ACCOUNTANCY BUSINESS DEVELOPMENT

CREATING BUSINESS ADVISORY SERVICES FOR CLIENTS

[image: image40.jpg]



[image: image2.wmf]
Paper 500-001

[image: image3.wmf]
[image: image4.png]W ess
BIZTOOLS




*DELETE THIS LOGO AND TEXT AND INSERT YOUR FIRM’S NAME AND LOGO*
CONTENTS

Page

31.
2023 In Review


52.
Key Issues in 2023


73.
2024 Preview


204.
Type Of Advice That SMEs Want


215.
Issues for The Accounting Profession In 2024


226.
Time Poor


237.
Sale Of Packaged Services


248.
Team Training


249.
Becoming The Chief Financial Officer


2510.
Establishing Systems for Advisory Services 52 Weeks of the Year


2611.
Use Of Technology


2712.
Website


2713.
Develop Benchmarking To Assist Wealth Creation


2714.
Business Coaching


2815.
Mentoring


2916.
Encouraging Clients To Use Technology


2917.
Think Like The Client


2918.
Develop Your Game Plan Now!


3019.
Have A Go!




1. 2023 In Review
New opportunities for the creation of “new income streams” from Business Advisory Services continued to emerge for accountants.

What were the highlights from 2023?
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There was no recession, unemployment was 3.9% in December 2023 and significant business failures in some areas of Australia.

· Youth unemployment is still far too high in most parts of Australia.

· The Australian currency versus USA currency moved up and down during the year and finished at approximately 68 cents US-v-Australian dollars.

· The Reserve Bank of Australia has set the official cash rate at 4.35% with inflation at 4.1%.
· A few years ago the Australian Small Business and Family Business Ombudsman indicated that Australia has been awarded the “dubious title” of having the “world’s longest debtors’ days outstanding” figure which has been calculated at 56.4 days.  The Ombudsman has stated that $26 billion was owing to Australian small/medium enterprises by their debtors.

· Our observation is that there has not been much improvement (if any) since then.  Why not check with your clients and if Debtors Days Outstanding are above thirty days discuss with your client the implementation of the Debtors Management practices outlined in ESS BIZTOOLS?
· The Albanese Labour Government announced the termination of the Accelerating Commercialisation Grant which had operated for nearly twelve years, when delivering the Federal Budget for 2023/24.  The Federal Treasurer committed the government to introducing a similar grant before the end of 2023.

In November 2023 the Government announced the “Industry Growth Program” as the replacement grant.  The Australian government has advised that the Industry Growth Program opened for applications from 2 May 2024.
This grant is targeted at “Priority Areas” which have been formulated by the National Reconstruction Fund (NRF).

This grant is targeted at an innovative product, process or service that is new, unique or significantly different to any other previous product, process or service in the market or industry where the product is intended be sold/traded or involves significant enhancements or developments of current products, processes or services that will enable the business to scale and transform.

There are two components to this grant:

· Early stage commercialisation projects which are intended to include the journey from Feasibility Studies and the development of Proof of Concept through to the production and testing of early prototypes in a simulated or theoretical environment.

Grants of $50,000 - $250,000 are potentially available for suitable applicants.

· Commercialisation and growth projects are intended to include those that can already demonstrate completion of Feasibility Studies and Proof of Concept.  Projects are intended to include the journey of product, process or service development from an early prototyping through to actual application in its final form, and the capability discussed up to full rate production and grow into new markets.

Grants of $100,000 - $5 million are potentially available for suitable applicants.

The priority areas determined by the NRF are:

1. Value-add in resources

2. Value-add in Agriculture, Forestry and Fisheries

3. Transport

4. 
Medical science

5. Renewables and low emission technologies

6. Defence capability

7. Enabling capabilities which relate to manufacturing any of the following products:

· Advanced manufacturing technologies all materials technologies
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Artificial intelligence technologies

· Advanced information or communications technologies

· Quantum technologies

· Autonomous systems

· Robotics technologies

· Positioning, timing and sensing technologies

· Biotechnologies

· Space objects or products for use in, or in connection with, space objects

· Other advanced technologies

Full details of this grant are summarised in Paper 014 – 146.
· The National Australia Bank released a report on the accountancy industry – “2024 NAB Accounting And Financial Planning Report” which stated that “85% of surveyed accounting firms are offering business strategy”, emphasising the growing importance of advisory services in the accounting industry.

While the report highlights the significant role of “advisory services”, it prompts a crucial question: is your accountancy/bookkeeping firm prepared to “Deliver Business Advisory Services to Your Clients in 2024”?

We believe there is a significant difference between “offering” and actually “DELIVERING ADVISORY SERVICES”.
For accountants, the challenge from the previous couple of years continues in that some accountants have embraced the concept of offering a broader range of advisory services, whilst some accountants are enthusiastically embracing the concept of accountancy businesses actually delivering “Chief Financial Officer” service for their small/medium enterprise clients.
Unfortunately, many accountants have not yet responded to the emerging challenges from the marketplace.

This paper gives an overview of activities that accountants could consider in 2024.

2. Key Issues in 2023
The key issues that we discussed in the ESS BIZTOOLS “Business Plus Newsletter” for our members to use in promotional communications with their small/medium enterprise clients and prospects in 2023 included:

Issue 220 – January 2023 -– to access click here.

· Commercialising Your Invention
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Research and Development Phase
· Protection of the Intellectual Property
· Research and Development System
· Prototype

· Market Research
· Project Budget
· Funding Required
· Borrowing Money
· Capital Raising Opportunities For SMEs
· Section 708 of the Corporations Act
· Early Stage Innovation Company
· Crowd Sourced Funding Equity Raising Company
· Predictive Accounting Reports
Issue 221 – February 2023 –- to access click here
· Your Needs Analysis 

· How can you Improve Your Business?
· Are you undertaking innovation projects?
· How can you grow your wealth?
· What will happen to your family and business if you get sick or die?

· Any other matters you would like to discuss?

· Fair Work Act changes

· 10 truths of selling

Issue 222 – March 2023 –- to access click here
· Research Service Providers (RSPs)

· Research and Development Tax Incentive Applications

· Export Market Development Grant - Round 3 Applications

· The 1% Rule - Small Differences Can Lead to Very Unequal Distributions

· Business Entities - Sole Trader

Issue 223 – April 2023 - to access click here
· When to Sell?

· The 7 Habits of Highly Effective People

· The Past Has No Future

· Business Entities - Partnerships

· Criteria for Being Able to Raise Capital from Venture Capitalists

Issue 224 – Federal Budget 2023/24 – to access click here
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Issue 225 - May 2023 – to access click here
· Some Government Grants Closed

· Major Grants That Are Continuing

· High Research and Development Expenditure

· Driving Business Growth

· Board of Advice

· Discretionary Trust

Issue 226 - End of financial year Tax Planning 30 June 2023– to access click here
Issue 227 – June 2023– to access click here
· Surviving in Difficult Times

· Taxable Payments Annual Report

· Early Stage Innovation Company Report

· Did You Undertake Research and Development Activities During 2022/2023?

· Business Entities - Unit Trusts

Issue 228 – July 2023– to access click here
· Predictive Accounting - An Important Tool

· Capital Raising Opportunities for SMEs

· Capability Statement - Up to Date?

