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Ben Day: Amazing Client Meetings & Financial Presentations 

Ben R: Hey, Kirstin, I want to if you're there or everybody else's coming back from their 
break, but that was a great presentation. I'm so, so glad that we had Mark here. 
That was really awesome. 

Kirstin: Yeah. I am always ... I kind of fangled a little bit when I found out that we were 
going to be able to have him on, so I was really excited. 

Ben R: That's awesome. 

Kirstin: Yeah. I learned a lot, because this has been part of my struggle is raising fees on 
existing clients, how to approach that. I learned a lot. 

Ben R: Yep. Absolutely. Well, awesome. Well, it looks like we're about time for our next 
one, so I'll let you get back to it. Great job. Thanks everybody for being here and 
thanks Kirstin for emceeing today. 

Kirstin: Yeah. Yeah. Okay. Ben Day is next. Ben is the owner of Lionshare Bookkeeping 
and Landlord CFO. He and his team work exclusively with real estate 
professionals and in the real estate industry. He's always coming up with new 
ideas to make money, and it has been an honor to get to know him over the past 
several years. So glad that you're here with us, Ben. 

Ben Day: I am so, so excited for what's going on right now. I'm going to get my technology 
all sorted out and let's get going. Can you guys hear me okay? Am I coming 
through all right? 

Kirstin: Yep. I can hear you, and I will make you a presenter. Are you ready for me to 
make you a presenter? 

Ben Day: I was born ready to be a presenter. Again, so, so excited. 

Kirstin: Okay. There you go. 

Ben Day: Fantastic. Let's make it happen. All right, so I'm going to change a couple of 
things around, make sure that you can see my screen and the right screen. It 
looks like it's trying to ... Just so we're on the same page here, it looks like it's 
trying to record my screen, but it's given me this alert that might be kind of 
weird, so I'm going to see if I can share, but it might freeze me out, is what it's 
looking like right now because technology issues are my favorite issues. 

Kirstin: We shall see. 
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Ben Day: We shall see. 

Kirstin: There we go. I can see your slides. 

Ben Day: Let's try that. Yes, my perfect, wonderful, fantastic slides. Oh, I'm very pumped 
about this. All right, cool. Let's get it done, y'all. Okay, my name is Benjamin Day, 
and we're going to talk about amazing client meetings and financial 
presentations. Again, I don't know that I can say this enough. I am just super 
pumped to be here mostly because it's going to be 30 minutes of me talking 
about whatever I want to talk about and you guys can't do anything about it. 

Ben Day: My hope though is that we talk about the stuff that you're going to find 
absolutely the most valuable. In fact, I'm even going to be more fancy here a 
little bit and make sure that you can see me as well. I look so good today. I look 
pretty just for you. Let's get into it. My name is Benjamin Day. I own Lionshare 
Bookkeeping. I started my business in 2017 in the Bookkeeper Launch Program. 
We had kind of a fun journey. We finally decided to niche in real estate investors 
and all of their hair-brained ideas and related businesses. 

Ben Day: Before this, I didn't have some big fancy accounting job. I was a bartender and a 
musician. I have a music degree that I got at the same time as an accounting 
degree, and then I promptly did nothing with the accounting degree for a couple 
of years. It was a hoot. I'm not talented at all in the visual arts. That's not what I 
do, so my slide decks aren't going to be just amazing, but I did my best, and 
that's what counts, and it's been three weeks since my last haircut because I 
gave Kirsten all my jokes. 

Ben Day: Here's the deal. We're going to talk about amazing meetings today, and I've got 
some rules and a challenge upfront, because at the end of the day, it wouldn't be 
a great presentation, it wouldn't be meet in the meet and greet if we didn't give 
you some content, but there are things that I just cannot do for you right now as 
we're going through this. One thing that I will not do today is talk about 
QuickBooks. That's not what this meeting is about. If you're thinking that 
amazing meetings are going to be, oh, cool, let's just run a management report 
out of QuickBooks Online and go to town. 

Ben Day: If you're there, I'm so glad that you're in this right now, because this is not what 
we're going to talk about. I'm not going to go in and show you how to format a 
QuickBooks report. Amazing meetings also doesn't mean learning how to do 
taxes. It doesn't mean going and getting a certification somewhere. It doesn't 
mean studying more stuff and really learning and getting all of that. That's not 
what amazing meetings means. So, don't feel like I'm going to show up and say, 
ah, here's all the stuff that you need to learn how to do. I can't give you that 
content. 
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Ben Day: I also can't give you special KPIs metrics or numbers. I can't tell you that in your 
industry they need to be paying office rent less than 3% of their revenue. I just 
don't have all of that information for everybody. I don't have it because we 
would be here all day giving you that information. So, if that's what you were 
hoping, it's like, Ben is going to give me all of the stuff that I could show up to a 
meeting and just blow people's socks away, I am. I am going to give you that, but 
it's not going to be the numbers. 

Ben Day: What I want to do is teach you how to get from point A to point B, and show you 
what we've done in our business to begin to get there. The other thing I've done 
is created approximately a billion slides that you will get a copy of. As Kirstin 
said, you're going to get all of this stuff. It's going to be awesome. What I would 
really encourage you to do is, if you're taking notes, if you're thinking through 
this, whatever, think instead about the challenges and the opportunities that you 
have as I'm going through some of the stuff that we have going on today. 

