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Why You Should Add Financial Services
to Your Accounting Firm
Adding �nancial services to your accounting �rm can help bridge the gap and allow
you to have a consistent workload year-round.

Joeseph Graziano •  Oct. 23, 2023

Accounting �rms know that offering only tax preparation services makes
maintaining consistent cash �ow and workloads throughout the year challenging.
During the busy season, you’re very busy and the cash �ow is nice, but after that,
things slow down considerably.
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Adding �nancial services to your accounting �rm can help bridge the gap and allow
you to have a consistent workload year-round.

Tax planning and �nancial planning complement each other well, and your clients
already need these services, but for many of them, they likely don’t know who to turn
to for help. In fact, nearly 3 in 5 Americans (59%) want �nancial advice but are not
sure where to get it.

Adding �nancial services to your �rm will allow you to become a one-stop shop for
your clients. But how do you get started, and why should you invest in adding
�nancial services to your �rm’s offerings?

The Bene�ts of Adding Financial Services to Your
Firm
There are many advantages to adding �nancial planning services to your �rm,
including:

Enjoy steady revenue all year long. Expanding your offerings will encourage
clients to use your services year-round, leading to steady revenue even after the
busy season.
Boost average revenue per-client. There’s a good chance that your existing clients
already need �nancial planning services and would prefer to work with a �rm they
already know and trust (yours).
Help clients succeed. When your �nancial services include investment and
retirement planning, you are helping clients reach their �nancial and future life
goals.
Gain a competitive advantage. Do your clients offer �nancial services? If not, you
can gain an advantage by offering them.

Along with all of these bene�ts, you’ll also attract new clients, boost customer
loyalty, add value and grow your �rm along the way.

How to Start O�ering Financial Services
The bene�ts of adding �nancial services are enticing, but how do you get started?
While the are many ways to expand your services to offer �nancial planning, the
three methods below stand out in the crowd.
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Work With Another Firm
Many �rms never consider expanding into �nancial services because they don’t have
the time or resources to hire in-house or invest in training.

The great news is that you don’t have to do everything in-house. You can work with a
dedicated third-party that will take care of the planning for you.

Here at FFP, we offer the PASS system, which allows you to:

Help clients reach their goals
Stay involved in the process
Work with a �nancial planner
Alleviate resources

Working with another �rm to offer these services will allow you to meet client needs
without overburdening your own team.

However, working with a third-party may not be ideal for all �rms.

Become an Independent Financial Planner
If you prefer to offer these services in-house, then you can strive to become a certi�ed
�nancial planner (CFP®). Be aware that becoming a certi�ed �nancial planner is an
intensive process, as you will need to meet all of the educational requirements.

O�er Planning on a Case-by-Case Basis
Your clients have unique needs that are dif�cult to target with a single, stagnant
offer. If you want to begin offering services but don’t want to offer all �nancial
services, it’s often a good idea to do so on a case-by-case basis. For example, perhaps
you want to provide tax and retirement planning assistance to high-net-worth
clients.

For services you don’t want to offer, such as insurance, you can then of�oad this
work to a third party.

Case-by-case services allow you to pick and choose not only which services you want
to offer but also which clients to provide your services to based on how they will
bene�t from your offer.

Educating Your Client Base
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You’re the �nancial professional – not your clients. People come to you because they
want to work with an expert who knows the industry better than they do. If you want
to add �nancial services to your offerings, you should spend time:

1. Learning who will bene�t from your services the most. Ask clients about their goals
and determine how you can help them achieve their objectives. Perhaps your new
offers can help them, but if not, always be 100% honest and provide the best
solution possible – even if it’s not your own.

2. Invite anyone who you believe is a good �t for your new services to join in on
webinars and workshops that you have on the service they would bene�t from the
most.

Your clients want the best for their personal �nancial situation or their business.
Educate your clients on:

How each service works
What problem the service will solve

If you can solve a client’s problems with a service, you’ll have an easier time selling
them on your new offers and retaining them for years to come.
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