
 

 

W	elcome	 to	 the	 April	issue	 of	 The	 Success	
Newsletter.	 As	 you	

know,	earlier	 in	the	month	we	
had	April	Fool’s	Day.	Practical	
jokes	 are	 played	 out	 all	 over	
the	world	during	 the	morning	
hours	of	April	1st.	

That	got	me	 thinking…	 I	wonder	
what	some	of	the	best‐ever	April	
Fool’s	 jokes	 to	 have	 been	
orchestrated,	 that	 fooled	
thousands	 of	 people,	 include.	
Here’s	my	top	3	(keep	reading	to	
the	 end,	 there	 is	 a	 business	
lesson	here	too)…	
		
1.	Edison’s	food	creator,	1878	

American	 newspaper	 The	 Daily	
Graphic	published,	in	1878,	news	
of	 a	 technological	 breakthrough:	
Thomas	 Edison	 had	 invented	
“the	 Food	 Creator...	 a	 machine	
that	 will	 feed	 the	 human	 race!”	
How,	 exactly,	was	unclear,	 but	 it	
would	 be	 able	 to	 manufacture	
meat,	 vegetables,	 wine	 and	

biscuits	using	only	air,	water	and	
“common	 earth”.	 A	 inal	
paragraph	 in	 the	 April	 article	
revealed	 that	 “the	Food	Creator”	
did	not	in	fact	exist;	but	not	every	
reader	 got	 that	 far,	 and	 Thomas	
Edison	 received	 “a	 lood	 of	
letters	 from	 all	 parts	 of	 the	
country”,	 as	 he	wrote	 to	 tell	 the	
Graphic’s	 editor.	 “Very	
ingenious,”	he	said.	
		
2.	Alaska’s	volcano,	1974	

In	 Sitka,	 Alaska,	 the	 volcano	
Mount	 Edgecumbe	 had	 been	
dormant	 for	 around	 9,000	 years	
when,	 one	 morning	 in	 1974,	
residents	 noticed	 dark	 smoke	
spooling	 from	 its	 top.	 When	 a	
coastguard	 helicopter	 lew	 in	 to	
investigate,	 the	 pilot	 saw	 that	
100	 tyres	 had	 been	 doused	 in	
cooking	fuel	and	set	alight	 in	the	
volcano’s	crater.		

Meanwhile,	 around	 the	 rim,	
someone							had						spray‐painted		
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…Continued	from	page	1	

"April	 Fool” 	 in	 50ft	 letters.	 It	
was	the	careful	work	of	a	local	
joker,	 Oliver	 Bickar,	 who’d	
been	 planning	 the	 prank	 for	
four	years.	

...and	my	favourite…	

3.	Left‐handed	burger,	1998	

Burger	 King’s	 1998	 unveiling	
of	 a	 “left‐handed	Whopper”	 –	
a	 normal	 burger,	 with	 “the	
condiments	 rotated	 180	
degrees”	 –	 fooled	 thousands	
in	 the	 US	 and	 UK	 with	 left‐
handers	 going	 out	 of	 their	
way	to	order	one,	and	righties	
making	 it	 clear	 they’d	 prefer	
the	 original	 version.	 That’s	
funny!	

So	 what’s	 all	 this	 got	 to	 do	
with	 you	 and	 your	 business?	
Well,	 it	 concerns	 your	
customers	 and	 makes	 sure	
you	 OVER‐deliver	 on	 your	
promises.	 Your	 customers	
won’t	 be	 fooled	 into	 buying	
from	 you	 a	 second	 time.	 You	
owe	 it	 to	 them	 and	 to	 your	
own	 business	 to	 under‐
promise	 and	 over‐deliver.	 I	
know	 that’s	 a	 cliché,	 but	 it	
really	 is	 a	 truism	 in	 today’s	
highly	 competitive	 market	
and	 with	 highly	 demanding		
customers!	

A	s	 long	 as	 you	 provide							excellent	value	–	people	
will	 lock	 to	 your	

business	 and	 pay	 handsomely	
for	the					privilege.	
		
