
 

 

W	elcome	 to	 the	March	issue	 of	 the	 Success	
Newsletter.	 I’ve	

recently	completed	my	annual	
analysis	of	our	client	base.	I	do	
this	 to	determine	 the	 inancial	
and	business	growth	strategies	
that	 our	 clients	 are	 using	 (or	
not	 using!)	 that	 can	 be	 of	
bene it	to	our	 irm	and	the	rest	
of	 our	 clients.	 It’s	 insightful.	
Very	 insightful…	 and,	 of	
course,	very	useful.	

In	fact,	I	believe	we	are	one	of	the	
few	accounting	 irms	that	do	this	
type	 of	 ‘audit’.	 Anyway,	 one	 of	
the	 strategies	 I’ve	 identi ied	 that	
our	 most	 successful	 businesses	
use	is	‘upsell’.	
		
Upselling	is	one	of	the	easiest	yet	
most	 neglected	 strategies	 to	
instantly	 add	 hundreds,	
thousands,	 even	 hundreds	 of	
thousands	 of	 pure	 pro it	 to	 any	
organisation.	 Perhaps	 the	 best	
way	to	explain	what	an	upsell	 is,	
is	 to	 give	 you	 a	 well‐known	

upsell	 that	
McDonald’s	use.	Let’s	say	you	go	
into	McDonald's	 and	 ask	 for	 any	
of	 their	 standard	 meals	 –	 the	
reply	 from	 the	 person	 serving	
you	 will	 be,	 ‘Do	 you	 want	 to	 go	
large?’	Basically,	they	are	using	a	
well‐rehearsed	 ‘Upsell	
Statement’	that	makes	it	easy	for	
the	buyer	to	say	‘yes’.		
		
With	 just	 six	 carefully	 crafted	
words,	 McDonald’s	 generate	 an	
upsell	 that	30‐40%	of	customers	
say	‘yes’	to.	That’s	another	30‐40	
people	 in	 every	 hundred	 that	
spend,	 say,	 a	 pound	 or	 a	 dollar	
more	than	they	would	have	done	
had	 the	 Upsell	 Statement	 not	
been	 used.	 And	 just	 think	 for	 a	
moment…	

		
The	 cost	 to	 McDonald’s	 for	
providing	 the	 larger‐sized	 meal	
probably	 adds	 up	 to	 about	
10pence/cents	 –	 so	 they’ve	 just	
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created	 another	 90	 pence/
cents	of	pro it	on	the	sale	with	
virtually	no	effort	(six	words).	

	So	why	does	 the	upsell	work	
so	well?	

The	 reason	why	upsell	works	
so	 well	 is	 that	 the	 Upsell	
Statement	 is	 used	 only	 after	
the	 person	 has	 made	 the	
decision	 to	 buy.	 That	 means	
they	 are	 comfortable	 with	
their	decision.	It’s	at	this	point	
they	 are	 much	 more	
susceptible	 to	 the	 upsell	
because	 they	 are	 in	 ‘buying	
mode’.	

You	 just	 need	 to	 identify	 the	
product	 or	 service	 that	 is	 a	
natural	 upsell	 from	 the	 initial	
product	 being	 purchased.	 It	
could	 be	 a	 service	 package,	
more	 of	 the	 same	 thing,	 or	 a	
complementary	 product	 or	
service.	 But	 make	 sure	 the	
upsell	 has	 a	 large	 pro it	
margin	built	 into	 it	 and	you’ll	
be	surprised	how	easy	 it	 is	 to	
extract	 more	 money	 out	 of	
your	customers.		SA	
	

W	e	 are	 all	 looking	 to	improve	 the	 returns	
we	 get	 from	 our	 marketing.	
Right?	 One	 of	 the	 best	 ways	
to	 do	 this	 is	 to	 use	
‘personalisation’.	 There’s	 a	
big	reason	for	this…	

Adding	 any	 kind															
of	 ‘personalisation’	
increases	 response	
signi icantly.		

