
 

 

W elcome	to	the	July	issue	of	The	 Success	 Newsletter.	
Building	 a	 successful	 business	 is	
almost	always	the	result	of	doing	
hundreds	of	 little	 things	well.	All	
too	 often	 business	 owners	 we	
meet	 are	 looking	 for	 the	big	one	
magic	 bullet	 that	 will	 help	 to	
transform	their	businesses.	In	my	
years	 of	 experience	 of	 working	
with	 hundreds	 of	 business	
owners	 I	 can	 unfortunately	 tell	
you,	there’s	no	such	thing.		

However,	on	the	very	positive	side	of	
things,	 there	 are	 dozens,	 in	 fact	
hundreds,	 of	 small	 things	 you	 can	do	
that	will	have	a	huge	combined	effect	
on	your	business!	

We	call	these	‘Business	Optimisers’.	

You	will	 already	know	many	of	 these	
optimisers.	 	 The	 problem	 is	 not	
necessarily	 knowing	what	 to	do…	 it's	
DOING	 IT.	 Actually	 implementing	
these	 optimisers	 is	 where	 business	
owners	trip	up.	

The	solution	is	simpler	than	you	could	
imagine…	

All	you	need	to	do	is	apply	one	thing,	
just	 one	 thing,	 every	 day	 for	 12	
months.	 Can	 you	 imagine	 the	
difference	that	would	make?	

If	we	only	include	working	days	of	the	
week	 over	 50	 weeks,	 that’s	 250	
optimisers	 you’d	 apply	 to	 your	
business	 over	 the	 period	 of	 12	
months.	WOW!	

Just	think	how	different	your	business	
would	 be	 with	 this	 kind	 of	
implementation.	

Even	 if	 all	 you	 did	 was	 apply	 one	
optimiser	a	week,	you’d	have	50	new	
things	 in	 your	 business	 working	 for	
you	day	in,	day	out.	

One	 overarching	 strategy	 could	 be	
that	 every	 day	 you’ll	 do	 something	
that	will	have	an	effect	on	the	growth	
of	your	business.	

That	 could	 be	 a	 personal	 note	 to	 a	
customer,	 or	 past	 customer.	 It	 could	
be	 a	 letter	 to	 a	 prospective	 client,	
customer	or	patient.	

	

We	can	always	redeem	the	man	who	
aspires	and	strives.”	

Johann	Wolfgang	von	Goethe		
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Do	 you	 see	 what’s	 possible	 with	
this	type	of	approach?	

Simple	 Business	 Optimisers	
include…	

 Follow‐up	after	every	sale	

 A				policy				on					time						
management	(emails	and	phone,	
in	particular)	

 Review	 and	 optimisation	 of	
existing	sales	process	

 Analysis	 of	 suppliers	 (to	
minimise	‘cost	creep’)	

 Calling	a	good	client,	customer	or	
patient	to	meet	for	lunch		

 Price	increase	

 Review	of	debtor	management	

 Adding	a	customer	newsletter	

 Adding	more	 ‘touch’	 points	with	
clients,	customers	or	patients	

 And	so	on…	

Some	 things	 will	 take	 a	 few	
minutes,	 others	 longer.	 But	
commit	 to	 applying	 at	 least	 one	
optimiser	 a	 week	 and	 your	
business	will	be	unrecognisable	in	
12	months'	time!	

SA	

	

	

O ne	 of	 the	 business	
philosophies	 I’ve	 adopted	

for	 a	 number	 of	 years	 is	 that	 to	
be	 ultra‐successful,	 your	
business	 must	 be	 SYSTEMISED.	
Even	 before	 I	 read	 Michael	
Gerber’s	 brilliant	 ‘E‐Myth	
Revisited’	(if	you	haven’t	read	it,	
you	 need	 to—it	 is	 required	
reading)	 I	 realised	 the					
importance	of	systemisation	and	
what	it	can	do	for	a	business.	

As	 Gerber	 rightly	 states,	 even	 if	
you	 are	 NOT	 going	 to	 franchise	
your	 business,	 you	 should	 set	 it	
up	 as	 if	 it’s	 a	 franchise.	 In	 other	
words,					create	a	business	model	
that	can	be	easily	replicated.	

