
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

 

 

Everywhere accountants go, they are told that compliance is dying and they must move into advisory 

to survive. At PANALITIX, we don’t believe the outlook is quite so bleak; it’s quite alright to focus on 

delivering compliance efficiently without compromising quality, at a price point that clients are 

prepared to pay. And if you don’t want to retrain and upskill yourself so that you can confidently 

deliver advisory work, then don’t do so. It’s a matter of finding the right business model that makes 

sense for you.  

 

What IS important, however, is to ensure that the business model you settle on provides you with an 

enjoyable and stimulating environment as well as a good return on investment for the risk you take as 

a business owner. It was with that in mind that we commissioned a survey of the hundreds of 

accounting firms we work with around the world to better understand what drives the owners of 

those firms.  

 

 

We started our work by examining what we hear from accountants when they approach us to help 

them improve their business performance. Most typically, we’re asked to help with growth. With a 

significant number of those firms, we have been able to help them grow their businesses, most often 

by focusing first on optimizing internal processes to create capacity, and then providing 

methodologies, training and technology solutions to define and create new products, then market, sell 

and deliver those products to clients and prospects. 

 

If you just read the second half of that last sentence and thought ‘that sounds like hard work’, you are 

not alone. We have found that with many of our clients, sorting out workflow and creating capacity 

was more than enough for them. It gave them choices which they previously didn’t have. When it came 

down to it, they didn’t really have the appetite to put in the hard yards to grow their revenue. We have 

countless examples of firms that have changed tack when they realized that maintaining revenue, but 

dramatically reengineering their businesses to reduce client numbers, labor costs and other overhead 

made more sense to them. One, for example, recently reported revenue almost precisely the same as 

when the firm started work with us 10 years ago...but profit, already a reasonable number at the start 

of the process, had increased fivefold.  

 

Our conclusion is that people will often tell you what they think you want to hear (bear that in mind 

with your own clients as well!)  

 

 

 



 

 

 

These realizations led us to hold an internal workshop at PANALITIX with our coaching team. We 

challenged our own thinking and applied decades of cumulative experience in working with 

accounting firms to determine what we believed was important to accountants and distilled  

 

several hours’ work down to eight key drivers, being what we believed were the factors most 

important to owners of accounting businesses. Those eight were:  

 

DRIVER DEFINITION 

1 
Financial 

Security 

I need to secure my financial future. At a minimum, I need to maintain 

my living standards now and ensure my financial future is secure. My 

accounting business should help me achieve financial security. 

2 
Challenge / 

Stimulation 

I want to be challenged so I can continually learn, grow my skills and 

continue my professional development. My accounting business 

should provide intellectual and professional stimulation. 

3 Lifestyle 

I want to pursue things outside of my work. These include other 

business interests, my hobbies, my family, etc. My accounting 

business must accommodate my activities in other areas. 

4 
Impact / 

Contribution 

I want to know that my work positively impacts someone (my clients, 

my team, the community) or something (my business, another 

business, the economy etc.) My accounting business is a way I can 

make a positive impact. 

5 
Building / 

Entrepreneurship 

I want to build something that is ‘bigger than me’. An organization or 

legacy that will continue even if I am not there. My accounting 

business helps me be active as a business builder. 

6 
Social  

Status 

I want prestige and acknowledgement from my peers, team, clients 

and the community. I want them to recognize my contributions. My 

accounting business enables me to be respected in the community. 

7 
Clarity and 

Certainty 

I want certainty as to my future direction. I am most comfortable 

knowing what my future holds and insulating my life from the 

changes which occur in the world.  

8 Fun 

The environment in which I work (helping clients, managing my team, 

marketing and selling etc.) should be as enjoyable as possible. My 

accounting business must provide a fun environment. 



 

 

 

This list was in no particular order. We had some ideas internally as to which MIGHT be the most 

important but by now, we had decided that prejudging the market was not a good idea.  
 

 

 

Having established a set of drivers of behavior, we then considered how to validate our assumptions. 

We began by engaging with a small number of existing clients to gather initial feedback on whether or 

not we were ‘in the ballpark.’ Next, we extended the test into our work with a sample of new clients, 

requesting commentary on each driver in the preparatory work we deployed to them at the start of a 

project or coaching engagement. In all cases, the feedback was consistent - these were important 

issues to those people taking part in the research, to varying degrees. 

 

The next step was to better understand the relative importance of the drivers. To achieve this, we 

deployed a questionnaire using our proprietary ClientBuilder software. We requested all of our clients 

to complete the questionnaire and assign a score to each of the drivers. The instructions we provided 

to ensure consistency in scoring were:  

 

We’d like to understand the importance of these business objectives in your accounting business. Of course, 

they are all important...but they are not equally important.  

  

If you see an objective which is an absolutely critical outcome for you, you’d give it a high score. On the other 

hand, an objective which may be “nice-to-have” but is NOT a priority for you would attract a low score.  

  

The scoring scale ranged from 1 (Unimportant) to 7 (Very important). The questionnaire was deployed 

to owners of accounting businesses in Australia and New Zealand (ANZ) and the United States and 

Canada (North America). 

 



 

 

Taking all of the responses combined, the following scores were assigned to the eight drivers:  

 

DRIVER AVERAGE SCORE 

Financial Security 6.5 

Impact / Contribution 6.4 

Fun 6.1 

Lifestyle 6.0 

Challenge / Stimulation 5.6 

Building / Entrepreneurship 5.2 

Clarity and Certainty 5.0 

Prestige 3.8 

 
 

 

1. That financial security is the most important driver of behaviour for accounting business 

owners. Financial security means ensuring a level of comfort in the future (not just making a 

profit this year). This implies long term planning and ensuring any value created can be 

translated into financial security, perhaps through succession. 

