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What to Ask in Your First Bookkeeper Conversation 
A practical guide to help you get clarity, reduce pressure, and evaluate fit. 

 
 

1. Questions to Ask the Bookkeeper 
 
These questions help you understand how the provider thinks, listens, and supports — not just how they 
process transactions. 

• “How do you typically begin a new client relationship?” 
Good sign: They describe a conversation-first approach, not a document-first process. 
Red flag: They immediately ask for reports, statements, or a checklist before understanding your 
situation. 

• “What do you need to know about my business before we talk numbers?” 
Good sign: They ask about your goals, challenges, and operational reality. 
Red flag: They jump straight to software, bank feeds, or transaction volume. 

• “How do you help clients who feel behind, overwhelmed, or unsure where to start?” 
Good sign: They normalize these feelings and explain how they reduce pressure. 
Red flag: They imply you should have been more organized or prepared. 

• “What does your diagnostic process look like?” 
Good sign: They separate the first conversation from the deeper review. 
Red flag: They try to diagnose your books during the first call. 

• “How do you communicate with clients when something is unclear or needs attention?” 
Good sign: They emphasize clarity, calm communication, and proactive guidance. 
Red flag: They rely heavily on jargon or expect you to interpret accounting language. 

• “What does success look like in our first 90 days?” 
Good sign: They describe clarity, stability, and predictable reporting. 
Red flag: They focus only on tasks completed, not outcomes achieved. 

 
2. What to Listen For 
 
These are the signals that tell you whether the bookkeeper understands your reality and can support 
you effectively. 

• Do they listen more than they talk? 
A good bookkeeper gathers context before offering solutions. 

• Do they ask thoughtful, open-ended questions? 
This shows they’re trying to understand your business, not fit you into a template. 

• Do they explain things in plain language? 
Clarity is a sign of mastery. Jargon is a sign of insecurity. 

• Do they acknowledge the emotional side of bookkeeping? 
Good providers understand that numbers carry stress, not just data. 

• Do they help you understand what you need—not what you “should have done”? 
This is the difference between guidance and judgment. 
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3. Red Flags to Watch For 
 
These are indicators that the relationship may feel stressful, rushed, or misaligned. 

• They begin the call by asking for documents or reports. 
• They treat the first conversation like an audit. 
• They imply you should have been more organized. 
• They talk more about their process than your reality. 
• They use jargon to sound authoritative. 
• They diagnose your books without understanding your business. 
• They make you feel behind, embarrassed, or pressured. 
• They can’t explain their approach in simple, human terms. 

 
4. How to Know You’ve Found the Right Fit 
 
A good first conversation leaves you feeling: 

• heard 
• understood 
• calmer 
• clearer 
• supported 
• not judged 
• confident about the next step 

If you feel pressure, confusion, or judgment in the first call, it will only intensify later. 
 

 
If you’d like to experience what a conversation-first approach feels like, you’re welcome to schedule a 
Clarity Call with Prime Entry Bookkeeping. It’s a calm, no-judgment conversation designed to help you 
understand what you need and what the right next step might look like—whether we work together or 
not. 
 

https://calendly.com/jim-primeentrybookkeeping