Business	 owners	 often	 make	
the	 mistake	 of	 thinking	 that	
price	 is	 the	 main	 issue	 in	 the	
mind	 of	 their	 prospects	 or	
customers.	
		
But	 what	 they’re	 missing	 is	
this:		 	 	if	everyone	is	viewed	by	
the							prospect	as	‘the	same’	–	
i.e.							companies	don’t	take	the	
time	 or	 effort	 to	 differentiate	
themselves	 from	 others	 and	
add	 considerable	 value	 –	 the	
only	 way	 the	 prospect	 can	
choose	is	based	on	price.	
		
But	 when	 you	 add	 so	 much	
value	 to	 the	 business	 –	
substantially	 more	 than	 your	
competitors	 –	 you	 leave	 the	
prospect	with	little	choice.	
		
And	 often	 they’ll	 pay	 much	
more	 than	 anyone	 else.	 Why?	
Because	you’ve	added	so	much	
value!	
		
Also,	when	a	 customer	decides	
to	leave	and	turn	to	one	of	your			
competitors,	 they’ll	 often	 say,	
‘Your	 price/fees	 are	 too	 high.’	
What	 they’re	 really	 saying	 is	
this…	
		
‘Your	 products	 or	 services	 are	
not	worth	what	you	charge.	I’m	
just	 not	 getting	 value	 for	
money!’	
		
There’s	a	big	difference!	

		

You’ll	 be	 amazed	 at	 what	 you	
can	 charge	 when	 you	 start	
adding				value.	
Here’s	a	great	example…	
		
One	 of	 our	 clients	 was	 a															
professional	 wedding	 and	
portrait	 photographer	 (he’s	
now	retired	at	48	and	 living	 in	
Dubai).	 When	 he	 irst	 met	 us,	
he	was	 charging	 	 	 	 	 	 	 between	
£350	and	£450	 for	a	 	wedding.	
After	 just	 12	 months,	 he	
charged	 a	 minimum	 of	 £2,995	
right	 up	 to	 £4,995	 for	 his											
weddings.	 All	 we	 did	 was	 add					
value	to	his	services.	
		
The	 diagrams	 below	 show	 the				
effect	 of	 value	 on	 price	 and,	
more	importantly,	how	you	can	
increase	 value	 without	
spending	a	single	penny…	

		
1.	 As	 you	 can	 see	 below,	 we	
have	two	similar	but	competing								
products	 –	 product	 A	 and	
product	 B.	 Let’s	 say	 that	
product	 A	 is	 a	 competitor’s	
product	and	product	B	is	YOUR	
product…		

	
	
	
	
	
	
	
	
	
	

	
	
2.	 Let’s	 assume	 that	 each	
product	has	a	similar	price	and	
value							attached	to	it.	So	at	the	
moment	point	1	(shown	on	the	
irst	 graph	 on	 page	 3)	 is	 the	
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maximum	 value	 of	 each	
product.		
	
So	 if	 we	 look	 at	 pricing	 either		
product,	we	are	unlikely	 to	get	
many	 sales	 if	 we	 price	 the	
products	above	point	1	because	
the	 	 	 	 	 	 	 	 	 	 	 perceived	 value	 is	
lower	than	the	price.		
		
But	 if	 we	 set	 the	 price	 at,	 say,	
point	 2,	 we’d	  get	 more	 sales	
because	 now	 there	 is	what	we	
call	 ‘added	 value’	 –	 the	
difference	 between	 the	 value	
(point	 1)	 and	 the	 price	 (point	
2).	The	shaded	area	represents	
the	added	value.	Agreed?		
	

	
	
	

	
	

	
	
	
	

	
	
	

	
	
So	company	and	product	A	may	
take	 the	 view	 it	 wants	 to	
compete	 heavily	 on	 price	 and	
therefore	 	 	 	 reduces	 its	 prices	
even	 further	 to,	 say,	 point	 Z	 in	
an	 effort	 to	 capture	 more	
customers.	
		
