few years later, my family experienced a loss that 
changed us all forever.

On May 3, 1995, my brother committed suicide. He was one year older 
than me and suffered from bipolar disease. His death crushed my family 
but it also brought out a star who has been taking care of me ever since, 
my husband, Kevin Brolin. He really wanted to look after my family and 
I saw the kind of man he really was through that tragedy.

Two years later Kevin and I tied the knot and a year later we had our 
first baby, Emily Laura Brolin. True to form, I tried to deliver Emily on 
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May 3, 1998, because I wanted to give my parents a healing gift. But, 
since she is so stubborn, she came out on the fourth, instead!

It was at this point that Kevin and I really needed to step up the game 
when it came to our income. Between coaching and my entry level 
bookkeeping job and Kevin’s retail employment, we could barely make 
ends meet. So, we moved in with mom and my dad and built an in-law 
apartment onto their house so we could all live there. The contractor 
who was doing the roof knew my dad; he asked me if I could do the 
books for his business. I didn’t hesitate to take the job! 

It was then I realized that I needed some accounting software to actually 
do the work, so I went to the local business supply store and picked up 
the box I liked best. I chose the one that was the same green as my high 
school colors. It happened to be Intuit’s QuickBooks.

Raising a Roof to Build a Business
With my new accounting software in hand, and no idea that I would one 
day partner with Intuit as a top-tier thought leader (I just finished filming 
videos and doing a campaign for their Enterprise solution, ironically!), I 
was ready to serve my very first client. Yet there was still another barrier 
to cross—I didn’t have a computer to run the software on.

I could see that I was starting to gain traction with my own business, 
so I was willing to do whatever I had to do to get it off the ground—so 
much so that I actually took myself off the ground to make it happen. My 
husband and I climbed up ladders and raised the roof, literally, taking 
on a roofing job together to pay for that computer. Those were the days!

Through hard work and determination, my bookkeeping business 
continued to grow and I kept up my coaching gig, too. Then a local 
non-profit hired me to be an outsourced bookkeeper for $16 an hour. 
That’s when I told my husband we were going to be millionaires!
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Our family was growing, too, with the arrival of Kayla Amy Brolin in 
1999. Kayla was born on my birthday. She and I have the weirdest and 
coolest connection.

After we had the two little ones, Kevin and I decided someone needed 
to go make money and someone needed to stay home. I really wanted 
to create a business that would support our family. I wanted to do what 
my hero, my Dad, did. He never said, “I can’t.” And neither do I.

My Bookkeeping Battle Grows More Fierce
By 2005, I was serving 120 clients. I also knew I could do more—if 
you haven’t sensed it already, I don’t have a 50 percent speed. I either 
work at 100 percent or 0 percent. So in 2004 and 2005, I went back 
to school two nights a week to earn my master’s degree in accounting 
while working full time during the day. I quickly realized that I needed 
help in the form of people who I could trust and who could also help me 
become a better professional. I thought they would be my Designated 
Motivators...although I didn’t have a formal name for that role yet. 

It was at this time that I formed a partnership with two other accountants. 
At the same time, my father was seriously ill with liver disease. I continued 
working in the firm and caring for my dad as much as I could. When 
he passed away November 24, 2018, on the morning of Thanksgiving, 
my resolve strengthened to take the reins from my hero and teach the 
lessons he taught me to my girls.

The passing of my dad also intensified my own internal battle to be the 
best I can possibly be and make a difference.

Over the next several years, my strength in this battle was mightily tested 
by the unspoken business partnership I had entered into. The situation 
eventually ended with me walking away from hundreds of thousands 
of dollars. Sometimes your sanity and self-worth causes you to make a 
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change and consider that truthfully, money doesn’t matter. I have no 
regrets about removing myself from a toxic environment. Life is too 
short and you can live every day helping or hurting people. I decided 
helping was a better route for me.

This is a key takeaway from my painful partnership experience:

While things didn’t work out as I had anticipated as far as the 

business goes, I learned a lot about who I wanted to be and who I 

didn’t want to be. I also learned how to stay out of debt and how 

to treat people. It was a very long and tough lesson—six years and 

three months to be exact—but it was worth every minute, because it 

made me strive harder for what I really wanted out of my life.

And strive I did. In 2010, I began to study for the CPA exam. For me, 
the process itself was personal. I was told I couldn’t do it. Well, that’s all 
that had to be said! I knew I would accomplish it no matter what! 

Doing Accounting My Way
After leaving the poor partnership behind, I recharged my own 
bookkeeping business and started Powerful Accounting, the firm I run 
today. On April 4, 2011, I said to myself (and anyone who would listen!), 
“I am going to do it my way and I am going to be in charge of my own 
destiny.” I was also prepared to work like crazy to take care of my family 
so I could offset the huge investment we had made and the financial loss 
we suffered from stepping away from the toxic partnership.

With this hard-fought experience under my belt, I offer this advice to 
you: If you are facing an adverse business situation, keep it simple and 
remember this: “Life is too short to be miserable or to allow yourself to 
be treated unprofessionally and in a mean way. Surrounding yourself 
with people who truly care, support you, and lift you up is better than 
any penny you will ever make.”
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After passing the CPA exam in February 2012, I faced another roadblock: 
When the vote to admit me to the State Board of Accountancy occurred 
in April of that year, I was denied my CPA license due to negative 
feedback from my former unspoken partners. To put it mildly, this was 
a shocking turn of events...definitely a curve ball thrown fast and hard 
in my direction. Yes, I learned something else through this experience:

When life throws you a curveball, you need a DMA on your side.

Fortunately, I had another DMA on my side, one who was committed to 
helping me through what was a significant and very painful blow to me 
personally and professionally. Her name is Marcia Marien, CPA, who is 
an amazing accounting professional and who has served our profession 
at many of the highest possible levels. In fact, it was during Marcia’s 
tenure on the State Board of Accountancy (“SBOA”) where she worked 
with lawmakers to help regulate the accounting profession in the State 
of Connecticut that our DMA paths first crossed. 

I will be forever grateful that I met Marcia because she helped me rise 
up from the initial shock of the situation and devise a plan for moving 
forward. Marcia and I worked together and she was instrumental in 
showing me what kind of additional experience the State Board of 
Accountancy wanted me to obtain.

It was through this relationship and Marcia’s tenacity in helping me 
see things through to the end that I was admitted to the State Board 
in January 2013. From that point on, I never looked back. I continued 
pushing hard, giving back, and refusing to let doubters take me down. 

So why did Marcia go out of her way to help me? I mean, she’s a super 
busy woman with a family, a career, and so many other things that she 
could be investing her time in. The truth is simple in Marcia’s opinion 
(and mine): “Because it’s the right thing to do.”
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I echo Marcia’s words with sincere gratitude and thank her profoundly 
for her willingness to help me reach the next level of my career. Her 
example has definitely impacted me on a very deep level. It’s easy to 
see from this example how important having Designated Motivators like 
Marcia in our lives, our firms, and our profession is so important.

Once I was granted my CPA license there was no holding me back. I 
began to act on a very special path in my own DMAJ, fueled by my 
passionate mission to protect businesses from fraud.

Becoming a Fraud Warrior

After earning my CPA license, I began to focus on my professional 
passion, fraud prevention and detection, which had been sparked 
several years earlier when working with my Designated Motivator, Eric 
Green in the area of forensic accounting. It was at this juncture that my 
passion for teaching professionals about fraud was not only ignited, but 
set on fire! 

I’ve always been a firm believer in continuing education and certification. 
In 2017, I decided that adding another credential to my CV, Certified 
Fraud Examiner, was imperative.

I am truly passionate about helping people protect the businesses 
they have built through fraud protection measures, but I am equally 
passionate about encouraging bookkeeping and other professionals to 
secure the certification they need to solidify their knowledge.

Who Are You Working for, Really???

As my daughter Emily wrote in the original The Designated Motivator 
book, I sacrificed being there for a lot of our girls’ younger years when 
I was building my business, but in retrospect, I think it has made me a 
better parent today. My girls truly are my best friends. 
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Emily just graduated with her undergraduate degree and Kayla is in 
college now, but they still say that they respect my work ethic, admire 
my passion, and know that I love them every single moment. Nothing 
in the world could replace how I feel about them.

This is why it’s so important for me to carve out time with family and 
friends. It really helps me recharge from “the battle” of running a busy 
practice and fulfilling an equally busy calendar of speaking engagements. 
I do work a lot. 

I have also learned that professionally, we need a community around 
us. It isn’t healthy to live on an island—unless it’s one that allows you 
to bask in the sun of your accomplishments and the warmth of the 
people who matter most to you, of course! Speaking of which, I want to 
introduce you to my friend, professional colleague and definitely a DM 
for me and many others in our profession, Leslie Capachietti who is a 
QuickBooks Advanced ProAdvisor and a Certified Trainer Writer for 
the Intuit Trainer Writer Network.

I met Dawn when I was doing a tour as part of  the ntuit Trainer Writer Network. 
It was about 2010 and I was crisscrossing the country stopping in 80 cities. I met 
Dawn at one of  those stops. She was a QuickBooks ProAdvisor and she had come to 
one of  the training sessions.

I’ll never forget how she bounded up to me after I spoke—her energy is unlimited and 
contagious! She asked how I had started doing what I was doing and how she could 
get started, too. I could tell the first time she approached me that she was going to do 
something big with it. 

A lot of  people who want to get started with the ITWN want the notoriety, they’re less 
concerned about using it to help others than they are with what they can give back by 
sharing knowledge and training others. I knew when Dawn approached me, she was 
going to do something big with the opportunity. And she has. I could sense her passion 
on a personal level for helping others.
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She asked a lot of  the right questions, and she really became a rockstar with her 
approach. Dawn has definitely done me one or two better, when it comes to speaking. 
I applaud her wholeheartedly for her drive, determination, and her demeanor—which 
is always upbeat and motivating, to say the least.

While we certainly have shared quite a bit about our individual practices to help each 
other, I definitely feel like Dawn has given me just as much as I have given her, she 
really is generous.

She continues to make me proud as well, giving back to the profession through education 
and now, through her books and the community she is building to help others. 

For my part, I just pointed her in the right direction! Some people just have the ability 
to create a connection, and Dawn does. I trusted her, so I shared some content behind 
the scenes of  Intuit. She did the rest on her own!

Although we don’t keep in touch regularly any more, we do trade leads and referrals. 
This is all part of  Dawn’s approach to helping others and working together.

I think the DM philosophy is so relevant to smaller businesses who tend to be the kind 
of  clients that many of  us serve. Small business owners, any business owners, need 
encouragement. They also need someone who can teach them the value of  keeping their 
financial house in order, a concept which can be applied to all business, including our 
own practices.

The Etch-a-Sketch Approach to Your Accounting 
Career and Practice 
Leslie’s words are so true. As business owners ourselves, we have to 
be cognizant of our own finances and the health of our firms. For me, 
every day I start anew in my practice and my life. When the sun rises, I 
am thankful for another opportunity to use the DM Philosophy and my 
own internal motivation to help others take action to improve the areas 
they feel need it most. 



41

Dawn W. Brolin

I hold myself accountable for doing all that I can to tap into my natural 
gifts and the skills I have developed to help myself and others maximize 
personal and professional potential. 

Imagine if we all did this for each other as professionals, but more 
importantly, as people. What would our daily lives be like? Imagine if 
we committed to being DMs for someone else and they paid it forward…
the ripple effect across the world would be infinitely amazing! So let’s do 
it! Join the #TeamBrolin #MotivationMovement and Let’s G-O-O-O-!

So, now that we’ve determined that trying to operate a profitable and 
productive accounting firm while you are on The Island of Isolation is 
not the best strategy for growth or goal achievement, and we’ve assessed 
where you are at, and the type of shoes you are standing in, it’s time to 
make the leap from the solitary sands of the island and head for solid 
ground for your practice so you can get back in the game!

As part of my own commitment to being a DM in different dimensions 
of my life (remember, being a DM cuts across every place, person, 
situation and day that you want to impact...school, teams, your place of 
worship, your business, etc.), I want to very specifically and passionately 
be your DMA in the pages of this book and online whether it’s through 
content on my website and on other sites serving the profession, webinars 
that I participate in or host, my podcast The DM Disruption, or in my 
DMA Community.

Although it’s easy to get caught up in the short-term stress of your 
practice, I find that taking a long-term view of my goals really helps too. 
I take things one day at a time. I think of my business like an Etch-a-
Sketch toy. Every day you try to create a masterpiece, then you shake it 
clean and, if you’re lucky, you have the opportunity to take up the battle 
again the next day. This approach helps me stay motivated and clear 
(pardon the pun) on my goals. 
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So here’s the next question I have for you your DMA:

Do you know what your goals are for your life and your practice 

at a granular level? 

Do you have them written down and do you refer to them each 

day to keep you motivated and on track? 

If you don’t, don’t worry, you aren’t alone. The vast majority of business 
owners don’t have them written out or even clear in their heads—if you 
aren’t clear on your goals, how can you possibly reach them? Failing to 
do this makes it very difficult (if not impossible) to succeed.

But you are going to succeed because the very next thing we are going 
to do on the DMAJ is clarify your current position, determine where 
you want to be and map out the specific goals that will get you there. 
We will create a DMAP Playbook, to borrow from my softball strategy 
training. Yes, we are going to create a DMAPP (Designated Motivator 
for Accounting Professionals Playbook so you have exactly what you 
need to reach them.

This is what we’ll dive deep into in the next section of the book.

If you are feeling excited and ready to take this on, then please skip 
ahead to Chapter 6. 

If you’re not, then it’s okay, just promise me to read this next chapter 
and keep an open mind. It’s time for a heart-to-heart conversation, one 
that we need to have! 
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Before You Quit Talk to Me

“The difference between winning and losing is  

most often not quitting.” - Walt Disney

If you are feeling anything like my professional peer James Upton whom 
I recently interviewed for an episode of my podcast, The DM Disruption, 
you may feel like your days in this profession are numbered because 
running your firm is draining the life out of you. And with good reason! 
(You can listen to the story James shared on The DM Disruption on 
DawnBrolin.com. Don’t forget to subscribe for a weekly boost of DM 
energy, too.)

In fact, maybe you have some good reasons that you want to give up 
the accounting profession and your career in it. Although I pray this 
is not your case, I am realistic about the impact of the pressure it can 
put on us. 

Perhaps your practice is not performing well, you are suffering from 
burnout, you are feeling stretched financially and physically and you are 
at the point of wanting to give up and pursue something else.

First thing’s first. I want you to know that as your DM I will NEVER try 
to diminish your pain. I really want to understand what is pushing you 
out of this profession. There are definitely bumps in the road that you 
will encounter. But are they so big that you are at the place of no return? 
We have to go back to your WHY, not The Island of Isolation. We have 
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to identify what things brought you into the accounting profession in the 
first place. What are the reasons you have lasted this long? 

Let’s make a list of some things you might love about your career 

and your practice:

• You love a challenge
• Numbers make sense
• You are really good at it
• It’s logical
• It’s profitable
• You LOVE the people (staff and clients)
• You make a good living from it
• You have flexibility

Now, not everyone has these positive thoughts all the time, that is normal. 
However, please DO NOT let someone else steal you away from the 
profession you love. Let’s think this through and consider how we can 
change your mindset by shifting how you operate. Take a minute to 
brainstorm on some of the reasons you are not enjoying your work 
right now.

What is it that is causing you to re-think your profession? 

Let’s list some of the things you may not love:

• Clients are taking advantage of you or treating you poorly
• Your staff are taking advantage of you or treating you poorly
• You aren’t making enough money
• Work is overwhelming
• You don’t like the services you are providing anymore
• Technology demands from the clients or internally are too 

complicated or overwhelming to sift through
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• Constant Continuing Professional Education and you don’t think 
you can keep up with it 

• Constant changes in tax, payroll, and sales tax compliance
• You feel lost and alone in your business 
• You are having trouble obtaining clients
• You can’t seem to find or keep good staff
• There is just too much work and you can’t seem to catch up
• Could there be something else that is pushing you away? Make 

a note.

If your list is long or painful to make, or even to pinpoint exactly what 
you need, then you need a DM STAT! Let’s consider putting you into 
a community of care, yeah, a community of people who want to see 
you succeed. This is the DM Community I have, but it’s also the greater 
accounting profession! 

To me, if you find your DMA tribe you will find there are many like-
minded professionals. We are all in this together. We all have our 
strengths and our weaknesses. The faster you can identify your own 
and learn from others, I truly believe the faster you will be comfortable 
with making some significant changes in your practice which will in turn 
positively affect your professional and personal life. 

If you are still not convinced and would like to discuss this seriously, 
email me dawn@powerfulacccounting.com and and we can connect. 
Let’s see if together we can come up with a solution and a direction that 
will work for you!

ACTION ITEM! Celebrate Your Success Stories

Another way to gain perspective on how you are feeling right now is to 
celebrate your success. I know that you have likely helped many clients 
in your career. Undoubtedly there are at least a few whose lives you have 
changed with your expertise and services. You may not have realized it 

mailto:dawn@powerfulacccounting.com
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at the time, but you were probably their Designated Motivator without 
even knowing it! These are your Success Stories. 

We often focus on the negative as professionals, but think about all of 
the times you have helped your clients and made a difference in their 
lives! Consider a couple of the people you have helped, and then I want 
you to write down in your DMA notebook how you helped them and 
how it made you feel. This exercise has helped me on many a bad day 
(or month, etc.) reconnect with my passion for my practice.

Give it a go. Or ask a client to share a testimonial...you could use it as 
a marketing or referral tool, but most importantly, you’ll get insight into 
all the ways you are making a true difference and how you can continue 
to do more of the same. Later on we’ll talk more about how to do that 
with The Triangle of Success: Doing Work that You Love, For Clients 
That You Love, Making Profits That You Love. For now, just think 
about some clients who are great to work with!

Here’s one of my client Success Stories as told by my dear friend and 
client Chandra Proffitt, CFO of Proffitt’s Resurrection Land Cruisers. 
Chandra and her husband, Jeremiah, run a business solely dedicated 
to restoring Toyota Land Cruisers in Colorado. It’s a very cool business 
and it’s been an honor for me to help them build it. 

How Dawn’s Designated Motivator Approach 
Helped Me Go From Stuck to Successful
Chandra Proffitt, CFO, Proffitt’s Resurrection Land Cruisers

Dawn and I met in 2018 at a Specialty Equipment Market Association (SEMA) 
event. Dawn was speaking and I was impressed by what she had to say—but it has 
been what she’s done for our business that has been really impressive.

My husband and I run a business that restores Toyota Land Cruisers. My husband 
started the business Proffitt’s Cruisers by accident during his career as an elementary 
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school teacher. His hobby of  rebuilding and modifying Land Cruisers in his home 
garage snowballed. He was forced to choose and retired from teaching to pursue 
building Land Cruisers full time. Those humble beginnings have blossomed into 
a thriving, world-renowned business in the Land Cruiser community. It’s been an 
incredible ride...pardon the pun!

However, it hasn’t all been smooth sailing. In 2012, the thriving business Jeremiah 
created was bought out by a large corporation. The situation didn’t work well under 
that structure and tragically, Proffitt’s Cruisers was forced to close.

It was during this time, in 2013, that I met and married Jeramiah, who had, 
coincidentally, been my fourth grade teacher. We were married in July of  2013 as 
I was pursuing a nursing degree. I have a business degree, too, which I used to start 
helping in the back office and on the financial side of  the business.

In 2016, we re-opened as Proffitt’s Resurrection Land Cruisers. By 2017, the 
business was growing so much, I knew that I needed someone smarter than me to help 
guide me through the finances of  it. As luck would have it, I met Dawn and the rest 
is, as one might say, “Happy History.” 

Dawn was, and still is, energetic and smart. She actually came out to my house in 
Colorado to work with us. This is when Dawn and I really connected on a personal 
level and we developed a trust that enabled us to initiate the changes we needed as 
a business. During that process there were moments of  utter overwhelm, moments 
where the tears flowed freely, moments where I could only see the negatives, and 
that’s where Dawn stepped in and motivated me to see the positives and encouraged 
me to keep going. She instilled in me a confidence that we could fix what needed 
to be fixed and that I really did have the capacity to skillfully run my company’s 
finances.

Jeramiah is the visionary behind our business, he’s the big thinker, and has all the 
ideas. I, on the other hand, am good at the details, but I only knew enough to get us to 
a certain point. Dawn gave us the structure and specialized help to really stand in our 
business and be owners—and do it successfully!
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This wasn’t a straightforward process, either. We had a lot of  work to do, which 
involved countless phone calls and meetings. Dawn gave me the conviction to own my 
title as the Chief  Financial Officer of  our company. On top of  that she taught me so 
effectively that I don’t get to talk to her as much anymore as I now have a firm grasp 
on the business and what I need to know.

Another thing she taught me besides the numbers? Not to get frustrated. It’s not the end 
of  the world if  things don’t go the way you want them to go. She convinced me that 
it really does no good to worry or overthink things. Dawn truly is a great resource to 
get out of  that mindset with her exuberance and sense of  humor. She has been a great 
motivator and a mentor for how to achieve productivity. It really is exciting to work 
with Dawn. She is fantastic!

After working so closely with Dawn, I am confident that our books are solid and that 
the numbers are accurate. Best of  all, I am having fun learning about the higher level 
financial strategies I can use to catapult our business to the next level and reach our 
financial goals. 



49

Chapter 6

Who Are Your Designated Motivators?

“Great leaders inspire people to have confidence in 

themselves.” - Eleanor Roosevelt

I am extremely fortunate to have always had many people impact and 
motivate me. I will celebrate those people throughout this book to 
illustrate how surrounding ourselves with Designated Motivators can 
dramatically improve our own lives—and help us become better DMs 
for others.

Why We Really Need Accounting Professionals as 
Designated Motivators

I can already anticipate that some of you question the concept of a 
DM, and especially when it comes to applying the mindset and skill set 
to work teams or to drive employee engagement. They may even ask, 
“What is the big deal? Shouldn’t everyone just do their damn job and 
stop whining? You know, suck it up buttercup!”

