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Advance Praise for Accountaneur®

“Accountants need to be more than just accountants and Hitendra creates a
way for accountants to look at themselves. He calls it the Accountaneur®.
This book contains a great deal of new thought about what accountants
should be doing. It is a required read for all professionals, partners and
non-partners. Leaders at accounting firms have a huge responsibility to
create a business environment conducive for growth and achievement, not
just at their firms, but especially for their clients. Hitendra brings a
perspective that helps accounting firm leaders find answers to key questions
that will lead to entrepreneurial achievement.”

— Aungust |. Aquila, CEO, AQUILA Global Advisors 1.L.C,
consultant to professional service firms, anthor and speaker.

“What impressed me the first time I met Hitendra is his drive to help others
reach their potential. This book does just that. You will learn and appreciate
what an important role the accountant plays in our business and personal
lives. Hitendra makes the profession come alive. If you are in the

[k

accounting profession, or thinking about it, you must read this book

-- Chester Elton, New York Times best-selling anthor
of ""T'he Carrot Principle,” " All In"" and "W hat Motivates Me"

“Entrepreneurs create wealth and opportunities for others. Entreprenecurial
accountants make it possible for entrepreneurs. Accountaneur® is a probing
question-bank for accountants who want to be entreprencurial.”

— Allan D. Koltin, CPA,
CEO, Koltin Consulting Group Inc.
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Behind every successful man, there is a woman. I think behind every
entrepreneurial man, there is a woman who makes sacrifices every day. I
dedicate this book to my lovely wife, Soni, whose years of encouragement,
unflinching support and care, through thick and thin, and the staunch belief
in me that I can help people live their true potential, has made it possible
for this book to take shape. She has been my sounding board for many of
the topics covered in this book, the untiring test-user of my writing, my
critic to prune all the gibberish that otherwise would have found its way
into my writing, and asking me innocent questions from a reader’s
perspective—questions that were mighty difficult for me to answer, but
which made me focus on delivering value in each of the subjects I touched.
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from behavioral economics apply to the
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the industry’s challenges and opportunities.
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1. Who Is an Accountaneur®?

Think different.

Compare yourself with any accountant in your area. You both have similar
educational qualifications. You both have similar experience. You both use
similar software applications. You both have similar tools and skills. The
profiles of your clients are almost similar. So what differentiates you from
others?

It is how you think. How do entrepreneurial accountants think? Taking a
cue from several research studies across different professions and industries
that identify traits, strengths, talents, skills, values and beliefs, we tried to
identify the most common attitudes and beliefs of successful accountants
who can be deservedly called as entrepreneurs in the true sense of the word.

Dictionary: Entrepreneur
[ahn-truh-pruh-nur, -noo r; French ahn-truh-pruh-ncer]

1. a person who organizes and manages any enterprise, especially a
business, usually with considerable initiative and risk.

2. an employer of productive labor; contractor.

Celebrity Author T. Harv Eker! defines entrepreneur as: “a person who
solves problems for people for profit or for pay.” Using these perspectives
about the word “entrepreneur,” let us try to define what or who an
Accountaneur is.

An Accountaneur® is: an entrepreneur whom, with considerable initiative
and risk, organizes and manages a business that provides tax, accounting
and advisory services to solve problems for people for profit or for pay, by
employing productive labor and technologies. So, the difference between an
Accountaneur® and an accountant lies in his or her traits, strengths, talents,
skills, values and beliefs.

There are three types of people in the professional world. Those who work
for others, i.c. in a job. Those who work for themselves, i.e. who create a
job for themselves. And those who create jobs for others. An
Accountaneur® either works for him or herself or is the one who creates

I http:/ /www.harveker.com/
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jobs for others in the tax and accounting profession.

Are you an Accountaneur®? If you work for yourself or if you have created
jobs for others in the tax and accounting profession, you are an
entrepreneut, rather an Accountaneur®. You are an Accountaneur® if you
chose not take up a job, but chose instead to create a business.

Starting your own business was not just a flip of a coin decision. Several
thoughts went into that decision. Your thoughts defined your actions. And
your actions defined your craft. Through extensive research, we have
uncovered the common factors that foster entreprenecurial thinking in the
accounting profession.

From the various definitions of entreprencurship, two of the most succinct
ones we've found are: (1) “Entreprencurship is the pursuit of opportunity
without regard to resources currently controlled,” according to Professor
Howard Stevenson at Harvard Business School. And (2) “Imagining new
ends, using a given set of means,” according to Professor Saras D.
Sarasvathy, Darden School of Business at the University of Virginia.

Isn’t it an intriguing paradox? How does one think of new ends and hence
new opportunities, when resources are not adequate? In other words, given
a similar situation and similar resources, entrepreneurs think differently.
Accountaneurs®, therefore, think differently from accountants.

18—
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2. How to Use This Book
We didn’t say read this book.

We are saying use this book. Because, we know that you, the
Accountaneur® will derive actionable insights from this book and
implement them in your practice.

When we meet truly entrepreneurial accountants, we feel and sense their
different ways of thinking; how they perceive the same situations differently
to find opportunities in what others perceive as threats; how they take
considerable initiative and risk, etc. And we figured out that there is a
common pattern in their thinking.

This book contains diverse topics ranging from human behavior science
insights, to how new technologies are transforming human life (including
technologies not from accounting industry), to the impact of generational
differences on the future of firm. Each topic is an easy, quick read and you
do not need to read the book at one go or several pages in a sitting. You
can take any chapter as you like and think of how will you leverage the
content to grow your practice.

The author will be happy to discuss thoughts and questions from as many
readers as humanly possible. You can email your thoughts, with specific
questions you may, have to hitendra@accountaneur.com.

Once you have read a chapter, make your own notes relevant to the current
situation of your practice. Then look at it as if you had your dream practice
right now. You may notice a stark contrast between your current state and
future vision. And when you identify that difference, work backwards to
make a to-do list of action points that will take you to your desired future.

—19-—
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3. Why Accounting?

Your clients want to know your “why.”

Consider the notion that people don’t
buy what you do, they buy why you do
it. We are used to getting asked “What
do you do for living?” But when
someone asks “Why,” we have to dig
deeper to answer that question.

Celebrity author Simon Sinek wrote a
revolutionary book called “Start with

HOW
research results, “People don’t buy WHAT

Why.” He says, based on complex

what you do, they buy why you do it.”
He further adds, “those who know their why are the ones who lead.”

Sinek came up with what he calls The Golden Circle. Three circles — a circle
within a circle within a circle. The outside circle is “What,” the second circle
is “How,” and the innermost is “Why.”

Sinek further says go from the inside out instead of from outside in. Start
with Why.

The Why: it’s your core belief, which inspires you to do what you do
The How: the specific actions you take to convert your Why into reality

The What: the tangible results from your action, which people see as proof
of your acting on your Why

Sinek cites Apple as an example. He says Apple starts with “a purpose,
cause or belief that has nothing to do with what they do.” Companies and
organizations with a clear sense of why never worry about the challenge of
differentiation. They don’t think of themselves as being like anyone else and
they don’t have to convince anyone of their value. They are different and
everyone knows it. They start with why in everything they do.

Apple says, “In everything we do, we believe in challenging the status
quo. The way we challenge the status quo is by making our products
beautifully designed, simple to use and user-friendly. And we happen to
make great computers.” That’s the why, the how and the what.

How do accounting firms express what they do? Most firms’ websites show
a curious commonality in explaining what they do.

23—
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6. Four Leadership Strengths that
Define Accountants

How clients value the intangibles.

“What leader has the most positive influence in your daily life?”

The answers to that Gallup Poll question may be astoundingly important
for CPAs who strive to make a positive difference in the lives of their
clients.