Ben Day: That's my only ask. Then if I were to ask something else, it would be put your 
questions in the Q&A section. Let's get through your specific challenges in this as 
well at the end of our presentation. When we begin to talk about what makes 
something amazing, if you go look it up, one of the definitions is startlingly 
impressive, right? Now, another way to say this is fundamentally at its bare 
bones, just don't be boring. We've got this big concept where bookkeepers 
shouldn't be boring. 

Ben Day: If you can be a not boring bookkeeper, you're already miles ahead of every other 
bookkeeper in your space. I would also like to add, if you're going to be amazing, 
amazing is when you get way more than you expected originally. If you walk into 
a restaurant, you're expecting to get, just like some dinky little hamburger, and 
instead you get a filet minion, that's amazing. If you get it for four bucks, that is 
equally amazing. Going above and beyond kind of that over-deliver aspect of the 
situation, whatever it is that you're getting into. 

Ben Day: If you want to be even more amazing than that, I would suggest that you grow a 
beard, or begin to embrace something about your personality. Distinctly, if you 
want to be amazing in your own life, you've got to be uniquely you. What's really 
important for me right now is that I am just a little bit on a camera here so that I 
can begin to show you, it's like, I'm just posted up in my house. I got a whole 
bunch of books that I absolutely spent a bunch of time, making sure they all 
stood up straight, and then pushed them all in. 

Ben Day: I've got a jacket on, but I also, like my hair's super fun. I don't have a tie on 
because I want to be uniquely me because that's going to give me my own 
power and energy and make me feel amazing. That's what we're trying to get 
into today. Now, what I also want to get into is this idea of secret sauce. There is 
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absolutely something you can do to go and make your meetings amazing, but it 
is not going and getting some application on the internet. It's not going and 
getting some software. It is just going and doing the job. Go and do the job of 
being amazing. 

Ben Day: I do have some cool tools, but that's not what this is about. There's no shortcut 
here. You're going to have to do the work. That's the only way to get from where 
you are to where you want to be is by doing the work. What I've got here for you 
today is the three things that I think you absolutely need to be working on 
personally in order to have amazing meetings and financial presentations. I've 
got these kind of just off the cuff. We gave them adorable names where first you 
need to have a virtuoso mindset. 

Ben Day: You need to be bringing, not just your A game, not just your A plus game, but 
that A plus, plus game. What does that mean for you? You also have to have 
absolute certainty. If you're going to be a trusted advisor, you cannot walk into a 
meeting wishy-washy. That's going to make you feel weird. It's going to make 
your client feel weird. When you show up, you need to be a baller. You need to 
own what it is that you are there to do and be ready to field anything that comes 
in your direction, from the client, from the environment, from other people. 

Ben Day: The only way that you can do that is if you're absolutely certain in what it is that 
you're doing. Then from there, you need to be the guide. You're not the hero in 
the relationship with your clients. I struggle with this bit. I'll tell you right now, 
when I show up to a client meeting, I feel like I'm amazing. I have absolute 
certainty, and then I talk way too long in our financial meetings. That's a 
challenge that I have. I work on it all the time because I'm not the hero. The 
client is the hero in this situation. It is my job to get people from point A to point 
B, and I want to talk a little bit about what that looks like as well. 

Ben Day: If you can have these three things, your presentations are going to be 
unstoppable, and clients are going to be lining up to book meetings with you 
because they just blatantly love your company and they love the value you bring 
to them casually and professionally. That's what I'm all about here. Let's get into 
it a little bit. What does it mean to be a virtuoso? I have a music background. I 
absolutely mean this in a musical sense. There's a great book, it's somewhere 
behind me, by a man named Edward T. Cone, and the book, and I don't 
recommend that you go read it. I'm going to give you my favorite part right now. 

Ben Day: Edward T. Cone, in his book, Performance and Performativity, well, he says, is 
that the best performance start, like the best soloist, the best performer starts 
their performance in the coffee they had the morning of their performance that 
night. It is the eight hours of sleep they got the day before. It's the fact that they 
went and had a good time with their friends a month ago. The performance isn't 
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when you step on stage, it's everything that you frame that performance in. It's 
what you're doing during the performance and way before and way after as part 
of that presentation. 

Ben Day: If you can bring that to just your mindset, how you feel about going into a client 
meeting, it's going to change everything for you. Public speakers, presenters, we 
all know this. We're all told, "Hey, don't do a whole lot before your performance. 
Do this, do that." Begin to ha have certain cues in your life that can bring out this 
higher quality of performance and presentation out of you and it'll just be a 
better experience, and you need to be doing this stuff. One of the things that I 
love to do in order to get into the virtuoso mindset is begin to think through, 
okay, how can I begin to, from the beginning of my relationship with people, set 
the stage that this is going to be unlike anything that they've ever seen before? 

