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One of the questions I am asked most frequently by bookkeepers who are thinking of 
starting their own business are who have just started their own business, is: ‘How do I 
get clients?’ No-one taught us that when we were training.

Some bookkeepers say they’re happy to take on anyone as a client. That is a mistake. 
If you target anyone, you’ll end up with no-one (or at least no-one anyone else wants!). 
Identifying your ideal clients – the ones you really want to work with - is the first step 
in successful marketing. So, your first task is to define what’s called your client avatar. 
Ask yourself questions such as:

• What type of person are they?
• What type of business do they own?
• What are their needs and pain points?
• Where do they hang out (particularly online)?

Put in place the twelve marketing foundation blocks every business should have:

1. Your Marketing Strategy

2.  A conversion focussed website

3. An e-mail marketing system

4. Google My Business

5. Create a LinkedIn profile

6. Create Facebook  & Instagram 
business pages

Develop your marketing strategy by identifying your ideal client 
and niche. What problem do they have, how do you solve it, what 
results will they get and how will you transform their business?

A conversion focused website: You must be able to add content to 
your website and capture leads to nurture using email marketing 
(see below). Add a knowledge centre using ‘They Ask You Answer’.

An e-mail marketing system: As part of your follow-up process 
(see below) set up an email marketing system such as Aweber or 
MailChimp. Create a welcome sequence of emails to send auto-
matically to new prospects and broadcast at least once a week.

Complete your Google My Business checklist – it’s FREE! Ask for 
reviews, upload images and post regularly.

Create a LinkedIn profile: Create your profile and ‘About’ sections 
focused on your ideal client, the problem you solve and the results 
they will get from working with you. Complete a LinkedIn training 
programme.

Create Facebook and Instagram Business Pages and a Facebook 
Group for your ideal clients. Post regularly. Install the Facebook 
pixel on your website.
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7. Build a Knowledge Base: 

Implement ‘They Ask You Answer’ effectively use 
a Knowledge Base plug-in on your website. Add 
a question and answer every week.

8. Pricing: 

Getting your pricing right is the single most 
important part of your marketing strategy. Create 
fixed pricing and packages (not hourly rates) and 
maximise the benefits of automation.

9. Your follow-up process: 

Put in place systematic data capture for all leads 
and build a 60 day follow up campaign to include 
email, text, tips and video. Send fortnightly 
‘value’ emails to nurture your list and build 
relationships.

10. Create marketing assets: 

Build a database of marketing assets such as 
your ‘Story’, whitepapers, checklists, e-books, 
videos, blog posts, podcasts and articles.

11. Develop a marketing calendar: 

Plan your marketing activity by mapping out 
key events in the financial year and create other 
events at least 3-4 time a year to build a cam-
paign around.

12.Marketing tracking:
 
Track your marketing activity and cost by pillar to 
work out which activity is giving you the optimum 
return on investment. Focus on your most 
profitable pillars.

Small business owners can feel very lonely. 
The best thing you can do when meeting them 
for the first time is show some empathy. Don’t 
focus on their books or the debits and credits 
of bookkeeping. Try instead to make them feel 
comfortable and show that you understand them 
as a person. Being human isn’t just a nice thing to 
be, it’s the right thing to do. It’s also a competitive 
advantage. Be ready to support them through this 
time. Make an emotional connection. 
Start by asking what keeps them up at night, it 
might be:

• Figuring out how the business is doing: As 
businesses grow, owners generally lose track 
of their financial situation. They may not know 
if they’re profitable, how much they can re-
invest in the business or how much they can 
pay themselves. Tell them how you’ll put that 
information at their fingertips. 

• Dealing with the hassle of keeping their books: 
No one goes into business to do bookkeeping! 
Build systems that reduce the business own-
er’s bookkeeping commitments. For business 
owners who are scrambling to do a thousand 
things at once, there’s no greater gift you can 
give them than time. 

• Not knowing what they don’t know: Small 
business owners have a lot of questions. Be 
their go-to person. They probably worry some 
of them are naive or stupid. Be the person they 
feel comfortable asking. Tell them that the only 
stupid question is the one they don’t ask. That 
will make them more confident in themselves, 
their business, and in you.

If you are thinking of starting your own bookkeeping business, or want help to grow an existing 
business, you can get information on our courses designed specifically for bookkeepers. 

Start your own Bookkeeping Business 
and The Bookkeepers Marketing 

Academy. 
Click the button below to learn more:

Click the button below to book a no-
obligation call with me:

GROW YOUR BUSINESS
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