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Industry Overview

• Shift in geo-politics

• Supply chain issues for industries world-wide

• Economic stagnation

• Practice issues  



Practice Issues  

• Staff recruitment and retention

• Technology

• Changing legislation

• Data Security

• Client expectations

• Profitability



Staff Recruitment and Retention

• Define your offering

• Document the roles and responsibilities

• Write down the skills and characteristics of your ideal candidates

• Develop a recruitment strategy

• Build relationships with local recruitment agencies.

• Social media, team recommendations and 365 effort!

• Training, development and reward strategy



Outsourcing or Offshoring?

Technical

Administration



Technology

• Technology is probably the 
biggest opportunity for 
improving and developing your 
services today. 

• Yet, for many accountants, the 
rapidly changing technology 
developments can cause a 
headache.



Technology – Where are you now?



Technology

Workflow mapping – software or outside specialist

• Bottlenecks and repetition

• Focus on streamlining processes and what software assists 

• Team buy in

• Training, training and more training!



Changing legislation

• In-house champion 

• Ensure you allocate time and money

• Monitor professional bodies press releases and news sections weekly

• Invest MORE in staff training - Continuous professional development

• Budget for change – Governments and tax authorities' constant changes!



Data Security

• Cyber risks increased AND WILL CONTINUE TO DO SO!

• Risk of data hacks and ransomware attacks increasing

• Financial costs and risk to reputation

• Penalties and fines are increasing

Making sure your data is secure is vital



Client Expectations

• The need for real time, instant 
information is increasing

• Clients' expectations and 
demands have and will continue to 
rise

• So, what is the solution?



Client Expectations

• Pricing – fixed fee (3 bands) and agree in advance for additional services 

• Detail the services as part of an annual review and the onboarding process 

• Discipline – all team, scripts: 
• Phone calls requesting help: “So you need information on xxx for xxx, that’s fine, I am in the 

middle of something right now and if this is very important to you right now,  I can put this 
down and deal with this for you. It will take me xxxx to get this to you are you comfortable 
with me sending you a bill for $xxx.

• Emails requests – similar

• Regular contact with your best clients

• Final meeting agenda

• Speed is a perception – 25%, 50% Information call / email during work. 

Under promise and over deliver! 



Profitability

• Truth, whole truth & nothing but the truth

• 30% Budget Rule

• 15-minute review

• Turnaround targets

• Monthly billing

• Tech review

• Remote working

• 20% growth target
• Price 10%

• Referrals 6%

• Additional services 4%

• Client growth 0%



Educating Clients on your Range of ervices

PULL:
• Social media

• Website

PUSH:
• Information emails

• Face to face

• Gathering information on pensions, interest, dividends, life insurance



The Concept of “Self Service”



Website 
content –
Enquiry form



Winning new and exciting clients 

• Build a database of prospects – Offshore or employ a person / team to do this

• Internal and external prospects

• Funnel – How many new clients do you need? 

• Follow / link to them on social media

• Emails 

• Send educational articles and other forward-thinking material to prospects

• Link back to your education centre or learning centre on website – enquiry form or Bot

• Focus on forward thinking services:
• Strategy
• Cash flow
• Sensitivity analysis
• Profitability and finance

• Meetings, proposal and convert. 



Being Different is About Asking Questions!

“What’s important to you right now?”

“What are you trying to do with your business (what’s the end result, 
Where do you see the business going in 5 -10 years?)”

“What do you need to know each month to measure how you are 
doing?”

“Do you want us to put a system in place to monitor your progress?” 



Strategies for Success –The Process



2020innovation.com

The content of this course, along with the slides and accompanying notes, remains the copyright of the presenter and should not be 
reproduced, shared or distributed without permission.
Where this document contains public sector information, this is licensed under the Open Government Licence v3.0 
(www.nationalarchives.gov.uk/doc/open-government-licence/version/3/). 
Where reference is made to professional body websites, the copyright for the material in question is retained by the relevant
professional body. UK Accounting, Auditing and Ethical Standards are © Financial Reporting Council Ltd (FRC) 
(https://www.frc.org.uk/about-the-frc/procedures-and-policies/disclaimer-and-copyright). 
20:20 Innovation cannot accept responsibility for any person acting or refraining to act as a result of any material contained in this 
document or information otherwise shared during or after the training course to which it relates.


	Slide 1
	Slide 2: Contents
	Slide 3: Industry Overview
	Slide 4:  Practice Issues   
	Slide 5:  Staff Recruitment and Retention 
	Slide 6: Outsourcing or Offshoring?
	Slide 7:  Technology 
	Slide 8:  Technology – Where are you now? 
	Slide 9:  Technology 
	Slide 10:  Changing legislation 
	Slide 11:  Data Security 
	Slide 12:  Client Expectations 
	Slide 13:  Client Expectations 
	Slide 14:  Profitability 
	Slide 15:  Educating Clients on your Range of ervices 
	Slide 16:  The Concept of “Self Service” 
	Slide 17: Website content – Enquiry form
	Slide 18:  Winning new and exciting clients  
	Slide 19:  Being Different is About Asking Questions! 
	Slide 20: Strategies for Success –The Process
	Slide 21