Ben Day: I'm not talking about spreadsheets or formatting reports. I'm talking about 
putting together a work of art that is both just beautiful and simple, but also high 
value and highly actionable. That's a financial statement, just so we're on the 
same page, or instead of just like having a scheduled meeting with minutes, very 
corporatized. What if you're just hanging out, talking to the client and having an 
active listening conversation where it's, again, highly actionable, highly 
responsive, and it's not something where you have a bullet point list of things 
that you need to talk about. 

Ben Day: You can have the bullet point list, but how do we take it from that list to a highly 
engaging conversation? My absolute favorite is, are we having a routine 
delivery? Is this something that is just on the calendar, or whatever, whatever, or 
are we having, what I've got here as a high leverage power hour. This sounds like 
fluff, so I just want to be clear, I'm not messing around about this branding. If 
you go to my calendar right now, I absolutely have on there where people can 
buy time if they're not recurring bookkeeping clients, a high leverage power 
hour, where I'm doing my best to set that stage for myself and my clients. 

Ben Day: It's like, this is out there. This is out there in the world. People can book this, and 
that means that they see this, I see this, and we know this is exactly what we're 
getting into. I'm raising the bar and I'm making myself feel better about this 
because I'm trying to improve my mindset. When you begin to think through 
your virtuoso mindset, your spotlight's coming up. That time is approaching 
rapidly. You need to begin to practice. You need to set your own stage and you 
need to put on that show. 

Ben Day: When I mean practice, what I really mean is you cannot begin to dodge your 
meetings. You can't push them off. In fact, you should double down on meetings. 
I have so many meetings with clients upfront, especially when we onboard, and 
then as we're building the first few months of our relationship. One, because 
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they like that, it's high touch, helps us become best friends, so they tell me 
everything, which is what I want, but also, I now get to feel them, I get to 
understand the relationship. 

Ben Day: I get to have more meetings and really understand my own stride and what I'm 
comfortable doing and make my meetings better. Just getting that practice in, I 
would really recommend that you do that and do it often. Spend more time with 
your clients for purely selfish reasons. Just enjoy the process. I'm all about this, 
and make sure that you set your stage. So, you can't tell this right now, but I 
have a desk and my desk is sitting in the very middle of the room right now, 
because I know that if it was all the way against the wall, my light would be 
weird, my background would look weird. 

Ben Day: I've spent time organizing my sound, my lights, my positioning, to make sure that 
this just looks a little bit more professional, trying to elevate my game, bringing 
that A plus, plus game to a presentation, to a client meeting so that they're not 
distracted by all the trash and the unopened mail over here, or all the tangled 
cords and music equipment I have over here. You can't see it. Right now, it's just 
you and me and we're having a good time. You have to set the stage. I mean that 
both like what you can see and what you can't see. Like I said, the best 
performance starts hours before the first note is played. 

Ben Day: This morning, I woke up with plenty of time to pull my life together. I had my 
coffee; I had another cup of coffee because I knew that I was going to need it. I 
didn't talk to anybody. All I did was listen to Mark's excellent presentation on 
pricing and hangout and kind of review my notes, but I didn't change anything in 
my notes because I've already set the stage. I know what I'm going to do today. 
I'm just getting in the groove. I'm getting in the mindset, and then you're putting 
on a show, whatever it is that you have to do. 

Ben Day: Just think back to the last time you were in a class and you fell asleep in it, 
because it was a lecture and they were just like beating information into you. 
What I really want to draw out of you is that the difference between a lecture 
and a performance is this issue of engagement. A lecture is going to just give you 
information. A performance is very interactive. A performance is going to pull 
information from you. You go to your favorite concert; you're crying on the front 
row. We're pulling that information from you, and you're enjoying it. 

Ben Day: You're putting everything that you have into it. This is what you want to do, but 
you're not going to do that if your favorite musician shows up and just kind of 
wings it, and they're not very ... Maybe they're not a good improv person and 
they're just kind of faking it. They show up and they haven't brought their A 
game. You can tell it's going to be a mediocre performance and everybody in the 
room is going to leave with a weird taste in their mouth. That's not what we 
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want. What we want is this virtuoso mindset. My challenge to you and your 
opportunity right now is to think through, what do you need to do to put 
yourself in that virtuoso headspace. 

Ben Day: For me and for everybody everywhere, it means different things. But for me, it's 
like, I know, if I want to feel absolutely awesome about myself, there's three 
different songs that I can go and listen to that will pump me up. Coffee is my 
lifeblood and we hear all the time about musicians, when they'll go and play a 
show, they've got their green room with their list of obscure demands. An 
obscure demand for you is a bowl in your house full of red and unopened, or an 
unwrapped Starburst, just like ready to eat, but only read. 

Ben Day: If that's what you have to do in order to be like, yeah, I'm a Rockstar. I can get 
this done. I'm amazing. Do it. Whatever it is that you need to feel awesome, 
figure it out. Because if there's something as simple as that, that can put you in 
an unstoppable headspace, you're going to bring excellent energy, which is the 
first step that you need to have amazing meetings. I would also recommend that 
you not wear sweat pants. I've been wearing sweat pants for the better part of 
12 months now. In this meeting today, I am decidedly not wearing sweat pants. 
You will get to trust me on that though, because I would feel weird about 
showing you my pants right now. 

