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Chapter One

How Long Do You 
Want to Live?

A t 1 a.m. on October 13th, two days before the tax deadline for 

clients on extension, I wake with a strange tingling on the left side 

of my body. My urst tho’ght is that Ivpe sleBt on it wrong. I get ’B, grab 

a glass of water, and try to shake it o—. :’t as I settle back into bed, the 

tingling sBreadsGdown my leg, into my arm, all the way to my ungers.

Something isn’t right.

I reach for my Bhone and do what eperyone does“ I head straight to 

Toogle. ”?ingling on the left side of the body.N ?he urst hit4 

Stroke. 

I sco—. 9o way. Ivm 0%. Ivm not haping a stroke.

I keeB scrolling, looking for something else, something less sepere. :’t 

epery search leads me right back to stroke. I sit there, foc’sing on my body. 

?he tingling intensiues. My entire left side is h’mmingGmy foot, leg, 

ungers, all tingling like Ivpe been Bl’gged into a lipe wire.

?hen I see the statistic that makes my heart Bo’nd“ 06E of women and 

R6E of men donvt make it to the JS within fo’r ho’rs of a stroke. 
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Four hours. 

?hatvs all I might hape. I read on, the words sinking into my g’tGif you 

don’t get help in time, there’s nothing the doctors can do.

I n’dge my uancWe Amanda awake and try to exBlain whatvs going 

onGmy body, the article, the fo’rCho’r window. :efore I can epen unish, 

shevs ’B, B’lling on clothes. ”qevre going to the JS,N she says, her poice 

urm.

I hesitate. Maybe we donvt need to r’sh. Maybe Ivm operreacting. :’t 

Amanda isnvt haping any of it. ”qe donvt know when this started,N she 

says. ”qe donvt hape time.N

qevre o’t the door in min’tes, heading to the closest hosBital, which is 

abo’t three miles away. :y now, the left side of my body is going n’mb. 

?he tingling crawls ’B my face, n’mbing my liBs and cheek, then the back 

of my head. I can literally draw a line down the middle of my bodyGthe 

right side is une, the left side is fading.

At the JS, they r’sh me in. ?he n’rse asks me to griB her handGmy 

left side is weaker than my right. My face is drooBing. ?hey r’n a j? scan 

and tell me the news I donvt want to hear“ They see something. ?he JS isnvt 

f’lly eV’iBBed for strokes, so they call for an amb’lance to transfer me to 

a larger hosBital with a dedicated stroke ’nit.

?he ride is a bl’r. My mind races. I try to foc’s, b’t Ivm losing control of 

my body. ?he weakness in my left side grows ’ntil I can barely stand when 

we arripe. Medical sta— swarm me as soon as the doors oBen. Ivm hooked ’B 

to monitors, wires, eperything. ?hey r’sh me thro’gh test after testGan 

MSI, another j?, an echo. My body is there, b’t I feel detached, like Ivm 

Koating Q’st o’tside of it all.
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I hear the door oBen again and someone introd’ces themselpes, b’t I 

only catch half of what she saysGn’tritionist4 9o, sBeech Bathologist. 

Jperything bl’rs.

qhen the sBeech Bathologist enters the room, Ivm still trying to hold 

onto the hoBe that this is temBorary, that Ivm going to be okay. Uhe 

gipes me a test. ”Semember these two names,N she says, and then tells 

me a simBle sentence with two names in it. I nod, ready to reBeat them. 

:’t when she asks me to recall the names, my mind blanks. I canvt 

remember them. I canvt epen come ’B with one.

9ext, she hands me a Biece of BaBer. ”Fraw a clock,N she says. A 

clock. Jasy eno’gh. I draw a circle, and she asks, ”qhere does the 1- 

go4N I Blace it at the toB, b’t when she tells me to draw the hands 

showing a sBeciuc time, I free‘e. I canvt remember how a clock works. 

How can I not remember how to draw a clock? Ivpe been looking at clocks 

all my life. As a jYA, I bill by the ho’r. Ivm always watching the clock. 

I Banic. My body feels foreign, b’t now my mind is sliBBing too. 

?hen she hits me with the unal test. ”SeBeat these n’mbers backward“ 

upe, fo’r.N 7ipe, fo’r, I think. UimBle. :’t when I oBen my mo’th, 

nothing comes o’t. My brain wonvt KiB the n’mbers. ”?ry again,N she 

says, gently. ”Uay them backward.N

I canvt do it. I try. I try with eperything Ivpe got, b’t I Q’st canvt. Four, 

five. Four, five. I chant in my head, b’t my mo’th wonvt cooBerate. 

My chest tightens. My heart races, not Q’st beca’se of the stroke b’t 

beca’se of what this means.
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2ow am I going to keeB working as a jYA if I canvt epen say two 

n’mbers backward4 2ow am I going to take care of my clients if I canvt 

remember how to draw a clock4

?he stroke ’nit becomes a waiting game. ?he doctors monitor my 

pitals, r’nning tests, watching me, waiting for the res’lts. ?he ne’C

rologist unally comes in, repiewing eperything theyvpe learned. ”2e 

rattles o— my stats like a death sentence“ 85o’vre -!- Bo’nds, yo’r 

cholesterolvs thro’gh the roof, and yo’r blood Bress’re is sitting at 1$6 

oper 1-( at rest.vN

I donvt know how to resBond. I know my health co’ld be better, 

b’tG 

”5o’vre l’cky,N he contin’es, his tone serio’s. ”:’t we need to talk 

abo’t yo’r f’t’re.N

I donvt exBect the next words o’t of his mo’th.  

“How long do you want to live, son?”

Ivm st’nned. I  Q’st look at him. 2e leans in,  eyes locking with 

mine. ”2ow long do yo’ want to lipe4N 2e asks again. ”:eca’se if 

yo’ keeB this ’BGif yo’ keeB working opertime, esBecially d’ring tax 

seasonGyo’ wonvt lipe to see the next ABril 1(th.N

2is words are like a B’nch in the g’t. 

Not live to see the next tax season? 

2e doesnvt let ’B. ”5o’vre done with opertime, son. 7oreper. Utress 

ca’sed this stroke. 5o’ donvt get to wait ’ntil things slow down. 5o’ 

stoB now, or yo’ wonvt make it.N

I nod. :’t Ivm still  trying to Brocess it  all.  jan I really gipe ’B 

opertime4 jan I change eperything abo’t how I r’n my b’siness4
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:’t itvs not Q’st abo’t me. I hape clients. I hape a family. ?hey all 

deBend on me. Utill, the ne’rologistvs poice echoes in my mind“ Do you 

want to live to see the next April 15th?

qe get back home on October 10th, b’t things donvt feel right. 

Amanda sits with me as I watch ?D, b’t as soon as the show is oper, I 

t’rn to her. ”5o’ missed it) It was the best Bart.N

Uhe looks at me, conf’sed. ”Ivpe been sitting here the whole time,N 

she says. And thatvs when I reali‘eGI don’t remember any of it.

My shortCterm memory is shot. I donvt know what day it is most 

of the time. I canvt epen remember %6 days before the stroke. Jpery 

moment feels like Ivm trying to grab sandGQ’st when I think I hape it, 

it sliBs thro’gh my ungers.

?hen, Q’st a few days after wevre home, therevs a knock at the door. 

Amanda answers it, and standing there is one of my biggest clients. A 

man who Brobably Bays me oper L(6,666 a year. 2evs got a l’nch bag 

in one hand, ules in the other, and he asks if he can meet with me epen 

tho’gh he hasnvt called ahead or made an aBBointment.

He knows I had a stroke. 

And yet, here he is, asking if I can helB him close on some real estate.

I agree to the meeting, b’t as we sit down, I reali‘eGI can’t do this. 

I canvt epen remember why wevre there. Ivm getting n’mbers wrong. I 

canvt keeB ’B with what my client is saying and I tell him so. Instead 

of getting the adpice he came for, my client leapes in tears. 

After the third client meeting that week, Amanda steBs in. ”5o’ need 

to stoB,N she says. And she’s right.
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?he weeks Bass in a fog. Itvs clear that I canvt keeB going the way I hape 

been. ?he ne’rologistvs words reBlay in my mind, oper and oper on an 

endless looB. 

How long do you want to live?

A tho’ght b’bbles to the s’rface. I hape to let him go. That client. That 

boundary-less client. And hevs not the only one. I lope my clients, b’t I 

know itvs a decision Ivll face again and again as I ug’re o’t how to r’n my 

b’siness witho’t working opertime.

Uo now, Ivm asking yo’ the same V’estion. 

How long do you want to live? 

Fo yo’ wait ’ntil itvs an emergency4 éntil itvs too late4 Or do yo’ stoB 

now4 ?ake it from meGif yo’ donvt stoB, stress will stoB yo’.

Signs It’s Time to Make a Change

2erevs the hard tr’th“ ?he moment my body started sh’tting down, the 

urst thing I tho’ght abo’t wasnvt my wife Nyes, Amanda is now my wife)O, 

my kids, or epen myselfGit was my clients. And I know Ivm not alone 

in this. If yo’vre a b’siness owner or a tax Brofessional, chances are yo’r 

clients dominate yo’r tho’ghts too, epen when yo’r health is on the line. 

It’s a sign. 

If yo’vre constantly thinking abo’t work before yo’r own wellCbeing, 

thatvs a red Kag. qhen my stroke hit, I reali‘ed Q’st how far Ivd let my 

Briorities sliB. :’t herevs the thing“ 5o’ donvt hape to wait ’ntil yo’vre on 

a hosBital bed to make a change. 5o’ can decide to make a change right 

now. 
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My wife said something that sticks with me“ qhen we donvt gipe o’r 

bodies a rest, o’r bodies will tell ’s when itvs time to restGand itvs neper at 

an oBtimal time. 7or me, that moment was October 13th, when my body 

decided eno’gh was eno’gh. :’t if yo’vre reading this, yo’ still hape time 

to stoB before yo’r body makes that choice for yo’.

Pook, Ivpe been exactly where yo’ are. Ivpe worn the shoes of epery b’siC

ness owner, epery tax Brofessional, epery jYA who has stretched themC

selpes too thin. I know what itvs like to take on too many clients, to B’t 

yo’r own health on the back b’rner, and to constantly tell yo’rself that 

yo’vll slow down ”next season.N :’t herevs the tr’thGnext season never 

comes ’nless yo’ make it come. 

Uo let me ask yo’ this“ Are yo’ showing these signs4

1. Clients come before everything else

Are yo’ B’tting o— imBortant health check’Bs, exercise, or epen rest beC

ca’se yo’vre Brioriti‘ing yo’r clientsv needs4 If the urst thing yo’ think 

abo’t when yo’vre sick or exha’sted is how this will imBact yo’r clients, 

then itvs time to step back and reevaluate.

2. You’re overweight or unhealthy

I gained a signiucant amo’nt of weight oper the years, and I wasnvt the 

only one. Pook aro’ndGhow many b’siness owners do yo’ know who 

are carrying extra weight4 qevre all g’ilty of B’tting o’r b’sinesses urst 

and o’r health second, if at all. ?he weight gain wasnvt a symBtom of Boor 

eating habits aloneGit was a symBtom of operwork, of neglecting myself, 
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of Brioriti‘ing eperything b’t my own wellCbeing. If yo’r health has taken 

a back seat, that’s a warning sign.

3. You’ve taken on too many clients

:ringing on more clients so’nds like a smart b’siness decision, right4 :’t 

let me tell yo’ something Ivpe learned the hard wayGmore isnvt always 

better. More clients mean more stress, more time, and more resBonsibility. 

2ape yo’ reached a Boint where the n’mber of clients yo’vpe taken on 

is starting to control yo’r life instead of you controlling yo’r life4 If yes, 

yo’vre at risk of burnout.

4. You can’t remember the last time you took a day o5

:e honest with yo’rselfGwhen was the last time yo’ tr’ly disconnected 

from yo’r work4 If yo’ canvt remember, or if yo’r pacations still inpolpe 

answering client emails and calls, you’re too deep in. 

,. You tell yourself“ ”I’ll slow down after this seasonA

?his is one I know all too well. Jpery tax season, I told myself the same 

thing“ 9ext season, Ivll slow down. 9ext season, Ivll take better care of 

myself. :’t next season came, and it looked Q’st like the one before it. If 

yo’vre constantly deferring yo’r own wellCbeing for the sake of the next 

deadline, you’re on a dangerous path.
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pction Ste:sH Taking an Lonest Book at Your Eusiness

Uo, if yo’ recogni‘e any of these signs in yo’rself, I want yo’ to stoB for 

a moment. Right now. ?ake a deeB breath, and letvs get real abo’t where 

yo’r b’siness is and where itvs headed if yo’ donvt make a change. Ivm not 

here to scare yo’Gb’t I am here to be yo’r adpocate. Ivm not telling yo’ 

this beca’se itvs something yo’vpe neper heard before. Ivm telling yo’ this 

beca’se Ivpe liped it, and Ivpe seen the conseV’ences of waiting too long.

2ere are some steBs to take an honest inpentory of yo’r b’siness before 

yo’r body forces yo’ to“

1. Take stock of your :hysical health

qhen was the last time yo’ pisited yo’r doctor4 qhen was the last time 

yo’ foc’sed on yo’r own health4 Make a list of the areas in yo’r life where 

yo’r health is s’—eringGwhether thatvs yo’r weight, yo’r sleeB, or yo’r 

blood Bress’re. ?hen, take action. Uched’le that doctorvs aBBointment. 

?ake a walk epery day. Utart small, b’t start now.
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2. pssess your mental health

Mental health is Q’st as critical as Bhysical health, b’t often we donvt reali‘e 

how m’ch stress, anxiety, and b’rno’t hape creBt into o’r lipes. ?ake 

a V’iet moment to assess yo’r mental wellCbeing. 2ow are yo’ feeling 

emotionally4 Are yo’ constantly anxio’s abo’t work4 Fo yo’ feel operC

whelmed more often than not4

?ake stock of how work imBacts yo’r mental health and make it a BriorC

ity to seek s’BBort if neededGwhether thatvs thro’gh theraBy, meditation, 

or simBly talking with someone yo’ tr’st.

3. qvaluate your energy levels

?ake a look at yo’r energy lepels thro’gho’t the day. Are yo’ constantly 

fatig’ed, epen when yo’vpe sleBt4 Fo yo’ need ca—eine to get thro’gh the 

afternoon4 ?hese are warning signs that yo’r body is deBleted, not Q’st 

tired. 

Utart Baying attention to when yo’r energy diBs and why. Are there 

sBeciuc actipities, work habits, or epen BeoBle that drain yo’r energy4 

Identify those Batterns and start making small adQ’stments, like incorBoC
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rating breaks, eating healthier, or c’tting back on actipities that deBlete 

yo’.

4. Check your slee: /uality

UleeB is one of the most imBortant factors for maintaining both mental 

and Bhysical health. 2ow many ho’rs are yo’ sleeBing each night4 More 

imBortantly, how is the V’ality of yo’r sleeB4 If yo’vre waking ’B exC

ha’sted or str’ggling to fall asleeB, itvs a sign that stress may be interfering 

with yo’r rest. ?ake steBs to imBrope yo’r sleeBGwhether itvs establishing 

a nighttime ro’tine, red’cing screen time before bed, or talking to yo’r 

doctor abo’t sleeB iss’es.

I hoBe to be yo’r adpocate on this Qo’rney, to enco’rage yo’ that now is 

the time to change. Fonvt wait ’ntil yo’ hape no choice. Fonvt wait ’ntil 

yo’vpe had a stroke, or worse. 5o’ still hape the oBBort’nity to reperse 
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engineer yo’r b’siness, to b’ild it in a way that serpes yo’ instead of 

controlling yo’. 

Semember this“ Stress kills. Stress causes strokes and heart attacks. I liped 

it, and I donvt want that for yo’. If yo’vre seeing the signsGif any of this 

resonates with yo’Gitvs time to take action. :e Broactipe, not reactipe. 5o’ 

deserpe a life o’tside of yo’r b’siness. 5o’ deserpe to be healthy. 

You deserve to live.



Chapter Two

What’s it Going to 
Take?

I ’m home from the hospital, and everything feels di.erentN jot ubst 

my —odycthobgh I still kan’t shaSe the fog in my headc—bt my 

mindset, tooN witting on the kobkh Aith Hmanda, everything hits me at 

onkeN I SnoA she’s Aorried a—obt me, a—obt my health, a—obt Ahat this 

all means for obr fbtbreN whe doesn’t say it, —bt I kan feel itN I’m Aorried 

tooN 

?oA am I going to taSe kare of my klientsT ?oA am I going to maSe a 

living if this isn’t something I rekover fromT qhe Bbestions sAirl arobnd 

in my mind, and I kan see Hmanda Aants ansAers as mbkh as I doN xbt Ae 

—oth SnoA there’s no BbikS FzN 

Hs I sit there, staring at the Aalls of my oAn home, the Aeight of 

everything settles inN Wor the Frst time, I realiJe I’ve —een doing this all 

ArongN I’ve pbt everythingcmy praktike, my klients, my AorSca—ove my 

oAn health for so long, I didn’t even see it happeningN xbt noA, here I amN 

Ohat’s it going to taSeT ?oA far do yob have to go —efore yob dekide 

to maSe a khangeT Hnd Ahat does that khange looS liSeT
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I asS myself those Bbestions over and overN “o yob have to —e on a 

hospital —ed, bna—le to remem—er hoA to say tAo nbm—ers —akSAardT 

“o yob have to feel yobr —ody —etraying yob, bnsbre if yob’ll ever get it 

—akST “o yob have to —e sitting in yobr living room, looSing at yobr family, 

Aondering if yob’ll even —e arobnd to taSe kare of themT

Is it going to taSe something liSe this for you to maSe a khangeT xekabse 

let me tell yobcyou don’t want to wait until you’re hereN

I looS at Hmanda, and she’s talSing, —bt sometimes I forget she’s even 

thereN It’s strange, and terrifying, —bt I’m realiJing I’ve already forgotten 

thingsN Worgotten momentsN I kan’t remem—er her sitting —eside me, kan’t 

even remem—er half the things Ae talSed a—obt last AeeSN ”y —rain ubst N N 

N Aipes them aAayN

qhe fog is so thikS, I start to Bbestion everythingN Ohat if I kan’t kome 

—akS from thisT Ohat if my mind doesn’t rekoverT ?oA Aill I taSe kare of 

my klientsT ?oA Aill I taSe kare of myselfT ”y familyT

qhe nebrologist’s Aords still ekho in my mindN Rjo more overtimeN jot 

everNV It’s not ubst a—obt this taz seasoncit’s a—obt every taz season to 

komeN I kan’t a.ord to Seep doing things the Aay I have —eenN qhe thobght 

habnts meN

Oe taSe a—obt a AeeSN I stay home, ubst trying to Fnd my footing againN 

qhen, a—obt tAo AeeSs later, Aith the doktor’s approval, Ae drive obt to 

?okhatoAn, obr favorite plake in sobtheast ESlahomaN It’s Bbiet there, 

aAay from everythingN H ka—in in the AoodsN It feels liSe ezaktly Ahat I 

needN 

Ebt there, I don’t even tbrn my phone onN Oe taSe things one step at a 

timecone small aktivity a dayN Ene day Ae taSe a AalSN qhe nezt day, Ae 
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play khekSersN qhe day after that, kardsN qhat’s a—obt all the energy I kan 

mbsterN Hnd every day, Ae talS a—obt Ahat komes neztN Ohat khanges do 

I need to maSeT Ohat ezpektations do I need to redeFneT

qhen it komes to mecI kan’t Seep living the Aay I have —eenN I have 

to maSe khanges in my praktikeN I have to redeFne hoA I AorSN I’m going 

to have to kbt —akS on hobrs, for goodN jo more overtimeN jo more late 

nightsN jo more AeeSendsN

xbt then the nezt —ig Bbestion hits me- How?

Ohen Ae get home, I sit doAn and start to maSe a listN I Arite doAn the 

klients I thinS I need to SeepN Hnd let me tell yob, that list looSs longN qoo 

longN xbt these are the klients that pay me the most moneyN qhe —ig klientsN 

qhe ones Aho have —een Aith me for Y2 yearsN qhe ones Aho maSe bp the 

—blS of my praktikeN ?oA kan I ubst let them goT

Hmanda and I spend days talSing throbgh Ahat I needN Ohat Aas sbsP

taina—leN whe helps me see things I kan’t see on my oAncthat my —bsiness 

doesn’t have to oAn meN qhat I kan reshape it, reverse engineer it, to Ft my 

life, not the other Aay arobndN

I sit doAn Aith Hmanda and a klose friend to go throbgh the listN ”y 

friend looSs at the list and says, Rqhat’s a list of klients yob Aant to Seep 

if yob kobld Seep anyone yob AantedN xbt yob’re not kapa—le of Seeping 

everyoneN 6obr time is limitedN 6obr hobrs are limitedN 6ob don’t have the 

lbzbry of Seeping every klient ubst —ekabse they pay yob a lot or have —een 

loyal for yearsNV

Hnd it stingsN It’s liSe a pbnkh in the gbtN xbt my friend is rightN

$anik thrbms in my khestN Ohat’s it really going to taSe for me to get 

throbgh thisT
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I have a klient Aho pays me L27,777 a yearN jatbrally, I have to Seep 

them, rightT xbt my friend says something that shaSes meN qhey tell 

me, RIf yob lose that one —ig klient, yob’re skreAedN xbt if yob Seep 

ten klients Aho maSe bp that L27,777, yob’ve got sta—ilityN 8ose one of 

ten and yob’re FneN 8ose that one —ig klient, and yob’re in trob—leNV

It’s a tobgh pill to sAalloA, —bt it maSes senseN qhe —igger klients 

might —e paying more, —bt they’re also the ones that don’t respekt 

—obndariesN qhey kall after hobrs, dbring vakations, on AeeSends, 

Ahenever they need somethingN Hnd I’ve let them do thatN 

qhat’s not sbstaina—le anymoreN

I looS kloser at these —ig klients, and something else maSes me pabseN 

qhe klients Aho’ve —een Aith me for tAenty, tAentyPFve yearsT qhey’ve 

gotten bsed to doing things a kertain Aaycthe wrong wayN qhey Aait 

bntil the last minbte to send me their dokbmentsN qhey’re the ones 

Aho shoA bp at the deadline Aith a mess of papers and ezpekt me to 

Fz itN 

OhyT 

Because I let them. 

Wor years, I let them diktate the termsN I akkepted their ha—its, and 

noA I’m the one paying the prikeN It’s not a—obt loyalty anymoreN I 

have to start thinSing a—obt myselfN Ohat’s —est for meT Ohat Sind of 

klient Fts my ezpektations, not the other Aay arobndT

qhere Aas one klient in partikblar Aho I told yob a—obt earlierca —ig 

player in real estate, paying me more than any other klientN Hnd yet, he Aas 

the Aorst o.enderN ?e kalled on AeeSends, dbring holidays, Ahenever he 

needed something doneN Hnd I alAays ansAeredN HlAays said yesN qhat’s 
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the danger of —ig klientscAhen they say ubmp, yob don’t ubst asS hoA 

highN 6ob’re already in the air —efore they Fnish their sentenkeN 

Hnd that is  Ahat he ezpekted Ahen he shoAed bp at my hobse 

bnannobnked ubst days after my stroSe, ezpekting ansAersN

Ohen Ae head —akS home from the Ailderness, I SnoA I need to 

maSe some dekisionsN xig onesN I’m a—obt a month obt from the stroSe 

noA, and qhanSsgiving is koming bp fastN I need to FnaliJe my list 

of klients —y then —ekabse, after qhanSsgiving, I’ll start letting people 

SnoAN 

qhis is itN qhere’s no more time to delayN 

$btting myself Frst felt foreign, even ArongN Wor years, I’d —een proP

grammed to —elieve that taSing kare of my klients kame Frstc—ekabse 

Aithobt them, there Aas no —bsiness, no inkomeN xbt noA, for the Frst 

time in my life, I had to thinS a—obt myselfN ”y healthN ”y fbtbreN Hnd 

it Aas harder than I ezpektedN

It striSes me Ahat I need to do- I need to reverse engineer my praktikeN 

qhis isn’t yobr typikal reverse engineering Ahere yob thinS a—obt hoA 

mbkh money yob Aant to maSe then determine the nbm—er of klients 

yob need to hit that nbm—erN qhis is mbkh more important than thatN 

Instead of thinSing a—obt Ahat my klients ezpekt from me, I have to 

start thinSing a—obt what I expect from themN  I have to —e my oAn 

advokateN

It’s a komplete mindset shiftN I’ve —een doing this for over thirty 

years, and for most of that time, I’ve let my klients set the rblesN xbt 

noA, if I Aant to sbrvivecif I want to livecI have to khange the rblesN 

I start —y redeFning my ezpektationsN 
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Ohat Sind of klients do I AantT I Aant klients Aho give me their inP

formation on timeN 3lients Aho respekt that I don’t AorS evenings or 

AeeSendsN 3lients Aho don’t ezpekt me to drop everything for themN

Hnd here’s the thingcif I had —een thinSing this Aay from the —eP

ginning, I Aobld’ve —een mbkh —etter o.N It’s liSe a fastPfood restabrantN 

qhinS a—obt 3hikSPFlPHN qhey don’t sell takos or —brgers or anything 

obtside of their menbN qhey sell chickenN qhat’s itN If yob go there, it’s 

—ekabse yob Aant Ahat they o.er, not —ekabse yob ezpekt them to meet 

every need yob haveN

qhat’s hoA I need to approakh my —bsinessN I’m not going to o.er 

everything to every klientN I’m going to o.er Ahat I’m good atN What I’m 

the best atN Hnd if that doesn’t meet the klient’s needs, Aell, that’s oSayN 

qhey’re not the right klient for meN It’s not selFshcit’s sbrvivalN

Hnd it’s not ubst a—obt time anymoreN It’s a—obt my healthN It’s a—obt 

—obndariesN It’s a—obt maSing sbre I’m still arobnd for the nezt thirty 

years, not ubst the nezt thirty daysN

I need klients Aho Ft my ezpektationsN

qhe dekision —ekomes klearer the more I thinS a—obt itN I SnoA Ahikh 

klients aren’t going to FtN qhe ones Aho ezpekt too mbkh, Aho don’t reP

spekt my —obndaries, Aho taSe advantage of my time and energyN qhey’ve 

got to goN

KedeFning my ezpektations isn’t ubst a—obt kbtting hobrsN It’s a—obt 

reshaping my entire —bsiness to AorS for me, not the other Aay arobndN

wo, I sit doAn, maSe my list, and dekideN I’m not Aaiting anymoreN I’ve 

got to advokate for myselfN

Ohat’s it going to taSe for yob to do the sameT
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Signs It’s Time to Take Control

Ht this point, it’s klear- In order to sbstain yobr health and yobr —bsiness, 

yob need to redeFne yobr ezpektationscnot ubst for yobrself —bt for yobr 

klientsN 6ob kan no longer operate —ased on Ahat yobr klients Aant from 

yobN joA, it’s a—obt Ahat you need from themN qhis shift in thinSing is 

krbkial to rbnning a —bsiness that AorSs for yob, not against yobN

?ere are a feA signs it’s time for yob to taSe kontrol-

1. Your clients have no boundaries

xobndaries are essential if yob Aant to protekt yobr time, energy, and 

healthN wome types of klients Aill alAays asS for more if yob let them, and 

Aithobt klear limits, yob’ll Fnd yobrself AorSing evenings, AeeSends, or 

even throbgh illnesses ubst to Seep bpN 

It’s time to esta—lish Frm —obndariesN 6ob get to dekide Ahen and hoA 

yob’re availa—le to klientscand it’s okay to say no when something 

doesn’t fit within those parameters.

