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INTRODUCTION - THE CROSSROADS OF GROWTH AND BURNOUT

Are you running a successful accounting firm, yet finding yourself teetering on the
edge of burnout? If you’re logging 60 to 80-hour weeks just to keep your practice
afloat, you’re not alone. In one recent survey, an astounding 99% of accountants
reported experiencing some level of burnout. Many firm owners have come to
accept chronic fatigue and stress as “just part of the job.” But let’s get one thing
straight: hitting seven figures means nothing if you’re too exhausted to enjoy

the success. The traditional path for accountants—relentless hours, endless
compliance work, being everything to everyone—is becoming unsustainable. It’s
time for a fundamental shift in how we define success and how we build our firms.

| know this struggle firsthand. I’'m a recovering workaholic CPA who once believed
80-hour weeks were a badge of honor. Spoiler alert: they’re not. A decade ago, |
was that burned-out accountant, convinced that saying “yes” to every client and
working around the clock was the only way to succeed. It took a series of personal
wake-up calls for me to realize there is a better way. | transformed my 60+ hour
workweeks and plateaued income into a balanced seven-figure firm that practically
ran itself — and | did it without sacrificing my life. In this ebook, I’'ll share how you
can do the same.

What to Expect: The Balanced Millionaire is a candid roadmap for ambitious firm
owners who want to scale up to seven figures without scaling up their stress. Each
section combines my personal stories of trial and error with practical strategies
you can apply right away. You’ll learn how to recover from burnout and reclaim
your time, how to delegate and empower your team, how to define your firm’s

vision and values, and how to redesign your service mix for high-value growth.
Along the way, you’ll find checklists, reflection questions, and “Next Step” action
items to help you put ideas into practice. Consider this a sneak preview of the full
Balanced Millionaire book coming in Fall 2025 - and a standalone guide to start
your transformation now.

It is possible to build a thriving 7-figure firm and have a life you love. | won’t lie

— the journey requires courage and change. But as someone who’s been through
the fire (burnout, breakdowns, the works) and emerged on the other side, | can
promise you it’s worth it. So, grab a cup of coffee (or your favorite beverage), take a
deep breath, and let’s dive in. By the end of this ebook, you’ll not only believe that
scaling with balance is possible — you’ll have a blueprint to start making it happen.

JOIN THE CONCIERGE CPA PODCAST N -

JOIN MY ACCOUNTING FIRM INFLUENCER GROUPS — -
ON FACEBOOK AND/OR LINKEDIN - ~



https://www.youtube.com/playlist?list=PLvKLBN7Xuj_wytbCQ7j7PGavALANjGVoE
https://www.facebook.com/share/g/1CA8o5bf9e/?mibextid=wwXIfr

https://www.linkedin.com/in/drjackiecpa?utm_source=share&utm_campaign=share_via&utm_content=profile&utm_medium=ios_app

1.

FROM BURNOUT TO VISION: REDEFINE WHAT SUCCESS MEANS
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uu@

Burnout to Breakthrough: My story begins at rock bottom. In 2010, | was fired

from another CPA’s firm — a humiliating, frightening moment for a self-professed
workaholic. | was forced to confront a hard truth: all those long nights in the office,
all that “yes, | can do that ASAP” people-pleasing, had led me to burnout and a
dead end. Later, after starting my own firm, | hit another low when postpartum
depression and chronic overwork collided. | was exhausted, depressed, and felt
trapped by the very business | had built. Something had to change.

The Wake-Up Call: My turning point came when | realized success isn’t success if

it destroys your quality of life. Working 60+ hours a week, | discovered my actual
earnings came out to barely $40 per hour once | divided my income by those

insane hours. | was supposedly a “successful” CPA charging $150/hour, yet | was
undervaluing myself and running on fumes. So, | made a bold decision: | redefined
success on my own terms. No more equating “busy” with “important.” No more
wearing burnout as a badge of honor. Instead, | asked myself: What do | really want
my life to look like? If | could build my dream firm and lifestyle 3-5 years from now,
what would that picture include?

Take a moment to ask yourself this same question.

It’s easy to say “l want a million-dollar firm,” but have you considered
how you want to feel and live when you reach that milestone?

Maybe success means having dinner with your family every night, or taking
weekends off for the first time in years, or finally being able to go on a vacation
without lugging a laptop. For me, | realized | craved freedom as much as revenue. |
wanted the flexibility to focus on my health and family without my business falling
apart. | suspect you might feel the same. After all, if scaling your firm doubles your
revenue but also doubles your stress, is that really a win? (Probably not!)

Core Values and “Why”: Redefining success starts with clarifying your why and your
core values. Why do you want a 7-figure firm? What drives you beyond just money?
Dig deep here.

Perhaps you value family, integrity, innovation, balance, or excellence. Use those
values as your North Star. In my case, | identified freedom and family as top values,
which meant | needed to design a business that wouldn’t constantly rob me of time
with my kids. If “balance” is one of your core values, then a certain kind of client

or business practice (say, clients who expect you on call 24/7) simply won’t fit. By
getting clear on what principles you refuse to compromise, you create a filter for all
future decisions. Your values will guide who you work with, how you structure your
fees, how you set boundaries - basically how you travel the road to your vision.


https://www.youtube.com/playlist?list=PLvKLBN7Xuj_wytbCQ7j7PGavALANjGVoE
https://www.facebook.com/share/g/1CA8o5bf9e/?mibextid=wwXIfr

https://www.linkedin.com/in/drjackiecpa?utm_source=share&utm_campaign=share_via&utm_content=profile&utm_medium=ios_app

Early on, | hadn’t defined these things — and it showed. | said yes to every client
request because | was afraid to turn away business. | equated “demand for my
time” with “value.” The result? | was miserable, and ironically, | wasn’t even making
great money for all my effort. My biggest mistake was thinking success meant being
available 24/7. It took a tough lesson to learn that always being “on” was actually
undermining my value. My advice to you (and my younger self) is this: define
success beyond just dollars. Maybe it’s a $1M firm and a 4-day workweek. Maybe
it’s a thriving practice and the ability to coach your kid’s soccer team without

work interruptions. Get specific about what a balanced success looks like for you,
because that vision will drive every strategic choice you make from here on.

