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How to Transition from Accountant to
Advisor
The beauty of being an advisor is that you can, and should, o�er services that
interest you and bene�t your clients. If your services are pro�table but uninteresting,
they will not be ful�lling. There are plenty of options to o�er services that ...
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As an accountant, you’ve likely heard that it’s time to add advisory services to your
practice and that basic tax and accounting services are becoming a commodity.
Adding advisory services enables you to:

●      Grow your revenue
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●       Enjoy more ful�lling work

●       Better serve your clients

That’s right. As a one-stop-shop, you’ll grow your business in a way that’s more
ful�lling and serves your clients better. When discussing transitioning from an
accountant to an advisor, typically one of the �rst questions to come up is: how do
you make the transition? To start, you need to de�ne the advisory services that you
plan to offer.

De�ning the Advisory Services You Want to Offer

The beauty of being an advisor is that you can, and should, offer services that interest
you and bene�t your clients. If your services are pro�table but uninteresting, they
will not be ful�lling. There are plenty of options to offer services that you excel in and
can perform daily without risking burnout.

For example, do you enjoy working with startups? If so, did you know that the
leading reason they fail is that they run out of cash? Based on this information, you
may want to offer advisory services, such as:

●       Cash �ow management

●       Budgeting and forecasting

●       Financial strategy

●       Financial planning

Additional advisory services you may want to consider are:

●       Business growth

●       Tax strategy and planning

●       Technology implementation

●       HR

●       Exit planning

●       Strategic planning
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●       Wealth management

●       And more

Once you know what advisory services you want to provide, it’s time to create a plan
to begin offering them. First and foremost, you need to ensure your team is up to the
task and has the:

●       Required expertise

●       Capacity to complete services timely

●       Processes to complete services adequately

●       Training to support these new services

Once you have these items in place, it’s time to take the leap and start offering these
services to your clients. How? Let’s �nd out.

How to Start Offering Advisory Services

In the United States, there are over 1.4 million accountants and auditors. However,
many of these professionals work primarily on compliance-related activities, such as
accounting and taxes. If you’re accustomed to these services, it can be dif�cult to
transition to advisory services and get out of the “accountant/tax box.”

To get out of this box, you need to change your conversations with clients from just
talking about the numbers to talking more about the business and related issues,
such as their dreams and goals, and their biggest challenges. For example, a business
may see that they’re generating 10% more revenue, but how is that revenue
impacting their bottom line? Are they leveraging it properly to work towards their
goals?

Your focus is to understand the story behind the numbers, to learn what story your
client wants to create, and then help them create that story together. CPAs and
accountants, as advisors, can help clients by becoming part of their business growth
journey.

You can learn what the journey looks like for your client by asking:

●       What wins and challenges have they had in their business? Wins are crucial
here, because it’s far too easy to focus on the challenges and forget the success they’ve
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had.

●       Where does the client want to be in 5 – 10 years?

●       What is necessary to reach this 5-to-10-year vision?

●       What’s holding them back from reaching these goals?

Once you have a clear picture of what the client wants for their business and how to
get there, it’s time to tie your advisory services into this vision. Perhaps the client
wants to exit their business in the next 5 years and sell it off. In this case, you can
help by:

●       Ensuring key expertise isn’t solely with the owner

●       Creating systems and processes to make the business operate more ef�ciently

●       Increasing the business’s pro�ts

●       Boosting the business’s cash �ow

●       Helping the owner plan for his/her life after the sale

●       Etc.

When you inject your services into the client’s vision for their business, it’s much
easier to sell them on your advisory services.

One Final Step to Transition to Advisory Services

Finally, and this is something that is so important when offering advisory services,
you need to focus on the right clients. Some clients truly only need your tax or
accounting services – at least at the moment – so don’t push on them services they
don’t need.

Instead, let them know of these services and that they’re there for them if/when they
do need them in the future. From my own experience, larger organizations looking to
grow tend to be most open to advisory services. However, I’m seeing more smaller
organizations open to them than ever before.

Once you get a feel for offering these services, you’ll reap the rewards of steadier,
additional sources of revenue while improving client satisfaction. Advisory services
are truly a win-win for everyone.
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======

Christopher Hayden, CPA, CMA, CGMA is the managing partner of Hayden Nelson &
Yoder, a CPA �rm based in Pennsylvania. You can learn more about him and/or the
�rm on their website https://hnycpas.com/.
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