2. Your clients aren’t a good 3t 

jot every klient is the right Ft for yobr —bsinessN 4ven longPterm, highPpayP

ing klients kan —ekome a lia—ility if they don’t respekt yobr —obndaries 

or kontri—bte to yobr stressN Hs yob redeFne yobr praktike, yob need to 

evalbate eakh klient and asS yobrself if they trbly align Aith yobr neA 

ezpektationsN 
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Clients who respect your time, meet deadlines, and contribute 

positively to your business are the ones you should keep.

p. You’re too caught uy in client loAaltA

8oyalty to yobr klients is important, —bt it kan’t kome at the kost of yobr 

healthN ”any of bs are konditioned to —elieve that longPstanding klients 

deserve to stay Aith bs, no matter AhatN xbt if those klients no longer Ft 

Aithin the —bsiness model yob need to sbrvive, it’s time to rethinS that 

loyaltyN 

Sustainability is the key to long-term success, and that sometimes 

means letting go of klients Aho don’t align Aith yobr goals for the fbtbreN

KekogniJing these signs is the Frst step toAard taSing kontrol of yobr 

—bsiness and yobr lifeN It’s not easy to set —obndaries, evalbate longPterm 

klient relationships, or let go of loyalty that no longer serves yob, —bt 

it’s essential for yobr health and fbtbreN qhe shift from prioritiJing klient 

demands to pbtting yobr needs Frst is Ahat Aill kreate a sbstaina—le, 

sbkkessfbl —bsiness that doesn’t drain yobN xy taSing kontrol noA, yob’re 

—bilding a fobndation that alloAs yob to thrive in the long termc—oth 

professionally and personallyN

:ction SteysR wevieLing Your Client xist

joA that yob’ve given some thobght as to Ahat it’s going to taSe to —bild 

a —bsiness that’s good for yobr health, it’s time to taSe the Frst steps to 

implement these khangesN ?ere’s Ahere to start-
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1. Consider your eMyectations

xefore yob start evalbating yobr klients, taSe time to thinS a—obt Ahat 

Aou need from yobr —bsinessN Ohat Sind of —obndaries do yob Aant in 

plakeT Ohat are yobr ezpektations for the types of klients yob AorS Aith, 

the hobrs yob’re availa—le, and the servikes yob o.erT

Orite doAn yobr nonPnegotia—les- these are the ezpektations yob mbst 

bphold to maintain a healthy —alanke —etAeen yobr AorS and personal lifeN 

xeing klear on yobr oAn needs Aill maSe it easier to identify Ahikh klients 

Ftcand Ahikh don’tN

2. 4ake a client list based on Aour eMyectations

qaSe a moment to list all yobr klients and assess them against yobr neA 

ezpektationsN Wor eakh klient, asS-

  “o they konsistently meet deadlinesT

  “o they respekt my AorS hobrs and not kontakt me dbring 

evenings or AeeSendsT

  “o they pay Aithobt argbment and on timeT
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  “o they treat yobr relationship Aith respektT

Enke yob’ve ansAered these Bbestions, separate yobr klients into tAo 

grobps- those Aho meet yobr ezpektations and those Aho don’tN qhis Aill 

—e the fobndation for dekiding Aho stays and Aho goesN

p. Consider Aour boundaries

“eFne Ahat yobr —obndaries looS liSe moving forAardN 3onsider the 

folloAing-

  Ohat are yobr ideal AorSing hobrs, and Ahen are yob availa—le to 

klientsT

  Oill yob alloA afterPhobrs or AeeSend AorST

  Ohat types of tasSs or reBbests are yob no longer Ailling to taSe 

onT

Orite doAn yobr —obndaries and maSe them klear to yobrself FrstN 

qhen, prepare to kommbnikate them klearly to yobr klientsN
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(. wevisit Aour client agreements

KevieA yobr ezisting klient agreements to ensbre they reJekt yobr neA 

ezpektationsN If nekessary, bpdate them to inklbde-

  wpekiFk AorSing hobrs and response times,

  Hny khanges in the skope of servikes yob’re Ailling to provide, 

and

  $ayment terms and deadlinesN

4nsbre these agreements are straightforAard and reJekt yobr need to 

maintain a sbstaina—le, healthy —bsinessN If yobr kontrakts aren’t klear 

on —obndaries, noA’s the time to maSe those adubstmentsN Ohere do 

yobr kontrakts need to —e more klearT
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Hs I sat there, staring at the names on my klient list, I realiJed this Aas 

the momentN qhis Aasn’t ubst a—obt maSing tobgh dekisionsK it Aas a—obt 

khoosing sbrvivalcmy survivalN It —ekame klear that kontinbing doAn the 

same path, Aith the same ezpektations that everyone else had of me, Aasn’t 

an option anymoreN qhe Bbestion noA Aasn’t ubst, R?oA do I maSe it 

throbgh this taz seasonTVcit Aas, R?oA do I maSe it throbgh the nezt I7 

yearsTV

I had to taSe kontrol and redeFne the terms on Ahikh I Aobld operateN 

qhere Aas no more room for dob—t, no more pbshing o. the dekision 

for Rnezt seasonNV qhe time had kome to draA my line in the sand, to set 

—obndaries that AorSed for me, and to sbrrobnd myself Aith klients Aho 

respekted thatN qhis Aasn’t ubst a—obt saving my —bsinesscit Aas a—obt 

saving my lifeN Hnd I SneA if I didn’t maSe these khanges noA, the prike 

Aobld —e far greater than any one klient kobld ever payN



Chapter Three

Be Your Own 
Advocate

B eing your own advocate—it’s something we talk about a lot, but 

not many of us truly understand how important it is, especially 

in a profession like mine. As CPAs, we’re trained from day one to 

put our clients Irst. Wt’s drilled into us in school, reinforced in our 

early careers, and becomes second nature as we build our practices. 

-e believe that serving our clients is the highest priority, often to the 

detriment of our own wellzbeing. 

But after the stroke, W reali:ed somethingL W had spent years advocatz

ing for my clients without ever advocating for myself. And the truth is, 

if you’re not an advocate for yourself, no one else is going to be—not 

in the way that you need. W had to learn that the hard way.

xet’s return to the eJample W gave in chapter one. Uust a few days after W 

got home from the hospital, a client showed up at my door. “nannounced, 

they knocked, and when Amanda answered, there they stood with a lunch 

bag in one hand and a Ile in the other. ”Uust checking in on you,O they 
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said, ”and W brought you something to eat. By the way, can we go over these 

IlesTO

W’m barely recovering, still trying to piece my life back together, and 

there’s my client, standing at my front door, eJpecting me to dive right 

back into work. Fhat’s when it hit meL Yor all the talk about putting your 

health Irst, when push comes to shove, people will prioriti:e their own 

needs. Fhey’ll say, ”Fake care of yourself, your health comes IrstO—right 

up until it impacts them. And W can’t blame them for that, because that’s 

how we’re wired. -e’re all advocates for ourselves.

jou have to recogni:e that, in life and in business, everyone is going 

to advocate for what they need. jour clients, your employees, your famz

ily—they all have their own needs, and they will naturally advocate for 

them. -hat W had to learn was that their advocacy wasn’t criticism or a lack 

of concern for me. Wt was qust them looking out for themselves. And that 

meant W had to start looking out for myself, too.

Being my own advocate wasn’t qust about drawing boundaries with 

clients. Wt became about more than that. W had to fundamentally change 

how W viewed my role as a CPA, a business owner, and a person. Yor 

years, W let my clients dictate the terms of our relationship—late nights, 

lastzminute re!uests, weekends sacriIced to meet their deadlines. But the 

truth is, W had never even thought to ask myselfL What do I need?

Fhe turning point came when W reali:ed that advocating for myself 

didn’t mean standing up and shouting, ”W’m done with overtimeRO Wt 

didn’t mean making demands. Wt meant taking a !uiet, internal stand—dez

ciding what W needed to live the life W wanted and then being honest with 

myself and my clients about it. Hometimes being honest with yourself is 
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one of the toughest things to do. Fhis meant accepting that some clients’ 

needs weren’t going to align with my eJpectations anymore. And that 

was okay. 

Wt wasn’t easy, though. -hen W started telling clients W couldn’t meet 

their eJpectations, they didn’t eJactly throw a party. Home were supz

portive. Sthers pushed back, saying things like, ”W get it, but don’t get 

too busy for me.O Fhis translated to, ”W still need you to prioriti:e me.O 

Fhat’s when W reali:ed advocating for myself meant accepting that not 

everyone would be happy with my boundaries, and that was their right. 

But it was also my right to set those boundaries in the Irst place.

Wt’s common to fear that setting boundaries will upset your clients or 

make them leave. But here’s the realityL clients will advocate for themz

selves, and you have to do the same. Wf you lose a client because they can’t 

respect your needs, that’s a sign they aren’t a good It for your business. 

Wn the long term, the clients who stay are the ones who value the !uality 

and consistency you provide, not the number of hours you work

Wn the end, being your own advocate comes down to thisL You are 

responsible for deIning what you need, and for being honest about 

whether your business and your life are giving you that. Wf they aren’t, 

you have to be willing to make changes, even if they’re uncomfortable or 

unpopular. Because if you don’t stand up for yourself, no one else will. 

And if you wait too long, there might come a time when it’s too late to 

stand up at all.

Advocating for myself also means advocating for my clients—but in a 

di;erent way than W had been. By telling them W wasn’t the best It for 

their needs anymore, W wasn’t abandoning them. W was ensuring they found 
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someone who could truly serve them better than W could in this new 

phase of my life. Wt’s not selIsh3 it’s honest.

-e’ve been conditioned to believe that putting ourselves Irst is 

selIsh, but this couldn’t be further from the truth. Advocating for 

yourself means setting boundaries that allow you to be a better busiz

ness owner, a better service provider, and a healthier individual. Wn fact, 

by being your own advocate, you’re also advocating for your clients by 

ensuring you can serve them to the best of your abilities.

Ho, the neJt time you’re tempted to put yourself last, think about it 

this wayL jour clients are always going to be advocates for themselves. 

Fhey’ll draw their own lines. Fhey’ll decide what they’re willing to pay, 

what deadlines they can meet, and how much access they want to you. 

Fhat’s their right, qust as it’s your right to decide what you’re willing 

to give in return.

Wn the CPA world, we’re conditioned to believe that the only way 

to succeed is to work more, charge less, and make our clients happy 

at all costs. But what W’ve learned is thisL Huccess doesn’t come from 

making everyone else happy. Wt comes from building a business and a 

life that works for you, one that allows you to meet your own needs 

Irst. Sne that’s sustainable. And that’s what being your own advocate 

is all about.

xooking back, W wish W’d known this sooner. Wf W had started my 

career by setting boundaries—by deciding that W wasn’t going to work 

overtime or take on more clients than W could handle—W would have 

still had a successful practice. Wn fact, W might have been more successful 

because W wouldn’t have been burned out all the time. 
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But it’s not too late. Fhe beauty of advocating for yourself is that you can 

start today. jou don’t need a lifezthreatening event to give you permission. 

jou qust need to decide that you’re worth it—and you are.

Signs It’s Time to Advocate for Yourself

Wn the CPA profession, we’re often taught that serving clients is the ulz

timate priority—sometimes at the eJpense of our own wellzbeing. Fhis 

mindset becomes ingrained, pushing us to work overtime, sacriIce perz

sonal time, and neglect our health. But if you don’t advocate for yourself, 

who willT 

Vecogni:ing when it’s time to speak up for your own needs is crucial for 

both your career and your health. Wf you’re looking for a sign that it’s time 

to advocate for yourself, here are threeL

1. You’re stuck in client-2rst mode  

jou’ve spent your career putting clients Irst, believing it’s the only way 

to succeed. But if you Ind yourself consistently compromising your own 

needs—whether it’s working through illnesses, skipping family time, or 

pushing through eJhaustion—it’s a sign that you need to prioriti:e yourz

self. 

Serving your clients doesn’t mean sacrificing your well-being.
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y. You feel guiltb for setting 3oundaries  

Wf you hesitate to set boundaries because you fear disappointing your 

clients or letting them down, it’s time to reevaluate. Advocating for yourz

self isn’t selIsh—it’s necessary. jour clients may push back, but their rez

action doesn’t mean your boundaries are wrong. Wt means they’re simply 

advocating for themselves. jou need to do the same.

Respecting your limits is just as important as respecting your 

clients.

O. pvertime is bour norm  

-hen overtime becomes standard practice instead of an occasional eJcepz

tion, you’re at risk of burnout. Wf you dread taJ season because it means 

endless hours of work, missed family dinners, and sleepless nights, it’s a 

clear indicator that you need to advocate for change. 

You can’t do your best work if you’re constantly drained.

Vecogni:ing these signs is the Irst step toward reclaiming control over 

your business and your life. Wf you continue to put others’ needs before 

your own, you’ll eventually run out of the energy and focus necessary to 

succeed. Vemember, advocating for yourself isn’t selIsh—it’s essential for 

longzterm success and balance.
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Action Ste:sH woD to Start Advocating for Yourself

-hen you’re not used to advocating for yourself, it can feel a bit strange 

when you Irst start doing it. Being your own advocate isn’t about being 

demanding—it’s about deIning what you need and ensuring your busiz

ness aligns with those needs. Eere’s how to get startedL

1. hraD bour line in tCe sand  

Fake time to deIne what you need to function at your best. Ws it more rest, 

fewer clients, or limiting your work hours to a reasonable numberT 7ecide 

what your nonznegotiables are and make them clear to yourself Irst.

-rite these boundaries down. Fhis could include limiting overtime, 

taking weekends o;, or setting speciIc client communication hours. 

-hatever you choose, make sure you stick to it. “ltimately, you are responz

sible for sticking to these new boundaries, but you might want to share 

them with someone close to you so they can help keep you accountable. 

Fhere is power in the supportive people around us.
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y. Rommunicate bour 3oundaries  

Snce you’ve established your boundaries, it’s time to communicate them. 

Wnform your clients about the changes in a clear and respectful way. jou 

might be surprised at how many will understand and appreciate your 

honesty.

“se language that emphasi:es the beneIts for both you and your clients, 

such as, ”By setting these boundaries, W can continue to serve you e;ectively 

and ensure W deliver the highest !uality work.O

O. )eassess bour client relationsCi:s  

Nvaluate your client relationships to see who respects your time and who 

constantly pushes your limits. Consider whether those who don’t respect 

your boundaries are worth keeping. Wt’s okay to let go of clients who 

don’t align with your new eJpectations—it’s about Inding balance for 

your health and your business. -hat client relationships do you need to 

reconsiderT
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7on’t be afraid to make hard decisions. Part of advocating for yourself 

is recogni:ing when a client relationship no longer serves you.

By following these measures, you’ll take the Irst important steps toward 

creating a sustainable business that works for you, rather than one that 

drains you. Advocating for yourself is not about being selIsh—it’s about 

protecting your future and ensuring that you can continue doing the work 

you love in a way that’s healthy and sustainable.



Chapter Four

Reverse Engineering 
Dedne�

W hen you’re running a business, it’s easy to lose sight of what 

matters most. For many of us, especially in the CPA profession, 

our focus gets stuck on serving clients, hitting deadlines, and growing 

revenue. We Tnd ourselves in a cycle of constant motion, taking on more 

and more without stopping to ask if we’re heading in the right direction. 

Rhis is where the concept of reverse engineering becomes essential.

Ieverse engineering, at its core, is about starting with the end in mind. 

—t’s looking at where you want to beqboth in life and in businessqand 

then Tguring out the steps it takes to work backwards to get there. For 

me, it meant asking tough :uestions after my strokeH ?ow many clients 

can — really serveS ?ow many hours can — work without compromising my 

healthS ?ow do — balance my life and my business without sacriTcing one 

for the otherS

Eo, how do you begin to reverse engineer your businessS

Rhink about what your ideal business looks like. —f you could start 

from scratch, how many clients would you handleS ?ow many hours a 
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week would you workS What kind of clients would you serveS And most 

importantly, how much money would you need to makeqnot Must want to 

makeqto live comfortably and meet your personal and professional goalsS

When — sat down to reverse engineer my practice, — had to get real with 

myself. -ost of us, when we start a business, don’t take the time to calcux

late this. We get caught up in the e“citement and hustle, often using what — 

call the ”napkin method! to plan out our business. We scribble down how 

many clients we’ll need, how much we’ll charge, andqboomBqwe assume 

we’ve got a solid plan.

6ut as we all know, businesses don’t run on napkins. We’re :uickly met 

with client demands, une“pected e“penses, and the reality that working for 

yourself doesn’t mean freedomqit often means working 0zxhour weeks 

Must to stay aOoat. And without realiYing it, you’re trapped in a pattern of 

taking on too much, because somewhere along the way, you lost sight of 

the why behind it all.

Ro reverse engineer eJectively, you have to lean into your e“periences. —f 

someone came to you and asked for advice on starting a business like yours, 

what would you tell themS Would you tell them to take on every client 

they could, work weekends, push themselves to e“haustion, and charge the 

leastS 

7f course notB 

8ou’d likely share some of your hardxearned lessonsqthe moments 

where you failed, overcommitted, or let the business consume you. Geep 

those in mind as you start the reverse engineering process. For me, this 

was working too much overtimeand not setting boundaries. ?eck, — didn’t 

even know what boundaries were.  
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— like to think you’d also have some victories to share, the strategies that 

did work. 6efore reverse engineering my practice, some of my successes 

included being loyal to my client base and growing my business steadily 

over the years. — was able to attract highxpaying clients, many of whom 

stayed with me for decades, which provided a strong sense of stability. 

— also became known for taking on comple“ ta“ cases, delivering :uality 

work, and being available whenever clients needed meqeven if it meant 

working late nights and weekends. Rhis commitment earned me a solid 

reputation in the CPA world, allowing me to e“pand my practice :uickly. 

— was successful in increasing my revenue and taking on more clients 

than — ever thought possible, driven by the belief that more clients and 

more work meant greater success. ?owever, while these were successes on 

paper, they eventually led me to realiYe that growth without structure wasn’t 

sustainable.

—t’s these e“periences, both good and bad, that will help you reverse 

engineer a better business model. Eo, start by asking yourself, how did you 

get hereS ?ow did you end up with your current workload, client list, and 

business structureS -ost likely, it wasn’t part of a wellxthoughtxout plan. 

—t Must happened.

Kow is the time to take control and create a business that works for 

you. —t starts with knowing e“actly what you needqboth personally and 

professionallyqand making sure what you’re focusing on going forward 

meets those needs.

7ne of the most important aspects of reverse engineering is deTning 

your bottom line. ?ow much proTt do you need to make each month to 

meet your goalsS Kot how much revenueqprofit. And be realistic. Eure, 
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we all dream of making millions, but what’s the actual number you need 

to live the life you wantS For me, — had to sit down and Tgure out what my 

family needed, what — wanted to set aside for the future, and how much — 

needed to make to maintain a comfortable lifestyle.

7nce you know that number, you can work backward. ?ow many 

clients do you need to serve to hit that targetS ?ow much should you 

charge per clientS And, Must as importantly, how many hours can you 

realistically work without burning outS —n my case, after my stroke, — knew 

— couldn’t work the way — had before. — had to adMust my business model to 

Tt my new reality.

-ost small business owners don’t have a clear plan for how many clients 

they need or how many hours they can work. We get stuck in a cycle 

of saying ”yes! to everything because we’re constantly chasing revenue, 

without thinking about proTtability. We think, ”—f — take on more clients, 

—’ll make more money.! 6ut that’s not always true.

Consider a large corporate client who you think will signiTcantly boost 

your income. Rhey pay well, but they also re:uire constant attention, frex

:uent lastxminute meetings, and have complicated ta“ needs that take far 

more time than you anticipate. 3espite the high fees, you end up working 

long hours Must to keep up with them, which means neglecting other clients 

and your own health. 

—n the end, the e“tra revenue doesn’t compensate for the added stress, e“x

haustion, and missed opportunities with clients who were easier to manage 

and Tt better into your business. Rhis is a hard lesson in how more clients 

don’t always e:ual more proTtqsometimes they Must drain your time and 

energy without a proportionate Tnancial return.
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-any businesses fail because they focus on increasing revenue without 

considering the actual cost of running the business. 8ou end up adding 

clients, taking on more work, and stretching yourself thin, all while your 

proTtability stagnates or even declines. 8ou forget that the goal of having 

a business was to make a profit and live a better lifeqnot to work yourself 

to death.

Ieverse engineering helps you avoid that trap. —t forces you to think 

critically about what you really need in terms of clients, revenue, and hours 

worked.

2ust as important as deTning your Tnancial goals is deTning how you 

spend your time. For me, this was nonxnegotiable after my stroke. — had 

to prioritiYe sleep, which meant — couldn’t work the craYy hours — used to. 

Whether you’ve faced a health scare or not, the truth is, none of us can 

work 91;4. We need sleep, rest, and time away from work to recharge.

Eo, start by asking yourselfH ?ow many hours can you work each day, 

realisticallyS -ost people can’t function well on less than eight hours of 

sleep. —f you’re pushing yourself to run on four or si“ hours of sleep, you’re 

setting yourself up for longxterm damage. 7nce you know how much sleep 

you need, you can Tgure out how many hours you have left in the day to 

dedicate to work. 

For me, — knew — could work no more than eight hours a day, and that’s 

how — reverse engineered my time. — started with the hours — had available 

and then Tgured out how many clients — could realistically serve in that 

time. — couldn’t work overtime anymore, so — had to make each hour count.

Finally, once you’ve Tgured out how much time you have and how many 

clients you can serve, you need to know your value. What are you worth per 
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hourS -any business owners undercharge, thinking they’ll make up the 

diJerence by taking on more clients. 6ut that’s a :uick path to burnout. 

—nstead, Tgure out what you need to charge to cover your costs, make a 

proTt, and maintain a healthy workxlife balance.

—t’s all about balancing input and output. 8ou can’t serve everyone, and 

you can’t work all hours of the day. 6y reverse engineering your business, 

you can Tnd the sweet spot where your work supports your life, not the 

other way around.

Signs It’s Time to Reverse Engineer Your Business

Iunning a business without a clear plan or direction can lead to burnout, 

ineJciency, and ultimately, a lack of proTtability. —f you Tnd yourself 

constantly chasing more clients, working overtime, or losing track of your 

personal goals, it’s time to take a step back. 

?ere are the signs that it’s time to reverse engineer your businessH

1. You’re always busy but never getting ahead  

—f you’re working long hours but feel like you’re stuck in place, it’s a sign 

that your business isn’t structured for success. Eimply taking on more work 

won’t lead to the results you want if your time and energy are being drained 

ineJciently.

6eing busy without progress is a sign your business needs structure, 

not more work.
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2. You’re unsure how much pro3t you’re really making  

6ringing in revenue is one thing, but if you can’t clearly see how 

much proTt you’re actually keeping after e“penses, it’s a sign that your 

business model needs adMustment. ProTtability, not revenue, should be 

your primary focus.

—f you can’t measure your proTt, you can’t growqpro3t is the real 

target, not Must revenue.

f. Your clients are controlling your schedule  

—f your clients are dictating when and how you work, rather than you 

deciding what works best for your business and lifestyle, it’s time to 

reevaluate. 8our time is your most valuable asset, and you need to 

manage it eJectively.

8ou  should  be  running  your  business,  not  the  other  way 

aroundqtake back control o4 your time.

“. You’re constantly saying ”yes5 to everything even 

when you don’t want to

Whether it’s taking on e“tra proMects, working overtime, or accommox

dating diJcult clients, constantly saying ”yes! to everything is a red 

Oag. Rhis approach may bring in more revenue, but it won’t lead to 

sustainable growth or a balanced life.
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Eaying yes to everything leaves no room for what matters mostqlearn 

to say no.

A. You’re overwhelmed and losing passion 4or your work  

7ne of the clearest signs that it’s time to reverse engineer your business is 

when you feel overwhelmed, stressed, or disconnected from the work you 

once loved. A successful business should support your life, not consume 

it.

When the work you love feels like a burden, it’s time to realign your 

business with your li4e.

—f any of these signs resonate with you, it’s time to take a step back and 

reassess how your business operates. Rhe path to success isn’t about workx

ing harder or taking on moreqit’s about building a business that serves 

your life, not the other way around. Ieverse engineering your practice 

allows you to restructure in a way that aligns with your goals, protects your 

wellxbeing, and ensures longxterm proTtability. —t’s not Must about survivalL 

it’s about thriving in a business that works for you.

:ction StepsL Rede3ning Your Business 4or -ongCTerm 

Success

Kow that you’ve recogniYed the signs that your business needs a change, 

it’s time to take action. Ieverse engineering your business starts with 

breaking things down and rebuilding them in a way that works for you. 

?ere are the steps you can takeH
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1. xonsider your eDpectations  

What kind of business do you really want to runS ?ow many clients can 

you serve while maintaining a healthy workxlife balanceS 6e clear about 

your e“pectations for your time, workload, and client relationships. Rhis 

is the foundation for reverse engineering your business.

2. 0e3ne your bottom line  

Figure out how much proTt you need to make each month to meet your 

personal and professional goals. Rhis includes considering your lifestyle, 

savings goals, and any future plans for retirement. 7nce you know this 

number, you can work backward to determine how many clients you need 

and how much you should charge.
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f. Reclaim control o4 your time  

Etart with the basicsH ?ow many hours a day can you work without comx

promising your healthS 6e honest with yourself about how much sleep you 

need and how many hours you can realistically dedicate to work each week. 