· Succession Planning Helps

· Unlisted Public Companies

· What Does It Mean?
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Issue 229 – August 2023– to access click here
· Having a "Burning Ambition" Helps with Raising Venture Capital

· "Scaling Up" - The Seven Steps

· Strategic Reviews Do Help!

· $219 Million now raised from Crowd Sourced Funding Equity Raising

· Business Entities - Companies

· What Does It Mean?

Issue 230 – September 2023– to access click here
· Systems to Assist Performance in 2023/24

· What's It Mean?

· Business Entities

· Are You Buying A Business?

· Shrinkage - Control is Important

· Budgeting is the Key Business Process

Issue 231 – October 2023– to access click here
· The Innovation Journey Requires Planning

· What's It Mean?

· Assistance to Help Survival

· Charge Out Rates Crucial for Profitability

· Predictive Accounting - An Important Tool
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Issue 232 – November 2023– to access click here
· The Innovation Journey Requires Planning

· Goal Setting is Vital!

· What's Does It Mean?

· Cash Flow Forecast Identifies Funding Shortfalls

· You Need to Plan to Start a Business

· Portfolio Allocations are Important

Issue 233 – December 2023– to access click here
· New Grant Helps Small Companies

· Early Stage Commercialisation

· Commercialisation and Growth

· Companies Don't Run Themselves!

· Businesses Require Regular Accounts
3. 2024 Preview

STRATEGY 1 - TALENT IS THE KEY TO SUCCESS!

You’ve got to start it now – this afternoon!

“Because your greatest challenge at the moment is getting good people to work with.”
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Andrew Geddes, Joint Founder of Financial Management Research Centre (FMRC) at the University of New England, Australian Accounting Legend, Chair for ten years of Greencross Ltd, a company which developed over thirty years from a very small veterinary surgery to be a top 200 ASX company utilising the ‘Scaling up Process’ that Geddes introduced to the Greencross leadership team seventeen years ago.

“Partners of accounting firms are saying that there are not enough of them (young accountants) but no, there are enough of them, they’ve chosen not to work in the profession because they’ve been asked to do compliance work only and to obtain 80% productivity which has caused people saying – I’m not sure I want to work in that environment.”

“I think accountants need to look at what there’ve asked people to do, their involvement with clients and taking them out on client visits as part of a business focus of what the outcomes that our stakeholders want.”

“Now we have got to pay them more and we’ve got to teach them, and the Partners and Directors have got to be available.”

“Having younger accountants work as your shadow with you on client’s assignments helps  them work in project teams because we are teaching them about how to improve the business, how to communicate with clients and we are giving them the experiences that develops their experience and their skill base.”

“I think the profession has got to make itself more attractive for people to work in and talk about.”

”How do we make it more attractive?”

“By involving people more with clients and projects.”

“How do we make time available to teach people – I mean I’ve seen people do technical reviews on work and then throw it back at a junior accountant with little explanation and the junior accountant hasn’t got a clue on how to fix it.”

“In these situations they’re not been taught and they feel like their backsides have been kicked.”

“The attitude we take to work has got to be one of encouraging and providing opportunities and growing and developing people, more so than ever before, because there is a shortage of people.”

“Accountancy firms are under a challenge at the moment and, I believe we need to look at the ‘Scaling up methodology’ and apply it to ourselves and our practice so that the firm is a better place to work in.”

“The Scaling up methodology requires a clear definition of the firm’s development, its direction, its purpose and focuses values on the things you’ve got to nail to improve the performance of the firm.”

You can view the video recording of the presentation with Andrew Geddes by clicking here.
Keeping good talent: your practice’s greatest risk

Nearly 18 months ago, CommBank Accounting Market Pulse commented that, “The only limitation that accountants face is the worsening talent shortage.” It doesn’t appear that this situation has changed.

Accountants Daily also pointed out that 70% of employed accountants were looking around to see if there were better prospects elsewhere.
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Tax Commissioner’s warning at Xerocon 2022:
The Tax Commissioner poured cold water on the Tax Compliance Industry and turned more than a few heads. His comments raised concerns amongst employed accountants about the type of work their firm is currently handling.

The Commissioner said: “You must understand that if your business model is high-volume, low margin, simple tax returns your business will not be viable in 3 – 5 years.”

A lot of employed accountants are currently working in practices which are just like that – grinding out tax compliance work and little else.

The Tax Commissioner pleaded with accountancy practice partners to “diversify to remain viable for the longer term and focus on becoming a brilliant and trusted advisor.”

Jordan Lowry, Managing Director of Blackstone Business Group and an expert in Human Resources/People Issues, indicated that:

· it’s an employee’s market at present;

· cost of living is high;

· security of employment is a high concern; and

· more accountancy firms are already moving into the ‘Business Advisory Area’.

Jordan Lowry:

· Pointed out that many employees now assess any offers they receive to join another firm.

· Talent attraction and retention is a major issue for accounting firms.

· Although salary is important to potential employees, many are also very interested in the culture of any new business they may be considering joining.

· Employers should instigate a quarterly 360 review to give feedback to the employed accountant and the team members and to listen to comments and questions from employees – this is very important!

Services you offer affect your talent

Peter Towers, Managing Director of ESS BIZTOOLS' observations:

Most accountants that I talk to list ‘Talent Attraction and Retention’ as the most important issue which they need to get on top of.

Why is this so?

The answer isn’t always simple. You have to ask yourself, “Is my firm offering services that are interesting and challenging? Do these services differentiate our firm from its competitors or does the product menu only include taxation based services?”

A real problem for thousands of accounting firms in Australia is that, in the eyes of an SME, we all look the same. Offering different services that incidentally will assist your SME clients and diversify your firm in the eyes of the SME marketplace. Furthermore, accountants who are looking for employment with firms which have interesting and challenging work will observe your differentiation.
We are indebted to the input that we have benefited from Andrew Geddes on this very important issue.
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Andrew Geddes suggested that partners should take younger accountants with them when they make client visits. This way, the younger accountant can observe the reaction between the Partner and the Clients as they discuss a wide range of business issues. Andrew suggested that the younger accountant should be allocated the task of preparing the minutes of the meeting and the action plan.

This is very similar to what used to happen in banks. You would have an appointment with the Bank Manager and a younger bank employee would sit in on the meeting – not saying anything unless he or she was asked but listening to everything and writing down the key points so that he/she could prepare the minutes and the action plan after the meeting.
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This was very important staff training for that younger bank employee. I believe it’s a great strategy that you could implement for your younger accountants to introduce them to the ‘real business world’ of the interaction between the Client and the Partner, on your Client’ s business issues – hopefully not just taxation – because taxation services alone will not ensure your Client’s survival!

As we contemplate ‘Setting Strategies for 2024’, hopefully you agree with our belief that the only way you are going to minimise problems with ‘Talent Attraction and Retention’ is to introduce a range of interesting and challenging work that will keep your employed accountants motivated and interested in offering services to SMEs.

STRATEGY 2 – CREATING ‘DELIVERABLE SERVICES

The NAB Professional Services Report: “The People Profession: New Opportunities for Growth” offered some interesting data on their survey of some accounting firms but only commented on the percentage of respondents that were “Offering Business Strategy” services.