Here’s why: CPAs already possess the authority and position to exercise the
type of leadership with clients that can make a tangible and practical
difference on a day-to-day basis. In a second question, Gallup asked
respondents to list the words that best describe what that leader contributed
to their lives. Then Gallup boiled down the words into four categories, each
clearly important to practicing accountants:

Trust (i.e.: honesty, integrity and respect): Clients expect to see an
accounting firm as an honest entity. They want to experience integrity in all
their transactions with the firm. They respect accountants for their
knowledge, wisdom and expertise. And they trust their accountant can
guide them through business or financial challenges.

Compassion (i.c.: caring, friendship, happiness and love): For many
accountants I know, their greatest joys come from knowing they touched a
client’s life in some way. The challenge, of course, is creating

the compassionate cultnre across the firm.

Stability (i.c.: security, strength, support and peace): You thought IT
security was a necessary evil? Just the knowledge that your systems and
processes are secure and safe gives your clients a tremendous sense of
stability. It takes away their worries. Note the word “peace.” Peace of mind
is not something that emerges from just one act. It is a comprehensive
thing.

Hope (i.c.: direction, faith and guidance): This is the North Star
phenomenon that many firms can simply miss in day-to-day drudgery. A
leader is a dealer of hope. Accountants provide direction and guidance to
keep alive clients’ hopes of better financial lives.

Clients already expect their CPA to be a leader in their lives. CPAs merely
need to fill the role.

— 35—
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9. The One Word that Can Make
Accountants Rich

How to see success through the client’s eyes.

Really? Can just one word make you rich? You must be kidding! Hang on a
second!

Because the meaning of “success” varies from person to person before we
unpack that one (magical) word, we need to agree on what is meant by
success. According to a National Success Project Survey, which was
conducted to determine what success means to Americans today, a
whopping 90 percent believe that success is more about happiness.

* For every 2 out of 3 surveyed Americans, success means:
“Achieving personal goals” and “good relationships with friends
and family.”

® Three out of 5 surveyed people said success is: “Loving what you
do for a living.”

¢ Oanly 1 out 5 equated success with monetary wealth.

But success might mean something different to accountants: Their own
success, and that of their clients.

Achieving personal goals:

In a service business, our own achievements are directly integrated with the
achievements of those we serve. It is impossible for an accountant to be
successful if his/her clients are making losses or not making enough
progress.

Therefore, for an accountant to achieve personal goals, the accountant
wants to help clients achieve theirs. Does that give you a hint toward that
magical one word that can make you successful?

Good relationships with friends and family:

Relationships are like farming or gardening. You have to give them care and
attention. It takes nurturing efforts. That needs time.

— 45—
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12. Ten Things That Accountants
Didn’t Need to Worry about Ten
Years Ago

Now, what do you do about it?

There is a shift in how people make their buying decisions and

actually how they buy. Accordingly, there is a total transformation how
people sell their products and services. And it’s impacting the CPA business
in at least 10 ways:

1. Social Media: Ten years ago, “media” was some music that all of you
enjoyed at “social” events like weddings, parties or maybe pubs. Now if
your firm is not on Facebook, Twitter, LinkedIn and even Instagram, your
firm might be facing the music.

2. Customer Ratings: Ten years ago, you got referrals due to word-of-
mouth customer ratings. You probably lost a few clients because of the
same thing. But now you can get or lose customers without any referral as
they can see your independently authenticated customer ratings on several
websites.

3. Cloud: Ten years ago, you were annoyed by clouds that blocked the view
of the stars and full moon at a late evening open-air dinner with your loved
ones. Now you can get annoyed by cloud (software) in the daytime, at your
office and at your home.

4. Software Costs: Ten years ago, you paid once for software and maybe a
little more for annual updates. Now you pay every month. Being an
accountant, you suddenly see break-even time and total cost of ownership
being quite a challenge, most likely because you may not have built these
changes into your pricing.

5. Handheld Devices: Ten years ago, clients and staff came to your
location. Now your firm has to go to the client and many times, even to
your staff’s location! This has its challenges of coordination management.

6. Non-Local Competition: Ten years ago, you were wotried about the
firm next door or down the street. Now you are worried about your
competitor from 400 or 4,000 miles away.

7. No One Else Can Do What You Can Do: Ten years ago, people came
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15. Six Secret Keys to the Mind of
the Entrepreneur

And how accountants can leverage them to be trusted advisors.

It’s said that accountants are the trusted advisors of their clients. But in
reality it’s a myth — as far as business owner clients are concerned.

Peer groups, associations, similar business owners, people from the same
industry... Entreprencurs don’t listen to anyone else who has not been
there, done that. They may hear. But they rarely listen.

After talking to several business owners about what they expect from their
accountants, we figured out six key insights into how entrepreneurs think. It
goes back to what Simon Sinek was saying in an carlier chapter about the
“what,” “how,” and “why” of business.

1. Entrepreneurs understand only their own. Entrepreneurs are driven.
They are in pursuit of their dream. They are in their own world. They have
jumped in the water because they are passionate about their aim. As an
accountant, you can only try to tell them the big challenges in their
accounts. When you do so, they will become even more driven. It’s not
about presenting accounts at all. So what can you do?

It’s about first understanding their “why,” their passion, and then telling
them if they are closer to achieving their dream or actually drifting away
from it. That will make them feel you are their trusted advisor.

2. Entrepreneurs don’t select from choices. Steve Jobs created the iPod,
iPhone and iPad, when none existed before. He created a choice.
Accounting information can show some choices to them to control or
augment what they already have, such as losses or profits. But it cannot
create a choice. More likely than not, they will look at this information, say
hmm... And then they may ask for more details and logic. And then they
will simply do what they want. They will create new choices so that their
current challenges are overcome or do not recur. So what can you do?

As an accountant, you may be well advised to just tell them that the
situation demands for them to create some more choices. Don’t tell them
the what. Such as, “you need to reduce your overhead.” Instead, tell them
the why. “Look, you are making no money because your overhead is too
high.”
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19. The Only Three Ways
Accountants Earn an Entrepreneur’s
Trust

Deliver these three results to ensure practice success.

Entrepreneurs deal with uncertainty all the time. And they look to
accountants to deliver them some kind of certainty in those uncertainties.
When accountants consistently deliver an ability for entrepreneurs to
navigate their uncertainties in a better way, accountants earn their trust.

There are only three ways accountants earn entrepreneur’s trust...

1. Past: When you help entrepreneurs know how they (really) did

This is the traditional financial statements and tax services outcome.
Entrepreneurs hire accountants to get an unbiased and compliant view of
their business. It is a rearview mirror action, but entrepreneurs want to
know from an expert that their numbers are accurate and whether they are
going to pay only the fair share of taxes. They rely on accountants to ensure
that satisfaction. Entrepreneurs trust the accountants to do an unbiased job,
in accordance to the law.

2. Present: When you help entrepreneurs manage their reputation and
continuity in business

This may sound strange at first. But when entrepreneurs want accountants
to help them with budgets, cost accounting, cash flow planning and
management, tax planning, etc., they are actually seeking to protect their
reputation and manage business continuity.

No smart entrepreneur will ever want to have continued delays in payments
to vendors and employees. They know an impeccable financial reputation in
the market brings them advantages of lower interest rates, better pricing
from vendors and attracting talent to their companies. It has a direct impact
on their bottom line and the money they make at the end of the day. For
example, they want to know what they need to do to ensure they remain in
business. For instance: how to reduce slow-moving inventory to release
operating cash.
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23. You Don’t Think Technology
Helps Get New Clients?

Turn “necessary evil” into “welcome angel.”

“New clients do not come to me because I have accounting software,” the
owner of a small Los Angeles firm was telling me. “They hire me because I
am a CPA.”

Does that summarize how accountants view technology spending?

