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Daring to be different pays off

Accountants are being
urged to break their mould
in the search for growth,
writes Mark Fenton-Jones.

Cameron Research Group boss
Ftoss Cameron regularky asks small
businesses Mor their view of the
world, One of his latest surveys
acked 560 tmall businesges with
fewer than 20 employees what they
gﬂtfr-:lm their accountants,

“*Fifty three per un:&umﬂuu bt
tax and compliance services,”
Carmeron says. He also found the
brasinesses that get only tax an the
et likely 4o change their sccountant.

It"s a result that doesn't surprise
business coach Rob Mixon, who
el ps accountants im their
ﬁl‘l'.l.‘l'l:llm ial position I.I‘IdP:‘:;:M
regularly hears from small business
clicnts that they want their
SCCOUMAMS 10 be mone e und
provide additional services such as
consuliing or Mnancial management.

“*Proactive firms are well aware
that their clients need them now
more than ever. During the last live
wears, many clients have had to do
little more than turn up to work to
make lots of money,’” he says,

Im the next five years he's
expecting clients will want 1o pay
more attention to cash flow, asset
pratection, strategies for protecting
and increasing profitability, and
ultimately succession planning.

The theee major challenges Mixon
says accountanis face are ageing
pariners, a shortage of accountants
and the economic showdown

While some Firms adopt a
“hunkering down'™ mentality, the
more dynamic assume their clients
will need them mare than ever.

It seems accounting firms are not
doing to differentiate
themselves From thelr competitors.

**Despite: pleas from virtually every
ﬁmﬂm‘mmdﬂ::_m:lhel’sﬂ is
that most accounting firms are the
s, They are doing the same kind of
work, with the same kind of clients,
using the samee kinds of people. Their
offices book and feel the same,

““Thie key challenges are the same.
And not surprisingly, their financial
results are remarkably similar,
MNaturally there are o small number
oul performing the nest, bul there ane
mamny, many finms doing average

Busimess cosch Rob Nixon says small businesses often bell im they'd like their accomntants to be more proaciive. Fro GLENS HUNT

things and relams,”

Ina report released this Tuesday
that presenits the aggregated resulis
of the 96 accounting firms that
participated in Nizon's coaching
clubs in the last fnancial year, the
average earnings befiore income tax
per partner before partner salaries
was S407. 400,

Club participants meet regularly,
share their iarget and actual
financial details and intelleciual
property, learn from each other and
hecome sccountable to each sther.

comparison, & sarvey of 66
l"ll':?;m:l:did ned join d:zlmu but
had growth aspirations found the
sverage EBIT before pariner
salaries per partner was 521 1,500,

Besides revenue, gross profit and
met peofit, participants tracked
productivity, average hourly rate
recowered after write-oflls, write-ons,
WIP[work in progress| days, and
dettor days, which they aim to raise
each quarter to improve performance.

A key factor in MNixon's
meihodology is value pricing in
advance, where accountants agree the
cost of the work before starting. s a
driver of efMiciency that he maintains
ouiperforms the traditional hourly
rude in arrears approach,

Nixon started as a business conch
focusing on accounting firms in
Movember 2005, His p ms are
delivered through several channels.

By paying an annual subscription,
accountants can join a coaching
club that comprises a maximum of
eight business groups and no more
than three people from each
business. He also works with one
firm ata time in a consulling’
coaching or training capacity, and
as o gonference speaker/trainer,
According to Nic Clark, the chief
executive of Brishane-based
business improvement and coaching
franchise, 10X, many small
praciices ane not doing enough to
help small business clients expand.
Clark, with three panners {one of
whom % Nisun],,_qhbﬁlhﬂ!l the
franchise last October to provide
prasctices with the toods and software
b assess clients' businesses and make
recommendations aboul growth
In his view, small businesses want
to know how they are tracking but
while they look 1o their accountant
for advice, they never get any,
““We're creating the coaching and
business serviees division within an
accounting firm 1o give them the
ability 1o attract business owners,
outside the pure financials,"” hesays,
The chain has attracted 24 practices
in Australia and two in Mew Zealand.
Franchisees must have a couple of
partners in the practice, more than five
employees and about 300 business
clients on their database, The average
franchise unit cost s S220,000,

which also includes shares in 100,

Clark has accwsed accountants of
failing in their duty of care.

““They earn so much money just
looking after compliance issues like
GAT and end of financial year
returns that they don't need to go
the extra mile,"” he sa

Clark says mun:m! firms are
quite happy 1o charge fees for
anending to compliance isswes alone
yet are reluctant to book into the
profit and loss statement or the
balance sheet for these key drivers.

He maintains some firms have
even gone w0 far as to say that *“my
clients don’t ask me for it so they
must not want it , something he says
i% & diseervice 1o the business owner
who simply doesn't have the
knovwledge or experience 1o
sometimes even know what to ask for.

Also looking to provide more
services is Australian Business
Camps which is promoted by Indigo
Financial, McMahon Osborne
Consuliing, Marsh Tincknell and
Currie Wickens,

The camps, which are designed to
help owners improve their business
performance, are attended by
accountants, often with their small
business clients,

“CHemts soon understand their
accountant doesn't do just tax and
compliance,” says Indigo managing
director John Tsoubos,

E&Y happy as things are

Ernst & Young has no plans to replace
it theess R partnens and one exeoubiag
dirgscion whd kit 1o join Deloite"s.
Melboume practice (AFR September
12}, It saicl sirong growth in the past
12 months led to the promotion of free
risa Likx artreers, the recruitrment of bao
s L partreers and the retum of an
inbemarticnial ta practioe to bMebourme:
aME bwo years in Mew York,

Olivier's new advantage
Inderrtiong mm.n'mrmm*qe

Gilobal, which operabes under LK brands
inchuding Crone Coill, P55 and

management team will remain with the
company. Melen Obvier will assume the
rode of chied executive and Bob Olivier will
take responsibility for devedopment of

U intesmaaticanal Tiosy of takent.

CPA management guide

Inbemational Federation of Accountants
has awaeded CPA Austrolia a contrad 1o
develop o practice management guide
Towr amall and medum-siaed proctices.
T gousichs will b oftered fres o adl of
IFAC S 15T members for use in pulllic
practics, govemiment, education,
inaUSry and Cmimece.

Allen moves to Unisys

Uriisys Ias appointed Paul Allen sales
manager for financial services in
Avstralia and New Zealand. Praviously
e was director of global congulting
serdces, Pacific region, for Symantec.

Carbon data challenge

Complying with carbon reponting
reguiraments under The Mational
Gresnhouse and Energy Reporting Aot
will be & challenge for utilithes 25 many
WWIFMIMrﬁkﬂwlml and
reporting processes in place (o caphune
carbon data they ace requined 1o rapon
on in 2000, Mark Hamil, managing
dirgctor of inbermal avwdit finm Protid,
said that a majoiity ane not prepansd
for reporting undéer the new rules.

Deloitte administrators

Deloitte corporate receganisation
Eroup panners John Greig and
Micholas Hanwood wene appointed
wolumary administratons of Gold Coast-
based Octaviar Lid, Octaviar Financial
Senvices Lid, Octavias Investment
Motes Ltd and Octaviar Imestment
Bonds Lid.
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