Ben Day: Scheduling free time immediately before to focus. I didn't do anything before 
this call. I was ready. I was looking at my notes. I was getting the energy and 
figuring it out, and ultimately preparing beforehand. Whatever it is that you 
need to do to put yourself in the virtuoso headspace, that's what we want you to 
do. That's just where you're going to get the most energy. Once you have a 
virtuoso Headspace, you have to show up to your meeting with absolute 
certainty. I am absolutely certain that this guy meant to bring a banana to 
whatever it is that he's getting into right now. 

Ben Day: That is an intentional choice and I am so excited to figure out why this guy in this 
image chose to do this. Absolute certainty when you walk into the room. That 
could mean that when you physically walk into a room, maybe you bring a whole 
slide deck and your notes, and handouts, and folders, and briefs. Maybe you're 
one of those kinds of people that'll just walk into a room and you don't have 
anything because you're absolutely certain that you can field any and every 
question, and everything's in the drive so you're just there to have a 
conversation. 

Ben Day: Whatever your absolute certainty is, we need to make sure that we get you 
there. It's not enough to walk into a room feeling like a rock star. You have to 
know that you're a Rockstar at the same time. You have to have that certainty. 
For me, certainty comes in doing the bare minimum, living in the rabbit hole and 
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both having trusted and verified. I really want to pull this apart a little bit 
because I'm being cute with all of my language. If you're going to be absolutely 
certain about your meeting, you have to have the bare minimum done. 

Ben Day: For me, the bare minimum takes two different perspectives inside of accounting 
and bookkeeping. I would consider the bare minimum of bookkeeping, making 
sure that the books are absolutely perfect. You're blocking and tackling is done, 
you've done the debits and credits, you've reconciled everything, you've 
reviewed everything, your numbers are right. That to me is the bare minimum of 
professional bookkeeping. You cannot skip this step. If you're going to be certain 
in the numbers, you have to know that they're right, and so you have to make 
sure that this part is completed and you've done a thorough job in the 
bookkeeping. 

Ben Day: But also, from there, we don't have to be showing people down to the penny 
what's going on in their business. Their eyes are going to glaze over, they're 
going to get bored. We'd much rather have an actionable conversation, so take 
your rigorous bookkeeping and make it as simple as possible. You don't need to 
show up with a PDF that's got 87 pages in it and you're going over like, here's 
how we reconciled each individual account. You can do that. There are 
accounting firms that do that. When I show up to meetings, I've got four pieces 
of paper. 

Ben Day: I've got a balance sheet, an income statement, a statement of cashflows, and 
then I've got a fun thing that I'll show you later as my fourth report. But that's all 
that I need. I can walk in and have those pieces of paper, and they're simple. 
We've got fun colors on them; we've truncated the information a little bit. Now 
it's like, okay, let's just ... Here's what we need, let's have a conversation. I know 
that the bookkeeping's right. I know that these numbers are the ones that we're 
going to use. Let's keep it simple and let's move. Same thing with the rabbit hole. 

Ben Day: Instead of thinking, oh my gosh, we can't go on a tangent because tangents are 
bad, and oh, I should really just stay in my lane. I want you to live in the rabbit 
hole. What I love about having a niche and having a niche in real estate is that I 
know that if I spend all day today, but hopefully not, like I have things to do, but 
if I spend all day today, or all day tomorrow, or all day Saturday just reading real 
estate books or listening to podcasts and webinars, looking for online forums 
and discussion groups and Facebook groups and connecting with people on 
LinkedIn, just having conversations about real estate, if I live into that rabbit 
hole, doing research and analysis and really deep diving my niche, I'm going to 
come to any real estate meeting with absolute certainty because I have talked to 
everybody about this. I've read every book. I know everything, right? 
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Ben Day: That brings certainty that you just can't get from debits and credits, or eating red 
Starbursts. You just aren't going to get that. I really want to encourage, if you're 
going to go into this and have amazing meetings, you have to begin to do the 
niche research. You have to know that industry. That's just going to make you 
feel good. That's going to elevate the level of information and a conversation 
that you can bring. That really brings us to being trusted and verified. If you're 
going to come to a conversation, you can show up and say, "Oh well, it's my 
personal opinion that you should never use any credit cards for anything. You 
should never have any debt." Or you can come to a conversation and say, "Hey, 
according to the Dave Ramsey plan, debt is bad. According to the Robert 
Kiyosaki, Rich Dad, Poor Dad plan, debt can be good." 

Ben Day: And here's kind of the difference, and here's a story of somebody who really had 
credit and debt eat their lunch, and then here's a story of somebody who 
managed to and empire without using any of their own money because they 
knew how to leverage debt, which conversation do you want to have? Instead of 
just inserting a personal opinion, now it's something where you have references. 
You have information that you trust and is verified. You can begin to refer 
people, and you're just bringing absolute certainty because it's no longer just, 
oh, well, I feel like that's a little high. You know, and you've gotten that 
information from multiple points, and you're ready to bring it. 