The Accounting Firm Operations and Technology Sutvey (available from
CPA Trendlines) gives us a surprising insight into how primary technology
purchasing decision-makers view technology spending.

Key findings indicate:

*  Nearly one in six accountants thinks technology investments are
revenue-neutral.

*  One in two accountants thinks technology helps them differentiate
themselves from their competition.

* Nearly two in five accountants think of technology is an expense.

But larger firms view technology as a competitive differential twice as often
as smaller firms.

Technology investments are treated as an asset on the balance sheet but
more likely viewed as an expense. Off-the-shelf computer software may be
eligible for a Section 179 deduction, but this paradox of asset versus
expense is likely to increase as more and more software moves to the cloud
and accountants become subscribers paying monthly fees rather than users
buying licenses.

Tax and accounting technicalities aside, the bigger challenge is evident in
how accountants view technology as a necessary evil. It is more likely seen
as a cost of doing business rather than an investment for creating a
business.

One huge factor in creating this view could be how technologies are
marketed by vendors. It is not uncommon to hear technology sales pitches
that claim to save time and money. Ever heard of a technology that claims
to make time and money?
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27. Three Apps to Automate
Business Networking

New technologies harvest social media data, suggest how to
write the perfect follow-up email, and schedule appointments.

Have you found yourself attending a networking meeting and spending
most of the time with just one or two persons you already know? You are
not alone. It’s challenging to get the communication started and to keep it
going. It is an even more daunting task to make killer impressions and walk
out with connections that will help you and your business.

But that’s where new technology comes into the picture. You don’t have to
the best-dressed person in the room, nor the smoothest talking or most
knowledgeable. You just need to have the right apps. From thousands of
apps and websites that I have personally tested, here are three that could
make you a networking hero.

1. Before Meeting: Use CharlieApp

CharlieApp (chatlieapp.com) compiles one-page summaries on the people
you’re about to meet with, before you see them. An hour before every
meeting in your calendar, Charlie makes sure you walk in with the
intelligence you need to make a killer impression: Breaking news on their
company, the passions and hobbies you both had no clue you shared, their
professional history, and much more. You get Charlie’s insights by email,
you can see them on your cell phone inside the ChartlieApp or online. Don’t
have a meeting scheduled? You can simply request insights on any person
on the CharlieApp website and the report about that person is ready within
minutes. Great for conversation starters. For example, before a call to a
senior partner at one firm, CharlieApp showed me news about a bunch of
new recruitments there. I started the call with that news and I could feel the
excitement and happiness in his voice.

2. To resonate well with others: Use CrystalKnows

CrystaKnows (Register for free here: goo.gl/KdnBCv) is an awesome
technology that combines social media curation with psychological
assessments to tell you about the personality traits of people you want to
know about, and suggest what to write, how to write and what to say to
them. It is simply astonishing technology. It integrates with Gmail so right
inside Gmail you can get full guidance on how to write to that person. It
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33. Six Steps for a Better Tax
Season

How some smart firms spent their summer vacations.

When a new busy season is fast approaching and vacation season is coming
to an end, you may notice that some firms haven’t been taking time off.
They’ve been assessing the lessons from last busy season to apply to the
next busy season.

Here are six of the things that the most innovative firms have been doing.
And no, they aren’t what you might necessarily expect.

1. Niche Identification

Every now and then technology and laws change, which inevitably uncover
new opportunities in the marketplace. Visionary firms and aggressively
ambitious accountants find such changes, and discover how to make the
most of such changes by creating niche services or products around such
changes, before others.

2. Trend-spotting

Tax season is like being in another world, more often than not pretty
detached from the world around. Most technology providers that cater to
accounting professionals work hard during tax season to get ready with new
features, products and processes. Immediately after the tax season, all of
these new things come to market. Progressive firms step out and look for
the cool new innovations and try them out. Pioneers identify trends and
ride them, even if it means risking some of their time and profits. Visionary
firms try new trends eatly.

3. Increase Client Interactions

One of the top reasons accounting firms lose clients is communication —
rather, lack of it. And hence, contrary to the popular belief, it is not just
during the tax season that leading firms follow up with clients. After the tax
season, savvy firms use the tax season after-glow to build stronger
relationships. The clients of such firms generally do not say, “I meet my
accountant only once a year.”

4. Rethink Business Models

Why change what has worked for years? Leading firms don’t think so. They
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37. Can You Escape this Crazy Eight
Trap at Your Firm?

Eighty percent of business leaders fall into a common trap called the “Crazy
Eight.” They try to delegate, but quickly get frustrated and take back
responsibility. They become overwhelmed as they try to do too much
themselves, get stuck in the day-to-day issues, and end up becoming the
bottleneck in their company. Then they go round this Crazy Eight again
and again.”

Is your firm too endlessly running through this Crazy Eight trap?

The Crazy Eight was devised by consultant Steve Tappin, CEO of the
Xinfu consulting firm and a BBC TV host. He says “resisting the
temptation to micro-manage is one of the hardest leadership skills to
learn.”

How Can You and Your Firm Escape the Crazy Eight Trap?

In physics, escape velocity is the speed at which the kinetic energy, plus the
gravitational potential energy of an object, is zero. It is the speed needed to
break free from the gravitational attraction of a massive body, without
further propulsion. A rocket moving out of a gravity field does not actually
need to attain escape velocity to do so, but could achieve the same result at
any speed with a suitable mode of propulsion and sufficient fuel.

So, if you too are endlessly going round and round in this Crazy 8 Trap, you

b3

want that “escape velocity
“sufficient fuel.”

or “a suitable mode of propulsion” and
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47. Readers Sound Off on Liberty,
H&R Block Plans to Launch
Bookkeeping Services

New strategic ally, or competitive threat?

Practitioners are actively debating the effects and impact of H&R Block and
Liberty jumping into the bookkeeping business.

“This is an opportunity to highlight quality,” says Wesley Middleton, head
partner at Middleton Raines in Houston. “The only person who has
something to worry about are those that are only focused on price.”

Not all practitioners agree in the discussion which began at
cpatrendlines.com and has spilled onto the 40,000-member CPA Trendlines
LinkedIn group.

“What a wonderful opportunity for bookkeepers to start working with their
local H&R Block or Liberty branch on a sub-contracted basis to provide
bookkeeping services for them,” says Dean Allan of BookPals in Australia,
where H&R Block is a familiar sight. They are “usually small, local offices,
with a couple of accountants providing tax return services and one or two
office staff providing support and administration services to the
accountants.”

Allan points out that it will likely be support staff who collate client data.
“This raises the age-old problem that all bookkeepers face: The support
staff are limited to the number of records they can process based on how
many hours a day they can find to carry out bookkeeping services. So, what
does the H&R Block office do? Employ more supportt staff and face the
added overhead associated with employing new staff, or start looking for
local bookkeepers to help them on a contracted basis with the increased
workload?”

Allan says, “If I was a bookkeeper in the U.S. I would be arranging to take
my local H&R Block and Liberty Tax Service business owner out for a cup
of coffee as soon as possible, because I think there is a wonderful
opportunity to increase, not lose business with this announcement.”

Katrina Geety, CPA, president of Geety, Blair & Araya and founder of
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50. Five Stealth Growth Strategies
Accountants Are Using Now

I love asking accountants, What are you doing differently this year to bring
in more clients? I’'ve asked hundreds, maybe thousands, of accountants that
question over the years. I love the answers.

Notice the word “differently.” Here are the top five stealth growth
strategies accountants are using right now to grow their practice. Why are
we calling these “stealth” strategies? Because not many people at these
firms or the clients of these firms were aware of what they were doing until
things actually happened. It’s stealthy, because even competitors couldn’t
know about it.

1. Buying.

We were told by so many CPAs that they are buying someone else’s
practice that we feel it is one of the most common strategies now. And
these “buyers” are not midsized or large firms. Many solo practitioners are
buying others out. With many older CPAs retiring, buying another practice
is an attractive choice for even the smallest firms.