Dse this information to determine how many clients you can serve within 

those hours.

—n the end, reverse engineering your business is about taking control 

and building something that works for you, not against you. 6y deTning 

clear boundaries, focusing on proTtability over revenue, and ensuring your 

business aligns with your personal values, you can create a practice that 

supports your life rather than consumes it. 

Rhis approach isn’t about doing moreqit’s about doing better, and 

working smarter, not harder. 6y taking the time to reverse engineer your 

practice, you’re setting the foundation for sustainable growth, personal 

fulTllment, and longxterm success. —t’s a necessary step to ensure you’re not 

Must surviving in business, but thriving.



Chapter Five

Maintaining Integrity 

W hen I was in college my grandfather gave me some of the best 

advice I’ve ever received: Maintain your integrity in every-

thing you do. As a CPA, tax professional, or anyone in business, in-

tegrity is a core value we are taught to uphold. It’s drilled into us 

through guidelines like IRS Circular 230 and the AICPA Code of 

Conduct. These documents emphasize acting with “due care” for our 

clients, but what does that really mean when we’re caught in the grind 

of daily operations? 

We all know that integrity is about being honest, ethical, and fair. 

But when it comes to running a business—especially a business with 

growing demands—integrity also means understanding our limits. 

Think of it like the integrity of a bridge. The strength of a bridge 

is measured by how much weight it can bear before it breaks. If you 

overload it with too many cars, trucks, or trains, eventually, it will col-

lapse. And that’s not because the bridge was poorly built or faulty—it’s 

because it was pushed beyond its capacity. 

The same principle applies to us as business owners and professionals. 

We all have a limit on how much we can handle before something breaks, 
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whether it’s our health, our relationships, or the quality of the work 

we’re delivering to clients. 

For a moment, let’s use an example that brings this closer to home. 

Imagine you need to have knee surgery. You want the best surgeon for 

the job, someone with experience, skill, and precision. Now, what if you 

found out that this surgeon works seven days a week, performs surgeries 

at 1 a.m., and squeezes patients in between others just to keep up? 

You’d probably hesitate, right? No matter how skilled that surgeon 

might be, you’d start to wonder if they’re giving each patient the care-

ful attention they need. Would they be fresh enough to handle your 

surgery properly? Are they working so much that they’re bound to 

make mistakes?

This is exactly what happens to us as business owners when we push 

ourselves too hard. We take on more clients, work longer hours, and 

say “yes” to every request, believing we’re doing the right thing by 

accommodating everyone. But in reality, we’re risking the integrity of 

our work, our relationships with clients, and our well-being.

There’s a point where we, like that overburdened bridge, start to 

buckle under the weight. Maybe it’s exhaustion from too many late 

nights or the stress of trying to keep up with a never-ending workload. 

Whatever it is, the result is the same: our work suJers, and so do we.

We tell ourselves that by taking on more, we’re helping our clients, but 

in reality, we might be doing them a disservice. By spreading ourselves too 

thin, we can’t give any one client the full attention and care they deserve. 

Oust like that surgeon who’s running on empty, we’re not operating at our 

best, and that’s where things can start to go wrong. Mistakes happen when 
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we’re tired and stretched too far—whether it’s an overlooked detail in 

a tax return or missing a crucial deadline.

Maintaining integrity in business isn’t just about being ethical or 

honest. You need to recognize when you’ve reached your limit. It’s 

about having the humility to admit that you can’t do it all and the 

courage to say “no” when you need to. When you tell a client that 

you’re at capacity and can’t take on more work without risking quality, 

you’re actually being an advocate for them, too. You’re protecting 

them from being part of a rushed, half-hearted process.

In the tax industry—or any industry for that matter—the stakes are 

high. We’re dealing with serious matters like government 7lings and 

compliance. If you’re overworked and not paying close attention, the 

consequences can be signi7cant. So why do we keep pushing ourselves 

past our limits?

Part of the problem is the culture around business. We’re taught that 

success means always saying “yes” and taking on as much as possible. 

It’s almost a badge of honor to be overloaded, as if being constantly 

busy is a sign that we’re doing well. But what we often overlook is 

the cost of that approach—the cost to our health, our clients, and the 

long-term sustainability of our businesses.

Oust like a bridge has a limit to how much weight it can bear, we 

have limits too. It’s not a sign of weakness to admit that we can’t do 

everything8 it’s a sign of strength. By staying within our limits, we’re 

ensuring that we can continue to deliver high-quality work without 

burning out or sacri7cing our well-being.
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So, how do we maintain our integrity while cutting hours and clients? 

It starts with being honest with ourselves about what we can realistically 

handle. If we keep piling on more work, we’re not just putting our own 

health at risk—we’re also putting our clients and our business in jeopardy. 

To maintain integrity, we need to recognize our limits and respect them. 

That’s not only acting with due care for ourselves, but also for the people 

who rely on us.

As business owners, we want to do the best job we can for our clients. 

But to do that, we need to make sure we’re operating within our own 

capacity. 6therwise, we risk being that overloaded bridge, just one more 

client away from breaking down.

When you reach your limit, it’s okay to say, “This is all I can take on.” 

It’s better to do fewer things with excellence than to do everything poorly. 

And when you can admit that you’ve hit your limit, that’s when you’re 

truly maintaining integrity—both for yourself and your business.

Signs Your Integrity May be Wavering

Maintaining integrity in your business isn’t just about being ethical or 

honest—it’s about ensuring that you’re delivering the best possible service 

while protecting your own well-being. When we take on too much, we’re 

not just risking burnout8 we’re compromising the quality of our work and, 

ultimately, the trust our clients place in us. These signs indicate it may be 

time to reassess your integrity in your business.



O6SHUA OENS6N4L

1. You feel overloaded and stretched too thin  

If you’re constantly rushing from one task to the next, working long hours 

with little rest, that’s a sign you’re taking on too much. This overload is a 

threat to your ability to do quality work. 

You can’t pour from an empty cup.  

2. You’re making mistakes or missing details  

Even the smallest oversight can have big consequences in business. If you 

notice an increase in errors or feel like you’re cutting corners, it’s a clear 

sign that you’re operating beyond your capacity. 

Perfection fades when you’re running on empty.

3. You’re neglecting your health and well-being  

If you’re sacri7cing sleep, skipping meals, or neglecting self-care to meet 

client demands, you’ve lost balance. 

Your health should never be an afterthought.

4. Your clients are suAering from your overload  

If you 7nd yourself unable to give your clients the attention and care they 

deserve, it’s time to reassess. 

You can’t serve your clients well if you’re barely holding it together yourself.

Recognizing these signs is the 7rst step toward maintaining the in-

tegrity of your business and your well-being. Ignoring them only leads to 
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burnout, mistakes, and a breakdown in the quality of service you provide. 

By acknowledging your limits and making intentional adjustments, you 

not only protect yourself but also ensure that you can continue to deliver 

the best possible outcomes for your clients. It’s not about doing every-

thing—it’s about doing the right things, the right way.

pction Ste:sE Bnsuring Integrity in Your Rusiness

To maintain your integrity and ensure you’re providing the best service 

possible, it’s crucial to make intentional adjustments to how you work. Try 

the following practical steps to help you align your workload with your 

capacity.

1. zecogniCe your limits  

Start by being honest with yourself about what you can realistically handle. 

Understanding your own boundaries is the 7rst step toward maintaining 

your integrity. Ask yourself: How many hours can I work while still deliv-

ering my best? How many clients can I serve without sacri7cing quality?
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2. Set clear boundaries with clients  

Communicate your limits to your clients. Iet them know when you’re 

available and how much you can take on. By setting expectations up-

front, you avoid overcommitting and risking burnout. Make it clear 

that maintaining quality and integrity means you may need to say “no” 

sometimes.

3. +ut back on overloaded work  

Evaluate your client list and workload. If certain clients or tasks are push-

ing you beyond your capacity, it’s time to reduce or delegate. Prioritize 

quality over quantity to ensure you can maintain high standards of work.
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Maintaining integrity while cutting hours and clients is about recogniz-

ing your limits and making choices that ensure your long-term success. Oust 

like a bridge that can only hold so much weight, you can only handle so 

much before the cracks begin to show. 

By establishing boundaries, focusing on what you can realistically man-

age, and making decisions that prioritize your health and well-being, you’ll 

safeguard your business’s integrity and provide better service to the clients 

who matter most. In the end, it’s about ensuring that you, your business, 

and your clients thrive—without sacri7cing your personal well-being.



Chapter Six

RedengigE 
cxpeotatisg�

W hen I rsta tadsaem yb uit,nettl k,oe tv ydnb vahestl I uek,e“em 

ahda cahe wk,ena ,t dkgdbt s,”hap dnm cfiaa,n” wk,enat rstap 

gdt ahe f,nndwke v. fsv.ett,vndk,tyT qh,t y,nmteal gh,wh ,t meefkb 

,n”sd,nem ,n ahe tes“,we ,nmitasbl —i,wokb uewdye tewvnm ndaiseT Ia 

.eka k,oe ahe ydso v. d mem,wdaem fsv.ett,vndk’dkgdbt dwwvyyvmda,n”l 

dkgdbt yeea,n” wk,enatB neemtl dkgdbt tdb,n” betT

xia ah,t ah,no,n” ,t d asdfT Ia wvnm,a,vnt it av v“eseAaenml av uek,e“e 

ahda geBse vnkb “dkiduke ,. geBse wvntadnakb ”,“,n”T Lnm ,a ,”nvset ahe 

sedk,ab ahda ge wdn vnkb asikb tes“e vahest ,. ge rsta tes“e vistek“etT

zeaBt adoe d kvvo da ghbT When ge fs,vs,a,Se vahest v“es vistek“etl geBse 

tdws,rw,n” ettena,dk uvinmds,et’ahe “esb ah,n”t ahda dkkvg it av thvg if 

da vis uetaT jaim,et hd“e thvgn ahda teaa,n” uvinmds,et dnm ydnd”,n” 

gvsokvdm eAfewada,vnt wdn semiwe tasettl ,nwsedte Hvu tda,t.dwa,vnl dnm e“en 

kedm av ueaaes sekda,vnth,ft g,ah wk,enatT L Rds“dsm xit,nett Ee“,eg taimb 

.vinm ahda fsv.ett,vndkt ghv tea dnm yd,nad,nem uvinmds,et gese sdaem 
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dt yvse asitagvsahb dnm sek,duke ub ahe,s wk,enatl wvyfdsem av ahvte 

ghv v“eseAaenmem aheytek“etT

jvl heseBt ghda I m,m ,ntaedm- I tadsaem teaa,n” wkeds eAfewada,vnt 

.vs yb wk,enatT Intaedm v. dto,n” ghda wk,enat gdnaeml I mernem ghda 

I neemem .svy ahey av mek,“es yb ueta gvsoT I uewdye wvy.vsaduke 

tada,n” yb sdaetl yb gvso,n” hvistl dnm yb a,yek,net .vs aisndsvinmT 

When wk,enat oneg if.svna ahda I hdm tfew,rw eAfewada,vnt dnm tadnC

mdsmtl ,a whdn”em ahe ena,se mbndy,w v. vis sekda,vnth,fT 

Jk,enat ghv setfewaem yb uvinmds,et dwaidkkb “dkiem yb tes“,wet 

yvseT qheb yea medmk,netl fsv“,mem ahe ,n.vsyda,vn I neemem ,n d 

a,yekb ydnnesl dnm dffsew,daem ahda I sdn yb uit,nett g,ah ,nae”s,ab 

dnm fsv.ett,vndk,tyT Lnml dt d setikal ahe —idk,ab v. yb gvso ,yfsv“emT 

I gdt nv kvn”es asb,n” av fkedte e“esbvneT Intaedml I gdt gvso,n” g,ah 

wk,enat ghv dk,”nem g,ah yb “dkietl inmestavvm yb fsvwettetl dnm 

setfewaem yb eAfesa,teT

qh,t ,tnBa duvia e”vT IaBt duvia tis“,“dk dnm titad,ndu,k,abT Yita k,oe 

,n ahe eyes”enwb ,ntasiwa,vnt vn dn d,sfkdnel I neem av fia ahe vAb”en 

ydto vn ybtek. rsta ue.vse I wdn hekf dnbvne ekteT I. IBy mefkeaeml 

eAhditaeml vs uisnem vial IBy nv ”vvm av dnbvne’nva av yb wk,enatl 

nva av yb .dy,kbl nva e“en av ybtek.T

Iyd”,ne  ah,t  twends,v-  OviBse  tasdnmem vn dn  ,tkdnm g,ah  bvis 

.visCbedsCvkm dnm d uvA v. .vvm dnm gdaes ahda g,kk kdta bvi uvah .vs 

aen mdbtT xia bvi onvg hekf gvnBa dss,“e .vs da kedta agek“e mdbtT 

Lt d fdsenal bvis ,nta,nwa y,”ha ue av ”,“e dkk ahe tiffk,et av bvis wh,kml 

tdws,rw,n” bvistek. av entise ahe,s tis“,“dkT xia ,. bvi mefkeae bvistek. 

wvyfkeaekbl bvi gvnBa ue duke av fsvaewa vs hekf ahey ahsvi”h ahvte kvn” 
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mdbtT qh,t ,t eAdwakb hvg ,a gvsot ghen sinn,n” d uit,nettT Ovi neem 

av adoe wdse v. bvistek. rsta ,. bvi gdna av adoe wdse v. dnbvne ekteT

When I tadsaem semern,n” yb fsdwa,wel I sedk,Sem ahda ,aBt nva duvia 

dwwvyyvmda,n” e“esb wk,ena meydnml uia sdahesl ,aBt duvia teaa,n” 

wkeds eAfewada,vnt .vs ahe wk,enat I whvvte av gvso g,ahT I. d wk,ena 

wdnBa yeea ahvte eAfewada,vntl ahebBse nva d raT IaBt nva festvndk? ,aBt 

ettena,dkT 

Lt dwwvinadnatl adA fsv.ett,vndktl vs uit,nett vgnestl geBse adi”ha 

av fia ahe wk,ena rstal uia da ghda wvtaF I. ge oeef fiaa,n” ahe wk,enaBt 

neemt duv“e vis vgn gekkCue,n”l geBse ui,km,n” dn intitad,nduke uit,C

nett yvmekT 

When bvis uit,nett yvmek ,t intitad,ndukel bvi s,to uisn,n” vial 

m,tdffv,na,n” wk,enatl dnm ika,ydaekb mdyd”,n” ahe “esb sefiada,vn 

bviBse gvso,n” tv hdsm av ifhvkmT Ln intitad,nduke dffsvdwhl ms,“en 

ub dn enmkett wbwke v. tdb,n” cbetp av e“esb se—ietal wsedaet d tbtaey 

ahda ,tnBa met,”nem av kdtaT Ia kedmt av kvn” hvistl whsvn,w tasettl dnm d 

wvntadna twsdyuke av yeea medmk,net ahda ne“es teey av kea ifT 

4“es a,yel ah,t yvmek mvetnBa Hita geds bvi mvgn? ,a dktv d6ewat 

ahe —idk,ab v. bvis gvsoT When bviBse taseawhem avv ah,nl ,a uewvyet 

hdsmes av mek,“es ahe ke“ek v. tes“,we ahda wk,enat eAfewaT Vssvst tadsa av 

wseef ,nl aisndsvinm a,yet ”ea mekdbeml dnm wk,enat ydb ue”,n av nva,we 

,nwvnt,taenw,etT Edahes ahdn ui,km,n” bvis uit,nettBt sefiada,vnl ah,t 

dffsvdwh tkvgkb wh,ft dgdb da ,aT

When bvis uit,nett yvmek ,t intitad,ndukel bvi sin ahe s,to v. t,”C

n,rwdna dnm v.aen ,sse“est,uke wvnte—ienwetT xebvnm ahe eAhdita,vn dnm 

uisnvia ahda wvye .svy wvntadnakb v“eseAaenm,n” bvistek.l dn intitad,nC
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duke dffsvdwh wdn Hevfdsm,Se bvis rndnw,dk hedkahl sefiada,vnl dnm .iaise 

”svgah fvaena,dkT

Ln intitad,nduke uit,nett yvmek v.aen mefenmt vn rndnw,dkkb fsewdsC

,vit fsdwa,wetl k,oe v“esCke“esd”,n” meua vs v6es,n” wvntadna m,twvinatl 

gh,wh ydb teey uenerw,dk ,n ahe thvsa aesy uia dsenBa “,duke ,n ahe kvn” 

sinT qhete dffsvdwhet wdn wsedae wdth 7vg fsvukeytl ydo,n” ,a m,8wika av 

wv“es eAfentet dnm ika,ydaekb kedm,n” av d wbwke v. meua vs e“en udnosifawbT 

W,ahvia d .vinmda,vn ahda udkdnwet se“enie g,ah eAfentetl bvis uit,nett 

ydb ue hedmem .vs rndnw,dk wvkkdfte sdahes ahdn kdta,n” tiwwettT

When wk,enatl eyfkvbeetl dnm vahes tadoehvkmest sewv”n,Se ahda bvis 

uit,nett ,tnBa titad,ndukel aheb ydb tadsa av —ieta,vn bvis sek,du,k,ab dnm 

eah,wtT Jk,enat wvikm kvte wvnrmenwe ,n bvis du,k,ab av mek,“esl dnm ahe 

wvyfdnbBt tadnm,n” wvikm ti6es dt ne”da,“e fiuk,w,ab vs witavyes m,ttdaC

,t.dwa,vn ”svgtT qh,t kvtt v. asita wdn semiwe ydsoea thdsel dt tadoehvkmest 

dse k,oekb av aisn av wvyfea,avst ghv meyvntasdae tadu,k,ab dnm sek,du,k,abT

Ln intitad,nduke uit,nett yvmek v.aen v“eskvvot newettdsb se”ikdavsb 

se—i,seyenatl s,to,n” ke”dk wvyfk,wda,vntT 9vs ,ntadnwel wiaa,n” wvtat ,n 

gdbt ahda ,”nvse en“,svnyenadkl kduvsl vs ,nmitasb se”ikda,vnt wvikm eAC

fvte bvis uit,nett av rnetl fendka,etl dnm e“en ke”dk dwa,vnT Jvyfk,dnwe 

,ttiet wdn ue rndnw,dkkb me“dtada,n” dnm ydb fesydnenakb hdsy bvis wvyC

fdnbBt sefiada,vn dnm du,k,ab av vfesdaeT

Wvso,n” g,ah,n dn intitad,nduke yvmek dktv hdt dn ,yfdwa vn bvis 

eyfkvbeetl ked“,n” ahey .eek,n” v“esgvsoeml inmes“dkieml dnm inwesad,n 

duvia ahe,s .iaise g,ah ahe wvyfdnbT R,”hCtasett en“,svnyenat ghese 

eyfkvbeet .eek intiffvsaem vs ,ntewise kedm av mewsedtem yvsdke dnm ,nC

wsedtem aisnv“esl gh,wh ,t uvah wvtakb dnm a,yeCwvntiy,n” av ydnd”eT DkC
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a,ydaekbl ah,t kdwo v. eyfkvbee tda,t.dwa,vn hdsyt fsvmiwa,“,ab dnm ydoet 

,a whdkken”,n” av daasdwa dnm sead,n to,kkem fsv.ett,vndktT

9,ndkkbl ,aBt m,8wika av ”svg bvis uit,nett ghen ,aBt udtem vn dn intitC

ad,nduke yvmekT W,ahvia ahe rndnw,dk tadu,k,ab av tiffvsa neg ,n,a,da,“etl 

,a uewvyet ,nwsedt,n”kb m,8wika av eAfdnm ,nav neg ydsoeat vs ,nasvmiwe 

neg fsvmiwatT In ahe kvn” aesyl ah,t tainaem ”svgah fvaena,dk fiat bvis 

uit,nett da d m,tdm“dnad”e wvyfdsem av wvyfea,avst ghv vfesdae titad,nC

dukb dnm wdn yvse sedm,kb ,n“eta ,n .iaise vffvsain,a,etT

Dka,ydaekbl semern,n” eAfewada,vnt .vs bvis uit,nett yvmek dnm wk,ena 

eAfewada,vnt wdn fsv“,me ahe .vinmda,vn .vs d titad,ndukel fsvradukel dnm 

.ikrkk,n” fsdwa,weT xb teaa,n” wkeds uvinmds,et dnm ui,km,n” d tasiwaise ahda 

setfewat bvis wdfdw,ab dnm wdfdu,k,a,etl bvi etaduk,th d uit,nett ahda wdn 

g,ahtadnm whdkken”et dnm ”svg taedm,kbT 

jitad,ndu,k,ab ,tnBa Hita d uiSSgvsm? ,aBt ahe .sdyegvso ahda tiffvsat 

bvis vn”v,n” tiwwettT

xb teaa,n” k,y,at vn ahe niyues v. wk,enat bvi wdn sedk,ta,wdkkb tes“e 

dnm ahe hvist bviBse g,kk,n” av gvsol bvi wsedae d tasiwaise ahda tiffvsat 

h,”hC—idk,ab gvso dnm d .ikrkk,n”l udkdnwem k,.eT Ovi neem av fsvaewa bvis 

a,ye dnm enes”b gh,ke entis,n” ahe wk,enat bvi tes“e sewe,“e bvis uetal 

wvnt,taena gvso e“esb a,yeT

IaBt a,ye av sewkd,y wvnasvkl merne ghda you neeml dnm wsedae d fsdwa,we 

ahda dk,”nt g,ah ahvte “dkietT
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Signs It’s Time to RedeYne uorE xpceat1tions

In ahe .dtaCfdwem gvskm v. uit,nettl ,aBt edtb av .dkk ,nav d wbwke v. wvntadnakb 

asb,n” av yeea vahestB eAfewada,vntl v.aen da bvis vgn eAfenteT Ovi gdna 

av fsv“,me eAwefa,vndk tes“,we dnm entise wk,ena tda,t.dwa,vnl uia g,ahvia 

teaa,n” uvinmds,etl ahete ”vvm ,naena,vnt wdn kedm bvi mvgn dn intitC

ad,nduke fdahT 

qhe t,”nt v. neem,n” d setea ydb dksedmb ue fsetena’tasettl uisnvial 

dnm d kvtt v. fdtt,vn wdn tadsa av adoe v“es ghen bvi fs,vs,a,Se e“esbvne 

ekteBt neemt ue.vse bvis vgnT Eewv”n,S,n” ghen ,aBt a,ye av semerne bvis 

eAfewada,vnt ,t ettena,dk av ui,km,n” d uit,nett yvmek ahda setfewat bvis 

a,yel enes”bl dnm ”vdktT 

Rese dse tvye oeb ,nm,wdavst ahda ,a y,”ha ue a,ye av th,.a ahe .vwit udwo 

av ghda gvsot ueta .vs bvi dnm bvis uit,nett- 

.C lfient aommrnia1tion veefs Ee1ati2e inste1d ov cEo1ati2e

I. bviBse wvntadnakb .vkkvg,n” if g,ah wk,enat .vs setfvntetl y,tt,n” ,nC

.vsyda,vnl vs kdae fdbyenatl ,aBt d t,”n ahda bvis eAfewada,vnt dsvinm 

wvyyin,wda,vn neem av ue wkedsesT V6ewa,“e wk,ena sekda,vnth,ft se—i,se 

setfvnt,“enett dnm vs”dn,Sda,vn vn uvah enmtT

bC uor’Ee stErggfing to set yornd1Eies on 121if1yifit3

I. wk,enat eAfewa bvi av ue d“d,kduke da dkk hvistl ,a ydb ,nm,wdae ahda eAC

fewada,vnt dsvinm gvso,n” hvist dnm d“d,kdu,k,ab neem semern,n”T JvnC
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t,taenakb d“d,kduke fsv.ett,vndkt dsenBa newettds,kb yvse tiwwett.ik? ahebBse 

v.aen Hita yvse eAhditaemT

qC lfient Eewrests 1Ee rndeEmining 3orE koE4hok

When wk,ena meydnmt wvnt,taenakb m,tsifa bvis md,kb 7vg vs .vswe bvi 

av dmHita bvis twhemike da ahe kdta y,niael ,aBt a,ye av etaduk,th wkedses 

uvinmds,et duvia ghen dnm hvg aheb wdn eAfewa bvis a,ye dnm daaena,vnT 

L hedkahb gvso7vg se—i,set ,naena,vndk twhemik,n”l nva sedwa,“e Hi””k,n”T

5C uor’Ee cEo2iding moEe seE2iaes tj1n 3or intended

I. bviBse .se—ienakb dmm,n” vn ceAasdtp vs taeff,n” viat,me bvis ,naenmem 

twvfe v. gvsol ,a ydb ue a,ye av sedttett ghda tes“,wet bviBse dwaidkkb 

g,kk,n” av v6esT When wk,enat sefedaemkb sewe,“e dmmCvnt g,ahvia tasiwaise 

vs wvta dmHitayenatl aheb y,”ha dttiye ahete dse t,yfkb ,nwkimemT

-C uor’Ee 12oiding E1te 1d6rstments voE fongAteEm afients

I. bvi het,adae av sd,te sdaetl etfew,dkkb g,ah kvn”Caesy wk,enatl ,a ydb yedn 

eAfewada,vnt dsvinm fs,w,n” dnm ahe “dkie v. bvis a,ye dse inwkedsT jitC

ad,nduke fs,w,n” ,t wsiw,dkl dnm ,. bvis sdaet mvnBa dk,”n g,ah ahe —idk,ab v. 

gvso dnm wdse bvi mek,“esl ,aBt a,ye av semerne ghda wk,enat wdn eAfewa av 

fdbT
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:C uor veef fi4e 3orE koE4 wr1fit3 is srBeEing