According to the report 85% of the accounting firms surveyed are “OFFERING” a range of Advisory Services.  Unfortunately, the report does not indicate what percentage of the surveyed firms’ revenue was generated by the “ACTUAL DELIVERY OF ADVISORY SERVICES”.
It is “ADVISORY SERVICES” that the SME market desperately needs “DELIVERY OF” especially as we approach the start of 2024 which is going to be another difficult year with high interest rates, high inflation and considerable worldwide uncertainty on many issues that are reflected in costs of operation and supply chain difficulties.

It would be great for the accounting profession if surveys were able to disclose the “PERCENTAGE OF THE SURVEYED FIRMS REVENUE THAT IS BEING GENERATED BY THE “DELIVERY OF ADVISORY SERVICES.”

ESS BIZTOOLS is committed to providing Product Packages to assist Accountants and Bookkeepers to “DELIVER ADVISORY SERVICES THAT YOUR CLIENTS WILL PAY FOR.”

2024 IS GOING TO BE A TOUGH YEAR FOR YOUR SME CLIENTS

52 WEEKS BUSINESS ENHANCEMENT SYSTEM

Business Due Diligence Review

To give you a clear understanding of your client’s business – 1 inch wide / 1 mile deep – to identify internal control issues and to give you a clear knowledge of how the business operates on a day-to-day basis – an essential activity if your firm is going to perform a Chief Financial Officer Service – you need to know your client!

Business Planning

Detailed questionnaires to discuss all aspects of a wide variety of business categories (we have specifically catered for twenty different business varieties) which will enable you to prepare outstanding Business Plans for your clients.  The Business Plan can then be utilised as the blueprint for the development of the Predictive Accounting Reports (Comments in Chief Financial Officer Services).

Daily Reporting Systems
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All businesses need some daily Key Performance Indicators and other statistical data.  The system will guide you in implementation of this system so that your client receives this information daily the same as larger companies receive this type of information to assist in business management.

Weekly Profitability and Performance Report

One of the big gaps in the information available to larger companies and public company business operations and SMEs is that the importance of this type of reporting is not acknowledged.  It is very important because it guides the manager of individual business activities how their activity performed this week and also gives them critical Key Performance Indicators which will help them fix any problems that have emerged this week.

Monthly Financial Accounts

Prepared for each business activity with Key Performance Indicators.  Should be reconciled with the Weekly Profitability Reports as a way of ensuring the reliability of the Weekly Profitability Reports which many managers will commence to rely on once they know the information is available – because this is what happens in larger businesses!

Variations From Budget

A monthly report analysing the variations between the Budget and the actual performance which will enable prompt remedial action to be taken if changes need to be made.

Monthly Key Performance Indicator Analysis / Business Health Check

Prepared for each operation to give your client’s leadership team data that they can use to improve their business operations.

Monthly Financial Report

This is a report that your firm should prepare and submit to your client’s Leadership Team or the Board of Advice

This is the monthly cycle – daily – weekly – monthly reports that have been submitted to management and then discussed by the Leadership Team and/or Board of Advice or Board of Directors.

Chief Financial Officer Services

Predictive Accounting Reports are the “financial interpretation” of the Business Plan comprising:

· Budgets for each business operation

· Key Drivers of key activities including inventory, debtors, creditors, WIP, capital expenditure

· Cash Flow Forecast

· Projected Balance Sheets

Our Financial Forecasting Package is offered in conjunction with PlanGuru a USA software development company that concentrates on the development of software for budgeting purposes.  This package also includes a special training program delivered by a predictive accounting reports expert who is a very experienced Chartered Accountant.
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This information enables you to be the “STORYTELLER” for your clients because you will be able to clearly explain what their financial position will be like in three or five years’ time if they perform in accordance with the budgets.  There will be variations of course and you will be able to project these utilising “Rolling Forecasts”.

In the USA some leading accounting firms have made it mandatory that clients that wish to retain their services must agree to subscribe for the Predictive Accounting Reports.  Some Australian accounting firms have already introduced this approach and it has been well received by their clients who understand that it is vital that they receive real-time accurate information throughout the year that have been reviewed by their accounting team.  You will be giving them real time information and an ongoing commentary on their future position rather than just been an “historian”.

Business Improvement Supporting Packages

Tradie Charge out Rate Calculator: enables you to analyse how your individual Tradie client conducts their business, their team members productivity, the mark-up on external purchases for the benefit of clients, overhead expenses and their desired profit to determine charge out rates to generate that profit target.

How many Tradie clients do you have? This could be a great service for your Tradie clients they will have far more information and for your firm.

Professional Service Firms Charge out Rate Calculator: very similar to the Tradie charge out rate calculator.

Retail/Wholesaler: determination of the mix of products and mark-up’s necessary to generate the targeted profit.

Research and Development: thousands of SMEs undertake Research and Development. Because of this, ESS BIZTOOLS has developed a Research and Development package which covers from the very basic information – what entity you should be in if you wish to claim the Research and Development tax rebate – a company; through to the final documentation that is required to be submitted to AusIndustry and the Australian Taxation Office.

A report released by the Department of Industry, Science and Resources on 1 May 2023 commented on the Research and Development Tax Incentive Scheme, and their estimates of the value of the tax offset that is available for companies who have undertaken Research and Development expenditure in accordance with the rules. The report indicated that the estimated investment from the government in the Research and Development Tax Incentive for 2022/23 would be $3.2 billion.
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The report commented that there are two Research and Development tax offsets available under the Research and Development scheme, a refundable offset for firms with annual turnovers below $20 million, and a non-refundable offset for firms above $20 million turnover per annum.

The report noted “most of the schemes investment will come through the refundable offset at an estimated value of $2.54 billion with the remainder being for the non-refundable offset.”

The $2.54 billion of the tax offset equates to 43% of the expenditure. This means that Research and Development expenditure undertaken by companies with turnovers under $20 million amounted to $5.9 billion.  This is a gigantic market that accountants offering advice to SME clients should be offering services to assist your clients in this process.

ESS BIZTOOLS has developed the product packages to assist you to deliver these services.

Board of Advice

These are becoming far more prevalent which is fantastic!  ESS BIZTOOLS has developed a product package to guide you in offering advice to your clients on how a Board of Advice operates, which obviously includes the receipt of reports, preparation of meeting Agendas, Minutes of Meetings and Action Plans resulting from the meetings.

Strategic Reviews

This is a great concept that a number of our subscribers are utilising to great success with their clients.  The product package outlines the process which is a two-day event for your client’s Leadership Team, to review all aspects of their business and plan their next year’s operations.  Our product package envisages that your role will be to organise in conjunction with your client the Agenda and reports to be distributed a couple of weeks before the review meeting, to prepare Minutes of the matters discussed and the Action Plan from the overall review.

Scaling up

This is a great process for many of your clients. It really doesn’t matter at what turnover level your client is at present.  Your client currently might have a turnover of $700,000 and aspires to have a turnover of $3 million in three years’ time.  How are they going to undertake the ‘scaling up’ process?

You might have another client that already has a turnover of $7 million and is aspiring to a turnover of $40 million in five years’ time.

Both of these clients will need assistance and advice on the challenges that they are likely to encounter in this journey!  What expenditure are they going to have to expend for new facilities, training of their team members, patenting of new inventions, funding the business as it grows? Many of your clients will not understand that as their business grows.  They need more capital to fund their inventory, debtors, work in progress as well as the capital expenditure.