2. Embracing the Shared Economy.

Getting and retaining talented staff are among the top issues for firms of all
sizes. Understandably, salaries for the best talent are at historic highs. So
how are smaller firms adjusting to this new reality? They are embracing the
“1099 Economy” or the Shared Economy wave. They are aggressively
using outsourcing as a strategy to overcome staff turnover and the staffing
shortage challenge. They are also engaging more temporary workers on a
regular basis to manage growth in business volume. This is also a definite
shift towards accountants valuing their own time more carefully and
achieving a better work-life balance.

3. Head over hands.

It is not uncommon to hear from accountants that they are fully in the
cloud. With a huge jump in third party software that neatly integrates with
accounting and tax platforms, automation of data processing is on the
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upswing. Bank feeds are getting automatically imported into accounting
software more and more. With that, the shift towards selling interpretations
and insights is visible. Accountants are more and more intent in using their
heads than their hands to reduce longer working hours, while boosting their
incomes.

4. Special focus on being a specialist.

There are riches in the niches. Everyone seems to know this but there was
always the fear that if we don’t sell everything to anyone and everyone, we’ll
lose that business. No more. While the standard list of services is as before,
you can easily find that many CPA firm websites now displaying industries
as the key navigation link. This is because of two key reasons: 1)
accountants are indeed becoming specialists in certain chosen industries so
that they can offer deeper insights to their clients, at premium fee rates, of
course, and 2) geographical boundaries are being aggressively destroyed by
cloud technologies.

5. Getting clients to chase accountants, not the other way around.

We are hearing from more accountants than ever before that they are
investing in technologies that help them get found by the prospects online.
The strategy, named inbound marketing, is being implemented by almost all
rapidly growing firms. And the costs of inbound technology
implementations have come down significantly as more and more
marketing professionals have made that as their business.
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53. Decide to be Decisive

Decisiveness defines success in Accounting: Firms of all sizes agree.
Wisdom, they say, does not fail the test of time.

"Think and Grow Rich," a path-breaking book published in 1937, was
based on the results of more than twenty years of research of a large
number of individuals who achieved great wealth during their lifetimes. The
author, Napoleon Hill, wrote:

“Analysis of several hundred people who had accumulated fortunes
well beyond the million-dollar mark, disclosed the fact that every
one of them had the habit of reaching decisions promptly, and of
changing these decisions slowly, if, and when they were changed.
People who fail to accumulate money, without exception, have the
habit of reaching decisions, if at all, very slowly, and of changing
these decisions quickly and often”.

Our research with CPA Trendlines into “The Essential Success Traits of
Entreprencurial Accountants” shows that accountants rate "decisiveness" as
the single most important success trait. And it is not just about “thinking”
to grow rich. It is about the day-to-day experience of accountants at the
more than 500 firms surveyed.

While smaller firms (solo practitioners and those with up to ten persons)
were usually less decisive compared to other firms, these smaller firms also
rated themselves to be less decisive compared to others at similar sized
firms.

The results indicate, not so surprisingly, that as firm size grows,
decisiveness keeps increasing. Actually, it is the other way around. It is
becanse of decisiveness, that the firms grow.

But, after reaching the coveted 500-person mark, firms tend to think that
they are less decisive and that others are far more—nearly twice—decisive
than them.

Not only do the large firms rate their own decisiveness lower than firms of
all other sizes, they also say others are twice as decisive as they are. With
meticulously devised processes, defined by much larger experience in
handling work and projects, the latest technologies and powerful resource
capabilities, one would expect that large firms must be more decisive than
others. We therefore decided to dig in further for insights from the
participants with more than 500 persons in their firms.
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About the Publisher

Tax, accounting and finance professionals worldwide rely on CPA
Trendlines to deliver the actionable intelligence they need to identify and
act on emerging issues and opportunities.

We specialize in high-quality, concise executive briefings designed to help
busy professionals improve their organizations, advance their careers, and
enhance their lives. Our reports are relevant, timely and to-the-point,
providing only the most essential, most practical, information. Many are
readable in under an hour and are immediately actionable.

— Rick Telberg
President / CEO
CPA Trendlines

Bay Street Group LLC
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CPA Trendlines PRO Membership

cpatrendlines.com

PRO Members of CPA Trendlines enjoy 24/7 sitewide access to
cpatrendlines.com. To upgrade to PRO Membership and gain instant access
to the entire vault, click GoProCPA.com.

PRO Members find the data and analysis needed for practice growth and
career success, plus exclusive research, insights, and commentary on the
most pressing issues and fastest-changing trends. No fluff. No hype. Just
the facts and figures, insights and implications, that professionals need for
smarter, faster, data-based decision-making to advance their carecers and
their organizations.

PRO Members are leaders, influencers and decision-makers in their
organizations and in the profession — Owners, Sole Practitioners, Partners,
Principals, Directors, Senior Managers, C-Class Executives, and Managing
Partners — The people in leadership who make and contribute to the
decisions of their firms and their own careets.

Only PRO Members get full and exclusive sitewide access to more than
100,000 tools, tips, facts, figures, insights, and implications on best
practices, innovative strategies, emerging trends, critical issues, and new
opportunities — all dedicated to practice management and growth, and
personal professional development.

CPA Trendlines has been recognized as among the most influential
organizations in the profession.

CPA Trendlines features the advice and experience of the tax and

accounting profession's leading experts, consultants, and working

practitioners, augmented by real-life case studies, research surveys,
checklists, and worksheets.

All the content is carefully chosen and curated by CPA Trendlines' founder
and CEO Rick Telberg, who has been working as an analyst, consultant,
editor, publisher, commentator and pioneering entrepreneur in the tax and
accounting profession since launching AccountingT'oday in the 1990's. He
is also president and CEO of Bay Street Group LLC, the parent company
of CPA Trendlines and one of the industry's leading independent research
and advisory firms, at baystreetgroup.com.

In addition to full and exclusive 24/7 access to the vault of content at
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cpatrendlines.com, PRO Members receive at no extra charge email updates
on new developments in the profession, notifications of new reports on the
website, new product alerts and special offers and discounts. Plus:
Members-only surveys and studies reporting emerging trends in strategy
and key financial and operating benchmarks, on such subjects as hiring
trends, wages & compensation issues, pricing policies, real-time tax season
benchmarks, and marketing strategies.

And, yes, PRO Members get discounts of at least 20 percent on all
purchases at store.cpatrendlines.com with a members-only coupon code --
in addition to any special discounts offered to non-members.

New PRO Members receive a basket of free welcome gifts, worth about the
price of annual membership. New members can sign up with a no-risk,
seven-day free trial. Cancel anytime within the first seven days and you
won't be charged. Plus, You can keep all the great welcome gifts.

Prospective PRO Members have two offers to choose from, a monthly
plan, which is especially convenient, and an annual plan, which is the most
economical option.

PRO Members qualify for our special VIP priority concierge service — eatly
notifications, special handling on all orders, and white-glove treatment in all
respects.
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More from CPA Trendlines

at store.cpatredlines.com

Browse the growing list of resources, including:
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Advance Praise for Accountaneur®

“Accountants need to be more than just accountants and Hitendra creates a
way for accountants to look at themselves. He calls it the Accountaneur®.
This book contains a great deal of new thought about what accountants
should be doing. It is a required read for all professionals, partners and
non-partners. Leaders at accounting firms have a huge responsibility to
create a business environment conducive for growth and achievement, not
just at their firms, but especially for their clients. Hitendra brings a
perspective that helps accounting firm leaders find answers to key questions
that will lead to entrepreneurial achievement.”

— Aungust |. Aquila, CEO, AQUILA Global Advisors 1.L.C,
consultant to professional service firms, anthor and speaker.

