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How to Better Monetize Your Business as
a Tax Pro
Oftentimes the o�ering �rms have trouble quantifying the most is advisory services.
Tax pros give advice continuously to their clients without charging them, writing it o�
as a one-o� case when more times than not those clients come back time ...
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In the tax and accounting industry, tax pros are so tuned into planning and
analyzing their clients’ money, that monetizing their own business is one of the last
things they think about. With so much knowledge and expertise to be shared, it’s
important for tax pros to develop a business model that works, and monetize it.  

Take stock of your offerings

As a business owner, internally look at the offerings you provide on paper and the
offerings you continuously give your clients for free, including one-off questions and
advice. Once you have a clear picture of the services you provide, you can better
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assess the monetization of each offering more clearly and the time attached to it –
also evaluating clients you already provide this for.  

Oftentimes the offering �rms have trouble quantifying the most is advisory services.
Tax pros give advice continuously to their clients without charging them, writing it
off as a one-off case when more times than not those clients come back time after
time. Instead of offering on-off chats, think about how to set up ongoing meetings,
monthly or quarterly, to give these clients the time to ask questions and discuss their
goals and �nances. Advisory services is a prime example of an offering tax pros need
to monetize. They aren’t asked to do tax returns for free, so why should expert advice
and aid be free?  

Line up your offerings with the price it’s worth

After you lay out the services your �rm is equipped to provide, it’s time to quantify it.
Start by allotting a time duration for each service. This will allow you to put each
offering into perspective compared to others and create a reliable scale. Next, think
through the resources you need to accomplish the task, how often you will need to
see your clients for that task, and additional add-ons for each service your �rm
provides. By doing so, you are able to more accurately assign a numerical value to
each service and are able to share with your clients.  

Using advisory services as an example, it’s essential to de�ne this offering as a service
you provide and not free advice from a tax pro. Once clients understand that and can
clearly see the bene�ts of advisory services – saving them money over the year in
their �nances  –  they will likely pay the additional costs once you monetize it
properly.

Articulate the value you provide  

A recent Intuit survey found that 79% of taxpayers are willing to pay more for a tax
professional’s service if it will result in improved �nancial outcomes (e.g., reducing tax
liability, money savings, etc.). Oftentimes, tax pros don’t know how to articulate the
value they provide clients. Focus less on how many tax returns you have completed
and more on how you helped your clients’ grow their business and showcase your
determination to help them succeed long term. This is an entirely different price than
just �ling tax returns and answering one off questions.  

As mentioned above, advisory services is a service many tax pros provide, but don’t
charge for. This has to change to have a healthy business, especially  when more
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people are asking for advice now more than ever. Once you explain the additional
services and bene�ts you are providing them with advisory services, they will
reasonably want to pay the additional cost if it means their goals and aspirations for
the future are met.  

All in all, monetizing your business as a tax pro is essential. Your knowledge and
expertise is worth a lot more for clients when put into perspective of long-term
planning. Start having a conversation with clients to help level set your offerings and
check out our Path to Advisory paper to help transition to an advisory-based mindset
at your �rm.
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