Capital Raising

ESS BIZTOOLS has developed product packages to assist accountants and bookkeepers to give advice to clients on capital raising opportunities that are available for small SME companies:

Raising capital under Section 708 of the Corporations Act: up to $2 million in twelve months.
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Early-Stage Innovation Company: application for certification which will potentially encourage investors to invest in your clients’ company because of the significant taxation benefits that the investor receives.  This particular company structure was legislated by the Australian government, to assist small SMEs to be able to raise capital.  Unfortunately, many accountants servicing this market do not appear to have any knowledge of ESIC.  We were recently contacted by a business operator who claims that he had contacted sixteen accounting firms in three states trying to find out about the process to be deemed to be an ESIC.  He was eventually referred to us!  This is a real opportunity to assist small businesses that are on the ‘Innovation Journey’.

Crowd Sourced Funding Equity Raising: this capital raising methodology is available for companies with turnovers under $25 million who can raise up to $5 million in a twelve-month period, and who can repeat the process in following years if they wish, and as long as they get support from investors. Millions of dollars have been raised in this process over the last six years.

FROM OFFERING TO ACTUALLY DELIVERING ADVISORY SERVICES

The SME market needs support from small/medium-sized accountancy and bookkeeping firms to meet the challenges that 2024 are expected to present: high interest rates, high inflation, supply chain difficulties and extreme weather conditions.

The challenge for accountants/bookkeepers is to not only ‘offer’ Advisory Services, but to enthusiastically ‘DELIVER’ those services to clients and prospects.

There are also challenges confronting accounting/bookkeeping firms…

The ever-changing technology and software is enabling more and more work to be transacted with the Australian Taxation Office without Accountants/Bookkeepers being directly involved.
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The Tax Commissioner warned at Xerocon 2022:
“You should be looking to diversify to remain viable longer term.”

“Focus on becoming a brilliant and trusted advisor”.
Andrew Geddes, joint Founder of Financial Management Research Centre (FMRC) at the University of New England and Chair of Greencross Lit (a top 200 ASX company) for ten years, made the following statement: “The greatest challenge for accountants is getting good people to work with.”

Accounting team members are seeking ‘Interesting and Challenging Work’.

Actually, ‘Delivering Advisory Services’ will assist accounting/bookkeeping firms to navigate a significant amount of the challenges expected in 2024.  In doing so will enable your firm to ‘differentiate your services’ from your competitors and in the eyes of SME operators, because your firm will actually be ‘DELIVERING ADVISORY SERVICES’.
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ESS BIZTOOLS is dedicated to developing practical packages to assist Accountants/Bookkeepers to deliver Advisory Services to your clients, without you having to spend hundreds of hours in developing your own material (which of course you can do so if you wish).

We have commenced our ‘DELIVERING ADVISORY SERVICES’, a series of videos which are all based on products and services that ESS BIZTOOLS are delivering including:

Business Plus Newsletter

Produced each month for our members/subscribers to badge and distribute to their clients. We suggest that follow-up calls are made to individual SMEs to discuss components in the newsletter that our member believes their client might be interested in so that the engagement process hopefully can commence. Watch the video here.

Sections and Papers

This is the library that our members are able to select from 580 articles, covering 67 subject headings and badge the paper before sending it to the client/prospect. Watch the video here.
Research and Development

A detailed product package covering the process from the ‘idea’ through to the annual report required to be lodged with AusIndustry and the Research and Development data to be included in the company’s Income Tax Return. Watch the video here.
Accountants Minute

A regular article that comments on issues affecting SMEs and the accounting/bookkeeping industry response to particular issues.  Access Accountants Minute newsletter here.

ESS BIZTOOLS – Our ‘AFTERS’ Promise

A very important statement of intent as to how ESS BIZTOOLS views the service relationship with our clients.  Find out more here.

SME Needs Analysis

This is a series of items that you could discuss with a client, firstly to show them that you can assist them on more than their taxation affairs, and secondly to gain input from them as to what is worrying them in their business and perhaps, their planning after they have retired from their business. Watch the video here.

Business Planning

A very important document that should be prepared each year and continually referred to during the year. It is important that the Business Plan is prepared in conjunction with the client’s Leadership Team.  Watch the video here.
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Predictive Accounting Services

Budgets for all business operations – Cash Flow Forecasts – Key Drivers – Projected Balance Sheets.  These documents enable the ‘financial effect’ of the Business Plan to be illustrated to your clients.  The forecast within the Projected Balance Sheets enable the accountant/bookkeeper to be the ‘Storyteller’ of what the future financial picture should look like.  Watch the video here.

Early-Stage Innovation Company

The legislation for this company type is based on the Income Tax Act quite deliberately because the Government wanted to create an incentive for investors to invest in ‘young companies’ that were involved in the development of a new product, process, service, marketing or organisational strategies. The companies are all the ‘natural clients’ of small/medium sized accountancy and bookkeeping firms.  Watch the video here.

Tradie Charge out Rate Calculator

Virtually every accountant and bookkeeper has some Tradie clients.  Our research has indicated that many of these businesses do not have any real financial basis for the ‘Charge out Rates’ that they are using.  The Calculator, which we have developed, enables you to guide your clients through to establishing Charge out Rates for their individual team members, based on the specific circumstances of their firm, not their mates at the pub or gossip that they hear at the football.  Watch the video here.

Succession Planning

Some of your clients want to ‘scale up’, others want to quickly build up a business and then sell it. Others are content to work in the business for many years.  Ultimately, they all should be thinking about their ‘exit strategy’.  This product package will assist you to advise your clients on this process and also, succession training activities throughout the business to all team members.  Find out more here.
The GIANT AWAKENING

The '2024 NAB Accounting and Financial Planning Report' revealed that 85% of surveyed Accounting Firms are “offering business strategy”, emphasizing the growing importance of Advisory Services in the Accounting Industry.

While the report highlights the significant role of ‘Advisory Services’, it prompts a crucial question: Is your Accountancy/Bookkeeping Firm prepared to ‘DELIVER BUSINESS ADVISORY SERVICES IN 2024’?
The journey toward enhancing Accountants' ability to provide broader Business Services began forty years ago, with the establishment of the Financial Management Research Centre (FMRC) at the University of New England.

For over twenty-five years, ESS BIZTOOLS has developed comprehensive product packages tailored for Accountants and Bookkeepers, in the spirit of the principles established by FMRC and its Joint Founder and Accounting Industry Guru, Andrew Geddes.

These packages encompass a wide range of Business Advisory Services including team training and mentoring on the ‘Delivery of Advisory Services’, such as: 
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Business Systems: due diligence review of business operations to gain a ‘an inch wide and a mile deep knowledge of your clients’ business’, weekly performance report.

Predictive Accounting Reports: Budgets, Key Drivers, Cash Flow Forecasts, Projected Balance Sheets, implementing virtual CFO services – financial controls, analysis of business performance.

Financial Accounts: monthly for all operations, comparison to Budgets.

Business Reviews: financial report to monthly Board of Directors/Board of Advice meetings.

Assistance in developing clients’ Visions: Business Plan, Strategic Plan, business valuation.

Pricing Strategies, Charge Out Rate Calculations: Tradies, professionals, retail/wholesale.

Government Grants: Research and Development, Export Market Development Grant and many others.

Capital Raising for SMEs: Crowd Sourced Funding Equity Raising, Early Stage Innovation Company.