Setting Boundaries to Protect Your Vision: Once | got clear on my vision (a

thriving advisory firm that didn’t consume my life), | had to start setting some
boundaries — which, for a chronic people-pleaser like me, was terrifying at first. |
vividly remember the first time | told a client, “I’m unavailable after 5 PM”. | half
expected to lose the client on the spot. But guess what? Most clients respected
my boundary, and the ones who didn’t... well, they turned out not to be clients
worth keeping. By courageously enforcing small boundaries (no emails after dinner,
no work on Sundays, actual vacations with my phone off), | trained my clients and
myself to respect my time. Little by little, | went from feeling like a hostage to my
business to being in control of it. Remember, you teach others how to treat you. If
you answer emails at midnight, clients will expect it. But if you set the expectation
that you (and your team) respond during business hours, the sky won’t fall - and
you’ll reclaim precious hours.

By redefining success on your terms and aligning your business to serve your life
(not the other way around), you lay the foundation for everything else in this ebook.
This mindset shift is powerful: it means you’re no longer scaling for the sake of
scaling, or chasing someone else’s idea of success. You’re building a firm that
achieves holistic wealth — profit and quality of life. In fact, | eventually developed
something | call the “Balance Sheet of Life,” which measures true wealth across
four pillars: Social, Health, Financial, and Time. (More on that later.) For now, it’s
enough to recognize that financial goals and life goals aren’t opposing forces — they
can advance together. As you proceed, keep your personal vision and values front
and center. They will be your compass when tough choices arise.



NEXT STEP: CLARIFY YOUR VISION AND VALUES
Take 15 minutes this week to reflect on what balanced success means to you:

Envision Your Life 3-5 Years Out: Write down a scenario of your ideal
workweek. How many hours are you working? What kinds of things are you
doing and not doing? Who are you spending time with outside of work?

Be specific (e.g. “I leave the office by 5pm and have dinner with my family
every night” or “l take a 2-week vacation every summer without checking
email”). This is your “why” for scaling — to achieve this life.

List Your Top 3-5 Core Values: Jot down the principles that you want your
firm to stand for (e.g. integrity, family, innovation, balance, excellence).
For each value, write one sentence about what it means in practice (e.g.
“Balance — we work hard during business hours, but we don’t sacrifice

family or health for work”). These values will guide who you hire, what
clients you serve, and how you operate.

Set ONE Boundary: Identify one small boundary
you can set immediately to protect your time
or energy. It might be “no client emails

after 7pm” or taking a real lunch break

away from your desk. Communicate it
clearly (politely but firmly) to clients

or staff who need to know. It may

feel uncomfortable at first, but

stick to it. This is your first step in
reclaiming control of your

schedule.




NICHE DOWN TO SCALE UP: CLIENTS AND SERVICES THAT FUEL GROWTH

If you’re trying to be everything to everyone in your firm, you’re on a fast track to
burnout and mediocrity. One of the fastest ways to scale without burning out is to
get very picky about who you serve and what you offer. Not all revenue is created
equal — $1 earned from an ideal client can be worth far more (in both profit and
sanity) than $1 earned from a PITA client that drains your time. So, let’s talk about
refining your niche and service mix to set your firm up for sustainable growth.

Identify Your Ideal Clients: Take a good, hard look at your client roster. Which
clients would you clone if you could? Which ones light up you and your team,
respect your advice, and pay premium fees on time? Those are gold. Now, which
clients make you cringe when their number pops up, or nickel-and-dime your
invoices, or always turn in documents late and cause chaos? Those are... not

gold. It might sound harsh, but you may need to fire some clients (or, as | prefer,
“graduate” them elsewhere). In my own journey, | discovered that roughly 20% of
my clients were causing 80% of my headaches while providing a small fraction of
revenue — a common scenario. Letting go of the wrong clients frees up capacity to
serve more of the right ones. In fact, when | boldly pruned my client base - selling
or transitioning about 60% of my low-fit clients — and focused on the higher-value
ones, my firm’s revenue tripled. Fewer clients, higher fees, less stress. It’s not a
fantasy; it’s a strategy.

Specialize Your Services: Similarly, take stock of your services. Are you a generalist
offering every service under the sun, from basic bookkeeping to complex

tax strategy, stretching yourself thin? It might be time to narrow your focus.
Specialization is powerful. By becoming exceptional at a smaller range of services,
you can charge more and deliver better results. For example, | made tax planning
(proactive advisory work) the centerpiece of my firm’s offerings, rather than tax
preparation for anyone who walked in the door. We actually stopped accepting
clients who only wanted a tax return; every client had to engage in planning. The
result: we could deliver huge savings to clients and justify premium fees, which
meant we could serve fewer clients but make more revenue. |l often share this
eye-opening stat: you only need about one tax planning client to equal the revenue
of 22 typical tax prep clients. Read that again - this is the leverage of high-value
services. By moving from low-margin, high-volume compliance work to high-
margin, high-impact advisory work, you decouple your income from hours worked.
In industry data, firms that emphasize planning and advisory see average year-over-
year growth above 30%, versus ~9% for firms grinding on traditional compliance. In
short, working smarter beats working harder. If you’re shifting into tax planning and
wondering how to price it, package it, or prove ROI to clients, that’s exactly why |
created TaxPlanlQ. It automates high-value planning into minutes.



Maybe tax planning isn’t your thing — that’s okay. Advisory can take many forms
(virtual CFO services, strategic forecasting, financial coaching, specialized
consulting for a niche industry, etc.). The key is to find the intersection of what
you’re great at, what you enjoy, and what clients will pay a premium for. If you’re
not sure, start by examining your most profitable engagements that also had happy
clients — what do they have in common? Can you create packages or specialized
offerings around that? Define your niche as well: who are your best clients by
industry or situation? Maybe you get amazing results for dentists, or real estate
investors, or startups. When you have a clear Ideal Client Profile and a signature
service offering that truly delivers value, marketing becomes easier and word-of-
mouth travels fast. Plus, it simplifies your operations — you can systematize and
template more when you aren’t reinventing the wheel for every client.

o

|\ WHAT IF WORK DRIES UP?

Letting Go of the “All Things to All People” Mindset: | know it’s
counterintuitive. Turning away potential clients or limiting services
feels scary, like you’re cutting off opportunity. | had the same fear
initially. Accountants often carry a scarcity mindset (“What if work
dries up? Better take every job that comes.”). But trust me, this
mindset will keep you in the grind. Trying to serve everyone leads
to serving no one exceptionally well, and it’s a recipe for burnout.
When you fire your worst clients or discontinue low-value services,
you make space for great clients and game-changing work. A
boutique restaurant with a focused, excellent menu can charge
more and thrive, while the all-you-can-eat buffet fights for pennies
and gets mediocre reviews. Your firm is no different.

