
Paul Shrimpling

The Business Growth 
Accountant

#QBConnect |   WiFi: QBConnect Password not required



2 #QBConnect@Shrimpers

Paul Shrimpling
CEO Remarkable Practice
@Shrimpers
www.paulshrimpling.com

Today’s speaker



3 #QBConnect@Shrimpers

In order to receive CPE credit
– Be sure to sign in or scan your badge for this session
– You must stay in the session for the duration of the training
– This session is eligible for 1 hours of CPE
– CPE certificates are emailed directly to you within 4 weeks of the conference date to the 

same email address you used to register

CPE Process
CPE credit administered 

in coordination with 
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Is a person’s intelligence, character, 
skill and creativity static or are these 
things that can be cultivated?”

Carol S. Dweck



GreenStones





GreenStones

• Owner 
• $1.6 million
• 1 day a week
• 13 weeks holiday
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earth, while the learned find themselves 
beautifully equipped to deal with a 
world that no longer exists.” 
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Client relationships...
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1. Loyalty?
2. Extra services? 

3. Recommendations? 
4. Price increases?

Your fees, profits and capital value? 

Weaker client relationships...



Full frame photo layout. See 
speaker notes for instructions on 

replacing the photo
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1. Loyalty?
2. Extra services? 

3. Recommendations? 
4. Price increases?

Your fees, profits and capital value? 

Stronger client relationships...
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Average fee $36,500
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Is a person’s intelligence, character, 
skill and creativity static or are these 
things that can be cultivated?”

Carol S. Dweck
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1. Stop
2. Balance

3. Steer
4. Pedal

Your ride-a-bike skills...





Average fee $36,500 Average fee $51,000



1. Let’s start a business growth conversation...



“What’s the goal you have for your firm?”
“What’s your definition of winning for your firm?”

“What does success look like for your firm 3 years from now?”

1. Let’s start a business growth conversation...
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“What obstacles are getting in your way?”
“What’s holding you back from the results you want for your 
firm?

“What do you think will get in the way of you achieving your
3 year goals?”

2. Let’s start a business growth conversation...
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“What do you think will get in the way of you achieving your
3 year goals?”

2. Let’s start an advisory conversation...
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Paul Kennedy
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…just ask the big questions, and then 
you get more and more granular once 
you start to understand the landscape...

Paul Kennedy
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...to start off with, it’s 
what are you trying to achieve?"

Paul Kennedy
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1. Constructive conversation

Your BUSINESS GROWTH skills...



1. Constructive QUESTIONS

2. 3C LISTENING

3. Decision making

4. Accountability

Your BUSINESS GROWTH skills...
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Is a person’s intelligence, character, 
skill and creativity static or are these 
things that can be cultivated?”

Carol S. Dweck
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1. Constructive QUESTIONS

2. 3C LISTENING

3. Decision making

4. Accountability

Your BUSINESS GROWTH skills...
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questions and let them figure it out.”
Edgar H Schein
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...but to start off with, it’s 
“what are you trying to achieve?

Paul Kennedy
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...and then you start to hone in on the detail.” 

Paul Kennedy
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ability, when you are reaching, failing, 
reaching again, learning velocity goes 
way up. It goes way up.” 
Daniel Coyle
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“What does success look like for your business 3 years
from now?”

1. Start an advisory conversation...
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1. Loyalty?
2. Extra services? 

3. Recommendations? 
4. Price increases?

Your fees, profits and capital value? 

Stronger client relationships...
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6. Pretend

Listen with intent
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1. Loyalty?
2. Extra services? 

3. Recommendations? 
4. Price increases?

Your fees, profits and capital value? 

Stronger client relationships...
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• Every week
• 30 weeks

• Advisory 1st, accountancy 2nd

Build your team’s relationship skills...
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1. Loyalty?
2. Extra services? 

3. Recommendations? 
4. Price increases?

Your fees, profits and capital value? 

Stronger client relationships...





“To know and not to do 
is still not to know”

Zen saying
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1. Constructive QUESTIONS
2. 3C LISTENING

3. Decision making
4. Accountability

Your BUSINESS GROWTH skills...

http://bit.ly/QBCnov2018
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Rate this session
1. Select Sessions 2. Select Title 3. Add Rating
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Material Download
Session slides can be found on the QuickBooks Connect agenda page

https://quickbooksconnect.com/agenda/

1) Find the session on the agenda

2) Select + for more information

3) Download PDF of slides
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