
 

 

W elcome	 to	 the	 June	 issue	of	The	Success	Newsletter.	
One	 of	 the	 things	 we	 do	 when	
working	 with	 our	 clients	 is	 to	
look	 for	 easy	 and	 quick	 wins.	
These	 focus	 on	 increasing	pro it,	
reducing	 costs	 and	 increasing	
sales	(all	interlinked,	of	course).	

In	many	respects,	that’s	how	we	differ	
from	most	 other	 accountants,	 but	we	
see	 pro it,	 sales	 and	 costs	 as	 an	
integral	 part	 of	 what	 great	
accountants	should	be	helping	clients	
with…	 rather	 than	 just	 ‘accounting	
and	tax’.	

Anyway,	 the	 key	message	 (and	 quick	
win)	I	wanted	to	convey	this	month	is	
the	amazing	results	you	get	when	you	
use	more	than	one	media	to	market.	

Many	 business	 owners	 we	 meet	 and	
work	 with	 focus	 heavily	 on	 just	 one	
main	 media.	 It	 could	 be	 Google	
AdWords,	or	Facebook,	or	direct	mail,	
or	 email.	 Or	 a	 plethora	 of	 many	
others.	

This	is	a	very	risky	strategy	to	employ	
and	you’re	also	 leaving	money	on	the	
table	 by	 not	 using	 more	 than	 one	

media.		

Why	risky?	

Well,	for	starters	what	happens	if	you	
become	 reliant	 on	 one	 strategy	 and	
for	whatever	reason	it	stops	working,	
or	 worse	 still...	 the	 whole	 thing	
collapses	 (like	 fax	 marketing	 did	
several	years	ago)?	

When	 you	 ‘put	 all	 your	 eggs	 in	 one	
basket’	 like	 this,	 you	 risk	 the	 entire	
success	 of	 your	 business.	 It’s	 no	
different	to	being	reliant	on	one	major	
customer	or	one	major	 supplier	 (two	
other	dangers	to	avoid).	

‘1’	is	the	worst	number	in	business,	so	
make	 sure	 you	 avoid	 having	 just	 one	
main	 customer,	 one	 main	 supplier	
and	one	main	media.	

So	 if	 you	 accept	 that	 using	 one	main	
media	 is	 foolhardy,	 the	 answer	 is	
simple…	 ask	 yourself	 these	 two	
simple	questions…	

“What	 other	media	 do	my	 customers	
use	or	consume?”	

...and…	

“Hold	yourself	responsible	for	a	higher	
standard	than	anyone	else	expects	of	

you.	Never	excuse	yourself.”	

Henry	Ward	Beecher		
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	“What	 other	 media	 can	 I	 use	 to	
target	my	potential	customers?”	

Answering	 these	 two	 basic	
questions	 will	 give	 you	 the	 other	
types	 of	 media	 you	 should	 be	
using	to	target	new	customers.	

A	good	example	of	this	is	‘MOBILE’	
media.	

For	 instance,	 did	 you	 know	 there	
were	1.44	billion	(with	a	capital	B)	
smartphones	 shipped	 worldwide	
in	2015	(IDC)?	

...and	 34%	 of	 ALL	 e‐commerce	
transactions	 worldwide	 are	 made	
on	mobile	devices	(Criteo)?	

That	says	one	thing…	

If	 you’re	 not	 adapting	 and	 using	
mobile	 marketing	 as	 one	 of	 your	
media	 channels,	 you’re	 missing	 a	
potentially	 huge	 windfall	 in	 sales	
and	increased	pro its.	

...and	this	is	just	one	example.	

I	 appreciate	 it’s	 easy	 to	 get	 laser‐
focused	on	just	one	media.	But	add	
another,	 then	 another	 and	 then	
another,	 and	 you’ll	 see	 a	 sharp	
increase	in	sales	and	pro its.		

SA	

	

	

T o	 understand	 why	 growth	slows	 or	 stagnates	 in	 any				
business,	we	 irst	need	 to	 look	at	
how	 a	 	 	 	 	 	 	 	 	 	 typical	 business	
evolves	 and	 why	 the	 frustration	
starts	 to	 mount	 as	 this	 growth	
slows.	 We	 call	 this	 the	 ‘Growth	
Rollercoaster’.		

Take	 a	 look	 at	 the	 illustration	
below.	 The	 starting	 point	 is	 the	
beginning	 of	 a	 business,	 usually	
created	 by	 a	 sole	 proprietor	 or	 a	
small	 partnership/directorship.	
Typically,	 the	 owners	 are	 very	
hands‐on	at	this	stage	with	few,	if	
any,	 staff	 and	 modest												
resources.	 In	 the	 early	 months	
and	 years	 the	 business	 grows	
very	well.			