Why?	 Because	 the	
recipient	 of	 your	 media	
piece	gets	the	impression	
that	you	sent	it	to	them	–	
personally,	 rather	 than			
to	 5,000	 other	 people.	
Plus	 it	 helps	 your						
media	 piece	 stand									
out	 from	 the	 crowd,	
automatically	 giving	 it	
more	attention.	

You	only	have	to	look	at	your	
incoming	 mail	 each	 day	 ‐	
how	many	pieces	jump	out	at	
you	 and	 scream	 ‐	 THIS	 IS	
FOR	 ME?	We’d	 be	 surprised	
if	you	received	any!	

The	 good	 news	 is	 that	 you	
can	 create	 the	 impression	 of	
personalisation	 without	 it	
taking	 you	 hours	 and	 hours	
to	 do.	 In	 fact,	 if	 you	 follow	
our	 advice,	 being	 personal	
won’t	impact	on	your	time	at	
all.	

So	 let’s	 expand	 on	
‘personalisation’	 and	 give	
you	 a	 list	 of	 things	 that	 you	
can	do	that	creates	a	sense	of	
personalisation	(real	or	not).	

Every	 one	 	 of	 	 these		
elements	has	been	proven	to	
lift	 response	 ‐	 so	 look	
carefully	 at	 each	 one	 ‐	 they	
WILL	 make	 a	 difference	 to	
you	and	to	your	business…	

1.	Use						The						Prospect's					
Or	Client's	Name	

The	 most	 basic	 form	 of	
personalisation	 is	 to	 use	 the	
recipient's	 name.	We	 all	 like	
to	 see	 our	 name,	 and	
addressing	your	material	to	a	
named	person	will	always	lift	
response.	

Make	 sure	 you	 get	 the	
correct	 spelling	 ‐	 as	 nothing	
else	 infuriates	 us	 more	 than	
someone	 spelling	 our	 name	
incorrectly.	

What	 we	 would	 suggest,	
however,	 is	 testing	 between	
adding	 the	 recipient’s	 name	
and	just	using	their	title.		

For	example,	for	business‐to‐
business	 the	 ‘Managing	
Director’	 may	 be	 the	 best	
person	 to	 contact	 or	 ‘The	
Print	 Buyer’,	 etc.	 With	
business‐to‐consumer,	 you	
may	 want	 to	 address	 it	 to	
‘The	Lady	Of	The	House’,	etc.	

Your	test	would	determine	if	
the	 extra	 cost	 of	
personalisation	 gave	 you	 a	
better	 return	 than	 the	 non‐
personalised	approach.	

By	 the	way,	when	writing	 to	
clients	 or	 customers,	

The	Power	Of	‘Personalisation’	
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“What	UP‐SELL	can	
you	offer	at	the	point		

of	purchase	to		
increase	your	pro its	

instantly?”	



 

 

ALWAYS	 use	 their	 names	 ‐	
there’s	no	excuse	not	to!	
		
2.	Use	‘Handwriting’	
		
You	 already	 know	 that	
handwriting	 the	 envelope	
almost	 certainly	 puts	 your	
mailing	into	Pile	A	(stuff	that	
doesn’t	go	in	the	bin.)	

		
		
		
But	 there	 are	 many	 other	
ways	 you	 can	 use	
handwriting	 to	 give	 a	 more	
personal	 look	 and	 help	 your	
marketing	 piece	 rise	 above	
the	clutter…	

 In	Margin	Notes	

You	don’t	 have	 to	 handwrite	
each	 margin	 note	 for	 each	
letter.	 Simply	 write	 it	 once	
and	scan	 it	 in	 just	 like	we’ve	
done	here...	
		
 As	 Your	 Main	 ‘Font’	 In	
Your	Marketing	Pieces	

		
Don’t	 be	 frightened	 to	 write	
your	 entire	 marketing	 piece	
in	your	own	handwriting.		
		
We’ve	 used	 this	 to	 great	

effect	 with	 our	 letters,	
postcards	 and	 even	 lea lets,				
and	 	 	 	 the	 	 	more	 immediate	
you	 make	 them	 look,	 the	
better.	
		