I. bviBse ado,n” vn tv ydnb se—ietat ahda bvis —idk,ab v. gvso ,t 

tk,ff,n”l wvnt,mes ,a d t,”n ahda bvis wk,ena eAfewada,vnt dse v6CudkdnweT 

Ovis wvyy,ayena av mek,“es,n” eAwekkenwe ,t gvsah yvse ahdn taseawhC

,n” bvistek. avv ah,n av yeea insedk,ta,w meydnmtT

Eemern,n” bvis eAfewada,vnt ,t d fvges.ik taef ,n ui,km,n” d uit,C

nett ahda nva vnkb yeeat bvis rndnw,dk ”vdkt uia dktv setfewat bvis 

festvndk uvinmds,et dnm gekkCue,n”T Eewv”n,S,n” ahe t,”nt ahda ,aBt 

a,ye av ydoe ah,t th,.a dkkvgt bvi av adoe wvnasvk v. bvis uit,nett ,n 

d gdb ahda fs,vs,a,Set titad,ndu,k,abl udkdnwel dnm tda,t.dwa,vn .vs uvah 

bvi dnm bvis wk,enatT 

When bvi wkedskb merne ghda bvi neem .svy bvis wk,enat dnm tea 

sedk,ta,w uvinmds,etl bvi wsedae d .sdyegvso .vs yiaidk setfewa dnm 

kvn”Caesy tiwwettT Eeyeyuesl d titad,nduke uit,nett ,t vne ahda tifC

fvsat bvi dt yiwh dt ,a tes“et vahestT Vyusdw,n” ahete whdn”et ,tnBa 

Hita uenerw,dk’,aBt ettena,dk .vs d .ikrkk,n” dnm enmis,n” wdseesT

.ation Stecs/ RedeYning lfient xpceat1tions

Kvg ahda bviB“e sewv”n,Sem ahe t,”nt ,nm,wda,n” ,aBt a,ye av semerne 

bvis eAfewada,vntl ahe neAa taef ,t ado,n” wvnwseae dwa,vnt av sethdfe 

bvis uit,nett av ueaaes dk,”n g,ah bvis neemt dnm “dkietT qhete dwa,vn 

taeft g,kk ”i,me bvi ,n teaa,n” uvinmds,etl wkds,.b,n” bvis eAfewada,vntl 

dnm wvyyin,wda,n” ahey e6ewa,“ekb av bvis wk,enatT 
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xb ado,n” mek,uesdae taeft av fs,vs,a,Se bvis gekkCue,n” dnm ifhvkm d 

titad,nduke uit,nett yvmekl bvi wdn wsedae d gvso en“,svnyena ahda ,t 

segdsm,n”l ydnd”edukel dnm ”edsem .vs kvn”Caesy tiwwettT

.C lEe1te 3orE ide1f afient cEoYfe

jadsa ub k,ta,n” —idk,a,et ahda merne bvis ,medk wk,enaT qh,t ,nwkimet ahe,s 

setfvnt,“enettl sek,du,k,abl setfewa .vs bvis fsvwettl dnm dk,”nyena g,ah 

bvis “dkietT Gnvg,n” ghda ydoet dn ,medk wk,ena dkkvgt bvi av twseen 

wissena dnm .iaise wk,enat yvse e6ewa,“ekbT

Whda —idk,a,et mv bvis ,medk wk,enat hd“eF

bC Set afe1E cofiaies on aommrnia1tion 1nd Eesconse times

5e“ekvf ”i,mek,net .vs wvyyin,wda,vnl ,nwkim,n” dwwefaduke setfvnte 

a,yet dnm fse.essem yeahvmt HeT”Tl eyd,kl fhvneIT jhdse ahete fvk,w,et g,ah 

wk,enat if.svna tv aheb inmestadnm ahe,s medmk,net dt gekk dt hvg dnm ghen 

aheb wdn sedwh bviT

Rvg mv bvi fse.es av wvyyin,wdae g,ah wk,enatF
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qC RevE1me 3orE cEiaing to Eeheat 3orE tEre 21fre

V“dkidae gheahes bvis wissena fs,w,n” dk,”nt g,ah ahe ke“ek v. tes“,wel 

to,kkl dnm a,ye bvi fsv“,meT I. dmHitayenat dse neememl ,yfkeyena d 

fkdn av ,n.vsy wk,enat v. ahete whdn”et dnm se,n.vswe ahe “dkie ahebBse 

sewe,“,n”T

Whda fs,w,n” dmHitayenat mv bvi neem av ydoeF

5C xst1yfisj 1 seE2iae saoce doarment

I. bvi mvnBa dksedmb hd“e vnel wsedae d mvwiyena ahda viak,net eAdwakb 

ghda ,t’dnm ,tnBa’,nwkimem ,n bvis tes“,wetT 9vs dwwvina,n” dnm adA 

fsv.ett,vndkt ah,t ,t v.aen bvis en”d”eyena keaaesl uia bvi ydb neem av 

witavy,Se ,a .isahes ahdn ahe wissena aeyfkdae bvi dse it,n”T qh,t twvfe 
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mvwiyena wdn tes“e dt d se.esenwe ghen m,twitt,n” gvso g,ah wk,enat dnm 

hekf wkds,.b eAfewada,vnt .svy ahe tadsaT

Whda mv bvi gdna av ,nwkime ,n bvis tes“,we twvfe mvwiyenaF

-C Imcfement 1 afient 1gEeement oE aontE1at rcd1te

Ee“,eg dnm  ifmdae bvis wk,ena d”seeyenat vs wvnasdwat tv aheb wkedskb 

tadae bvis eAfewada,vntl ,nwkim,n” a,yek,netl wvyyin,wda,vn fsvavwvktl 

fdbyena aesytl dnm twvfe uvinmds,etT Ee,n.vswe ah,t dt d k,“,n” mvwiyena 

bvi se.es av ghen wk,enat tasdb viat,me ahete ”i,mek,netT

Lse ahese dnb d”seeyenat vs wvnasdwat bvi neem av ifmdaeF
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:C 0rifd 1 gE1aevrf oByo1Eding cEoaess

5e“ekvf d tasd,”ha.vsgdsm v6uvdsm,n” fsvwett .vs wk,enat ghv mvnBa yeea 

bvis eAfewada,vntT qh,t wvikm ,n“vk“e sewvyyenm,n” ahey av dnvahes 

fsv.ett,vndk vs fsv“,m,n” rndk fsvHewa gsdfCif taeftT Jkedsl setfewa.ik 

v6uvdsm,n” se,n.vswet bvis uvinmds,et dnm .seet if a,ye .vs ,medk wk,enatT

Whda ,medt mv bvi hd“e .vs bvis v6uvdsm,n” fsvwettF

Iyfkeyena,n” ahete dwa,vn taeft ydb .eek k,oe d t,”n,rwdna th,.al uia 

,aBt vne ahda g,kk wsedae kdta,n” uenerat .vs bvi dnm bvis uit,nettT xb 

fs,vs,a,S,n” ghda asikb ydaaest av bvi dnm teaa,n” wkeds uvinmds,etl bviBse 

nva vnkb wseda,n” d titad,nduke uit,nett yvmek uia bviBse dktv kdb,n” ahe 

”svinmgvso .vs d hedkah,esl yvse .ikrkk,n” fsv.ett,vndk k,.eT 

Vdwh v. ahete taeft tasen”ahent bvis wdfdw,ab av tes“e bvis wk,enat e.C

.ewa,“ekbl g,ahvia wvyfsvy,t,n” bvis vgn gekkCue,n”T Eeyeyuesl d udkC

dnweml gekkCtasiwaisem uit,nett uenerat e“esbvne ,n“vk“em’yvta ,yfvsC

adnakbl bviT Vyusdwe ahete whdn”etl dnm bviBkk ue vn bvis gdb av d uit,nett 

ahda tiffvsat uvah bvis festvndk dnm fsv.ett,vndk ”svgahT

xb 7,ff,n” ahe .vwit .svy cWhda mv wk,enat eAfewa v. yeFp av cWhda mv 

I eAfewa v. yb wk,enatFp bvi adoe wvnasvk v. bvis uit,nettT 5erne ghda bvi 

neem av yd,nad,n udkdnwel tasiwaisel dnm gekkCue,n”T In ah,t gdbl bvi wsedae 
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d yvse titad,nduke uit,nettl tes“e bvis wk,enat yvse e6ewa,“ekbl dnml yvta 

,yfvsadnakbl ui,km d fsdwa,we ahda tiffvsat sdahes ahdn msd,nt bviT



Chapter Seven

Setting Boundaries

B oundaries aren’t just rules; they are the framework that supports 

your physical, emotional, and professional well-being. Yet, for many 

small business owners, the concept of boundaries feels counterintuitive. 

How can we say “no” to clients when we’ve been taught that success is 

de?ned by how much we can do, how many people we can please, and how 

available we areF

zailing to set and maintain boundaries can lead to burnout, poor client 

relationships, and even jeopardixe your health. But boundaries are more 

than just about hours worked or client e—pectationsWthey encompass how 

you manage your energy, your emotional capacity, and your self-respect. 

Aithout clear boundaries, the business you worked so hard to build can 

become a source of resentment and e—haustion rather than ful?llment.

Ifter my stroke, : faced a harsh realityq My boundaries were non-exis-

tent, and it was killing me. : thought : was doing the right thing by be-

ing everything to everyoneWanswering calls at all hours, accommodating 

last-minute reJuests, and pushing my limits to meet every client demand. 

But in reality, : was robbing myself of the very resources : needed to survive, 

let alone thrive.
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You already know about one client who epitomixed my lack of bound-

aries. $his client paid wellW502,222 a yearWbut their demands were re-

lentless. $hey e—pected 4/7L access, even visiting my home days after my 

stroke, oblivious to the fact that : could barely function. :t was then that 

: realixedq No amount of money is worth my life. Getting go of that client 

wasn’t just a ?nancial decisionWit was a decision to reclaim my health and 

my sanity.

Ahy do so many of us struggle to set boundariesF 

Ruilt and fear are often at the heart of it. Ae feel guilty for putting 

ourselves ?rst, worried we’ll be seen as sel?sh or unprofessional. Ae fear 

losing clients or being judged for not meeting impossible e—pectations. 

Uociety tells us that being “always on” is a mark of dedication and success. 

$he harder you work, the bigger the payoV, rightF

Wrong. Get’s reframe this narrative. Boundaries aren’t sel?shWthey’re 

essential. Aithout boundaries, we risk our health, our relationships, and 

even our professional integrity. Uetting boundaries is an act of self-com-

passion and respect for the work we do. :t’s about recognixing that we 

are human, not machines, and that our best work comes when we are 

well-rested, focused, and in control.

Boundaries start with clarity. Before you can enforce them, you need 

to know what they are and why they matter. zor me, everything started 

with my physical energy. Ifter my stroke, : realixed that my health was 

the foundation of my ability to do anything, from running my business to 

spending time with my family. Uleep became non-negotiable. : determined 

how much : truly neededWabout eight hoursWand committed to a con-

sistent bedtime. By prioritixing rest, : gave myself the energy and mental 
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clarity to handle the demands of my day and make sound decisions about 

my time.

zrom there, : identi?ed my priorities. zor me, family time was sacred, 

and : de?ned when : was completely unavailableWduring dinners, week-

ends, and my daily bedtime routine. By setting these boundaries, : could 

focus on what mattered most without guilt or distraction.

: also learned to reduce decision fatigue, the feeling of overwhelm 

caused by having to make too many choices, by creating systems that 

supported my boundaries. :nstead of reacting to every client reJuest or 

email, : set clear guidelines for when and how : was available. Iutomated 

responses and scheduling tools helped manage client e—pectations without 

reJuiring constant vigilance on my part. $his structure allowed me to fo-

cus on my work and personal life without feeling pulled in every direction.

Cerhaps the hardest lesson was letting go of clients who couldn’t or 

wouldn’t respect my boundaries. 6o matter how clearly you commu-

nicate, there will always be clients who push the limits or feel like the 

guidelines don’t apply to them. 

zor years, : worked with people who made relentless demands on my 

time and energy. Nventually, : had to be honest with myselfq some clients 

simply didn’t align with the vision : had for my business or my life. Getting 

them go wasn’t easy, but it was necessary. Snly then could : make room 

for clients who respected my time and supported a sustainable way of 

working.

8e?ning and maintaining boundaries is an ongoing process, but it starts 

with understanding what you need to thrive. Ahen you prioritixe your 

health, your values, and your energy, you can create a structure that sup-
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ports both your business and your personal life. Boundaries aren’t about 

limitationWthey’re about creating space for what truly matters.

Ahen you set  clear  boundaries,  you’re  not  just  protecting  your-

selfWyou’re creating a better e—perience for your clients as well. 9lients 

who understand your boundaries will respect you more and appreciate the 

focused, high-Juality work you can deliver. 1ore importantly, you’ll be 

able to show up for your business, your family, and yourself in a way that 

feels sustainable and ful?lling.

Boundaries are not a one-time decisionWthey’re a practice. $hey re-

Juire consistent reinforcement and occasional reassessment as your life and 

business evolve. But the reward is worth itq a business that works for you, 

rather than the other way around.

Signs It’s Time to Reevaluate Your Boundaries

Boundaries are the invisible lines that separate your personal and pro-

fessional life, protecting your time, energy, and priorities. But even the 

most carefully constructed boundaries can erode over time, leaving you 

overe—tended and overwhelmed. 

:f you ?nd yourself constantly putting others’ needs before your own or 

struggling to keep up with demands, it’s a clear sign that your boundaries 

need attention. Kecognixing these signs is the ?rst step toward regaining 

control and building a healthier, more sustainable approach to your busi-

ness and life.
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1. You feel constantly drained 

:f every day feels like a struggle, and you’re running on fumes, it’s a 

sign your current boundaries aren’t working. Chysical and emotional 

e—haustion are red Jags.

2. You’re resentful toward clients  

Ahen client reJuests feel like demands rather than opportunities, 

it’s time to evaluate whether your boundariesWor lack thereofWare 

contributing to the issue.

3. You struggle to say no  

:f you ?nd yourself over committing or saying “yes” to things you don’t 

have time for, you likely need clearer boundaries.

4. Your personal life is suAering  

1issed family dinners, neglected hobbies, or a feeling that work is tak-

ing over your life are all indicators that your boundaries need attention.

Ahen your boundaries are blurred or none—istent, the cost is often 

greater than you realixe. Your energy wanes, your relationships suVer, 

and your business feels less like a passion and more like a burden. 

By identifying the warning signs and taking proactive steps to rede-

?ne your limits, you can create a framework that supports both your 

well-being and your goals. 
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Kemember, boundaries aren’t about shutting people out. $hey’re about 

making space for what truly matters.

:ction Stepsh Building Boundaries Tkat SticD

Building and maintaining eVective boundaries is an ongoing process, but 

it starts with taking decisive action. By implementing clear, thoughtful 

steps, you can create a framework that protects your time and energy while 

ensuring you’re present for what matters most. $hese strategies aren’t just 

about saying noWthey’re about making intentional decisions that align 

with your values and long-term goals. 

$he following actions can help you regain control and reinforce bound-

aries that bene?t both you and those you serve.

1. CePne your priorities

Arite down your top three non-negotiables for your personal and pro-

fessional life. Ese these as the foundation for your boundaries, serving as 

guiding principles to anchor your decisions and protect your time, energy, 

and well-being.
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2. Eommunicate clearly 

Get clients know your availability and response times upfront. Ese con-

tracts or agreements to formalixe these e—pectations.

3. 5ractice saying no 

Utart small by saying no to one non-essential reJuest this week. Build 

con?dence in protecting your time. Gist some things you need to say no 

to.

4. *valuate your client list 

:dentify clients who respect your boundaries and those who don’t. 9on-

sider letting go of clients who consistently push your limits.

Aho are these clientsF
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+. TracD your energy levels

Deep notes about how you feel at the start and end of each day. Idjust 

your boundaries as needed to maintain balance.

Ahen you actively de?ne and implement your boundaries, you’ll 

not only feel more in control of your time and energy but also create 

a stronger foundation for your business and personal life. $hese steps 

are not about restricting yourselfWthey’re about empowering yourself 

to prioritixe what truly matters. Boundaries give you the freedom to 

grow and thrive without sacri?cing your well-being in the process.

Boundaries are essential for running a sustainable and ful?lling business. 

Aithout them, you risk burnout, strained relationships, and a loss of 

passion for the work you love. By rede?ning and committing to your limits, 
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you take back control of your time and energy, ensuring that both your 

personal and professional lives can Jourish. 

Kemember, boundaries aren’t a sign of weaknessWthey’re a mark of 

strength and self-awareness. Ahen you respect your own boundaries, you 

set the tone for how others will respect them too, creating a balanced, 

healthier, and more successful life.



Chapter Eight

Discovering Your 
Superpower

T here’s a donut shop in New Orleans—not one of those big chains, 

but a hole-in-the-wall spot we stumbled across while on a trip with 

Amanda’s son. You could smell the sugar and hot oil half a block away. No 

tables, no bells or whistles—just a guy behind the counter and a box of 

fresh donuts vying out the door. That shop didn’t need to oIer Wariety. ?t 

had clarity. And clarity wins eWery time.

4hat made it stand out7 ?t sold only one kind of donut. That’s it. 

No fancy toppings. No JP vaWors. Cust one perfect, melt-in-your-mouth 

creation.

And there was a line out the door.

Reople weren’t there for Wariety. They were there because this place had 

perfected one thing—and done it so well, the whole city knew about it.

That donut shop is the perfect metaphor for your practice. Too many 

business owners ? talk to are so busy doing everything that they don’t do 

anything with excellence. The ERAs ? know are doing taxes, bookkeeping, 

adWisory, audits, payroll, business consulting, you name it. And while Wer-
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satility isn’t a bad thing, it becomes a liability when it preWents you from 

becoming exceptional at any one thing.

By grandfather once told me, ”ze so good at one thing they can’t ignore 

you.q Ge wasn’t a vashy guy, but he knew the Walue of mastery. And the 

older ? get, the more ? reali6e he was right. 

Sarly in my career, ? thought ? had to be all things to all clients. ? 

was doing tax returns, bookkeeping, ?VK resolution, Duickzooks cleanup, 

consulting—you name it. And ? was burning out. By family could see it. 

By clients could probably feel it. ? wasn’t exceptional in any one thing 

because ? was trying to be good at everything.

4hen  ?  leaned  into  my  strengths  and  speciali6ed,  eWerything 

changed—my con1dence, my income, the 0uality of my clients, and, most 

importantly, how much ? enjoyed the work.

Mo any of the following stories hit a little too close to home7

The Tax Strategist Who Hated Bookkeeping

Karah started her 1rm oIering bookkeeping, payroll, and tax prep because 

that’s what her clients asked for. zut she dreaded bookkeeping. SWery time 

she sat down to reconcile accounts, she felt drained. Then one year, she 

helped a small business restructure and saWe tens of thousands in taxes. 

That lit her up. Khe started leaning into strategic tax planning, dropped 

the bookkeeping, and built a reputation as a go-to expert for high-leWel tax 

strategy. Ger income tripled—and she 1nally loWed her work again.
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The QuickBooks ProAdvisor Who Went All In

Cames was known as ”the guy who could 1gure out Duickzooksq in his 

area. Ge helped clients clean up their messes and trained their staI. zut he 

was also doing :8J8s and payroll on the side to stay busy. 4hen he reali6ed 

the Duickzooks work was both more pro1table and more ful1lling, he 

rebranded his 1rm around being the top Duickzooks cleanup and training 

expert in his region. Now, he works less, charges more, and is regularly 

referred by other ERAs who hate that kind of work.

The CFO Consultant Who Let Clients Go

Bonica loWed being in the weeds of a business—helping owners under-

stand their numbers and make strategic decisions. zut she had a handful of 

clients who only wanted tax returns and were constantly nickel-and-dim-

ing her. Khe decided to stop oIering tax prep and focused solely on frac-

tional ELO work. Khe lost half her clients in three months. zut within 

six months, she had replaced them with a few high-Walue clients and now 

makes more with fewer hours and no stress about scope creep.

The Bookkeeper Turned Nonpro’t Specialist

Alex had a soft spot for nonpro1ts and always made extra time for those 

clients—eWen when they weren’t the most pro1table. zut oWer time, he 

reali6ed he knew nonpro1t compliance inside and out. Ge created a niche 

oIering tailored to small nonpro1ts, proWiding board reporting, goWern-
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ment compliance, and funding strategy support. Now, nonpro1ts seek 

him out, and they’re happy to pay for someone who truly understands 

their world.

Sach of these professionals stopped trying to be eWerything to eWeryone. 

They 1gured out what made them diIerent—and leaned into it. The truth 

is, you already haWe a superpower, too. You just might not haWe named it 

yet.

Ko let me ask you( 4hat are YO5 capable of7 4hat do you enjoy doing7

Veally sit with that. Urab a notebook or use the lines below to write 

down(

The work that lights you up.

The problems you loWe solWing.
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The compliments clients keep repeating.

The areas where you feel most con1dent and where time seems to vy.

This is the beginning of your superpower. 9ook for where those 

things intersect. That’s your sweet spot. That’s your donut. 

Now here’s where things get powerful—and maybe a little scary. 

Your superpower isn’t just what you do.  ?t’s  also what you say no 

to. Kpeciali6ing doesn’t just mean leaning into your strengths. ?t also 

means letting go of the things 2and people3 that don’t 1t your Wision 

anymore.

And yes, that includes clients.

4hen ? 1rst started letting clients go—the ones who drained my energy, 

didn’t respect my time, or just weren’t a good 1t—it felt uncomfortable. 

zut each time ? did it, ? made space for clients who were aligned. Elients 
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who appreciated my work. Elients who paid on time. Elients who actually 

listened to my adWice.

At 1rst ? felt like ? was leaWing money on the table. zut what ? didn’t 

see right away was that ? was freeing up mental real estate and emotional 

bandwidth. And that space7 That’s what allowed the right clients to show 

up.

9etting go is just as much a superpower as choosing your niche. Baybe 

eWen more.

Ko, what’s your one donut7 4hat’s the thing you do better than anyone 

else7

And who are the clients you want to serWe with it7

Lind those answers, and you’ll haWe a business built around your super-

power.
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Signs Itms TiDe to (iscover Uand )seY wour Superpo1er

?f you’We been in business long enough, you know what burnout feels like. 

zut you might not reali6e that trying to do it all could be the biggest reason 

you’re stuck. Gere are some signs it’s time to 1nd and use your superpower(

.f woumre exhausted -roD context2s1itching 

One hour you’re doing a tax return, the next you’re 1xing someone’s chart 

of accounts. SWery day feels like a mental rollercoaster.

bf wour ideal clients -eel -e1 and -ar 3et1een 

You’re attracting whoeWer comes through the door—and it shows.

,f woumre great at soDething4 3ut no one kno1s it 

You’re the best at adWisory or resolution work, but clients still ask for basic 

serWices because you haWen’t leaned into your strength.

—f wou dread certain servicesy3ut o5er theD an:1a:

?f you can’t stand doing payroll or audits, why are they still on your list7

Rf woumve hit a revenue plateau

Ueneralists often hit an earning ceiling. Kpecialists can charge more and 

scale faster.
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Action Stepsz Identi-: and )se wour Superpo1er

Ko, how do you uncoWer your specialty and start building your practice 

around it7 Gere’s your step-by-step plan(

.f :e;ect on 1hat energi<es :ou

Think about the work that giWes you energy instead of draining it. 4hich 

tasks do you look forward to7 4hat projects make you feel proud at the 

end of the day7

9ook at your calendar oWer the last month. Eircle the client calls and 

tasks that didn’t feel like work. That’s your starting point.

bf List :our top skills and highest2deDand services

4here do your skills and market demand oWerlap7 Baybe you’re an in-

credible communicator—perfect for adWisory. Baybe you loWe the pu66le 

of ?VK resolution. 4hateWer it is, name it.
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Ask a few trusted clients why they chose you. Their answers will tell you 

what they Walue most—which may surprise you. 4hat did they say7

,f (e’ne :our specialt: like that little donut shop Denu

Eut the clutter. You don’t haWe to oIer ten serWices. Ktart by narrowing it 

down to three. Then one. zuild a reputation around the thing you do best.

5se your website, social media, and client onboarding process to rein-

force this specialty. Own it.

4hat three serWices do you want to oIer most7
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—f )se :our superpo1er to sa: no

This is the hard part, but it’s where the transformation happens. Ktart 

letting go of the serWices that don’t align. Ktart letting go of clients who 

don’t 1t your new Wision.

Ereate a list of ”red vagq clients or tasks that no longer serWe you. 

5se it as your internal compass when making decisions.

Rf CoDDunicate :our shi-t

You don’t need to burn bridges—but you do need to be clear. 9et 

current and prospectiWe clients know what you speciali6e in now. The 

right ones will stay—or 1nd you.
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A simple email explaining your new focus, why it matters, and who you 

can help best is often all it takes. Gere’s a sample outline you can follow(

  4hy you’re shifting

  4hat you’ll focus on going forward

  4ho you’re best suited to help

  Optional referral for clients who need other serWices

Bake a few notes about what you might include in your client message. 

You don’t need to be eWerything to eWeryone. ?n fact, trying to do so is 

probably holding you back.

4hen you narrow your focus, you giWe yourself the space to become 

great. And greatness is what gets you noticed. ?t’s what 1lls your schedule 

with ideal clients. ?t’s what giWes you control oWer your time, energy, and 

income.

This week, say no to one thing that doesn’t serWe your future. That’s 

how superpowers get stronger.

Mon’t be the buIet.

Be the donut shop.
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L et’s start this chapter with a little math—not the kind you loved in 

school, but the kind that could change how you run your practice.

E=ciency O ÷utput I Ynput

Simple formula. Huge implications.

xour output is what your :rm delivers—taf returns :led, consulting 

sessions held, strategy plans completed. xour input is what it costs you 

to produce that workW your time, your energy, your team’s bandwidth, 

soBtware tools, and yes—your mental Bocus.

qhen you’re e=cient, you deliver more valuable output with less 

input. 

Mut here’s where most :rm owners go sidewaysW they Bocus only 

on increasing output without considering the reTuired input. Aore 

clients. Aore work. Aore revenue. Jhey Borget to manage the input. 

Snd when that happens, things break—including you.
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Y see this all the time. Uomeone doubles their client load without ad$ust5

ing their calendar, pricing, or sta=ng. Uuddenly, they’re running on Bumes, 

delivering late, and snapping at their Bamily.

Mut here’s the shiBtW qhen you Bocus on high5value output that reTuires 

less personal input, your :rm becomes more pro:table and more sustain5

able. Jhat’s real e=ciency. YB it takes you j hours to complete a 02// return, 

that’s 0-4.2/?hour. Mut iB it takes you z hours to deliver a 04,/// advisory 

session, that’s 02//?hour.

xou tell me—which one’s the smarter use oB your time1

Jhe goal isn’t to crank out more work. Yt’s to do better work with Bewer 

resources so you can deliver high5value outcomes without burning out. YB 

you’re not controlling the input, you’re probably burning out—or at least 

leaving money and peace oB mind on the table.