Customers	 receive	 a	 high	 degree	
of	 director	 attention	 with	 high	
levels	 of	 expertise	 and	 customer	
care	 as	 a	 	 	 	 	 result.	 Costs	 in	 the	
modest	 operation	 are	 relatively	
low	and	the	business	can	respond	
quickly	 to	 customer	 and	 market	
needs.			

Word	 is	 spread	 by	 customers											
and	 referrers	 about	 the	 great,									
cost‐effective	products	or	services	
and	new	business	is	easily	gained.	

The	 business	 quickly	 expands	 to									
a	 peak	 at	 point	 A,	 driven	 by	 the							
personalities	 and	 skills	 of	 its	
owners.	

In	 an	 ideal	world,	 two	conditions	
will	 now	 be	 met.	 Firstly,	 the		
directors	will	 recognise	 that	 they	
have	 reached	 the	 pinnacle	 for	 a	
personality‐driven	 business	 and,	
secondly,	 the	 business	 and	
inancial	performance	will	be	at	a	
level	 that	 completely	 satis ies	
them.	 In	 reality,	 neither	 is	 the	
case.	

What	happens	in	the	real	world	is	
that	the	owners	continue	to	drive		
forward.	 However,	 with	 growth,	
problems	materialise…	

Staff	 and	 resource	 levels	 have	
been	 increased	 to	 serve	 the	
growing	 	 	 	 	 	 customer	 base,	
increasing	 costs	 and	 tying	 up	
director	 time.	 The	 owners	
themselves	 come	 under	
increasing	 time	 pressure,	 being	
torn	between	 customer,	 staff	 and	
business	 needs.	 Falling	 service	
levels	 and	 rising	 costs	 see	 the	
growth	 constricted	 and						
dissatisfaction	 around	 the	
business	grows	in	its	place.	

Why	Businesses	STOP	Growing	
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“34%	Of	All																							
E‐Commerce											

Transactions	Are								
Carried	Out	On											
Mobile	Phones”	



 

 

Have	you	ever	heard	yourself	or	a	
colleague	say,	 “This	was	 so	much			
easier	in	the	early	days!”	

Now	 the	 owners	 ind	 themselves	
at	 point	 C.	 Right	 now,	 you	 are	
likely	to	be	at	some	point	between	
A	and	C.		

Reality	 has	 dawned	 and	 the	
business	is	at	a	crossroads.			

Do	 you	 remain	 a	 personality‐
driven	 business	 and	 attempt	 to	
claw	your	way	back	to	point	A	by	
downsizing,	 culling	 customers	
and	 laying	 off	 staff	 and	 try	 and	
raise	point	A	to	a	higher	point?		

Or	 do	 you	 undertake	 the	
investment	 (mostly	 in	 time	 and	
effort)	 required	 to	move	 forward	
and	become	a			 	 	 	 	 	systems‐based	
business	 at	 point	 C?	 I	 guess,	 as	
you’re	 taking	 this	 course,	 it’s	
highly	likely	this	is	what	you	want	
to	achieve.																

Interestingly,	 both	 types	 of	
business	 can	 be	 successful	 with	
the	 right	 	 	 	 planning	 and	
management.	 But	 too	 many	
businesses	 ind	 themselves		
falling	into	the	trough	in	between	
simply	 because	 they	 didn’t	
consider	early	enough	what	 their	
fundamental	 strategies	 and	 goals	
should	be.		

Instead,	emphasis	is	placed	on	the	
process	functions	of	the	business,	
like	 delivering	 the	 product	 or	
service	and	support	to	customers,	
and	 essential	 marketing	 and	
management	 of	 the	 business	 is				
overlooked.	 Growth,		
consequently,	is	limited.	

Let’s	 look,	 then,	 at	 the	 high‐level	
view	of	your	business	(which	can	
be	any	business).	As	 I	mentioned	
earlier,	 it	 has	 three	 key	
components…		

1.	Process	

The	 mechanics	 by	 which	 any	
business	 ‘produces’	 its	 saleable	
products	or	services.		This	is	how	
you	generate	income.	

2.	Marketing		

The	generation	of	new	customers,	
the	 retention	 of	 existing	
customers	 and	 the	 maximisation	
of	 customer	 value.	 	 This	 is	 how	
you	 acquire	 	 	 	 	 	 	 and	 retain	
customers	 and	 this	 	 course		
focuses	 on	 this	 particular	
component.	