 Use	Handwritten	Notes	
	
Sticking	a	Post‐It	note	on	the	
front	 of	 any	 of	 your	
marketing	 communications	
will	 make	 it	 seem	 more	
personal.		
		
Saying	something	 like	 “I	 saw	
this	 and	 thought	 of	 you.	
D”	 (see	 example	 on	 next	
page)	always	works	well...	
		
3.	Lift	Letter		
	
A	 lift	 letter	 is	 simply				
another	 letter	 you	 include					
in	 your	 mailing	 pack										
that	 is	 written	 to	 ‘lift’	
response.		
		
Typically,	 it	 is	 signed	 by	
another	 person	 and	 the	
words	‘Only	Open	This	If	You	
Have	 Decided	 NOT	 To	
Respond’	are	included	on	the	
front.	
		
Again,	you	can	handwrite	the	
lift	 letter	 to	 give	 it	 a	 more	
personal	feel.	
		
4.	Written	Just	For	Me		
	
Perhaps	 the	 most	 important	
method	 of	 personalisation				
is	 to	 write	 your	 marketing	
piece	focused	entirely	on	the	

target	market.		

Something	 that	 	 shouts	 out	
‘this	 is for	 me’	 will	 always			
get	 a	 greater	 response	 and	
success	 rate.	 But	 of	 course	
you	already	know	that	‐	don’t	
you?	 

And	How	You	Can	Use	It	To	Grow	Your	Business	

Dumb	
Criminals	

 

3	

ANY QUESTION? WANT HELP? NEED SUPPORT? CALL THE TEAM ON: 03300 886686  

Boyds,	Maryland:		

While	 awaiting	 trial	 for	 murder	
and	 armed	 robbery,	 inmate	Quin‐
ton	 Thomas	 sent	 a	 friendly	 letter	
to	 a	 chum	 suggesting	 that	 he	 kill	
any	witnesses	who	were	planning	
to	testify	against	him.		

He	 igured	he	could	be	so	bold	be‐
cause	he	knew	that	the	prison	staff	
didn’t	 screen	outgoing	mail.	How‐
ever,	he	must’ve	sent	 the	 letter	 to	
the	 wrong	 address	 or	 af ixed	 the	
wrong	 postage,	 because	 it	 was	
sent	 back	 ‐	 “Return	 to	 Sender”,	
making	 it	 INCOMING	 mail,	 which	
IS	screened	by	the	staff.		

He	 was	 convicted	 on	 three	 new	
counts	 —	 one	 of	 solicitation	 to	
commit	 murder	 and	 two	 of	 wit‐
ness	intimidation	—	in	addition	to	
the	original	charges	

Handwritten	margin	notes	are	very	
effective	in	grabbing	attention	and	

reinforcing	an	element	of	
‘personalisation’.	



 

 

	

	

One	 copywriter	 we	 admire	
(John	 Carlton)	 says,	 “Your	
letter	should	be	written	like	a	
love	 letter	 to	 your	 partner ”.	
Of	 course,	 he	 doesn’t	 mean	
exactly	 like	 that,	 but	 he’s	
referring	 to	 the	 fact	 that	
whenever	you	write,	you	are	
only	 ever	 writing	 to	 one	
person	 (the	 reader)	 ‐	 even	 if	
you	sent	your	media	piece	to	
5,000,000	 people,	 it	 still	 has	
to	 read	 like	 you	 are	 writing	
to	one	person.		

So	 remember	 ‐	 it	 takes					
more	 time	 and	 effort	 (and	
sometimes	 more	 cost)												
to	 create	 personalised	
marketing	 pieces	 but	 this	
extra	 attention	 to	 detail	 will	
increase	 the	 returns	 for	 you	
and	your	business.		 	 	

The	Power	Of	‘Personalisation’		
And	How	You	Can	Use	It	To	Grow		

Your	Business	
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I saw this and thought 
of you. 

           D 

 

Attaching	a	Post‐It	note	to	the	
front	of	your	marketing	piece	will	
increase	the	personalised	look	of	it	

and	lift	response.	

	A	great	example	of	the	personalised	Post‐it	note!	