That	 represents	 the	 situation	
with	 every	 business	 and	
demonstrates	 the	 maximum	
price	they	can	charge	–	agreed?	
Okay,	so	how	can	we	make	the	
price	 more	 ELASTIC?	 In	 other	

words,	 how	 can	 we									
increase	the	price	range	we	can	
charge	customers?	
3.	That’s	 right	 –	 we	 add	 more						
value.	How	do	you	think	we	can	
add	 more	 value	 WITHOUT					
changing	your	business	or	even	
the	 product	 or	 service?	 Quite	
simply,	 we	 add	 the	 following	
Marketing	Assets…	
		
	UPB.	
	Bene its.	
	Irresistible	Offer.	
	Headlines.	
	Guarantee/Risk	Reversal.	
	Sales	Barrier	Demolition.	
	Social	Proof.	
		
Note:	
		
The	 other	 element	 we	 add	 to					
signi icantly	 increase	 value	 is	
called	 ‘Moments	 Of	 Truth’.	
This	 is	 a	 large	 topic	 in	 itself	
and	we	will	discuss	it	at	length	
in	another	month’s	issue.	
	
	
	
	
	
	
	

	
	
	

	

	
	

	
	

	
	
	

Continued	on	page	4…	

	

Increasing	Your	Costs		

Dumb	
Criminals	

The	new	Apple	iDiot		

A	 San	 Francisco	 thief	

pedalled	 his	 bike	 up	 to	 a	

woman	 on	 the	 sidewalk,	

snatched	 the	 iPhone	out	of	

her	 hands,	 and	 rode	 away.	

Unknown	 to	 him,	 the	

woman	 was	 in	 the	 middle	

of	 demonstrating	 the	

iPhone’s	 new	GPS	 tracking	

device,	which	worked—the	

thief	was	captured	minutes	

later.	

 

3	

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

1 

P
ri

ce
/V

al
u

e 

 
 
A 

 
 
B 

2 

Z 
The Marketing Assets 

add value 

 

 

 

 

1 

P
ri

ce
/V

al
u

e 

 
 
A 

 
 
B 

2 



 

 

	
Can	you	see	what	we’re	doing?	
We’re	 adding	 value	 over	 and	
above	what	the	competition	are	
doing.	
		
Now	look	at	the	price	elasticity					
(3	–	see	diagram	below).		
		
You	 could	 price	 your	 product	
right	 up	 to	 point	 4	 now.	 But	
would	 you	 get	 many	 sales	 at	
point	 4?	 No,	 you	 wouldn’t	
because	at	that	point	there’s	no	
added	value.		
	
But	 what	 if	 you	 priced	 your						
product	at	point	5	–	would	you	
get	many	sales?	Yes,	you	would.	
That’s	 the	 power	 of	 adding	
value	 and	 	 	 creating	 price	
elasticity.	
		
4.	 So	 what	 about	 a	 price‐
sensitive	 market?	 We’re	 going	
to	 explain	 	 	 	 	 	 in	 a	 later	 issue	
why	 in	 most	 cases	 	 	 a	 price‐
sensitive	 market	 isn’t									
actually	the	case.		
		
But	let’s	say	at	the	moment	you	
don’t	 want	 to	 increase	 your	
prices	 because	 you	 believe	
you’re	 in	 a	 price‐sensitive	
market	 (or	 you’re	 nervous	
about	doing	it).	
		
So	 all	 you	 do	 is	 keep	 the	 price	
the	same.	But	now,	after	adding	
all	this	value,	who	do	you	think	
gets	most	of	the	sales?		
		

That’s	 right	 –	 YOU	 do.	 Why?								
Because	 point	 6	 (see	 across)						
represents	 the	 added	 value						
product	B	has	over	product	A.	

So	 that’s	how	you	can	 increase	
your	 prices	 or	 maintain	 your							
existing	 prices	 and	 STILL	
generate	 more	 customers	 and	
sales	 just	 by	 using	 the	
Marketing	 Assets	 (plus	 target	
market	and	Moments		 	 	 	 	 	 	 	 	 	Of	
Truth)	 to	 add	 value	 to	 your							
business	 –	 and	 all	 done	 	for										
absolutely	ZERO	cost!	

Hopefully,	 this	 further	explains	
to	 you	 the	 impact	 the	
Marketing					Assets	can	have	on	
your	business.	