If you’re worried about the revenue hit from letting some clients

go, consider this: you can sell a block of those clients to another
firm (perhaps a smaller practice that wants to grow). That’s exactly
what | did — | sold a chunk of my low-fit clients, which not only gave
me a nice cash boost but ensured those clients were taken care of
elsewhere. Meanwhile, my team and | could concentrate on our ideal
clients. Immediately, stress went down and service quality went up.
Within a year, my firm’s revenue jumped dramatically because we
were focused and operating in our “zone of genius.” And personally,

| felt a weight lifted — | looked forward to client meetings again
because they were the right clients.



that is scalable. This often means productizing your services into packages or

tiers. For example, instead of custom-scoping every engagement (which is hard to
delegate and systematize), you might create three advisory packages (say, Silver,
Gold, Platinum) that bundle your services at different levels. Each has defined
deliverables, outcomes, and pricing. This creates consistency in delivery and makes
it easier to train staff to handle much of the work. It also sets clear expectations
with clients. Think of it like this: McDonald’s can serve billions because they have a
consistent system and a limited menu - you want a consistent “menu” of services
that can be delivered without you, as the owner, crafting each one from scratch. It
doesn’t mean you’re low-touch; it means you’re efficient and scalable. If something
in your service lineup is highly custom every time, consider standardizing it or
maybe even dropping it if it can’t be systematized or delegated. We’ll talk more
about systems later, but your choice of services directly affects how easily you can
systematize.

Importantly, as you refine your niche and services, loop back to your vision and
values. Choose clients and offerings that align with the life you want. If one of your
values is “Innovation,” perhaps you focus on tech-forward clients or creative work.
If “Family” is a value, maybe you steer away from clients in industries that always
want last-minute emergency work at year-end. Design your business to fit you,

not the other way around. That’s the privilege of being an entrepreneur - you get
to choose! And when you choose well, you’ll find you can grow your firm’s revenue
and have more freedom because you’re focusing on what works best. As | often say,
more is not better = better is better. By doing better work for better clients, you’ll
find you don’t need to pile on more hours. In fact, you might start shaving hours off
your week as your margins improve.




NEXT STEP: CURATE YOUR CLIENTS AND SERVICES

Try these actions to start niching down and scaling up smart:

(-] Segment Your Clients: Make a simple list or spreadsheet of your clients
and mark your top 10-20% “A-List” clients (consider profitability, prompt
payment, how enjoyable they are to work with, etc.) and the bottom
“D-List” clients (late payers, energy vampires, low fee/high hassle). For
one “D” client, plan an exit strategy in the next quarter — whether that’s
referring them out, selling the block of work, or gradually finishing the
engagement and not renewing. Conversely, think of how to get more “A”
clients (referrals, targeted marketing, etc.).

(-] Define Your Ideal Client Profile: Write a short profile (a paragraph or

a bulleted persona) of your target client. Include industry or niche,

size, attitude, what they value, and what problems you solve for them.

For example, “Dental practice owners with $1-5M revenue who value
proactive tax strategy and are willing to pay premium fees for expert
advice. They are collaborative, respond to communication, and implement
recommendations.” This will guide your marketing and also help you
recognize which prospects to turn away.

L ----- D Audit Your Services: List all services you currently
offer. Identify which are most profitable and

most aligned with your expertise. Also note which
services are tedious, unprofitable, or hard to scale.
Choose at least one low-value service to eliminate
or deemphasize this year. Next, outline 1-3 core
service packages you want to be known for. For
each package, list the key deliverables and the
outcome/value to the client. Example: a “Business
Tax Strategy Package” that includes an annual
tax plan, quarterly check-ins, and unlimited Q&A,
delivering an average of $X in tax savings to clients.
Having these defined packages will make pricing
easier and delivery more uniform (which helps with
delegation and training).




3.

FROM TECHNICIAN TO LEADER: MASTERING DELEGATION AND TIME

One of the hardest shifts for firm owners is letting go of the “technician” mindset
and stepping fully into the leader role. If you’ve grown your firm from scratch,
you’re probably used to wearing all the hats — you might be the best at closing
sales, the go-to person for technical tax questions, and the only one who knows
how to fix that IT issue on a Sunday. Sound familiar? At a certain point, you become
the bottleneck to your firm’s growth. Scaling to seven figures with sanity intact
requires that you get out of your own way. You need to free yourself from the day-
to-day grind by delegating, automating, or deleting tasks that don’t absolutely
require your personal touch. In short, to grow, you must do less.

Are You the Bottleneck? It’s time for an honest check: if you took a month off;
would your firm survive? If the idea of stepping away makes you break into a cold
sweat, that’s a sign your firm is too dependent on you. Many of us entrepreneurs
fall into the trap of being the hero of every story — we swoop in to solve every client
issue, double-check every tax return, and keep every plate spinning. It’s gratifying in
the short term (our ego loves to feel needed), but it’s absolutely limiting our long-
term success. | had to face this myself. | realized that my inability to let go was
capping my firm’s potential and keeping me overworked. So, | started asking a new
question before | did any task: “Am | the only person who could do this, or could
someone else handle it 80% as well as me?”

Leadership expert John Maxwell has a famous guideline: if someone else can do

a task 80% as well as you, let them do it. | took that to heart. In fact, I’d add that

if a team member can get it 80% right today, with a bit of mentorship, they might
soon do it 120% as well as you ever could! Why? Because once you delegate that
task, they can focus on it fully, whereas you were juggling it among a hundred other
things. In other words, your job shifts from doer to coach. Great coaches don’t play
every position on the field; they develop the players. To truly scale, you have to
trust others to handle big responsibilities.

Conquering the Control Freak: Let’s address the elephant in the room - giving up
control is hard, especially for detail-oriented accountants. The struggle is real. But
being a control freak is a surefire route to burnout. If you’re reviewing every tiny
detail and insisting on doing things yourself “because no one else will do it right,”
you’re stuck in a vicious cycle. | used to constantly say, “It’s just faster if

| do it myself.” Maybe true once or twice, but multiply that by hundreds of
tasks and you become the choke point for everything. | had to learn to
accept that “done by someone else” can be better than “perfect but only
done by me.”




going. | blocked out my calendar by categories: client meetings, technical work,
admin, etc., and | quickly saw | was spending huge chunks on work that could

be done by someone at a much lower pay rate (or by software). | realized | was
effectively paying myself $30/hour (in lost opportunity cost) to do $30/hour tasks,
when | should be focusing on $300/hour (or $3,000/hour) tasks that grow the
business. This is what | call understanding your effective hourly value. If you free up
an hour of your time that you would have spent on data entry and instead use it to,
say, land a $10,000 client, that hour just became extremely valuable. When you look
at it that way, delegation isn’t a cost - it’s an investment that pays off.