 

 

In	 June	we	 travelled	to	 the	USA	(New	
York	 City)	 to	 meet	 with	 our	 North	
American	members.		

I’m	 constantly	 on	 the	 lookout	 for	
business	 ideas,	 things	 that	 can	 be	
transferred	to	our	business	and	that	of	
our	 subscribers	 and	 members.	 So	
wherever	I	visit,	I	always	take	time	to	
read	 the	 press,	 watch	 the	 news	 and	
keep	 my	 eyes	 wide‐open	 for	 any	
business	 that	 does	 things	 differently.	
(As	 an	 aside,	 this	 is	 something	 I	 urge	
you	to	do	as	well.)	

There	was	one	signi icant	thing	I	came	
across,	which	can	have	a	big	impact	on	
your	business.	Let	me	explain...	

We	arrived	at	the	hotel	at	around	3pm	
and	decided,	after	checking	in,	to	take	
a	walk	 and	 take	 in	 the	 city.	 It	 wasn’t	
long	 before	 I	 spotted	 a	 very	
interesting	business.	If	you’re	based	in	
the	 US,	 you’ll	 have	 heard	 of	 the	
business	 I’m	about	 to	share	with	you.		
Anyway,	 we	 turned	 out	 of	 the	 hotel	
and	walked	a	couple	of	blocks	and	one	
of	 the	 things	 NYC	 is	 famous	 for	 is	 its	
street	 food.	 You	 can’t	walk	 one	 block	
without	 seeing	 street	 vendors	 selling	
all	kinds	of	food,	from	burgers	to	nuts	
and	everything	in	between.	

But	there	on	53rd	and	6th	was	a	sight	
I	can’t	recall	ever	seeing	before.	It	was	

a	 huge	 queue	 of	 people	 waiting	 by	 a	
food	 cart.	 I	 counted	 43	 people.	
Remember,	by	now	this	was	probably	
around	 4pm—not	 exactly	 prime	
eating	time!		

As	 I	 got	 closer	 I	 noticed	 the	 name	 of	
the	 vendor—it	 was	 ‘The	 Halal	 Guys’.		
The	 tagline	 on	 the	 side	 of	 the	 cart	
reads	 ‘We	 are	 different’.	 Not	 exactly	
brilliant	 marketing—but,	 clearly,	 to	
get	 queues	 of	 this	 nature	 they’re	
obviously	doing	something	right.		

Furthermore,	 there	 are	 many	 other	
halal	 street	 vendors.	 In	 fact,	 one	
competitor	 was	 on	 the	 opposite	
corner.	 There	 were	 just	 a	 couple	 of	
people	 standing	 by	 the	 cart.	 It	 was	
deserted.	 Yet	 a	 glance	 back	 towards	
The	 Halal	 Guys	 and,	 if	 anything,	 the	
queue	 was	 getting	 bigger!	 	 So	 how	
have	 The	 Halal	 Guys	 managed	 to	
create	such	a	great	business	in	a	very,	
very	competitive	landscape?	

Well,	of	course,	when	doing	‘research’	
of	 this	 kind,	 it’s	 important	 to	 sample	
it!	So	I	joined	the	back	of	the	queue	(I	
hate	 queuing,	 by	 the	 way—such	 a	
waste	 of	 time)	 and	 what	 struck	 me	
irst	 was	 how	 quickly	 the	 queue	
moved.	 	 There	were	 4	 Halal	 Guys	 on	
the	cart	and,	looking	closely,	each	one	
of	them											had			a			set			role.	They			
were	 	 	 ‘working	 system’	 and	 what	 a	
system	it	was.	One	guy	took	the	orders	
and	collected	the	money.	One	guy	took	
the	 orders	 and	 collected	 the	 money.	
One	guy	was	 responsible	 for	 rice	and	
another	for	the	meat.	And	the	last	guy	
was	 responsible	 for	 serving.	
Observing	 more	 closely,	 and	 over	 a	
longer	 period	 of	 time,	 I	 also	 noticed	
every	 hour	 or	 so	 that	 another	 guy	
would	 drive	 to	 the	 cart	 and	 deliver	
more	food	and	remove	the	rubbish!	It	
was	a	well‐oiled	machine.	