This is the mindset of many of us who are forty years old or older. If you 
are part of this group, you probably remember the days when your teacher 
would not take any crap from you. If you didn’t finish your homework, 
you got an F. If you were on a sports team and yelled at an umpire, your 
coach would throw you out of the game and then even bench you for at 
least one more. And certainly, if you were at work, calling in sick when 
you weren’t contagious or unable to move was frowned upon.
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Now, thankfully, in 2021, we are at a place where Olympic gymnast 
Simone Biles asserted her need to take a break from the Olympics to 
support her mental health. The good news is that as Newsweek reported, 
the majority of Americans say they support Biles’ move. The survey 
conducted by Axios/Momentive Olympics**, showed the following:

• 62 percent of Americans said they supported Biles’ decision.
• 51 percent said they “strongly” agreed with the gymnast’s choice. 
• 13 percent of people opposed it.
• 22 percent said they didn’t know enough about the situation to 

offer judgment.

The survey also asked Americans if the mental health of Olympic 
athletes was being taken seriously. Only 33 percent of respondents 
thought it was.

I think it is highly unlikely that Simon Biles will become an accountant 
(although I know she could if she wanted to!). Why do I bring her 
story up in the DMAJ? It’s because the performance vs. mental health 
situation is, overall, critical to our success as humans and professionals. 

We all need to understand the positive impact that helping to support 
mental health in the world and our firms can have—this is why I encourage 
you to tap into your own DM superpower and use it to encourage and 
empower others to reach their full potential. Doing so in your practice 
will only make it exponentially stronger. This is a fact, borne out by 
decades of research proving that when people feel valued and their 
growth is not only encouraged, but empowered by giving them a path 
to action, we will all thrive!

A DM can literally find and facilitate the most valuable contributions 
possible in the people on your team. Imagine the ROI, productivity and 
positive results this kind of superpower can bring to your business, team 
or other organization. 
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The right DM can help people (or even just one key person) to stop 
isolating as if they are on a professional island and start engaging with 
others to maximize their own personal and professional potential as well 
as that of your company!

I know that this “theory” is true because I have direct experience with 
it in my own life and, very significantly in my own career and practice. 
Here is a very powerful example of the impact a DM can have on an 
accounting professional. It is the story of my relationship with Eric Green, 
Esq., founding partner of Green and Sklarz, LLC, a very successful law 
firm in Connecticut. 

Meet My DMA: Eric Green, Esq, Founding Partner, Green 
and Sklarz, LLC.

The focus of Eric’s role at his law practice is taxpayer representation 
before the IRS, Department of Justice Tax Division and state departments 
of revenue. He is a sought-after speaker on tax topics, including estate 
planning, and handling tax audits and tax controversies. Eric also has 
an awesome podcast (check out Tax Rep Network, in iTunes). He is 
also the author of The Accountant’s Guide to IRS Collection and The 
Accountant’s Guide to Resolving Tax Debts: Offers-in-Compromise, 
Installment Agreements & Uncollectable Status. Eric is the creator, 
author and lecturer for the National Association of Tax Professionals 
Program in IRS Representation, which trains other professionals to 
handle IRS matters on behalf of clients. 

**Source: https://www.newsweek.com/topic/olympics

So yes, Eric is one amazing professional and person. I feel fortunate to 
have him as my Designated Motivator because if I had not met Eric 15 
years ago at a Connecticut Bar Association event, I would likely not be 
doing the IRS representation work that I love to do so much, or at least 
not at the level I find so rewarding today. 

https://gs-lawfirm.com/
https://itunes.apple.com/us/podcast/podcasts-tax-rep-llc/id1276903945
http://www.tgpublish.com/shop
http://www.tgpublish.com/shop
http://www.tgpublish.com/shop
http://www.tgpublish.com/shop
https://www.natptax.com/EventsAndEducation/Pages/course-details-on-demand-webinar.aspx?k=ODW1834
https://www.natptax.com/EventsAndEducation/Pages/course-details-on-demand-webinar.aspx?k=ODW1834
https://www.newsweek.com/topic/olympics
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Essentially, Eric has taught me more than I could have ever have 
imagined possible when it comes to my professional life, including 
perhaps one of the greatest lessons I needed to understand in order to 
really fulfill my potential as an accountant and a business owner: 

We all need a community. 

Living an “island life” on a professional or personal level is going to 
limit you. We need to surround ourselves with people who are going to 
encourage and challenge us to take what we do, who we serve and how 
we leverage our gifts and talents to a higher level consistently so we can 
achieve our goals.

So how did Eric get to be such an awesome DM along with everything 
else he does so well? Here’s what he had to say when I asked him! 

“When you have a vision and a desire to do something, or to have 

something different, you are responsible for doing what it takes 

to go after what you want.” —Eric Green, Esq. 

After Dawn and I met at a Connecticut Bar Association event, we started doing some 
business together. Now, I am a big believer that when you have a vision and a desire 
to do something or have something different, you have to go after what you want, no 
matter what.” 

“I also believe that anyone can do anything with enough drive and determination. Take 
me, for example: I wanted to build a speaking platform. Sounds simple enough from 
the outside looking in, perhaps, but let me tell you it hasn’t been easy. However, I also 
believe that anyone can do anything with enough drive, determination, and discipline.

When I first met Dawn, she was just igniting her passion for forensic accounting, I 
told her to go for it. I must have been somewhat convincing because she did that and 
she has seen significant success in that arena. We share the mindset that once you 
know where you want to go you have to understand there is a price you are going to 
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pay for getting there. This often comes down to getting comfortable with 

being uncomfortable and doing things that a lot of other people are 

unwilling or unable to do. 

Another fundamental reason for any professional to have a DM is the fact that 
the benefits are usually reciprocal. Dawn and I have developed a great symbiotic 
relationship leveraging each of  our areas of  expertise and contacts. Dawn introduces 
me to people in the accounting space, opening doors I may not have even known existed. 
And she motivates me to think bigger and get better at what I do.

As her DM, I helped her see her potential and fulfil her purpose in the IRS representation 
and forensic accounting areas. 

We are well-suited DMs to each other in terms of  philosophy because we both 
understand that in order to succeed in anything you have to decide what you want then 
work backward to get it. With Dawn’s help, I was able to successfully grow my legal 
firm leaps and bounds more than had I worked in a vacuum. And I have also been 
able to increase the impact of  my expertise. 

Here’s my advice to anyone looking for this type of  professional growth:

1) Define your specialty., 

2) Begin working on a local level.

This is exactly what I did. It was a necessary path to reaching my big goal—to 
become a national speaker and authoritative expert in my field, while helping other 
professionals develop their expertise and opportunities in this domain. This is my 
professional purpose and passion. 

Here are some of  the roadblocks I faced:

1) When I first started, as is typical, I didn’t have any traction. 

2)  Before I could achieve the bigger vision—which I am still working toward every 
day—I had to get some traction. 
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3)  The opportunities that presented themselves were not the ones that I envisioned as 
my goal. 

4)  I am not a naturally gifted DM, or “motivational” speaker, in the ways many 
people think of  them. 

Maybe you have had thoughts about your own capabilities like the ones I shared. The 
truth is, everyone does! The difference between those who achieve their goals and those 
who don’t, in my opinion, is that the people who do get what they want refuse to let 
their thoughts stop them. They take action.

That is what I did. And it is what you can do, too, to achieve anything you want to 
achieve.

For me, this lesson started long before I became an attorney with the vision I have for 
what I want as an adult. 

It started when I was a scrawny kid with a lisp, wearing glasses and being picked on. 
When I was about 12, I had had enough. I wanted things to be different. So I took 
action. I started weightlifting. The bullying stopped, and from this cause and effect 
scenario, I learned that if  you want something and you work hard you can get it. 

I have applied this same principle to everything I do. As I have built my legal practice, 
I know I am likely not the smartest lawyer but I am probably one of  the hardest 
working ones. I will not be outworked when it comes to the things I need to accomplish 
each day to get to where I want to go. 

Case in point: One of  the first speaking engagements I secured in my quest to become a 
go-to expert on IRS issues at a national level was to an audience of  a small group of  
forensic accountants—at a karaoke bar. No joke. But I did it...and I wasn’t that great. 

Through this process I have also learned to accept that screwing up is a matter of  
when, not if. Also, that feeling of  being screwed up is very good for you. I know now 
that if  I have a bad recording session for my podcast, or a subpar presentation or talk, 
I have to dust myself  off, refocus, and look at how to do things better next time.
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I have also learned that if  you wait for perfection you’ll never get there. You’ll never 
launch or you’ll let what other people say stop you from going after what you want. 

If  you keep working and building one brick at a time, eventually you will reach a 
Tipping point where “all of  a sudden” one day what you are doing takes off. 

That’s what has happened for me. I think back to when I started at the local level. 
Asking the people I knew in my home territory at the CTCPA if  I could do something 
for them or if  they could refer me to the national AICPA folks so I could speak to more 
people, they declined.

Now I go to national conferences and speak to hundreds of  people. I had a webinar 
the other day with 2100 people in attendance.

And my coaching program has caught on. I am reaching a critical mass. However, 
I am well aware that in everything I do there will always be room for improvement. 
There is always a 2.0, and 3.0, just like software.

Eric’s Advice as a DM for Accounting Professionals

Like Dawn, I have a hard-won appreciation for, and personal experience with, how 
tough it is to be in a service-based profession that requires such long hours and intense 
focus. The legal profession, like the accounting profession, is subject to high levels of  
scrutiny by clients and regulatory bodies. It can be a soul-sucking grind. However, the 
grind is not the goal. Do not grind for the sake of  it. 

Grinding with no goal is a recipe for personal and professional disaster. You need to 
know where you are going. Once you know where you are going then reverse engineer 
the actions you need to take to get where you want to go.

If  you are a CPA or EA and you want to start doing IRS representation work, my 
advice is this:

Go over your client list and figure out the clients you don’t want, then get rid of  them. 
Raise your rates so you can do more work at those higher rates and actually enjoy 
doing it. 
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Keep in mind that all we can do is move forward each day down the path we feel is 
best for us in that current situation. If  it ends up being one that doesn’t track with the 
destination we are trying to arrive at, then it is critical that we recognize this and turn 
around, and try something new.

Isn’t Eric absolutely phenomenal?

Who in your life could be your professional DMAs?

Now that you have met one of my professional DMAs (you’ll meet more 
of them as we move along in your DMAJ), start thinking about the ones 
in your life, past, present and future. How have they, or could they help 
you gain clarity on what you want to achieve? Maybe you have mutual 
connections you can leverage in places that would help both of you, 
maybe you have mutual clients who could benefit from some kind of 
partnership between you.

When it comes to DMAs, I don’t want you to overlook the people 
who are out there helping us stay on top of new developments in the 
accounting profession, both in compliance and also in technology 
solutions. I already introduced you to Dan Hood at Accounting Today, but 
there are so many journalists and other thought leaders who can help us 
stay informed. You can follow them on social media and reach out to 
them if you want to ask a question or even provide your own expertise 
to help other accounting professionals, too! 

One person who is always working to support us as professionals is 
Seth Fineberg, Editorial Manager and U.S. team lead for Accounting 
Web. As Seth put it when he joined me recently on The DM Disruption 
podcast, “If you run a practice, or you’re a big cheese in a practice, 
or you are making decisions within a practice, whether you are a 
sole practitioner, we are here to help you make your practice more 
successful.” 
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I also love what Seth said about how we are viewed by our clients: 
“Rockstar superstars, superheroes. You may be these things to your clients, but you don’t 
necessarily have to be the most advanced accountant or bookkeeper in the world. A lot 
of  professionals I talked to just want to get through the day. They want to get through 
the season, they want to know that they’re doing things right. And they want to do 
right by their staff, and of  course, their clients. They read our pages to get inspired to 
feel like there’s hope for them and some direction out there for them. And that’s, that’s 
what we do day in and day out.”

Rock on, Seth! He and the folks in our professional media really do feel 
our pain. Especially when it comes to the pandemic and the impact it 
has had on us. 

Seth also shared that he believes that the pandemic shone a light on how 
better connected we could all be and how much of a work life balance 
that practitioners could and should really have. As Seth shared with 
me he thinks it is the small firms, the sole practitioners, the folks that 
are in the corner of individuals and businesses every single day in our 
profession that are hurting the most:

I don’t want to beat a dead horse over the true disruption that the pandemic has 
caused, however, I do think professionals were struggling to keep up, even before that, 
what the pandemic did was to bring it to light.

Small business owners are the people looking most to their accountants, so there has 
been a huge call, I’d say, over the last five or six years for accountants to be better, to 
do better, to be more of  all of  these things, and I don’t think it’s really resonated very 
well with practitioners, especially when it is coming from technologists. Accountants 
are paid to have that level of  skepticism. They have an analytical nature. That’s in 
every accountant, every good accountant, that is. 

I think this has all bubbled to a head now we are in a national emergency, not only 
health-wise but particularly for small business owners who were impacted so deeply. 
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They’re saying, “I want to be able to pay my employees, I want to be able to stay in 
business. How do I do that? 

During the pandemic accountants were right there,like the emergency room doctors for 
small businesses. They have your financials, they have your charts, they have, you 
know, everything at their, at their fingertips. Some of  them, you know, maybe didn’t 
have all the right tools to stay connected with their staff  to stay connected with their, 
their, their clients in real time. And so the things that were kind of  getting pushed off  
over the few, you know, the few years because maybe the narrative was just a little 
more to like, beat me over the head versus I’m on your side. And that’s what we try to 
do every day too. And by having a lot of  our tone, sort of  come from other practitioners 
and people in the know, people who are doing and living it every day, we’re saying, 
look, we’re on your side here. And I think tech vendors are starting to get that message 
more too.

I think there are several things that have bubbled into one which really impact 
accounting professionals:

First, there are tools available now and they have been available for several years 
already, which are vetted, and have been proven to help you get what you need done 
more efficiently. Yet a lot of  accounting professionals are still struggling with their 
selection and implementation. This is where Dawn can help people make these key 
practice management transitions with technology and how to structure their firm 
operations in general.

Second, you have a more complex and dynamic compliance environment. This is a 
huge issue that has become especially burdensome over the past year. Every year, there’s 
always something with the tax code, or ta new form, there’s a change to a form, or 
what have you but now with all of  the loans that the government in particular has put 
out to help out businesses and individuals over the past year and a half, now, all of  a 
sudden, what the profession has had to deal with has really come to a head. 

I couldn’t agree with Seth more when it comes to the challenges we as 
accounting professionals face. I believe there are multiple issues which 
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layer on top of what he referenced, too, from The Great Resignation to 
those professionals who left the bigger firms to start their own practices 
and aren’t sure how to navigate all of the different aspects of being an 
entrepreneurial accountant. 

Seth told me something pretty cool, which really does show that he is a 
true DMA. He, like me, has a love of the game of baseball, which we 
both think really is the greatest game in the world (Along with softball, 
of course!). He coaches his son’s baseball team and so he is a DM for 
those kids, too. One of the things he tells them when they practice and 
play is to pay attention. Pay attention to your coaches, they’re there to 
help you. Listen and pay attention because that is what is going to keep 
you safe, especially when things happen suddenly—like a fly ball coming 
your way out of left field. 

As Seth said:

It’s kind of  like the IRS, you have to be ready, you have to have the glove ready, and 
be ready to make your move as soon as it happens because you don’t know when that 
next play is going to be.

This is good advice for both your preparation in your practice, but also 
when it comes to having a network of people you can call, email, text, 
or even get together with in person! So our next task is this:

Get Your DMAs on Speed Dial!
Grab your DMA Journey notebook and write down the names of three 
to five DMAs in your life. What goals do you have for talking to them?

Once you do this, make a note on your schedule to connect with them 
regularly to talk about what you are both wanting to achieve as you 
head down your DMAJ path and really start changing your life and 
your practice for the better.
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Ask them if they could be your Designated Motivators and if they are 
willing to offer advice on a consistent basis to help you grow. Then 
schedule a time to talk to them!

If you are, or have been, living an island lifestyle when it comes to 
managing and building your career and you are ready to get off the 
island and join the community, good for you. It means you are listening.

Let’s not wait! We are on this DMA Journey together and we are starting 
right now!
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The Designated Motivator for 
Accounting Professionals Playbook
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Design Your DMAPP  
Using C.O.R.E. Practice Strategy 

Yes! You are ready to rock and roll on your DMAJ doing whatever it 
takes to love your practice and your life again. It’s time to acknowledge 
and own where you are at, put on your big person pants, and tighten 
your belt so you can be an agent of change in your own life, your own 
firm, and in the world.

It is only by taking action that you will be able to transition from the 
Struggle for Survival on the Island of Isolation and arrive in The Land 
of Solid Success for your firm. Once you achieve this, I truly believe 
the sky’s the limit. The only things holding you back are your own 
self-doubting beliefs (those nasty things rolling around in your coconut) 
and the amount of work you are willing to do to get to where you want 
to be. Don’t worry, as your DM, I am going to guide you every step 
of the way! Together, we are going to create a Designated Motivator 

for The Accounting Profession Playbook (or DMAPP for short) just 
for you.

This is going to be the Playbook you use to take yourself and your 
practice from where it is today to where you want it to be tomorrow, 
and the next day, and beyond. Whether you are creating a new way 
to W.I.N. in your practice, playing a sport like softball, or even playing 
Candy Crush on your phone—there always has to be a strategy to give 
you a solid foundation for success. From there, we choose the tactics. 
These are the Game Plays that will put your strategy into action. It’s not 
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rocket science, it’s just the way the game is played successfully. You 
can apply this concept to any situation where you have a specific goal—
like winning a national softball championship or creating an accounting 
practice that you actually enjoy!

I’ve done both of these things, that’s why I want to share my DMAPP 
with you and help you create your own so you can come out on top 
once and for all! So let’s G-O-O-O!

Design Your DMAPP Step 1: Clarity

First, Thing’s First, Grab Your Life Preserver: Complete the 

DMA Reassess Your Success Assessment

The Team Brolin DMA Self-Assessment...it’s your life preserver when 
it comes to navigating the tumultuous seas of being an accounting 
professional! Here’s an overview of the components this assessment 
covers. Once you review this synopsis, head over to DawnBrolin.com 
and access the full assessment through the DMA Community page so 
you can:

• Understand the clients you love to serve and those you don’t
• Evaluate the services you are providing currently and make a 

plan to offer new services and get rid of the services you don’t 
enjoy doing.

• Understand the importance of having a tech stack that makes 
sense for your practice

• Learn the motivational skills you need to make significant 
improvements to your processes, practice, and your life.

• Mentally prepare for the next tax season regardless of the 
services you provide.

Stop reading here and complete The DMA Reassess Your Success 
Assessment NOW. Remember, on this DMAJ, we need to keep 
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reminding ourselves that we are not only absorbing information, we are 
taking action on the ideas, too. Action is the antidote for despair and it’s 
the only thing we can do day in and day out to be the captains of our 
own ships, so to speak. 

I am bolding, underlining and italicizing this next statement for a reason! 
It’s because what is different about having or being a Designated 

Motivator (DM) is accountability.

We are not just thinking or talking about doing things any more. We are 

DOING THEM. We are leaving The Island of Isolation and returning 
to The Land of Solid Success so you can get back in the game and 
knock it out of the park! No joke here.

In order to do this, we need a strategic framework that we can lay 
our action plans on. This is where The Designated Motivator C.O.R.E. 
Practice Strategy comes in. It makes it simple to organize the areas that 
you need to focus on most. C.O.R.E. stands for Clarity, Operations, 
Revenue, and—my favorite—Execution!

DMAPP Design: Put Your C.O.R.E.  
Practice Strategy in Writing

Write (or type) the following headings and your answers/thoughts about 
these fundamentals of your firm on separate sheets of paper/pages in 
your DMAJ journal or notebook, or complete The C.O.R.E. Practice 
Strategy Worksheet at DawnBrolin.com. 

CLARITY

As a firm owner, you must be able to clearly identify your why, crystallize your vision, 
refine your focus, and achieve your current and future goals. 
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Yes! We are making progress with our DMA Reassess Your Success 
Assessment under our belts. Now that we know where you are and 
what you want to achieve, we need the practical framework to put your 
accounting, bookkeeping, and/or tax practice back in The Land of Solid 
Success as well as getting your head back in the game with a W.I.N.ing 
mindset so you can be a heavy hitter. Not just in the professional sense 
but in all of your personal pursuits, too.

As Lao Tzu said, “The journey of a thousand miles begins with one 
step.” Well, I don’t want you to have to walk more steps or tread water 
for longer than necessary to achieve the goals you have for you and 
your accounting practice, so we are going to boil everything down into 
the C.O.R.E. Practice Strategy as you create your DMAPP. 

Let’s pause here for a minute and get really clear on your why. If you’ve 
read Simon Sinek’s book, Start With Why, you’re ahead of the game. You 
can also catch his super popular TEDTalk on the subject on YouTube 
as well. I encourage you to watch Simon’s TEDTalk now so you can get 
a true sense of how to go about finding your why, with some help from 
me in the next section.

Finding Your WHY as an Accounting Professional

Before you can get to where you want to go, you have to be able to 
define where that is, but also, most importantly, WHY you want to get 
there. Some people may call this your purpose. This is the driving force 
behind why you want to keep moving forward in the profession and 
it’s the feeling and vision that will keep you motivated (along with me!) 
when things get tough and you feel like giving up. 

So grab your DMA notebook or journal again and write your own 
“WHY” then use this to identify the core values at the heart of your 
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practice. If you need a guide, I have included my own answers to these 
vitally important questions for you:

For me, the core of my “why” is this:

I love helping people and I am a true people pleaser. I also love accounting and 
putting the numbers together because they are so logical and when done correctly, 
they make so much sense.

At the intersection of  these two things I can find my professional why: I am 
a CPA and Certified Fraud Examiner because I love to help clients grow and 
protect their businesses. 

In my accounting firm this translates into helping clients navigate tax season 
successfully or win an IRS case. It also drives why I love helping business 
owners implement best practices to reduce risk and increase ROI. 

At the heart of  it all, I help people achieve their business goals which helps 
them succeed in life. To me, being an accounting professional far transcends just 
plugging numbers into a spreadsheet.

This is also where you need to define your core values. For my firm, 
Powerful Accounting, my core values are:

• Passionate - Having passion in everything you do will get you 
the results you desire.

• Observant - Be in the moment and always be attentive to what is 
not only in front of you but also what surrounds you at all times.