“What impressed me the first time I met Hitendra is his drive to help others
reach their potential. This book does just that. You will learn and appreciate
what an important role the accountant plays in our business and personal
lives. Hitendra makes the profession come alive. If you are in the

[k

accounting profession, or thinking about it, you must read this book

-- Chester Elton, New York Times best-selling anthor
of ""T'he Carrot Principle,” " All In"" and "W hat Motivates Me"

“Entrepreneurs create wealth and opportunities for others. Entreprenecurial
accountants make it possible for entrepreneurs. Accountaneur® is a probing
question-bank for accountants who want to be entreprencurial.”

— Allan D. Koltin, CPA,
CEO, Koltin Consulting Group Inc.
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Behind every successful man, there is a woman. I think behind every
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dedicate this book to my lovely wife, Soni, whose years of encouragement,
unflinching support and care, through thick and thin, and the staunch belief
in me that I can help people live their true potential, has made it possible
for this book to take shape. She has been my sounding board for many of
the topics covered in this book, the untiring test-user of my writing, my
critic to prune all the gibberish that otherwise would have found its way
into my writing, and asking me innocent questions from a reader’s
perspective—questions that were mighty difficult for me to answer, but
which made me focus on delivering value in each of the subjects I touched.
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1. Who Is an Accountaneur®?

Think different.

Compare yourself with any accountant in your area. You both have similar
educational qualifications. You both have similar experience. You both use
similar software applications. You both have similar tools and skills. The
profiles of your clients are almost similar. So what differentiates you from
others?

It is how you think. How do entrepreneurial accountants think? Taking a
cue from several research studies across different professions and industries
that identify traits, strengths, talents, skills, values and beliefs, we tried to
identify the most common attitudes and beliefs of successful accountants
who can be deservedly called as entrepreneurs in the true sense of the word.

Dictionary: Entrepreneur
[ahn-truh-pruh-nur, -noo r; French ahn-truh-pruh-ncer]

1. a person who organizes and manages any enterprise, especially a
business, usually with considerable initiative and risk.

2. an employer of productive labor; contractor.

Celebrity Author T. Harv Eker! defines entrepreneur as: “a person who
solves problems for people for profit or for pay.” Using these perspectives
about the word “entrepreneur,” let us try to define what or who an
Accountaneur is.

An Accountaneur® is: an entrepreneur whom, with considerable initiative
and risk, organizes and manages a business that provides tax, accounting
and advisory services to solve problems for people for profit or for pay, by
employing productive labor and technologies. So, the difference between an
Accountaneur® and an accountant lies in his or her traits, strengths, talents,
skills, values and beliefs.

There are three types of people in the professional world. Those who work
for others, i.c. in a job. Those who work for themselves, i.e. who create a
job for themselves. And those who create jobs for others. An
Accountaneur® either works for him or herself or is the one who creates

I http:/ /www.harveker.com/
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jobs for others in the tax and accounting profession.

Are you an Accountaneur®? If you work for yourself or if you have created
jobs for others in the tax and accounting profession, you are an
entrepreneut, rather an Accountaneur®. You are an Accountaneur® if you
chose not take up a job, but chose instead to create a business.

Starting your own business was not just a flip of a coin decision. Several
thoughts went into that decision. Your thoughts defined your actions. And
your actions defined your craft. Through extensive research, we have
uncovered the common factors that foster entreprenecurial thinking in the
accounting profession.

From the various definitions of entreprencurship, two of the most succinct
ones we've found are: (1) “Entreprencurship is the pursuit of opportunity
without regard to resources currently controlled,” according to Professor
Howard Stevenson at Harvard Business School. And (2) “Imagining new
ends, using a given set of means,” according to Professor Saras D.
Sarasvathy, Darden School of Business at the University of Virginia.

Isn’t it an intriguing paradox? How does one think of new ends and hence
new opportunities, when resources are not adequate? In other words, given
a similar situation and similar resources, entrepreneurs think differently.
Accountaneurs®, therefore, think differently from accountants.
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2. How to Use This Book
We didn’t say read this book.

We are saying use this book. Because, we know that you, the
Accountaneur® will derive actionable insights from this book and
implement them in your practice.

When we meet truly entrepreneurial accountants, we feel and sense their
different ways of thinking; how they perceive the same situations differently
to find opportunities in what others perceive as threats; how they take
considerable initiative and risk, etc. And we figured out that there is a
common pattern in their thinking.

This book contains diverse topics ranging from human behavior science
insights, to how new technologies are transforming human life (including
technologies not from accounting industry), to the impact of generational
differences on the future of firm. Each topic is an easy, quick read and you
do not need to read the book at one go or several pages in a sitting. You
can take any chapter as you like and think of how will you leverage the
content to grow your practice.

The author will be happy to discuss thoughts and questions from as many
readers as humanly possible. You can email your thoughts, with specific
questions you may, have to hitendra@accountaneur.com.

Once you have read a chapter, make your own notes relevant to the current
situation of your practice. Then look at it as if you had your dream practice
right now. You may notice a stark contrast between your current state and
future vision. And when you identify that difference, work backwards to
make a to-do list of action points that will take you to your desired future.
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3. Why Accounting?

Your clients want to know your “why.”

Consider the notion that people don’t
buy what you do, they buy why you do
it. We are used to getting asked “What
do you do for living?” But when
someone asks “Why,” we have to dig
deeper to answer that question.

Celebrity author Simon Sinek wrote a
revolutionary book called “Start with

HOW
research results, “People don’t buy WHAT

Why.” He says, based on complex

what you do, they buy why you do it.”
He further adds, “those who know their why are the ones who lead.”

Sinek came up with what he calls The Golden Circle. Three circles — a circle
within a circle within a circle. The outside circle is “What,” the second circle
is “How,” and the innermost is “Why.”

Sinek further says go from the inside out instead of from outside in. Start
with Why.

The Why: it’s your core belief, which inspires you to do what you do
The How: the specific actions you take to convert your Why into reality

The What: the tangible results from your action, which people see as proof
of your acting on your Why

Sinek cites Apple as an example. He says Apple starts with “a purpose,
cause or belief that has nothing to do with what they do.” Companies and
organizations with a clear sense of why never worry about the challenge of
differentiation. They don’t think of themselves as being like anyone else and
they don’t have to convince anyone of their value. They are different and
everyone knows it. They start with why in everything they do.

Apple says, “In everything we do, we believe in challenging the status
quo. The way we challenge the status quo is by making our products
beautifully designed, simple to use and user-friendly. And we happen to
make great computers.” That’s the why, the how and the what.

How do accounting firms express what they do? Most firms’ websites show
a curious commonality in explaining what they do.
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6. Four Leadership Strengths that
Define Accountants

How clients value the intangibles.

“What leader has the most positive influence in your daily life?”

The answers to that Gallup Poll question may be astoundingly important
for CPAs who strive to make a positive difference in the lives of their
clients.

Here’s why: CPAs already possess the authority and position to exercise the
type of leadership with clients that can make a tangible and practical
difference on a day-to-day basis. In a second question, Gallup asked
respondents to list the words that best describe what that leader contributed
to their lives. Then Gallup boiled down the words into four categories, each
clearly important to practicing accountants:

Trust (i.e.: honesty, integrity and respect): Clients expect to see an
accounting firm as an honest entity. They want to experience integrity in all
their transactions with the firm. They respect accountants for their
knowledge, wisdom and expertise. And they trust their accountant can
guide them through business or financial challenges.

Compassion (i.c.: caring, friendship, happiness and love): For many
accountants I know, their greatest joys come from knowing they touched a
client’s life in some way. The challenge, of course, is creating

the compassionate cultnre across the firm.