You	 cannot	 and	 must	 not	 ever	

How	To	Take	On	Your	Competition		
And	Win	Big.	If	These	‘Guys’	Can	Do	It,	

So	Can	You...	

Cryptic              
Puzzle Of The 

Month 
You	have	two	ropes.	
	
Each	takes	exactly	60	
minutes	to	burn.	
	
They	are	made	of	different	
material	so	even	though	
they	take	the	same	amount	
of	time	to	burn,	they	burn	
at	separate	rates.	
	
In	addition,	each	rope	
burns	inconsistently.	
	
How	do	you	measure	out	
exactly	45	minutes?	

ANSWER	ON	PAGE	7	

Steve	Hackney—Helping	you	to	
quickly	grow	your	business	
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underestimate	 the	 value	 of	 having	
systems	 in	 your	 business.	 Can	 you	
imagine	 what	 it	 would	 be	 like	 if	 The	
Halal	 Guys	 didn’t	 work	 to	 a	 system?	
Having	well‐oiled	systems	enables	you	
to	deliver	consistently	good	results.	It	
impresses	 people.	 It	 forces	 you	 to	
remove	 waste.	 It	 streamlines	 your	
operations.	 It	 ensures	 you	 deliver	 on	
your	 promises.	 It	 keeps	 your	 team	
productive	and	 it	 leads	 to	an	ethos	of	
continual	improvement.	

Remember,	 SPEED	 is	a	very	powerful	
attribute	 to	 have.	 The	 Halal	 Guys	
always	 have	 queues	 but	 people	 are	
prepared	 to	 stand	 there	 because	 the	
queue	 moves	 quickly.	 It’s	 interesting	
to	 read	 the	 comments	 people	 post	
online	in	places	like	Yelp.	Often	people	
make	reference	to	the	queue	and	how	
quickly	it	moves.	It	is	never	stated	as	a	
problem,	but	a	bene it!	

Also	 think	 about	 the	 effect	 it	 has	 on	
people	 when	 they	 see	 a	 queue.	 First	
and	foremost,	you	are	intrigued	(like	I	
was).	You	wonder	‘what	the	fuss	is	all	
about’.	 When	 it	 comes	 to	 food	 and	
restaurants,	 in	 particular,	 you	 know	
(actually,	 you	 PERCEIVE	 and	
‘perception	 is	 reality’)	 if	 there’s	 a	
queue	 or	 the	 restaurant	 is	 full—it	
MUST	BE	GOOD.	It’s	social	proof	at	its	
best.	It’s	the	same	with	any	other	type	
of	business.	 It	makes	a	 lot	of	sense	to	
ill	your	car	park	with	cars,	for	exactly	
the	same	reason!	

We	 arrived	 at	 the	 front	 of	 the	 queue	

after	about	ten	minutes.	The	guy	took	
my	 order	 and	 charged	 me	 $6.	 I	
thought	 that	 was	 a	 reasonable	 price,	
bearing	in	mind	this	is	street	food,	the	
price	has	 to	 re lect	 that.	But	when	he	
served	me	the	 ‘dish’,	 I	was	amazed	to	
see	 how	 big	 the	 portion	 was.	 They	
serve	 most	 of	 their	 dishes	 in	 large	
round	 foil	 tins.	What’s	more,	 for	 food	
that	 could	 easily	 look	 ‘sloppy’	 on	 a	
plate,	the	presentation	was	simple	but	
pleasant—it	 de initely	made	 the	 food	
look	appetising.	

This	 is	where	 they	over‐deliver.	They	
charge	 $6	 and	 then	 give	 their	
customers	 a	 large	portion	 of	 the	dish	
they	ordered.	The	 food	 itself	 is	pretty	
good.	 Again,	 this	 is	 street	 food	 so	
you’re	not	expecting	high‐quality	food,	
but	it’s	tasty,	well	presented	and	ticks	
the	right	boxes.	