3.	Management	

The	 running	of	 the	 business	 –	 its					
performance	 management,	
strategies	and	goals	as	well	as	the	
inancial	 	 	 management	 of	 your	
business	 (where	 we	 come	 in!).	
This	 is	 where	 you	 	 	 	 	 generate	
pro it	and	wealth.		

When	 a	 business	 is	 growing	
steadily	 and	 reaching	 the	 owner‐
manager’s	 objectives,	 the	 3	
functions	 work	 	 	 	 	 together	 to	
create	a	harmonious		 	 	 	cycle	(see	
diagram	on	page	4).		

In	 reality,	 the	 majority	 of	 people	
in	 business	 are	 taught	 process	
skills	 from	 school	 days,	 through	
skills		training,	and	onwards.		

We	 are	 taught	 how	 to	 read	 and	
write.	How	 to	 follow	 instructions	
and							answer	questions.	How	to	
replicate	 what	 we	 learn.	 You	
develop	 expertise	 in	 ‘how	 to	 do	
things’.		

In	 other	 words,	 your	 expertise								
and	 skills	 invariably	 lie	 in	 the								
PROCESS	 function.	 Consequently,	
with	 the	 skills	 and	 knowledge	
loaded	 towards	 the	 process	
function,						 	 	businesses	can	only	
grow	 whilst	 there	 	 is	 capacity	

within	the	process			function	to	do	
so.		

	

And	What	You	Can	Do	About	It	

Dumb	
Criminals	
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You’re	Bleeding	Because	You						
Don’t	Floss.		

Last	night,	I	was	lucky	enough	to	attend	
a	performance	of	Little	Shop	of	Horrors	
at	 my	 rival	 high	 school.	 I	 had	 seen	 it	
four	 years	 ago,	 and	my	 freshman	 eyes	
and	ears	did	not	pick	up	on	the	sexism,	
racism,	 and	 homoerotic	 undertones.	
This	time,	however,	I	was	fully	aware	of	
the	sadism	and	addiction	of	the	dentist,	
due	to	the	fact	that	the	actor	had	seem‐
ingly	 seen	 Blue	 Velvet	 one	 too	 many	
times.		

Dental	 hygiene	 in	 reality	 can	 be	 scary	
as	well.	However,	 this	New	York	wom‐
an	was	 arrested	 for	 performing	 dental	
activity	without	a	licence.	Although	she	
was	only	the	of ice	manager,	she	took	it	
upon	herself	to	pull	teeth,	perform	root	
canals,	 and	 inject	 mouths	 while	 the	
dentist	 was	 away.	 According	 to	 Huf ‐
ington	 Post,	 she	 was	 supposedly	
trained	as	a	dentist	 in	Albania,	but	did	
not	pursue	a	licence	once	she	moved	to	
America.	This	would	explain	the	charg‐
es	 of	 assault	 and	 reckless	 endanger‐
ment.	 So	 next	 time	 you’re	 scared	 of	
going	to	the	dentist,	at	least	remember	
that	it’s	a	real	dentist.	



 

 

But	 without	 the	 same	 relative									
development	 in	 the	 management	
and,	 in	 particular,	 marketing	
functions	 	 either	 side,	 growth	
becomes	limited…	

The	cycle	now	starts	to	 look	very			
different	(see	diagram	below).	

So	the	solution	is	simple…	

You	 need	 to	 start	 putting	 more	
effort	 into	 the	 marketing	 and	
management	 functions	 of	 the	
business	to	realign	the	balance.	

This	doesn’t	mean	you	neglect	the	
process	function.		

It	 just	 means	 you	 work	 smarter	
and	 allocate	 your	 time	 and	 effort	

better	to	include	these	two	crucial	
areas	of	your	business.		

So,	 there	 is	 little	 doubt	 as	 to												
why	 most	 businesses	 do	 not						
achieve	the	growth	objectives	the		
directors	or	partners	have	set	and	
why	now	 is	 the	 time	 to	make	 the		
transition	 from	 a	 process‐led									
business	 to	 a	 management‐led	
and,	 	 	 in	 particular,	 a	marketing‐
led								business.		

Our	 goal	 is	 for	 you	 to	 have	 a													
systems‐based	business	 that’s	 set	
up	 to	 achieve	 your	 objectives.	 In	
each	issue	of	this	newsletter	we’ll	
do	our	best	to	give	you	everything	
you	need	 in	order	 to	achieve	 this	
goal.			