Risk Management: PPSR, business risks minimisation strategies.

Business Activities: buying a business, selling a business, succession planning.

Business Analytics: business health checks.

Corporate Governance: corporate governance, Company Directors, Board of Advice.

Working Capital Management: Debtors, Inventory, SME Debtors Systems Manual.

Training Packages: SME needs analysis, monthly training webinars.

Promotional Material: Business Plus+ monthly newsletter for subscribers to badge and send to clients.

The offerings include detailed components such as due diligence reviews, weekly and monthly reports, strategic planning, business valuation, pricing calculators, government grant assistance, capital raising strategies, risk minimization, and comprehensive training programs.  Additionally, promotional materials such as monthly newsletter and a library of support papers further enhance the Accounting /Bookkeeping Firms’ ability to ‘deliver Advisory Services effectively’.

In essence, this package positions itself as a comprehensive solution to ‘empower Accountancy and Bookkeeping firms to embrace the awakening giant of Advisory Services for SMEs’, providing a robust framework for delivering valuable business insights to clients and prospects.

Two Research and Development myths debunked

The notion that Research and Development is exclusive to large businesses is debunked by a Federal Government report, revealing that companies under $20 million in turnover are expected to earn a substantial $2.54 billion through the Research and Development Tax Offset in 2022/23.  This implies that SMEs spent a significant $5.9 billion on Research and Development, with the offset being 43% of Research and Development expenditure.  While the Income Tax Act outlines Research and Development rules, some accountants may avoid Research and Development questions, creating an opportunity for those offering Advisory Services to SMEs engaged in Research and Development projects.
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The Research and Development process for SMEs involves progressing from an idea through a systematic workflow, including a 'Prior Art Search' to ensure uniqueness, documentation of core activities, and establishment of a hypothesis.  An Research and Development Plan is submitted for approval, with meticulous documentation of experiments and results. Accountants and Bookkeepers can position themselves as facilitators in the innovation journey for SMEs by proactively promoting and assisting in Research and Development processes.

Contrary to a common myth, both successful and unsuccessful experiments qualify for the Research and Development Tax Offset, emphasizing the importance of maintaining appropriate documentation. The first lodgement is the ‘Research and Development Tax Incentive Application’, triggering potential refunds for loss-making SMEs.  With only three months remaining for the 2022/23 FY Research and Development Tax Incentive application lodgement, taking action is crucial.

If a company with a turnover less than $20 million per annum is trading at a loss, the company can apply in its Income Tax Return for the Australian Taxation Office to pay the calculated Research and Development Tax Offset amount, subject to the company having accumulated tax losses in excess of the calculated Research and Development Tax Offset amount.

ESS BIZTOOLS has developed Research and Development Product Package to assist Accountants and Bookkeepers in delivering Research and Development advice to SME clients.  An article titled ‘Research and Development from the Myth through to Creating Wealth’ is available for subscribers to share with SME clients and prospects.  You can access a copy of the article HERE.

SME companies can raise capital, but they need assistance from accountants!
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The myth that Crowd Sourced Funding Equity Raising is exclusively for public companies is debunked, emphasizing its applicability to private companies as well.  Initially, only unlisted public companies could use this process for capital raising.  However, amendments in September 2018 extended the privilege to qualifying private companies.  Since then, private companies have become the largest users, raising over $289 million for those with annual turnovers under $25 million since 2018.

Some accounting firms are capitalising on this opportunity by offering services to assist companies in preparing for the capital raising process.  This involves aiding entities in documentation preparation, including Business Plans for the next five years, Predictive Accounting Reports, and Leadership Team training related to corporate governance and reporting to a Board of Directors/Board of Advice.

The Crowd Sourced Funding Yearbook for 2023 by ASIC-appointed Intermediary Birchal reveals that over 380 companies have raised capital since the regime's inception in 2018. Various industry sectors have participated in capital raising, such as:
· food and beverage

· healthcare

· consumer goods

· sustainability

· manufacturing

· agriculture and farming

· transportation

· financial services

· clothing and apparel

· apps

· travel and tourism

· real estate

· media and entertainment

· software

The total market cap for 2023 was $1.1 billion, (Birchal commented that this was the total value of all companies that completed successful Crowd Sourced Funding Offers in 2023) indicating the significant impact of Crowd Sourced Funding Equity Raising.

To assist companies in achieving ‘Investment Ready Status’, Accountants and Bookkeepers can play a pivotal role by mentoring Directors and Leadership Teams on the rules relating to Crowd Sourced Funding Equity Raising, preparing required documentation, and ensuring compliance with legislation.  Creating a website prior to approaching a Crowd Sourced Funding Intermediary can enhance a company's visibility and understanding among potential investors.

Additionally, the Crowd Sourced Funding Product Package developed by ESS BIZTOOLS offers support for Accountants to ‘Deliver Advisory Services’ in this domain, presenting a valuable opportunity for SMEs and accounting firms alike.

Will you take the step?

Now is the time to take this step – ‘DECIDING TO GO’ – to ‘Deliver Value in Advisory Services’ to your SME clients, which will assist your clients to operate better businesses and provide interesting and challenging work for your team, thus reducing the problem of ‘TALENT RETENTION AND ATTRACTION’, and enhance your firms reputation in the marketplace.

PREPARATION IS IMPORTANT
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The ‘Tradie Charge Out Rate Calculator’ available within ESS BIZTOOLS addresses a common issue faced by small and medium-sized accountancy firms working with Tradie business operators.  The challenge revolves around determining appropriate charge-out rates for team members based on factors like labour overhead costs, salaries, anticipated client-charging time, external purchases, mark-ups, and overhead expenses.  The goal is to ensure that these elements, when integrated into the budget, lead to the targeted profit.  This segment of ‘Delivering Advisory Services’ serves as a guide for accountants in navigating these complex calculations.

The ‘SME Needs Analysis’ is recommended as a conversation starter for accountants and bookkeepers aiming to discuss advisory services with clients.  This tool helps evaluate business performance, debtor days outstanding, cash flow, funding needs, and other business enhancement matters.  It encourages accountants to move beyond the perception that they only deal with tax returns, fostering discussions on broader aspects of business improvement.
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The article also emphasizes the challenges facing SMEs in 2024, such as high inflation and interest rates, natural disasters, and the introduction of the 'Industry Growth Program' by the government.  To address these issues, the importance of delivering advisory services is highlighted.  Accountants and Bookkeepers are encouraged to start discussions with key clients, using tools like the SME Needs Analysis, to understand and address specific concerns, from profit/loss and cash flow difficulties to business planning and financial performance benchmarking.  Our commitment to Accounting and Bookkeeping firms is that you can leverage ESS BIZTOOLS' product packages to efficiently deliver comprehensive advisory services.

Section 708 – 40 years old but still vital for SMES!

We want to dispel the myth that small companies need a 'disclosure document' to raise capital, emphasizing the special exemption provided by Section 708 of the Corporations Act for 'Small Scale Offerings'.  Under the '20/12 Rule', companies can issue securities up to twenty times in twelve months, raising a maximum of $2 million from a maximum of twenty people.  These offerings must be 'personal', avoiding marketing or advertising, and are often used by small companies in their initial capital-raising journey, crucial for Research and Development funding and prototype commercialisation.