Once	 again,	 when	 you	 look	 at	 the	
comments	 people	 are	 making	 online,	

they	 talk	 a	 lot	 about	 the	 generous	
portions	and	the	fact	that	they	usually	
eat	half	 and	 take	 the	other	half	home	
for	 dinner!	 They	 say	 how	 good	 the	
food	is	and	how	well	presented	it	is.		

So	people	know,	when	they	go	to	The	
Halal	Guys,	they	are	going	to	get	good	
fresh	 food	 with	 generous	 portions.	
They	 know	 they	 are	 going	 to	 get	
VALUE	 FOR	 MONEY.	 And	 that’s	 the	
key.	 The	 Halal	 Guys	 charge	 top‐end	
prices	 for	street	 food,	but	they	OVER‐
DELIVER	 on	 value.	 Despite	 the	
queues,	 their	 service	 is	 quick	 and	
courteous.	 Their	 food	 is	 good.	 They	
serve	BIG	portions	and	it’s	served	hot.	

That’s	 how	 you	 dominate	 and	 kill	 off	
the	 competition.	 Your	 business	 is	 no	
different.	 Your	 existing	 and	 potential	
customers,	 iguratively	speaking,	have	
a	 scorecard	 in	 their	heads.	 It	 consists	
of	 a	 number	 of	 ticks	 and	 crosses.	
When	 comparing	 you	 to	 your	
competition,	 it’s	 this	 scorecard	 that	
ultimately	 decides	 the	 outcome	 of	
where	 they’ll	 pay	 their	 money.	 You	
have	to	make	sure	your	scorecard	has	
as	 many	 ticks	 as	 possible.	 That’s	 all	
The	 Halal	 Guys	 have	 done.	 They’ve	
looked	 at	 street	 food	 and	 created	 a	
scorecard	 where	 they	 completely	
obliterate	 their	 competition.	 Frankly,	
if	you’re	 looking	for	halal	 food	or	 just	
street	 food	 in	 general,	 you’d	 need	 a	
very	good	reason	for	NOT	buying	from	
them.	 If	 you	 can	 do	 this	 in	 your	 own	
business,	 you’re	 on	 to	 a	 winner!	 See	
you	next	month.	SH	

 How	To	Take	On	Your	Competition...	
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The Halal Guys—now a successful franchise! 
Look at the queue—this is a street food vendor 

and they’re making a killing in a very competitive 
industry.  

Super Referral Program 
We	have	created	our	Referral	Scheme	to	reward	our	clients	for	recommending	
us.	We	will	pay	you	£100	when	your	referral	has	joined	up	to	one	of	our	
packages	and	paid	their	 irst	month's	fees.		Even	if	your	referral	decides	not	to	
join	us	we	will	still	give	you	a	gift	voucher	as	a	thank	you	for	recommending	
DNS.		Although	we	think	this	is	a	very	generous	amount	we	have	decided	that	it	
is	not	enough	so	we	have	added	an	additional	twist	to	our	referral	scheme!		
Not	only	do	you	receive	£100	as	a	referral	fee,	but	we	also	want	to	offer	you	
something	extra	to	make	it	even	sweeter.	
If	3	of	your	referrals	join	DNS	in	2018	you	get	50%	discount	off	your	fees	
for	Jan	19	to	Dec	19.	
If	5	of	your	referrals	join	DNS	in	2018	you	get	100%	discount	off	your	fees	
for	Jan	19	to	Dec	19	



 

 

What Clients Say About  
DNS Accountants 
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“Ankit	Sharma	has	done	a	great	
job	with	my	account.	
He	spent	around	4	hours	on	
Saturday	to	clarify	my	queries.	
He	was	very	calm	and	answered	
all	questions	and	advised	me	
the	best	way	forward.	
	

“I’m	really	pleased		
Best	accountant	ever	I	have	
worked	with	so	far		
Thank	you	for	all	the	help	and	
support	.”	
Deepika	Varaganti		
Capsi	It	Solutions	Limited		
	
	
	
	

“I'm	very	pleased	with	the	
service,	thank	you.	Particularly	
pleased	with	how	Muhammad's	
expertise	and	attention	to	
detail.”	
Ms.	Lora	Asparuhova	Sivova		
Beaumont	Swiss	Limited	
 
 

“I	am	very	happy	with	the	
services	extended	to	me	by	
DNS.	
	