YB you’ve been at one oB my presentations, you may have heard me give 

the knee surgery efample. qho would you rather go to1 Jhe surgeon 

who specialiRes in knees, works Bour days a week, takes vacations, and 

perBorms three surgeries a day with precision and con:dence1 ÷r the guy 

who does knees, hips, shoulders, and elbows, works V-5hour days, and 

rushes through every procedure1

Aost oB us would choose the specialist. Uo why are you trying to be a 

generalist1

Jhe truth is, your practice’s e=ciency is not $ust about systems and 

soBtware. Yt’s about alignment. xou have to de:ne three key elementsW

  xour area oB efpertise

  xour ideal client
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  xour available time

qhen these three line up, your e=ciency skyrockets. qhen they’re 

out oB sync, everything Beels harder than it should.

Let’s take a look at some efamples.

Aaybe you’re a 3“S who is known Bor your brilliant taf strategy 

work. xou can look at a client’s :nancials and instantly :nd :ve ways to 

save them money. Mut you’re also still doing bookkeeping, payroll, even 

the occasional audit, because you Beel like you have to. xou’re working 

-/ hours a week, efhausted, missing Bamily dinners, and Balling behind 

on the work you actually en$oy.

YB you sit down and take a good look at what’s going on, it’s pretty 

clear. xour genius is in taf strategy, your ideal clients are sif5:gure 

solopreneurs who need big5picture guidance, and you only want to 

work about ”2 hours a week so you can coach your daughter’s soccer 

team.

Jhe :f1 3ut the services that don’t align, create a streamlined on5

boarding system $ust Bor taf strategy clients, and build your calendar 

around those ”2 golden hours.

qithin  a  Bew  months,  you’ll  be  working  less,  earning  more, 

and—most importantly—Beeling like you’re :nally in control oB your 

business. Jhis is what happens when you align your efpertise, your 

ideal client, and your time capacity.

6ow let’s consider the solo practitioner who prided herselB on being 

a %one5stop shop.F Ner heart was in the right place—she wanted to 

help everyone. Mut the truth was, she was helping no one e9ectively, 

including herselB.
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Uhe had clients Brom every industry, with every type oB needW taf returns, 

bookkeeping, sales taf :lings, business Bormation help, even a little NK ad5

vice. Ner weeks were chaotic. Snd although she was putting in more than 

2/ hours a week, her income wasn’t reLecting it. qorse, she Belt constantly 

behind, like she was letting everyone down, including her Bamily.

qhat iB she asked herselB a simple TuestionW YB Y could wipe the slate clean 

and build my practice Brom scratch, what would it look like1

Let’s say she said something like, %Nelping small restaurant owners 

understand their numbers and stay cash5Low positive.F

Jhat clarity could change everything Bor her. YB she niched down, she 

could create tools speci:c to restaurants. Uhe could let go oB the clients that 

didn’t :t—even though it was scary. Snd within sif months, she could 

have a Bull book oB clients in her ideal niche and be working 4/M Bewer 

hours.

Uometimes the best way to scale isn’t by adding more. Yt’s by cutting the 

right things loose.

Nere’s one more efample. Cevon is a 3“S who runs a small :rm with 

two $unior sta9 and a growing list oB clients. Ne’s carved out a niche he 

loves—Bractional 3N÷ services Bor growth5stage tech companies—but he 

can’t seem to stay in that Rone. Ne’s still getting pulled into every email, 

every minor task, every 7uickMooks Tuestion Brom his team and his clients.

Ne’s doing 3N÷ work one hour, then answering email Tuestions the 

neft. Ne isn’t aligned with his time capacity—not because he has the 

wrong clients, but because he hasn’t built the right structure Bor himselB.

Ne needs to map out where his time is actually going, and more impor5

tantly, where it should go. Ne empowered his team with clear roles, hired 
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a virtual assistant to manage his inbof, and created guardrails around his 

availability.

Jhe result1 Cevon reclaimed V/ hours a week oB deep5Bocus time Bor 

3N÷ strategy—and that alone allowed him to take on two new high5value 

clients without burning out.

xou don’t always have to downsiRe to get aligned. Uometimes you $ust 

need to restructure around your strengths.

Signs You’re Operating Outside Your EcyienyZ 1one

Aaybe you’re thinking, %Y’m doing :ne. Y’m getting everything done . . . 

eventually.F Jhis sounds like survival, not e=ciency. xour business is only 

going to be sustainable iB you’re e=cient. xou need to do the right work, 

Bor the right people, in a way that doesn’t chew up your nights, weekends, 

and sanity.

Uo how do you know iB your practice is out oB alignment1 YB you’re not 

sure, here are a Bew red Lags that show up when you’re operating outside 

your e=ciency RoneW

.l You’re yonstantwZ korbing wate mut not 2abing 2ore 

2oneZl

xou’re grinding harder, but your output doesn’t match your e9ort.
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xl Your ywients ehpeyt too 2uy—3or t—e krong t—ingsl

YB clients think you’re on call Bor everything, you haven’t clearly de:ned 

your o9ering.

fl You 4eew wibe Zou’re awkaZs me—indl

Jhat’s a sign your workLow is out oB sync with your capacity.

5l You’re doing korb t—at’s outside Zour k—eew—ousel

Hust  because  you can  do  certain  types  oB  work  doesn’t  mean  you 

should—especially iB it drains you.

vl You neAer 4eew 4uwwZ present kit— Zour 4a2iwZl

qhen work invades every evening and weekend, you’re paying too high a 

price.

YB any oB these signs hit home, you’re not alone—and you’re not Bailing. 

xou’re $ust misaligned. Jhe good news1 E=ciency isn’t about working 

harder or Baster. Yt’s about ad$usting how you work so your time, your 

energy, and your talent are going to the right places. ÷nce you realign those 

pieces, everything else starts to LowW better clients, smoother workLows, 

more time Bor what matters. Let’s walk through how to make that shiBt.
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:ytion StepsM zahi2iDe Your EcyienyZ

KecogniRing the problem is step one. 6ow it’s time to do something about 

it.

xou don’t need to overhaul your entire business overnight—but you 

do need to start making intentional changes. Jhese neft steps will help 

you shiBt Brom reaction mode to design mode, where your business starts 

working for you, not the other way around. Nere’s how to mafimiRe your 

e=ciency by aligning your time, efpertise, and client base.

YB you want to deliver more with less stress, start with the Bollowing stepsW

.l PeRne Zour ideaw keeb

Con’t start with what you can do. Utart with what you want to do. Now 

many hours do you really want to work1 qhat time do you want to stop 

each day1 qhat boundaries do you need to protect your Bamily time, your 

health, your sanity1

Mlock out your %non5negotiableF personal time on a weekly calendar 

:rst. Jhen :ll in your work hours aBter that.
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xl -rioritiDe Zour —ig—est return serAiyes

6ot all deliverables are created eTually. qhich services generate the most 

impact, revenue, or satisBaction Bor you1 qhere are you consistently in 

your Rone oB genius1

YB you can knock out a 0z,/// advisory pro$ect in :ve hours, but it takes 

you eight hours to complete a 02// return, you’ve already got your answer.

fl :udit Zour input yost

Now much time, energy, and resources go into each service you o9er1 Look 

at your calendar. Now long do things actually take you1 qhat drains you 

the most1

JipW 8se time5tracking Bor one week to get honest data.
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5l :wign Zour yapayitZ to Zour ywients’ true needs 

Jhis is key. xour availability should align with what your ideal client 

needs most. YB your ideal client wants Tuarterly strategy calls and weekly 

check5ins, don’t structure your schedule like a once5a5year taf shop. YB 

your client needs peace oB mind, don’t make yourselB unreachable and 

overworked.

KememberW E=ciency isn’t about saying yes to everything. Yt’s about 

saying yes to the right things at the right time Bor the right people.

vl .eAerse engineer Zour korb/ok

6ow that you know your desired work hours, your most valuable output, 

and your realistic input cost, it’s time to map your services to :t. Utart with 

your available hours. Civide that by the time each service takes. Jhat’s how 

many clients you can handle.
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EfampleW YB you want to work ”/ hours a week and each client takes 2 

hours?week, you can support - clients per week or 4z clients per month, 

with some bu9er. Jhat’s it. Snd that doesn’t Bactor in any admin time.

xou can’t run a high5perBormance :rm on Bumes.

xou don’t get a badge oB honor Bor working yourselB into the ground. 

xou get better results when you align your Rone oB genius, your clients’ 

needs, and your personal bandwidth. E=ciency isn’t about hustling hard5

er—it’s about designing smarter.

Uo take a step back. Look at your inputs. Look at your outputs. Snd start 

making intentional decisions.

xou’re not here to do more.

xou’re here to do your best work, Bor the best clients, on your best terms.



Chapter Ten

Stress Reducing 
Technology

I  have a confession to make: I didn’t always love technology.

There was a time when every new piece of software felt like one 

more thing I had to learn, pay for, or manage. And half the time, it felt 

like these tools created more problems than they solved.

But I’ve learned something over the years—something I wish I’d 

understood a lot sooner: Technology doesn’t reduce stress on its own. 

You have to use it dixerently than you use everything else.

It’s not about signing up for the -ashiest new app or buying the most 

eSpensive software suite. It’s about shifting how you work and buildJ

ing habits that support eOciency and peace of mind. HtressJreducing 

technology works when it supports your real priorities—your focus, 

your time, and your sanity.

Ho let’s talk about how to get there.

Htress in a deadlineJdriven profession doesn’t usually show up as 

chaos. It shows up as pressure.
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It’s the pressure of deadlines, client eSpectations, over-owing inboSes, 

forgotten followJups, and endless backJandJforth scheduling. It’s the menJ

tal drain of knowing you have thirty things to do but not knowing which 

to start with. It’s waking up at W a.m. thinking, Did I file that one thing for 

that one client?

Technology, when used intentionally, can be one of your best tools to 

reduce that pressure. But here’s the key: Tech alone isn’t the solution. You 

can’t Cust download an app and eSpect your workload to magically shrink. 

You have to change the way you work.

Ror most of us, the root cause of stress isn’t Cust too much work—it’s 

bad patterns.

  Me let clients teSt us instead of going through a proper ?3–.

  Me send manual invoices at the end of the month instead of 

setting up automation.

  Me book meetings by email instead of using a scheduling link.

  Me manage client 5les with folders on our desktop instead of 

using secure portals.

Me say it’s faster to do things manually. But is it reallyz

If you’re spending VKG hours a week on admin tasks that could be 

automated or outsourced, you’re slowly bleeding time, energy, and money. 

I didn’t really embrace tech until I hit a point where I was spending more 

time chasing work than doing it. I’d be prepping for a meeting and realiQe 

I never got the documents I needed. I’d spend my Haturday trying to 

remember who I needed to follow up with. I was always playing catchJup.
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Ence I committed to using systems the right way, everything started to 

shift.

Ho how do you do itz

Nere are three changes that can dramatically reduce your stress levJ

el—not Cust because of the tech itself, but because of how you change your 

habits around it.

1. Client portals for secure communication

I used to let clients email me sensitive documents. Home even teSted photos 

of receipts. It was a mess—disorganiQed, insecure, and incredibly easy to 

miss things.

2ow, every client has a secure portal. 2o eSceptions.

Mhen onboarding new clients, I recommend they get a walkthrough 

video showing them how to upload 5les, message you securely, and check 

their deadlines. This can cut your email volume by over ”18 and make busy 

seasons in5nitely smoother.

2. Automated scheduling with boundaries

I used to schedule every client call manually. LNow about Tuesday at Wzq 

L2oz Thursday at P1zq Back and forth for days.

Then I got serious about using a scheduling tool with preset availability 

windows. ?lients now book directly on my calendar based on when I’ve 

allowed access.

Bonus tip: I blocked ox Rriday afternoons completely. 2o calls. 2o 

meetings. That space alone gave me time to catch up and breathe.
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3. Invoicing automation with payment links

%o you hate sending invoicesz I know people who put it ox, then scramble 

to do them all at once—and forget half of them.

You can use tech to automatically invoice clients at the right milestone. 

They receive the invoice with a payment link, and most pay within W” 

hours. You don’t have to touch a thing.

These three changes don’t Cust save time. They reduce stress. They free 

up mental bandwidth so you can focus on your real value—the work that 

actually moves the needle for your clients.

Nere’s where most people go wrong.

They sign up for a ?3– but still reply to client messages in their 4mail 

inboS.

They get a timeJtracking app, but don’t use the data.

They pay for automation, then override it manually when they get 

anSious.

The real shift happens when you build systems into your workflow and 

trust them.

Ror eSample:

  If you use a client portal, don’t chase documents via email. Uust 

link them to the portal. 6very time.

  If you oxer automated billing, stop manually tracking payments. 

)et the software do it.

  If you use a scheduling link, don’t let clients teSt you for appointJ
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ments. %irect them to the link. Every time.

Yes, this takes discipline. But the payox is massive. 

Technology is only one side of the stressJreduction coin. The other is 

outsourcing.

Mhen you pair great tech with the right support, you get leverage. And 

leverage creates freedom. )et’s look at a few highJimpact areas you can 

outsource:

Payroll

If payroll stresses you out, it’s not worth keeping inJhouse—especially if 

it’s not your specialty. There are countless providers who can do this faster, 

cleaner, and more accurately than you can at scale.

I used to oxer payroll because I thought clients eSpected it. But I was 

spending hours managing 5lings, answering pay stub $uestions, and upJ

dating rates. Ence I handed that ox to a provider who specialiQes in payroll, 

I not only freed up my time—I eliminated a maCor source of liability.

Bookkeeping

If you’re not a bookkeeper, don’t pretend to be one.

I worked with a 5rm owner who was doing her own bookkeeping every 

Hunday afternoon. Hhe hated it. Hhe wasn’t great at it. And it was draining 

the eSact hours she wanted to spend with her family.

After switching to a virtual bookkeeping service, she said, LI feel like I 

got my weekends back.q
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If you’re going to outsource anything, start with the repetitive tasks that 

drain your energy and don’t directly impact your core services.

Admin & Scheduling

This one could change your life.

Bring on a partJtime virtual assistant to manage scheduling, inboS triage, 

and client checkJins. I guarantee you’ll feel a weight lift. 6ven Cust GKP1 

hours a week of help can make a huge dixerence.

/air that virtual assistant with a good ?3– and scheduling software. 

4ameJchanger.

Mith so many options out there, it’s easy to feel overwhelmed. Ho here’s 

a 5lter I use for every piece of tech I consider:

%oes this tool eliminate a pain pointz Er does it Cust add another layerz

Before I invest in anything, I ask three $uestions:

  Mill this save me time or Cust give me something else to managez

  ?an I train my team or clients to use it easilyz

  Mill this support my superpower—or distract from itz

If the answer to any of these is no, I don’t use it. /eriod.

)et me give you a few tools I’ve personally used that check those boSes:

CRM Software (like HubSpot or Jetpack Work)owQ

7eeps all client data, notes, and tasks in one place. 2o more postJit notes 

or LI think I emailed them last week.q
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Automated Invoicing (like OuickBooks ,nlineF -reshX

BooksF ZeroF or IgnitionQ

)et the software do the math, send the invoices, and track the payments.

Scheduling (like Calendly or AcuityQ

)et clients book their own time without needing to play email pingJpong.

Work)ow Automation (like Uapier or Click’pQ

Trigger tasks when emails come in, move proCects along automatically, and 

eliminate those LI forgot to . . .q moments.

%on’t use tech for tech’s sake. 9se it to build systems that actually serve 

you. –ost of us are trained to look at return on investment M3EIN in 

dollars. But stressJreducing tech needs to be measured in emotional ROI 

as well.

Ask yourself:

  %oes this save me 5ve hours a month I can spend with my familyz

  %oes this reduce how often I forget followJupsz

  %oes this help me sleep better at nightz

If the answer is yes, it’s worth it.

I’ll give you an eSample: A 5rm owner I worked with was hesitant to 

invest in client portal software. LIt’s OP11 a month,q he said. LThat’s a lot.q
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I asked him how much time he spent each month chasing down docuJ

ments and responding to scattered client emails.

Ne paused. L/robably ten hours.q

And how much do you value your hourz

LAbout OWG1.q

That’s OW,G11 worth of time lost. All because of a OP11Pmonth hesitaJ

tion.

Mhen you look at tech through the lens of time, energy, and freedom, 

the right investments become obvious.

Signs ItTs Lime to Yean into Lech

If you’re not sure if you actually need new tech or if you’re Cust chasing 

another shiny tool, here are a few signs that your stress might be a systems 

problem in disguise:

1. 4ouTre doing the same task multiple times

You’re copying data between systems, retyping client info, or reJeSplaining 

things to your team or clients.

2. 4ouTre stuck in email chaos

You’re chasing documents, sending reminders, and replying to the same 

$uestions over and over again.
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3. 4ouTre the bottleneck in your business

2othing moves unless you manually push it forward. That’s not leaderJ

ship—it’s gridlock.

5. 4our calendar controls you

You’re doubleJbooked, overbooked, or scheduling everything by hand.

q. 4ouTre still doing tasks that donTt re:uire your brain

If you’re spending time on things that could be automated or outsourced, 

you’re sacri5cing your sanity for no reason.

If any of this sounds familiar, it’s time to stop ductJtaping your systems 

together and start building real solutions.

Action StepsD Put Lech to Work for 4ou

HtressJreducing technology only works when you use it to change how you 

work. Nere’s how to start small but meaningfully:

1. Choose one thing to stop doing manually

/ick one task—scheduling, invoicing, document collection—and commit 

to automating or outsourcing it this month.

%on’t pick everything. Htart with the most painful bottleneck and list it 

below.
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2. “raw your ”tech boundaryE line

%ecide where client access ends. 2o more teSts for appointment changes. 

2o more emailed documents. Train your clients and stick to it.

Tech won’t work unless you enforce it with consistency.

Mhat’s your tech boundary linez

3. >valuate your current tools for real R,I

Ask yourself: 

  %oes this tool save me timez 

  %oes it reduce stressz 

  Er is it Cust a monthly subscription I forget aboutz
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?ut what doesn’t serve you. %ouble down on what does.

Mhat will you cutz

And what will you double down onz

5. ,utsource one energyXdraining task

It could be payroll, admin followJups, or email triage. /ick something that 

isn’t your Qone of genius and let it go.

3elief often starts with one delegated task. This task is . . .
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q. Create one stressXfree system

Mhether it’s a templated onboarding email, a Rriday noJmeeting policy, or 

a recurring calendar block for deep work. %esign a habit that protects your 

time.

Htructure is freedom when it works for you not against you.

Mhat one habit will protect your timez

Technology won’t save you.

But the way you use technology can.

The goal isn’t to automate everything and turn your practice into a 

robot. The goal is to reclaim your energy, to use tools and systems that let 

you show up as your best self for your clients, your team, and your family.

Htart small. /ick one system that’s broken or one habit that’s causing 

daily stress. 3eplace it with a tool or outsourced solution that works for 

you.

Then do it again.

And again.

Bit by bit, you’ll build a practice that doesn’t Cust run well—but one that 

feels good to run.
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That’s the real power of stressJreducing technology.



Chapter Eleven

RedeingnY ouHr 
�ealth

W hen I woke up one morning and realized I had reached 272 

pounds, I knew something had to change. My health was dete-

riorating—I had high blood pressure, my energy was non-existent, and I 

had su’ered a stroke. My doctor:s words were a stark wake-up callT How 

long do you want to live?

qhat juestion haunted me. It wasn:t ;ust about the weightf it was about 

my vuture, my vamily, and my ability to liSe the live I wanted. Fo, I made a 

decision to change, not through drastic measures, but by committing to a 

sustainable, consistent approach that worked vor me.

qhe cornerstone ov my weight loss ;ourney was consistency. I didn:t set 

a speci3c weight goal, and I didn:t tell anyone about my plan. qhis wasn:t 

a short-term dietf it was a long-term livestyle change. 

0or years, I had tried to hit target weights only to celebrate by reSerting 

to old habits. qhis time, I shivted my mindset. Instead ov vocusing on a 

number, I vocused on creating a routine I could stick to vor live. Iv I could 

do it vor 69 days, I could do it vor R9, then E9, and eSentually voreSer.
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1nlike so many weight loss ;ourneys, mine didn:t start with a diet. It 

began with sleep. I realized that lack ov rest was vueling my oSereating 

and reliance on ca’eine. Oy prioritizing sleep, my energy stabilized, and 

my craSings diminished.

Gext, I addressed how I ate. My portions were out ov control, I didn:t 

listen to my body, and I drank a lot ov calories. I decided how much to 

eat bevore starting a meal, eSen at restaurants. I didn:t veel obligated to 

3nish my plate. Instead, I slowed down, paid attention, and stopped 

eating when I velt vull. I also replaced all beSerages with water. qhis 

simple change eliminated empty calories and kept me hydrated.

qhe types ov voods I ate also changed. My diet shivted to single-in-

gredient voodsT vresh vruits, Segetables, and meats. I aSoided processed 

voods and sauces. 8t 3rst, I missed the extra PaSorings, but within a 

month, I began to appreciate the natural tastes ov whole voods.

qhis simplicity made meal planning easy and sustainable. JSer time, 

I naturally craSed a balanced mix ov proteins, Segetables, and occasional 

grains without needing to measure or track calories.

I established a rule ov not eating avter “ p.m. or bevore “ a.m. qhis 

wasn:t about intermittent vasting but about giSing my body time to 

rest and digest. Iv I velt hungry avter “ ?M, I drank water or had a small 

snack like a vew nuts or an apple slice. qhis habit helped me sleep better 

and wake up revreshed, allowing my body to vocus on renewing itselv 

rather than digesting a heaSy meal eaten late in the day.

8vter losing signi3cant weight, I worked with my doctor to identivy 

nutrient de3ciencies through blood tests. Fupplements like Sitamin B, 
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O, and omega-6s were tailored to my needs. qhis personalized approach 

ensured I was supporting my body in the best way possible.

I know, you:re probably thinking, YWell, ””, what about working 

outL5

Hxercise wasn:t part ov my initial plan. I wanted to vocus on one 

change at a time. 8vter reaching a healthy weight, I began incorpo-

rating walking to build muscle and maintain balance. qhis step came 

naturally as my energy and mobility improSed.

qhis experience taught me two important lessons I want to pass on 

to youT Cour weight does not de3ne your worth and put yourselv 3rst. 

4et me explain.

1. Your weight does not deyne 2our worth

Jne ov my most important realizations was that my weight didn:t 

determine my Salue. Whether at 272 or ARH pounds, I was still me. 

Feparating selv-worth vrom my weight allowed me to vocus on health 

rather than societal expectations.

P. lut 2oursefS yrst

I learned to prioritize my basic needsT sleep, hydration, and nutrition. 

qhis wasn:t sel3shf it was essential. Oy taking care ov myselv, I became 

better ejuipped to care vor others and handle live:s challenges.

4ooking back, this ;ourney wasn:t ;ust about shedding poundsf it was 

about regaining control oSer my live and building a voundation vor sus-

tainable health. Hach small change, whether in sleep, diet, or hydration, 
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contributed to a larger transvormation—one that has allowed me to liSe 

more vully and intentionally.

Iv there:s one message I hope you take away, it:s thisT Ihange doesn:t 

happen oSernight, but it starts with a single decision and then another and 

another. Oy vocusing on what you can control and staying consistent, you 

can create a healthier, more balanced live that supports not ;ust your body, 

but your mind and spirit as well.

Iigns ’tTs miRe to kethinH Your aeCfth

Cour health is a cornerstone ov your ability to liSe vully and achieSe your 

goals. Cet, it:s easy to ignore the warning signs that something needs 

to change. Kere are some indicators it might be time to prioritize your 

well-beingT

1. chroniF SCtigue

Cou:re constantly tired, eSen avter a vull night:s sleep, leaSing you without 

the energy to tackle your day.

P. qrepuent iffness or 3Cin

Cou:re getting sick more ovten or dealing with ongoing aches and pains 

that impact your juality ov live.



”JFK18 ”HGFJGAA2

W. 4eight gCin or foss

1nintentional changes in weight, whether gain or loss, could signal under-

lying health issues or livestyle imbalances.

E. 5RotionCf eCting

Cou:re using vood to cope with stress, boredom, or emotions, rather than 

vor nourishment.

6. ’gnoring routine FCre

Cou:Se been putting o’ doctor:s Sisits, health checkups, or addressing 

known medical conditions.

D.Ai:Fuft2 sfee3ing

qrouble valling or staying asleep is a red Pag that stress or poor habits may 

be a’ecting your oSerall health.

JFtion Ite3sM ItCrting Your aeCfth vourne2

Iv you recognize any ov the signs aboSe, it:s time to take actionable steps 

toward better health. 
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Kere:s how to get startedT

1. Jssess 2our sfee3

?rioritize rest by setting a consistent bedtime and creating a relaxing night-

time routine. Bescribe your current sleep routine below. What time do 

you go to bedL What time do you get upL Bo you sleep soundly during the 

nightL 8lso, make a note ov what you:d like to improSe and any ideas you 

haSe vor moSing vorward with that. 

P. ArinH Rore wCter

Veplace sugary drinks, alcohol, and ca’eine with water to stay hydrated 

and improSe oSerall energy. What steps can you take to drink more waterL 

What beSerages do you need to replace with waterL
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W. IiR3fiS2 2our diet

0ocus on whole, single-ingredient voods and reduce processed options 

gradually. What are some ov your vaSorite single-ingredient voodsL What 

can you replace with themL

E. ,obe dCif2

Oegin with simple actiSities like walking or stretching to incorporate 

moSement into your routine. What other types ov simple actiSities do you 

en;oy that you can incorporate into your daily routineL
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6. Iet sRCff2 CFhiebC3fe goCfs

Ftart with one change at a time, such as cutting back on late-night snacks 

or adding a daily Segetable serSing. What small goals will you start withL 

4ist any you think ov. Cou can always ad;ust your list later.

D. IeeH 3roSessionCf guidCnFe

Ionsult a doctor or nutritionist to tailor a plan to your speci3c needs and 

address any de3ciencies. Who do you need to consult with to help you on 

this health ;ourneyL

Oy starting small and staying consistent, you can build habits that lead to 

lasting, positiSe changes in your health and oSerall well-being. qhe ;ourney 

to better health isn:t a straight path, nor is it the same vor eSeryone. What 
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matters most is 3nding what works vor you and committing to it with 

consistency and intention. 

My story isn:t about pervection or juick 3xes—it:s about making sus-

tainable choices that aligned with my live, my body, and my goals. Whether 

it:s prioritizing sleep, simplivying your diet, or rede3ning your relation-

ship with vood and selv-worth, the key is to take small, meaningvul steps 

vorward. Ihange is possible, and it starts with the decision to put your 

health—and yourselv—3rst.

qake a look at the notes you made in the action steps aboSe and decide 

what your next small step will be. Make a note ov it below. 



