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According to a recent survey by Thomas Reuters,
95% of the leaders of small to mid-size accounting
firms say their clients want more business advisory
services. However, only about half of the firms
participating in the survey offer such services. Why
are firms not seizing this opportunity? A big factor is

fear.

This fear can manifest in different ways; some may
fear stepping beyond the comfort and stability of
compliance. Others may feel overwhelmed by the
need to take an all or nothing approach. Perhaps
the shift towards advisory is stalled by limited
manpower when compliance-based services take
priority. Following the steps in the graphic to the
right can help make implementing advisory services
less daunting.

PROFITCENTS ADVISORY REPORTS

INDUSTRY DATA NARRATIVE

PROJECTIONS

* Real time industry metrics & trends * Convert financials to narrative analysis || * Forecasts and "what if* scenarios
* Industry intelligence (KPls) * Highlight strengths/weoknesses * Anaolyze existing and potential loans
« Company vs. industry variance = Benchmark client against their industry || # Calculate informal valuations (DCF)
OPTIMAL FOR: OPTIMAL FOR: OPTIMAL FOR:
* Industry research & benchmarking * Year-end reviews Centingency & strategic planning
* Maorketing collateral * Exit conferences/closing meetings Cash flow management
* SWOT analysis * Manogement/client presentations Cost control/profitability modeling
= Proactive canversation starter = Cross-selling opportunities. Exit strategy/succession planning Kristina Vidal
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Have a proactive
mindset

Act in anticipation of future
problems, needs or changes

Focus on a specific,
measurable goal

Isolate opportunities, create
action items and track changes

Create a service

roadmap

Generate a plan to help your
client achieve their goals

Embrace your

value
Recognize your expertise and the
impact you can make

Utilize technology

Increase productivity and
efficiency

Cive the client

what they want
Studies show clients want
consulting and financial planning

6 Each of our ProfitCents reports can
be used to fulfill a different client
service application, which helps

enrich your advisory offerings. ”
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