 

2. Almost equally important as financial security is the importance of making a contribution. 

Impacting someone whether it be clients, team, the business environment, the regulatory 

environment, etc. This makes sense because this helps us with our day to day work. If we are 

making a contribution, routine things get easier.    

 

3. Then there is a gap before we hit fun. Whereas Impact / Contribution implies helping 

something else to be better, fun is more about working activities which are enjoyable at best 

and tolerable at worst. This might involve a change in the client base or the team with whom 

we work.  

 

4. Next comes lifestyle. For many of our clients, this means either working fewer hours in the 

business, or doing more enjoyable things in the business. But it can also relate to having the 

ability NOT to be in the business full time, or the flexibility to do other things outside of the 

business.  



 

 

 

5. Then there is quite a significant gap before we reach the next most important driver, being 

challenge / stimulation. The fact that this was not placed higher surprised us somewhat. We 

often hear from accountants that they want to be involved in more interesting work that 

challenges them to learn new skills or operate at a higher level with clients, but, whilst 

important, it is not AS important as the drivers out-scoring it for most respondents. 

 

6. The bottom three of our eight drivers were somewhat adrift of the rest. In particular, prestige 

ranked below the middle mark of 4, suggesting our assumption that this was an important 

element in driving behavior was off the mark. In fact, just one sole respondent scored prestige 

a 7 and it received more scores of 1 than every other driver combined, placing it far and away 

the least popular of the choices. 

 

There were slight differences between the responses provided by accountants in North America when 

compared to their colleagues in Australia/New Zealand. The below table summarises the data:  

 

REGION 
NORTH 

AMERICA 
REGION ANZ 

DRIVER 
AVERAGE 

SCORE 
DRIVER 

AVERAGE 

SCORE 

Financial security 6.7 Impact / Contribution 6.4 

Impact / Contribution 6.4 Financial security 6.3 

Lifestyle 6.2 Fun 6.1 

Fun 6.2 Lifestyle 5.9 

Challenge / Stimulation 6.0 Challenge / Stimulation 5.4 

Building / Entrepreneurship 5.9 Clarity and certainty 5.1 

Clarity and certainty 4.9 Building / Entrepreneurship 4.8 

Prestige 3.8 Prestige 3.8 

 

Key points in the data comparison are:  

 

• Accountants in the USA and Canada value financial security significantly higher than those in 

Australia and New Zealand, so much so that in the ANZ region, financial security was relegated 

to the number two spot below impact / contribution 

 

 

 

 

 



 

 

 

• North Americans value lifestyle higher than their Australian/New Zealand counterparts. This 

MAY have been influenced by our request for the survey to be completed during the 

notoriously brutal American tax season! 

 

• There were stark differences in the ratings given to challenge / stimulation and building / 

entrepreneurship. In both cases, North Americans were much more driven by these two 

factors than those in Australia and New Zealand. Further research would be required to draw a 

definitive conclusion on why this might be the case, but it could indicate a difference in the 

attitude to business in the two regions.   

 

• Prestige received an identical low score in both regions. 

 

 

Based on knowledge within PANALITIX of this sort of research, which is undertaken frequently by large, 

successful companies to guide their marketing and messaging, typically you will find three or four 

drivers would account for approximately 50% of the overall importance. With that in mind, our 

conclusion is that the following four drivers of behavior are likely to relate to many owners of 

accounting businesses:  

 

1. Financial security 

2. Impact / contribution 

3. Lifestyle 

4. Fun. 

 

The following statement might reflect a combination of this:  

 

I need my accounting business to help me maintain my current living standards and provide for my future, 

whilst making a positive impact. When I am at work, I want to enjoy the people with whom I interact 

(predominantly clients and team members) and configure the business so that I am able to devote time to 

other interests, knowing that it will continue to perform well in my absence. 

 



 

 

 

If this appeals to you, consider working with PANALITIX. Sample projects are described below. A 

program would typically be implemented over a six to twelve month period and is configured 

depending on your specific needs. 

 

• Set high level business goals using our proprietary Strategize technology solution 

 

• Assess current strengths and weaknesses for your business using our proprietary Strategize 

technology solution 

 

• Determine metrics that represent success and set timeframes for the achievement of those 

metrics using our proprietary Growth Equation technology solution 

 

• Establish where to focus to increase revenue or profit using our proprietary Growth Equation 

technology solution 

 

• Agree on plans to achieve goals 

 

• Deploy technology solutions to assist in sales and lead generation where appropriate (e.g. our 

proprietary MarketingHub, ClientInsights and SalesPipeline solutions) 

 

• Classify clients and establish communication protocols for each client sector 

 

• Assess team member capabilities and provide actionable recommendations 

 

• Reengineer workflow processes to create capacity 

 

• Gain clarity on market understanding, using our proprietary MarketDecoder solution 

 

• Evaluate current and potential products, using our proprietary ProductEvaluator solution 

 

• Provide guidance and accountability to drive the achievement of targets. 
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WE’RE HERE 
TO HELP 
 
Every business has different needs 

and goals, so we are here to 

discuss how our range of 

solutions can accelerate your 

success. 

 

Get in touch with us for your 

complimentary consultation. 
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