Chapter Twelve

Surviving Tax Season 
Without Losing Your 
Mind

I ’ll never forget one particular March years ago. I was in the obce ,efore 

sunrisem still there at diknightm ank living ox colk coxee ank whatever 

snacAs I coulk gra, ,etween client calls. My phone was ,lowing up with 

te“tsm dy in,o“ hak hunkreks of unreak edailsm ank I coulkn’t reded,er 

the last tide I sat kown for kinner with dy fadily.

Tt the tidem I wore that chaos liAe a ,akge of honor. j”hat’s Bust ta“ 

seasonmL I tolk dyself. zut the truth wasm I was running on fudes. My ,oky 

was ,reaAing kownm dy patience was gonem ank dy fadily was paying the 

price.

—ooAing ,acAm I realiWe it wasn’t ta“ season that was the pro,ledJit was 

de. I hak no ,ounkariesm no systedsm ank no plan to protect dy health. I 

thought I coulk Bust grink harker ank daAe it through. Ohat I’ve learnek 

since is that surviving ta“ season isn’t a,out ,eing tougher. It’s a,out ,eing 

sdarter.
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If you’ve ,een through even one ,usy seasonm you Anow the pressure is 

real. ”he keaklines kon’t dove. 9lients wait until the last dinute. Tnk 

there’s always dore worA than hours in the kay. zut the real reason ta“ 

season ,reaAs so dany 0rds is ,ecause-

  Too many clients are crammed into too little time. Insteak 

of curating their client listm 0rd owners try to ,e everything to 

everyone.

  Boundaries disappear. 9lients call at Y-RR p.d.m te“ts Vy in on 

weeAenksm ank you responk ,ecause you feel liAe you have to.

  Systems aren’t built for the strain. Manual processesm scatterek 

kocudentsm ank ,ottlenecAs pile up fast.

  The “martyr mindset” takes over. ”oo dany practitioners conK

vince thedselves that suxering is a sign of successJthat if you’re 

not halfKkeak ,y Tprilm you dust not ,e worAing hark enough.

If ta“ season leaves you ,roAenm it’s not sustaina,le. Gou can’t serve your 

clients wellJor live your life wellJif you’re ,arely hanging on.

Uodewhere along the waym our profession startek treating ,urnout as 

a ,akge of honor. Oe swap stories a,out allKnightersm ,rag a,out dissek 

vacationsm ank BoAe a,out sleeping unker our kesAs liAe it’s a rite of passage. 

zut the truth ism clients kon’t care how dany hours you worAek. ”hey 

care a,out whether the worA is accuratem whether keaklines are detm ank 

whether you’ll still ,e arounk ne“t year to serve thed.

Tnk daAe no distaAeJ,urnout has a price. MistaAes creep in. Utax get 

fek up ank leave. 9lients sense the chaos ank start looAing for alternatives. 
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Tnk your ,oky Aeeps the scorem too. UtressKrelatek health crises are no BoAem 

ank once the kadage is konem you can’t always unko it.

zut it koesn’t have to ,e that way. Idagine a ta“ season where your 

clients Anow the processm your tead is e)uippek to carry the loakm ank 

your systeds hankle the repetitive tasAs. Gou’re still ,usyJ,ut you’re not 

krowning. Gou actually daAe it hode for kinnerm you’re not running on 

edptym ank you still have gas in the tanA code Tpril. ”hat’s not a fantasy. 

It’s what happens when you approach ta“ season with intention insteak of 

Bust enkurance.

”he goal isn’t Bust to jdaAe it through.L It’s to kesign a ta“ season that 

koesn’t chew you up ank spit you out every year.

I reded,er one year after I’k startek idpledenting these changesJ,etK

ter coddunicationm dore autodationm tighter ,ounkaries. 2or the 0rst 

tidem ta“ season felt . . . danagea,le. 9lients were happier ,ecause they 

Anew what to e“pect. My stax was dore con0kent. Tnk I actually hak 

enough energy left in Tpril to cele,rate with dy fadily insteak of collapsK

ing.

”hat’s when I realiWek ta“ season koesn’t have to ,e a nightdare. Oith 

the right preparationm it can ,e Bust another season of steakym pro0ta,le 

worA.

Most ta“ pros treat ,usy season liAe a stord they Bust have to outlast. 

Eeak kownm push harkerm ank hope you daAe it to Tpril C?th 3or whatever 

your local keakline is4 without collapsing. ”hat dinkset dight get you 

through one yearm day,e twoJ,ut it’s not a ,usiness dokel.

”he real opportunity is to treat ta“ season as a stress test for your 

Drm. Ohatever ,reaAs unker the pressure is showing you where your 
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practice neeks attention. (ik you get ,uriek in client )uestionsP ”hat’s 

a coddunication pro,led. (ik your stax ,urn outP ”hat’s a training 

ank kelegation gap. (ik you diss fadily kinners for three donths 

straightP ”hat’s a ,ounkaries issue.

Hnce you see ta“ season this waym it  stops ,eing sodething you 

derely survive ank ,ecodes the ,lueprint for how to idprove your 

,usiness yearKrounk.

Eere’s how to daAe that shift-

webrief Fhen the dust settles. (on’t Bust cele,rate surviving. Uit 

kown with your tead ank asA- Ohat worAekP Ohat kikn’tP Ohat 

,ottlenecAs showek upP Orite it kown ,efore the dedory fakes.

xiC one bottleneck per year. Gou kon’t neek to re,uilk everything 

at once. May,e this year you akk a client portal. 8e“t year you streadK

line on,oarking. Udall idprovedents codpounk into ,ig change.

Track your hours and stress points. qeep a sidple log kuring the 

season. Ohere kik your tide actually goP Ohere kik your energy krain 

the dostP ”hat kata is golk for rekesigning your worAVow.

Test boundaries in real time. If you enforcek stricter keaklines or 

stoppek taAing lastKdinute 0lesm notice how clients reactek. Most will 

akapt faster than you thinAJank the few who kon’t day not ,e your 

clients longKterd anyway.

gelebrate Fins Fith your team. (ik sodeone hankle client codK

dunication ,eautifullyP (ik autodation save hoursP (ik you daAe it 

hode for fadily kinner once a weeA when last year you kikn’tP ”hose 

wins datter. 8ade thed.
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”he dore intentional you getm the dore ta“ season stops ,eing a dak 

kash ank starts ,eing a prekicta,lem pro0ta,le season of worA.

I’ll ,e honestJthere will always ,e long kays ank dodents of stress. zut 

there’s a ,ig kixerence ,etween worAing hark ,y choice ank ,eing grounk 

kown ,y chaos.

”he ,ottod line- ”a“ season koesn’t have to ,reaA you. It can sharpen 

youm strengthen your teadm ank push your 0rd to ,ecode ,etter every year. 

Tnk when you get to that pointm ta“ season stops ,eing sodething you 

kreakJank ,ecodes proof that your practice is truly ,uilt to last.

SiYns Hou’re 1eaded for Burnout This TaC Season

Gou kon’t Bust waAe up one kay in Tpril codpletely ,urnek out. ”he warnK

ing signs usually show up weeAsJor even donthsJ,efore the keakline 

hits. ”he pro,led ism dost of us are so focusek on plowing aheak that we 

ignore thed until it’s too late. 

If you want this year to feel kixerentm you’ve got to start paying attention 

to the early rek Vags. Eere are a few that signal you’re on a collision course 

with ,urnout-

2. Hou’re already dreadinY xebruary 

If Bust thinAing a,out ta“ season 0lls you with an“ietym that’s a warning 

sign.
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3. Hou haven’t set clear client eCpectations

If clients kon’t Anow your keaklinesm obce hoursm or processm e“pect chaos.

j. Hou’re countinY on “4ust YrindinY harder” 

More hours isn’t a strategyJit’s a path to ,urnout.

5. Hour health takes a backseat every sprinY

If sleepm e“ercisem ank fadily tide kisappear kuring ta“ seasonm you’re ro,K

,ing frod yourself.

A. Hou keep sayinY yes to late or misDt clients 

9arrying pro,led clients into ,usy season is liAe carrying rocAs into a 

darathonJyou’ll feel every ounce.

If you recogniWe yourself in any of these signsm kon’t ,rush thed ox. 

”hey’re not Bust inconveniencesJthey’re warnings. Ignoring thed now 

only guarantees that ta“ season will taAe a heavier toll on youm your teadm 

ank your clients. 

”he gook news is that these rek Vags aren’t a keath sentence for your 

practice. ”hey’re sidply signals pointing to where you neek to daAe 

changes. Tnk the earlier you actm the sdoother your season will ,e. —et’s 

looA at the practical steps you can taAe to turn things arounk.
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:ction Steps- Survive and Thrive wurinY TaC Season

QecogniWing the warning signs is one thingJchanging your approach is 

another. ”a“ season koesn’t have to feel liAe a sprint through 0re every year. 

Oith sode intentional preparation ank a few sdart shifts in how you worAm 

you can rekuce the chaosm protect your healthm ank even 0nk dodents of 

cald in the dikkle of the rush. ”hese action steps aren’t a,out akking 

dore to your plateJthey’re a,out rekesigning the way you carry the loak 

so you can get through the season without losing your dink.

Gou can’t elidinate the keaklinesm ,ut you can control how you prepare 

for ank navigate thed. Eere’s how-

2. xrontLload communication

”a“ season chaos dultiplies when clients kon’t Anow what’s e“pectek. 

Uenk redinkers earlym e“plain your keaklinesm ank ,e clear a,out what you 

neek frod thedJank when. Uet the tone ,efore the Vookgates open.

(o your clients Anow e“actly how ank when you want to receive their 

infordationP If notm that’s your 0rst 0“.
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3. :utomate the repetitive stuP

9hasing signaturesm senking redinkersm ank tracAing kocudents shoulkn’t 

,e danual. Nse portalsm eKsignature toolsm ank autodatek edails to cut out 

the ,usyworA. 1very tasA you autodate gives you ,acA energy for the things 

only you can ko.

Ohat’s one repetitive tasA you can elidinate or autodate ,efore the 

season startsP

j. Kean on your team

If you’re still the ,ottlenecAm you’ll ,reaA unker the weight. 1dpower 

your stax to hankle client )uestionsm review kocudentsm ank danage the 

kayKtoKkay. Gour Bo, is to focus on the worA that only you can kom not 

everything.

Ohat responsi,ilities are you holking onto that you coulk kelegate with 

the right trust ank trainingP
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5. 1rotect your health like it’s a deadline

It’s tedpting to treat sleepm dealsm ank e“ercise as optional kuring ta“ 

season. ”hey’re not. Gour ,rain ank ,oky are your dost valua,le assets. 

zlocA tide for rest ank dovedent on your calenkar liAe you woulk a 

client deeting. If you kon’tm your ,oky will eventually force you to.

Ohat’s one nonKnegotia,le ha,it you can Aeep kuring ,usy season 

to protect your healthP

A. 2noF Fhen to say no

1very yearm you’ll have clients who kudp their infordation on your kesA 

at the last dinute or push for dore than you agreek to. If you Aeep saying 
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yesm you’ll Aeep suxering. Kart of surviving ta“ season is pruning the worAK

loakJletting go of dis0t clients or pushing late 0les past the keakline.

Oho krains you the dost kuring ta“ seasonJank what ,ounkary are 

you reaky to enforce this yearP

”a“ season will always ,e ,usy. ”here’s no dagic tool or shortcut that 

daAes the keaklines kisappear. zut when you coddunicate clearlym lean 

on your teadm autodate the repetitive stuxm ank protect your healthm you 

turn the ,usiest tide of year into sodething danagea,leJank even profK

ita,le. ”he real win isn’t Bust daAing it to TprilL it’s daAing it there with 

your energym your relationshipsm ank your reputation intact. ”hat’s what 

thriving kuring ta“ season looAs liAe.

If your practice can carry you through the ,usiest stretch of the year 

without ,reaAing you kownm that’s the real test of sustaina,ility. zecause 

if you can thrive in Tprilm you can thrive all year long.

Uo here’s the challenge- (on’t Bust survive this ta“ season. (esign it. Klan 

it. Hwn it. Tnk prove to yourself that success koesn’t have to code at the 

cost of your healthm your fadilym or your sanity.



Chapter Thirteen

Client List Remne�ent

T here’s a moment in every business owner’s career when you look at 

your client list and think, How did I end up here?

You’ve got the dream clients who value your work, respect your time, 

and pay on time. But you’ve also got the ones who—if you’re hon-

est—drain your energy, push your boundaries, and somehow turn a simple 

service into a three-ring circus.

When you rexne your client list you ensure your business is set up to 

deliver your best work, for the best people, under the best conditions. 

When your client roster is aligned with your eIpertise, your boundaries, 

and your capacity, the work becomes easier, your results improve, and your 

stress levels drop.

“magine you’re rinsing a bowl of fresh berries. You pour them into a 

strainer, and the water runs through while the berries stay behind. The 

strainer keeps what you want and lets go of what you don’t.

Your client list rexnement works the same way—only in reverse.

When you run your client base through a metaphorical ”strainer,: the 

right clients slip through into the keep pileJ the ones who match your 

eIpertise, respect your process, communicate clearly, and value your time.
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Nverything else—the mismatched needs, the constant boundary 

pushers, the chronic late-payers—gets caught in the strainer. Those are 

the clients you need to either improve through coaching and clearer 

boundaries or eventually transition out of your practice.

The strainer isn’t a one-time xI. “t’s a tool you use repeatedly to 

keep your business clean and healthy. That means setting aside time at 

regular intervals—at least once a year, sometimes twice—to run every 

client through your xlter DuestionsJ

  ?o they need what “’m best at deliveringR

  ?o they align with my ideal client proxle and valuesR

  ?o “ have the capacity to serve them well without sacrixcing 

my other prioritiesR

“f a client doesn’t pass all three, they don’t automatically get cut. 

Hometimes the issue can be solved with a conversation, a change in 

scope, or a reset on boundaries. But if the misalignment is chronic or 

costly, that’s when you start the transition plan.

Sver time, this method naturally shapes your client base into a better 

xt for your practice. The ”water: you pour in—your time, energy, and 

eIpertise—ends up going only to the clients who deserve it, and the 

work you do becomes lighter, smoother, and far more rewarding.

Nverything that doesn’t xt your criteria—the mismatched needs, the 

poor communicators, the chronic boundary pushers—gets caught in the 

strainer. What comes through are the clients who are truly a xtJ the ones 
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who match your eIpertise, respect your process, and make working togeth-

er a win for both sides.

The point isn’t to dump every diPcult client overnight. “t’s to develop a 

system that regularly ”strains: your client base so the right people stay and 

the wrong people transition out.

Nvery client on your roster should pass your three xlter Duestions. “f they 

fail even one, you have a decision to make. Cet’s take a closer look.

Do the client’s needs match your expertise?“f you’re a taI strategist, 

but this client needs weekly bookkeeping and eIpects you to reconcile their 

accounts, you’re already out of alignment. Herving them well would mean 

stepping outside your strengths—and that’s a recipe for inePciency and 

frustration.

Is this client within your ideal client provle?Beyond technical xt, 

this is about the way they work with you. ?o they respect boundariesR 

0rovide documents on timeR %ommunicate clearlyR “f you’ve got a client 

who sends you partial information at midnight and eIpects a same-day 

turnaround, they’re telling you eIactly how much they value your time.

Do you haSe the capacity to serSe this client well?Nven if they’re a 

dream xt on paper, if your calendar is at 2jjz capacity, something has to 

give. Taking on more than you can handle doesn’t 3ust aFect that client—it 

aFects every client.

Cet’s say you run a mid-si;ed taI and advisory practice. You’ve got about 

qj active clients. Et xrst glance, they all look xne—you’re delivering the 

work, they’re paying the invoices—but when you run them through your 

”strainer,: a diFerent picture emerges.

You start with your three DuestionsJ
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  ?oes the client’s needs match my eIpertiseR

  “s this client within my ideal client proxleR

  ?o “ have the capacity to serve this client wellR

When you get to Client A, you reali;e they need weekly bookkeeping 

support and freDuent, last-minute check-ins. You’re an advisory-focused 

xrm, not a bookkeeping shop, so every hour you spend on their account 

is time you’re not serving your higher-value clients. They fail Duestion 

one—eIpertise match.

Client B is a big spender and pays well, but they constantly call your 

personal cell, ignore your reDuest to use the client portal, and eIpect you to 

drop everything when they have a Duestion. They fail Duestion two—ideal 

proxle—because they don’t respect boundaries or processes.

Client C is a wonderful xt on paperJ they value your eIpertise, they pay 

on time, and they stick to the agreed scope. But when you look at your 

calendar, you reali;e you’re at capacity, and adding one more ma3or pro3ect 

for them would push you into nights and weekends. They fail Duestion 

three—capacity—because you can’t serve them well without sacrixcing 

your other priorities.

4rom this pass through the strainer, you decideJ

  %lient E should be referred to a bookkeeping xrm you trust.

  %lient B gets a boundaries reset conversation5 if they won’t ad3ust, 

you’ll oFboard them.

  %lient % can stay, but you’ll defer their new pro3ect start date until 
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you have room.

By running every client through the strainer once or twice a year, 

you gradually shape your client base so only the ones who truly xt your 

practice (ow through. Sver time, your work feels lighter, your stress 

drops, and you can focus on delivering your best work to your best 

clients.

giTns It’s Cime to Cransition a Olient 1ut

Hometimes a client stops being the right xt for reasons you couldn’t have 

predicted at the start. )aybe their business has changed, their eIpecta-

tions have shifted, or your own services and boundaries have evolved. 

Whatever the reason, hanging on to a misaligned client can Duietly drain 

your time, energy, and focus.

The key is knowing the diFerence between a client who 3ust needs a 

clear conversation and one who’s signaling it’s time to move on. Uere are 

some common warning signs that a client may be better served elsewhere.

  You dread their calls or emails.

  They resist or ignore your processes.

  They consistently pay late or dispute invoices.

  Their scope of work has shifted far outside your original agree-

ment.

  They eIpect ”emergency: turnaround on non-emergencies.
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Hpotting these signs early gives you options—you can either address the 

issue head-on or start planning a respectful eIit for your client. “n some 

cases, a process tweak or a boundary reset will solve the problem. But when 

the misalignment is chronic or costly, the most professional move is to 

transition the client out. The goal is to handle that conversation in a way 

that protects your reputation, preserves goodwill, and frees you to focus 

on the clients who truly xt your practice.

Cetting go of a client can feel uncomfortable—especially if you’ve 

worked together for years. But the longer you avoid it, the more it costs 

you in energy, revenue potential, and sanity.

Uere’s how to handle it with honesty and empathyJ

.G 2et clear on your reason

This isn’t the time for vague feelings. Be specixc. “s it a scope misalign-

mentR %apacity issueR 0rocess breakdownR Gnowing your ”why: helps 

you communicate without blame.

FG 3rame it around their needs

“nstead of ”“ can’t work with you anymore,: say, ”“ want to make sure 

you’re getting the best possible service for your needs, and “ think another 

provider will be a better xt.:
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4G 1ker a transition plan

Vecommend another professional, provide a handover packet, or set a clear 

end date with milestones. This keeps the relationship professional and 

avoids burning bridges.

bG gticA to your Roundaries

Snce you’ve set the transition in motion, don’t eItend deadlines or let the 

scope creep back in ”3ust this once.: This is where most people slip—and 

xnd themselves back where they started.

The smartest xrm owners don’t wait for a crisis to rexne their client 

list—they make it a regular practice.

Uere’s howJ

  :nnual Olient YeSiewL Hchedule time once a year to run every 

client through your ”strainer: Duestions.

  1nRoardinT 3iltersL ?uring your initial conversations, check 

for red (ags before they become a problem.

  1kRoardinT gcriptsL Geep a template email or talking points 

handy so you’re not reinventing the wheel every time you need to 

part ways.

Nvery client you keep who doesn’t xt is taking a spot away from one 

who could. They’re taking your time, energy, and mental bandwidth—re-

sources you can’t get back. Vexning your client list today can help you 
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build the business you want xve years from now. End 3ust like a strainer, 

the more often you use it, the less gunk you have to clean out later.

:ction gtepsL Yevne qour Olient fist

Vexning your client base isn’t about cutting people without thought—it’s 

about creating space for the ones you love working with. Uere’s how to put 

the Htrainer )ethod into actionJ

.G gchedule your reSiew

Block out time—at least once a year—to evaluate your entire client list. 0ut 

it on your calendar now so it becomes a standing business habit.

What’s the best time of year to schedule your reviewR

FG Yun the strainer Kuestions

4or each client, askJ

  ?o they need what “’m best at deliveringR

  ?o they align with my ideal client proxleR
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  ?o “ have the capacity to serve them wellR

)ark ”yes: or ”no: for each, and 3ot down Duick notes. Edd any other 

Duestions you’d like to add to your own personal strainer.

4G Identi5y red PaTs

4lag any clients who fail two or more Duestions or repeatedly show red (ag 

behavior /late payments, boundary pushing, scope creep7. These are your 

transition candidates.

?oes anyone come to mind right awayR

bG Decide on your action plan

4or each (agged client, choose one of three pathsJ

  6eepG They’re a good xt with minor ad3ustments /process reset, 
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boundary conversation, etc.7.

  YeSiewG Geep temporarily, but re-evaluate in MNM months.

  Cransition outG Begin oFboarding andOor referring to a bet-

ter-suited provider.

Cist any other steps you’d like to add to your action plan.

BG Wrepare your conSersations

“f you’re transitioning a client out, script your talking points. Uere are 

some suggestionsJ

  4rame the decision around ensuring they get the best xt for their 

needs.

  SFer a referral or resources if possible.

  Het a clear end date and stick to it.

Cist anything else you’d like to include.



VNKNVHN TU“1G“1Q VN9A“VN? 2MP

HG Wrotect the vlter

Snce you’ve rexned your list, keep it clean. Edd your strainer Dues-

tions into your onboarding process so every new client is a xt from day 

one.

Ase the space below to note anything else you’d like to add to your 

onboarding process.

The xrst time you do this, it might feel uncomfortable, but every 

client you let go frees up time, energy, and capacity for the clients who 

truly belong in your practice. That’s when the real growth happens.

Gnowing you need to have a diPcult client conversation is one thing. 

Gnowing eIactly what to say without burning bridges is another. The 

right wording can make the diFerence between a defensive reaction and 

a respectful, cooperative eIit or a smooth reset of eIpectations.
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To make this easier, here are two ready-to-use scriptsJ one for resetting 

boundaries when you want to keep the client, and one for ending the rela-

tionship when it’s time to move on. You can adapt the language to xt your 

style, but the structure will help you keep the conversation professional, 

clear, and solution-focused.

gcript .L Eoundary Yeset OonSersation

6hen to useLThe client is a good xt in most ways but is pushing bound-

aries /scope creep, missed deadlines, direct teIting instead of using your 

systems7.

7ere’s what you can say to start the conSersationL“ wanted to check 

in about how we’re working together. “ value our relationship and the 

work we’ve done together so far, and “ want to make sure we’re set up for 

continued success. To do that, “ need to make sure we’re both following 

the process we agreed on. When documents come in late or reDuests come 

outside our normal channels, it can delay the work and impact accuracy. 

Qoing forward, “’ll need to have all documents submitted through the 

client portal and by the agreed deadlines. That way, “ can deliver the best 

results for you without last-minute rushes.

Wause 5or responseG

3ollow upL?oes that sound reasonableR )y goal is to keep things run-

ning smoothly for both of us, and this will make sure you’re getting the 

level of service you signed up for.
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gcript FL 8ndinT the Yelationship

6hen to useLThe client is no longer a xt due to eIpertise misalign-

ment, capacity issues, or ongoing boundaryOrespect concerns.

7ere’s what you can say to start the conSersationL“ wanted to 

have a conversation about how we’re working together. “’ve reviewed 

the scope of your needs and compared it to where my xrm is focusing 

our services, and “ think you would be better served by a provider who 

speciali;es in your specixc reDuirements.

Wause to let them aRsorR the statementG

3ollow upL)y priority is making sure you have the right support, 

so “’m happy to connect you with another provider who’s a great xt 

for your needs. We can work together on a smooth transition, and “’ll 

ensure you have everything you need before the end date we agree on. 

This way, you’ll get the best possible service, and “ can maintain the 

focus “’ve committed to for my clients.

Olose with appreciationL“ appreciate the time we’ve worked to-

gether, and “ want this change to be a positive step forward for you 

and your business.

Wro CipL Efter any conversation like this—whether you’re resetting 

boundaries or ending the relationship—follow up in writing. Hummari;e 

what was discussed, conxrm any deadlines or neIt steps, and keep a copy 

for your records. This ensures both sides are clear on the agreement, and 

it gives you a paper trail if Duestions or disputes come up later. E short, 
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polite email works xne, and it keeps the process professional from start to 

xnish.

When you rexne your client list you may feel like you’re being ruthless, 

but you’re actually being responsible. Nvery client you keep who isn’t a 

good xt takes up time, energy, and space that could go to the clients who 

truly value your eIpertise and respect your process.

The Htrainer )ethod helps you look at your roster ob3ectively, using 

clear criteria instead of gut feelings or guilt. “t gives you a framework to 

keep your business aligned with your strengths, your capacity, and your 

boundaries—so you can serve your best clients even better.

The xrst time you do this, it might feel uncomfortable. You might 

second-guess yourself. But remember thisJ Cetting go of the wrong clients 

isn’t 3ust good for you—it’s good for them, too. “t puts them in the hands 

of a provider who’s a better match for their needs, and it frees you to focus 

on the work you’re best eDuipped to deliver.

?o this regularly, and you’ll xnd your client list naturally evolves into 

one that energi;es you, not drains you. That’s when your business feels 

lighter, your results get better, and you start building the kind of business 

you look forward to running.



Chapter Fourteen

Overcoming Your 
Own Objections

A  few years ago, I had a client who came to me for tax planning. That 

was their stated need. But by the second meeting, they were telling 

me how I should structure the work, which forms I should use, and even 

which software would be “better” for the job.

It reminded me of something that happened when I went in for a haircut 

once. I told the barber I wanted it shorter on the sides, a little length on top. 

Pretty simple. But then I caught myself almost telling him exactly how to 

cut it—what clipper guard to use, where to start the fade, how to blend it 

in.

And then it hit me: I don’t know how to cut hair. That’s literally why I 

was in the chair.

It’s the same when you hire a surgeon. You’re not leaning over the 

operating table suggesting which scalpel to use or how deep to make the 

incision. You trust the expert to do the job.

Yet, when it comes to our own businesses, we often don’t give ourselves 

that same trust. We let clients dictate our process, our pricing, and even our 
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workload because we’re afraid of losing them—or afraid of what they’ll 

think if we say no.