Stability (i.c.: security, strength, support and peace): You thought IT
security was a necessary evil? Just the knowledge that your systems and
processes are secure and safe gives your clients a tremendous sense of
stability. It takes away their worries. Note the word “peace.” Peace of mind
is not something that emerges from just one act. It is a comprehensive
thing.

Hope (i.c.: direction, faith and guidance): This is the North Star
phenomenon that many firms can simply miss in day-to-day drudgery. A
leader is a dealer of hope. Accountants provide direction and guidance to
keep alive clients’ hopes of better financial lives.

Clients already expect their CPA to be a leader in their lives. CPAs merely
need to fill the role.
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9. The One Word that Can Make
Accountants Rich

How to see success through the client’s eyes.

Really? Can just one word make you rich? You must be kidding! Hang on a
second!

Because the meaning of “success” varies from person to person before we
unpack that one (magical) word, we need to agree on what is meant by
success. According to a National Success Project Survey, which was
conducted to determine what success means to Americans today, a
whopping 90 percent believe that success is more about happiness.

* For every 2 out of 3 surveyed Americans, success means:
“Achieving personal goals” and “good relationships with friends
and family.”

® Three out of 5 surveyed people said success is: “Loving what you
do for a living.”

¢ Oanly 1 out 5 equated success with monetary wealth.

But success might mean something different to accountants: Their own
success, and that of their clients.

Achieving personal goals:

In a service business, our own achievements are directly integrated with the
achievements of those we serve. It is impossible for an accountant to be
successful if his/her clients are making losses or not making enough
progress.

Therefore, for an accountant to achieve personal goals, the accountant
wants to help clients achieve theirs. Does that give you a hint toward that
magical one word that can make you successful?

Good relationships with friends and family:

Relationships are like farming or gardening. You have to give them care and
attention. It takes nurturing efforts. That needs time.
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12. Ten Things That Accountants
Didn’t Need to Worry about Ten
Years Ago

Now, what do you do about it?

There is a shift in how people make their buying decisions and

actually how they buy. Accordingly, there is a total transformation how
people sell their products and services. And it’s impacting the CPA business
in at least 10 ways:

1. Social Media: Ten years ago, “media” was some music that all of you
enjoyed at “social” events like weddings, parties or maybe pubs. Now if
your firm is not on Facebook, Twitter, LinkedIn and even Instagram, your
firm might be facing the music.

2. Customer Ratings: Ten years ago, you got referrals due to word-of-
mouth customer ratings. You probably lost a few clients because of the
same thing. But now you can get or lose customers without any referral as
they can see your independently authenticated customer ratings on several
websites.

3. Cloud: Ten years ago, you were annoyed by clouds that blocked the view
of the stars and full moon at a late evening open-air dinner with your loved
ones. Now you can get annoyed by cloud (software) in the daytime, at your
office and at your home.

4. Software Costs: Ten years ago, you paid once for software and maybe a
little more for annual updates. Now you pay every month. Being an
accountant, you suddenly see break-even time and total cost of ownership
being quite a challenge, most likely because you may not have built these
changes into your pricing.

5. Handheld Devices: Ten years ago, clients and staff came to your
location. Now your firm has to go to the client and many times, even to
your staff’s location! This has its challenges of coordination management.

6. Non-Local Competition: Ten years ago, you were wotried about the
firm next door or down the street. Now you are worried about your
competitor from 400 or 4,000 miles away.

7. No One Else Can Do What You Can Do: Ten years ago, people came
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15. Six Secret Keys to the Mind of
the Entrepreneur

And how accountants can leverage them to be trusted advisors.

It’s said that accountants are the trusted advisors of their clients. But in
reality it’s a myth — as far as business owner clients are concerned.

Peer groups, associations, similar business owners, people from the same
industry... Entreprencurs don’t listen to anyone else who has not been
there, done that. They may hear. But they rarely listen.

After talking to several business owners about what they expect from their
accountants, we figured out six key insights into how entrepreneurs think. It
goes back to what Simon Sinek was saying in an carlier chapter about the
“what,” “how,” and “why” of business.

1. Entrepreneurs understand only their own. Entrepreneurs are driven.
They are in pursuit of their dream. They are in their own world. They have
jumped in the water because they are passionate about their aim. As an
accountant, you can only try to tell them the big challenges in their
accounts. When you do so, they will become even more driven. It’s not
about presenting accounts at all. So what can you do?

It’s about first understanding their “why,” their passion, and then telling
them if they are closer to achieving their dream or actually drifting away
from it. That will make them feel you are their trusted advisor.

2. Entrepreneurs don’t select from choices. Steve Jobs created the iPod,
iPhone and iPad, when none existed before. He created a choice.
Accounting information can show some choices to them to control or
augment what they already have, such as losses or profits. But it cannot
create a choice. More likely than not, they will look at this information, say
hmm... And then they may ask for more details and logic. And then they
will simply do what they want. They will create new choices so that their
current challenges are overcome or do not recur. So what can you do?

As an accountant, you may be well advised to just tell them that the
situation demands for them to create some more choices. Don’t tell them
the what. Such as, “you need to reduce your overhead.” Instead, tell them
the why. “Look, you are making no money because your overhead is too
high.”
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19. The Only Three Ways
Accountants Earn an Entrepreneur’s
Trust

Deliver these three results to ensure practice success.

Entreprenecurs deal with uncertainty all the time. And they look to
accountants to deliver them some kind of certainty in those uncertainties.
When accountants consistently deliver an ability for entrepreneuts to
navigate their uncertainties in a better way, accountants earn their trust.

There are only three ways accountants earn entrepreneur’s trust...

1. Past: When you help entrepreneurs know how they (really) did

This is the traditional financial statements and tax services outcome.
Entrepreneurs hire accountants to get an unbiased and compliant view of
their business. It is a rearview mirror action, but entrepreneurs want to
know from an expert that their numbers are accurate and whether they are
going to pay only the fair share of taxes. They rely on accountants to ensure
that satisfaction. Entrepreneurs trust the accountants to do an unbiased job,

in accordance to the law.

2. Present: When you help entrepreneurs manage their reputation and
continuity in business

This may sound strange at first. But when entrepreneurs want accountants
to help them with budgets, cost accounting, cash flow planning and
management, tax planning, etc., they are actually seeking to protect their
reputation and manage business continuity.

No smart entrepreneur will ever want to have continued delays in payments
to vendors and employees. They know an impeccable financial reputation in
the market brings them advantages of lower interest rates, better pricing
from vendors and attracting talent to their companies. It has a direct impact
on their bottom line and the money they make at the end of the day. For
example, they want to know what they need to do to ensure they remain in
business. For instance: how to reduce slow-moving inventory to release
operating cash.
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23. You Don’t Think Technology
Helps Get New Clients?

Turn “necessary evil” into “welcome angel.”

“New clients do not come to me because I have accounting software,” the
owner of a small Los Angeles firm was telling me. “They hire me because I
am a CPA.”

Does that summarize how accountants view technology spending?

The Accounting Firm Operations and Technology Sutvey (available from
CPA Trendlines) gives us a surprising insight into how primary technology
purchasing decision-makers view technology spending.

Key findings indicate:

*  Nearly one in six accountants thinks technology investments are
revenue-neutral.

*  One in two accountants thinks technology helps them differentiate
themselves from their competition.

* Nearly two in five accountants think of technology is an expense.

But larger firms view technology as a competitive differential twice as often
as smaller firms.

Technology investments are treated as an asset on the balance sheet but
more likely viewed as an expense. Off-the-shelf computer software may be
eligible for a Section 179 deduction, but this paradox of asset versus
expense is likely to increase as more and more software moves to the cloud
and accountants become subscribers paying monthly fees rather than users
buying licenses.

Tax and accounting technicalities aside, the bigger challenge is evident in
how accountants view technology as a necessary evil. It is more likely seen
as a cost of doing business rather than an investment for creating a
business.