• Wisdom - Always have an open mind to seek knowledge as 
knowledge is power.

• Efficient - Implement tools and processes so everyone in the firm 
succeeds.

• Respectful - Always respect your colleagues and clients.
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• Fun - Having fun will make you more productive and even 
makes the day fly by!

• Understanding - Having compassion and understanding for your 
colleagues and clients just makes you a better person.

• Loyal - Being loyal to your staff and to your clients will result in 
lasting relationships.

How did I come up with these core values? I spent time digging into 
what I believe is fundamentally important in life, in business, and in 
relationships! These words do spell “powerful’’ and they really are 
representative of who I strive to be, what I am all about, and how I want 
to treat my clients so they feel these attributes when they do business 
with me.

Of course, you should know by now that we are not leaving this section 
until you write down your core values and what you feel is fundamental 
to your business and the attributes you want to infuse into everything 
you do in it. 

Core values become the culture of your business and guiding principles 
for you, your staff, and anyone else who works with you. So it’s important 
to both do this exercise and do it with thought and intention.

This may not be something that you can do right off the bat. It may 
actually require you to spend some time alone just thinking about what 
your values actually are. Think about it in the car or at the gym...times 
when you aren’t under the gun working or trying to do things with 
family and friends.

The process may feel painful at first, but once you start to hone in one 
what makes you powerful as a person and how that transfers into your 
business, you will feel empowered and energized. You’ll be ready to 
tackle anything that comes your way! This is a good thing because the 
next step will require some determination and dedicated focus.
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It’s time to put your firm’s operations under the microscope before 
drilling into revenue and execution!

In the chapters that follow we are going deep on all of these areas as 
I open the doors to my own practice, Powerful Accounting, Ltd. I am 
going to share with you everything I have learned and implemented over 
the past 23 years which has led me to being able to generate over $500K 
in revenue in eight months with just three billable people. I want to 
stress a couple of things here before we step inside of my practice.

1)  This did not happen for me overnight or on my own! The stability and 
relative success that I have today are the result of a lot of blood, sweat, 
frustration, and tears. Yes, a lot of them. My DMAJ has been over 
23 years now and, as you can imagine, I have seen a lot and learned 
more than I ever could have imagined when I was first starting out.

2)  The reason that I am passionate about sharing what I have learned 
and what works for me as motivation with you is because a) I want 
to always leave people better than I found them (That’s my mantra!) 
and b) if I can save you time, frustration, sleepless nights, and any 
level of heartache or self-doubt, then I want to do it!

These are my “whys” for speaking on these topics, writing content, 
hosting the DM Disruption podcast, and building the DMA community. 
Before we start building a stronger, more sustainable, and succession-
ready practice for you, there’s one more thing you need to do to really 
transition from survival mode to being a success-seeking all-star. So 
don’t skip this next exercise!

Action Item: Write a love letter to your practice and 
clients you adore!
Before you can build a firm with the culture, workflow, services, revenue 
model and client base that you love, you need to determine what that 
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looks like, but more importantly, what it feels like. Close your eyes and 
envision what it would be like to work in a practice that feels good 99% of 
the time (Hey, we’re being real here! We all have those days). You’ll want 
to pull in those core values that we’ve been talking about here.

If you haven’t articulated your core values on paper yet, now is the time 
you really need to do it. Then close your eyes again until the vision of 
the type of practice you want to have becomes clear.

Once you have a visual, take a minute to imagine what the feelings are 
that you have about it! Are you excited to work with the clients you 
have and are you doing the work that you want to do?

The next step is to crystallize this in your mind and your heart by writing 
it down. Research has proven this is an essential step to connect your 
feelings, thoughts, and desires with your cognitive abilities and conscious 
desire to do the things you need to do to make what you really want 
come to life.

If you aren’t sure what to write free form, or your thoughts aren’t flowing, 
then do this exercise: 

Get your DMAJ notebook and write a real love letter to the practice 

you want to build.

Once you have that done, I want you to keep it handy and refer to it 
at least once a day, every day. That will help you stay focused on the 
things you love and want to achieve in your firm, instead of thinking 
about the negatives. It’s human nature to do that, but it simply isn’t 
productive or part of the DM Mindset.

Charting the course to get there is what designing your DMAPP is all 
about. I call this process DMAPPing and now we are ready to do the 
next steps in that process together. Onward!
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CALL OUT IN A BOX:

I Get It! The Struggle is Real—and It Stops Here! 

If you read nothing further in this book, then please read to the end 
of this page. One of the most (if not the most) important tools for your 
practice is a solid business strategy. Seriously, I see so many of my peers 
struggling because they have not taken the time out of their every day 
slog to strategize. 

I really think of myself as what I call a Struggle Solver. That is, as a DM, 
I work with people to knock down the barriers (real or perceived) that 
stand between them and the goals they want to achieve. 

This is one of the things that I find is like an “aha” moment for so 
many of my professional peers. Hitting the pause button for a day or 
two or for several dedicated hours each week to get to the C.O.R.E. of 
your current business structure is essential. It allows you to see where 
you make money (you may be surprised), which clients are winners 
and losers (in both the profit and personal fulfilment sense), your firm’s 
future (What do you want and how will you get there?) and what that 
means you need to do—there’s that action idea again—is really the rocket 
fuel you need to succeed.

Remember, the key to the changes you want to make in your life and 
your firm are in the doing of the exercises, not just the consumption 
of the content!
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Step 3: DMAPPing Your Firm Operations

In order to right the ship when it comes to the success of you and your 
firm, the right operational structure is vital in order to have smooth 
sailing as you head toward The Land of Solid Success. This is why we 
need to get laser-focused on where the weak links in your firm originate. 

Some common areas include: 

• The clients you serve.
• The products (i.e. services) you deliver.
• The prices you charge for the products you offer.
• Deficiencies or inefficiencies in your tech stack.
• Your team. 
• Perhaps it is even you standing in your own way! 

These are all things that you need to consider as you take actions to 
move your practice forward. 

In my opinion, the clients that you serve are the most fundamental factor 
in your success. Let’s start our look at firm operations there. Think about 
your own roster of clients. Do they form a Triangle of Success (ToS) or 
create a Triad of Trouble (ToT)? If you’re not sure, this next section will 
help you figure it out! 
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Clients: Triangle of Success or Triad of Trouble?

“The clients that you serve are the most fundamental factor in your success.”  
- Me! Your DMA

Back when we first met on the Island of Isolation, we did quite a bit of 
the groundwork in The DMA Re-Assess Your Success Assessment to 
help you hone in on the kind of client you want to have at a high level. 
Now we are going to delve deeper so we are prepared for what comes 
in Chapter 14: Developing your marketing mindset so you can get more 
of the clients you want to work with. 

Right now, it’s time to expand on the things we already know from your 
DMA Reassess Your Success Assessment and evaluate your client base, 
this is whomever you serve and whom you do work for. In short, the 
people who pay you (Or should pay you, which is another discussion we 
MUST and will have in the DM Community!). 

After all, this will dictate your success or failure resulting in either a 
Triangle of Success or a Triad of Trouble! What do I mean by these 
terms?

Let’s address the least favourable option first, so you can start taking 
ACTION right away to avoid it! If you want to be happier in your 
practice and your life you have to tackle the Triad of Trouble! 

The Triad of Trouble forms when these conditions are met:

1) You don’t like the services you have to provide 
2) You work with people who you don’t think are nice, and 
3) They complain about your bill.

Ugh! Let’s be real! This is an awful scenario and it really is not a viable 
way to earn a living. To avoid this, you’ll want to create your own 
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Triangle of Success which I define as a state of happiness, productivity, 
and profitability formed when: I love my clients. I love what I do 

for them. I make money from them.

It really is that simple! Yeah! So say it with me: 

The Triangle of Success
I love my clients. I love what I do for them. I make money 

from them.

One more time! With feeling! 

You get the idea, I know you do. Now you know the drill. It’s your turn!

Action Item: Create Your Own Triangle of Success (ToS)

Take a moment to think of your three favorite clients, the ones that you 
look forward to working with and who are satisfied and excited for you 
to serve them—while paying you what you are worth! 

For me, there are three key characteristics of a client who fits into 
my ToS:

1. I love what I do for them.
2. I love who they are. 
3. I love the billable time I get from them. 

Who are the clients who fit into my ToS? When I first started my 
company, I pretty much took on any client who came to me. It really 
didn’t matter what the services were that they required, I just needed 
to provide for my family. As time went on, I realized that I wasn’t good 
at some things and that I didn’t enjoy working with various clients. 
That was probably the biggest mistake that I have made and even after 
realizing it. I repeated the pattern. 



76

The Designated Motivator for Accounting Professionals

Over the last two years, though, I have been sticking to the Triangle of 
Success and turning away clients that don’t seem to fit my core values 
or who have service needs that I don’t have any interest in providing.

Once you get to this point, where you take pride in saying “No” to new 
clients, when you realize it is okay to say, “No”, your whole world will 
change. 

Here’s an example from my own firm: Recently I had a tax referral for 
a company that was currently not a U.S.-based company but they were 
setting up a business in the United States. They required international 
tax preparation services on top of other services I choose not to provide. 

They had a good budget figure for my services but at the end of the day, 
I don’t want to learn international tax. I politely declined the referral 
and when I look back, I am so thankful that I have adopted this mindset. 
I cannot imagine having to dive into international tax, watch a billion 
webinars to learn more, and take the focus away from what I do best.

There it is folks. When you decline one opportunity, it actually opens 
up others. It allows you to focus on what you do best. The anxiety of 
knowing you won’t be able to take care of other clients’ needs because 
you are taking the time away from profitable work and focusing on a 
new client that is not in your wheelhouse evaporates when you have the 
courage and “smarts” to say “NO.”

We will talk more about the clients who will fit into your ToS, but before 
we leave this section I want you to grab your DMA journal or notebook 
again and jot down your thoughts while they are still fresh about the 
following question:

What do you need to do to get more clients who can help you create 

your own Triangle of Success?
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Of course, when you have the clients you want, it is absolutely imperative 
that your client experience (CX) is such that you can retain them. This is 
what we are going to look at next on our DMAJ. However, I can’t resist 
sharing with you one of the clients I love working with—she is definitely 
a DM for me!

If you read The Designated Motivator, then you may already know that my 
client Sheree Goldstein is definitely part of my practice’s ToS. I love 
working with Sheree and what makes the whole relationship so special 
is that she loves working with me, too! We “click” in the client-CPA 
capacity and as two humans who want to do what we love for a living 
and enjoy doing it.

Client Love! Sheree Goldstein is One Reason 
I Love My Practice

I always ask my clients, “What am I doing right?” This is something that 
best-selling DM for entrepreneurs, Mike Michalwicz, advises business 
owners to do. The purpose is not to get feel-good accolades, the purpose 
is to understand what your ideal clients like about what you are doing so 
you can do more of it to retain them and attract others like them! 

For example, as a DM for my clients, one of the things I love to do and 
my clients love me to do is to be a problem solver for them. It’s definitely 
a W.I.N.-W.I.N. both in the “what’s important now” context we talked 
about earlier, and also from the literal sense of us both benefiting from 
the outcomes of our relationship. 

The most rewarding part of having Sheree as a client is that I know she 
trusts me to guide her businesses, which include The Square Café, My 
Goodness Meals to Go, and soon, a new business venture: Smashed 
Waffles.
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Here’s what she had to say about our working relationship:

Dawn and I met at a women’s entrepreneurial event called Spark & Hustle. Dawn 
asked me if  I needed an accountant and at first I was hesitant because my accounting 
practice is very intricate. But she has expanded my view of  what it means to manage 
my business—beyond just the financials.

She taught us we can flip eggs, be a true team and do the financials by looking at 
our business holistically. Dawn showed us how to engage with employees and build 
processes while forging a teamwork culture. She builds trust and it is very motivating 
to me as a business owner to keep doing more.

Dawn and I meet face to face on FaceTime, which I wasn’t used to before, but I like 
it now. We’ve become friends and she really is my Designated Motivator. I feel what 
she does for me in her capacity as my CPA is similar to my work at the rehab center, 
where I volunteer. She brings the power of  teamwork, trust, and motivation to our 
relationship.

During the pandemic, Dawn also helped us figure out strategy. She understands that 
last Monday is completely different than this Monday. She has both an inside and 
outside view of  the business, which allows her to really help us holistically. 

Beyond her amazing financial and accounting skills, we really value her personality, 
it’s a vibe that complements and meshes with mine really well. Working with Dawn, 
we get so much more than just adding the numbers together.

I think one of  the most important elements to mention here is that both of  us view our 
relationship as a true partnership. When we are successful she is more successful and 
vice versa. It is an endless loop of  positivity that helps us immensely.

We know that she is in it for the long haul and we definitely appreciate all of  the 
added value she brings. 

Thank you, Sheree!!!
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The Team Brolin All-Star Client Experience 

When you first hear the term “Client Experience” (CX) you may be 
thinking it’s all about delivering something amazing to your client...and 
that is true. However, to me, having an amazing client experience in 
your firm starts with what kind of clients you have, which is why we 
tackled the Triad of Trouble first, then started creating a Triangle of 
Success for your firm before looking at how you can keep your clients, 
your team, and yourself happy with the experience you deliver to them. 

As we explore the client experience or CX concept in detail here, I want 
you to think about it as a springboard for a more successful practice on 
every level. Visualize this: 

Your CX is the foundation for your firm’s operations. You can visualize 
it as the base of a fulcrum supported by your Triangle of Success. It is 
from this fulcrum created by laying the perfect client experience across 
the peak of your ToS that you can literally springboard into a better place 
in your practice from an operational, financial, and mental perspective.

Here’s how I created the CX for my firm, Powerful Accounting, Ltd.,:

I tend to always meet my clients where they are. It can be daunting for 
the client when I start to toss out all of my ideas, making changes to their 
systems, and recommending additional technology for their business. 
Keeping it simple, conquering one challenge at a time, makes it so much 
more manageable and valuable to the client. In addition, I have found 
that the manner in which you communicate with your client is critical. 

Think about this, how many of you give out your personal cell phone 
to your clients? How many of you regret it? I actually added a personal 
phone line to my plan that I literally only give out to friends and family. 
I tell them this “If you text me or call me on this personal phone about 
something to do with business, I will block your number.” 
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Why do I do this? Because when I leave my office, I want to have time 
outside of work. I don’t want to be answering texts while I am on the 
softball field or at home watching a show with my daughter(s). I want 
ME time. I want to play Candy Crush in peace. You know what I am 
saying!

Over the last couple of months, I discovered an app that eliminates 
my need to give out my cell phone number to my clients. I found a 
better way to communicate and meet my clients where they are without 
having it disrupt my personal time. I CHOOSE when I answer a client 
communication, most importantly, anyone on my team can see all of the 
communication so that it isn’t 100% on me to answer every single request 
from a client. The app I chose is Liscio. 

To give you another perspective on CX and what it means in today’s 
business environment, I invited Chris Farrell, CPA and Founder of 
Liscio, which fills the client experience position in my Starting Lineup 
to share his thoughts.

I found them to resonate deeply with many of my peers and I really 
believe that if we put the right processes, people, and technology in 
place, we can avoid much of what Chris is referencing here:

WHY Your Firm’s Client Experience Matters

No one ever tells new accounting professionals that they are actually signing up for 
two jobs. 

The first job brings great joy while the second job will most often bring misery. 

It will come as no surprise that the first job consists of  actually doing the work for your 
clients. It is productive, satisfying, and makes an enormous difference in the success of  
the client’s business and personal life. 
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The second job is drudgery. It consists of  chasing clients for documents, searching in 
multiple places for documents you need, and dealing with endless email strings where 
the answer is in there “somewhere” but you have to spend so much time looking for it 
that it’s exhausting. 

Now multiply that by 100+ clients. Because it’s so horrible to have to spend time 
chasing clients, some practitioners question why they got into the profession, and they 
sometimes start to resent their clients.

The data backs this up: experts estimate that up to 40% of  practitioners’ time is 
spent just gathering the data and documents they need, in order to do their actual work 
for clients. This translates to two full non-billable days per week and more than 800 
hours per year!

Firms have come to accept this administrative work as being a necessary part of  their 
day, but this is only because traditionally, they haven’t had a choice. 

Most modern technology companies have focused their time and attention on helping to 
make the tax and accounting work faster - but no one took any steps to “fix the admin 
work” until Liscio was released in 2018.

Liscio was founded on the premise that the client relationship is the single most 
important aspect of  every accounting practice. Great client relationships mean better 
client retention, better online reviews, and more client referrals. Even more importantly, 
they bring special value to the job and make showing up to work a joy. 

That’s why Liscio focuses on shifting the common current client experience from 
hounding clients for information across email, texts, and portals to providing clients 
with a delightful set of  online and mobile-enabled tools that keep them in step with 
the firm. 

The right client experience has huge benefits for both client and staff. When clients find 
it easy to work with a firm digitally and on the go, they respond quickly to requests for 
data and documents, with no chasing required. 
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Imagine for a moment that you could make it as easy, fast, and secure for a client to 
send you a document, as it is for them to deposit a check using their online banking app?

Then ask yourself:

• How much faster would your firm move if  you had all the documents you 
needed in one secure, shared, collaborative space?

• What if  instead of  typing out an email and praying that your client answers 
quickly, you could reach them directly and securely on their mobile phone with 
just a couple of  clicks?

• How much happier would your clients be if  they no longer had to deal with 
trying to log in to your portal? What if  they could simply bring up the secure 
Liscio App on their phone or browser, and similar to an online banking app, 
send you documents with just a couple of  clicks?

• What about clients who TEXT you? What if  they could securely send you 
the information you need using just their mobile device, and bypass texting 
your personal phone altogether?

• And lastly - what if  your firm had no data silos at all? No more information 
trapped in staff  email inboxes. All client communications and documents 
would be available for all staff  assigned to that client.

Liscio’s platform allows practitioners of  all sizes to put all of  the tools clients need to 
respond quickly right at their fingertips — including an all-in-one mobile app, automatic 
reminders, and even a mobile document scanner. With all client communications and 
documents centralized in Liscio, it’s easy for staff  to quickly see what is going on with 
each client’s account. And since Liscio is so easy for clients to use, they send documents 
quickly when asked. No more data silos, no more chasing clients for documents, and 
no more searching across multiple platforms. Firms move faster, and staff  can spend 
more time doing the work they love instead of  drowning in the drudgery.

That’s Liscio and it’s available now. Perhaps the very best part is that Liscio plays well 
with every system you use, as long as it has the ability to print to PDF. No changes to 
your accounting or tax or practice management software is needed in order to use Liscio 
to transform your relationships with clients and save your staff  from the admin work.
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To see how Liscio can help you provide a world-class experience for your clients and 
staff, book a personalized demo.

Book a Demo

You really cannot separate the client experience from your team’s experience and the 
culture of  your firm. That’s why it’s important to take control of  how you want to 
service your clients and provide an experience that will keep the clients you love coming 
back and your team highly motivated to serve them.

Now that you have a profile of the client who creates your ToS, a 
definition of what an ideal CX is, and some ideas for creating both of 
them, let’s put it all into action by creating a W.I.N.-W.I.N. scenario for 
you and your clients when it comes to three other cornerstones of your 
practice operations, services, pricing and, of course, technology. 

I firmly believe that no one should go into business to break-even. Not 
you. Not me. Not our clients. In the next chapters, I will show you how 
I have tackled some integral strategic decisions to benefit myself, my 
clients, and the people who work with me, starting with how I developed 
my Team Brolin Starting Lineup and All-Star Playbook to harness the 
integrated power of these technology to create a profitable, powerful 
accounting practice that I am passionate about!

https://calendly.com/liscio-sales/demo?month=2021-03




85

Chapter 9

The Team Brolin Starting Lineup 
and All-Star Playbook

What is The Starting Lineup and All-Star Playbook 
Really All About?

Cloud-based software solutions that you can access from any location, 
at any time, are no longer a “nice to have” for an accountant or 
bookkeeping professional. The components of a connected tech stack 
are absolutely essential operational assets for any type of business. For 
many business owners, the thought of selecting the right technologies 
for this purpose can be overwhelming. I get it—but it doesn’t excuse you 
from going through the exercise to ensure your business is taken care of 
in the event of a potential interruption or catastrophic event.

I also want to stress that even if you already have a tech stack in place 
like mine or something you have created that works in your own firm, 
it is important to review it at least annually to make sure it keeps pace 
with the evolution of your business. Plus, there are always new tools and 
opportunities being introduced which can benefit you and your clients 
so it’s critically important to stay on top of what is currently available in 
terms of technology solutions and applications.

Perhaps you are still skeptical looking at all of this “tech stuff” and your 
internal expense management alarms are going off (I know, I know, we 
all have them! At least when it comes to our clients, and I hope for our 
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own expenses, too!). So I want to answer three objections you might 
have to building your own technology ecosystem right now:

1)  Okay, Brolin, yeah, you’re a big-time book author you probably get 
paid beaucoup bucks to promote all this stuff right?

 My answer is simple: I use the applications that I use because they 
work for me, my firm, and my clients. Not because of any partnerships 
I have forged over the years within the profession due to how awesome 
I think the tech I use is. After all, these solutions help me make more 
money and keep operating no matter what! How could I not LOVE 
that? Oh, and I am a self-published author, by the way!

2)  How much does all of  this tech cost? My answer here is as equally simple 
as my first one: Not as much as you might think! And yes, I will 
quantify that for you since we’re all friends here!

 I recently calculated how much I spend on the tech solutions I use to 
run my firm and it was about $3,000 per month or just over $36,000 
per year. This equates to just a fraction of my revenue. Not a bad 
return on investment in my opinion. 

If you need more proof then look no further than the past few years, 
which have been pretty tough for so many of our clients. My business 
has actually grown (profitably) during the pandemic and I have had to 
adjust my technology spend to help me leverage the new opportunities. 
By introducing a new app to the Team Brolin All-Star Playbook, 
Quotient, I can provide quotes for new prospects more easily and 
efficiently. I selected Quotient, because it integrates seamlessly with the 
other applications that I am already using.

So let’s talk about integration for a minute, because as far as I’m 
concerned, it really is the secret sauce for amping up the earning 
potential of your firm.
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Using Softball Strategy to Streamline Workflow and 
Increase Profits
Softball (or baseball) coaching and strategy offers the perfect analogy 
for how technology should serve your firm. Here’s a brief overview of 
the positions on a softball team so you can begin to see that softball is 
more than a cute theme I use….it really is fundamental to how I have 
configured my tech stack.