So, how do you actually start delegating when you’re so used to doing it all? Start
small and build the muscle. Pick a relatively low-stakes task that you currently

do but know you shouldn’t (maybe organizing client files or drafting a simple tax
extension). Document the steps if needed, then hand it off to a staff member or

a contractor or even an outsourced service. Be clear on the outcome you expect
and give a reasonable deadline. Then — and here’s the tough part — resist the urge
to hover or take it back at the first hiccup. Yes, mistakes might happen. That’s part
of the process. Instead of swooping in, treat mistakes as coaching opportunities.
Over time, | found my team often came up with improvements to the process that
| wouldn’t have seen, because they were closer to the work. Delegation, done right,
can actually improve quality and consistency.

Prioritize Your Time Like a CEO: As you delegate the technical and routine, you need
to consciously refocus your freed time on leadership and strategy. This is the crux
of moving from technician to leader. It’s not just delegating for the sake of it — it’s
delegating so that you can step up and do the higher-level work that only you,

as the firm owner, can do. What does that include? Think big picture: developing
growth strategies, nurturing key client or partner relationships, creating intellectual
property (like writing a book or developing a course), or simply thinking about how
to innovate your service delivery. Also, invest time in working on the business —
improving workflows, analyzing KPls, mentoring your team leaders. These are things
that often get neglected when you’re drowning in day-to-day client work. A helpful
practice is to schedule CEO-time on your calendar, even if it’s a couple of hours a
week to start. Treat it like a meeting with your most important client — because it
is (your firm is that client).

Another big component of leadership is setting boundaries and priorities for your
firm’s workload. As a technician, | used to say yes to everything and then scramble.
As a leader, | learned to under-promise and over-deliver, and to protect my team
from overload, too. Sometimes that meant turning down work or enforcing that

we don’t accept new projects in March (right in peak tax season) unless it’s an
amazing opportunity. You have to be the guardian of the firm’s focus. One practical
tip is implementing a task management or project management system so you have
visibility into everyone’s bandwidth. When you see someone juggling too much, you
intervene by reallocating or hiring help. When you start thinking like the owner of

a machine that needs to run smoothly (rather than the machine itself), you make
decisions differently.



Delegation in Practice — My Story: To illustrate, let me share

a snippet from my own journey. A few years into running my
firm, | finally hired my first full-time employee, Cheryl. At first,
| struggled to delegate to her — | kept holding onto reviewing
every tax plan myself, re-checking her work, basically negating
the help I’d hired her for. | was micromanaging, which
frustrated us both. The breakthrough came when | realized |
had to trust the person | hired and let go of the fear that “if
it’s not me, it won’t be done right.” | started by letting her lead
smaller client meetings on her own and only debriefing me
afterward. Sure enough, she handled them well. Next, | let her
take over managing our bookkeeping service line entirely. And
you know what? Not only did she do it well, she eventually
improved that service line’s efficiency by creating better
checklists than | ever had. This taught me that delegation isn’t
just about unloading work - it’s about empowering your team
to shine. When you give people ownership, they often rise to
the occasion (and if they don’t, that’s a hiring issue to address,
which we’ll cover in the next section). By the time my firm was
mature, | had a tax manager who could essentially run the

tax department without me, and an operations assistant who
handled all the admin and billing. | had delegated myself out
of the daily operations, which was exactly the goal — the firm
didn’t need Jackie on every email or every call, because we
built a self-sufficient team. That’s when | achieved the fabled
4-hour workweek for real. In fact, my firm grew to nearly $1M
in revenue with me stepping back to just a few hours per
week of oversight. That only happened because | continually
delegated and elevated my role.

Work Smarter, Not Harder: /A quick word on productivity hacks: Delegation is huge, but
also consider other ways to work smarter. Are you leveraging technology enough? For
routine tasks you can’t delegate to a person, maybe software can automate it (e.g.,
scheduling apps, bookkeeping automation, workflow software). We live in an amazing
time where cloud platforms and even Al tools can handle a lot of grunt work — use them!
Also, practice techniques like time-blocking (blocking out chunks of time for deep work
on important tasks) and the Pomodoro technique (working in focused bursts with breaks)
to maximize your efficiency when you are working. The goal is not to cram more work into
less time, but to free up time by eliminating waste and concentrating your effort where

it counts. By boosting your personal productivity and handing off the rest, you’ll find you
can actually work less while accomplishing more of the big things that grow your firm. It’s
the classic “work smarter, not harder” mantra — and it’s key to avoiding burnout as your
business scales.

S



NEXT STEP: DELEGATE AND ELEVATE YOUR ROLE
Start transitioning from doer to leader with these concrete steps:

(-] Task Audit: For one week, keep a simple journal of every work task you do
and approximately how much time you spend. At week’s end, categorize
each task: (A) Must be done by me, (B) Could be delegated with training,
(C) Could be automated or is maybe unnecessary. Be ruthless — many
things we do out of habit or fear can indeed be handled by others. Pick one
“B” task and delegate it this week. Give clear instructions and a deadline,
then step back. Over the next month, aim to delegate or automate one
task each week.

Empower a Second-in-Command: Identify if you have someone on your
team now (or perhaps a future hire) who could be groomed as your #2.
This is the person who can make decisions when you’re not around. Start
small: bring them into decision-making for a project or have them run

a client meeting solo. Gradually increase their authority. This not only
helps you step away, it also motivates top performers (people love growth
opportunities and trust).

(] Time-Block CEO Time: Schedule a recurring block on your calendar (even

2 hours every Tuesday morning) that is sacred time for strategic work

or business improvement. Use it to work on the business — whether

that’s marketing strategy, process improvement, analyzing financials, or
brainstorming new services. Treat this appointment with yourself as you
would a client deadline. Over time, expand this “CEO time” as more of your
day-to-day tasks fall to others.

Set a New Boundary or Two: As you delegate more, continue to guard your
time. For instance, decide on “meeting-free Fridays” or “no client calls
after 4pm” or whatever helps you maintain control of your schedule. Use
that freed time for higher-level planning or rejuvenation. Remember, your
refreshed, big-picture thinking self is far more valuable to the firm than
your sleep-deprived, detail-crunching self.




