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Introduction 

The time has come for firm leaders to break away from the old model of working just 
because it’s the way it’s always been done. If you’re grandfather’s not running the firm 
than why is his business model still in place? Cloud technologies have changed the way 
we run our businesses. Online apps free us from the tethers of wires and desks—
allowing you to work anywhere, any time, and from any device. Even better, many of 
today’s cloud technologies seamlessly integrate. That means you have the freedom to 
build a unique system that works for your firm and supports the way YOU want to work. 

Of course, before you can begin building your advanced online system, you must first do 
some work to ensure your firm is ready. It does no good to implement advanced 
technologies and enhanced practices if you’re operating under an old business 
model…or worse, no business model at all!  

This white paper details the steps required before firms can advance to an all-digital, all 
the time online system. 

The Importance of Asking WHY 

Before implementing new technologies or even evaluating your current workflow 
processes for improvement, you must first define your firm. This means asking yourself 
some big questions—questions that will help you better understand what kind of firm you 
want to operate. By asking this questions, you can begin to envision how to achieve your 
goals. Start by asking questions like: 

• Why are you in business? Do you love what you do…the services you offer? 

• What are your goals? To grow? To accomplish a true work-life balance? 

• What do you want to be to clients? A trusted advisor? A year-round partner in 
their success? 

• How do you want to work? From a remote office? From home? The beach?  
On any device: laptop or iPad? 

Until you have a clear vision of what you want to be as a firm, it does no good to begin 
the process of upgrading your internal systems. By defining who you are/want to be, you 
can easily identify the technologies and best practices that will support your vision. 
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Asking “why” is the first step in building a system that will support the way you want to 
work. 

The Importance of Creating a Business Model 

The majority of today’s firms do not have a defined business model in place. For the 
most part, firms operate on rules from the past and stick to the belief that “If it ain’t broke, 
don’t fix it.” The fact is that most firms do need fixing. Operating under traditional models 
simply doesn’t work anymore. Technology allows us to build highly efficient systems that 
open the door to value pricing and exponential growth—to name a few. Think about it. If 
you can set up a system that allows you to complete more work in less time and still 
charge the same fees, why wouldn’t you do it? 

Of course, there is more to developing a business model than just identifying the right 
technology solutions. Creating a sound business model is an extension of your “why.” 
Once you’ve defined the type of firm you want to operate, the next step is to build the 
business model that supports your vision across all areas—technology, growth, staff, 
and clients. Progressive firms that have a solid business model in place are referred to 
as Next Generation Accounting Firms™. These firms have worked through defining who 
they are and applied the appropriate changes to make their vision a reality.  

Practitioners who have thought through their business model identify: 

• Firm Core Competencies—These are the firm’s areas of expertise. Next-
generation firms define the services they want to offer and those for which they 
have the expertise. 

• Staff Core Competencies—This involves evaluating the skills of your staff to 
ensure they can handle the work. If your vision is to work less, you want a staff 
in place that can run your firm in your absence. 

• Ideal Clients—Next-generation firms don’t take any client that walks through the 
door. It’s important that your clients fit with your new model. For example, if you 
define that your firm will only serve the physician and veterinarian niches, then 
these are the clients you onboard. 

• Technology Needs—This involves identifying the technology solutions required 
to operate at maximum efficiency and serve your ideal client base. 

Next Generation Accounting Firms have a well-defined business model and grow the 
business based on this model. They also stick to the model. There can be no deviation. 
Consider Starbucks as a broad example. When people think of this brand, they don’t 
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think “restaurant” or “coffee shop.” They think “premium coffee.” This clearly defined 
business model (and the fact that they have never deviated from it) has allowed the 
chain to grow rapidly based on a definitive and superior core service. 

Your business model sets you up for operating your firm the way you want and bringing 
in the clients you want to serve. 

The Importance of Marketing to Your Model 

As discussed above, when you define your firm, you can select your ideal clients. 
Working with “clients of choice” further advances your ability to work the way you want to 
work. Firms that take any client that walks through the door are at high risk of never 
being able to standardize workflow and processes or become experts in a given niche(s). 
Part of an ideal client involves one that follows your model—that is, are they part of a 
unique niche you’ve identified and will they adhere to your firm’s processes?  

To get the ideal clients in the door, you must have a sound marketing plan in place. 
Attracting your ideal client means that your brand and marketing efforts must speak to 
this defined audience. Some items to consider: 

• Develop a professional, technologically advanced brand. 
• Create a website that speaks to your ideal clients and supports the ability to work 

collaboratively with your firm in real time. 
• Work to consistently educate prospects on what differentiates your firm from 

others—the value you offer them! 

Once You Are Up and Running… 

Once you’ve designed the right business model and implemented it within your 
firm…you must stick to your guns. Don’t step backward by accepting clients that don’t fit 
your model, settling for less than effective applications, etc. Firms that operate at peak 
efficiency and work the way they want to work stand by their business model. To ensure 
that you do, consider the following tips: 

• Never Forget the Past—When you go from being tethered to your desk to 
working anywhere and at any time, why would you want to go back? Whenever 
you consider deviating from your new business model, just think about all that 
time away from your family when you were tied to your office. 

• Embrace a Mindset of Life-long Learning—Technology and best practices 
continue to change at a rapid rate. Don’t retreat from the challenge of keeping up. 
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Face it head on. By staying engaged in the profession through attending events, 
webinars, and other education-based forums, you can stay ahead of change and 
keep operating your next-generation firm. 

• Don’t Feel Guilty—Don’t lament over breaking away from the traditional mode of 
doing things. Getting caught up in the old paradigm will only drag you down and 
squelch any opportunity to work the way you want to work. 

• Remember that Collaboration is Key—Today’s next-generation firms 
understand that a strong business model requires a collaborative approach. To 
maximize efficiency across the board, you must offer a way for staff and clients to 
work in real-time within a highly collaborative environment. Cloud applications 
allow you to support your clients on a 24/7 basis. 

Conclusion 

By following the guidelines in this white paper, you can better understand what is 
required to transition your firm from the traditional model to a Next Generation 
Accounting Firm. Start by asking “why?” By defining what type of firm you want to 
operate up front, it’s easy to see how all the other pieces fall into place. If you want to 
operate at maximum efficiency, enjoy revenue growth, attract the ideal client, and enjoy 
a true work-life balance then stop and consider your “why” and start working the way 
YOU want to work! 
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