Here is how I see it: 

In softball, you have positions on your team that you have to fill. In 
addition, you have players that you need to recruit to fill those positions. 
Let’s stick with the defensive side of the game. You have a pitcher, 
catcher, first baseman, second baseman, third baseman, shortstop, left 
fielder, center fielder, and right fielder.

As a coach, you need to know what the positions are and you need to 
seek the most talented players to fill those positions. From an accounting 
practice perspective the game really is no different. You have certain 
positions to fill in order to run your firm and to complete client work. 
Every accounting firm has some positions that are necessary no matter 
what you provide for services. Then there are the tools you need that 
are specific to the services you provide.

For every firm, here are the positions you need to fill with the qualified 
and talented players you choose:

• Accounting Software
• Practice Management Tool
• Client Communications Tool
• Lead Generation Tool
• Quoting Tool
• Time Tracking Tool
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• Document Storage
• Hosting Solution
• Prefered Payroll Solution
• Cyber Security Evaluations (PTIN People Pay Attention)
• Does Truly Financial fit in here?

For Client Accounting Services Firms (bookkeeping and outsourced 
services), you will need the following positions to be filled along with the 
list above for every firm:

• Document Retrieval Tool
• Expense and Receipt Management Tool
• Inventory Management Tool
• Foreign transactions 

For Tax Preparation Firms - you will need the following positions 
to be filled along with the list above for every firm. And if you provide 
CAS for your clients you will need that list above as well:

• Tax Software
• Transcript Retrieval Tool
• Electronic Signature Tool
• IRS Calling Tool
• Tax Planning Tool

As you can imagine, the next step is to pick the players who are the 
best of breed, players that don’t make errors, and players who show up 
every day to play. One of the most important things that I recommend 
when choosing your players is this: if the player (solution) you are 
choosing isn’t growing and improving, cut them from your team. Those 
players may be good today but aren’t looking to grow and get better for 
tomorrow. In addition, it is crucial to me that I am able to get support 
from them when needed.
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It is based on the criteria above that I have created, honed, and continue 
to refine my firm’s technology ecosystem, core tech stack, and app add-
ons. I continue to add and delete apps, solutions, and services as necessary 
to have the most efficient, streamlined, and effective technology with 
just two goals in mind: profitability and client service. 

I call my tech ecosystem my All-Star Playbook, the core solution set I use is 
The Team Brolin Starting Lineup. They are the players that I have chosen 
because they have proven to be forward-focused, always improving, and 
open to new ideas and suggestions from their customers. Below is a brief 
summary of each of the members of The Team Brolin Starting Lineup and 
their positions, so you can see how they support my practice workflow:

STARTING LINEUP POSITION #1:  
PRACTICE MANAGEMENT 

Karbon - For my accounting firm, the workflow solution I use is Karbon. 
It comes with an extensive knowledge base of standardized procedures 
and templates for operating procedures including those for accounting, 
tax, audit, and advisory services, all of which can be customized to 
a client’s needs. Plus, I have seamlessly integrated it with SmartVault, 
so this solution really allows us to maintain efficient workflows and 
document every process, which is key to ensuring business continuity, 
another critical aspect of your DMAPP that we will explore later.

STARTING LINE UP POSITION #2: CRM & MARKETING 

Keap - Is the small business version of the all-in-one CRM, sales 
management, lead generation and automated marketing tool called 
Infusionsoft. It is specifically designed for small businesses but it can 
also scale up to an enterprise-level solution.

I use Keap for all of my client communications, the campaigns I run 
for The Designated Motivator brand and The DM Community plus 
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automated email and text marketing campaigns. You can purchase a 
service plan at a special price through The Bona Fide CPA Suite which 
is operated by my Content Manager, Gaynor Hardy. Here is the link 
to take action now so you can provide amazing client communication: 
https://bit.ly/2Zc304H

STARTING LINE UP POSITION #3: CLIENT MANAGEMENT

Liscio - We’ve already covered how I use Liscio in my firm to deliver 
my CX and support my ToS, so it should be pretty clear that the solution 
is an A-player and a tool that will completely redefine the way you think 
about how you deliver your services!

STARTING LINE UP POSITION #4: DOCUMENT STORAGE & 
E-SIGNATURE

SmartVault - SmartVault is my go-to solution for managing document 
access and organization with my clients and third-parties who need access 
to files. All of my client files are securely hosted via SmartVault in the 
cloud. I can print directly to SmartVault as well as send documents to be 
e-signed through DocuSign from the platform. Clients can securely upload 
and transmit files using SmartVault’s client portals, too. But that’s just the 
beginning of what SmartVault has to offer us as accounting professionals! 
Here’s a peek at why I chose SmartVault and consider them one of my 
strongest Team Brolin Starting Lineup players and partners.

STARTING LINE UP POSITION #4: DOCUMENT STORAGE & 
E-SIGNATURE

SmartVault - SmartVault is my go-to solution for managing document 
access and organization with my clients and third-parties who need 
access to files. All of my client files are securely hosted via SmartVault 
in the cloud and I can print directly to SmartVault as well as send 
documents to be e-signed through DocuSign from the platform. Clients 

https://www.smartvault.com/features/e-signature
https://www.smartvault.com/features/e-signature
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can securely upload and transmit files using SmartVault, too. But that’s 
just the beginning of what SmartVault has to offer us as accounting 
professionals!

SmartVault & Team Brolin--So Much More Than Document 
Management

Over the years, I have had the honor and opportunity to work closely 
with the SmartVault team, both as a dedicated customer and as a peer 
educator helping them to show other professionals the value that they 
provide. Considering how much is riding on the availability, security, 
and integrity of the data and documents that your practice and your 
clients generate on any given day--it’s absolutely critical that you have 
an A-player in your tech stack for document management, client portals, 
and e-Signatures. For me, it’s SmartVault--and it has been for nearly a 
decade, which shows you what a solid solution I think this is!

Beyond the amazing capabilities of this platform, I have to say the 
people I work with there are phenomenal DMs in their own rights. 
They care about my feedback and they use it to help them evolve the 
platform so that it works for everyone in our profession from practitioners 
just starting out to firms that are scaling to those which are already a 
significant size. Their development team is accessible, their support and 
service is stellar, and they help me spread the word about how to utilize 
technology more effectively to build a better practice.

SmartVault is committed to helping our profession thrive and I wanted 
to return the favor, giving them the opportunity to share with you why 
they are so passionate about helping all of us be happier and more 
productive in our firms. So here’s what my dedicated document 
management system provider peeps wanted you to know about WHY 
they built SmartVault and WHY they are so passionate about the 
accounting profession.
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At SmartVault, Our “Why” is Your 
Happiness and Productivity

SmartVault’s mission to make people productive and happy started in 
2008 and it is the one that continues to motivate us today. This is why we 
love being part of The Team Brolin Starting Lineup! We understand that 
for accounting professionals like you, when your technology works for 
the way you need to work, your practice and your life are so much better.

We believe that when you’re free from routine, repetitive tasks, you can 
focus your time on activities that bring more value to your business and 
personal life. This is what SmartVault was built for. 

When SmartVault is the document management system in your firm’s 
Starting Lineup you’ll spend less time on manual, repetitive tasks. Plus, 
you’ll have everything you need to protect your practice in the face of any 
business disruption with the peace of mind of knowing that all of your 
critical documents are safe and secure in the cloud. You’ll also be able 
to leverage all of the synergies between SmartVault and other players 
in your Starting Lineup and Practice Playbook while having secure and 
convenient e-signature capabilities built right into your workflow.

SmartVault is The Designated Motivator for Document 
Management in Your Practice

SmartVault operates with a customer-first philosophy. We are your 
partner, not just another vendor. When you work with our onboarding, 
implementation, and support teams you’ll have a complete cheering 
section of Designated Motivators there to support the goals you have for 
your practice. We want you to succeed and at SmartVault we’re always 
working to provide more value to accounting professionals.

Our development team works hand-in-hand with Dawn, her peers, and 
other solution providers to keep evolving our platform and advancing 
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all of our best-of-breed benefits. This ensures that you have the most 
comprehensive, collaborative, and compliant document management 
solution possible, with e-signature capabilities to boot! Like all Designated 
Motivators for Accounting Professionals, we want to help your practice 
thrive, which means we strive to make the SmartVault client experience 
better every day!

Start W.I.N.ning with More Happiness and Productivity  
for Your Firm 

If you’re already a SmartVault client, we thank you for your trust and 
faith in us.. If you’re not familiar with SmartVault, we want to connect 
with you and show you how we can support your success. Schedule a 
demo at SmartVault.com to see all of SmartVault’s powerful automated 
workflows, integrations, and customizations in action or contact our 
team at 866-674-6785.

You can also find us in The Designated Motivator for Accounting 
Professionals Community to learn directly from Dawn how to implement 
SmartVault using her Document Management Practice Plays in your 
firm. SmartVault is here to help you hit a home run with a happier and 
more productive practice. Let’s G-O-O-O!

STARTING LINEUP POSITION #5: PAYROLL 

ADP - When you first get started in business, you kind of do anything 
to make money. In the beginning, Powerful Accounting was offering 
bookkeeping and in-house payroll services. But I quickly realized that 
payroll was not my friend. It ties you down—every quarter, you have 
to make sure those tax returns are completed and that they’re done 
correctly and all the payments are being made. 

If you’re doing payroll in multiple states, you also have to know the 
ins and outs of every local, city and state tax. And then there’s all the 
compliance headaches! I realized years ago that I didn’t want to be an 

https://www.smartvault.com/?utm_source=email&utm_medium=cta&utm_campaign=FY21%20-%20The%20DM%20for%20Accounting%20Professionals
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expert in payroll. That’s why I originally reached out to ADP—but our 
relationship has become so much more than simply a customer - vendor. 
You can read all about the deep and beneficial partnership I have with 
ADP later in this book—but that is a huge part of why I include them in 
my Starting Lineup as Position #5.

STARTING LINEUP POSITION #6: 
ACCOUNTING SOFTWARE

Intuit QuickBooks - For small businesses, QuickBooks Online (QBO) 
is an easy-to-use accounting software program that will help you track 
and manage your income and expenses. You can also use them to 
invoice customers, pay bills, generate reports, and prepare information 
for taxes. It also integrates with SmartVault for extra time savings!

STARTING LINEUP POSITION #7: TIME TRACKING

QB Time Tracking - If you have employees, then you need to make 
sure that you can track their time—no matter what happens in your 
business! I use QB Time Tracking for this purpose, which is a web-based 
and mobile time tracking and employee scheduling app that serves as 
a much more efficient and business-continuity-friendly alternative to 
paper timesheets or punch cards.

STARTING LINEUP POSITION #8: QUOTING

Quotient - This is a cloud-based application that allows you to send 
snazzy (the technical term for really professional and beautiful) quotes 
to your clients via email. The platform has a ton of very rich options and 
allows you to receive notifications when a client views and accepts your 
proposal. For me, having Quotient has allowed me to send out more 
proposals, faster and more easily resulting in gaining a lot of new clients 
even during tax season! 
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STARTING LINEUP POSITION #9: TAX

Lacerte/ProSeries/ProTax - Did you know that Lacerte integrates 
more than 32 time-saving tools in its platform? I didn’t until I tried the 
platform myself! There are many tips and tricks that you can use to 
eliminate steps and redundancy in your workflow with Lacerte when it’s 
integrated with SmartVault. When you do, you’ll get more time back 
to serve more clients and scale your practice—and even scale back the 
number of hours you have to be at your desk!

STARTING LINEUP POSITION #10: Inventory Management 

Fishbowl - It’s really important for us as accounting professionals to 
keep looking forward and be ahead of the curve when it comes to the 
partner platforms we have available to us. Fishbowl is a key part of 
my Starting Lineup for that very reason, when my clients who have 
inventory to manage and track need a scalable solution that works with 
QuickBooks and other accounting software, I know exactly what to do: 
I partner with Fishbowl.

It is the #1 manufacturing and warehouse management software solutions 
for QuickBooks users. Fishbowl integrates seamlessly with every desktop 
version of QuickBooks, from Pro to Enterprise. It also integrates with 
two online accounting solutions: QuickBooks Online and Xero. 

Plus, they are super accounting practice partners, so don’t wait until 
you need to figure out an inventory or warehouse management for your 
clients. Bring Fishbowl into your Starting Lineup and read on to learn 
more about how they can help you and your clients grow. 

STARTING LINEUP POSITION #11: New Age Banking for 
Small Business

Truly Financial - Truly Financial is the first real alternative to old-school 
business banking. This online neo-bank combines the convenience of 
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receiving and paying seamlessly with a checking account, a multi-
currency account, expense management functionality and more.

Not only can your practice get lower fees and more perks, faster 
payments, better connections, greater respect, and global reach...they 
have an awesome partner program that means you can give your clients 
access to all of the benefits I just touched on. Truly Financial is really 
leveling the playing field for small businesses and giving them access 
to banking like large companies would get along with amazing global 
reach.

It’s so cool and much needed for us as professionals who are also 
entrepreneurs and our clients, too! This is why I am so pumped to have 
Truly Financial as part of The Team Brolin Starting Lineup and they are 
super excited to introduce themselves to you, too:

Getting Back in the Game Requires the 
Right Equipment: Truly Financial is the 

Bat to Team Brolin’s Ball

Every small business owner needs a toolkit of resources that will set their 
business up for success. When you’re ready to get off your island and 
get back in the game, you need the right equipment.

If you’ve turned your coconut into a ball and you’re ready to play, Truly 
Financial is the bat that can help you knock it out of the park.

The perks that you’ll get with Truly Financial aren’t just generic bonuses – 
they offer benefits that cater specifically to small business owners.

One of the biggest benefits of a Truly Financial corporate Visa card 
is that you don’t earn points for spending money, unlike other point 
programs. Instead, you earn Truly Savvy points whenever you make 
money. 
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That’s right - every time you bring cash in, you earn cashback.

This allows you to reap the rewards of your success instead of only 
receiving bonuses for the money you’re spending.

Combined with the insights and motivation offered by Team Brolin, 
we’d call that a home run!

Empowering Teams Worldwide
Truly Financial’s business banking service is your gateway to the global 
marketplace.

You’ve got a well-designed business model, and you’ve done your 
research on how to best reach your target market, but that’s only part 
of the equation.

If you want to provide the best accounting services for all of your clients, 
you need a financial institution in your corner that doesn’t make you 
buy into fat-cat banking. You need a bank that helps your business grow 
and go places – whether that’s locally or internationally.

Truly Financial’s mission is to provide banking solutions that are 
designed specifically for SMBs, which is why they provide free checking 
accounts and a unique rewards program with their Visa card.

Benefits for Bookkeepers & Clients
The Truly Financial corporate Visa card makes spend management 
for teams easier than ever. Take Truly Financial partner, Solid Books 
Accounting*, for example.

Accountants at Solid Books were struggling with their clients’ spend 
management – or lack thereof. Overspending was becoming a major 
self-imposed obstacle, especially when clients weren’t bucketing funds 
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that needed to be designated elsewhere. As a result, they were setting 
themselves up for disaster at tax time.

Truly Financial brings the elements of a traditional envelope budgeting 
system into the small business context. They make it easier for 
Accountants and Bookkeepers to track and control their client’s spend 
management.

These built-in spend management features save you and your clients from 
headaches during tax season. Accurate and fast expense categorization 
is critical to claiming tax write-offs. After all, who would understand this 
better than an accountant? It also saves your clients time that could be 
better spent on other aspects of their business.

The peace of mind of knowing that funds are being earmarked for 
what’s important, so your clients are always protected - that’s priceless. 
Plus, you can manage it all without resorting to actual envelopes!

*Company name changed for privacy.

Providing Innovative Spend Management Solutions
Bottlenecks are the bane of every small business owner’s existence.

Thankfully, the Truly Financial corporate Visa card and checking 
account eliminates many of the banking speed bumps that slow down 
how you’re currently doing business.

Companies can issue an unlimited number of Visa cards to team 
members working anywhere in the world. Assigning unique spending 
limits for each employee, depending on their needs, is easy and intuitive. 
These capabilities create a streamlined, zero-friction team spending 
experience.
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Plus, every spend can be tracked easily through email or SMS, and 
cards can be locked or unlocked at any time, so you don’t need to worry 
about unauthorized usage if there is a theft or a card is lost.

This puts the accountant back in control of managing their clients’ business 
spend, without making clients feel like they’re being micromanaged.

But what about transactions in different currencies?

Don’t Put Your Business in a Box –  
Grow Wings & Fly! 
In the past, Solid Books’ clients have been left at the mercy of the 
cleverly hidden costs of doing business in foreign currencies. This not 
only dented their profits (by up to 2.5%), but also presented consistent 
challenges.

Declined transactions because local cards didn’t have enough funds on 
hand, tying up important assets in prepaid expense cards, waiting for 
payment transfers to clear – all of these obstacles were costing their 
clients’ precious time and money. 

Not to mention, how could anyone possibly pay their providers quickly 
and efficiently, with all these variables to take into account on every 
single payment?

After they partnered with Truly Financial, those challenges disappeared. 
Now, they can comfortably work with providers in any region, because 
the Truly Financial corporate Visa card functions just like a local 
currency card anywhere in the world.

With Visa cards that work like local cards, Solid Books’ clients can 
focus on utilizing talented, affordable contractors and service providers, 
regardless of where they’re based.
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Eliminate Payment Obstacles 
Doing business internationally comes with a unique set of challenges 
that every small business owner has to face when they least expect it. 
Paying service providers and suppliers can become a frustrating friction 
point, in otherwise smooth business operations.

For Solid Books, the cost savings they were realizing from sourcing work 
internationally were being eaten by additional transaction costs. Then, 
there were the admin costs that were brought on by the challenges of 
paying providers in their local currencies, or finding a bank that could 
send wires efficiently and at a reasonable price.

Paying their freelancer in the Philippines $50 for 5hrs of work meant 
spending nearly 4 hrs of administrative time just to send that single 
international payment. Let’s say your rate is $100 an hour. Here’s how 
it breaks down:

Freelancer: 5hrs @ $10 = $50
Admin, etc: 4hrs @ $100 = $400 
Total Cost = $450

That’s one expensive freelancer!

Business owners that don’t have access to a local currency card have 
had to abandon projects, or they’ve been forced to find other, more 
costly solutions. Solutions that effectively made their provider savings 
negligible or non-existent.

The Truly Financial Visa card eliminates this obstacle because it functions 
just like a local currency Visa card anywhere that it’s used. It also removes 
the high transaction failure rates that business owners typically face when 
paying suppliers outside of the United States.



101

Dawn W. Brolin

Business owners can pay by card, and they can also send a direct bank 
deposit to suppliers who don’t accept online card payments.

Truly Financial’s Partnership Program
Accountants and bookkeepers are trusted advisors that guide the 
financial choices of their clients and help set their clients up for success.

A partnership with Truly Financial means an onboarding process 
that’s quick and easy to arrange. This allows financial mentors such as 
accountants to get their clients up and running in no time with a modern 
business banking service.

Removing the barriers to team spending and making fast, painless 
payments anywhere in the world puts the power back in their client’s 
hands. No more being left at the mercy of old-school banks, and their 
restrictive, expensive services.

Clients trust you to put them on the right path and point them towards 
resources that will encourage sustainable growth. They trust you to do 
this while helping them get benefits that work to the maximum advantage 
of their business.

Partnering with Truly Financial gives you the opportunity to introduce 
your clients to a better business banking experience. One that is designed 
to improve their cash flow and help facilitate stronger, more valuable 
relationships between you and your clients.

Get Involved with Truly Financial and  
Start Reaping the Benefits 
Find out how Truly Financial can help you manage your client portfolio 
and start optimizing their team spend management.
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Scan this QR Code to get started:

Scaling Your Practice: The Direct Route to 
More Profitability
Beyond the nuts and bolts of your core tech stack, there’s nothing that 
can power up the profitability and overall performance of your practice 
like scaling the services you provide. Once you have a repeatable 
system in place, you’ll be able to easily scale it in order to bring in more 
team members. This takes the burden off you so then you can really 
skyrocket your ability to serve more clients efficiently, while dramatically 
increasing your ROI. This is how I think about my Team Brolin All-Star 
Playbook and App Stack.

Imagine if you could bring in 10 new team members with the system 
you could have in place now with your own Starting Lineup, Playbook, 
and App Stack. What could you do with that kind of system? Think 
about the revenue, productivity and efficiency you could create with 
a well-oiled machine that dramatically reduces your non-billable time.

In addition, ensuring that you have a tech stack in place that allows your 
team to do their job efficiently and effectively is paramount to having a 
firm that is easily able to scale. Once you add more team members, it is 
imperative that you have the right tone at the top. As a firm owner, you 
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are in charge of operations and you have the responsibility to give your 
employees the tools they need to succeed. 

Which, of course, means an efficient and repeatable workflow—and the 
right tech stack. 

Give yourself the goal of creating new growth and revenue by creating a 
scalable system for your firm starting with the Starting Lineup we looked 
at above...then bring it all home with the following All-Star Playbook 
of total administrative and practice management solutions. Below I am 
highlighting some of the key components, but visit the DMA Community 
for a complete rundown of EVERYTHING at DawnBrolin.com.

The Team Brolin All-Star Playbook Administrative 
Solution Highlights:

1. Internal communication/Instant messaging: Slack

 If you are not already familiar with Slack, it is a robust instant messag-
ing platform that you can use with your team (whether they are em-
ployees or contractors) to communicate instantly without using email 
or texts. It’s easy to use and there is an app that can be downloaded 
for mobile messaging.

2. Project management: Karbon

 I love it when an application can do double duty, like Karbon can! 
Karbon is a great project management platform, so when you have a 
big project that you are working on with a team (Creating a business 
continuity plan or this tech stack, perhaps?) or if you have ongoing 
projects that you need to organize and keep track of, Karbon is a 
great tool to use to organize and prioritize projects easily and effi-
ciently.

