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Which industries had the highest 
net profit margin in 2021?

Introductory Survey



2021 Net ProfitOpen-end Investment Funds
61%

55%
Portfolio Management

42%

Trust, Estates and Agency Accounts

37%
Commercial Banking

36%
Passenger Car Rental

35%
Tax Preparation Services



Presenters
Get to know your Client Success team

Define Your Firm
What do Advisory Services look like to you

Strategic Ratio Analysis
Utilizing the Narrative report with case study

Forecasting
Leveraging ProfitCents Projections with case 
study

Moving Forward
Continue to build your CSM partnership
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Today’s Presenters

Natalie Hamilton

2019

Senior Client Success Manager

Kristina Vidal

2017

Senior Client Success Manager

Shelbie LeBron

2021

Client Success Manager

Paul Savage

2013

Director of Client Services



Define Your Firm
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Existing

Resistant

Transforming
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Opportunities

Buyer's 
Challenges

Willingness to pay 
when pain points 

are addressed

Strategic 
Advisory 
Services

GROW client 
revenue

Services 
Roadmap

Understand your 
client's priorities

Leverage 
Technology

Communicate the 
benefits

Pricing 
Options

Explore value 
pricing models

Updating the Model



Buyer's ChallengesGrowth Planning
19%

18.6%
Financial Insight

18.2%

Cash Flow Modeling

17.4%
Compliance and Regulations

17%
Time Management

16.6%
Maximizing Profit



Strategic Advisory Services
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Where are your opportunities?

SME
Small to medium 
businesses represent the 
bulk of advisory 
opportunities.

Packaging
Opportunity for revenue 
increases when you're 
able to package advisory 
services with tax, 
bookkeeping, and payroll.

Identification
Services related to 
revenue growth, cash 
modeling, benchmark 
performance...

Focus
Determine your potential 
areas of focus and tailor 
your CSP.



Services Roadmap
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Focus
Identify Services

Process
Timelines

Understanding
Resources 

Needed

Implement
Services Rollout

Analyze
Open to 

Feedback



Automation

Change in focus from task to 
service

Communicate your technology

Leverage Technology



Value Pricing
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The value in value pricing.

Transparency
Clearly defined services.

Firm Knowledge
Communicate your firm's 
expertise when defining 
your model.

Expectations
Document the services to 
be provided, particularly in 
bundled services.

Profitability
Improving the overall 
customer experience.



Areas of Focus

Client Industry Opportunity
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ProfitCents Narrative Report

Qualifying 
Tips

Successfully get to 
know your clients

Why?
Discover the best 
reasons to use the 

Narrative report

How?
Understand 

Narrative 
utilization

Conversation 
Starters
Build your 
consulting 
foundation

Developing 
the Approach

Construct a 
scalable advisory 

process



Qualifying Tips
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Getting to know your client

Communication
Consistent and targeted 
to meet your client's 
needs

Relationship
Focus on creating bonds 
and being less 
transactional

Goals
Identify and document 
their goals

Concerns
Understand and plan to 
solve their pain points



Focus sections

Narrative analysis

Industry Scorecard

Why use the Narrative 
Report?



Benchmark the industry

Review your client's trends

How is their performance affecting 
the business

Where do you begin?



Establish process

Scalable

Pathway for deeper understanding 
of pain points

Conversation Starter
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Conversation Starters

Upon analysis, 
we've determined 
that A/R days are 

trending 
significantly higher 

than your peers.

What do you consider 
your three biggest A/R 

challenges?

Do you see how 
improving your 

collection process 
could benefit the 

business?

Describe your 
invoicing process?



Best Practices – Deep Dive
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Timely Invoicing

Updated 
Customer 
Records

Weekly A/R 
Management

Collection 
Process

Customer 
Service



Case Study
How to utilize the Narrative report

Williams Benator & Libby  -
Bruce Benator – Managing Partner

“It’s eye opening for clients.  It initiates the discussion when 
you put the ProfitCents report in front of them.

“You have to make yourself stand out a little bit and show 
that you’re going to go above and beyond, be proactive with 
your clients and give them more information.”



Knowledge Check

• Narrative Report
• Generate Report

• Filter industry date by report duration
• Download into PDF

• Send to profitcents.support@abrigo.com
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Insight to Foresight

A forecast can play a major role in 
driving company success or 
failure. At the base level, 
an accurate forecast keeps prices 
low by optimizing business 
operation – cash flow 
and production, staff, and 
financial management. It helps 
reduce uncertainty and 
anticipate change in the market as 
well as improves communication 
within a business and between 
a business and their customers. It 
also helps increase knowledge of 
the market for 
businesses. Moreover, a 
promising forecast is compelling to 
investors who might be interested 
in putting money into a business.

Johnny Liu – actionable.com
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Develop a Plan
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Adjustments

25

Projection Type
Projection 

Dials
Account 

Projections
Formatting

Log a 
Purchase



Cash Flow Models
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Loan Analysis
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Scenario Impact

Exit Planning

Business Guidance

Valuation



Financial Ratios
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Scenario Dashboard
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Projection Charts
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Case Study
Why provide forecasting

John Wright – Owner 
WF E3nterprises, LLC

In the "whitewater" economy I dig deep to 
understand the past, and 
the present. Only then am I prepared 
to help clients navigate 
successfully through the future.



Knowledge Check

• Projection Report
• Generate Report

• Change annual projection to monthly
• Refinance existing debt

• Convert into PDF deliverable
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Monitor adoption

Goal check-in

Overcome obstacles

QBR



Thank You

Course 200