4.

BUILDING YOUR DREAM TEAM: HIRE, ALIGN, AND EMPOWER

You can’t scale a firm to seven figures (and keep your sanity) without a team of
rockstars. A one-person $1M practice working 100-hour weeks is neither realistic
nor desirable. The vision here is a self-reliant, high-performing team that can run
the business even when you’re not around. In this section, we’ll cover how to hire
the right people, build a values-driven culture, and empower your staff so that your
firm doesn’t revolve around you. Great leaders create other leaders - that’s our
aim.

“Who’s Got the Monkey?” There’s a classic Harvard Business Review article

titled “Who’s Got the Monkey?” about managers unintentionally taking on their
subordinates’ problems (the “monkey” jumps on the manager’s back). As firm
owners, we often do this with employees: someone hits a snag and we say, “Oh, I’'ll
handle it” — monkey jumps on us. To build a self-sufficient team, you have to resist
this urge. Instead, train your team to solve problems and make decisions without
always waiting for your approval. Ask yourself: If | disappeared for a month, who
would run my firm? If the answer is crickets, start grooming that person or persons
now. It could be an office manager who takes over admin and client scheduling,

a senior accountant who can review and finalize tax plans, or a partner who can
handle sales meetings. Begin by delegating authority, not just tasks. For example,
allow a team member to directly communicate with clients and make certain
decisions without coming to you for sign-off on every email. Clearly define what
decisions they can make and trust them with it. They might stumble at first, but
that’s how they learn.

Hiring the Right People: Let’s talk hiring. Your team will only be as strong as the
people on it. In the early days of my firm, | made a few hiring mistakes — usually
by rushing the process because | was desperate for help. | learned that a bad hire
is far worse than no hire. Today, | hire slowly and carefully, especially for key roles.
Here are a few top tips I’'ve learned for hiring awesome team members:




D Hire for Attitude and Fit, Train for Skill: Skills can be taught (tax law, software,
etc.), but attitude is ingrained. Look for people who show initiative, curiosity, and
alignment with your core values. For instance, if one of your firm’s core values
is continuous improvement, ask candidates about how they have improved a
process or learned something new recently. If another value is accountability,
you might ask them to describe a time they owned a mistake and fixed it. |
specifically incorporate core values into interview questions to see if candidates
genuinely resonate with them. The candidate who lights up talking about
learning new things or who takes pride in double-checking work for accuracy
might be a better long-term fit than the one with a fancier résumé but a
lukewarm attitude.

E Core Values as a Compass: Make your core values a living part of your hiring and
management. In my firm, once we formally defined our values, we started using
them in job postings (“We value integrity, innovation, and work-life balance -
yes, even during tax season!”) and in interview conversations. This acted like a
magnet for the right candidates and a repellent for the wrong ones. If someone
is turned off by the idea of work-life balance being a value, well, they probably
wouldn’t thrive in our culture of avoiding burnout. We also evaluate team
members on core values during performance reviews (“Is John exemplifying our
values of client-first service and teamwork?”). This keeps everyone aligned and
reinforces that how we work is as important as what we accomplish. Culture
isn’t fluff — it directly affects whether your team can run things without you. A
team that shares values can make decisions in harmony because they’re guided
by the same “north star.” As | often say, when your team knows the firm’s vision
and values, they can answer most questions themselves by asking, “Does this
action align with our mission and values?” If yes, do it; if no, reconsider.

E Right People, Right Seats (EOS Concept): I'm a fan of the Entrepreneurial
Operating System (EOS) framework by Gino Wickman, which gave me some
tools for structuring a team. EOS emphasizes having the right people in the right
seats. “Right people” means they fit your culture (values again), and “right seat”
means their skills and talents match the role. | had a situation where | hired a
talented individual who was definitely the “right person” culturally, but I initially
put her in the wrong role (seat) doing detailed bookkeeping, which wasn’t her
strong suit. She struggled until | moved her into a more client-facing advisory
coordinator role, where she flourished. So, as you grow, periodically assess: do
we not only have great people, but are they deployed where they can excel?

If not, you might shuffle responsibilities or
provide training to get that right fit. And if
someone is neither a fit for the culture nor
performing in their role, it might be time
(compassionately) to let them go. Keeping
a poor fit “just because” is unfair to them
and everyone else. When you have all
A-players who believe in the mission, it’s
amazing what happens - you can take that
month off and know things won’t collapse.




E Empower Through Training and Trust: Hiring is just the beginning. What you do
after bringing someone on board is crucial. Many entrepreneurs under-invest
in training because they’re busy. Don’t fall into that trap. Your team can only
take the reins if they know how to do things the way you envision. Create SOPs
(Standard Operating Procedures) for key tasks. Have new hires shadow you or
your best employee for a full cycle of work. Encourage a questions-are-welcome
environment so they aren’t afraid to ask how to do something better. In my
firm, we developed checklists for everything — client onboarding, monthly close,
tax planning process — so that quality didn’t depend on a particular person’s
memory. It also means that if someone goes on leave, another team member
can step in and follow the checklist. This cross-training builds resilience.

E Empowerment also means giving people ownership of outcomes, not just
tasks. For instance, instead of saying “enter these 50 transactions,” frame it as
“You’re responsible for making sure Client X’s books are closed accurately by the
10th of each month.” Then let them figure out the how within your guidelines.
People take more pride and care when they own the result. And as they prove
themselves, increase their autonomy. | reached a point where my senior staff
didn’t even need me to review certain things — they’d produce a client tax plan,
and I’d trust it was solid (maybe spot-check high-level). That trust frees up
enormous mental space for you. And it’s uplifting for them - nobody likes to be
micromanaged.

E Leadership and Communication: To keep a team running smoothly without your
constant oversight, establish regular communication rhythms. This could be a
weekly team huddle to review priorities, a monthly all-hands meeting to align
on goals, or using project management tools where everyone updates their
tasks. Transparency is key — share the firm’s goals and progress with your team.
If you’re aiming to grow to $X revenue or launch a new service, loop them in.
People support what they help create. | found that when | involved my team in
brainstorming solutions (like how to improve client response times or how to
streamline a workflow), they were more invested in making it happen. Your team
is not just labor; they’re partners in the firm’s success. Treat them that way, and
they will rise to the occasion.