	

	

	

	

	

	

	

	

	

Not	 only	 do	 they	 help	 you	
improve	 every	 	 	 	 aspect	 	 	 of				
your	 	 	 	 business	 growth	 and	
marketing,	 they	 also	
automatically	 build	 value	 in	
your	products	or	services.	
	You	 owe	 it	 to	 yourself,	 and	 all	
the	 hard	 work	 you’ve	 put	 into	
your	 business,	 to	 start	 reaping	
the						rewards	you	deserve.		
		
Now	 is	 the	 time	 to	 start	 using						
the	 Marketing	 Assets	 to	 start														
leveraging	 your	 sales	 and	
pro its	 and	 once	 and	 for	 all	
leapfrog	the	competition.	
		
Base	 your	 pricing	 on	 value	
rather	 than	on	price	 and	you’ll	
be	 	 	 	 	 	 	 	 	 	 surprised	how	much	
more	money	you’ll	make!	
	
	
	
	
	
	
	
	
	
	

How	To	Add	Value	Without		
Increasing	Your	Costs	
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Diagram showing the effect of leveraging the Marketing Assets to build                        
added value in your products or services. 



 

 

R	unning	a	social	media	strategy	as	well	as	being	a	
business	owner	will	only	

lead	to	stress	and	sleepless	nights.		
But	everyone	is	on	social	media,	
right?	Even	the	Pope.		

You	need	to	strike	the	balance	
between	informative	and	annoying.	
Studies	show	the	optimal	postings	for	
the	two	most	popular	networking	
sites	are:	
		
Twitter:	3	posts,	daily	
Facebook:	5	posts,	weekly	
Doesn’t	require	a	lot	of	effort,	does	it?	
But	 inding	free	time	is	any	business	
owner’s	challenge,	so	you	need	a	
method	of	having	active	accounts,	
without	it	taking	hours	and	feeling	
like	a	chore.		

Welcome	to	scheduling.	It’s	a	strange	
thought	that	people	can	tweet	
without	actually	being	behind	the	
screen	at	the	time,	but	it’s	a	time‐
saving	approach	to	social	media	
marketing.		

Having	a	consistent	online	presence	
is	a	necessary	part	of	marketing,	but	
you	don’t	want	to	be	doing	it	every	
day.		

So	which	schedule	tool	should	you	
use?	

TWITTER	
	
1.	Tweetdeck	
https://web.tweetdeck.com/	
For	Tweetdeck	newbies,	this	is	your	
new	best	friend	when	it	comes	to	
developing	your	Twitter	presence.		
		
You	don’t	have	to	create	an	account;	
just	sign	in	with	your	Twitter	logins	
and	you’re	off	‐	no	email	con irmation	
required.	And	it’s	free!	Music	to	
everyone’s	ears.	
		

You	can	plan	posts	into	the	far	future.	
Ideal	for	those	who	have	a	lot	to	say.	
A	huge	pro	is	that	Tweetdeck’s	layout	
looks	similar	to	Twitter	(probably	
because	Twitter	bought	it	in	2011).		
		
At	any	time,	you	can	log	back	in	and	
amend	scheduled	tweets	or	delete	
them.	This	is	a	great	idea	if	something	
you	have	scheduled	is	no	longer	
accurate	or	relevant.	You	can	keep	
track	of	when	your	posts	are,	too,	if	
you	log	in	often.		

	

	

	

How	To	Have	A	Social	Media		
Presence	Without	Being	Present		

Cryptic              
Puzzle Of The 

Month 
	1.	Johnny’s	mother	had	three	
children.	 The	 irst	 child	 was	
named	 April.	 The	 second	
child	 was	 named	 May.	 What	
was	the	third	child’s	name?	

2.	 A	 clerk	 at	 a	 butcher	 shop	
stands	 ive	feet	ten	inches	tall	
and	 wears	 size	 13	 sneakers.	
What	does	he	weigh?	