One huge factor in creating this view could be how technologies are
marketed by vendorts. It is not uncommon to hear technology sales pitches
that claim to save time and money. Ever heard of a technology that claims
to make time and money?
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27. Three Apps to Automate
Business Networking

New technologies harvest social media data, suggest how to
write the perfect follow-up email, and schedule appointments.

Have you found yourself attending a networking meeting and spending
most of the time with just one or two persons you already know? You are
not alone. It’s challenging to get the communication started and to keep it
going. It is an even more daunting task to make killer impressions and walk
out with connections that will help you and your business.

But that’s where new technology comes into the picture. You don’t have to
the best-dressed person in the room, nor the smoothest talking or most
knowledgeable. You just need to have the right apps. From thousands of
apps and websites that I have personally tested, here are three that could
make you a networking hero.

1. Before Meeting: Use CharlieApp

CharlieApp (chatlieapp.com) compiles one-page summaries on the people
you’re about to meet with, before you see them. An hour before every
meeting in your calendar, Charlie makes sure you walk in with the
intelligence you need to make a killer impression: Breaking news on their
company, the passions and hobbies you both had no clue you shared, their
professional history, and much more. You get Charlie’s insights by email,
you can see them on your cell phone inside the ChartlieApp or online. Don’t
have a meeting scheduled? You can simply request insights on any person
on the CharlieApp website and the report about that person is ready within
minutes. Great for conversation starters. For example, before a call to a
senior partner at one firm, CharlieApp showed me news about a bunch of
new recruitments there. I started the call with that news and I could feel the
excitement and happiness in his voice.

2. To resonate well with others: Use CrystalKnows

CrystaKnows (Register for free here: goo.gl/KdnBCv) is an awesome
technology that combines social media curation with psychological
assessments to tell you about the personality traits of people you want to
know about, and suggest what to write, how to write and what to say to
them. It is simply astonishing technology. It integrates with Gmail so right
inside Gmail you can get full guidance on how to write to that person. It
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33. Six Steps for a Better Tax
Season

How some smart firms spent their summer vacations.

When a new busy season is fast approaching and vacation season is coming
to an end, you may notice that some firms haven’t been taking time off.
They’ve been assessing the lessons from last busy season to apply to the
next busy season.

Here are six of the things that the most innovative firms have been doing.
And no, they aren’t what you might necessarily expect.

1. Niche Identification

Every now and then technology and laws change, which inevitably uncover
new opportunities in the marketplace. Visionary firms and aggressively
ambitious accountants find such changes, and discover how to make the
most of such changes by creating niche services or products around such
changes, before others.

2. Trend-spotting

Tax season is like being in another world, more often than not pretty
detached from the world around. Most technology providers that cater to
accounting professionals work hard during tax season to get ready with new
features, products and processes. Immediately after the tax season, all of
these new things come to market. Progressive firms step out and look for
the cool new innovations and try them out. Pioneers identify trends and
ride them, even if it means risking some of their time and profits. Visionary
firms try new trends eatly.

3. Increase Client Interactions

One of the top reasons accounting firms lose clients is communication —
rather, lack of it. And hence, contrary to the popular belief, it is not just
during the tax season that leading firms follow up with clients. After the tax
season, savvy firms use the tax season after-glow to build stronger
relationships. The clients of such firms generally do not say, “I meet my
accountant only once a year.”

4. Rethink Business Models

Why change what has worked for years? Leading firms don’t think so. They
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37. Can You Escape this Crazy Eight
Trap at Your Firm?

Eighty percent of business leaders fall into a common trap called the “Crazy
Eight.” They try to delegate, but quickly get frustrated and take back
responsibility. They become overwhelmed as they try to do too much
themselves, get stuck in the day-to-day issues, and end up becoming the
bottleneck in their company. Then they go round this Crazy Eight again
and again.”

Is your firm too endlessly running through this Crazy Eight trap?

The Crazy Eight was devised by consultant Steve Tappin, CEO of the
Xinfu consulting firm and a BBC TV host. He says “resisting the
temptation to micro-manage is one of the hardest leadership skills to
learn.”

How Can You and Your Firm Escape the Crazy Eight Trap?

In physics, escape velocity is the speed at which the kinetic energy, plus the
gravitational potential energy of an object, is zero. It is the speed needed to
break free from the gravitational attraction of a massive body, without
further propulsion. A rocket moving out of a gravity field does not actually
need to attain escape velocity to do so, but could achieve the same result at
any speed with a suitable mode of propulsion and sufficient fuel.

So, if you too are endlessly going round and round in this Crazy 8 Trap, you

b3

want that “escape velocity
“sufficient fuel.”

or “a suitable mode of propulsion” and
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47. Readers Sound Off on Liberty,
H&R Block Plans to Launch
Bookkeeping Services

New strategic ally, or competitive threat?

Practitioners are actively debating the effects and impact of H&R Block and
Liberty jumping into the bookkeeping business.

“This is an opportunity to highlight quality,” says Wesley Middleton, head
partner at Middleton Raines in Houston. “The only person who has
something to worry about are those that are only focused on price.”

Not all practitioners agree in the discussion which began at
cpatrendlines.com and has spilled onto the 40,000-member CPA Trendlines
LinkedIn group.

“What a wonderful opportunity for bookkeepers to start working with their
local H&R Block or Liberty branch on a sub-contracted basis to provide
bookkeeping services for them,” says Dean Allan of BookPals in Australia,
where H&R Block is a familiar sight. They are “usually small, local offices,
with a couple of accountants providing tax return services and one or two
office staff providing support and administration services to the
accountants.”

Allan points out that it will likely be support staff who collate client data.
“This raises the age-old problem that all bookkeepers face: The support
staff are limited to the number of records they can process based on how
many hours a day they can find to carry out bookkeeping services. So, what
does the H&R Block office do? Employ more supportt staff and face the
added overhead associated with employing new staff, or start looking for
local bookkeepers to help them on a contracted basis with the increased
workload?”

Allan says, “If I was a bookkeeper in the U.S. I would be arranging to take
my local H&R Block and Liberty Tax Service business owner out for a cup
of coffee as soon as possible, because I think there is a wonderful
opportunity to increase, not lose business with this announcement.”

Katrina Geety, CPA, president of Geety, Blair & Araya and founder of
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50. Five Stealth Growth Strategies
Accountants Are Using Now

I love asking accountants, What are you doing differently this year to bring
in more clients? I’'ve asked hundreds, maybe thousands, of accountants that
question over the years. I love the answers.

Notice the word “differently.” Here are the top five stealth growth
strategies accountants are using right now to grow their practice. Why are
we calling these “stealth” strategies? Because not many people at these
firms or the clients of these firms were aware of what they were doing until
things actually happened. It’s stealthy, because even competitors couldn’t
know about it.

1. Buying.

We were told by so many CPAs that they are buying someone else’s
practice that we feel it is one of the most common strategies now. And
these “buyers” are not midsized or large firms. Many solo practitioners are
buying others out. With many older CPAs retiring, buying another practice
is an attractive choice for even the smallest firms.

2. Embracing the Shared Economy.

Getting and retaining talented staff are among the top issues for firms of all
sizes. Understandably, salaries for the best talent are at historic highs. So
how are smaller firms adjusting to this new reality? They are embracing the
“1099 Economy” or the Shared Economy wave. They are aggressively
using outsourcing as a strategy to overcome staff turnover and the staffing
shortage challenge. They are also engaging more temporary workers on a
regular basis to manage growth in business volume. This is also a definite
shift towards accountants valuing their own time more carefully and
achieving a better work-life balance.