	

“Why	Businesses		
STOP	Growing	and	What	You	Can	Do	

About	It”	
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How	your	business	looks	when	things	are	not	going	well	(growth	period)	

How	your	business	looks	when	things	are	going	well	(growth	period)	



 

 

O ne	 thing	 that	 constantly	
amazes	 me	 is	 how	 quickly	

each	year	passes.	The	days,	weeks	
and	months	 seem	 to	 roll	 into	 one	
and,	before	you	know	it,	6	months	
has	passed.	You’re	 left	wondering,	
‘Where	did	the	time	go?’		

	
Now	 that’s	 okay	 as	 long	 as	 you	
plan	your	year	out.	However,	most	
people	 spend	more	 time	 planning	
their	 holidays	 than	 planning	
THEIR	YEAR	AHEAD.		
	
If	 you	 plan	 ‐	 you	 get	 more	 done,	
much	more	done.	If	you	fail	to	plan	
and	 set	 goals	 it’s	 surprising	 how	
little	you’ll	accomplish.		
	
All	 the	 high	 achievers	 and	
successful	 people	 	 in	 	 this	 	 world		
identify	 planning	 and	 goal‐setting	
as	 a	 major	 contributor	 to	 their	
success.			
Why?	Because	in	addition	to	giving	
them	a	clear	roadmap,	it	also	helps	
them	 plan	 their	 daily/weekly/
monthly	 schedules	 and	 with	

effective	 management	 of	 time	 it	
enables	them	to	get	a	huge	amount	
of	work	done.	
	
For	 example,	 many	 people	 who	
have	 observed	me	will	 say,	 	 ‘How	
does	Steve	get	so	much	done?’	 It’s	
true,	I	get	more	done	in	a	day	than	
most	 do	 in	 a	 week.	 It	 takes	
discipline,	 but	 there	 are	 some	
proven	 tricks	 and	 strategies	 I	 use	
to	 achieve	 very	 high	 levels	 of	
productivity,	 and	 that’s	 what	 I	
want	to	talk	to	you	about	today.		
	
Effective	 time	 management	 is	
something	 that	 isn’t	 often	
associated	 with	 growing	 a	
business,	 but	 effective	
management	of	your	time	is	a	very	
potent	 weapon	 (and	 conversely	
poor	management	of	time	can	be	a	
real	business	growth	inhibitor).		
	
The	good	news	is	that	 it’s	not	that	
dif icult	 to	 improve	 your	 output	
massively	 if	 you	 follow	my	 simple	
‘5	Key	Time	Management	Tips	For	
High	 Performers’.	 Like	 everything	
in	 this	 newsletter,	 	 	 	 none	 	 	 	 	 of				
these	 things	 are	 dif icult	 or	 even	
earth‐shattering,	but	they	do	make	
a	 signi icant	 difference	 as	 long	 as	
you	 start	 using	 them!	 So	 here	 are	
my	Key	Time	Management	Tips…	
	
1.	Planning:	Plan	each	month	and	
then	each	week	and	then	each	day	
based	on	your	goals.	The	key	here	
is	to	establish	what	you	need	to	do	
each	 month	 to	 accomplish	 your	
goals.	 Then	 break	 these	 tasks	
down	 to	 weekly	 and	 then	 daily	
tasks.	 You	 must	 always	 prioritise	
these	 ‘goal‐orientated	tasks’	above	
‘general	tasks’.		

“5 Simple Time Management                
Strategies To Increase Productivity           

& Accelerate Your Growth” 

Cryptic              
Puzzle Of The 

Month 
A	certain	family											
party	consisted	of															
1	grandfather,	1	
grandmother,	2	fathers,	
2	mothers,	4	children,	3	
grandchildren,	1	
brother,	2	sisters,	2	
sons,	2	daughters,	1	
father‐in‐law,	1	mother
‐in‐law,	and	1	daughter‐
in‐law.	

A	total	of	23	people,	
you	might	think,	but	no.	
What	is	the	minimum	
number	of	people	here?	

ANSWER	ON	PAGE	7	
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Steve	Hackney—Helping	you	to	
quickly	grow	your	business	



 

 

You’re	 probably	 thinking—this	
will	 take	a	 lot	of	 thought	and	time	
to	 plan	 out.	 You’re	 right.	 It	 does.	
That’s	 why	 so	 few	 people	 do	 it.	
That’s	why	 so	 few	people	 succeed	
in	life.		
Do	not	underestimate	the	power	of	
carrying	 out	 this	 irst	 step—it	 is	
the	key	to	your	success.	
	