Also, encourage a learning culture. In a fast-changing world of tax law and
technology, a team that learns together stays ahead. We set up a monthly “lunch
and learn” where a team member might share something they learned or we’d
watch a webinar replay. It not only improved skills but signaled that growth is part
of everyone’s job. An empowered team is one where members feel they can grow
professionally and personally while working at your firm. That boosts retention -
people stick around in places that invest in them. And high retention means you’re
not constantly retraining, which is great for your sanity.
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When Problems Arise: Even with a great team, issues will pop up — a mistake on
a client project, a clash between team members, etc. How you handle these as a
leader will either reinforce empowerment or undermine it. If a mistake happens,
fight the urge to go into blame mode or to seize back control. Instead, use it as

a coaching moment. Ask, “What system let this slip through, and how can we
improve it?” Often, the answer is not “John screwed up,” but rather “We didn’t
have a checkpoint for that step.” Fix the system, and you prevent future errors. If
it truly was an individual’s lapse, discuss it privately and constructively: reaffirm
trust in them, but make the expectation clear. This approach builds loyalty and
accountability far more than public scoldings or reverting to “I’ll just do it myself.”

Finally, celebrate wins and give credit. When your team achieves something
without you - say they onboard a big client while you were on vacation - celebrate
that loudly. Let them bask in the success. It reinforces that you value their
independence and skill. | used to have a little ritual: if | was away and something
went great, I’d bring back a small gift or at least publicly acknowledge the team
members involved at our next meeting. Positive reinforcement is powerful. It tells
your people, “Yes, keep doing that, | appreciate you.” A motivated, appreciated team
will move mountains for you. And it means you can step away from the day-to-day
firefighting and focus on vision and growth (or heck, relax once in a while!).

In summary, building your dream team is about hiring well, instilling shared values,
and then trusting and equipping your people to lead. When you do this, your firm
gains what | call “lift” — it can ascend to new heights because many strong wings
are carrying it, not just yours. You get to enjoy the view from 30,000 feet (strategy
and vision) while your team handles the turbulence and tailwinds on the ground.




NEXT STEP: STRENGTHEN YOUR TEAM AND CULTURE

Here are some actions to fortify your firm’s team:

(-] Define Your Next Key Hire: Consider the bottlenecks in your firm right

now. Is the biggest need a staff accountant to take over prep work? A
client manager to handle day-to-day client queries? Define the role that
would most increase capacity or remove stress from you. Write a draft

job description, including not just tasks but the qualities and values the
person should have (e.g. “detail-oriented, self-starter, aligns with our value
of excellence”). Even if you’re not hiring immediately, this clarity will help
you recognize the right person when you meet them (or evaluate your
current team for someone who could fill that role).

(-] Incorporate Core Values into Hiring/Reviews: If you haven’t already, write
down 3-5 core values for your firm (from the previous section’s exercise).
For your next interview or team meeting, weave in a discussion about
these values. For a job candidate, ask a question that reveals if they
resonate (e.g. “One of our values is proactivity — can you share a time
you took initiative to solve a problem at work?”). For your current team,
perhaps discuss one core value at the next meeting and ask for examples
of how team members have seen it in action. This keeps the culture front
and center.

) Delegate Authority to a Team Member: Identify one area where you are
still the go-to for decisions, and hand over ownership to a capable team
member. For example, if you currently review every monthly bookkeeping
report before it goes to a client, empower your senior bookkeeper to
finalize and send them. Tell the client “Sarah will be sending you the
report and is your point person for any questions.” Support Sarah in this
role, and refrain from undermining it by jumping in unless absolutely
necessary. Monitor from a distance — you might be pleasantly surprised at
how well things run without your intervention.

Schedule a Team Brainstorm: Pick a process or challenge in your firm (e.g.
client onboarding, or reducing tax season stress) and schedule a 1-hour
brainstorm with your team to get their input on improvements. In the
meeting, encourage everyone to contribute ideas. Not only might you get
great suggestions, but you also send the message that their insights matter
and that they have a stake in making the firm better. Implement one of

the good ideas and give public credit to the person who suggested it. This
is how you start cultivating leaders at every level — by showing trust and
appreciation for their contributions.




SYSTEMS AND PROCESSES: SCALE YOUR FIRM ON AUTOPILOT

Now let’s turn to the less glamorous, but incredibly important side of scaling:
systems and processes. If you feel like your firm’s operations are held together
with duct tape and sheer willpower, you’re not alone — many small firms run on
ad-hoc processes and the owner’s constant vigilance. But that will only get you so
far. To grow past a certain point (and to be able to actually step away from daily
fire-fighting), you need to build a well-oiled machine that can run without constant
hand-holding. Think of McDonald’s or any franchise — they succeed through
replicable systems, not superstar employees. In your firm, you want both great
people and great processes. This section is about creating the latter: the checklists,
workflows, and automations that will free you and your team from reinventing the
wheel each time.

Document What You Do: Start by getting the key processes out of your head and
onto paper (or digital docs). This includes things like client onboarding, monthly
accounting procedures, tax preparation workflow, delivering a tax plan, billing and
collections, etc. For each major process in your firm, write a simple step-by-step
checklist or a flowchart mapping how it goes from start to finish. You don’t have
to do it all at once; tackle one process a week. Involve your team - often they
know the steps (and pain points) well. Why do this? Because once it’s documented,
(1) you can more easily delegate parts of it, (2) you ensure consistency (every
client gets the same quality experience), and (3) you can spot inefficiencies or
gaps. For example, when we documented our tax return preparation process, we
realized we were touching the same client file three separate times unnecessarily.
We restructured the workflow to batch similar tasks and cut our prep time
significantly. The process map made that visible.




Don’t be intimidated — a “process document” can be as simple as a numbered

list in a Word doc or a Google Sheet with steps. The key is to make it accessible
and easy to update. In my firm, we eventually built an internal wiki where all our
SOPs lived, and team members could suggest edits as things changed. We also
created templates for frequent tasks (like an email template for requesting year-
end documents from clients, or a tax planning report template) so that nobody was
starting from scratch. Templates are a small gift to your future self — invest time to
create them once, reap the benefits every time thereafter.

In today’s world, technology can multiply your
effectiveness. There are tools for just about everything — client relationship
management, workflow tracking, document management, e-signatures, automation
of data entry, Al assistants, you name it. The trick is to choose and implement tech
that aligns with your processes (and avoid chasing every shiny new app). Think
about where your bottlenecks are. Too many emails to manage? Perhaps a client
portal or ticketing system could help consolidate communication. Missing deadlines
or tasks falling through cracks? A project management tool with reminders could
save the day. Spending hours on data entry or organizing documents? There might
be an integration or software to automate it.