The problem isn’t just that clients sometimes overstep. It’s that we 

talk ourselves out of drawing the line. And that’s what this chapter is 

about—how to overcome your own objections, trust yourself as the expert, 

and protect your business from the inside out.

When it comes to making changes in your business—setting bound-

aries, re?ning your client list, adjusting your services—the biggest push-

back often doesn’t come from clients.

It comes from you.

You know you need to make changes. You’ve seen the signs. You’ve even 

made the list of what needs to happen.

But then that little voice kicks in:

  What if I lose too much revenueq

  What if the client gets upsetq

  What if I regret this decisionq

That voice can keep you stuck for months—or years—if you let it. So 

many business owners let clients dictate the “how” of their work—what 

tools to use, how Ruickly to deliver, and even how much to charge. And 

the reasonq They don’t trust themselves enough to say, This is how I work 

best.

If you’re professional, you get to set the process. That’s not arro-

gance—that’s expertise.

If clients should trust you as the expert, you have to trust yourself ?rst.
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That means having the con?dence to say:

  These are my boundaries.

  This is my process.

  This is the work I do—and this is what I don’t do.

When you set those limits, you’re not being diMcult. You’re creating 

the conditions to deliver your best work. That’s professionalism.

One way to Ruiet that internal objection voice is to run every deci-

sion through the Integrity Test.

Here’s my de?nition of integrity in this context:

Doing only the work you can do at your highest level of ability, 

within the capacity you have.

If saying “yes” to something means you’ll have to cut corners, work 

exhausted, or push your team beyond reason, then saying “yes” is 

actually a breach of integrity. When you look at it that way, setting 

limits isn’t sel?sh—it’s ethical.

Fet’s return to the bridge metaphor from earlier. 

A bridge is built to carry a certain load. There’s a weight limit sign 

right there for everyone to see. If you exceed it, the bridge will start to 

strain. Push it too far, and it will collapse.

Your business works the same way. It has a structural capacity—your 

time, your energy, your resources. Overload it, and something will 

give. Sometimes it’s your Ruality of work. Sometimes it’s your health. 

Sometimes it’s your relationships.
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Every time you take on more than you can handle—because you feel bad 

saying no, or you’re afraid of missing out—you’re adding weight to that 

bridge. And you’re the one who knows when it’s too much.

Your job is to protect that capacity, not pretend it’s limitless.

Here’s the truth: (ost objections we have to setting boundaries or mak-

ing changes come from fear. )ear of losing money. )ear of losing clients. 

)ear of what people will think.

But fear is a terrible business advisor.

When you replace fear with clarity—clarity about your goals, your 

strengths, and your capacity—your decisions get a lot easier. You stop 

thinking in terms of What might I lose? and start thinking in terms of 

What will I gain?

That’s when you start making decisions that serve your long-term suc-

cess instead of short-term comfort.

Signs You’re Talking Yourself Out of Boundaries

Sometimes the loudest “no” you’ll hear when trying to change your prac-

tice isn’t from a client—it’s from yourself. Here are some red 5ags that you 

might be letting your own objections run the show:

1. You rehearse conversations in your head—but never have 

them

You know you need to reset boundaries or let a client go, but weeks zor 

months6 pass without action.



VEKEVSE THINGINQ VEDUIVE3 147

2. You say yes, then regret it immediately

The moment you agree to something, you feel the pit in your stomach 

because you know it will stretch you too thin.

3. You avoid looking at your capacity honestly

You tell yourself you can “make it work” even though you’re already run-

ning on fumes.

4. You let fear drive your decisions

You imagine worst-case scenarios—losing revenue, upsetting clients, dam-

aging your reputation—and those fears stop you from making changes.

5. You’re delivering work below your standards

When you compromise Ruality to keep everyone happy, that’s a sign you’ve 

overloaded your own bridge.

Vecogni8ing these patterns is the ?rst step to breaking them. If you see 

yourself in even one of these signs, it doesn’t mean you’re failing—it means 

you’re human. The good news is, once you know how you’re getting in 

your own way, you can start to shift your mindset and take back control of 

your business.
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Action Steps: Quiet Your Objections and Make Your 

Move

You can’t stop fear from showing up, but you can choose how you respond 

to it. Here’s how to move forward with clarity instead of letting internal 

objections hold you back:

1. Write down your fears

Put every objection on paper. Seeing them in black and white takes away 

their power.

What are your biggest fears when it comes to setting boundaries with 

clientsq

2. Challenge each one with facts

Ask: Is this trueq How likely is itq What’s the real worst-case scenario—and 

could I handle itq
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3. De/ne your capacity limit

3ecide on your non-negotiables: maximum client load, maximum weekly 

hours, or maximum service scope. This becomes your “weight limit sign” 

on the bridge.

Fist your non-negotiables below.

4. Commit to one small boundary

3on’t overhaul everything at once. Start with one change—like enforcing 

portal use or blocking oH family time on your calendar—and stick to it.

What will you start with ?rstq
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5. Track the results

Note how your energy, focus, and client relationships improve when you 

enforce boundaries. Evidence builds con?dence, and con?dence Ruiets 

objections.

What improvements do you hope to seeq

Overcoming your own objections will help you eliminate fear so you can 

move forward anyway. Each small step builds evidence that you can trust 

yourself to set boundaries, protect your capacity, and serve your clients 

with integrity. The more you practice, the Ruieter that inner resistance 

becomes, and the easier it gets to run your business on your terms.

Jlients don’t decide how you run your business—you do. You’re the 

expert. You set the terms that allow you to do your best work.
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When you trust yourself enough to set boundaries, protect your ca-

pacity, and work in alignment with your long-term goals, you stop being 

reactive and start being intentional. And that’s when everything in your 

business starts to feel lighter, more focused, and more pro?table.



Chapter Fifteen

Building a Resilient 
Team

I  used to believe the only way things got done right was if I did them 

myself. Every client conversation, every tax return review, every 

email—if it didn’t cross my desk, I was sure it would fall apart. That 

mindset kept me in control, but it also kept me exhausted, short-tem-

pered, and blind to what my team was actually capable of.

Imagine a scenario where one of your key employees comes to you 

with a proposal: They want to take over managing all client onboard-

ing. Maybe you’ve always insisted on being the one to greet new clients, 

explain the process, and set expectations. Maybe you think this work is 

too important to hand oB. Yut if you’re drowning in other work, you 

have try.

Wou say yes—on one condition. They have to build a system that 

will make onboarding seamless, repeatable, and client friendly. They 

take the challenge seriously. Cithin weeks, they’ve created templates, 

set up automation in your RVM, and designed a follow-up schedule 

that keeps clients engaged.
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The resultA Rlients get a better onboarding experience than when 

you handled it yourself. Wour team member grows in con4dence and 

capability. Ond you get hours of your week back. That’s resilience in 

action.

I remember one tax season when I hit my breaking point. My phone 

was ringing nonstop, my inbox was a disaster,  and I was clocking 

5F-hour days. zne jriday, I told a staB member to take the lead on a 

client call because I simply couldn’t 4t it in. I’ll be honest—I expected 

it to blow up. Instead, they nailed it. The client was thrilled, the work 

got done, and my team member came out of it more con4dent than 

ever. That was the moment I realiJed: Vesilience doesn’t come from 

me doing more—it comes from me empowering others to step up.

If your entire business hinges on your shoulders, you don’t have a 

team—you have assistants. O resilient team doesn’t wait for you to 

rescue every situation. They anticipate problems, adapt when chal-

lenges come, and take ownership of the outcomes. Ond when you build 

that kind of team, you don’t 2ust reduce your own stress—you create a 

business that can weather storms, grow beyond you, and serve clients 

better than you ever could alone.

Harah runs a mid-siJed bookkeeping practice. zne year,  during 

peak season, she was suddenly hospitaliJed for emergency surgery. Hhe 

thought the business would grind to a halt without her there.

Instead, her team rallied. They prioritiJed the most time-sensitive work, 

divided tasks, and kept client communication steady. Chen Harah re-

turned, she was amaJed: Rlients hadn’t noticed her absence. That crisis 

became proof of her team’s resilience and a turning point for her—she 
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realiJed the practice wasn’t fragile, it was stronger than she gave it 

credit for.

Onother practitioner, 1avid, shared how he once asked a 2unior staB 

member to lead a client meeting while he listened 3uietly. The meeting 

didn’t go smoothly—the employee stumbled over 3uestions and left 

feeling embarrassed.

Yut 1avid didn’t rescue them or take the reins away. Instead, he 

debriefed with them, oBered coaching, and gave them another chance. 

zver time, that same employee became one of his most trusted advi-

sors. 1avid says the lesson was clear: Vesilience creates space for people 

to grow stronger through experience.

O resilient team isn’t one that never faces problems. It’s a team 

that can take a hit and keep moving forward. Vesilience shows up in 

the ability to adapt when plans change, to cover for each other when 

someone’s out, and to keep client service consistent no matter what 

happens behind the scenes. In other words, resilience is what allows 

your practice to bend without breaking.

Ho how do you build a resilient teamA It doesn’t happen overnight, 

but it does come from intentionally cultivating a few key 3ualities:

Trust: Vesilience begins with giving your team responsibility and 

resisting the urge to micromanage. Chen you trust them with real 

work, they rise to the occasion.

Training: 6eople can’t be resilient if they don’t have the skills or 

tools to adapt. Investing in training and professional development 

e3uips your team to handle whatever comes their way.
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Communication: Rlear expectations and consistent updates prevent 

panic in a crisis. O resilient team always knows where things stand.

Support: Mistakes are inevitable. Chat matters is how you respond. If 

your team knows they won’t be punished for trying, they’ll be 3uicker to 

take initiative next time.

Consistency: Vegular check-ins, constructive feedback, and steady 

leadership create the kind of stability that makes bouncing back possible.

Chen these elements are in place, your team develops the con4dence 

and 8exibility to handle disruptions, big or small. Ond that resilience 

doesn’t 2ust bene4t your employees—it bene4ts your clients, your busi-

ness, and ultimately, your peace of mind.

Signs Your Team Isn’t Resilient

Wou might think you have a good team, but if they’re not resilient, you’ll 

still be carrying the weight. Nere are some red 8ags that it’s time to rethink 

how you’re building your staB:

1. Everything grinds to a halt when you’re not around

If you take a day oB and come back to chaos, that’s not resilience—that’s 

dependency.
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2. No one takes ownership

Chen mistakes happen, does your team step up to 4x them, or do they 

look to you to clean it upA O lack of accountability is a sign they’re not 

empowered.

3. They freeze in a crisis

Vesilient teams adapt. Kon-resilient teams panic, avoid decisions, and pile 

the stress back on you.

4. You’re still the bottleneck

If every email, every client re3uest, and every deliverable has to pass 

through you, you haven’t built resilience—you’ve built gridlock.

5. Morale is low

Yurnout, constant turnover, and disengagement usually mean your team 

doesn’t feel trusted, valued, or supported.

If you see yourself in any of these, don’t panic. It doesn’t mean your 

people are bad employees. It usually means you haven’t created the struc-

ture, trust, and culture they need to be resilient. The good newsA Wou can 

change that.
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Action Steps: Build Resilience

Wou can’t snap your 4ngers and expect resilience to appear. It takes 

intentional leadership and daily habits that shift the way your team 

works. Nere’s how to start:

1. Communicate the vision clearly and often

Wour team can’t be resilient if  they don’t know where the ship is 

headed. 1on’t assume they understand the big picture—spell it out. 

Explain what kind of clients you want, the standards of excellence you 

expect, and the long-term goals of the 4rm. The clearer the vision, the 

more ownership they’ll take.

Wou’ve thought about your vision a lot throughout this book, so how 

do you want to communicate that to your teamA

2. Delegate with trust—not micromanagement

Nanding someone a task and then redoing it yourself isn’t delegation. It’s 

sabotage. Chen you assign a responsibility, give them the authority to see 
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it through. Wes, they’ll stumble sometimes. That’s how they learn. Every 

mistake is a building block of resilience.

Now can you show more trust in your staBA

3. Invest in training and development

O resilient team is a skilled team. 1on’t 2ust train them once and move 

on—keep sharpening their tools. Corkshops, software training, leadership 

development—it all builds con4dence and capacity. Ond con4dence is the 

backbone of resilience.

Chat type of training and development would you like to implementA
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4. Celebrate team-driven solutions

Chen your staB solves a problem without you, spotlight it. Rall it out in 

meetings. Hend a thank-you note. Yuy lunch. Hhow them that resilience is 

noticed and rewarded. Chat you celebrate gets repeated.

Cho do you need to show appreciation for or congratulate on a 2ob well 

doneA

5. Create safety nets, not safety crutches

Vesilience doesn’t mean tossing people into the deep end and hoping 

they swim. It means giving them the resources, systems, and support they 

need to succeed—then stepping back so they can do it. Think checklists, 

standard operating procedures, peer reviews. These are tools, not micro-

management.

Chere could your staB use more support and resourcesA
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Yuilding resilience in your team isn’t about adding one more thing to 

your to-do list. It’s about shaping the kind of environment where peo-

ple thrive—even when challenges hit. Yy trusting your staB with real re-

sponsibility, investing in their growth, keeping communication clear, and 

creating a culture of support, you’re laying the foundation for long-term 

stability.

Chen your team is resilient, you no longer have to carry the entire weight 

of the practice on your shoulders. Wou can step back, take a breath, and 

know that even if you’re not in the oEce for a day—or a season—the 

business will keep moving forward. That’s the real payoB of resilience: 

freedom for you, con4dence for your team, and continuity for your clients.

Ot some point, you’re going to hit a wall. Maybe it’s health-related. 

Maybe it’s family. Maybe it’s 2ust the sheer volume of tax season. If you’re 

the only thing holding your business together, that wall will stop every-

thing cold.

Yut if you’ve built a resilient team—one that knows the vision, owns 

their roles, adapts under pressure, and supports each other—your business 

keeps moving. Rlients keep getting served. Vevenue keeps 8owing. Ond 

you can step back, breathe, and actually live your life.
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Vesilience isn’t about creating a team that never struggles. It’s about cre-

ating a culture where struggle doesn’t break you—it makes you stronger.

Wou can’t carry your business alone forever. Ot some point, your busi-

ness will be tested. The 3uestion is: Cill your team collapse under pressure, 

or will they riseA

O resilient team doesn’t happen by accident. It’s built on trust, training, 

clear communication, and the willingness to let others take ownership. 

Chen you empower your people, they don’t 2ust make your life easi-

er—they make your business better.

Ho take a hard look at your team. Ore you holding them back with your 

need for controlA zr are you building them up to carry the vision with 

youA

Yecause the stronger your team is, the freer you are. Ond freedom is the 

real measure of success.



Chapter Sixteen

Degninu Scsseoo Yn 
TYcr mer�o

I  used  to  think  success  meant  more—more  clients,  more  stav, 

more rebenue, more bisiyilit.f Ig someone had asked me .ears awo 

“hether I “as ”successgul,p I “ould habe ans“ered y. :ointinw to 

numyersz wross yillinws, wro“th :ercentawe, or the siBe og m. o’cef Tut 

l.inw in a hos:ital yed agter m. stroke, those numyers didnSt matterf 

(he truth hit me hardz )uccess had to ye ayout somethinw dee:er, or 

it “asnSt “orth much at allf

In this :rogession Gand others like itx, thereSs a constant “his:er that 

turns into a roarz ”Yro“ or diefp (he uns:oken messawe is that ig .ouSre 

not e8:andinw, .ouSre gailinwf 0ou hear colleawues yraw ayout hittinw 

seben -wures or douylinw their client yase, and suddenl. .ou geel small 

y. com:arisonf

Tut hereSs the catch—“hat .ou donSt see are the AqHhour “ork“eeks, 

the strained marriawes, the missed gamil. moments, the health scaresf ISbe 

seen it -rsthandf R colleawue once told me he enbied m. -rmSs rebenue 

wro“thf )i8 months later, he con-ded that he “as read. to Euitf Ve “as 
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yurned out, his stav “as Euittinw, and he hadnSt yeen to his kidSs soccer 

wame in .earsf ?n :a:er, he had ”made itfp In realit., he “as miseraylef

(hatSs the danwer og chasinw someone elseSs scoreyoardz 0ou miwht “in 

the wame yut hate the :riBef

Wor me, the “akeHu: call “as literal—a doctor tellinw me m. health “as 

at risk ig I didnSt chanwef I realiBed success had to mean somethinw diverentf 

It had to include the greedom to take care og m.selg, s:end time “ith gamil., 

and actuall. enMo. the yusiness I had yuiltf

I kno“ another :ractitioner “ho came to a similar realiBation in a digH

gerent “a.f )he had wro“n her yookkee:inw yusiness gast, addinw stav 

and clients at eber. turnf ?n :a:er, her numyers looked gantasticf Tut she 

congessed that she dreaded woinw into the o’ce each da.f Kbentuall., she 

made a yold choicez )he cut her client yase in halg, ke:t onl. the ones “ho 

trul. balued her, and shigted to :artHtime “orkf Ver income dro::ed, yut 

her Mo. sk.rocketedf )he told me, ”Wor the -rst time, I geel like I o“n m. 

yusiness instead og it o“ninw mefp

Ueither og us gollo“ed the ”traditionalp de-nition og successf Tut yoth 

og us gound a bersion that actuall. “orkedf

)o ho“ do .ou de-ne success on .our o“n termsJ It starts “ith wettinw 

clear on .our baluesf

(ake out a sheet og :a:er and “rite do“n the -be thinws that matter 

most to .ouf Uot “hat .ou think should matterf Uot “hat .our :eers 

yraw ayoutf 2hat actuall. mattersf 4a.ye itSs healthf 4a.ye itSs greedomf 

4a.ye itSs :robidinw gor .our gamil. or serbinw .our communit.f

Ue8t, cragt a oneHsentence de-nition og success gor .ourselgf Vere are 

some e8am:lesz
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  )uccess is runninw a -rm that :a.s me “ell “hile leabinw me 

time to ye :resent “ith m. gamil.f

  )uccess is hel:inw small yusinesses thribe “ithout sacri-cinw 

m. healthf

  )uccess is earninw enouwh to geel secure “hile yuildinw a team 

that lobes cominw to “orkf

?nce .ou habe .our de-nition, hold .our current yusiness model u: 

awainst itf Ooes it aliwnJ ?r are there wa:sJ Wor e8am:le, ig health is one 

og .our balues yut .ouSre :ullinw F5Hhour da.s, thereSs a disconnectf Ig 

greedom matters yut .ou neber take a bacation, thatSs a wa:f

(he :oint isnSt to oberhaul eber.thinw oberniwhtf ItSs to notice “here 

.ouSre out og aliwnment and start mobinw closer to the lige .ou actuall. 

“antf

R yiw :art og de-ninw success is lettinw wo og ”shouldsfp

  I should “ant a yiwwer -rmf

  I should “ork “eekends ig m. clients e8:ect itf

  I should :ush gor seben -wures to ye taken seriousl.f

(hese are lies dressed u: as woalsf Neal woals come grom inside .ou, 

not grom the cro“d around .ouf

I once talked “ith a :ractitioner “ho had yuilt a lean solo :racticef )he 

lobed the “ork, lobed her clients, and had Bero desire to hire stavf Ceo:le 

ke:t tellinw her she ”shouldp scale u:, that she “as leabinw mone. on the 
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taylef Tut she “as ha::.—and that “as enouwhf (hat “as success on her 

termsf

0ou donSt need an.one elseSs :ermission to de-ne .our “inf

Signs You’re Living by Someone Else’s Detnifion oc Su-1

-ess

)ometimes the yiwwest clue that .ouSre chasinw the “ronw bersion og sucH

cess is the geelinw that, no matter “hat .ou achiebe, it doesnSt geel like 

enouwhf Ig .our accom:lishments look wood on :a:er yut leabe .ou em:t. 

inside, .ou ma. ye libinw y. someone elseSs rules instead og .our o“nf Vere 

are some common siwnsz

.h You aif your revenue godls buf sfill ceel unsdfiste2

(he numyers add u:, yut thereSs no sense og gul-llmentf (hatSs usuall. a 

siwnal that mone. alone isnSt “hat dribes .ouf

wh You 2red2 kor“ even kaen business is ”booming3

Wrom the outside, thinws look wreatf Inside, .ou geel drained, restless, or 

stuckf )uccess “ithout Mo. is Must another gorm og yurnoutf

4h You ceel guilfy cor -aoosing resf over ausfle

Ig takinw a “eekend ov or turninw do“n a ne“ client makes .ou an8ious, 

it could ye yecause .ouSbe aysoryed someone elseSs yelieg that ”harderp is 

al“a.s ”yetterfp
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,h You’re -adsing godls ouf oc obligdfion5 nof 2esire

K8:andinw, hirinw, hittinw aryitrar. yenchmarks—ig .ouSre doinw it Must 

yecause ”thatSs “hat successgul -rms do,p .ou ma. ye sacri-cinw .our o“n 

baluesf

Ah Your kins never ceel li“e enouga

0ou  check  ov  milestone  agter  milestone,  yut  satisgaction  is  al“a.s 

shortHlibed yecause .ouSre measurinw :rowress awainst someone elseSs .ardH

stickf

Ig an. og these sound gamiliar, itSs a siwn .ou ma. need to :ause and 

reHe8amine “hat success trul. means to .ouf Oe-ninw success on .our o“n 

terms doesnSt mean lo“erinw the yar—it means settinw the riwht yar gor 

.our lige and .our yusinessf

p-fion Sfe:sT Su--ess on Your Werms

NecowniBinw that .ouSbe yeen libinw y. someone elseSs de-nition og success 

is the -rst ste:f (he ne8t is choosinw a de-nition that actuall. -ts .ouf 

)uccess on .our terms isnSt ayout lo“erinw .our standards—itSs ayout 

aliwninw .our “ork “ith “hat matters most in .our ligef 

(he gollo“inw ste:s “ill hel: .ou cut throuwh the noise og outside 

e8:ectations and desiwn a bersion og success that geels yoth meaninwgul and 

sustainaylef
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.h Crife 2okn your fo: tve vdlues 

(hese are .our com:ass :oints—the thinws that matter most to .ou, no 

matter “hatf (he.Sll wuide .our decisions “hen the :ressure is on and 

remind .ou “h. .ouSre doinw this “ork in the -rst :lacef

Qalues are diverent gor eber.onef Wor some, itSs gamil. time or -nanH

cial securit.f Wor others, itSs health, greedom, gaith, im:act, or creatibit.f 

(hereSs no riwht ans“er—onl. your ans“erf

Ig .ouSre not sure “here to start, think ayout the moments in .our lige 

“hen .ou gelt most :roud, gul-lled, or at :eacef 2hat “as yeinw honored 

in those momentsJ 9hances are, those are .our core baluesf

?nce .ouSbe named .our to: -be, kee: them “here .ou can see themf 

Cost them on .our deskf 2rite them in .our :lannerf 6se them as a -lter gor 

decisionsz Does this client, service, or opportunity align with my values—or 

does it pull me away from them?