3. Head over hands.

It is not uncommon to hear from accountants that they are fully in the
cloud. With a huge jump in third party software that neatly integrates with
accounting and tax platforms, automation of data processing is on the
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upswing. Bank feeds are getting automatically imported into accounting
software more and more. With that, the shift towards selling interpretations
and insights is visible. Accountants are more and more intent in using their
heads than their hands to reduce longer working hours, while boosting their
incomes.

4. Special focus on being a specialist.

There are riches in the niches. Everyone seems to know this but there was
always the fear that if we don’t sell everything to anyone and everyone, we’ll
lose that business. No more. While the standard list of services is as before,
you can easily find that many CPA firm websites now displaying industries
as the key navigation link. This is because of two key reasons: 1)
accountants are indeed becoming specialists in certain chosen industries so
that they can offer deeper insights to their clients, at premium fee rates, of
course, and 2) geographical boundaries are being aggressively destroyed by
cloud technologies.

5. Getting clients to chase accountants, not the other way around.

We are hearing from more accountants than ever before that they are
investing in technologies that help them get found by the prospects online.
The strategy, named inbound marketing, is being implemented by almost all
rapidly growing firms. And the costs of inbound technology
implementations have come down significantly as more and more
marketing professionals have made that as their business.
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53. Decide to be Decisive

Decisiveness defines success in Accounting: Firms of all sizes agree.
Wisdom, they say, does not fail the test of time.

"Think and Grow Rich," a path-breaking book published in 1937, was
based on the results of more than twenty years of research of a large
number of individuals who achieved great wealth during their lifetimes. The
author, Napoleon Hill, wrote:

“Analysis of several hundred people who had accumulated fortunes
well beyond the million-dollar mark, disclosed the fact that every
one of them had the habit of reaching decisions promptly, and of
changing these decisions slowly, if, and when they were changed.
People who fail to accumulate money, without exception, have the
habit of reaching decisions, if at all, very slowly, and of changing
these decisions quickly and often”.

Our research with CPA Trendlines into “The Essential Success Traits of
Entreprencurial Accountants” shows that accountants rate "decisiveness" as
the single most important success trait. And it is not just about “thinking”
to grow rich. It is about the day-to-day experience of accountants at the
more than 500 firms surveyed.

While smaller firms (solo practitioners and those with up to ten persons)
were usually less decisive compared to other firms, these smaller firms also
rated themselves to be less decisive compared to others at similar sized
firms.

The results indicate, not so surprisingly, that as firm size grows,
decisiveness keeps increasing. Actually, it is the other way around. It is
becanse of decisiveness, that the firms grow.

But, after reaching the coveted 500-person mark, firms tend to think that
they are less decisive and that others are far more—nearly twice—decisive
than them.

Not only do the large firms rate their own decisiveness lower than firms of
all other sizes, they also say others are twice as decisive as they are. With
meticulously devised processes, defined by much larger experience in
handling work and projects, the latest technologies and powerful resource
capabilities, one would expect that large firms must be more decisive than
others. We therefore decided to dig in further for insights from the
participants with more than 500 persons in their firms.
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About the Publisher

Tax, accounting and finance professionals worldwide rely on CPA
Trendlines to deliver the actionable intelligence they need to identify and
act on emerging issues and opportunities.

We specialize in high-quality, concise executive briefings designed to help
busy professionals improve their organizations, advance their careers, and
enhance their lives. Our reports are relevant, timely and to-the-point,
providing only the most essential, most practical, information. Many are
readable in under an hour and are immediately actionable.

— Rick Telberg
President / CEO
CPA Trendlines

Bay Street Group LLC
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CPA Trendlines PRO Membership

cpatrendlines.com

PRO Members of CPA Trendlines enjoy 24/7 sitewide access to
cpatrendlines.com. To upgrade to PRO Membership and gain instant access
to the entire vault, click GoProCPA.com.

PRO Members find the data and analysis needed for practice growth and
career success, plus exclusive research, insights, and commentary on the
most pressing issues and fastest-changing trends. No fluff. No hype. Just
the facts and figures, insights and implications, that professionals need for
smarter, faster, data-based decision-making to advance their careers and
their organizations.

PRO Members are leaders, influencers and decision-makers in their
organizations and in the profession — Owners, Sole Practitioners, Partners,
Principals, Directors, Senior Managers, C-Class Executives, and Managing
Partners — The people in leadership who make and contribute to the
decisions of their firms and their own careers.

Only PRO Members get full and exclusive sitewide access to more than
100,000 tools, tips, facts, figures, insights, and implications on best
practices, innovative strategies, emerging trends, critical issues, and new
opportunities — all dedicated to practice management and growth, and
personal professional development.

CPA Trendlines has been recognized as among the most influential
organizations in the profession.

CPA Trendlines features the advice and experience of the tax and

accounting profession's leading experts, consultants, and working

practitioners, augmented by real-life case studies, research surveys,
checklists, and worksheets.

All the content is carefully chosen and curated by CPA Trendlines' founder
and CEO Rick Telberg, who has been working as an analyst, consultant,
editor, publisher, commentator and pioneering entrepreneur in the tax and
accounting profession since launching AccountingT'oday in the 1990's. He
is also president and CEO of Bay Street Group LLC, the parent company
of CPA Trendlines and one of the industry's leading independent research
and advisory firms, at baystreetgroup.com.

In addition to full and exclusive 24/7 access to the vault of content at
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cpatrendlines.com, PRO Members receive at no extra charge email updates
on new developments in the profession, notifications of new reports on the
website, new product alerts and special offers and discounts. Plus:
Members-only surveys and studies reporting emerging trends in strategy
and key financial and operating benchmarks, on such subjects as hiring
trends, wages & compensation issues, pricing policies, real-time tax season
benchmarks, and marketing strategies.

And, yes, PRO Members get discounts of at least 20 percent on all
purchases at store.cpatrendlines.com with a members-only coupon code --
in addition to any special discounts offered to non-members.

New PRO Members receive a basket of free welcome gifts, worth about the
price of annual membership. New members can sign up with a no-risk,
seven-day free trial. Cancel anytime within the first seven days and you
won't be charged. Plus, You can keep all the great welcome gifts.

Prospective PRO Members have two offers to choose from, a monthly
plan, which is especially convenient, and an annual plan, which is the most
economical option.

PRO Members qualify for our special VIP priority concierge service — eatly
notifications, special handling on all orders, and white-glove treatment in all
respects.
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More from CPA Trendlines
at store.cpatredlines.com

Browse the growing list of resources, including:

101 Questions and Answers: Managing an Accounting Practice
8 Steps to Great

Accounting Firm Operations and Technology Survey
Accounting Marketing 101 for Partners

Business Development on a Budget

CPA Firm Management & Governance

CPA Firm Mergers

CPA Firm Partner Compensation: The Art and Science
CPA Firm Partner Retirement / Buyout Plans

CPA Firm Retreats: The Do-It-Yourself Guide

CPA Firm Succession Planning: A Perfect Storm

Creating the Effective Partnership: Two-Volume Package
Effective Partner Relations and Communication

How CPA Firms Work: The Business of Public Accounting
How to Engage Partners in the Firm's Future

How to Operate a Compensation Committee

How to Review Tax Returns

Implementing Fee Increases

Leadership at its Strongest

Passport to Partnership

Professional Services Marketing 3.0

Quantum of Paperless: The Partners Guide to Accounting Firm
Optimization

Rosenberg MAP Survey: Annual National Study of CPA Firm Statistics
Sponsoring Women: What Men Need to Know

Strategic Planning and Goal Setting for Results

Tax Season Opportunity Guide

The 30:30 Training Method

The 90-Day Marketing Plan for CPA Firms

The Accountant's Social Media Handbook

The Client Service Idea Book

The Idea Book for Accounting Firm Hiring Managers

The Idea Book for Career Planning in Accounting

The Radical CPA

What Really Makes CPA Firms Profitable?

Winning Your First Client
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