For instance, implement a practice management software like Canopy that brings
tasks, client info, and files into one system. It felt like a painful project for us at
first (transferring data, training the team), but afterwards, the efficiency gain was
huge. We cut down on status meetings because everyone could see the status

of projects in the system. We set up automatic reminders for clients (like “Your

tax documents are due by Feb 15” emails), which saved us from manually nagging
clients. We even used scheduling software to let clients book calls without back-
and-forth emails. These little things compound to save dozens of hours and reduce
stress. Automation is your friend: if you find yourself doing a repetitive task, ask,
“Can a computer or software do this for me?” Often, yes. Even something as simple
as using an email autoresponder during busy times (“We received your request and
will respond within 48 hours”) can give you breathing room and set expectations.
And if tax planning is part of your tech stack, or should be, TaxPlanIQ can take

an engagement down from 20 hours plus to less than an hour. There are so many
wonderful tech solutions out there now.

Another system aspect is how you manage time and
workload across the year. Accounting and tax firms often have feast-or-famine
cycles, which are brutal (think: the insane tax season, then a slow summer). While
some seasonality is inevitable, you can smooth it out. One way is to shift to more
recurring revenue services (like advisory or monthly accounting) so that work —
and revenue - are spread more evenly. Another is to proactively plan capacity.

For instance, we pre-schedule tax planning sessions with clients in the fall, so
that come spring, we’re not scrambling on those. We also implemented “surge
scheduling” in the busy season: certain days dedicated to client meetings, other
days as focus time with no meetings, and perhaps hiring seasonal help for the
crunch. The point is to create a system for how work flows through your firm over
the year, so you’re not just reacting chaotically. When I finally got a handle on this,
busy season became much more bearable — even enjoyable at times — because it
was a controlled busy, not an all-out firefight.



Additionally, use capacity planning tools (even a simple spreadsheet) to map

out who is doing what during busy periods. If you see that February-March looks
overbooked, you can address it early: maybe push some work to January or April,
or outsource a piece, or communicate with clients about staggered deadlines.
Clients are surprisingly understanding if you set expectations early (“We’ll be doing
extensions for a set of clients and handling their returns in May, to ensure quality
and not rush”). It’s when you promise unrealistic timelines because you didn’t plan
that things get ugly. Systematizing these macro-level workflows (seasonal game
plans, staff schedules, client communication timelines) greatly reduces stress on
you and the team. You move from a reactive posture to a proactive one.

A scaled firm needs a system for
quality control that isn’t just “the owner reviews everything.” We implemented peer
review — one team member checks another’s work using a checklist — which caught
errors and also spread knowledge. We also did post-mortems after big projects
or seasons: what went well, what didn’t, and what tweaks to our processes could
we make? This is how your systems get better over time. Encourage your team to
suggest improvements — since they’re the ones using the processes daily, they’ll
have great ideas. Perhaps someone figures out a better way to organize our digital
files; let them run with it and update the SOP. When continuous improvement is
baked into your culture, the firm gets more efficient each year without you having
to drive it all. It’s a living system.

Since this ebook is about avoiding burnout, it’s worth
noting you can systematize rest and boundaries, too. This could mean establishing
firm-wide policies like no client emails on weekends (maybe you use a tool that
pauses outgoing emails until Monday), or implementing a compressed workweek
outside of busy season (we did summer Fridays off). One of the boldest moves
| made was actually to take a one-month sabbatical from my firm to test if the
systems and team truly held up. It was nerve-wracking to try, but we prepared for
it with lots of processes and backups, and it went great. It forced us to plug any
holes (“What do we do if a prospect calls when Jackie’s out?” Answer: script and
empower the team to handle it). I’'m not saying you need to disappear for a month
now, but consider taking a solid vacation completely off-grid as a trial run. It will
quickly reveal any weak points in your systems, which is priceless insight. And if
you succeed, it gives you and your team immense confidence that the business can
thrive without you hovering.

+ + + +



Let me share the ultimate payoff | experienced from
systematizing and optimizing: By the time | had my firm humming, | could genuinely
say busy season wasn’t bad at all. We had our processes spread out, we doubled
down on planning to avoid crises, and the team knew their roles. Clients were
trained on what to expect and when. We had templates for everything from
engagement letters to tax analysis deliverables, which made work faster and
consistent. Because of all this, | actually had free time during what used to be hell
season. | recall the surreal feeling of taking a walk outside on an April afternoon,
knowing that the client work was under control and my team had it handled.
That’s when it hit me: we took the “busy” out of busy season. This is the power of
strong systems and a strong team combined. It transforms your firm from a fragile
hustle to a durable business. And durable businesses are not only less stressful to
run, they’re also more valuable. When | sold my firm, the buyers paid a premium
because of our turnkey systems and processes — they knew the firm didn’t rely on
one person’s heroics, which made it a lower-risk, higher-value asset. Think about
that: working on your systems not only helps you day to day, it literally builds the
equity value of your firm for the long run.

In sum, while creating processes and adopting tools may not be the most
glamorous part of entrepreneurship, it is absolutely one of the highest-leverage
activities you can do. It enables everything else — your team can operate
independently, you can maintain quality at scale, and you can actually step back
and enjoy the fruits of your labor. As you incorporate these systems, remember
to keep them simple and user-friendly. Complexity is the enemy of execution.

If a checklist or software is too cumbersome, people won’t use it. So build
systems that serve the people, not frustrate them. Start small and iterate. Each
improvement will take you one step closer to that vision of a balanced, thriving
firm.




NEXT STEP: SYSTEMATIZE AND AUTOMATE (

Kickstart your firm’s “operational engine” with these steps:

(-] Choose One Process to Document: Pick a frequent process (e.g.,
onboarding a new client, monthly bookkeeping cycle, tax return
preparation for a business client) and write down the steps from start to
finish. Involve the team members who do it. Even a basic checklist is great.
Then test it on the next client - refine as needed. Commit to documenting
one process per week or month; over time, you’ll build a robust playbook
for your firm.

Implement a Simple Tech Improvement: Identify one area where
technology could save you time. Examples: use scheduling software to
avoid back-and-forth emails for meetings; start using a cloud document
storage for easy file sharing; try a project management tool for tracking
work instead of email threads. Don’t overwhelm yourself by changing
everything at once. Pick one tool that addresses a pain point and try it. If it
helps, roll it out firm-wide and then tackle the next pain point.

