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The State of Accounting Automation
Accounting will always require some degree of human touch. The question of how
much will always be a speed bump as we continue to evaluate both the potential and
limitations of automation for our profession. 
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By Nick Tiscornia.

It may feel like automation has been the hottest tech topic for nearly a decade now,
but when it comes to practical application we are only just beginning to scratch the
surface. There is perhaps no industry in which this dynamic is more apparent than
accounting; 75% of accounting processes are largely manual, according to a recent
Deloitte survey of accounting professionals. This demonstrates the potential impact
that automation can have — and is already having — on the day-to-day lives of
accountants. But relatively speaking, adoption in our industry has been slow and
steady. 
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But, it is only a matter of time until we witness an in�ection point, where adoption
of automation increases exponentially overnight. As a former accounting pro myself,
I’ve seen �rsthand the transformative effects accounting automation can deliver to
both an organization and its people. 

So why aren’t more organizations adopting solutions or strategies to help automate
lower value tasks? 

Today, it boils down to human subjectivity. It is a barrier we will have to cross
together as an industry. For example, within a single audit �rm, different partners
may have different expectations or identify different accounting implications on
guidance wording alone. 

Accounting will always require some degree of human touch. The question of how
much will always be a speed bump as we continue to evaluate both the potential and
limitations of automation for our profession. 

Regardless, we continue to see an undeniable uptick in automation being adopted
across accounting. Automation offers an easier path to deliver ef�ciency and
accuracy. Early adopters have demonstrated the greatest bene�t of automation is risk
avoidance. Ask any auditor. They will all tell you the same thing — if it’s repeatable
and scalable, then automation carries less risk than manual intervention. 

Let’s explore three work�ows to keep an eye out for, and highlight the innovators
best positioned to help. 

Close Automation & Reconciliations 

Close automation and reconciliation processes are rife with opportunity for
automation, due in large part to the amount of remedial, manual work required. If an
accountant has to download a bank statement or transaction register, for example,
then transfer it to Excel, they may have to manually review both to ensure the
transactions match. Manual processes like this are susceptible to failure. Even if the
data matches up, something as simple as dragging a formula down to the wrong cell
can cause all of your transaction balances to show up wrong. 

Automation minimizes avoidable error. Imagine in the above scenario if the data
were automatically pulled from the bank statement and identi�ed any discrepancies
for targeted human review. To go a step further, imagine if you have a system that
could also tell you why those discrepancies exist. The time savings would be
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signi�cant, and the decrease in compliance risk could elevate the trajectory of any
organization for the better. 

Of course, some organizations do run into roadblocks automating processes that
involve sensitive or private personal data. To overcome this obstacle, tools need to be
built with both the user and the nature of that data in mind. Built-in security
features have become table-stakes for any automation software, and it’s even more
critical for vendors who serve customers in industries fraught with complex
regulations. That foundational work has to be done well before implementing any
go-to-market motions. Doing so establishes the trust and credibility your business
needs to compete in this new era of work. 

Revenue Accounting Calculations 

I’ve spent my entire career in corporate �nance and have seen �rsthand how much
time can be saved when you automate even a small component of your revenue
accounting calculations. Take revenue waterfall calculation, for example. It’s a long,
arduous process. It requires every team to load all of their policies into a system, so
that they are uniformly applied to each transaction. The potential time savings is
invaluable If a revenue team can automate 80-90% of those transactions. 

Pitfalls do exist with some applications built to address this need. Teams using legacy
applications could spend a lot of time working with and learning new tools, or
expend considerable manual effort to validate data coming from their CRM. But for a
vast majority of revenue accounting teams, much of that manual work can be
automated to save time and produce more accurate results. Making efforts each
quarter to bring the amount of automated work up just a few percentage points is a
worthwhile endeavor for any accounting team. 

Procurement 

Procurement requires a great deal of manual information gathered across various
departments and functions within an organization. Let’s say an Accounts Payable
team needs to �nd and deploy a new tool. Procurement then has to meet with that
team, gather the requirements, prioritize features, evaluate whether this solution is
already present in their tech stack, if not, put an RFP out to multiple vendors,
interview each vendor, and assess the content they deliver. 

This example does not even cover feature and price comparisons of the vendors on
your shortlist. From there, the team has to put together a presentation to then relay
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that same information back to the user and make a recommendation. That’s a lot of
steps to consider just to bring in one tool into your enterprise.

End of cycle procurement activities – working with legal on contract negotiation,
consulting on pricing, or �nding comparable softwares and services – to ensure the
best deal all require a signi�cant lift that can — and should — be automated. This is
an area where generative AI and multi-modal applications, like ChatGPT, can have
transformative effects. 

You can use text to describe what you want in a presentation, and AI will create it. Or,
you can input data and gather the requirements you want for generative AI to
produce in an RFP. Automating both steps — gathering the information, and
packaging that information into something digestible — are no-brainer applications
for accounting teams. 

What are four key components modern vendors need to keep in mind when they’re
building tools to help automate accounting work�ows? 

First and foremost, today’s innovators need to focus on the user’s pain points. They
need to consider how they solve each one. If they observe a trend across multiple
companies, then a problem exists for a scalable product to solve.

Second, understand your prospective customer’s current tech stack. How are they
thinking about their existing work�ows, which systems are already involved, and
how do you �t into that larger stack? Many companies you talk to will say they
already have a system that does what yours does. You need to be able to articulate
how yours is different, and how it drives a different outcome.That starts with
understanding what they’ve already deployed. 

Third, always consider user experience. You already know the problem you’re
solving. So, it matters to understand where you �t into the existing work�ows, and
how the user is going to engage with your solution on a day-to-day basis. Is it easy to
use, is it intuitive, is it functional, does it support the user’s individual goals? 

Lastly, think about budget constraints and implementation timelines. Does your
customer have the budget for what you’re selling, and if not how are you going to
save them enough money to pay for your solution? How long will it take for the
customer to see value, and do they have the bandwidth for any required technical
integrations? 
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These are all questions a prospective customer will ask in a sales call when
evaluating their next enterprise tech solution to purchase. It’s better for vendors to
consider now how their solutions deliver against this decision criteria than wait.
Because there’s no guarantee their next prospective buyer will wait for them if
vendors don’t have a clear understanding of what their enterprise buyer needs. 

———
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