“The	approach	of	the	entire	
team	is	very	professional	and	
support	is	very	timely.	Kindly	
share	these	comments	with	
Sumit	Agarwal.	I	was	
apprehensive	to	begin	the	
contract	but	I	have	been	very	
positively	in luenced.	
	
“A	special	mention	for	Sahil,	
who	has	always	been	
supportive	and	a	patient	
listener.	If	DNS	has	more	people	
like	him,	your	team	will	go	very	
far.”	
Sudeep	Mathur		
PGSM	Consulting	Ltd		
	
	
	

Brain Tracker:  
How Many 
Words Can 
You Find? 

Using	 the	 BrainTracker	 grid	
below,	 how	many	words	 can	
you	 ind?	 Each	 word	 must	
contain	 the	central	M	 and	no	
letter	 can	 be	 used	 twice,	
however,	 the	 letters	 do	 not	
have	to	be	connected.	Proper	
nouns	 are	 not	 allowed,	
however,	plurals	are.	Can	you	
ind	the	nine	letter	word?	

Excellent:	38	words.	Good:	31	
words.	Average:	24	words.	

CRYPTIC	PUZZLE	ANSWER	
	

Take	one	rope	and	burn	it	at	both	ends.			
At	the	same	time,	burn	one	end	of	the	other	
rope.			
When	the	 irst	rope	 inishes	burning,	light	the	
other	end	of	the	remaining	rope.	When	it	burns	
out,	that's	45	minutes.		

We	are	experts	at	helping	our	clients	
inancially	manage	and	grow	their	

business!	

“Best Accountant Ever” “Very Pleased with the service” 

“Very Professional and Support is 
Timely” 



 

 

Bet You Didn’t Know 

 Your	 brain	 uses	 20	 ‐	 25%	 of	 the	
oxygen	you	breathe.	

 The	 surface	 area	 of	 your	 lungs	 is	
roughly	 the	 same	 size	 as	 a	 tennis	
court.	

 	Rain	contains	vitamin	B12.	

 	The	 expression	 to	 'knuckle	 down'	
originated	 from	 playing	 marbles	
(players	 used	 to	 put	 their	 knuckles	
to	the	ground	for	their	best	shots).	

 	Crocodiles	 swallow	 rocks	 to	 help	
them	dive	deeper.	

 	Isaac	Newton	invented	the	cat	door.	

 	In	 English	 pubs,	 ale	 is	 ordered	 by	
pints	 and	 quarts.	 So	 in	 old	 England,	
when	 customers	 got	 unruly,	 the	
bartender	would	yell	at	them,	“Mind	
your	 pints	 and	 quarts,	 and	 settle	
down.”	 It’s	where	we	get	 the	phrase	
“mind	your	p’s	and	q’s”.	

ANY QUESTION? WANT HELP? NEED SUPPORT? CALL THE TEAM ON: 03300 886686  

 

Our Contact Details: 
	

DNS	Accountants	

Paci ic	House	
382	Kenton	Road	
Harrow	HA3	8DP	
Tel:	03300	886686	
Email:	info@dnsaccountants.co.uk	
www.dnsaccountants.co.uk		
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Ask Us About Our Unique Accounting Services... 
	
Key	Services:		

	

Business	Start‐up	Service	
	

Tax	Planning	
	 	

Company	Accounts	
	

Self	Assessment	Tax	Returns	
	

Construction	Industry	Scheme	
	

Landlord	Property	Tax	
	

VAT	
	

Payroll	
	

Bookkeeping	
	

		
Other	Unique	Bene its:	
 Small	Business	and	Contractor	Experts	
 Award	Winning	Accountants	
 Free	Online	Accounting	Software	
 Expert	In‐house	Tax	Consultants	
 No		Penalty	Guarantee	
	

CALL US ON 03300 886686 TO ARRANGE  
A FREE NO OBLIGATION MEETING 