3. Time-tracking: QB Time - If you have employees, then you need 
to make sure that you can track their time—no matter what happens 

https://slack.com/
https://slack.com/
https://trello.com/en-US
https://trello.com/en-US
https://tsheets.intuit.com/
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in your business! I use QB Time For this purpose, which is a web-
based and mobile time tracking and employee scheduling app that 
serves as a much more efficient and business-continuity-friendly al-
ternative to paper timesheets or punch cards.

4. Securex - If you have a PTIN number as an active tax professional, 
you have to have a written security plan in place to protect client 
data. This isn’t a “nice to have”—it’s an IRS regulation that requires 
us to have a Written Data Security Plan in place.

 If you didn’t know that it was law as a tax preparer to have a data 
security plan in place, you aren’t alone, many of us don’t have one. 
You can find the requirements on the IRS website, and if you don’t 
have one in place do it now because you never know when the IRS 
and the Federal trade Commission might ask you to produce it!

 Even if you already have a plan it’s important to have it reviewed 
and make needed adjustments to ensure you are adequately protect-
ing your firm from an IRS issue and your clients from cybersecurity 
threats. There are companies that can create a Written Data Security 
Plan for you which makes it a lot easier in my opinion. I use Securex 
(securexcyber.com) a company which specializes in providing CPAs 
and tax preparers with comprehensive plans and vital supporting 
documentation so your firm can fulfill the IRS guidelines for written 
security plans. 

5. EnQ - Okay! If you are not familiar with EnQ and you help your 
clients with any kind of IRS issue, you need to read this section, then 
get in touch with EnQ! It is a company that helps tax attorneys, EAs, 
and CPAs become more efficient and productive by keeping their 
hold time to speak to the IRS to no more than 3 minutes.

 Founder and cool dude Andrew Valiente is the mastermind behind 
the company’s revolutionary technology which he says can save the 
average tax resolution firm $116,000 a year. That caught my attention!

https://www.irs.gov/newsroom/heres-what-tax-preparers-need-to-know-about-a-data-security-plan
https://www.irs.gov/newsroom/heres-what-tax-preparers-need-to-know-about-a-data-security-plan
https://www.securexcyber.com/
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 How do they do it? EnQ employs proprietary breakthrough patent-
ed technology that ends that horrible IRS wait time (I mean how 
many years of your life have you spent on an IRS hold line???) by 
waiting on hold for you with the IRS even before they need to call them.

 Andrew Valiente is an MIT trained engineer who, for many years, 
developed stock market high frequency trading systems and the 
reason he developed EnQ is personal. As a U.S. citizen having 
lived in 3 countries, he was making three types of revenue with 
many tax advantage strategies at his disposal, but his tax life was, to 
say the least, complicated and required a lot of hold time with the 
IRS. Sick of the situation Andrew was super motivated to change it 
and decided to put his amazing tech brain to work. The end result 
and amazing service that helped him and all of us, too. THANK 
YOU EnQ!

 Check it out at: CallEnQ.com.

6. Avalara - Avalara has been another great partner for my firm. Along 
with payroll, sales tax is another area where it makes the most sense 
for me to outsource these services. 

 This is because sales tax can get complicated quickly and my clients 
are truly better served by me having Avalara on my team. They 
provide sales tax services that are fast, seamless, and highly accurate. 
This all comes down to a better CX plus I don’t have the stress of 
having to keep dialed in to the need for increased sales tax compli-
ance and I reduce my audit risk at the same time.

 Avalara provides a fast, seamless, and highly accurate way to in-
crease sales tax compliance and reduce audit risk for our clients. 
I have complete peace of mind that any client I refer to Avalara is 
going to be taken care of. We’ll talk more about how awesome it is 
to partner with Avalara a little later in our DMAJ.
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Scale with Sanity! How to Expand Your Practice 
without Drowning 
Being able to scale your practice is the ultimate way to increase ROI. 
Having the right tech stack is the only way you can accomplish this 
objective because having these solutions in place increases efficiency 
and eliminates many of the common barriers to scaling. Beyond the core 
tech stack that you use to process tax returns, handle client accounting, 
provide insights to your clients, and more, you also need to have a 
strong foundation from which to manage your practice and all of these 
other elements of your practice.

How can you do this and keep your head above water? I asked my 
friends at Karbon for their advice, which I am sharing here. I think it hits 
the mark on so many levels as a practitioner trying to navigate the seas 
of change in our profession.

Karbon’s Commitment to Helping 
Accounting Professionals Achieve  

Practice Peace of Mind

How often do you feel like you have everything under control? 

Where does your team go for their tasks? Or client records? Email? Discussions? 
Timesheets? Job estimates? Work-in-progress?

One of  the most common challenges in this industry is that firm owners and their 
employees can rarely enjoy peace of  mind.

Many accounting firms feel like an ocean of  apps and information.And staff  have 
no way to keep their head above the surface long enough to actually see where they are 
going.
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That’s because the systems at the center of  most firms haven’t kept pace with the rest 
of  the transformation in the accounting profession. Other tools and technology used by 
firms have progressed rapidly, along with the demands of  their clients, and the working 
habits and needs of  their staff.

Yet many firms are persisting with outdated practice management solutions that were 
built for desktop and a vastly different era of  accounting.

In a recent Karbon webinar that took place in the midst of  the global pandemic, more 
than 1,000 accountants were asked whether they could see themselves going back to a 
full 5-day workweek, travelling to the office in traffic to work from a mahogany-filled, 
partitioned desk. Less than 1% raised their hand.

There’s zero doubt about it. A successful accounting firm in 2030 will be a vastly 
different business to a successful accounting firm in a pre-COVID world. 

And this is the future that we are building for at Karbon.

Karbon is practice management software designed for the modern, work-from-anywhere 
accounting firm. It’s the tool that will help you find that peace of  mind and keep your 
head above the water.

ACTION ITEM: Put down this book (but keep it close so you can 

reference it later) and go to DawnBrolin.com. Use the templates 

you find there to sketch out your own Starting Lineup, Playbook 

then join in the community discussion and the resources to find 

everything you need to perfect it.

So there you have it—the tech stack I have created and continually refine 
to keep everything moving. As I mentioned above, the technology you 
use should be reviewed regularly. My firm routinely reviews ours after 
each tax season, making note of the pain points in our processes so we 
can identify new solutions to solve them, making sure that anything new 
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we add to our Playbook and Starting Lineup integrates with the other 
applications we already use for maximum efficiency.

Using the right connected technology solutions is fundamental to the 
success of my practice. If you think you are limited to a certain number 
of clients based on the number of hours you have in a day, I believe 
that you need to think about things differently. And I am not alone in 
this mindset—later on, I am going to introduce you to some of our peers 
who truly are DMAs when it comes to the way they view and implement 
technology in their practices. 

Hitting a Revenue Home-Run through  
Partnerships and Passive Income
Another amazing result of working with best of breed solutions for your 
Starting Lineup and Playbook? Beyond making it possible to the services 
you provide, of course, there are many other streams of revenue to tap 
into. In the accounting and bookkeeping profession, in particular, there are 
many programs including those that can create passive streams of revenue. 

I am sure you are familiar with the most common passive income 
streams, such as real estate, however, there are also some other ones that 
allow you to use both your expertise and amazing products which create 
not only a profit-driving tech stack but an outstanding client experience. 
These are often referred to as Partner Programs, Affiliate Programs, and 
Influencer Opportunities. 

I’ll talk about these in detail a little further on in our journey, but for 
now, I just want to pass this information from my coconut to yours, to 
get you really thinking about what is possible. 

Next up, it’s time to tackle one of the most important drivers of 
revenue in your accounting or bookkeeping practice: It’s how you price 
services—and I am going to show you my simplified pricing model and 
how I used it to exponentially increase my practice profitability.
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Design Your DMAPP Step 3:  
Revenue Profit-rich Services and Pricing

Now that you have the Clarity and Operations part of the C.O.R.E. 
Practice Strategy locked down, now it’s time for us to get on the same 
page about revenue. 

This is, of course, a very exciting topic, after all who doesn’t 

want to make more money? We have already established that 

most of us do!!

Of course, pricing can be an excruciating process and have devastating 
results if it is not done carefully. I personally think we often make it 
harder than it needs to be.

Here’s my take on revenue, pricing and profits and how I approach it 
for my firm. Guess what? You don’t have to agree with me at all. The 
following pricing structure has worked wonderfully for me and isn’t the 
only idea out there. But, for what it’s worth since we are on this DMAJ 
together, I want you to see how I have been able to produce $500,000 
in 8 months with three billable people. That’s all.

Redefining Your Revenue Mindset
As accounting and bookkeeping professionals, we are on the frontlines 
of cash flow control for many of our clients. The cash coming in the 
door, of course, is the lifeblood of any business—including our own!
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Although we often deal with our clients’ finances all day long, it’s 
surprising how many of us struggle in this area when it comes to our 
own practices. In my mind, the formula for making money is pretty 
simple: If I am in the office working, I am there to make money. 

As for pricing, as a profession, I think we have made it much more 
“mysterious and complex” than it needs to be. As a result, we struggle with 
revenue generation as a direct result of our pricing mindset and methods.

My Pricing for Profit Model
I had humble beginnings when it comes to my pricing structure—hey, 
we all have to start somewhere! Back in 1999, I started out billing $25 
an hour! Now, 23 years later I charge $375, which I am now upping to 
$475 in the coming year.

How do I charge that rate? My clients know that I can get things done 
because I have the education and experience. They are willing to pay 
for that—and I sure hope you are, too! 

Here’s a recent example: 

Recently I was introduced to a new business owner who opened a breakfast 
sandwich truck. Her truck resides in my auto repair guy’s parking lot. Joe 
introduced me to Hannah and said, “This is the accountant I was talking 
about.”

Hannah came to my office to discuss what she was looking for. I 
explained how we operated and discussed pricing. I told her flat out; 
“We are the most expensive firm in the area. I will not be offended if 
you feel like you need to go elsewhere.” 

She said; “No, I want the best, I understand the value of what you are 
going to provide me, I have no interest in shopping for price.” 

Well there you have it. 
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I am open and honest right from the start and I am very comfortable 
if someone decides to go elsewhere. I tell them, “What is important to 
me is that you are happy with the services and that you understand the 
value of what I am doing for you. If this doesn’t line up for you, that is 
totally fine. You need to do what is best for your business.”

See, that wasn’t that bad. Just being open and honest with a new potential 
client keeps it real. They appreciate the honesty and you will either have 
a great client coming on board or they will seek help elsewhere. No 
harm, no foul.

What do you have to offer for value and a higher priced service? 
EXPERIENCE and RESULTS! I had a client come in and he had an 
issue that another professional had not been able to resolve. Likely 
because they had a fixed (rather than a growth) mindset. You know 
what I mean—this is the way things have always been done. It’s easier 
to maintain the status quo. This approach does not serve the client well.

If you have experience and knowledge (or good quality resources) and you 
know things others don’t, it’s ok to price yourself out of the market. When 
it comes to generating more revenue, you need to know what your revenue 
streams are. Without this knowledge, it’s not possible to improve it.

I delve more deeply into different pricing models in the DMA Community 
and the DMA Community Resources. However, for now, let’s do a quick 
overview of what I have found to work well in my practice. And what I 
hope will work for you, too. 

Action Item! Answer the Pivotal Pricing Questions below before 

proceeding further. 

Are you willing to consider value pricing? If YES, it’s time to be crystal 
clear on the following:

What are you able to offer and deliver really well?
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What revenue streams do you have and what are the profit 

margins associated with them?

Where do you think the revenue should come from in your 

business? 

Now use the answers (that you captured online or on paper!) to 

drive the quality and fluidity of your cash flow. 

The type of client and services you provide has an immense impact on 
the quality of your cash flow. Obviously, if you have profitable business 
and high net worth clients, they are going to be able to pay you more 
money and (in general) more quickly than those businesses, non-profit 
organizations and individuals that are struggling. These are all factors to 
consider in selecting the clients you serve and the services you provide 
to them.

The other action item here is to list out the services you want to focus 
on, either those to be doing now, or that you want to be doing. Of 
course, before you can truly determine this, you’ll need to understand 
fully how to price them so that you can maintain the profits and cash 
flow you so richly deserve!

Beyond the fundamentals above, I have also implemented tools and 
processes in my practice which help to maximize and optimize my 
cash flow. For example, I use Quotient to create quotes. If a client 
accepts the quote for the work, I do it. If they don’t, then I won’t do it. 
When it comes to consulting work in particular it’s imperative to take 
the emotion out of it. This is hard to do when you are interacting with 
someone. Easy to do when you are using a quoting software to do the 
negotiation for you!



113

Dawn W. Brolin

How Powerful Accounting Prices Services!
Bookkeeping Services - Most of the work being performed is write-up work 
but some clients need additional services such as payroll setup or sales tax. 
We outsource both of those compliance related services because they (in 
my opinion) are NOT standard bookkeeping services. They require an 
entirely different level of expertise and include deadlines and other factors 
that we choose not to participate in. This does not mean I know everything 
and I am not telling you if you are performing those services you are wrong. 
I am simply giving you my perspective so you can compare it to your own.

• HOURLY RATE: this service is charged at $150.00 per hour for 
those clients who do not want to be on a fixed contract price. It 
ensures that I can pay my staff at a reasonable level (above market 
pricing actually) while maintaining a fantastic profit margin.

• CONTRACT PRICING: I will price out a contract depending 
on the level of services they are looking for. For example, I 
analyze the level of services, the estimated amount of time 
to complete them, annualize it, and make sure it is within a 
reasonable annual wage for the equivalent if the client had to 
hire someone in house. I make sure that since we are a higher 
level of service, they will pay above what an annual salary would 
be for an employee. This is because they not only have direct 
access to a bookkeeper but they also have access to a CPA who 
will oversee that bookkeeper.

Tax Return Preparation - Fees are charged by the form and quotes 
are sent out to every client each tax year. I currently use Quotient for 
this process as it sends the engagement letter along with the quote. When 
they accept the quote, they accept the engagement. Two steps solved 
in one! To see my pricing by the form, you will have to be a part of my 
professional community for those secrets Ⓡ.
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• Individual Tax Returns: I charge by the form period! This 
one is easy. I generate a quote from Quotient for every single 
client. Both repeat clients as well as new clients. In addition, 
everyone pays a technology fee for the e-signature, cloud storage, 
and other costs associated with their access. No one has ever 
complained about this $35 per year per client fee. 

 ◦ For repeat clients: I typically send them the pricing from 
the prior year and add on another $50 per year (of course if 
they have more going on, they get a customized quote like 
a new client).

 ◦ For new clients: I always analyze the last couple of years 
tax returns and base my quotes off of the forms that are on 
the prior year’s returns. I simply use Quotient to add each 
of the forms which shows a transparent quote.

• Amended Individual Tax Returns: My philosophy is that 
having to enter a prior year return, mark it as amended, and make 
changes is a long process. I prefer to charge this type of return 
by the hour but at a minimum of $500. Obviously it depends 
on the reason for the amendment but I make sure that I cover 
myself in the event that it is a longer process than an originally 
filed return. I go back and forth on this one sometimes but I 
make sure that if I am taking the time to prepare an amendment 
that I am well compensated for it. Kind of like the PIA fee.

• Corporate Tax Returns: My pricing on this is pretty straight 
forward. My S-Corporation and Partnership returns are all the 
same ($1,500 and I charge, at a minimum, $1,000 more for 
C-Corporation returns. Depreciation entry is a factor when I 
am making decisions on pricing as that is a required tedious 
process. Just my opinion. Pricing details, again, are behind the 
hood in my accounting community! Check out DawnBrolin.com 
for more information.
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Tax Representation & Fraud Case Work: Due to the complexity 
of these types of services, I charge this by the hour. Both of these 
services are charged at $475 per hour. I always take a retainer up front. 
Depending on the volume of work I anticipate, my retainers are either 
$2,500 or $5,000. Never less than that.

Types of Services Included (but not limited to):
• Tax notice management
• Collections Matters
• Non-Compliance (numerous years)
• Offers of Compromise
• Fraud investigation (professional liability, occupational 

fraud, partner disputes, etc)

Your pricing may be a hybrid model like mine. It doesn’t need to be 
(and perhaps it shouldn’t be). There are lots of different theories, and 
you need to decide what is going to work for you. After all, what I 
do may not fit your service offering or your revenue model. If this is 
the case, find another firm (or better yet firms) that are willing to be 
transparent about how they handle these and other operational matters. 

This “community effort” is central to the DMA philosophy. As we’ve 
noted many times since we embarked on this journey, as professionals 
and a profession we really are stronger together! 

I believe it can be invaluable to look at what others are doing, especially 
those who are achieving the same things that you want...because these 
are your DMAs in action! Make a connection! Be a connection! We 
are all in this together...and I would be thrilled if you accepted this 
invitation to be an integral part of the DMA Community, too! 

It’s important to keep your mind open to all of the endless possibilities 
out there—remember, to this point on our journey, we have literally been 
sailing on a blue ocean, to borrow the analogy made by the authors of 
the book, Blue Ocean Strategy.*
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Whirlpool Warning! Whirlpool Warning!

One thing about being out on the ocean, like many of us often feel we 
are, it can lead to a very dangerous situation where we can easily fall 
into a dangerous place. It’s what I call “Whirlpool Thinking” and it truly 
is the only barrier that stands between you and the practice you want 
to have.

Here’s what I mean: As accounting professionals, many of us have 
fallen into the “Whirlpool Thinking” trap. Instead of moving forward by 
evaluating options (being open to the fact that we always have choices) 
and being decisive by exercising our power to choose, we keep going 
around, and around, and around. 

According to phenomena.org, in open water, a whirlpool is defined 
as “...a body of swirling water formed when two opposing currents 
meet. Whirlpools may form wherever water is flowing, from creeks and 
streams to rivers and seas. Any whirlpool that contains a downdraft – 
one capable of sucking objects beneath the water’s surface – is called a 
vortex.”

If a whirlpool is powerful enough, it can create what is called a 
maelstrom. This phenomenon can actually kill you by drowning you. 
You can use this analogy in business, too. If we keep going around and 
around instead of moving forward through action, there is a very likely 
possibility that we will create a maelstrom which is murderous to our 
ability to get to where we need to be.
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Let’s not engage in whirlpool thinking. Instead, keep your mind open 
to everything! If you keep your DMA Mindset on, are engaged in this 
DMAPPing process, and allow me to keep going as your DMA, I have 
no doubt that you will truly create limitless possibilities. 

Avoid a Maelstrom with Your DMAPP and Execute!

In reality, even the best business strategy or business continuity plan is 
not going to help you if it remains in your head or in a digital or paper 
document. Mastering the art of execution is critical and it is the fourth 
piece of our C.O.R.E. Practice Strategy.

Execution is the uncontested driver of your ultimate success as an 
accounting professional. 

We all have strengths and weaknesses that we need to work on, and we 
often hold on to limiting beliefs that stifle our success. This is probably 
the most common barrier that we have when it comes to not achieving 
the life and practice that we want. The second is likely this: not being 
able to execute. 

There’s obviously no shortage of strategies and advice out there for 
accounting professionals. I know I have spent decades reading and 
refining my own approach to the management and operations of my 
own firm, Powerful Accounting.

Now I feel like I finally have my own firm framework built on a solid 
strategy which allows me to feel fulfilled personally and professionally 
while also feeling like I am on financially secure footing.

This is only because I have spent the time doing the work and then 
EXECUTE. I.e. Take action! I have done the C.O.R.E. work and 
continue to keep the areas that need my attention most at the forefront 
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of my mind as I work to refine and create a repeatable, efficient process 
that is profitable and also makes my clients happy. 

The key to this is creating a mindset and habits to support a practice of 
discipline. For me, honing my discipline and execution skills has been 
a lifelong process strength that I have built over time. To be successful 
in business there will be periods of working extra hours to create your 
model for revenue and growth. 

There will also be growing pains and you have to learn to delegate, not 
just accept the norm. In this case you have to go outside of your comfort 
zone...to do things that are important and not necessarily urgent.

This is often easier said than done, trust me, I realize this on a very 
personal level. However, I also know that there is never a perfect time 
(nor will there ever be) to make these types of changes. 

Life will distract us, clients will need us (I hope!), and we will have a 
mountain of work that consumes us...but until we make the changes 
we need to in our game plan we will never evade the whirlpools that 
are always on the horizon. Instead, keep the payoff of adhering to your 
DMAPP front and center in your mind. 

Carve out the time and resources to invest in yourself and your practice 
by partnering with at least one other DM to help keep you going when 
you feel like quitting (and if you are at that place right now, skip to 
Chapter 5 and get an emergency DMA intervention) this is priceless in 
terms of the rewards it offers both personally and professionally. 

The Work is Worth it! Insights from Other DMAs 
Who Have Done It

We’ve made it to solid ground! We are heading to the softball field—
because that is where my own DM epiphany happened. It truly can be 
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a magical place if you are willing to work hard, put in the sweat equity 
and you, to quote that iconic Journey anthem, “Don’t Stop Believin’.”

YES...I did just go there...because more than anything your attitude and 
mindset are your only limitations. It is my mission to make sure you stay 
in a DMA state of mind no matter how many extra innings we face.

Using the right connected technology solutions is fundamental to the 
success of my practice. If you think you are limited to a certain number 
of clients based on the number of hours you have in a day, I believe that 
you need to think about things differently.

I am not going to tell you that it isn’t a lot of work to create a tech stack 
and a practice that you actually enjoy working in and building—in fact, 
if you don’t enjoy the process (and it is a process) of building your own 
business it could be that being a public accountant or bookkeeper is 
not for you. However, if you commit to it, day by day, it gets better and 
better. You will reap the rewards of what you sow. Of that I have no 
doubt!

And I am not alone in this mindset, so let’s hear from another one 
of our professional peers who has successfully leveraged technology to 
achieve her personal and professional goals and is now helping others 
do the same! 

Putting Your DMAPP into Action: Advice from Heather Satterly, 
CPA and CEO of Satterley Training and Consulting 

Heather Satterly is a CPA and the CEO of Satterley Training and 
Consulting, a firm that helps other firms and businesses leverage technology 
for growth and increase productivity. She also hosts AppyHour with her 
colleague Liz Scott, another CPA who is rocking her knowledge to help 
all of us rise to greater heights! We can all win when we collaborate and 
Heather is a fabulous example.
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Heather is also a dear friend of mine and a guru in tech implementation. 
Aside from her technical knowledge, though, one of the things I admire 
most about Heather is her determination and focus on finding personal 
and professional balance.