There	 are	 many,	 many	 reasons	
why	you	would	want	 to	create	a	
system	 for	 everything	 you	 do	 in	
your							business;	for	example…	

 It	 helps	 to	 create	 a	 ‘perfect’							
business	 and	 signi icantly	
reduces	 mistakes	 (note	 I	 said	
‘reduces’,	 	 nothing	 can	 be	
totally	perfect	when	people	are	
involved)	

 Because,	 iguratively	 speaking,	
you	have	a	 ‘peg	 in	 the	ground’	
for	 	 	 	 every	 aspect	 of	 your	
business,	 meaning	 you	 can	
quickly	 improve	 each	 part	 of	
the	 overall	 system,	 thereby	
creating	 an	 ever‐evolving	
business	

 It	makes	the	recruiting,	training	
(new	staff	can	be	 ‘up	to	speed’	
very	quickly)	and	development	
of	staff	far	easier	

 It	 helps	 create	 a	 world‐class					
business	(without	systems	this	
is	virtually	impossible)	

 It	reduces	the	reliance	on	‘staff’	

and	 having	 to	 recruit	 and	 rely	
on	‘brilliant	people’	

 The	system	drives	the	business,	
not	the	people	

 It	helps	you	shape	the	business	
the	way	YOU	want	it	

 Frees	 up	 your	 time,	 enabling	
you	 to	work	 on	 your	 business,	
not	in	it!	

 When	 you	 come	 to	 exit	
(however	 that	 may	 be)	 you’ll	
sell	it	for	a	high‐end	multiple.	A	
systemised	 	 	 	 	 	 business	 is	
worth	 considerably	more	 than	
a	non‐systemised					business	

These	 are	 just	 a	 few	 of	 the	 key						
bene its	 of	 systemising	 every	
aspect	 of	 your	 business.	 When	
you	 see	 these	 written	 down,	 it	
makes	 you	 wonder	 why	 more	
people	 don’t	 take	 the	 time	 to	
create	a	‘business	on			autopilot’.		

But	 it	 does	 take	 time	 and	 effort.	
However,	 you	 don’t	 have	 to	 do					
everything	 at	 once.	 Start	 with	
one	 aspect	 of	 your	 business,	

Creating	A	Systems‐Based	Business	
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“Your	business	will	be	
unrecognisable	in	12	
months	if	you	apply	
just	one	new	business	

One of the must read books—‘The E-
Myth Revisited’—how to systemise                 



 

 

systemise	it	and	then	move	on	to	
the	next	part.	

Plus,	 as	 long	 as	 your	 team	 are	
fully	 aware	 of	 what	 your	
standards	are,	then	getting	them	
to	 create	 the	 	 	 	 	 	 systems	 and	
procedures	 makes	 your	 task	 far	
easier,	 gives	 them	 buy‐in	 and	
ownership	and,	believe	it	or	not,	
makes	their	jobs	more	satisfying.		

When	 they	 know	 they	 have	 a	
major	 part	 to	 play	 in	 the	
business,	 they	 are	 much	 more	
likely	 to	 play	 a	 bigger	 role	 in	
improving	 it	 (the	 ultimate	
bene it	 of	 systemising	 any	
business).	

Better	 still,	 if	 you	 think	about	 it,	
you	have	no	way	of	knowing	how	
to	 do	 everything	 in	 your	
business.	Nor	do	 you	know	how	
‘best’	to	do														everything	in	
your	 business.	 But	 guess	 who	
does?	That’s	right—your	staff.	As	
business	 owners,	 we	 often	
neglect	 staff	 in	 terms	 of	 asking	
them	 how	 to	 do	 things	 more	
ef iciently	and	better.		

The	 process	 I’m	 going	 to	 take	
you	 through	 automatically	
includes	 them	 in	 this	 ever‐
evolving	process.	

So	how	do	you	do	it?	How	do	you	
create	 a	 fully	 systems‐based	
irm?	There	are	4	key	stages	you	
need	to	follow	to	systemise	your	
irm…	

STAGE	#1:	List	all	the	high‐level	
tasks	in	the	business	that	need	to	
get	done	(everything!)	