To facilitate this process, ESS BIZTOOLS offers a 'Section 708 Capital Raising Product Package', aiding accountants and bookkeepers in providing advisory services to SME clients.  The package includes recommended documentation for investors, such as a Business Plan, Predictive Accounting Reports, company valuation, and statements confirming compliance with regulations.

We also debunk another myth, asserting that annual accounts and tax returns are sufficient for SMEs.  This underscores the need for more comprehensive financial information, citing MYOB's CEO, Paul Robson, who highlights the challenges faced by SMEs in areas like rising input costs, interest rates, and general cash flow management.  Robson advocates for more than just annual financial statements, urging businesses to focus on Business Metrics, Budgets, and Cash Flow Forecasts.  The article stresses that SMEs require ongoing assistance, including monthly financial accounts, business metrics, cash flow advice, and costing advice to navigate challenges and improve fiscal management, ultimately preventing a high failure rate among small businesses.

Early Stage Innovation Company – this is SME turf!
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We debunk the myth that Early Stage Innovation Company (ESIC) status is only available for established companies, emphasizing that this status is designed for small, young companies engaged in innovative activities. The amendments to the Income Tax Act introduced the ESIC status, providing incentives for investors to support such companies.

The eligibility criteria for ESIC status include factors such as the company's age, expenses, assessable income, and stock exchange listing status. Additionally, companies must pass either the Gateway Test or the Principles Test.  The Gateway Test involves accumulating 100 points based on criteria like Research and Development expenditure, participation in Accelerator Programs, and ownership of patents.

If a company does not score 100 points, it can opt for the Principles Test, which involves answering five questions supported by documentation.

Investors in ESICs enjoy significant tax benefits, including a 20% Taxation Offset on the investment amount, with a maximum offset of $200,000 for sophisticated investors and $10,000 for retail investors.  Furthermore, investors holding ESIC shares for more than twelve months and less than ten years can disregard any capital gains related to those shares.

The ESIC status for SMEs is very important and encourages accountancy firms to proactively offer services related to ESIC documentation, including Business Plans, Predictive Accounting Reports, and ESIC status documentation for Australian Taxation Office approval.  ESS BIZTOOLS has developed the 'Early Stage Innovation Company Product Package' to assist accountants and bookkeepers in delivering these services to SMEs, highlighting the potential for interesting and challenging work in this area.

4. Type Of Advice That SMEs Want
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In a survey conducted by MYOB in 2004 (which is still appropriate in 2024) a question was asked “What type of advice would you like to receive from your accountant that you are not currently receiving?”  The answers included:

· Future Planning
· Budget Analysis and Interpretation
· Investments
· Tax Planning
· Raising Finance
· Succession for Exit Planning
· Information Technology
· Record Keeping
· Complying with The Law
· Tax Returns etc.
There were other surveys including:

The CCH Survey - "SMEs the fine line between failure and success" was released in April 2013.  Based on a survey of 1,100 small businesses, it identified reasons why businesses fail, according to SMEs:

· failure to manage costs/anticipate rising costs

· inexperienced management

· poorly designed business model (e.g. no business plan)

· insufficient capital or inadequate access to capital (borrowings)

· poor market

· too much expansion too quickly

· not enough time spent on managing the books

· failure to seek professional advice

· bad professional advice

The survey also included comments from 212 accounting firms as to the reasons why businesses fail, according to accountants.  This revealed the following:

· poorly designed business model (e.g. no business plan)

· inexperienced management

· insufficient capital or inadequate access to capital (borrowings)

· failure to seek professional advice

· too much expansion too quickly

· failure to plan for volatile costs

· failure to adapt to a changing market

· inadequate bookkeeping

· poor, or insufficient, market

· not enough time to spend on managing the books

· inadequate professional advice

The MYOB and CCH surveys are both highlighting services, identified by SMEs as being required, but which are not being provided by many accountants e.g. how many Business Plans have been produced by accountants in the average accounting business in the last twelve months?

ESS BIZTOOLS have reviewed the current position – we believe that the comments expressed in surveys over the last twenty years are still applicable.  Now is the time to do something about this!

A key item for an accountancy business to consider, when creating a business advisory service for clients, is the types of services that the SMEs identified they'd like to receive from their accountants that they are not currently receiving.
Are you able to provide each of these services?  Are you planning to be able to provide them over the next 18 months?  If you do not intend to supply some of these services, should you be developing alliance relationships with other organisations which could supply these services, so you could confidently refer your clients to these organisations in the knowledge that they will offer a fantastic service to your client and in no way try to poach the client?
5. Issues for The Accounting Profession In 2024
In September 2022 Tax Commissioner, Chris Jordan, issued a warning to accounting and bookkeeping firms when he appealed for accountants and bookkeepers to examine the types of services that were being offered to SMEs.

It is worth repeating what Mr Jordan had to say at Xerocon 2022:

“You must understand that if your business model is high-volume, low margin, simple tax returns, your business will not be viable in 3 – 5 years’ time”

“You should be looking to diversify to remain viable longer term”.

“Focus on becoming a brilliant and trusted advisor”.

It is eighteen months since Mr Jordan made these comments.  This means the timeframe that he was referring to is now “1 ½ years – 3 ½ years”.
We believe the issues for the accounting profession in 2024 are:

· Evaluate your current SME clients to determine what Business Advisory Services to assist them to remain viable that you could offer.

· Prepare yourself to be the “brilliant and trusted advisor” that Mr Jordan suggested.  In this regard unless you are going to do a tremendous amount of reading and writing to develop your own resources, you could become a member of ESS BIZTOOLS to save those hours and utilise them to start to deliver business advisory services to your clients and prospects.

The experience from the USA is that the SME market are enthusiastic for accountants to deliver a virtual Chief Financial Officer service.

ESS BIZTOOLS has developed four product packages which cover the bookkeeping/accounting industries:

· “Advisory Intro” which is the transition product package from bookkeeping/tax return  services to assisting clients as a member of the Leadership Team.

· “Business Advisory Services (BAS) Starter Package” – this package will enable your firm to be able to convey information on a wide range of business issues relating to establishing the 52 week of the year business system, grants, research and development, capital raising, succession planning, setting charge out rates for Tradies, professionals and setting prices to earn targeted profits for retailers and wholesalers and more.

· “Advanced Package” – a complete series of product packages incorporating all of the products contained in “Advisory Intro” and “BAS Starter Package” together with business planning, corporate governance, Board of Directors, Board of Advice, innovation journey planning and mentoring

· “Financial Forecasting” incorporates all of the material included in the “Advisory Intro”, “BAS Starter Package”, “Advanced Package” together with PlanGuru software package for the development of the Predictive Accounting Reports, expert training in the use of the PlanGuru software and potential attainment of “Certified Predictive Accountant” status.

These are the issues for the accounting profession in 2024.  We look forward to being able to work with you delivering resources and information that you can utilise to deliver an outstanding range of advisory services to your clients and prospects.

6. Time Poor

Many accountants claim they have no free time to devote to the new emerging compliance issues, let alone meeting the challenges of becoming the Chief Financial Officer for their small/medium enterprise clients.

Accountants need to examine time management strategies to free up time including:
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Improved delegation to get better overall management (e.g. delegate an extra 100 hours per annum).