She’s figured out how to do everything she does so well professionally 
and find time to do the things she enjoys but hasn’t done in a long time 
like horseback riding! So cool!

I recently had Heather as a guest on my podcast and asked her a few 
questions to learn more about her approach to professional and personal 
pursuits—and what role a well-designed, connected tech stack should 
play in your firm. 

Here are some highlights from my convo with Heather which I think 
will be helpful in shifting your mindset as a professional and a person! I 
know they helped me!

Dawn Brolin (DB):

What is your perspective on The Designated Motivator philosophy as it 
relates to accounting professionals?

Heather Satterley (HS):

I think that the philosophy is spot on. We all need those professionals and peers in our 
lives that we are able to rely on. The more that we support each other, the more that 
we grow as professionals.

DB: What advice would you offer accounting and bookkeeping 
professionals when it comes to maintaining their motivation related to 
continuously evolving their tech stack and maximizing their efficiency 
using technology?

mailto:heather@backoffice-ally.com
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HS: My advice would be to not look at it as something that you have to do, but 
something that’s really fun to do! I know that could be a complete mindset change and 
I get it. Some people just aren’t interested in technology, but sometimes collaborating 
with someone else can get you excited about it.

One thing that has really helped me to evolve my tech stack is I set aside what I call 
“Tinker Time” every week. I use this designated time to go in and look at different 
applications to test out. It is super helpful in both empowering me professionally and giving 
me confidence when I actually need to put those skills to work. It also gives me the freedom 
to find out what I love and to discover interests that maybe I didn’t know were there.

My partner on the ‘Appy Hour, Liz Scott, and I share with one another our experiences 
with new apps and technology. It makes us feel that we’re supported and we don’t have 
to go it alone. Dawn’s whole Designated Motivator philosophy is to not have to go it 
alone...nor should we go it alone.

DB: How do you balance the demands of your professional practice 
and consulting business to avoid burnout?

HS: My personal and professional philosophy is balance. In fact, the logos for my 
companies are built around the yin yang which reflects the balance that we strive to 
achieve. So for me, it’s being mindful that I’m allowed to take time to pursue things 
and enjoy life outside of  what I do professionally. The things that I do and learn while 
stepping away from work allow me to use my creative mind. Doing this rounds me out 
both as a human being and as an accounting professional. I bring things from those 
experiences back into my practice. This is especially true in my advisory role. The 
more life experiences I have, the more I am able to connect with my clients and this is 
going to make me a better advisor.

DB: You recently began horseback riding again because it is something 
you enjoy doing...what motivated that decision?

HS:I joined this group called the Ellivate Alliance, which is a community of  women 
business owners. They have an immersion that they offer twice a year, and I did it 
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because people that I really respect in my professional circle are involved. They talked 
a lot about work/life balance. Some of  the questions they asked were “What are the 
things that you loved to do when you were a child? What things used to get you excited? 
What were the things that brought you joy?” One of  the things that always brought 
me joy was horses and horseback riding. I hadn’t ridden a horse since I was a kid. So 
I decided I was going to get back into it, and it has been life-changing. 

Taking that time for myself  was huge and I realized that if  I’m not doing those things 
that truly excite me, then I’m not living fully. What’s really amazing is that I’m 
learning things about myself  while creating this connection to another animal. I’m 
learning discipline in a different way, and to be present in the moment. It has been an 
enormous gift.

As Heather’s example indicates, while tech isn’t the only part of our 
practice or our lives (nor should it be) it certainly is critical—and I love 
her concept of Tinker Time, don’t you? Setting aside the time to test 
out and select those tools that can take our practice to the next level of 
success and help us enjoy life as we use them to reduce the time we have 
to spend working without sacrificing profits. Sign me up!!

There’s no time to sit on the fence—we are going to swing for the fences 
instead! It’s time to get on the field and get G-O-O-O-I-N-G.

We are going to do this together! And we start the EXECUTION 
phase of our DMAPP in the next part of the book, by tapping into the 
superpower inside of you and the people in your practice by talking 
abou how to build your team and create a culture that supports your 
vision of the future of your accounting practice. 

GAME ON!!!!!!!!!!!!!!

*In the book, authors Chan Kim and Renée Mauborgne, proposed the blue ocean strategy which is the simultaneous pursuit 
of  differentiation and low cost to open up a new market space and create new demand. This approach is about creating and 
capturing uncontested market space, thereby making the competition irrelevant.
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PART 4 
Get Back in the Game:  

Go All in on Power, Passion & Profitability
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Design Your DMAPP Step 4: Execution

“Your firm is profitable because of  your clients. It’s successful because  
of  your team.” – Me! Your DMA 

Welcome to the DMA Dugout!

Here we are in the DMA Dugout! This is the place where we shift from 
Designing our DMAPP to actually doing what we said we wanted to do. 
This is the transition from being out on the blue ocean with all of the 
“coconut” milk I’ve squeezed from my brain to yours to actually getting 
onto solid ground again so you can execute effectively and elevate your 
practice to the next level.

As your DM in the process, it’s my job to elevate you by keeping you 
motivated and in the right mindset to make the required changes while 
also ensuring that you have everything you need to knock your DMAPP 
out of the ballpark. 

So come along with me, our first stop is straight ahead and that’s the 
softball field so you can start building—and ultimately using your very 
own Starting Lineup Tech Stack. 

Next up, as your DMA I am going to provide you with an indispensable 
tool for taking all of the tools we have collected so far on your DMA 
Journey and giving you the specific directions you need. However, even 
the best business strategy on paper is not going to help you unless you 
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master the art of execution. Which is the fourth piece of our C.O.R.E. 
Practice Strategy and the uncontested driver of your ultimate success as 
an accounting professional. 

This is only because I have spent the time to do the work I have laid out 
in the DMAJ and then EXECUTE. 

I have done the CORE vision exercise above and continue to keep the 
areas that need my attention most at the forefront of my mind as I work 
to refine and create a repeatable process that is efficient, profitable, 
eventually saleable, and also makes my team and my clients happy. 

So now let’s turn our attention to the human capital side of your practice, 
or as college football coach Bo Schembechler so famously said, “The 
team, the team, the team.”

The Singular Importance of People in Your Practice

The quote at the beginning of this chapter really says it all for me when 
it comes to just how important I think people are to your practice. At 
the end of each day, regardless of how connected to, and dependent 
on, technology we are, business and life thrives on having good, open, 
and caring relationships with people. They are the ones that are going to 
help you EXECUTE.

The first statement in the quote I chose for this chapter refers to the fact 
that our clients are people who work in a company. The company itself 
is merely the conduit for us to work with the people there. So in order 
to have a profitable firm, we have to please and productively serve our 
clients who are humans.

For some of you, it may seem funny for me to lay things out like that, 
I realize. However, I think it is really easy to get off track, caught up 
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in processes, policies, and “office” politics. It is then we forget this 
fundamental fact. 

The second sentence, of course, refers to our team members (I actually 
do not like referring to people who work with me as a “staff person” or 
an “employee” I want them to be recognized as being part of something 
bigger than one person and fundamental to our firm’s success). Plus, just 
like my clients, each person who chooses to put their talents, time, and 
energy into my practice is helping me be successful and I am thankful 
to them for feeling that my firm is worth their effort. 

To that last point, it’s one that we will discuss in more detail below, 
because I truly believe that part of investing in your firm is investing in 
your people and it’s central to your firm culture.

People Management at Powerful Accounting, Inc. 

Remember the Triangle of Success and the Triad of Trouble we talked 
about earlier?

I would argue that these two concepts apply just as much to the people 
we work with as they do to the people we work for. Keep them in mind 
as you think about the people you need to engage to help your firm and 
your clients succeed.

Here are the specific considerations I take into account when I am 
looking to expand my team:

• Do I want to engage a young professional to nurture and train 
them as a DM?

• How many employees do you want (and how big do you want 
your firm to be)?

• How will you institute quality control?
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• Who are the right people to fit your firm’s culture, but they may 
not be the best and brightest on paper but they should definitely 
be go-getters and self-starters. 

• Are you willing to pay top dollar for the best?

Choosing your team carefully is difficult, but it certainly comes with 
significant rewards. 

From my own experience, I have learned that direct experience in a field 
doesn’t always equate into the best and brightest choice for your team. 

For example, I once hired a team member who did not have an 
accounting profession designation. She was all experience-based. 
However, her depth of experience and knowledge combined with her 
self-motivation to be the best at what she did made her invaluable to me. 
This meant that I was happy to pay her the equivalent of a CPA. 

The lesson here: Hire for your firm the best all around talent and be 
sure they fit with your culture. Don’t believe that it is only the credentials 
of an individual that matter or that will add value to your practice. I 
have found this is simply not the case.

Now that we have a process in place for selecting talented team members 
to work with us, let’s look at how we can retain them. That’s where 
building the right culture comes in.

The Right Culture Helps You Cultivate Your Cash Flow

As we’ve all come to realize, the pandemic has had a far-reaching and 
deep impact on everyone you meet. There was a social media meme 
circulating during the height of covid that said, “We are all in the same 
boat, but passing through different storms.”

It’s so true—and calls us to consider what we can do to rebound fully 
after the pandemic is truly over as people and as professionals. No 
doubt, we’ve all weathered some storms during the pandemic. 
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Dan Hood, whose wise insights I shared at the beginning of the book, recently 
wrote an editorial entitled, ‘Great Resignation’ envy, on AccountingToday.
com. It’s so relevant to this discussion that I am sharing it below. (Stealing 
with permission, of course!). Thank you, Dan!

The accounting profession, which has struggled with recruiting and retention issues 
for over a decade, definitely can’t afford to ignore the potential for mass departures in 
the near future. That means that, rather than waiting for a stampede toward the exits, 
firm leaders should look to cut if  off  by taking some proactive steps:

• Find out how staff  want to work post-pandemic. Survey your entire workforce 
about their likes and dislikes: Do they want to go back to the way things 
were before? Which of  the pandemic-driven changes do they want to keep? 
What would they like to see done differently in the future? Incorporate their 
preferences into your post-pandemic plans as much as possible.

• Conduct stay interviews. Identify the people you least want to lose — whether 
they’re partner-potentials or critical admin staff  — and then call them in 
to discuss their plans and preferences in greater depth. A big part of  these 
interviews is signaling that they’re valuable to you and that you want them to 
stay, but you then need to prove it by acting on what they tell you.

• Share your plans. As you work on your strategies for exiting the pandemic, 
share your ideas with your employees with as much transparency as you can 
manage. Let them know what you’ve learned and what you’re planning to do 
differently, and give them a chance to give you some feedback.

• Give them as many options as you can. The most appealing model for 
employees is one where they get to choose whether to be full-time in the office, 
full-time remote, or some hybrid of  the two. The more flexibility you can give 
them, the better — even if  it means more management work for you.

Of  course, bonuses, raises, promotions, and so on are as good for retention as they 
ever were, but even if  the Great Resignation doesn’t fully materialize, firms are 

https://www.accountingtoday.com/opinion/great-resignation-envy?utm_medium=social&utm_content=socialflow&utm_source=twitter&utm_campaign=accountingtoday-tw
https://www.accountingtoday.com/opinion/great-resignation-envy?utm_medium=social&utm_content=socialflow&utm_source=twitter&utm_campaign=accountingtoday-tw
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definitely going to want to be as proactive and creative as they can be to keep the 
staff  they have.

Whether you have a team or not, I think Dan’s words are important. 
Although we talk all day long about tech, deadlines, financial strategies, 
and all of the “business stuff” that impacts our practices, we don’t pay 
enough attention to the true heroes of our firms. The people who help 
us W.I.N. day in and day out. This is definitely a topic we’ll dive into 
in our DMA Community, no doubt with the support of our Starting 
Lineup Member, ADP!

You are getting back into the game my friend! It’s a lot of work, I know, 
but it will be worth it. This is why we have to make sure that we do 
everything we can to injury-proof your practice—and that is what we are 
going to do next! We are going to work on a Business Continuity Plan 
to protect your practice. We are bringing it home in the next chapter. 

Let’s G-O-O-O!
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Practice Protection 101

If you’re not already a member of Matthew “Spot” Fulton’s Facebook 
group QB Community Live (QBCommunityLive.com) and you are an 
accounting or bookkeeping professional, please don’t wait a moment 
longer, go and join it! Matthew is spinning out his own brand of amazing 
insights and motivation for us all on the regular—because he is a DMA 
in his own right! It’s inspiring to see and so needed.

I had Matthew share a bit about our relationship as fellow DMs in The 
Designated Motivator, but it’s as a DMA that I feel Matt really knocks it out 
of the park.

He is taking names and knocking down the barriers that stand between 
the best tech practices and accounting industry practitioners on a daily 
basis—this is while running his own business, Parkway Business Solutions 
and navigating all of the trials and tribulations that go along with being 
an entrepreneur in our high-demand accounting world. He’s amazing! 

You can already understand why I wanted to pick Matthew’s brain. 
Although I am honing in on a different part of it this time. (Beyond the 
considerable space he reserves in it for all of the specific solutions he 
works with and those he is always vetting to help his peers succeed.) I 
wanted to get Matt’s take on how to protect your practice—and not just 
from the cybersecurity perspective! You see, there’s more to Practice 
Protection than just keeping data on lockdown. In fact, that’s really just 
part of what needs to be the larger imperative: Protecting your practice 
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is really about ensuring your livelihood and your legacy will continue 
for as long as you need them to.

Maybe you have no interest in passing your business down to someone 
else in your family, but I bet that if you are reading this book, you still 
need it right now to provide an income for you and your family. Plus, 
when you want to hang it up, wouldn’t it be nice to sell it and have some 
real capital to show for all your hard work?

Like you and I, Matthew is in prime time in his practice—he relies on 
it to make a living. So when his business partner suddenly left their 
business during the pandemic, it certainly rocked his world, but it didn’t 
take him or his practice down. As his DMA, I knew Matthew was going 
to be just fine—because he had taken the time and invested in creating a 
tech ecosystem that allowed him to keep doing the work even with the 
departure of a key player in his practice.

Can you say the same about any kind of business disruption—from those 
caused by a pandemic, a health issue, or a person—to those that are 
weather- or IRS-related. Having the tech in place really is a life-saver. 
Just ask Matthew! Well, I did, and beyond what I shared above, I wanted 
him to give his personal perspective on actually making it happen.

Take it away Matthew!

When it comes to the motivation to actually put into practice what Dawn and I and 
others in our professional accounting and bookkeeping communities talk about, we 
understand it’s not an easy feat, simply because we have had to do the work ourselves! 
I practice what I share with others every single day.

I have the dark circles under my eyes from staying up way too late to figure out how to 
use a solution to save myself  and my team time, money, or brain power—and that’s 
the mindset I think we really need to adopt as practitioners when it comes to investing 
in different solutions. You have to constantly reassess your commitment to the process 
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and the cost-vs.-benefit of  implementation. It’s like any other investment you make 
in your firm, you consider it strategically, but also remember that it’s not just about 
dollars and cents. It’s about longevity and business continuity, just as Dawn lays out 
in this book.

From my own experience, I know that if  I hadn’t done, and don’t continue to do, what 
I call “Pushing boulders up a hill” to get my tech stack and app stack into place, 
there’s no way I could have personally or professionally survived or even thrived after 
my partner left in the middle of  the pandemic. It was hard and it was a shock, but 
I had some comfort and peace of  mind knowing that I could at least keep the doors 
open and take care of  my clients. There’s no way I could have done it without the tech 
infrastructure and systems I have in place.

As I mentioned before, it’s not easy. I think of  implementing technology and other 
major projects like boulders and every day we have to choose which ones are worth 
pushing forward in terms of  the impact they will have on our practices and our quality 
of  life. I am sure you can think of  a few examples of  your own boulders, too! 

Beyond keeping in mind the ultimate improvement you will have when you get these 
boulders up to the top of  the hill as motivation for ourselves, having a community of  
others (the DMAs as Dawn calls them) who are either supporting you as you climb 
to the summit, climbing with you, or who have pushed their own big rocks up the hill 
is truly invaluable.

There are days and hours when sometimes all of  this may seem overwhelming, but if  
we can connect with others and they can talk us down from that proverbial ledge or 
help us get some leverage based on their experience, it will make the climb that much 
easier and so much more enjoyable. 

Dawn and I are definitely of  one mind on so many levels—from the importance 
of  technology as the foundation from which to build your practice to creating 
community and helping others. It has always been my experience that when we 
help others without the expectation of  something in return, life has a unique way 
of  always providing what you need at just the right time. I can truly tell you that 
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anytime I have ever NEEDED something in life, it has always been there. To 
me, this is the true essence of  the Designated Motivator philosophy, and as Dawn 
would say, it becomes the Ultimate W.I.N - W.I.N.and I get so much more than 
I ever expected in return. The things that I need come to me through others who 
also share that Designated Motivator philosophy, it’s a W.I.N.-W.I.N. as Dawn 
would say!

I believe deeply, as Matt does, that having the right strategies, 
systems, and technology in place before life forces you to is essential. 
So let’s look at three key components I think are vital for protecting 
the practice we are working so hard to build (beyond business 
insurance, of course!). 

Putting the right tech stack in place, of course, has given me the edge I 
need to truly power up my practice, including giving me the ability to 
create a remote team so I can grow my business. I have even grown my 
business since COVID 19, processing more tax returns in 2020 than in 
2019 and 2018 in less time. This all translates into increased ROI from 
the technology solutions I use. 

These applications form the backbone of my firm’s operational tech and 
app ecosystem. They are at the core of the profitability and profitability 
I am able to achieve—note they are all in the cloud, just to highlight and 
triple underline that without having the right technologies in place YOU 
WILL NOT be able to keep your business up and running no matter 
what happens. And then what will you do?

This technology is not just about workflow and working less it is 
about BEING ABLE TO GENERATE MORE REVENUE even in 
the face of COVID or any other disruption that could threaten 
your business continuity plan (BCP). You have a BCP, right? If 
not, then read up on what it is below and download the template 
at DawnBrolin.com).
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Component 1: Your Business Continuity Plan

It is definitely a bittersweet moment here on the DMA Journey with you. 
UGH. It pains me to write this. But I must...because according to a 2020 
survey in the economictimes.com, 51% of companies worldwide don’t 
have a business continuity plan to meet the threat of global emergency. 
And I know this statistic applies to many of my accounting profession 
peers and the practices—and their business clients, too. That’s the bitter 
part, especially in the face of the global COVID crisis.

However, it makes me a bit happier to think that if you read the 
following AND take ACTION to create a business continuity plan for 
your practice, you will immediately be on solid ground again. 

Without this essential document (and the legwork behind creating it, 
your firm and your clients’ businesses are extremely vulnerable to 
failure. Above ALL ELSE creating a firm that can operate no matter 

what is IMPERATIVE. 

This is Business Continuity 101 and something that every accounting 
practice (and business) needs. This is a key concept of The DMAPP 
(You can get started with your own plan at DawnBrolin.com).

Perhaps the greatest example I can give you is the most painfully 
obvious one. Think about what the Covid-19 pandemic has taught us 
on a fundamental level as business owners. For me, the lesson is this: 

Preparing for the “what ifs” in life is not only smart, it is absolutely 
essential. The same goes for preparing your business for the unexpected, 
whether it’s a public health crisis like the pandemic, a fire, a flood, 
upcoming succession in your firm, or even your own illness or death.

While few of us like to dwell on the negative, or downright morbid 
thoughts of these “what ifs,” the good news is that by taking action—and 
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putting a business continuity plan in place—we can help to ease our own 
anxiety and that of others, including our clients.

From my view, the term business continuity planning is not a 
buzzword or a “nice to have”, it’s an essential point of control we, 
as business owners, can use to make sure our future livelihoods, and 
those of the employees we have, are protected as we navigate the 
unexpected. This should always be something that we anticipate can, 
and will, happen.

From this perspective, business continuity can be viewed as your 
ultimate defense strategy—the advance planning and preparation we can 
do to ensure our businesses will have the capability to operate during 
emergency events (Covid-19, anyone?). 

For the record, I credit my own business continuity plan for allowing 
my accounting firm to continue operating seamlessly throughout the 
pandemic. To quote the enigmatic actor, Will Smith, “If you stay ready, 
you ain’t gotta get ready.” My firm didn’t skip a beat during Covid-19—
we were even able to add new clients. This is the power of having your 
business continuity plan in place, and I hope after you go through the 
process yourself, you will too.

Visit DawnBrolin.com for my three-phase approach for creating 

a pandemic-proof business continuity plan.

As I tell my clients, who are primarily small business owners, if you take 
continuity planning step-by-step it doesn’t have to be overwhelming. 
For my own accounting firm, Powerful Accounting, I have found that 
devoting time on the weekends (rather than trying to do it during the 
hectic workweek) to strategize and approaching my continuity planning 
in the following three distinct phases has helped me keep the process 
doable!
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Component 2: Peer Partnerships and  
Professional Connections 

If you are a sole practitioner or a firm that is finding that as you reassess 
your success, you are making decisions to change the services you are 
offering or maybe looking to add or subtract your staff. Having a plan 
to support your clients even if you’re not the one directly providing all 
of the services, partnering with the right people is critical. Here are some 
ways that I have lined up my partners in order to continue to serve my 
clients well but not with me always doing the work.

Anderson, Brolin, & Coba CPAs, LLC

When I left the unnamed partnership back in 2011, I was on my own. 
It was me against the world and I was okay with that. As time went 
on, I realized not having people to bounce ideas off or look to for 
technical tax help was a challenge. I reached out to a good friend, Keith 
Anderson, and we decided that we should form a partnership. But it 
wasn’t a “normal” partnership. Keith has been working with Lisa Coba, 
and collaborating together in the manner in which I was looking for. 

The three of us came together (at a golf outing, LOL!) and decided we 
would move forward as Anderson, Brolin, and Coba CPAs, LLC. We 
split the cost of the tax software (Lacerte), document storage (SmartVault), 
E&O Insurance and web presence. We file our tax returns under the 
partnership name and collect all revenue generated individually. So 
we cut costs by splitting them and preserving our own revenue to our 
individual firms. It allows us to collaborate on tax matters, technology, 
and client work. It’s been the best partnership and I appreciate them so 
much. I couldn’t be where I am today without them!

