‘An Interview’ Article


An interview with a client of a Results Accountant …

Here a team member from RAS talks about his experience of meeting a client of one of the members of the Results Accountants’ Network.  It’s an interesting perspective that offers insights into the kind of ‘hands on’ support Results Accountants offer their clients.

A visit and an education

When I went to visit Maria Berntson for a RAS get together I never thought I would get the education I received.  Maria and I drove to the outskirts of Bakersfield to visit the sod (turf) farm owned by Bob and Darin Nelson.  Bob and Darin greeted me with open arms.  

Sales ‘processes’ clearly evident

Bob and Darin proceeded to give me a tour of the sales office.  The sales office was very impressive.  It was obvious they had been working with a member of the Results Accountants’ Network.  The products were lined up nicely, the shelves were fully stocked and the office just gave me the feeling that they knew what they were doing.  They were providing awesome service and the phones were answered in a very special way.

Bob and Darin then gave me a tour of the farm.  The sod business is much more complex than I ever imagined.  The sod is only cut when sold so they have to be very precise when projecting their sales and the level of demand for each type of sod.  Otherwise, they could be sitting on acres of inventory that in turn could be costing the business thousands of dollars.  There are many other variables in the business including weather, killer weeds, marketing and of course developing their team members.  Incidentally their ‘team members’ were referred to as employees before Maria started the RAS process.

As Bob and Darin gave Maria and I the tour I began asking questions about how Maria impacted their business since working with RAS.  Bob naturally responded, “she tells us what to do.”  However, after speaking with them that is far from accurate.

Planning Sessions make you think
I was given a tour of the trophy room where they have their planning sessions.  Bob and Darin noted, “Maria really gets us thinking in the planning sessions. We now realize that planning is more important than ever.”  Bob and Darin told me how Maria really got them thinking about their costs.  Bob is more of the technician and he went into a detailed explanation of how Maria really got him thinking about the value chain of his business and they now run their business with a greater awareness than ever before.  They are now doing a lot of managing what they can measure.

Empowering the people

We proceeded to drive around the farm.  Darin started telling me how Maria had really helped them empower their people.  Maria recently held an Advanced Financial Management Training Seminar for the managers of the sod farm.  Both the team members and the owners benefited enormously from the process.  Darin said, “the management team is really working well together.  We give them financial targets and the management group just goes to work on budgeting each of their areas.  They are bargaining, negotiating and having a ball with their newly discovered skills.”  Maria also mentioned very humbly that on the team member feedback reports the team members who received the training were extremely appreciative and delighted with their new skills. 

A closer investigation brings results

I was really energized at this point so I asked Bob to tell me more ways that Maria had helped them.  He told me Maria had a huge impact on their receivables. Bob didn’t realize the magnitude of the opportunity cost of having a large receivables balance nor did he realize how some of the people he thought were his best customers were actually costing him thousands of dollars (not to mention a lot of stress).  Bob, Darin and Maria set up system to rank their clients (which they systematically use) and it reduced their receivables dramatically.  I could tell by the way Bob told the story theirs was a BFO (blinding flash of the obvious) in his heart somewhere when they went through the defining their clients exercise.

Maria is in the process of conducting a Client Advisory Board with a number of Bob and Darin’s clients. As we drove away from the farm she told me how excited she was to find out what they had to say about the business. It is clear Maria is a big part of the management team.  

From exiting to changing their lives …

Maria said five years ago Bob and Darin were working on an exit strategy to get out of the business - they felt over worked, stressed and undercapitalized.  Now they aren’t considering exiting rather they’ve built a business that works for them with Maria’s help.  Ultimately, Maria helped the business give Bob and Darin life, not take away from it as most businesses do.  Maria did that by integrating the resources and tools offered to members of the Results Accountants’ Network and getting Bob and Darin thinking about the ongoing ‘process’ of business development to build a business that works for them.

Members of the Results Accountants’ Network really can make a difference …
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