· Implementation of better systems such as:

· interview notes
· Action Plans
· Meeting Agendas
· Minutes of Meetings
· client needs review
· Insisting on an interview for each client, either in person or by telephone, so as to improve note taking and the recording of work to be undertaken in order to improve the delegation process.

· Considering the outsourcing of low value-added compliance work to a special section within the business or to other firms in Australia or overseas.

· Improve communications throughout the firm and with clients.

For further information refer to Paper 500-010 - Practice Development Strategies For Accountants - Use Of Forms To Deliver Excellence.
7. Sale Of Packaged Services

Accountants need to adopt a "total business approach" to the sale of professional services rather than a piece-meal approach to compliance work.
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This will require a detailed evaluation to be conducted on individual clients, utilising a Services Check List to determine a total financial management package which suits the individual client.  The accounting business should then prepare a Flow Chart and a Personnel Allocation Chart as to who would undertake the various components of the assignment and when.  A quotation could then be submitted to the client for the performance of the services as detailed in a Fixed Fee Agreement over a twelve-month basis.
For further information, refer to Paper 500-021 - Fixed Price Agreement For Accountancy Businesses.
The Fixed Fee Agreement would call for the client to pay a standard monthly payment by direct debit, thus eliminating the necessity to raise monthly fees.  This should also improve the accountant's cashflow, as the money will flow in on a predetermined day each month.

The benefit of packaged services is that it enables the accounting business to supply a complete range of services, to perform the role of Chief Financial Officer for the client and also add value to the client's business by undertaking a wider range of activities rather than just compliance work.  For further information, refer to Paper 500-020 - Using The Business Development Checklist.
8. Team Training
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The accountancy business will not be able to capitalise on the opportunities however unless the business invests time and money in the implementation of appropriate team training strategies to ensure the team has a different mind set to that required for the performance of compliance work.

Many of the business advisory activities will require the accounting team to have a futuristic view rather than having the luxury of looking at transactions in hindsight and deciding on appropriate accounting and taxation treatment.

Business advisory work requires a "hands on" complete business appreciation and an understanding of the components of each client's business, if the sale of packaged services is going to be successful.

The team have to be enthusiastic, want to do the work and be convinced they can add value to the client's business.  For further information, refer to Paper 501-010 - Financial Accounts Strategies.
9. Becoming The Chief Financial Officer

The transition from being the client's accountant to being the business' "Chief Financial Officer" will not just happen.  The accounting business' team needs to establish an appreciation of the complete business activities being undertaken by the client so appropriate management reports and key performance indicators can be determined for each aspect of the information flow throughout the client's business.

Businesses require performance data on an hourly, daily, weekly and monthly basis, not just at the end of the financial year when financial accounts or income tax returns are prepared.

The commercial accountant working for a business has always had a job description that far exceeds the preparation of financial accounts, reviewing debtors' aged analysis and paying the creditors.
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For the accounting business to become recognised as being the Chief Financial Officer of their client's business, it will be necessary for the blinkers to be removed and a pro-active "can do" attitude be adopted to achieving excellence, firstly in the design of the systems to measure data and secondly so that the data can then be used to manage the business.

An important part of this is the Due Diligence Review to enable your firm to have a “One inch wide / one mile deep” understanding of the client’s business.

The regular flow of information and the formulation of that information into Key Performance Indicators will assist the accounting business to proactively advise clients continuously throughout the year.

The accounting team has to develop enquiring minds and go beyond the figures to understand what is really happening in the business if the accounting team is going to perform the role of being the Chief Financial Officer.  For further information, refer to Paper 500-030 - Chief Financial Officer's Report On Financial Management Accounts.
10. Establishing Systems for Advisory Services 52 Weeks of the Year

SME clients deserve to receive more than just the annual accounts and Income Tax Return.  As important as these documents are, they do not assist SMEs to successfully operate their business.  All businesses need far more “Financial Information”.

“A large number of small businesses go out of business in their first six months not because their idea was a bad one, but because the “Fiscal Management Was Poor”” said Paul Robson CEO of MYOB in a Financial Review article in February 2024.

Robson also said that there “is a lot of pressure relating to the cost of doing business like utilities with significant increases in input costs, electricity, water and fuel prices and there is the cost of capital – interest rates – but the final one is just managing General Cash Flow.”
If you are going to offer “ADVISORY SERVICES” and we sincerely hope that you are going to offer these services to your clients you need to evaluate how “Larger Businesses operate”.  Peter Towers, the Managing Director/Founder of ESS BIZTOOLS had first-hand experience with a public company that he originally commenced with as an Area Accountant and was then promoted to Chief Financial Officer and Company Secretary of a Listed Public Company that operated in three eastern states and was a significant exporter.

“Large businesses in my experience operate as a series of small businesses” Peter Towers said.  “They normally have an area manager who is supported by a team including an accountant or experienced office manager, clerical staff, marketing and sales personnel.”  That team produces:
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· Annual Budgets for each business unit and Cash Flow Forecast
· Daily Key Performance Indicators (KPIs) and Metric Reports
· Weekly performance and profitability reports and KPIs on each business unit operated in that area

· Monthly detailed Profit and Loss Accounts for each business unit and business metrics

· Comparison of actual performance to Budget for each business unit

A common factor in various larger businesses is that the weekly information is prepared in an area office, reviewed by the area manager, the reports are forwarded to the head office by Tuesday afternoon or Wednesday morning so as to enable a companywide evaluation of last week’s performance by each business unit to be undertaken on Wednesday.

How is your SMEs controlling what is happening in their business?

With today’s technology and software, accounting and bookkeeping firms offering “Advisory Services” should be able to offer virtual Chief Financial Officer services to SME clients so that the Chief Financial Officer service component of the Leadership Team is able to be performed.

In a recent social media post we discussed this concept “Learn from Larger Businesses” you can view our comments by clicking here.
It is also important that the client’s Leadership Team have thought about and have clearly identified their vision.  We discussed this in a social media post “Documenting the Vision” you can view our comments by clicking here.
This is the challenge for accounting and bookkeeping firms – ADVISORY SERVICES are very important for SMEs and we really do look forward to working with you to assist in the delivery of an outstanding range of services suitable for your individual SME clients.

11. Use Of Technology

The accounting business should first of all review the computer technology being used in the client's business.  This review should cover the complete ambit of the client's business and not just pure financial accounting data.  You have to get beyond the financial accounts.
Examine the activities in cost ledgers, inventory control, customer databases and job costing.  Advise the client on the implementation of business unit accounts.
Ensure that management accounting data is being prepared on a daily, weekly or monthly basis which enables the "hands on" manager to receive effective financial data and Key Performance Indicators as to how that particular department has performed during the previous day, week or month.
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The software being utilised for the preparation of Budgets and Cashflow Forecasts should be examined with advice being given on improvements that could be made to enable very meaningful departmentalised Budgets to be prepared, which can be regularly updated on a monthly basis, so that the business always has at least a twelve month Budget.

The Cashflow Forecast should also be examined to ensure that the forecasts are being appropriately prepared including the forecast for debtors, creditors, inventory, work in progress etc.

Using cloud technology, accountants have the opportunity to perform Chief Financial Officer services for their clients.
The technology review should include a full review of internet and email facilities to ensure the accounting business can promptly communicate to all levels of the client's business so as to ensure the accounting business is merely an external extension of the client's overall business operations and that the accounting business is very much within the information loop for the client's business.