3.	 Before	 Mt.	 Everest	 was	
discovered,	 what	 was	 the	
highest	 mountain	 in	 the	
world?	

4.	How	much	dirt	is	there	in	a	
hole	 that	 measures	 two	 feet	
by	three	feet	by	four	feet?	

5.	 What	 word	 in	 the	 English	
language	 is	 always	 spelled	
incorrectly?	

ANSWERS	ON	PAGE	7	

Steve	Hackney—Helping	you	to	
grow	your	business	quickly	
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1.	Twitter:	Sign	into	Tweetdeck	with	your	
Twitter	login.	 Continued	on	page	7...	



 

 

HOW	TO	USE	IT	

1.	Visit	https://web.tweetdeck.com	
 
2.	Sign	in	using	your	Twitter	login	
details	

3.	Click	‘New	Tweet’	
‐	Select	your	account	
‐	Type	your	tweet	you	want	
scheduling	
‐	Click	‘Schedule	Tweet’	
‐	Select	the	relevant	date	and	time	
‐	Once	you’ve	proofread,	click	‘Tweet	
at…’‐	

TIPS		

‐	Don’t	be	confused	by	all	the	
columns.	The	beauty	of	Tweetdeck	is	
that	you	can	see	your	direct	
messages,	timeline,	noti ications	and	
messages	all	on	one	screen.	Delete	all	
the	columns	apart	from	‘Scheduled’	
to	tidy	up	your	dashboard.		
‐	Scroll	to	the	right	of	the	page,	so	you	
can	just	focus	on	the	Scheduled	
column.	Here	you	will	see	all	the	
tweets	you	have	planned	for	the	
future.	
‐	If	you	have	multiple	accounts,	you	
can	add	them	all.	You	can	even	post	
the	same	content	across	all	accounts	
easily,	by	selecting	all	the	accounts.		
‐	Don’t	forget	to	add	an	image	with	
your	text,	too.	Just	select	the	‘Add	
Image’	option,	before	submitting	the	
tweet.		

‐	Once	you	become	an	expert,	utilise	
all	the	columns	by	monitoring	what	
your	followers	are	retweeting	and	
your	noti ications.		

FACEBOOK	
	
1.	Facebook	
www.facebook.com	
Even	avid	social	media	users	don’t	
know	you	can	use	Facebook	to	
schedule	posts	and	many	are	paying	
for	services	that	do	no	different.		

Using	Facebook	to	schedule	is	free	
and	you	can	prepare	a	post	using	the	
same	process	as	posting	normally.	
You	can	only	automate	on	a	page,	not	
a	personal	account.	Again,	you	can	
see	your	scheduled	posts	and	amend	
or	delete	them	at	any	time.		

HOW	TO	USE	IT	

1.	Sign	into	your	Facebook	page.	
		
2.	Type	the	post	you	want	scheduling.	
Do	not	click	‘Post’.		
		
3.	Click	on	the	clock	symbol.	
		
4.	Select	the	date	from	the	calendar	
and	choose	the	time	you	want	the	
post‐scheduling.	
	
5.	Click	on	‘Schedule’	once	you’re	
happy	with	your	post.		
	
	

TIPS	

‐	With	a	63,000	character	limit,	utilise	
this	space	with	detailed	posts.	
‐	You	can	schedule	up	to	6	months	
ahead,	so	plan	time‐relevant	posts,	
such	as	Christmas.		
‐	Be	consistent	with	your	postings.	
Aim	for	at	least	5	a	week.	
‐	Avoid	newsworthy	content,	because	
for	the	date	you’ve	scheduled	it,	it	
will	no	longer	be	news.		
‐	Select	your	times	wisely.	People	are	
more	likely	to	see	your	post	at	7am,	
when	they	are	waking	up,	than	9pm	
on	a	Friday	night.	Target	locations	
will	also	play	a	part.			
	
It’s	tempting	to	rush	scheduling,	but	
your	followers	will	notice	if	you’ve	
just	posted	anything.	Interesting	
posts	about	the	industry,	links	to	
your	service	and	entertaining	posts	
will	vary	your	content	and	make	your	
account	interesting.		
	
Be	wary	of	posting	at	the	same	time	
and	day	across	your	accounts,	
because	you	want	to	mix	it	up	a	bit.		