2.	 Work	 During	 Your	 High	
Performance	 Times:	 You’ll	 get	
much	 more	 done	 in	 times	 when	
your	 body	 is	 alert	 and	 active.	 For	
many	 this	 time	 is	 6am‐1pm	 and	
8pm‐11pm	(but	you’ll	know	when	
you’re	 at	 your	 best).	 	 The	 worst	
times	 are	 generally	 after	 eating!	
It’s	during	these	high	performance	
times	 you	 should	 carry	 out	 your	
‘goal‐orientated	 tasks’.	 This	 one	
step	 alone	 will	 improve	 your	
output	signi icantly—so	make	sure	
you	 only	 allocate	 this	 time	 to	 the	
important	 tasks!	 	 Use	 the	 less	
productive	times	for	‘general	tasks’	
and	meetings.		

	
Here’s	why…	

(1)	Since	 our	 minds	 are	 more	
active	 and	 fresh	 we	 can	 get	 more	
done.	
(2)	Concentrating	 on	 the	 task	 at	
hand	is	much	easier.	
(3)	Our	 creative	 juices	 are	 lowing	
when	 our	 minds	 are	 more	 active	
and	alert.	
	
3.	 Block	 Out	 Your	 High	
Performance	 Times:	 Next	 make	
sure	 you	 block	 out	 your	 high	
performance	 times	 and	 under	 no	
circumstances	 let	 other	 things	 get	
in	 the	 way.	 Again	 this	 is	 key	 to	
your	 success.	 Treat	 your	 high	
performance	 times	 as	 compulsory	
appointments	(in		
other	words,	you	can’t	cancel		
them).	 If	 you	 have	 a	 secretary	 or	
P.A.	 make	 sure	 they	 understand	
these	 ‘appointments’	 are	 never	 to	
be	 broken	 and	 replaced	 	 with		
anything	else.	

4.	Resist	All	Distractions:	 During	
your	high	performance	 times	 turn	
off	 your	 mobile,	 take	 your	 of ice	
phone	off	the	hook	and	don’t	open	
your	e‐mail	programme.		
	
Even	one	 interruption	 can	 set	you	
back	 an	 extra	 15‐30	 minutes	 not	
including	 the	 time	 of	 the	
interruption.		
	
This	 does	 take	 a	 high	 level	 of	
discipline.	 In	 the	 early	 days	 you	
will	 ind	 the	 temptation	of	 leaving	
your	 phone	 or	 email	 programme	
on	 hard	 to	 resist,	 but	 I	 promise	
you,	 this	 will	 slash	 your	
effectiveness	by	at	least	50%.	Once	
you	 force	 yourself	 to	 reduce	 your	
distractions	 to	 zero,	 you’ll	 ind	 it	
very	liberating!	
	
5.	 Tell	 Staff	 (and	 family):	 You	
must	 explain	 to	 staff	 and	 family	
that	 unless	 it’s	 an	 emergency	 you	
are	 not	 to	 be	 disturbed	 during	
your	high	performance	times.		

By	 adhering	 to	 these	 5	 Key	 Time	
Management	 Tips	 I	 guarantee	
you’ll	get	so	much	more	done.	This	
translates	 to	 greater	 income	 and	
more	 success—worthy	 outcomes	
don’t	 you	 think?	 See	 you	 next	
month.	SH		

 Time Management Strategies... 
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“Turn	off	your											
mobile	phone	and	
your	emails”		

Implement	these	strategies	and	
create	more	time	to	get	stuff	done!	

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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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	P	 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:	29	words.	Good:	24	
words.	Average:	16	words.	

CRYPTIC	PUZZLE		ANSWER	
The	 party	 consisted	 of	 2	 little	 girls	
and	 a	 boy,	 their	 father	 and	 mother,	
and	their	father's			father	and	mother.	

“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		
	
	
	

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 

 The	Hawaiian	alphabet	has	12	
letters. 

 A	cat	has	32	muscles	in	each	ear. 

 The	 lag	for	Libya	is	unlike	any	
other,	being	a	solid	green	colour. 

 When	lightning	strikes	it	can	reach	
up	to	30,000	degrees	Celsius	(54,000	
degrees	Fahrenheit). 

 The	 only	 continent	 with	 no	 active	
volcanoes	is	Australia. 

 If	you	add	up	all	the	numbers	from	1	
to	100	consecutively	(1	+	2	+	3...)	it	
totals	5050. 

 Cats	have	over	100	vocal	cords. 

 Camel's	milk	doesn't	curdle. 

	

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 