Out of the Box Technology

One thing that I discovered a couple of years ago is that I really didn’t 
want to build a bookkeeping practice. I realized my value is truly 
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with consulting with clients (outsourced CFO), tax preparation, tax 
resolution, and fraud case work. But I had a lot of bookkeeping clients 
that I had obtained over my 23 years in business. I knew that I had to 
do something different. So I partnered with Out of the Box Technology 
who did not have a tax arm and committed to referring my QuickBooks 
subscriptions, bookkeeping, and other services that didn’t line up with 
the services I don’t want to provide.

That last six words of that last sentence, read them again. I made a 
decision that I didn’t want to build bookkeeping (nothing at all wrong 
with it, lots of money can be made doing it), I didn’t want to do sales 
tax returns or payroll processing. So I solved for that by partnering with 
others in order to continue to serve my clients in the way I wanted to 
serve them and leave the rest up to people who want to provide those 
services. You can’t go wrong with doing the right thing. What an insight, 
doing things right means you can’t do them wrong. Wow, that blows 
me away!

Let’s move to another form of partnerships and practice protection, software 
commissions from making peer-to-peer or client recommendations.

Component 3: Software Solution Partnership 
Commissions

Yes, that is the title of this section because I do profit from the partnerships 
I have with several of my Starting Lineup and All-Star Playbook solution 
providers, but to be clear the value goes far beyond the monetary 
benefits, asI will discuss a little later on. 

However, if the time and monetary investment upfront to get your firm’s 
tech stack and ecosystem in place seems a little overwhelming at the 
moment, it helps to look toward the long-term end goal: the peace of 
mind of knowing that your business can keep running and generating 
revenue despite unexpected circumstances—which is priceless! 
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Another thing to keep in mind about the technology solutions and apps 
that you use: a large number of them also offer a partner program. These 
programs are fabulous because they don’t cost your clients anything—
and they can put some extra money back to your bottom line! 

The commissions you receive will compensate you for the time involved 
in implementation, training, and support. Although we guide clients 
to rely on the solutions support team, it is inevitable that you will be 
involved in some capacity. Not only will this supplement that time on 
behalf of your clients but it will create a great passive revenue source for 
your firm when you are considering succession planning.

I participate in several partner programs and I want to share a few of 
the most meaningful ones from both a revenue and a true partnership 
perspective. I asked these partners to provide a short synopsis on how 
they work with me and why they value their connections with accounting 
professionals so highly. I hope these words will inspire you to think 
about joining forces with a few of your Starting Lineup and Playbook 
partners!

Partner Position 1: ADP for Payroll
One of the best solution partners I have ever been involved with is 
ADP. Yes, “Big Red’’ as they are lovingly nicknamed by some of their 
employees is a key part of my StartingLine Up. Here is why: 

When you first get started in business, you kind of do anything to make 
money. In the beginning, Powerful Accounting was offering bookkeeping 
and in-house payroll services. But I quickly realized that payroll was not 
my friend. It ties you down—every quarter, you have to make sure those 
tax returns are completed and that they’re done correctly and all the 
payments are being made. If you’re doing payroll in multiple states, 
you’ve got to know the ins and outs of every local, city and state tax. 
And then there’s all the compliance headaches! 
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I realized years ago that I didn’t want to be an expert in payroll. For a 
long time, I was referring my clients to whatever payroll service made 
the most sense for their needs and accounting software. We mostly lived 
in the Intuit ecosystem. But we would run into problems with support. 
Most payroll products don’t have great support—this is not a secret. But 
the reality is, notices for payroll are inevitable, and when the client gets 
a notice, they come to me— not the payroll provider. If the provider 
doesn’t have a centralized location for handling notices, it becomes a 
nightmare for the accountant. With Intuit, all you can do is email the 
notices, and they end up in a black hole somewhere, and it practically 
takes an act of Congress to get somebody to give you an answer. 

The solution for me is ADP® Accountant ConnectSM which lets me 
outsource my clients’ payroll without sacrificing control, and the ADP 
Accountant Revenue Share Incentive Program provides ongoing 
revenue to compensate for whatever time I dedicate to it. 

Trust me, I don’t want to spend my company’s time doing payroll for 
clients, but I do want to make sure they are well taken care of. When 
I started meeting people at ADP, I was immediately struck by their 
culture. Culture is so important to me, because my clients are like my 
children. If I’m going to hand my clients over to a payroll provider, I 
need to know they’re going to be in good hands. 

The more I got to understand ADP, the more I could see how much 
they cared about their customers and their people. That meant a lot 
to me. Then I saw how strong their customer service was and all the 
dedicated programs they had for accountants, like their Accountant 
Revenue Share Program and Accountant Connect, and I was sold. 

I told my staff, “We’re moving everyone to ADP.” 

For my clients, one of my favorite things about ADP is their HR resources. 
Historically, HR for my clients was non-existent. They don’t even want to 
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spend the money to talk about it. But whether it’s a retirement plan or the 
Employee Handbook Wizard or the Pay-by-Pay® program for Workers’ 
Comp, ADP is a one-stop shop for all their HR and compliance needs. It’s 
like an extension of my company. 

I also like that I can set up RUN to protect my clients from themselves. 
If they have someone who normally works 20 hours, and one day they 
enter 30 hours for that person, RUN will stop them and double check 
that they aren’t making a mistake. A lot of the other platforms, they 
just don’t care. “Oh, you don’t have a withholding number?” They’re 
just like, “Oh, whatever,” and they move on. ADP allows you as the 
practitioner to be involved, to say, “Okay, let’s set up some protection 
around these danger zones.” 

Or if a client tells us they just set up a new employee and they want us 
to double check their withholdings to make sure they did it right, I can 
jump in there and check. It gives us flexibility but also enough control to 
make sure things are not going to get all messed up on the client’s end, 
because that’s the biggest nightmare. 

If you’re in the accounting business long enough, you’ll eventually get 
visited by sales reps from every payroll provider on earth. But Paige, 
my ADP rep, was the first one to ever get to know me and build a 
relationship. And that makes a big difference. I don’t want to have to 
call a 1-800 number or go online for everything. I want a person that’s 
going to help us through it. 

Paige understands my business, and my clients know that I trust her, so I 
can hand them off to her with confidence. That’s the most important thing, 
right? I’m not saying, “Someone from Gusto will be contacting you.” I’m 
saying, “You know Paige. She’s my girl. She’s gonna help you out.” 

She’s essentially our payroll administrator, and I don’t pay her anything. 
The more I got to understand ADP, the more I could see how much 
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they cared about their customers and their people. That meant a lot 
to me. ADP programs that directly benefit my firm For my firm, the 
Accountant Revenue Share Program is a big deal and a huge part of the 
reason I now prefer to work with ADP. 

Yes, ADP is handling payroll for our clients. But the clients still expect 
the accounting professional to manage it. And believe me, the client 
doesn’t want to pay us anything to deal with payroll, because they’re 
saying, “Well, I already pay ADP. Why do I want to pay you?” And that 
totally makes sense to me. 

ADP acknowledges this by sharing revenue with the people who give 
referrals, because they know that we’re still in the game. They know 
that the clients are still going to come to us before they’re going to call 
1-800-ADP. With the revenue share program, we can at least have some 
sense of compensation for the work we end up doing. And with that 
money, I can do things like buy all my staff a new computer or give out 
unexpected bonuses. 

“Here’s $2,000, go on a weekend vacation.” That’s our fun money. 
When it comes to HR and payroll, Accountant Connect is the hub 
of my business. Nobody else is offering anything like it. Sure, other 
companies have a portal where you can see all your clients, but the 
usability of Accountant Connect is unlike any other tool I’ve seen. 

It has Compensation Benchmarking, so I can advise my clients on what 
they should be paying themselves. If one of my clients gets a notice, I 
can submit a Service Request on their behalf, and someone from ADP’s 
Accountant HelpDesk gets right back to me. 

I can ask ADP to pay out a bonus but not do any of the withholding. 
Accountant Connect provides a one-stop shop to do everything I need 
for that extended arm of my business, and it doesn’t cost me anything. 
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We had a client who, prior to using ADP, had been doing all her payroll 
journal entries manually into QuickBooks. 

Once we switched them to ADP and connected her company to our 
Accountant Connect dashboard, we were finally able to map her payroll 
from ADP to import into QuickBooks, and then we replaced all those 
manual entries so her books were 100% clean for tax prep. Your staff can 
do these types of things without you getting involved, and if they need 
help, ADP support is right there. 

Now ADP has added client onboarding to Accountant Connect, so I 
can get new payroll clients started myself when needed. If I’ve got a 
newly formed S corp with just one employee, I’m just going to go in 
there and get it started, because I just want to get it done. It just makes 
the process a little bit faster in some of those quick-hit scenarios.

Partner Position 2: Avalara for Sales Tax
As I mentioned earlier, Avalara really is the gold standard in my Starting 
Lineup for sales tax, so things can get out of hand for you and your 
client unless sales tax is handled appropriately and no one wants to deal 
with that! 

I can share my stories all day long, but this one about another Avalara client, 
really speaks to the kind of sales tax services and expertise the company 
offers! Consider this story about an Avalara client who was impacted by 
the pandemic with some complex sales tax issues, way beyond what many 
accounting professionals would want to handle on their own:

When the COVID-19 pandemic hit, prospects for Sunless 
Inc. dimmed considerably.

When the COVID-19 pandemic hit, prospects for Sunless Inc. dimmed 
considerably.



146

The Designated Motivator for Accounting Professionals

The Ohio-based company had pioneered automatic spray-tan booths 
back in 2000 and earned a spot in pop culture lore when one of its 
booths was featured in a 2003 episode of Friends. In the episode, Ross 
(played by David Schwimmer) decides to get a spray tan. He steps into an 
automated Sunless booth but gets confused by seemingly straightforward 
instructions and ends up getting all of the tanning solution sprayed on 
the front of his body, and none on his back. A repeat visit only makes 
it worse.

The episode — titled “The One with Ross’s Tan,” naturally — was viewed 
by nearly 22 million people and made two separate critics’ lists of the 
Top 20 Friends episodes of all time.

But no one was laughing when COVID hit in early 2020, says Lisa 
Stemple, the senior accountant for Sunless.

Spray-tan salons didn’t fall under anyone’s “essential business” category, 
and that was really bad news for Sunless, which manufactures the booths, 
the solution they spray, and related skin-care products.

“We weren’t making any spray-tan solution because all the tanning 
salons were closed down,” Stemple recalls.

But like so many other American companies, Sunless was quick to pivot 
to a profitable new pandemic product: In this case, hand sanitizer.

Demand was high, supply was low, and Sunless already had the 
equipment and workers it needed to make the sanitizer.

“Once we got our hands on the alcohol, we already had the filling 
equipment,” Stemple says. “We just needed to get some packaging made.”

Hand sanitizer “sustained us” during the spring months when the whole 
global economy was closed, she explains.
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But while it proved to be a profitable lifeline for the company, 
manufacturing and selling hand sanitizer also created a completely new 
set of challenges for Stemple and her colleagues in accounting. They 
had to sift through an entirely new set of customers to figure out how 
to comply with sales tax regulations in a wide number of different U.S. 
states.

“Some buyers were repacking it and reselling it,” she says. “We were 
also selling it to schools, non-profits, and state and local governments.”

Figuring out which of these new customers were exempt from sales 
taxes — which customers had exemption certificates and which didn’t — 
was a monumental task, and a vital one. Penalties for not complying 
with state laws for the collection and remittance of sales taxes can be 
astronomical — money Sunless couldn’t afford to lose during this time 
of crisis.

Fortunately for Stemple and Sunless, the company had already made 
the decision to automate its sales tax collection and remittance process — 
including the tracking of exemption certificates — by buying a specialized 
tax software platform.

There are a number of companies in the market that offer this kind of 
software. Sunless chose Seattle-based Avalara, which provides a cloud-
based solution. That means data is stored in the internet’s cloud so 
it won’t be trapped on a hard drive locked in someone’s office when 
something comes up.

Avalara’s software platform already had proven its value before the 
pandemic, Stemple says, particularly where exemption certificates are 
concerned.

Countless companies have seen huge changes in sales tax compliance 
requirements as a result of the U.S. Supreme Court’s 2018 decision in 
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the case of South Dakota vs. Wayfair, Inc. That decision overturned 
previous court rulings, stating a company must have a physical presence 
in a state or other tax jurisdiction – a “physical nexus,” in legal jargon -- 
before it could be obligated to collect and remit sales taxes.

The court set a new standard with its Wayfair decision, ruling that in 
our 21st-century world of online sales, if a business is selling products to 
customers within a jurisdiction, that creates an “economic nexus” that 
can trigger a requirement for the business to collect and remit taxes on 
those sales. 

With more than 13,000 sales and use tax jurisdictions across the 
United States, many companies are turning to software vendors like 
Avalara to help them comply with the ever-changing regulations in 
each one.

That wasn’t the biggest issue for Sunless, however. Stemple says that’s 
because even before Wayfair, Sunless had a physical nexus in every 
U.S. state, including sun-drenched Hawaii.

“We have salespeople who go into every state,” she says. “We have 
installers and contractors.” All those factors established a physical nexus 
for Sunless, which meant the new economic nexus standard didn’t 
have much of an additional impact because the company already was 
required to comply with sales tax laws nationwide.

Instead, the issue for Sunless was exemption certificates.

Multiple states allow products sold to a buyer that will in turn re-sell 
them to claim an exemption from sales tax on the initial sale. But to 
forgo collecting and remitting that sales tax, those buyers have to provide 
documentation claiming the exemption, in the form of a government-
issued exemption certificate.
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Before Sunless bought software to automate the sales tax compliance 
process, Stemple was trying to track everything by hand. “We literally 
had two full boxes of paper certificates,” she says. Selling to those 
companies typically meant digging through the boxes, sometimes for 
hours, until she found the right piece of paper.

If she couldn’t find the paper certificate, or if the certificate she found 
didn’t have the right information, Stemple would have to call the 
customer to try to figure out whether a specific purchase had tax-exempt 
status. That often was challenging, she says.

Most of the company’s 7,000 customers are “mom-and-pop salons who 
don’t have tax people,” Stemple says. “They don’t understand the 
complexities of sales tax.” 

Instead of balancing books, she’d “be on the phone all day long trying 
to explain sales tax laws to customers,” Stemple says. “With all the 
different customers we have, they could have a wide variety of different 
business models. I just don’t have time to follow up with every customer 
and grill them on their business model.”

To complicate matters more, the ecommerce software that Sunless had 
at the time didn’t account for the fact that many Sunless sales included 
a mix of always-taxable and sometimes-tax-exempt items. The company 
sells to distributors and also has a segment of direct-to-consumer sales.

“The ecommerce platform we were using at the time couldn’t 
differentiate SKUs (stock keeping units) for taxability,” she explains. 
“The platform was all or nothing. If you put in ‘tax exempt,’ everything 
was tax exempt” — even if the majority of items being sold should have 
been taxed.

The combination of all these factors made state audits particularly 
unpleasant. 



150

The Designated Motivator for Accounting Professionals

Her first week on the job, nearly 10 years ago, Stemple walked in to 
find her staff finishing up a California state audit, while Texas regulators 
were calling to ask for documents needed to start their own audit.

“I had no clue what I was doing; our systems were horrible,” Stemple 
recalls. “Our documentation was bad. We weren’t compliant.” Those 
audit results were highly unfavorable. 

The problems started going away in 2018, after Sunless began automating 
its tax collection and remittance work with the new Avalara software, 
Stemple says.

Now, she can sign in to the system and pull up a customer’s records with 
ease, she says. “I’ll know instantly if I have a certificate. It’s not sitting in 
a box underneath my desk that I have to go through.”

The company’s new ecommerce platform talks to its ERP, and both 
share data with Avalara’s software, which makes it easier to track what 
needs to be taxed and what doesn’t. “Once we plugged Avalara in, it all 
started talking to each other.”

While the accounting workload has become more manageable with 
automation, the biggest results have shown up in audits. With the 
company’s three most-recent state audits, one came back with 80% fewer 
problems than the previous audit; the two other states’ auditors came 
back with no assessments. 

All three of those audits came back just as the company was doing annual 
reviews, Stemple says. Based on the drastic improvement in the audit 
results, Stemple was promoted to be the company’s senior accountant.

Based on her experience, Stemple says she’s an advocate for software 
solutions to these types of accounting problems. “I’m definitely sold on 
automation,” she says. “We still have some tweaks to make, as I learn 
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more about all the things Avalara’s system can do. But it’s greatly better 
than what it was.”

 Partner Position 3: Fishbowl for Inventory 
Management

Fishbowl is More Than Inventory Management— 
We’re Your DMAs for Business Growth

Fishbowl has been the #1 inventory management add-on for QuickBooks 
for over a decade, making it the Most Valuable Player for accounting 
firms who have clients with inventory-based businesses. While Dawn 
doesn’t deal with inventory or manufacturing in her own business, she 
has worked with hundreds of clients who do and she has always found 
that they are in good hands with Fishbowl.

As Dawn says, “There are countless solutions out there in the mid-
market inventory space, but what I love about Fishbowl is they actually 
care about their clients’ success. Their implementation team is first class, 
they hold the clients hand through the entire onboarding process, and 
they make me look and feel good as the partner. It’s a rare thing to find 
partners that are good at what they do and that you genuinely click with 
and enjoy being around. The team at Fishbowl is the real deal!”

And we know that Dawn is the real deal, too, just like you! As a member 
of Dawn’s Starting Lineup, what Fishbowl strives to do everyday, is serve 
real accounting professionals like you as your DMA for business growth. 
We want to help your business grow and your clients’ businesses grow.

Taking Care of Business Today...and Tomorrow

A key recommendation Dawn makes to her accounting peers is to make 
sure that you are keeping up with all of the applications that not only 
solve for the immediate problems you have but are going to help you 
and your clients grow in the future. 
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“Sometimes we tend to be short-sighted and we don’t think of the end 
game first,” says Dawn. “We put a bandaid on the pain right now, when 
we should be looking at what we’ll need and our clients will need in the 
future.”

At Fishbowl, we couldn’t agree more. If you have clients using 
QuickBooks who have businesses with inventory to track and manage, 
then you need to be prepared to help them scale. Since we offer a 
robust platform that grows with your clients,you don’t have to worry 
about being able to support them when they suddenly have a large 
increase in inventory items or having to do extra work because your 
inventory module doesn’t sync with anything else. 

Fishbowl is also thinking beyond just inventory management, we focus on 
supporting businesses’ entire technology ecosystem with the introduction 
of our hosting solution, Quarium. This addition to the Fishbowl family 
allows us to support businesses where they are at literally when it comes 
to working in the cloud. We fully support clients with on-premise servers 
with our Fishbowl desktop solution, but also have the cloud option with 
Fishbowl online and Quarium which is a complete QuickBooks hosting 
solution. 

Desktop or Cloud-based Clients Choose How to Manage 
Inventory and QuickBooks

We understand that some companies don’t want to go fully cloud 
because they aren’t ready and they like the security of being local. So 
they can do that, and then transition to a remote server that you get 
through the Fishbowl Online remote desktop connection. It’s just a little 
shortcut on your desktop.that you click and it opens up as if you’re on a 
whole new computer. It’s an awesome product and people love it. Plus 
it’s affordable so your clients will appreciate the cost-savings you can 
pass along to them as a partner in Fishbowl’s partner program.
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For accounting firms and CPAs, the Fishbowl partner portal allows you 
a one-time permission from the client to access their account which can 
also give you access to their QuickBooks ,too. It’s completely secure and 
compliant hosted by Quarium which has all of the protocols in place to 
protect client data. 

To learn more about how Fishbowl helps you remain the hero to your 
clients with the support of our dedicated team, plus earn a payout, check 
out our partner program.

The Fishbowl Family is Here to Support You and Your Clients

Fishbowl understands, as Dawn says, that for accounting professionals 
your clients truly are, “your babies.” Just like every accounting and 
bookkeeping professional and the clients they serve are considered 
part of the Fishbowl family. We take this connection and the inherent 
protection it requires seriously.

It means the world to us at Fishbowl that we have earned Dawn’s trust 
and the trust of her clients. We are all in on supporting her efforts to 
be The Designated Motivator for Accounting Professionals and her 
mission to help her fellow accounting professionals and small businesses 
have access to the services, security, and solutions your clients need to 
succeed.

Intuit for Accounting

Whether it is QuickBooks Pro, Premier, Enterprise, or QuickBooks 
Online, you can profit from a wholesale model or partner yourself up 
with a QuickBooks Solution Provider to enjoy ongoing commissions.

Originally I was a QSP, but realized that sales wasn’t going to be my 
focus. I partnered with a QSP just so that I would be able to enjoy 
some of the benefits of commissions while not having to handle the 

https://www.fishbowlinventory.com/fishbowl-partners
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administration, constant pricing changes, and being a sales rep. That 
was just my internal decision. But the commissions are worth it, plus 
I have been able to share and partnering with someone is a great idea

If you own your own practice, then protecting it is of the utmost 
importance now and in the future. Having multiple streams of revenue, 
a strong network—and that essential Business Continuity Plan is going to 
make your firm more secure, scalable and succession savvy! 

We’ll be covering these and other strategies in the DMA Community, 
plus you’ll be able to download the Team Brolin Business Continuity 
Template and build your network by connecting with your peers!
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Get Back in the Game with a Marketing Mindset

If you have had a time in your business when you looked at your 
computer and said I have nothing to do today then you need to do 
something about it and FAST! 

I know from my own experience, it sure is helpful to have some quick 
tips for getting more clients that I actually want for my practice in my 
mind because as accounting professionals, this skill is not always in our 
wheelhouse. However, being able to promote ourselves and all the 
value we offer clients is so important!

I’ll share here my own tips, and be sure to visit DawnBrolin.com and 
the DMA Community for other marketing resources including a special 
discount from Starting Lineup Member Keap for automated marketing!