Ben Day: There's no question under the sun that you can't answer or go find the answer 
too, because you're going to go approach it with an absolute certainty 
perspective. I'll tell you straight out. It's like, we closed a client yesterday, and 
instead of walking them through our PDF proposal and our financial plan, I sat 
down with a guy, we had a pizza, social distance, which was super fun. Then I just 
began to draw pictures. We had a full conversation, and because I was certain in 
what I was talking about, we could get the information that he needed. I could 
give him kind of a perspective of where we were going, and he became a client. 

Ben Day: Because I just knew, and he had weird questions and weird things going on in his 
business that I'd only seen once or twice before, but I knew everything there was 
to know about them, and so I was able to approach that with certainty. That's 
what we love. In bookkeeper launch, we talk about competence and confidence. 
You need to begin to lock that down. You can get certifications. You don't need a 
certification. You just need the answer. Go and find the answer to the question 
and make sure that it's not just something you're making up, but something that 
you can actually reference back to and point people in the right direction. 

Ben Day: Your opportunity, with absolute certainty is, who can you connect with? Who 
out there has the information that you need in order to be certain? You don't 
have to become an expert; you don't have to reinvent the wheel. Who can you 
connect with that will help you advise your clients on next level stuff? Maybe it's 
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insurance or retiring, maybe it's lending, maybe it's helping people figure out 
their direct costs. Maybe you can build relationships with vendors and suppliers. 
Maybe it's somebody that's an expert at hiring or marketing. Maybe it's just 
similar business owners. 

Ben Day: You don't have to go and get more bookkeeping information. You have so much 
bookkeeping and tax information already, bookkeeping accounting information, 
go build these relationships. Not just because they could be cool referral 
partners someday, but because their perspective, their window into your 
industry, whatever it is that you're researching is going to be invaluable. I have a 
great time in real estate. Everything involves a lender at some point, so I just talk 
to lenders, and we go and build these relationships. We say, hey, what do you 
look for when you're underwriting a new real estate investor, when you're 
underwriting a landlord, or a house flipper? 

Ben Day: We trade war stories and they get my perspective and I get theirs, and now I 
have this whole new frame to think about somebody's finances, somebody's 
business, and begin ... When the client comes and ask, hey, I'm having trouble 
getting a loan, I can say, did you give them this piece of paper? Did you write a 
letter of explanation? Did you do a report like this? Send me the report that you 
sent them and I'll tell you why maybe you're getting some friction. We can fix it. I 
have absolute certainty on that because I already have the information from the 
source. Now I'm operating as an advisor because I know my stuff. 

Ben Day: Now, suddenly, our meeting is amazing because they can come to me and they 
know that I have the answer. This has gotten me more purchase. I think in my 
business, especially when I was starting out, when I wasn't feeling like Rockstar. I 
knew that I could do the research. I knew that I could go and figure things out. I 
knew that I could be certain if I just put the time in, and then I built the virtuoso 
mindset and this be the guide perspective from there. Your challenge here is to 
begin to connect with more people, do a little more networking and grab that 
information. 

Ben Day: From here, we're going to be the guide, and we need to make sure that we are 
not the hero in the journey that we're helping the client. We're helping the 
person that has hired us to help them. We want to make sure that we actually do 
the thing that they hired us to do. Most of the time, especially if you're a 
bookkeeping professional, you're not here to just do the bookkeeping. You're 
here to be that trusted advisor. You're here to get the books done and then 
research and analyze their financial statements and then show up with incredible 
advice, give them the perspective they need so they can go and take action. 

Ben Day: For me, when we're being the guide, it means that we fundamentally have to 
clear the fog of any situation that's going on. We've got to bring the right tools to 



 

© 2021 Digital Bookkeeper Association 

 

that conversation, and we have to show and tell what's going on. This is not 
something where we can just send a PDF. This is not something where we can 
put a report in the mail and send it to them and they'll get it in three weeks, and 
by then, it's too late. We have to be engaging them in a way where they're 
discovering their own answers and we're showing them the way. They're asking 
the questions, we're maybe suggesting questions that they could ask, but at the 
end of the day, we're helping them get from point A to point B, and then we get 
paid as a result of that. But we're not the hero. We're the guide. 

Ben Day: For me, if you're going to be the guide, I honestly like, for me, being the guide is 
asking questions. Instead of giving you a whole bunch of bullet points here, I've 
just got questions for you that you can ask, or things that you can say, or things 
that you might want to be able to bring to a conversation. My favorite thing to 
ask clients is, what are you hung up on right now that we can work through? Or 
better yet, like, hey, listen, I can talk for hours about what you have going on. 
How about instead of that, what do you want to talk about? 

Ben Day: Let's start there, and then if there's something that I feel like is super important, 
we can get to it at the end. That has gotten me more purchase. We have talked 
about more things that I had no idea that the client thought was important just 
by asking that question. What do you want to talk about? Bring your certainty, 
bring the virtuoso mindset, and then lay back and just say like, what's up, man? 
What can I do for you today? I've done the job. We've got the reports, we've got 
the answers, but this is all about you. People like to feel important and people 
like to feel better about themselves. 

