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What Does the Future Hold?



Agenda

�Countdown the Top 12 

�Discuss what these changes are and their 
implications

�Discuss what this means for BKR 
International

Questions and discussion are welcome and 

encouraged!



PwC and Robots?!

• PwC in the UK recently released a video about the future 
of the accounting profession.

• The future may or may not include robots but there are 
12 other more pressing issues that need to be 
considered by Accounting Firms.





Compliance = Commodity

• Compliance will (or already has) become a commodity 
service

• It will be sold by the most efficient, low cost provider
• Many consider compliance a “grudge” purchase
• Once a product is commoditised price pressure is 

applied
• If your firm’s key revenue source comes from 

compliance and you are in a high labour cost 
environment you will need to address technology and 
low cost labour options to remain competitive

• Additionally “premium” service revenue streams will 
need to be developed which add value to clients



Compliance = Commodity
Key Action Points

1. Identify your compliance services which may be 
considered a commodity

2. If significant, consider how to leverage technology and 
low cost labour to deliver the services and remain 
competitive

3. Consider developing and offering high value add 
services to reduce reliance on “commodity” services





Cloud Accounting System for Business

• Around 90% of businesses will embrace cloud 
technology

• 10% already have
• The biggest mover down under is a NZ developed 

product called Xero
• Accountants need to promote cloud based solutions – if 

you don’t your competitors will
• Be intimately involved in the purchase decision, 

implementation and operation of the solution
• Take advantage of the “real time” access to client data to 

give regular and quick advice rather than waiting 6, 12 or 
18 months to analyse a client’s data



Xero: Working in the Cloud



Cloud Accounting System for Business
Key Action Points

1. Research cloud based solutions for business available 
in your area

2. Actively promote your knowledge and expertise in 
cloud based solutions for business

3. Proactively engage with your clients and guide them to 
a decision

4. Design a process to regularly engage with your clients 
based on real time data





Cloud Operating System for Accountants

• 90% of Accounting firms will embrace cloud technology 
as their operating system

• 3% have already
• Allows for flexible working.  Your team can work 

together anywhere in the world.
• Allows for maximum collaboration between offices and 

firms.
• An example of operations in the cloud is Caseware

Cloud or Caseware Collaborate recently introduced by 
the audit divisions across Australia and NZ 

• http://prezi.com/6drjkbq0yrdf/caseware-
online/?utm_campaign=share&utm_medium=copy



Cloud Operating System for Accountants
Key Action Points

1. Research available cloud based practice management 
solutions for accountants

2. Decide whether this kind of solution suits your 
circumstances

3. Consider the risks and benefits including internet 
speed, security, collaboration, backups





Business Coaches and Consultants

• Business coaches and consultants will embrace cloud 
financial analysis tools that enhance their credibility

• They will take business away from Accountants
• Accountants need to be on the front foot in embracing 

and understanding new technology and have proactive 
discussions with clients to “protect your patch”

• The one who has access to the financial data owns the 
long term relationship – don’t let someone else become 
more financially intimate with your client than you



Business Coaches and Consultants
Key Action Points

1. Research your local business coaches and consultants 
to understand where the threat may come from

2. Keep closely engaged with your clients
3. Ensure that you have control over the access to the 

client’s data





Transient Compliance Clients

• Compliance clients will become more transient as their 
data becomes more light and portable

• It is important that we are integrated into the client’s 
business via our service proposition

• Gone will be the Accountant with 80% of clients in a 20 
klm radius

• Clients no longer at risk from the Accountant next door 
– they can be located anywhere

• Opportunity beyond your local geographical area for 
developing your business



Transient Compliance Clients
Key Action Points

1. Develop a service proposition that results in close 
integration with the client’s business processes 

2. Be aware that your competitors aren’t just next door –
they can be anywhere

3. Look for opportunities beyond your usual patch.





Outsourcing

• Cheap and very smart offshore labour will process the 
majority of “back office” based compliance in higher 
labour countries

• The local firm will be customer facing and most else will 
be done offshore

• In the Philippines there are approximately 1.2M people 
currently hired and growing by 20% pa!

• Fully qualified and paid $4 - $7 per hour
• Opportunity to leverage skills that you may not have in 

your own office



Outsourcing – Growing Steadily



Outsourcing – Location Analysis









Outsourcing
Key Points

1. Consider whether outsourcing is a viable option for 
your firm (use the checklist)

2. Consider skillsets that you may need in your firm’s 
strategy and whether this can be satisfied via 
outsourcing

3. Consider and approach BKR firms for assistance with 
outsourcing





Price Pressure

• The price of statutory compliance will plummet by more 
than 50% of the current price

• Investing in efficiency through IT
• Invest in Nichemarkets and specialising in certain 

sectors





Marketing and Sales 

• Marketing and sales skills will be learned and 
implemented

• Train your employees in networking skills
• Other devices: twitter, linkedin, facebook
• Be on top in searching machines
• Create a dedicated site to a nich like 

netherlandsthegatewaytoeurop.nl
• Be the purple cow
• Have a quotationcalculator on your website
• Fixed prices for specific products





Attracting Young Staff

• Young people will not be attracted to traditional “staid & 
boring” Accounting firms

• They opt for technology savvy and value adding 
Accounting firms

• Scanbookkeeping, apps for data on the 
smartphone/tablet/other personal devices

• Value adding information on modern devices
• Flexibility in working ours by using the cloud





Time Based Billing

• Time based billing will be “out”
• Package services with fixed fees will be “in”
• Fixed fees based on efficiently rendered information 

from the cliënt, create formats on a portal
• Example: flynth all-in bakerypackage: niche specialist, 

short contacts, review bookkeeping, VAT return, 
quarterly report, annual accounts, benchmarkdata, 
Incometaxreturn:fixed price based on turnover





Value Added Services

• Value added services will make up more than 80% of 
the revenue of an Accounting firm

• Consultancy work is required
• We have to think out of the box, not only traditional 

services
• Nich- or benchmarkinformation, make it possible to be  

a stakeholder/authoritie for a group of clients
• When publicisised it will give you acces to potential 

clients





Additional Services

• Clients who have been yearning for additional services 
will finally be served properly by their professional 
advisors

• Debt collection
• Interim controlling
• mediation



Thank You!


