
UTILIZING 
PROFITCENTS

Helping financial advisors improve the financial 

performance of their business clients
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What Small Businesses 
Want from Accountants 
and Advisors

• Businesses are least confident in their financial and 
business planning strengths

• Established businesses see value in business planning

• Businesses want strategic advising services from 
accountants as much or more than they want 
compliance services

• Nearly half of established businesses don’t have an 
accountant

• Accountants can advise on accounting solutions



What is 
ProfitCents?

Web-based analytics software application

Increases consulting opportunities

Benchmarks your business clients

Enables you to empower your clients to 

make better financial decisions

Helps you to comply with audit and review 

standards by streamlining preliminary 

analytics

Converts Financial Information into Narrative Data



KEY FEATURES OF PROFITCENTS

Globally 
Accessible

Customizable 
Reports

Simple 
Integration of 

Financials

ProfitCents
Industry Data



Four Common Ways Firms Use ProfitCents

■ Acquire and develop clients

■ Differentiate your firm and sell additional 

services

■ Software as a service that helps scale your 

firm

■ Preliminary and final analytical review



3-TIERED ADVISORY APPROACH

Discover
• Industry 

Data

Illuminate • Narrative

Navigate •Projections



Leveraging 
Industry Data
Industry research and benchmarking

1,400 industries covered, including industry 

specific KPIs (e.g., seat turnover for 

restaurants) to analyze operational efficiency

Marketing Collateral

Identify macro-level industry trends to help 

develop specialized and diversified services

Efficient Deliverable

Export data to Microsoft Word, Excel, and 

PDF to flexibly fit existing reports



Industry Data with 
Company 
Comparisons

Value-Added Reporting For Clients

Demonstrate a sincere interest in the 

health of your client’s business

SWOT Analysis

Highlight the client’s % distance from 

industry standards

Cross-Selling for Consulting Engagements

Plant the seed and quickly identify 

opportunities for advisory services after 

tax season



Insight Using the 
Narrative Report

Comprehensive Written Analysis

Quickly convert numbers into plain 

language

Highlight Strengths & Weaknesses

Compare clients to their historical 

performance and to your other clients 

within the same industry

Benchmark Client Against the Industry

Compare your client’s performance with 

industry benchmarks



Foresight with the 
Projection Report

Forecasting & “What-If” Scenarios

Ability to quickly perform hypothetical 

scenario analysis for consulting 

engagements

Loan Analysis

Analyze existing debt as well as modeling 

potential loans

Calculate Informal Valuation (DCF)

Generate thumbnail Discounted Cash Flow 

valuations useful in exit strategy and 

succession planning



Audit & Review 
Engagements

Automatic expected values 

Streamline audits by automatically 

generating expected values and threshold 
analysis 

Measurement and review of an entity’s 
financial performance

Narrative report detailing financial 
performance as well as calculated trends 

expectations and variances

Internal audits and reviews in compliance 

with guidelines

Quickly comply with audit and review 

guidelines using automated calculations and 
field work documentation

Expected values are calculated by using a 

combination of Ordinary Least Squares (OLS) 

regression, Simple Exponential Smoothing 

and Holt-Winters Exponential Smoothing 

models



Challenges Facing Accounting Firms

1: Acquiring and retaining clients
Enable business development and relationship 

building  through easy to use financial reporting 

and industry data

2: Attracting new talent
Leverage technology to help attract the most 

talented, technology attuned professionals seeking 

progressive firms

3: Generating scalable firm growth
Increase realization rates and generate 

opportunities to sell more services

4: Integrating with existing processes

Customize and export reports to Word, PDF, Excel 

and PPT with easy import from Excel, Quickbooks, 

CCH, Accounting CS and Electronic Tax Return 

Reader



Implementation

Best Practices

■ Identify users and in what capacity they will use 
ProfitCents

■ Identify champions

■ Determine with which clients you use ProfitCents

■ Build ProfitCents into your standard procedures and 
checklists

■ Share success stories internally

■ Schedule regular training sessions with your 
ProfitCents Advisory Team

Worst Ways to Launch 
Advisory Technology

■ Make ProfitCents optional for firm partners and 
staff

■ Wait for the right time, or for a client’s request

■ Send clients a ProfitCents report by e-mail without 
discussing it

■ Charge for an analysis report without context

88% of the fastest-growing firms help 

their clients with non-accounting services.

-AccountingWEB



Examples of Success



Cross-Selling Additional Services with ProfitCents

Case Study

Accounting & Tax 
Services

ProfitCents
Reports

Advisory 
Opportunities



THANK YOU!

Support Contact Information
Phone: 866.603.7029

Email: profitcents.support@abrigo.com