Ben Day: That is a mantra of being a bookkeeping professional. We just need to bring that 
attitude. If you can show up, you've got the right mindset and you're certain, and 
then you just cater to the client. You just help them get through what they have 
going on. Clear their fog. Ben, I'm really worried about 1099s right now. Ben, my 
lender will not give me a loan. They're really confused on this. Ben, my partner 
really doesn't understand our business model. How can you help me explain to 
them that our business is working the way that it's supposed to, we're just kind 
of in the middle of a funk right now? 

Ben Day: All of these things begin to come out and it's not about the debits and credits. 
It's not about cash balance. We can then turn around and use debits and credits, 
and cash balance, and revenue and growth, and percent of income, and analysis, 
and trending, and all of that. We can use all that information to be a guide, but if 
we just show up and say, "I want to do some horizontal analysis with you today 
in this meeting," you're going to put them to sleep. They don't care about that. 
That's a lecture. That's not a performance. 



 

© 2021 Digital Bookkeeper Association 

 

Ben Day: We want to bring them this experience, and the experience ultimately, is them 
getting exactly what they want. If you've ever been to a concert where it was a 
band that you knew and you knew well, and they've got all of these albums, but 
you really only liked that band for those two or three hits, and then they don't 
play those two or three hits, you're going to be disappointed. Very rarely have I 
been to a concert and wanted something, and then if I didn't get it, it was like, 
oh yeah, that was a good one. That was probably the best I've ever seen of them. 

Ben Day: No, I want to hear the hits. I want to hear the top 40. I want to hear what they've 
got that I love. In that case, it's not about them. It's about me. I know what I 
want, give it to me. As bookkeeping professionals, we deal with so much data. It 
can sometimes be hard to figure out, what do you want? Just ask them. Just 
show up and say, "Hey, what do you want to talk about?" From there, bring the 
right tools, check out these fun colors, check out this cool tool that I've brought 
to our conversation, check out this thing that we can use to leverage our 
relationship. 

Ben Day: Or then, better yet, "Hey, last time we spoke, you mentioned that this was 
important, so I brought my A game, my A plus, plus game to this conversation. 
Here's the thing that you asked for. Let's talk about it. Is this what you wanted? 
Is this what you were looking for? Do we need to do something else? Very 
collaborative and being the guide and providing the information they need to go 
and be the Rockstar in their own company. This is what we do, y'all. When I talk 
about financial statements that we bring and sweet financial presentations, what 
I really like to do is not bring QuickBooks reports. 

Ben Day: That's what I really like to do is I like to skip the management report if at all 
possible. That's important information, I love it, but I like to make things more 
fun. What we do actually, my favorite tech stack right now in our presentations 
is a software called Sift Analytics. Sift Analytics will connect to QuickBooks 
Online, and I think it also connects to Xero, it connects to all sorts of stuff, pulls 
in information, but then we can begin to, very quickly and easily and very 
collaboratively, work with the client, say, "Hey, you're hitting your goals, 
congrats." Feel awesome. 

Ben Day: You are hitting so many goals. You're bringing in enough money, you're bringing 
in all the stuff that you needed to bring in. You're hitting all these other metrics, 
and I've got homework for you because your trash removal on this report, as an 
example, is out of control. You thought you were going to spend 200 bucks, you 
spent 800 bucks last month, you spent a thousand bucks a month before that. 
You thought you were going to spend 200 bucks, go figure that out. What's going 
on there? Is that normal? Can we turn that down? How can we hit all of your 
benchmarks so that you can make the money that you thought you were going 
to make in this business? 
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Ben Day: Make it collaborative, make it something that they can work on with you 
together, line it up with their goals, make it something where they can change 
targets, change the goals and see their success. This has been awesome. It is so 
easy for us as human beings to dwell on our failures. People want to feel 
important and better about themselves. I can show up to any meeting, if I've 
done the bare minimum in my bookkeeping, which is doing the bookkeeping the 
right way, I can show up to any meeting with this financial health report and 
income statement balance sheet, a statement of cashflows, which are mostly for 
me, and this financial health report and say, here's how awesome you are. 

Ben Day: Now, let's talk about what we need to do to get this trash under control. I've 
gone ahead and connected with somebody who's done this before, and they had 
this experience. Have you thought about doing something like this? I'm now 
suddenly awesome. Our meeting isn't an hour and a half. It's like 30 minutes 
because the client is so excited to take this action and so thrilled with our 
engagement that they want to get off the phone so they can go take this action 
and fix their business so they can move this number from 80% to 100%. Amazing 
financial meetings are collaborative. They're more than you expected. They're 
not boring. They're full of your personality. They're startlingly impressive. 

Ben Day: Nothing is more impressive from a bookkeeper than, hey, here's your action 
item, what can I help you with? I can talk forever, what do you want to talk 
about? This is not the Ben Day show. This is the client show. How to shift your 
meetings into this perspective. You've got an opportunity to be the guide. What I 
really want to encourage you to do is think through, what questions can you ask 
in a meeting that will keep your client talking the whole time? What can you do 
to make it not a lecture? What can you do to make it a performance where 
they're giving you information, where you're giving them everything that they 
want, and that's by them talking at you so much that you can feel their questions 
and help orient them in the right direction? 