2hen .ou use .our balues as a com:ass, .ou sto: drigtinw to“ard someH

one elseSs de-nition og success and start steerinw to“ard .our o“nf

2hat are .our to: -be baluesJ
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wh Drdcf your one1senfen-e 2etnifion oc su--ess 

4ake it clear, :ersonal, and truef (his isnSt a tawline gor .our “eysite—itSs 

a com:ass gor .our lige and yusinessf (hink og it as a litmus test .ou can 

use “hen o::ortunities or challenwes come .our “a.f

R wood de-nition is sim:le enouwh to rememyer, yut s:eci-c enouwh to 

wuide .our decisionsf Wor e8am:lez

  )uccess is yuildinw a client list I enMo. “orkinw “ith, not Must one 

that :a.s the yillsf

  )uccess is structurinw m. schedule so I neber miss m. morninw 

“orkout or dinner “ith m. gamil.f

  )uccess is geelinw enerwiBed y. m. “ork instead og drained at the 

end og the da.f

OonSt oberthink the “ordinw—Must “rite the sentence that geels riwht gor 

.ouf Rsk .ourselgz If five years from now my life looked exactly the way I 

wanted, what would that look like? (hen ca:ture it in one linef

?nce .ou habe it, “rite it yelo“ and :ut it some“here .ouSll see it ogtenf 

Iet it serbe as a dail. reminder og “hat .ouSre reall. “orkinw to“ard, not 

“hat the industr. or societ. sa.s .ou should “antf
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4h pu2if your business mo2el

(his audit isnSt ayout yeatinw .ourselg u:—itSs ayout clarit.f 2hen .ou 

can see “here .our current yusiness :ractices donSt line u: “ith .our 

balues, .ou kno“ e8actl. “here to make adMustmentsf Rnd eben small 

shigts—like outsourcinw one task or settinw -rmer o’ce hours—can yrinw 

.our dail. “ork closer to .our bision og successf

(ake a hard look at ho“ .our :ractice actuall. o:erates and com:are it 

to the de-nition og success .ou Must “rote do“nf Ooes the “a. .ou s:end 

.our time and enerw. su::ort that de-nition—or “ork awainst itJ
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,h jaoose one d2.usfmenf

0ou donSt habe to oberhaul .our yusiness oberniwht—in gact, tr.inw to do 

that “ill almost wuarantee grustrationf Instead, :ick one adMustment .ou 

can make riwht no“ that mobes .ou closer to .our de-nition og successf

(hink og it like adMustinw the steerinw “heel a ge“ dewrees—.ou ma. not 

notice a yiw chanwe immediatel., yut ober time, that small shigt :uts .ou 

on an entirel. diverent roadf

K8am:les og oneHste: adMustmentsz

  Ig .our success statement includes more gamil. time, start y. 

ylockinw ov t“o niwhts a “eek as noH“ork Bonesf

  Ig health is one og .our balues, commit to takinw a dail. “alk or 

leabinw the o’ce at a set timef

  Ig -nancial securit. is :art og .our bision, raise the :rice on one 

serbice that .ouSbe yeen undercharwinw gorf

  Ig Mo. in .our “ork matters most, delewate or outsource one task 

.ou consistentl. dreadf

  Ig greedom is a balue, test a threeHda. “eekend once a month and 

see ho“ .our yusiness holds u:f

(he ke. is to actf OonSt “ait gor a ”:ergect timep to make chanwes—it 

“ill neber comef )tart “ith one adMustment toda., and let the momentum 

yuild grom theref

2hat adMustment “ill .ou start “ithJ
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Ah Lef go oc one ”saoul23 

?ne og the yiwwest yarriers to de-ninw success on .our o“n terms is the 

“eiwht og ”shouldsfp (hese are the silent rules “e :ick u: grom colleawues, 

industr. chatter, or societ. at larwef Tut ”shouldsp are sneak.—the. ogten 

diswuise themselbes as amyitionf (he truth is, the.Sre yorro“ed e8:ectaH

tions, not .our o“nf (he. kee: .ou stuck chasinw woals that donSt actuall. 

mobe .ou closer to .our de-nition og successf

0our action ste: here is sim:lez Cick one ”shouldp that doesnSt aliwn “ith 

.our balues and consciousl. release itf 2rite it do“n on :a:er and cross it 

outf )a. it out loud ig .ou need tof Ne:lace it “ith a ne“ statement that 

actuall. serbes .ou, likez

  I “ill sta. lean and :ro-tayle “ith the riwhtHsiBed teamf

  I “ill “ork onl. “ith clients “ho balue m. e8:ertisef

  I “ill de-ne -nancial success in a “a. that su::orts m. ligest.le, 

not someone elseSsf

  I “ill :rotect m. “eekends yecause rest makes me yetter at m. Moyf
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2hen .ou let wo og Must one ”should,p .ou start creatinw s:ace gor the lige 

and yusiness .ou actuall. “antf Rnd that s:ace is “here real success can 

wro“f

2hat ”shouldp comes to mind and “hat statement “ill .ou re:lace it 

“ithJ

Oe-ninw success isnSt ayout “ritinw a mission statement .ouSll gorwet in 

a dra“erf ItSs ayout usinw .our balues as a com:ass gor eber. decision in 

.our :racticef 2hen .ou kno“ “hat success looks like gor .ou, it yecomes 

easier to sa. .es to the riwht o::ortunities—and no to the ones that :ull 

.ou ov coursef ?ber time, those choices add u: to somethinw :o“ergulz 

a yusiness that serbes .our lige, instead og a lige thatSs consumed y. .our 

yusinessf

)uccess isnSt a rebenue tarwet or a titlef ItSs aliwnment yet“een .our 

balues, .our “ork, and .our ligef 2hen .our yusiness reLects “hat matters 

most to .ou, .ou sto: runninw someone elseSs race and start “inninw .our 

o“nf

(he real Euestion isnSt ”Vo“ yiw can .ou wetJp ItSs ”Ooes the yusiness 

.ouSre yuildinw create the lige .ou actuall. “antJp

2hen .ou de-ne success on .our terms, the scoreyoard chanwesf Rnd 

gor the -rst time, .ou wet to :la. a wame “orth “inninwf



Chapter Seventeen

Planning for 
Succession

W hen I had my stroke, my urst thogwht ’asnbt acogt livents or 

re.engef It ’as acogt my pamviyf What ’ogid ha??en to them 

vp I logidnbt ’orkA What ’ogid ha??en to the cgsvness I had ?ogred 

myseip vnto por deladesA :nd then the cvwwer, slarver thogwht hvt meT 

Mhere ’as no ?ianf

Ip I hadnbt relo.ered, my ’vpe and kvds ’ogid ha.e ceen iept to uwgre 

ogt the messf Ey sta— ’ogid ha.e ceen slramcivnwf Ey livents ’ogid 

ha.e had no one to tgrn tof -.erythvnw I had ’orked porSthe re?gta“

tvon, the reiatvonshv?s, the resgitsSlogid ha.e dvsa??eared o.ernvwhtf

Mhat ’as my ’ake“g? laiif ”gllessvon ?iannvnw vsnbt somethvnw yog 

sa.e por retvrementf Itbs somethvnw yog start no’, celagse none op gs 

kno’ ’hen Biaterj ’vii ce taken prom gsf

Eost urm o’ners ?gt o— sgllessvon ?iannvnwf It peeis dvstant, gnlom“

portacie, or gnnelessaryf BIbii thvnk acogt vt ’hen Ibm lioser to retvrement,j 

they teii themsei.esf Jgt the reaivty vs that sgllessvon ?iannvnw vsnbt Ogst 
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acogt seiivnw yogr cgsvness ’hen yogbre ready to Ygvtf ”gllessvonbs acogt 

ensgrvnw lontvngvty vp ivpe thro’s yog a lgr.ecaiif

Wvthogt a ?ian, yog iea.e lhaos cehvndT

  Rivents iose lonudenle and slramcie por a re?ialementf

  -m?ioyees are iept ’vthogt ieadershv? or dvreltvonf

  Vogr pamviy may ha.e to deai ’vth unanlvai paiiogt on to? op 

e.erythvnw eisef

Wvth a ?ian, yog lreate selgrvty and stacvivtyT

  Rivents peei reassgred that thevr needs ’vii stvii ce metf

  -m?ioyees kno’ thevr pgtgre vs sapef

  Vogr pamviy has ?eale op mvnd and ?raltvlai ste?s to poiio’f

Imawvne t’o svdes op thvsf Une loiieawge ’ho loiia?sed sgddeniy ’vth 

no ?ian vn ?ialef Nvs pamviy had to svpt throgwh uies, lhase vn.ovles, and 

ans’er ?anvlked livent laiisSaii ’hvie wrve.vnwf It ’as de.astatvnwf

:nother loiieawge started ?iannvnw years cepore he vntended to retvref 

Ne vdentvued a sgllessor ’vthvn hvs urm, travned them wradgaiiy, and 

transvtvoned livents o.er tvmef When the day lame to ste? a’ay, vt ’as 

seamiessf Rivents stayed, em?ioyees stayed, and he ’aiked a’ay ’vth coth 

unanlvai stacvivty and a iastvnw iewalyf

Which story do you want to be yours?

When most ?eo?ie hear Bsgllessvon ?iannvnw,j they thvnk op seiivnw 

thevr cgsvnessf :nd yes, seiivnw or transvtvonvnw o’nershv? vs ?art op vtf Jgt 

trge sgllessvon ?iannvnw woes dee?erf It vnligdesT
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Financial continuity. Who has alless to the urmbs allogntsA No’ 

’vii livent ?ayments and ?ayroii lontvngeA What ha??ens to ogtstandvnw 

vn.ovlesA

Operational continuity. Who ’vii ste? vn to handie ieadershv? delv“

svons and livent ser.vle vp yogbre not thereA :re yogr systems dolgmented, 

or do they iv.e oniy vn yogr headA

Client continuity. Rivents need reassgranle that theybii stvii ce taken 

lare opf Keiatvonshv?s, trgst, and liear lommgnvlatvon are lrvtvlaif

Family peace of mind. Vogr s?ogse or kvds shogidnbt ce iept to gntan“

wie cgsvness lhaos ’hvie wrve.vnwf : ?ian ensgres theybre sg??ortedf

In other ’ords, sgllessvon ?iannvnw vs acogt ?roteltvnw ’hat yogb.e 

cgvitSpor yogrseip, yogr pamviy, yogr livents, and yogr teamf

4or most cgsvness o’ners, the hardest ?art op sgllessvon ?iannvnw vsnbt 

the ?a?er’orkSvtbs the mvndsetf We a.ovd vt celagse vt peeis ivke admvttvnw 

depeat, ivke sayvnw, BIbm donej or BIbm re?ialeaciefj Jgt thatbs the ’ronw 

’ay to iook at vtf ”gllessvon ?iannvnw vsnbt acogt wv.vnw g?f Itbs acogt 

ieadershv?f

Mhvnk op vt thvs ’ayT -.ery stronw crvdwe has a ’evwht ivmvtf -nwvneers 

donbt set that ivmvt celagse they ez?elt the crvdwe to loiia?se tomorro’f 

Mhey set vt so the crvdwe ’vii kee? larryvnw tra5l sapeiy por deladesf ”gl“

lessvon ?iannvnw vs the samef Vogbre not ?iannvnw celagse yog ez?elt to 

ste? a’ay tomorro’f Vogbre ?iannvnw so the cgsvness lan larry the ’evwht 

ionw apter yogbre wonef

”gllessvon vs ?art op yogr iewalyf Vogr iewaly vsnbt Ogst the re.enge yog 

wenerated or the ngmcer op livents yog ser.edSvtbs the stacvivty yog lre“

ated por yogr team, the trgst yog cgvit ’vth livents, and the ?eale op mvnd 
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yog wa.e yogr pamviyf Jy ?iannvnw no’, yog sho’ that yog lare enogwh to 

?rotelt aii op vtf

When yog shvpt yogr mvndset, sgllessvon celomes iess acogt ending 

your career and more acogt extending your impact. Itbs ho’ yog ensgre that 

’hat yogb.e cgvit lontvnges to ser.e, wro’, and ?ro.vde ionw apter yogb.e 

ste??ed calkf

Signs You’re Ignoring Succession Planning

1nderstandvnw ’hat sgllessvon ?iannvnw reaiiy means vs one thvnwf :ltg“

aiiy palvnw ’hether yogb.e ?gt vt o— vs anotherf Eost ?raltvtvoners kno’ 

vtbs vm?ortant, cgt they Ygvetiy ?gsh vt do’n the road, teiivnw themsei.es 

theybii wet to vt Bsomedayfj Mhe danwer vs that ’vthogt reaivLvnw vt, yog 

may aiready ce cgvidvnw a urm thatbs lom?ieteiy de?endent on yogf Nere 

are some op the most lommon svwns that yogbre vwnorvnw sgllessvon ?ian“

nvnwSand ?gttvnw yogrseip, yogr livents, and yogr pamviy at rvskf

1. You avoid the topic because it feels uncomfortable

Ip the thogwht op ?iannvnw por the B’hat vpsj makes yog shgt do’n, thatbs 

a svwn yog need to pale vt head“onf

2. No one else could step into your role tomorrow without 

chaos

Ip yogr acsenle ’ogid sto? the cgsvness loid, yog donbt ha.e a ?ianSyog 

ha.e a de?endenly ?rociemf
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3. Your team doesn’t know your long-term vision

Ip yogbre the oniy one hoidvnw the roadma?, they ’onbt kno’ ho’ to mo.e 

por’ard ’vthogt yogf

4. Your business value is tied 100% to you 

Ip livents ’ork ’vth yog and oniy yog, the urm vtseip vsnbt seiiacief Mhatbs 

a rvsk por sgllessvonf

5. You’d feel guilty taking more than a week oA 

Ip yogr ?raltvle lanbt pgnltvon ’vthogt yog por e.en a short tvme, ho’ 

’ogid vt sgr.v.e por the ionw termA

Ip yog see yogrseip vn any op these svwns, donbt take vt as pavigreStake vt 

as a ’ake“g? laiif :.ovdanle vs normai, cgt vtbs aiso lostiyf Mhe wood ne’s 

vs that sgllessvon ?iannvnw doesnbt ha.e to ce o.er’heimvnw or aii at onlef 

Vog donbt need a 68“?awe cvnder tomorro’Syog Ogst need to startf 

Mhe sooner yog take smaii, deivcerate ste?s, the sooner yogbii ?rotelt 

yogr cgsvness, yogr livents, and yogr pamviy prom gnnelessary lhaosf 9etbs 

take a iook at ho’ to cewvnf

:ction Steps“ Start Succession Planning

Qno’vnw yog need a sgllessvon ?ian vs one thvnwSaltgaiiy lreatvnw one 

vs anotherf Mhe wood ne’s vs, yog donbt ha.e to uwgre vt aii ogt at onlef 

”gllessvon ?iannvnw vs iess acogt draptvnw a ?erpelt ?ian today and more 
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acogt takvnw steady, vntentvonai ste?s that ?rotelt yogr cgsvness, yogr 

team, and yogr pamviyf Mhvnk op vt as iayvnw do’n crvlks one at a tvmef 

-alh altvon cgvids a stronwer pogndatvon por the pgtgre, no matter ’hen 

yog delvde to ste? a’ayf Nerebs ho’ to wet startedf

1. :nswer the big ”what ifq Duestions

:sk yogrseipT

  Ip I logidnbt ’ork tomorro’, ’ho ’ogid livents laiiA

  Who has alless to cank allognts, ?ass’ords, and livent uiesA

  Who ’ogid iead the team and kee? the ivwhts onA

Ip the ans’er vs Bno one,j thatbs yogr urst wa? to uzf

2. Identify potential successors

Vogr sgllessor logid ceT

  : pamviy memcer vnterested vn takvnw o.erf

  : trgsted em?ioyee ’hobs ready to wro’ vnto ieadershv?f
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  : ?artner or ?eer ’ho logid cgy yog ogtf

  :n ezternai cgyer iookvnw por a urm ivke yogrsf

”tart smaiiT make a ivst op ?ossvcvivtvesf -.en vp thvnws lhanwe iater, yogb.e 

named yogr o?tvonsf

3. 0ocument key systems

Ip yogr urmbs ?rolesses iv.e oniy vn yogr head, yog donbt ha.e a cgsv“

nessSyog ha.e a Oocf ”tart dolgmentvnwT

  Rivent oncoardvnw lhelkivstsf

  Jviivnw ?rolessesf

  4vivnw systemsf

  ”ta— res?onsvcvivtvesf

Mhvs vsnbt Ogst por sgllessvonSvt aiso makes yogr urm more e5lvent 

rvwht no’f What do yog need to dolgmentA
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4. Start 1nancial planning

Eeet ’vth yogr unanlvai ?ianner and attorney to dvslgssT

  U’nershv? transper strgltgresf

  9vpe and dvsacvivty vnsgranlef

  Jgyogt awreementsf

  Gaigatvon op yogr ?raltvlef

-.en vp yogbre years a’ay prom seiivnw, these ste?s lreate a sapety netf Who 

do yog need to laii to wet the caii roiivnwA
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5. Communicate openly

Vog donbt need to annognle e.ery detavi, cgt yogr team shogid kno’ 

therebs a ?ianf Vogr livents shogid kno’ the urm vsnbt de?endent on 

Ogst one ?ersonf : svm?ie statement ivke, BWe ha.e ?rolesses vn ?iale to 

ensgre lontvngvty no matter ’hat ha??ens,j cgvids trgst and stacvivtyf

What do yog need to teii yogr team and yogr liventsA

-alh op these ste?s mvwht peei smaii on vts o’n, cgt towether they 

lreate a sapety net that lan latlh yogr cgsvness, yogr livents, and yogr 

pamviy vp ivpe thro’s the gnez?elted at yogf 

”gllessvon ?iannvnw vsnbt acogt ?redvltvnw the pgtgreSvtbs acogt 

?re?arvnw por vtf :nd onle yogb.e taken these urst ste?s, yogbii dvslo.er 

that the ?roless vsnbt neariy as o.er’heimvnw as vt seemsf Wvth a pogn“

datvon vn ?iale, the nezt shvpt vs vn ho’ yog thvnk acogt sgllessvon 

vtseipSnot as an endvnw, cgt as ?art op yogr iewalyf

Ey stroke tagwht me a hard iessonT 7one op gs are vn.vnlvcief 9vpe 

doesnbt ’avt por a lon.envent moment to test gsf Iiannvnw por sglles“

svon vs an alt op vntewrvty and ieadershv?f Itbs ho’ yog make sgre yogr 

livents are lared por, yogr team has dvreltvon, and yogr pamviy has ?eale 

op mvndf
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Whether yog ?ian to retvre vn t’o years or t’enty, the tvme to start vs 

no’f

Jelagse sgllessvon vsnbt Ogst acogt the end op yogr lareerSvtbs acogt 

ensgrvnw the cgsvness yogb.e ’orked so hard to cgvid lan ogtiast yogf



Chapter Eighteen

Michelle’s Story

I  gasped as my heart sank into my chest. The photo my husband had 

texted me was hard to process. Staring back at me was my son’s face, 

not even two years old, smiling as usual—but this time with a bleeding gash 

across his forehead.

I should have been there to comfort him. To hold him. To remind him he 

was safe. Instead, I was stuck in the ojce, racing against another impossible 

deadline, trying to Mnish Nust one more tax return before heading home.

The guilt hit me faster than any deadline ever had. zy son was hurt, and I 

was trapped by my own practice—a business I had built to create freedom, 

not restrictions.

That moment marked the beginning of the end. Aot Nust of my day, but 

of something much bigger. It was the Mrst crack in the foundation of my 

accounting Mrm, the moment I realiBed that success on paper didn’t mean 

success in life.

Wt the time, I told myself it was Nust one bad day. Put looking back, I see 

now it was a warning—one I ignored until it was too late.

Chen I Mrst opened my practice, it was Nust me, my JO, and a baby and 

a toddler napping in their rooms. I worked from home for the Mrst two 
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years, chasing a vision of freedom. I wanted a digitalqMrst practice, 

focused on corporate clients. I didn’t want shoeboxes of receipts or 

towers of paper. I wanted ejciency, clean systems, and the Rexibility 

to be with my family while doing meaningful work.

Pusiness was slow. Some days, painfully so. The kind of slow that 

makes you secondqguess whether you’ve made a mistake. I told myself 

if I Nust kept pushing, the right clients would come.

Put then reality hitV I needed income, and I needed it fast.

That’s when I made the decision that would change everything.

I bought a practice to merge with what I’d started.

It wasn’t a calculated move or a carefully crafted strategy. It was a 

decision made out of urgency and fear—two of the worst advisors a 

business owner can have.

I didn’t stop to think about whether the practice would Mt into my 

existing client base. 

It didn’t. 

zy dream of a digital corporate Mrm collided headqon with what I 

had Nust acKuiredV Mling cabinets full of paper Mles and a long list of 

personal tax clients.

Instead of the streamlined, digital future I wanted, I had anchored 

myself to a practice that pulled me further away from my vision. Wt 

the time, I didn’t see it as a trap. I saw it as survival. Put the walls were 

already closing in.

Ws if that weren’t enough, at the same time, I made another decision 

I thought was smart for growthV I moved into a physical ojce.
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Un paper, it made sense. Olients would take me more seriously. I’d have 

space to hire. zy practice would look and feel legitimate.

In reality, it was a cage.

Eaving an ojce meant being chained to it. I couldn’t balance work and 

family the way I had at home. I had to have something resembling ojce 

hours now that I actually had an ojce. The very thing I thought would 

free me—stepping outside my house into a professional space—actually 

cost me Rexibility, time, and connection with the people I loved most.

Still, the practice grew at lightning speed. zore Mles. zore clients. zore 

demands. Wnd with every new client came the same nagging realiBationV I 

was building something I didn’t want to manage long term.

8ventually, I hit the point every business owner doesV 3rowth demanded 

help. I had two options.

Uption oneV Youble down, put in even more hours, and take on enough 

clients to Nustify a fullqtime employee.

Uption twoV Sell.

The Mrst option felt like Kuicksand—the harder I worked, the deeper I’d 

sink. So I chose the second. I sold my practice to a Mrm down the road and 

told myself it was the right move.

Wnd in many ways, it was. I found breathing room. I had time with 

my family again. Put in the Kuiet moments afterward, I couldn’t help 

but wonderV Chat if I had made di4erent decisions earlier on“ Wnd since 

meeting HH I think, what if I’d had someone like him to give me the perspective 

I didn’t have?

That’s why I didn’t have to think about it when HH asked me to help him 

write this book. It was an instant ”8S5 I know without a doubt if I’d had 
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HH’s advice all those years ago, I would have done things di4erently. I would 

have been smarter growing my business. I would have been happier. 

If there’s one thing I want you to take from my story, it’s thisV Yon’t let 

urgency dictate your decisions.

I built a digital practice, then bought a paperqbased one out of fear. I 

wanted Rexibility, then locked myself in an ojce I thought I needed. I 

chased growth, but what I really wanted was freedom.

Ead I stepped back to align my decisions with my original vision, I might 

have chosen di4erently. Wnd that’s exactly why I said yes when HH asked me 

to coqauthor this book. I knew Mrsthand how powerful his advice would 

be for other business owners to have the kind of guidance I didn’t.

”our business is more than numbers. It’s more than growth charts and 

balance sheets. It’s the life you want those numbers to support. Yon’t lose 

sight of that.

Pecause if you do, one day you might Mnd yourself staring at a text 

message you’ll never forget, realiBing that what you’ve built is taking more 

from you than it’s giving back.

Wnd that’s the moment you’ll knowV Something has to change.

Signs You Might Be Building the Wrong Business

It can be hard to see the cracks forming when you’re in the middle of 

running your business. ”ou tell yourself things will get better after tax 

season, or once you hire help, or when you land that next client. Put someq

times those 7Nust for nowF situations are really signs that you’re building a 

business that doesn’t align with your life or goals.
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Eere are a few red Rags to watch forV

1. You feel trapped 

Instead of freedom, your business feels like a cage. 8very decision adds to 

your workload rather than lightening it, and the business you created for 

Rexibility now dictates your schedule.

2. You’re making decisions out of urgency or fear

Puying, selling, hiring, or moving ojces are huge choices. If the motiq

vation behind them is panic, survival, or 7I need cash right now,F those 

decisions are more likely to create longqterm problems.

3. The work doesn’t align with your goals 

zaybe you dreamed of working with corporations, but most of your Mles 

are small personal returns. Ur you wanted digital ejciency, yet your ojce 

is buried in paper. The dayqtoqday of your practice should match the vision 

you had when you started.

4. Growth feels like a burden, not a blessing 

zore clients, more revenue, more sta4—these should move you closer to 

the life you want. If instead they weigh you down, leaving you exhausted 

and resentful, it’s a warning sign.
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5. You’ve lost sight of your “why” 

Gemember why you started your business in the Mrst place. If that reason 

feels distant or irrelevant now, it may be time to pause and recalibrate.

The bottom line: If you recogniBe yourself in these signs, you’re not 

alone. zost business owners reach a point where the business they’ve built 

no longer matches the life they envisioned. The key is to notice the signs 

early and courseqcorrect before burnout or desperation makes the choice 

for you.

Action Steps: Aligning Your Business with Your Life

The good news is, you don’t have to stay stuck. 8very practice owner has 

the power to shift their business back into alignment with their goals. The 

process isn’t about tearing everything down—it’s about making intenq

tional decisions that bring you closer to your vision.

Eere’s how to startV

1. Pause before deciding

Pig decisions shouldn’t be made in the heat of stress. Chen you feel presq

sure, stop and askV Am I making this choice from fear, or from vision? Taking 

even a day to breathe can change the outcome.

Chat big decisions deserve some reRection time“
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2. Clarify your ideal business

Crite down the kind of clients you want, the type of work you enNoy, and 

the systems you value most. If you don’t know where you’re going, any 

decision will feel like progress—even if it leads you in the wrong direction.

Chat does your ideal business look like“

3. Evaluate Rt

Cith every new opportunity—a client, a purchase, a sta4 hire—askV Does 

this move me closer to my vision or further away? This single Mlter can save 

you years of frustration.

Chat criteria will you use to evaluate Mt in your practice“
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4. Seek outside perspective 

It’s hard to see clearly when you’re in the middle of it all. W mentor, coach, 

or trusted peer can provide an outside lens, pointing out blind spots and 

helping you avoid costly mistakes.

Cho do you know that you trust to help you see things clearly“

5. 0emember your why

Geconnect with the reason you started your business in the Mrst place. Cas 

it Rexibility“ Hamily“ Hinancial freedom“ 1se that as a compass for your 

decisions. If something doesn’t serve your 7why,F reconsider it.

Chat’s your why“
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”ou are in control of your practice—even when it doesn’t feel like it. Py 

slowing down, clarifying your vision, and Mltering your choices through 

that lens, you can build a business that supports your life instead of swalq

lowing it.

Jooking back, selling my practice wasn’t Nust the end of a chapter in 

my career—it was a turning point in my life. I learned that building a 

business without a clear vision is like driving without a mapV ”ou might 

make progress, but you won’t always like where you end up.

If my story leaves you with one lesson, let it be thisV Yon’t wait for a crisis 

to force change. Aotice the signs early. Take the action steps before your 

business runs you instead of the other way around.

”ou don’t have to sacriMce your health, your family, or your peace of 

mind to have a successful business. Success is not Nust about growth. 

Success is about alignment. Chen your business matches your values and 

supports your life, that’s when the real freedom begins.

Wnd  if  you  ever  Mnd  yourself  staring  at  your  own  7photo  moq

mentF—that split second when you realiBe something has to change—I 

hope you’ll remember HH’s advice, take a breath, and choose di4erently.



Chapter Nineteen

Reverse Thinking 
Required

W hen I look back on my career, I see two versions of myself. The 

urst was the man who thogdht sgccess meant —oind it all, sayind 

yes to everyone, an— measgrind his worth by how many hogrs he worke—. 

That way of thinkind nearly cost me everythind’my health, my family, 

an— my fgtgre.

The secon— version is the man who unally embrace— reverse thinkind. 

Instea— of workind har—er, I aske— how I cogl— work smarter. Instea— of 

chasind more clients, I focgse— on the ridht clients. Instea— of measgrind 

sgccess by ngmbers, I measgre— it by alidnment’of my valges, my health, 

an— my bgsiness. That shift —i—njt ;gst restore my healthp it dave me back 

my free—om.

Thatjs what reverse thinkind is all abogt. Itjs the —ecision to challende 

the —efaglt assgmqtions of this qrofession’the belief that more hogrs 

eRgal more sgccess, that bgrnogt is a ba—de of honor, that beind everythind 

to everyone makes yog valgable. zeverse thinkind Eiqs those beliefs on 

their hea—. It says yogr best work haqqens when yog sqecialiVe, when yog 



zSHSzNS TKIGQIGU zSD1IzS9 Y:Y

set bogn—aries, when yog —esidn a bgsiness that serves yogr life, not the 

other way arogn—.

Pogjve seen the tools throgdhogt this bookB

  9iscoverind yogr sgqerqower an— focgsind on what yog —o best.

  -rotectind yogr time, enerdy, an— health with smarter systems an— 

technolody.

  zeunind yogr client list so yogjre servind the ridht qeoqle, not 

everyone.

  Agil—ind a resilient team that carries the vision with yog.

  9eunind sgccess on yogr own terms’an— qreqarind yogr qrac6

tice for a fgtgre beyon— yog.

Gow itjs yogr tgrn. 9onjt wait for a crisis to force yog into chande. 

9onjt wait gntil the cost is too hidh. Ntart qracticind reverse thinkind 

to—ay, in small, intentional steqs. Sach one moves yog closer to a bgsiness 

that sgqqorts yogr life instea— of consgmind it.

Aecagse in the en—, yogr bgsiness shogl— dive yog life’not take it from 

yog. 7n— the only qerson who can make that shift is yog.

No ask yogrself the Rgestion that starte— my ;ogrneyB

How long do you want to live?

7n— then commit to the min—set that makes the answer qossible.

Reverse thinking required.
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