12. Website
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The accounting business' website could be developed as a client information centre which will enable clients to gain access to:

· business coaching material;
· financial planning;
· general business news;
· superannuation news;
· investment news;
· blog articles;
· newsletters; and
through a secure portal, the client can gain access to their confidential information including ABN, ACN, tax assessments, tax file numbers etc., on a 24/7 basis and to papers, newsletters and other information the accounting business wishes to supply.
13. Develop Benchmarking To Assist Wealth Creation

The accounting business needs to become an "information centre" to assist their client's business create wealth.

One of the key ways of doing this is to ensure that benchmark comparisons are produced for all clients.  The accountancy business could pay a subscription to a benchmarking service, e.g. Benchmarking.com.au, or organise smaller groups of similar clients, perhaps in conjunction with other accountants, so that regular benchmarking reviews can be undertaken for clients.
On a monthly or quarterly basis, the financial results and other Key Performance Indicator information should be entered into the benchmark database so that a comparison report can be prepared, comparing the client's business to that of the benchmark.

14. Business Coaching

One way of developing the accountancy business' team is to offer business coaching services to clients.  The coaching could be offered to the client's team at all levels of the organisation.
Coaching could be made available for:

· debtors' management
· cashflow management

· succession planning

· offering Chief Financial Officer Services
· offering executive mentoring consultancy services

· departmentalised financial accounts preparation
· job costing
· payroll
· Budgets
· Cash Flow Forecasts
· marketing strategies to maintain present customers and attract new customers
· interpretation of Financial Accounts and Key Performance Indicators (on Profit and Loss and Balance Sheet items)

· updates of Budgets and Cash Flow Forecasts
· corporate governance issues:

· briefing and training for Directors on duties, conflicts of interest, due diligence, insurance, insolvent trading etc.
· Board of Directors’ meetings/Board of Advice meetings:

· Chairperson's role
· Agenda
· Board reports
· Minutes of board meetings
· government grants and assistance for SMEs
· implementation of human resources systems that contribute towards "best practice"
· developing "personal financial plans" for Directors, shareholders and management
· trade practices legislation issues

· quality control
· obtaining business funding - loans, leasing/hire purchase, capital raising
· research and development planning and record keeping
· Business Plans
· capital raising opportunities for small/medium enterprises:

· Crowd Sourced Funding Equity Raising
· Early Stage Innovation Company Equity Raising
· S708 Capital Raising

For further information, refer to:

Paper 013-001 - Corporate Governance Issues Affecting SMEs
Paper 005-033 - Interpretation Of Financial Accounts
Paper 005-035 - Budget And Cash Flow Forecasts
Paper 006-074 - Using Key Performance Indicators To Create Value For SMEs
15. Mentoring
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Management of a business can be a very lonely affair.
Another very important service that an accounting business can offer is a mentoring service whereby the senior members of the accounting team are available to act as mentors to assist the client's management in the operations of the business and the creation of wealth.

On many occasions the mentoring will be nothing more than being a sounding board.  But this is very important for business managers.

Another mentoring project could be to develop a forum of non-competing business managers which would meet monthly to review ongoing business issues.  In many instances, all that the business operator requires is a friendly non-threatening environment in which to be able to freely discuss and listen to other people freely discuss business issues.

It helps to know that you are not the only one with a similar problem.

16. Encouraging Clients To Use Technology

Many large corporations are now insisting that all of their suppliers, whether small business or other large businesses, are all online so as to improve communication and the delivery of stock and materials on a "just in time" basis.

Accountancy businesses need to adopt a proactive attitude towards encouraging and training their business clients in how to best use eCommerce to expand and advance their businesses.
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This will include:

· websites;
· use of email;
· eCommerce inventory controls;
· purchases;
· ordering;
· digital marketing

· social media; and

· being on top of the use of technology rather than continually playing catch up.

17. Think Like The Client

To be successful, the modern accountancy business needs to fully understand their clients so they can effectively "walk in the client's shoes".  What the accounting business needs to do is develop value-added services that assist the client in managing their business and creating wealth.

SMEs have not been accustomed to the vast majority of accountants offering advisory services and therefore you will have to "sell your ability to deliver" to encourage your clients to accept that you can play an integral proactive role in their wealth creation, rather than just attend to the compliance work on behalf of government authorities.

18. Develop Your Game Plan Now!
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If you have not already developed an effective website for your accounting business, then you should do so as soon as possible.

The accounting business should be completely "online" with the supply of information on the website and communication by email.

You should conduct a complete review of every aspect of your accounting business.  Review your processes.  What improvements or changes can be made?  Review your communications.  Where can improvements be made?

What should be the benchmarks for your firm for:
· answering telephone calls?

· returning telephone calls?

· responding to facsimiles?

· responding to emails?

· updating your website?

· answering letters?

· conduct of information seminars and webinars?

· marketing strategies?

Review the work processes.  Could some of the work be delegated to different personnel so as to improve the value being supplied to the client?  Should some of the work be outsourced?

Review your services.  What services should the business be offering?  When are you going to start to sell packaged services?  What team training needs to be undertaken so that you can deliver these new services?

19. Have A Go!

Think back on the changes that have occurred in technology and work practises over the last twenty years.  What changes are going to occur in the next two to ten years?  You must be willing to experiment.  You must be willing to have a go.  You must be willing to fail now and again - but it’s better to have tried, experimented, failed and then learnt from that failure - then not to have done so at all.

If you would like some additional information on client advisory services resources simply head to our website www.essbiztools.com.au.
AN IMPORTANT MESSAGE
The forms and commentaries contained in this paper are provided as a guide only and should not form the sole basis for any advice in relation to the particular situation of any person without first obtaining proper professional advice.

This paper is provided on the understanding that ESS BIZTOOLS PTY LTD (ACN: 078 451 439) will not be responsible as a result of any use made by users hereof of the forms or commentaries of this paper without first obtaining specific professional advice.  Neither shall ESS BIZTOOLS PTY LTD be responsible for any errors or omissions contained in these papers.  ESS BIZTOOLS PTY LTD expressly disclaims liability whether under contract or negligence and whether to a direct purchaser of these papers or to any other person who may borrow or use them in respect of any loss or damage flowing there from whether direct or consequential.  In particular and without limiting the extent of this disclaimer ESS BIZTOOLS PTY LTD accepts no liability if any form or commentary contained herein, whether used in its original form or altered in some way by the user, proves not to be valid or not to attain the end result desired by the user.  This exclusion shall extend both to the user and to any client of the user who may suffer loss as a result of the use of these papers and it shall apply even though ESS BIZTOOLS PTY LTD may have been negligent in the publication or preparation of these papers.  The user acknowledges that it has not made known to ESS BIZTOOLS PTY LTD any particular purpose for which these papers are required and that it has not relied on ESS BIZTOOLS PTY LTD's skill or judgement to provide a paper suitable for any such purpose.

INTELLECTUAL PROPERTY NOTICE

The authority to use all copyright, trade marks and other intellectual property rights comprised in this paper is held exclusively by ESS BIZTOOLS PTY LTD (ACN: 078 451 439).  Neither these rights nor any part of this paper may be used, sold, transferred, licensed, copied or reproduced in whole or in part in any manner or form whatsoever without the prior written consent of ESS BIZTOOLS PTY LTD (ACN: 078 451 439).
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