Ben Day: Ask questions about their vision, their goals, their challenges, their frustrations, 
their wins, their losses, their favorite color, what they're doing on the weekend, 
whatever it is that you need to do to build the relationship to make them open 
up to you, and give you the feedback so that you can point them in the right 
direction. Being amazing is over-delivering, and you just can't deliver period, 
much less over deliver if you don't know the person. So, you have to get 
engaged. Use something like this to get engaged in your process, but then just 
continue to ask questions. Show up. Again, my favorite question is, I could talk 
forever. What do you want to talk about? 

Ben Day: And making it about them so that they feel important. We're giving them the 
information. We're going to have so much Q&A here, your head will spend, 
hopefully, but generally speaking, if you want to have amazing meetings, if the 
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point of this is to go into your next meeting and just crush it, you need to really 
begin to think through, what can you do to put yourself in the virtuoso 
headspace? What can you do to feel awesome regardless of how that meeting 
actually goes? If they show up and they're bored and they're disinterested, 
you're still showing up full of energy, ready to go, and just excited to be there. 

Ben Day: That energy is contagious and it will elevate your meetings. You'll feel amazing, 
they'll feel amazing. You'll be pleased with how that turns out. What do you 
need to do personally to get there? Who can you connect with? What 
information can you bring to the table to be absolutely certain? Who can you 
connect with that will advise your clients, or help you advise your clients on that 
next level stuff? How can you be more than just a bookkeeper, but really 
become a trusted advisor, whether that's actually finding a referral partner, or 
just hearing their stories and bringing those stories in that perspective catered 
with your own personal stories and perspective. 

Ben Day: Then finally, what questions can you ask in a meeting that will keep your client 
talking the whole time? We want to be a guide, but we can't guide nothing. If the 
person doesn't show up, if they're not engaged, if they're not interested, it's 
going to be a very short call. We're just talking about numbers, rinse and repeat, 
it takes us five minutes and then we're done and we didn't get anything done, or 
the client didn't get the value that they were really looking for. What questions 
can you ask? How can you build this relationship to get them engaged, to peel 
back what it is that they really want so that you can address that directly and 
help them line up their financial performance with their own goals? 

Ben Day: That's how we like to approach amazing meetings. That's how we like to 
approach amazing financial presentations. Or you can just email PDFs. You can 
do whatever you want. It's your business. I'm just here to, again, rant at you. 
You're the boss. You can do whatever you want, but if you're looking for this B12 
shot of, how can we really elevate the consultation? How can we really elevate 
our meetings? You've got to start in these areas. Go and do the research, live in 
your niche, find the numbers. When people have questions, go and get answers. 

Ben Day: Please don't just send PDF statements, please don't just send things in the mail. 
Actually, engage your client and you'll have all kinds of fun. Yeah, so like I 
normally say, I can talk about this for hours. There's so much that we could talk 
about here. These were the three biggest important things to me in this space, 
but I am open to any and all questions at this point. Thank you so much. 

Kirstin: Awesome. Ben, I just love you. You're awesome. I've heard from numerous 
people; your hair is on point today. Yeah. 

Ben Day: I'm telling you, man. 
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Kirstin: I know. It's great. We do have some questions. If your client is like on the go, on 
the go, on the go and does not have time to actually have a sit-down meeting, 
they can only talk on the phone, how do you go about working with that type of 
situation? 

Ben Day: Sure. I love this. In real estate, this is actually, so ... I'm giving away all the 
secrets. Real estate investors, if we look at the data of who's interested in real 
estate investing as an example, this is all going to tie together, I promise, there's 
really two peaks in somebody's life where they're interested in real estate. It's 
when they're very young and when they're approaching retirement. In the 
middle, everybody begins to zone out and do their W-2 thing or their business 
thing. 

Ben Day: But when you're a particularly young like mid-20s, early 30s, and then when 
you're approaching retirement, you're like, dude, I want rental property, that's 
what I want. Which means, for me, my niche is real estate investors that are 
either approaching retirement or about to have their first kid, or I've already had 
their first kid and have run out of time and really just need somebody to help 
them with the finances so that they can balance their work life. Consistently, we 
have this issue, where if they're not trying to wrap up their day job and get out 
and go scale really quickly so that they don't have to work very hard in the next 
two or three years, or it's, hey, I've got to run my business and take care of this 
newborn and take care of this toddler, and I just don't have the time. 

Ben Day: We just have people that are crunched for time all the time. What we do is, 
again, we have all of these meetings upfront. I've got three meetings that we 
schedule a client inside of the first 30 days of our relationship. It's a technology 
onboarding call, so all the pieces work the right way. It's a rough draft, where we 
really begin to draw out their initial goals, what they want, what they need, what 
they like, how they want to have this relationship work with us as a guide. Then 
another call to be like, hey, here's the stuff that we talked about, what else? 

Ben Day: What we do in that second call in particular is we get that information and we 
build that report, that Sift Analytics report where it's, hey, here's your income 
goal? Are you hitting it or not? Here's the rest of your budget? Are you hitting it 
or not? Here's some other financial metrics that you need to be watching, and so 
that we can begin to record quick loom videos, because they're on the go. 
Nobody wants to sit down for an hour and talk to a bookkeeper. I'm sure some 
people do, but when you say it out loud, it sounds like watching paint dry. What 
we like to do is we say, "Hey, listen, give us the information and we'll record you 
a 10-minute video." 