Team Brolin’s Top Tips for Marketing a Tax and 
Accounting Practice

1. Focus on strategy, then tactics. It’s easy to get wrapped up in all 
the tactics related to marketing your firm. There’s always something 
new, especially now in the digital age. Should you be on TikTok? 
What about Instagram for accountants? How many emails should we 
send out and what should be on our website? These are all questions 
that are really premature until you have an actual marketing strategy 
for your practice.
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 You need to first determine who you are marketing to (your Triangle 
of Success clients), what their pain points are related to your services, 
and then create a plan based on reaching them repeatedly where 
they are (in-person, online, and through other marketing channels) 
then executing the message that you can help them in a way others 
cannot. It’s simple, but not always easy.

2. Make authentic and active connections with your fellow DMAs 

and referral sources. My top marketing tip, which aligns with the 
Designated Motivator philosophy, is to develop and stay connected 
to your professional (and personal) network. Referrals are like gold 
and they are also a lot easier and less expensive than a lot of adver-
tising is! 

3. Go where your potential new clients are. If your existing clients 
spend a lot of time in Facebook groups, then, obviously, this is a 
place you need to be to get referrals, paying attention to the groups 
that align with their interests. If they are more active on LinkedIn or 
in your local Chamber of Commerce, then you need to get in front 
of them there. Once you know where your desired clients get their 
information you can direct your efforts to meeting them with your 
message there.

4. Focus on niche marketing. If you do a little digging in your client 
database you’ll likely see that your best clients share some common 
characteristics. If you understand your client profile and what profes-
sions or industries your clients tend to be in, then you can execute 
some effective niche marketing. This is something that we will dive 
into more deploy in the DMA Community, so look for resources 
there! 

5. Referrals from existing clients. Some of the lowest hanging fruits 
when it comes to lead generation and marketing for your practice 
are, of course, your existing clients. Think about which of your clients 
need more work done. This is key: always be open to developing 
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new opportunities with existing clients first because these really can 
be W.I.N.-W.I.N opportunities to meet current needs and while add-
ing more value to their relationship with you.

6. Position yourself based on your expertise. Having an area of 
specialization, based on a service niche or your professional exper-
tise is essential. Not only can you charge more because of it, but 
you’ll be able to market it more effectively in the process. 

7. Communicate your specific brand and expertise to your cen-

ters of influence. Once you have the previous point perfected, 
then utilize your networks to communicate that to your potential 
clients, existing clients, and your referral sources. This is the “golden 
loop” of new revenue opportunities for your firm.

You don’t have to be a marketing expert to market your 
firm expertly.

Many of us in the profession feel that we are not “built for marketing”, 
that’s okay, if you don’t want to “be out there” and setting up marketing 
campaigns. You can hire someone to do tactical marketing for you, then 
all you have to do is keep connected and engaged with your professional 
networks. 

Make staying off The Island of Isolation a priority and enlist some 
professional help to do the heavy marketing lifting. It’s a W.I.N.ning 
formula that will help you hit a home run when it comes to marketing 
YOU—the awesome accounting professional that you are. 

Now you are truly sliding into home base, you are back in the game 
to win it, and you have a whole cheering section just waiting for you to 
arrive. You’ll meet them, your built-in DMA Community, and potential 
new professional referral network next!
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The Greatest Island Escape Ever! 

Wow, we’ve covered a lot of ground together! It’s been awesome to take 
this journey with you, Buddy!

Congratulations!

You’re successfully off The Island of Isolation, we made it through the 
blue ocean to The Land of Solid Success. You’re back in the game with 
the DM mindset and all of the DMA tools in this book. Hopefully you 
also have a renewed sense of passion and possibility for your practice. 
You are forever part of the online DMA Community! 

DO NOT SKIP AHEAD THIS IS A MUST READ! 

Succession and career planning considerations for accounting 

professionals at any age and stage.

Now it’s time to get ready for the day when you are truly ready to play!

Even though now you are really starting to make things happen, we 
need to look ahead to the time when you are ready to transition to the 
next phase of life. Perhaps you already have an idea about what I am 
going to say here. If not, this is a critical conversation and it’s all about 
succession and career planning. If you are just starting out in your career 
(or you are mid-career) all of this applies to you as well, so listen up—
these words could change your life!
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In fact, this is so critical that I brought in one of my heaviest DMA hitters 
to help us take it all the way home. Let me introduce you to J. Allen 
Kosowsky, CPA, who is the founder of J. Allen Kosowsky,CPA, PC, 
in Connecticut. Allen has more experience and knowledge than many 
of us could hope to gain in several lifetimes. He has literally been an 
amazing DMA for me and many others.

I have had the honor of working with Allen’s firm on several IRS 
representation cases which is one of my true professional passions. 
Beyond the working relationship we have had, it’s been an amazing 
experience having Allen mentor me in many different areas of my 
practice. I could write a whole other book just based on Allen’s wealth 
of business and professional insights, however, his words about the risks 
and rewards of being a sole proprietor (being out on that sea alone) 
really have resonated with me and have had a lot of impact of how I 
view my current practice strategy succession planning on a personal 
level. 

Consider what Allen has to say about career and succession planning 
across our profession, including those just starting out!

From my perspective, the accounting profession is really undergoing a sea change, one 
that the pandemic has definitely brought to shore for so many firms. However, from a 
broader point of  view I believe that when it comes to career and succession planning, 
accountants tend to stay too long in their practices.

It’s no wonder that we are seeing so much stress and burnout right now, when you 
think about how much change our profession is experiencing, on top of  the general 
nature of  this work. I predict that we’ll see the true impact of  Covid bear out soon, 
potentially next April as we get back to a new normal.

As accountants, we no longer have the luxury of  just focusing “on the numbers.” To be 
successful as a sole practitioner you have to have a skillset that is more entrepreneurial 
and a broad view on legal,accounting, audit, tax, IT, and practice management. This is 

https://jakcpapc.com/
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well-suited to Generation Xers who are just hitting their peak right now. However, being 
completely on your own has its risks. As Dawn has mentioned throughout this book.

Many times sole proprietors are stubbornly holding on to their independence and they 
fear losing control of  their own destiny—but there is inherent risk in that mindset. We 
don’t have the control we think we do. It’s an illusion. Our health, our clients, our ability 
to keep pace with technology, regulatory and compliance issues, the demands of  the 
profession. These are all factors that sole proprietors must face head on and determine 
if  they would be better off  in a partnership whether formal or in another form.

I think the changes we are seeing are also bringing a degree of  bitterness into the picture 
from our older generation of  professionals. Some of  this stems from their experience 
with Millennials who they may view as being unwilling to “put in the work” when it 
comes to navigating their pathway to partnership in a firm.

My viewpoint is a little different. I think the new generation of  professionals are 
really looking for more engaging work and aren’t wanting to do the grunt work that 
has typically been the rite of  passage for getting to the partner level. Can we blame 
them? They want time to balance their personal and professional lives. It’s a new 
career paradigm that is cutting across all sectors, it just doesn’t mesh well, right now, 
with the traditional workload and workflow of  an accounting firm. Especially for 
tax-focused firms.

From a professional who has spent four-plus decades working as a CPA in various 
roles and who is now starting to reduce my time “at the desk” it will be interesting 
to see how all of  this pans out. I can say that with the luxury of  not having a lot of  
skin left in the game any longer—so to speak. However, I do see that the position we 
are in right now in the profession, while undoubtedly it is somewhat painful for the 
unprepared, can also present some opportunities. I think the question is really how will 
we, collectively and individually manage the opportunity?This remains to be seen and 
played out in real-time.

On a personal note, I have had to take a step back due to some health challenges recently, 
which has no doubt reiterated to me the importance of  planning ahead operationally, 
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financially, and personally for the days when you can hopefully choose not to work any 
longer and divest of  your firm in an advantageous manner.

DMAPPing Your Future Beyond Accounting

You may know that you need to plan for the day you no longer want 
to work, but so many firm owners—and their clients—put it off. This is a 
dangerous practice that can cause future financial and emotional stress. 
Who needs that? Instead, use the following step-by-step guide to inspire 
your succession planning. 

You’ll need to cover all the financial and operational basics, but as I 
learned from my own experience, there are some unexpected areas that 
you should address, too. 

1) Prepare financially. It goes without saying that the better shape you 
and your business are in money-wise, the better positioned you will be 
for the ultimate succession of your firm. Take the time now to get your 
financial house in order so that finances don’t become an issue during 
any expected or unexpected transition period which may arise.

2) Update your personal and business wills. Do you have a current 
personal will? If not, make sure you update it—and at the same time 
draw up a will for your business. Include a continuation plan for your 
firm, should you pass away unexpectedly. Beyond the legal documents, 
consider detailing your vision for the future of your firm whether you 
plan to pass it down to your family or sell it. Having everything in writing 
will make it easier for your succession plan to be executed smoothly.

3) Organize operations for an easy transition. If your firm is still 
struggling with implementing the technology necessary to create a 
seamless operational structure, make this the year that you fix the issues 
yourself or engage professional help to do so. If you are planning for 
someone else to purchase your firm, you need to make it as easy as 
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possible for them to easily pick things up and start running the business 
on their own. 

4) Digitize and secure all documentation. In addition to having the 
right tech stack in place, put all of your documents in the cloud within a 
secure filing system such as SmartVault that make it simple for the next 
owner of your firm to find what they need. Take special care when it 
comes to backing up your tax returns and making sure that your tax and 
accounting software can sync with other platforms.

5) Have tough conversations. Relatively speaking, the financial and 
operational pieces of a succession plan are pretty straightforward. As I 
came to realize recently, it’s the personal side of things which can be 
the most challenging. For example, having a heart to heart with family 
members about taking over your firm—or not—can be pretty intense. The 
same goes for broaching the topic of succession with your employees. 
The most important piece of advice I can offer in this area is to talk 
things through sooner rather than later and to be honest. The outcome 
of a transition is going to be a lot better if everyone involved is on the 
same page when it comes to timing, the transaction itself and the impact 
of the succession on each individual.

6) Give yourself an exit date. Once you have a purchase agreement 
for your firm or you have a plan in place for a family member to succeed 
you, there is another important detail to include in your succession 
plan—the specific date when you are going to exit operations. While this 
may seem obvious, it can be difficult to nail down a date if you aren’t 
prepared mentally to let go. It’s far too easy to just keep “helping” so 
you feel “needed.” On the other hand, the new ownership of your firm 
may want to keep asking you questions and having you assist them far 
beyond what is reasonable. If you are going to be continuing on at your 
former firm for a period of time you should be compensated for it. You 
should also know when your tour of duty is officially over so that you, 
and the new owners, can move on. 
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7) Prepare mentally and emotionally. As I alluded to above, it’s 
vital to be mentally and emotionally prepared to hand the reins of your 
business to someone else. Even if you are looking forward to retiring or 
beginning a new chapter in your career, you will likely need to process 
and acknowledge the personal impact this kind of transition will have on 
you. Journaling, talking with your family and friends, or seeking some 
professional guidance if you need to, can all help you have a positive 
mindset and feel at peace during the transition.

Succession planning is not something to take lightly or to put off for a less 
busy time. The reality is, you never know when the need to transition 
out of your firm may arise for medical or financial reasons. The same 
is true if your death becomes the precipitating factor for a succession to 
take place or if you intend to work at your firm until you retire. doing 
the necessary groundwork and planning is the only way you can truly 
prepare for the unexpected. Now is the time to get after it!

It’s Time to Make Your Practice Scalable and 
Succession-Savvy! 

What is your strategy for exiting your firm...start with you and then your 
clients no one wants to purchase your problems. They want to buy a 
standardized firm.

If you are’t moving down this path toward creating a firm that is both 
scalable and succession savvy, it is imperative that you do, otherwise 
you are going to be stuck in a “whirlpool of work” (There are those 
dreaded whirlpools again!) for a very long time instead of enjoying the 
fruits of your labor.

Who knows, if you put all the pieces in place now, you could even 
be living on a beautiful island of your choosing but this time not in 
isolation, instead you will be enjoying the company of, and time with, 
family, friends, and anyone else you choose to invite there.
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A special aside from me, your DMA: Just say the word and I’ll be there 
to toast your success! 

Before we leave our discussion about succession and eventually even 
hanging up the keys to your practice, my friend and DMA Geni 
Whitehouse is going to share her thoughts on how to act on ideas, not 
just take them in, which is really the difference in making the changes 
you want to see in your firm happen!

Fighting the “Failure to Launch” Syndrome -  
Geni Whitehouse, CPA, CITP, CSPM

I believe that a Designated Motivator—or a DM as Dawn likes to say, truly can be 
the difference between an accounting professional making the changes they need to, and 
those who don’t. I also believe that Dawn is just the person to help mobilize this kind 
of  transformative force across the accounting profession.

I first met Dawn at a Powerful Women in Accounting reception in South Carolina. 
We were sitting at the same table but we didn’t know each other. We came to learn 
through our conversation at that event. We were on similar tracks and we both believed 
in using humor to break down barriers to learning.

We also recognized that there is an underlying dissatisfaction in our profession. It’s 
a frustration borne of  the constant deadlines, changes and the fact that often our 
clients don’t like to listen to us. Dawn and I both are trying to change that level of  
dissatisfaction with strategies to help accountants feel and work better. 

In my opinion, a lot of  this can be addressed through strategic alliances with other 
professionals, the right software, and a feeling of  being empowered with tools and 
support to help their clients. However, I also see a lot of  “Failure to Launch’’ 
syndrome happening when it comes to my peers actually implementing what they 
learn by reading books like this or attending webinars and in-person educational 
events. That is, people take in the information but then fail to implement what they 
have learned. 
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I think this comes from two limiting thought patterns:

1) Today is good enough. I.e. until there is a crisis, there is no change necessary.
2) Change is scary and I will have to do something different.

How can you fight these limiting thoughts and actually make the changs Dawn, 
myself  and others are showing you can make a difference for you and your 
practice? 

I think you need to make a decision.

Decide that the cost of  the pain of  being where you are now is not worth it when 
compared to the benefit of  working differently. Although it may seem counterintuitive 
at first, the fundamental mindset, behaviors and workflow modifications that Dawn 
has DMAPPed out for you in this book are shifts that will come from your heart not 
your head. 

Thinking about the changes you need to make is what psychologists call ‘THe 
Contemplation” phase of  change. You need to get past it and move into the “Action 
Phase” where each day you change your behavior and your habits just a little bit 
(unless you can handle going cold turkey into something new and so can your clients), 
over time these changes will compound and pretty soon, you have put everything you 
said you wanted to do to get out of  the pain of  the past and you are seeing positive 
results from that. 

As someone who has talked to literally thousands of  my peers and presented 
education to thousands more, using my stand-up comedy meets CPA technology 
advisor delivery to break down those barriers to change and learning, I know 
this to be true: a DM can get you to the inflection point between stagnation and 
action so you can head toward a different way of  being and doing. You are the 
one who will shift your mind and actions each day toward a better accounting 
practice.
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Meet DMA Robin Hall, Owner & Principal Consultant of 
VARC Solutions 

I also want to share with you the words of my friend, DMA and a fellow 
accounting professional, Robin Hall, the founder and CEO of VARC 
Solutions, so you can learn from another peer’s experience in building 
passion into your accounting practice while also being an amazing DM 
within it and the world.

“We are just completing our 22nd year in business, I’m very proud of  that! We are 
an Intuit- centric firm, so anything that touches QuickBooks we handle for our clients, 
from purchasing software, training on the software, outsourced CFO, anything that 
they need in this regard that lets them get back to their business is what we do for them. 
From day one, our motto has been “Letting you get back to your business.” 

Anything that our clients need to help them get back to their business, that’s what we’re 
here to do. 

As far as my Designated Motivators go, the best motivators have been those people who 
said I couldn’t do it. My goal in life is really to prove them wrong. For every “No” I 
got, that just drove me a little harder. 

Dawn has been a DMA for me, because most accountants like to sit behind their desk 
and do their numbers and not talk to anybody. When I first saw Dawn it was at an 
accounting conference, like many of  my peers I’ve been going to these conferences for 
a long time. When we’re there, we are in learning mode. But then, you see this spark 
running down the aisle or running up on the stage, and just being loud and proud 
about accounting. That’s Dawn! She motivated me to say, “I can do that, too!”

She motivated me to take that passion, and really just move it forward. 

That’s another one of  the things that has motivated me. It is the passion for helping 
people. I am a DM when I see that the look on my client’s face just went from 
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distraught and despair to relief  after we break a problem they are having down to 
simple terms. When we used to see clients in person (pre-COVID) and we’d get a 
hug at the end of  the appointment, we knew we had done our DM duty! That’s what 
being a DM for my clients means to me.

The other key part of  being a DM for my accounting practice is also being a DM for 
my team members and also encouraging them to be DM’s for each other. We try to do 
a lot of  things for our team and we’ve got the shirts to prove it! Our people are proud to 
wear them. We try different things to keep people motivated and working together. We 
have a lot of  team building events but we also do little things around the office as well. 

I get ideas from a lot of  the books on business and team building that I read—I don’t 
subscribe to any one philosophy. So I take a little bit from everybody’s ideas, at least the 
pieces that speak to me. I use them to build my own little culture within that. I’ve also 
worked for some not so healthy businesses and they weren’t the best work environment. 
I learned from their rules, the rules that were rules for the sake of  it and threw them 
out the window! I believe that if  I take care of  my staff, my staff  will take care of  
our clients. 

That’s the ultimate goal. With every decision that I make about my staff, I think 
about how it will impact clients getting taken care of. This approach has served us 
well. Right now, we’ve started some small things such as instituting summer hours. 

What this looks like in our firm is that Monday through first Thursday, we work nine 
hours, and then on Friday, we are working a half  a day. The caveat is if  a client has 
to have something Friday afternoon, then staff  do it in advance, not last minute.

This is a valuable benefit to our team because we’re giving them time in summer when 
their kids are out of  school, and it’s nice out, they have a half  a day extra in their 
weekend. They’re not having to burn vacation to take the time. They’re not having to 
rearrange things. Everybody knows this is what we are doing and we’re training our 
clients to understand this new schedule and how to make sure we can accommodate 
their needs within it. 
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Another thing we did recently for a fun activity for our team, is that I took them out on 
sailboats. We were divided into two different teams. For the first two hours,we learned 
how to sail, some of  us didn’t learn quite as well as the others, it’s true. Then during 
the last two hours, we had a race. Leading up to this event, they all knew we were 
doing something, but I like to make it a surprise. The week before, I just dropped hints. 
People try to guess what we’re doing which adds to the fun! 

I find events like this or even just a simple “Lunch and Learn” in the office helps 
to make the team communication better and working relationships stronger. We do 
something like this once a quarter and we make it a point to never do the same thing 
twice!

As you can see, Robin is indeed a DM and a DMA, she loves to share 
her experiences with others, too! Hopefully a few of her ideas here 
resonate with you as you continue your DMAJ and develop your own 
firm culture and practice passion. It will definitely make the road toward 
the day you retire a lot more purpose-driven and fun!
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PART 6: 
Your Invitation to an Infinite Game
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Chapter 16

Turn Motivation into Action

While this is the end of the book, it is still just the beginning of our DMA 
Journey together. 

I encourage you to take on the Three Key Responsibilities of a Designated 
Motivator to help a colleague, friend, family member, or anyone else 
who may need you to:

1. Encourage unconditionally.
2. Provide emotional, physical, and psychological support.
3. Cause a positive transformative effect in another person on a 

mental, emotional, spiritual and/or physical level.

Now is the time to take action. It is the only thing you can do to get what 
you want.

I realize that everything we’ve talked about requires an investment 
of time and may seem like more than you feel that you can take on. 
Believe me, I have been there. I have stood in your shoes. I have felt 
the crushing fear of financial stress, practice shifts, and the high pressure 
stakes of client drama. I have been down, but I have got back up and I 
truly am in a better place than I was before. If this is where you are at...a 
pivotal point in your practice, then let’s make a plan to progress even 
further than these pages together!
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Yes, it takes work. Every single day. I am always evolving, always 
looking for better ways, and I always want to share them with my fellow 
practitioners because I know this—as Oprah would say, “For sure!”

As people, as professionals, as solution providers and as partners in 
the accounting profession we are stronger together than when we try to 
work alone or compete mercilessly against each other. We need each 
other and the success of one of us will expand the pool of opportunity 
for all of us.

Something Else I Know for Sure...How We Play the 
Game Matters

Throughout my athletic career, I have played a lot of games on the 
softball field and the basketball court. In business, we are also playing a 
game, too, —whether we are consciously aware of it or not.

Author Simon Sinek just published a new book, The Infinite Game. In 
it he differentiates between finite and infinite games. In finite games, 
the players either play to win or to survive until the game is over by 
someone dominating it. In contrast, in the case of infinite games, players 
are playing because they are passionate about the game itself and want 
to see it continue. They aren’t focused on their own end result but the 
actual fun of the game itself. 

Sinek states in the book, “people who view business as an infinite game 
that is constantly evolving and never-ending are more successful, while 
those who aim to “win” don’t end up as well-off.” In addition, a finite 
game ends when the players leave, but an infinite game can continue 
without them.

I think this is an interesting way to think about how we are approaching 
our professional lives and our practices. What do you think? Drop me 
a line on social media, email me at dawn@powerfulaccounting.com, 

mailto:dawn@powerfulaccounting.com
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engage in the DMA Community or sign up on my website (DawnBrolin.
com) to be on the DM Disruption podcast and let’s discuss it! 

From my vantage point on the playing field, I see an amazing number 
of opportunities in our profession. They will take hard work to figure 
out and discipline to execute. But the rewards of winning when we do 
this well are infinite, too.

I like the idea of us all playing an infinite game in the accounting 
profession. Let’s all get out on the field together and play because we 
are passionate about it! 

We may win (more often than not is my goal!), we may lose some of the 
time (and need our DMs to pick us up again), but together as a team we 
will grow, we will evolve, we will share ideas, and we will contribute to 
and celebrate each others’ successes.

Ultimately, we will all be Designated Motivators for Accounting 
Professionals because we all have that superpower inside of us. Each 
of us touch clients, other professionals, solution providers and other 
constituents of the accounting and bookkeeping professions. You are an 
important player in this infinite game of striving to take our businesses 
to the next level and to make our lives better—and to help others do 
the same.

For me, my work as a DMA will continue infinitely and I encourage you 
to join me in practicing all that we’ve covered in this book. I’d love to 
meet you in the DMA Community because I also know that together 
we truly can hit a home run for your practice and hit it out of the park 
for our profession.

Now, let’s G-O-O-O!!!!!
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