This	 is	 the	most	 important	 part.	
You	 won’t	 believe	 how	
comforting	 and	 liberating	 this	 is	
once	you’ve	carried	out	this	 irst	
step.		

Include	 absolutely	 everything								
required	 to	 run	 your	 business,	
right	 down	 to	 the	 bins	 being	
emptied!	

Ideally,	 do	 it	 by	 department	
(sales	 and	 marketing,	 inance,	
customer	service,	IT,	etc.).		

Getting	buy‐in	 from	staff,	 as	 I’ve					
already	 said,	 is	 critical	 to	 all	 of							
this,	 and	 getting	 them	 involved	
in	 	 	 	 	 	 	 	 	 	 	 creating	 their	 own	
systems	and				procedures	is	key.	

STAGE	 #2:	 What	 does	 perfect	
‘look	like’?	

This	 is	 important.	 For	 each													
high‐level	task,	you	need	to	write	
down	what	‘perfect’	looks	like.	In	
other	words,	what	is	the	optimal			
inal	 result	 you’re	 seeking	 from	
each	particular	high‐level	task?		

Again,	 this	 is	 how	 you,	 your												
department	heads	and	staff	keep	
control	 of	 the	 output	 and	
delivery	 of	 each	 task,	 and	 it’s	
very	comforting!		

Notice	 how	 this	 is	 very	 ‘team’								
orientated.	

STAGE	 #3:	 Break	 each	 task	
down	into	precise	steps	

Now	 take	 each	 high‐level	 task	
and	 break	 this	 down	 into	
individual	steps.	Again	you’ll	 ind	
this														liberating.		

This	 is	 the	 ‘nuts	 and	 bolts’.	 This									
is	 the	 step‐by‐step	 ‘system’	 of			
doing	 each	 individual	 task.	 Use											
screenshots,	 diagrams,	
checklists,	even	video.	The	easier	
you	make	this—the	better.						

Creating	A	Systems‐Based	Business	
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Next	Time	Just	Call	The	Pizza	
Guy	
	

How	 desperate	 have	 you	 been	
for	 a	 date?	 I	 once	 asked	 my	
group	 of	 friends	 if	 they’d	 sleep	
with	 their	 professors	 in	 college,	
and	for	some	wild	reason,	every‐
one	 said	no…at	 least	 “not	until	 I	
had	completed	the	course”.	Well.	
Maybe	I	should	seek	new	friends	
elsewhere.	

Should	 I	 be	 friends	 with	 this	
guy?	 According	 to	 The	 Huf ing‐
ton	 Post,	 this	 Florida	 man	 was	
arrested	 for	 calling	 911	 (three	
times!)	 and	 asking	 the	dispatch‐
er	 on	 a	 date.	 Allegedly	 the	 man	
was	 fairly	 intoxicated	 and	 even	
asked	 the	 poor	 operator	 if	 she	
was	“into	handcuffs”.	In	possibly	
the	 only	 occurrence	 of	 a	 quirky	
sense	of	humour	failing	with	the	
ladies,	 the	 bearded	 man	 with	 a	
smouldering	mug	 shot	 was	 sent	
to	county	jail	on	a	charge	of	911	
misuse	



 

 

It’s	 this	 stage	 that	 takes	 the	
longest,	 and	 it	 does	 require	
serious	 thought	 without	
interruption.	

You	have	to	create	the	steps	so	a			
person	who	 has	 never	 done	 the	
task	 before	 can	 do	 it	 the	 irst	
time	at	the	required	high	level	of	
delivery	you	want.			

Let’s	 use	 a	 very	 simple	 example	
as	 illustration.	 The	 Task	 is	 ‘To	
Sharpen	A	Pencil’.		

Now,	 clearly,	 this	 is	 not	
something	 you	 would	 need	 to	
break	 down	 like	 this	 (you	 do	
have	 to	 use	 your	 	 	 	 	 	 	 common	
sense)	 but	 it	 serves	 as	 a	 good	
example	of	the	detail	required	to	
ensure	‘perfect’	output.		

Here	are	the	steps…	

STEP	 #1:	 Take	 blunt	 pencil	 and					
insert	 into	pencil	sharpener	(the	
sharpener	 is	 located	 in	 the	 top					
right‐hand	 drawer	 of	 John	
Smith’s	desk).	