E:] Conduct a “Bottleneck Audit”: Gather your team (or if solo, sit down by
yourself) and list the top 3 recurring issues or bottlenecks that slow

down work or cause stress. Is it waiting on clients for info? Last-minute
workload pileups? Errors that slip through? For each, brainstorm a solution
in terms of a system or process. Maybe it’s a standard reminder schedule
for clients, or a quality checklist, or hiring a temp during crunch time.
Choose one solution and implement it this month. Little by little, you’ll
iron out the kinks.

Schedule Maintenance Time: Just like you service a car, service your
business. Set aside time, perhaps each quarter, to review and clean up
your systems. Archive outdated templates, update checklists for new laws
or policies, and remove workflow steps that are no longer needed. Also,
ensure backups are happening for your data. This regular tune-up prevents
small issues from becoming big problems. Involve your team - perhaps
make it a fun day of “system spring cleaning” with lunch brought in.
Keeping your machine well-oiled pays dividends year-round.




CONCLUSION - YOUR JOURNEY TO BALANCED SUCCESS BEGINS NOW

Congratulations on taking this time to invest in you and your firm’s future. We’ve
covered a lot of ground: from confronting burnout and redefining success on your
terms, to niching down your clientele and services, to embracing delegation and
true leadership, to building a team and systems that can carry your firm to new
heights. It might feel a bit overwhelming — and that’s okay. Transformation doesn’t
happen overnight. But step by step, it does happen. How do | know? Because I’ve
lived it. | went from an exhausted CPA who thought she had to do everything to

a balanced millionaire who built a seven-figure firm that ran (mostly) on its own
terms, and eventually sold it for a life-changing sum. More importantly, | reclaimed
my time, my health, and my joy in the process.

| want to emphasize that this journey is not about becoming lazy or caring less

— it’s about caring deeply about the right things. It’s about shifting your energy
from putting out fires to building fireproof systems; from chasing every dollar to
investing in high-value opportunities; from doing it all yourself to lifting others up
so everyone thrives. It’s about making your business serve your life, not the other
way around.

| want to emphasize that this journey is not about
becoming lazy or caring less - it’s about caring deeply
about the right things. It’s about shifting your energy

from putting out fires to building fireproof systems;

from chasing every dollar to investing in high-value
opportunities; from doing it all yourself to lifting others up
so everyone thrives. It’s about making your business serve
your life, not the other way around.

As you implement the strategies from this ebook,
remember to be patient with yourself. Old habits (like
overworking or not delegating) can creep back in under
stress. That’s normal. The key is to stay conscious of

b the vision you painted for your life. Whenever you feel
resistance (say you’re about to take a client you know is a
bad fit because you “need” the revenue, or you’re working
late again despite that boundary you set), pause and
revisit Section 1. What does success look like for you?
Does this decision move you closer or further from that
balanced life? Use your vision and values as a compass —
they won’t steer you wrong.




And don’t go it alone. Share your goals with your team, your spouse, a mentor, or

a mastermind group of fellow firm owners. Accountability and support are huge. |
started coaching other accountants on these principles and found that community
to be incredibly motivating — we cheered each other on and shared wins and fails.
If you’re reading this, you’re already part of a movement of future-focused firm
owners who refuse to accept burnout as “just how it is.” Lean into that community
(the fact that Canopy is publishing this means you’ve got a whole ecosystem of
like-minded pros rooting for you).

On the tough days, when a client pushes back on a new boundary or a system
implementation gets frustrating, remember why you’re doing this. Perhaps you want
to be present with your kids, or travel more, or simply feel excited about work again
instead of dreading it. Those outcomes are within reach — | promise. There will be
times you take two steps forward and one step back, but keep going. Progress is
progress. Even implementing a handful of changes from this guide can significantly
improve your work-life balance and profit trajectory.

This ebook is just a preview of what’s possible. In the full Balanced Millionaire book
coming in Fall 2025 (with CPA Trendlines Press), we’ll dive even deeper - including
advanced strategies, case studies of firms that made the leap, and holistic wealth
tactics like the SHIiFT framework (Social, Health, Financial, Time) | developed

to measure true success. But you don’t have to wait for that to start your
transformation. You have enough right now to begin making meaningful changes.
As the saying goes, the best time to plant a tree was 20 years ago; the second-best
time is today.

Your journey to becoming a “Balanced Millionaire” — growing a profitable firm and
enjoying a rich life — begins with the steps you take now. I’m genuinely excited for
you. The fact that you’ve read this far tells me you’re not just interested, you’re
committed to a better path. And that’s the mindset that changes everything.

So, here’s to you — the ambitious, evolving firm owner. May you apply these lessons,
stay true to your vision, and never lose sight of what truly matters. Burnout is not a
badge of honor, balance is not a myth, and yes, you can scale your accounting firm
without losing your mind. In fact, you can gain more freedom and fulfillment than
you perhaps imagined, while serving your clients even better than before. That’s the
balanced way, and I’m so thrilled for you to experience it.

Thank you for reading, and | hope to hear about your success story soon.
Remember: build a business that supports your life, not a life that slaves for your
business. The road to the Balanced Millionaire life is waiting — go make it happen!



NEXT STEP: YOUR ACTION PLAN FOR BALANCE AND GROWTH

Before you close this ebook, take a moment to commit to three concrete
next steps that resonated with you. It could be a mix of things from the
“Next Step” sections above. Maybe: 1) Schedule that strategy day next
week to map out your client niche (Section 2), 2) Delegate two tasks

and set a new boundary (Section 3), 3) Call a team meeting to discuss
process improvements (Section 5). Write them down and put deadlines on
them. This is your mini action plan. Stick it on your wall or set calendar
reminders. Every journey is a series of small steps - these are yours. And
as you tick them off, add another, then another.

Finally, if you need a boost or guidance along the way, don’t hesitate

to reach out or tap into resources (webinars, coaching, peers). As |
mentioned, you’re not alone in this. | didn’t achieve my balanced firm in
isolation - | learned from others, got help, and kept refining. The same is
true for you. Keep learning, keep experimenting, and keep balancing. Your
future self - thriving in a seven-figure firm and taking a real vacation — will
thank you. Here’s to scaling your firm without burnout, and to living a rich,
rewarding life as the Balanced Millionaire you’re meant to be. You’ve got
this!

Join the Concierge CPA Podcast

Join our accounting firm influencer groups on Facebook and/or LinkedIn
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