Ben Day: That 10-to-15-minute video sometimes is just me or somebody on my team, and 
we're going through therefore financial statements. Here's your Sift report, 
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here's your income statement, balance sheet, statement of cashflows. Let's 
schedule some time when you're available and talk about whatever you want to 
talk about, but here are the goals that you addressed with me, and here's how 
you're doing on them, and here are my thoughts on them really quickly. You're 
hitting it. You're not hitting it. Can we make an introduction to you? We'll send 
them the video. 

Ben Day: They can watch it at 2:00 in the morning when they have the time. Then we've 
already done the review. We've given them the report. Then we can just get on 
the phone with them when they have a quick second and begin to have that 
personal connection if that's really what they need. But what we'll end up 
getting back and resoundingly what we get back as feedback is, "Ben, thank you 
so much for sending this to me. This is exactly what I needed. I've got one 
question about this. Can you help me get a connection here?" Then we just make 
the connection, because some people are just busy and it's just hard to service 
those clients. 

Ben Day: But having that sort of on-demand consultation space, just by having a 
prerecorded video has solved a lot of these, hey, we're too busy to sit down with 
your issues. That's really what we like to do. We also like to really push and 
remind people constantly, you can schedule time, like I want to sit down with 
you. I like seeing you, having a live conversation. So, we remind them of that. We 
really encourage them to do that. But if you get all that information upfront, you 
can absolutely give them this level of value without them being around. 

Ben Day: If you force them to show up to a meeting with you, they may not love that. I 
know some people say you have to sit down with me or you're not a client. I 
don't love that mentality, but I definitely do like to have conversations with 
people more often. There's a lot of decisions that you can make in that space. I 
love Loom videos and I love sitting down with clients. When the client's too busy, 
that Loom video pulls a lot of weight in our relationship. There's a very long-
winded way of giving you the answer that is Loom videos. 

Kirstin: Yeah. Yeah. I love Loom myself. This may tie into, and we only have like two 
more minutes left in this session, because you're awesome. One issue, and I get 
this from my clients, they don't care about meetings. They don't want to engage. 
They don't care about the same. They don't have goals. They just want their 
taxes filed every year, or whatever. Is that where you work on it in that second, 
you said that second onboarding meeting, is that where you kind of flesh all that 
out? Or how do you go about that when they don't care as much as you do 
about this stuff? 

Ben Day: Oh, sure. If somebody doesn't have goals, I don't want to work with them. 
Because that sounds like they just have a job. I want to work with excited 
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entrepreneurs and business owners. I want to work with business owners. I want 
to work with people who decided to start a business, not because it would pay 
their bills, but because it was going to give them something more. What that 
means for me is that this isn't something that we start after they've signed the 
engagement letter. It's something that I start before I get access to their 
QuickBooks to give them a proposal. One of the first questions that we'll ask 
people is, "Hey, at the end of the ..." When we're on the phone with them, we're 
feeling them for the first time it's, imagine that we're 12 months into the future, 
right? 

Ben Day: Imagine it's Christmas of next year. What would have had to have happened 
between Christmas and right now for you to look back on this time and think 
like, "Oh, we had a great year." What would that look like for you? People have 
goals, people have aspirations. They don't just want to show up and work 80 
hours a week in their business. You just have to help people figure that out. Goal 
setting, finding your why, that is not easy work. A lot of people struggle with 
that. If that's a skill that you can begin to cultivate, just by asking questions, 
getting to know them a little bit better, people will tell you. They'll say "Ben, I 
really want to quit my job so I can go do real estate full-time." 

Ben Day: "Why do you want to do that?" "Well, because my mom's about to retire and 
she needs some serious care, and I want to spend more time with her." Or, "I 
need to buy 20 more houses this year because my kid's about to go to college 
and I don't want to take out student loans for that. I want my real estate to pay 
for her college." There’re different things that you can begin to ask and draw 
those goals out upfront so you can get the story, and then as we're going 
through the proposal and the plan, we refine that story, and then once we start 
doing the bookkeeping, we can take the story and the refined pieces and say, "If 
you want to hit this goal, here's what this looks like for you, because other 
people have done it like this before." 

Ben Day: "We've done the research and hear stories of other people who've made this 
happen, and if you were going to do what they've done, here's an idea of the 
metrics that you might want to hit. How do you feel about this?" Just by bringing 
them that information, we're now a trusted advisor with absolute certainty. 
We've heard them, we're making them feel important, and we're helping them 
figure out their own goals along the way, and our folks love that. It makes them 
light up. It makes us seem like way more than just a bookkeeper. 

Kirstin: Awesome. Well, we are out of time, but it's always a pleasure, Ben, so thank you 
so much. We're going to be talking to you later today, so I'm excited about that 
too. But yeah, thank you, again. 
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Ben Day: I say this every time, it is my absolute pleasure. I will talk anybody's ear off about 
anything related to bookkeeping eight days a week. Just ask me. An absolute 
blast, and I will see some of you later this afternoon. 

Kirstin: Yeah. Sounds good. Thanks, Ben. 

Ben Day: Thank you. 

 