Scheduling	makes	life	easier,	but	
don’t	neglect	your	accounts.	
Regularly	checking	noti ications	and	
interacting	with	your	followers	will	
further	improve	your	social	media	
marketing.		
	

 

How To Have A Social Media Presence... 
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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	2019	you	get	50%	discount	off	your	fees	
for	Jan	20	to	Dec	20.	
If	5	of	your	referrals	join	DNS	in	2019	you	get	100%	discount	off	your	fees	
for	Jan	20	to	Dec	20	



 

 

What Clients Say About  
DNS Accountants 
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“Been	with	DNS	Accountants	for	
more	than	a	year,	I	would	highly	
recommend	their	services.		My	
Account	Manager	Sneha	has	
been	very	helpful	and	helped	
with	accounts	and	queries	
swiftly	always!	Having	a	good	
accountant	means	you	can	fully	
focus	on	your	business,	not	
worry	about	accounts	and	tax	
matters.		Thank	you	DNS”.	
Zameer	Hussain	
Relisols	Ltd	

	
	
	
	

“I	have	been	extremely	satis ied	
with	the	service	I	have	been	
receiving	close	to	the	past	1	
year.		Very	professional,	
transparent	and	helpful.		Special	
mention	to	my	Account	
Manager,	Minakshi	Arora	who	
made	my	transition	very	
smooth	and	always	ready	to	go	
that	extra	mile	to	support	and	
make	customer	happy.	
De initely	recommended”.	
Brijesh	Pradhan	
Sario	Ventures	Ltd	
	

“I	recently	set	up	a	Ltd.	
company	and	signed	up	with	
DNS	for	my	accounting	services.		
I’ve	found	it	very	good	value	for	
money	and	hugely	helpful	in	
terms	of	advice	and	guidance.		I	
have	an	Account	Manager,	
Sneha	Gurudutta,	who	keeps	in	
contact	with	me	and	offers	
advice	on	the	phone…..I’m	really	
pleased	with	the	service”	
Martin	Wilson	
Martin	Wilson	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	R	 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:	33	words.	Good:	26	
words.	Average:	21	words.	

CRYPTIC PUZZLE  ANSWER 
 

1.	Johnny.	
2.	Meat.	
3.	Mt.	Everest.	It	just	wasn’t	discov‐
ered	yet.	
4.	There	is	no	dirt	in	a	hole.	
5.	Incorrectly	(except	when	it	is	
spelled	incorrecktly).	

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

business!	

“Helped With Accounts Swiftly ” “Always Ready To Go Extra Mile” 

“Good Value For Money” 



 

 

Bet You Didn’t Know 

52%	of	people	admit	to	forgetting	their	partner’s	
birthday.		

The	 most	 preferred	 profession	 by	 someone	
looking	for	a	date	is	a	chef.	

In	the	summer	the	amount	of	water	pouring	over	
Niagara	 falls	 each	 second	 could	 ill	 13,000	
bathtubs.	

It	 only	 takes	 two	 thin	 spokes	 to	 make	 a	 wheel	
strong	enough	to	hold	the	weight	of	a	rider.	The	
rest	 are	 spares	 but	 are	 required	 under	 a	 law	
drafted	 in	 the	 1920s	 which	 has	 never	 been	
repealed.	

The	 earliest	 recorded	 case	 of	 a	 man	 giving	 up	
smoking	was	on	April	5,	1679,	when	Johan	Katsu,	
Sheriff	 of	 Turku,	 Finland,	 wrote	 in	 his	 diary	 “I	
quit	smoking	tobacco”.	He	died	one	month	later.	

Each	king	in	a	deck	of	playing	cards	represents	a	
great	 king	 from	 history:	 Spades	 –	 King	 David,	
Hearts	 –	 Charlemagne,	 Clubs	 –	 Alexander,	 the	
Great,	Diamonds	–	Julius	Caesar.	

16	sets	of	 twins,	7	 sets	of	 triplets,	 and	4	 sets	of	
quadruplets.	

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

 

Our Contact Details: 
	

DNS	Accountants	

DNS	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 