STEP	 #2:	 Turn	 the	 pencil	
clockwise	 whilst	 applying	
pressure	on	the	pencil	so	the	end	
of	 the	 pencil	 is	 pushed	 against	
the	sharpener	blade.	

STEP	 #3:	 After	 6	 or	 7	 turns	
remove	 the	 pencil	 and	 check	 to	
see	if	it	has	been	sharpened	fully.		

If	 it	 hasn't,	 repeat	 tasks	 1	 and	2	
above	until	you’re	happy	with	its	
sharpness.	

STEP	 #4:	 Put	 pencil	 sharpener	

back	in	top	right‐hand	drawer	of	
John	Smith’s	desk.		

As	 long	as	you	include	each	step	
in	detail,	then	this	will	be	easy	to								
accomplish.	

STAGE	 #4:	 Systemise	 then	
automate	

Now	look	through	each	step	and				
decide	 which	 steps	 can	 be																
automated	and	which	steps	need				
manual	intervention.		

***	

That’s	 what	 it	 takes	 to	 create	 a							
systems‐based	business.		

One	thing	you	must	do	if	you	are			
involving	 staff	 (and,	 as	 I’ve	 said,	
you	should)	is	to	explain	to	them	
exactly	 ‘HOW’	you	want	 them	to	
create	 their	 systems	 and	

procedures	 (take	 them	 through	
these	 steps).	 Ideally,	 you	 should	
create	 a	 manual	 for	 HOW	 to	
create	 the	 systems	 and	
procedures.		

Then	 I	 suggest	 you	 meet	 with	
your	 staff	 every	 month	 for	 15	
minutes	 to	 check	 on	 their	
progress.	 You	 have	 to	 manage	
the	 process	 closely	 and			
carefully.	 Make	 sure	 they	
allocate	time	each	week	to	 focus	
on	 their	 	 	 	 	 systems,	 otherwise	
they	won’t	get	done.		

Creating	A	Systems‐Based		
Business	
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Your systems should be created just like a common food recipe. Baking a 
cake is easy if you follow the instructions—and that’s what your systems 

should  do for your own business! 



 

 

I	n	 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	 showed,	 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	 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	 that	

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

So	Can	You...	

Cryptic              
Puzzle Of The 

Month 
At	a	recent	painting	
competition,	Eileen's	
rendition	of	a	Constable	was	
not	last.	
	
Jenny	only	just	managed	to	
avoid	last	place	and	came	
third.	
	
The	lady	who	painted	a	
Monet	was	very	successful	
and	took	 irst	place.	
	
Ada	beat	the	lady	who	
painted	the	Taylor	and	the	
lady	who	painted	the	van	
Gogh	beat	Vera.	
	
Can	you	determine	who	
painted	what	and	who	won?	
	

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



 

 

every	 hour	 or	 so	 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	
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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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	
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ANY QUESTION? WANT HELP? NEED SUPPORT? CALL THE TEAM ON: 03300 886686  

“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	 I	 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 

#	Name				Artist	
1	Ada							Monet	

2	Eileen		Constable	
3	Jenny			Van	Gogh	
4	Vera					Taylor		

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 

Mel	Blanc	(the	voice	of	Bugs	Bunny)	
was	allergic	to	carrots!	

The	 world's	 tallest	 mountains,	 the	
Himalayas,	 are	 also	 the	 fastest	
growing.	Their	growth	about	half	an	
inch	a	year	is	caused	by	the	pressure	
exerted	 by	 two	 of	 the	 earth's	
continental	 plates	 (the	 Eurasian	
plate	 and	 the	 Indo‐Australian	plate)	
pushing	against	one	another.	

 	During	 his	 or	 her	 lifetime,	 the	
average	human	will	grow	590	miles	
of	hair.	

 	The	surface	area	of	the	earth	is	
197,000,000	square	miles.	

 	The	longest	street	in	the	world	is	
Yonge	Street	in	Toronto,	Canada,	
measuring	1,896	km	(1,178	miles).	

	
Crocodiles	can	go	two	years	without	
eating	 and	 they	 do	 not	 have	 the	
ability	to	move	their	tongue.		

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 


