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‘Opportunities are 
not the issue for 
firms. It’s having 
the CAPACITY and 
CAPABILITY to 
attract and say 
‘yes’ to the RIGHT 
opportunities 
which is the key to 
success’. 



Why you need to create an advisory 
culture and greater advisory skills?
• Clients in a volatile market are demanding 

greater assistance to change, grow and address 
issues & opportunities beyond the numbers

• It’s a point of difference
• It provides ‘stickiness’ to the clients
• Helps attract and retain team members
• Accounting firms are becoming more difficult to 

run so applying advisory to the firm is essential 
for profit  and growth (and authenticity)



Ref: 
https://www.theguardian.com/business/2023/may/0
2/covid-era-graduates-teamwork-deloitte-pwc



Most firms have 
spent years spinning 

their wheels 
implementing 

advisory services. 

Most firms have 
spent years spinning 

their wheels 
implementing 

advisory services. 



Broad 2023 trends for firms
• Many in ‘batten down the hatches’ mode so making decisions 

with fire fighting focus that aren’t strategic
• Never been so full of traditional tax, audit, compliance work as 

large firms shed quality work to mid-tier
• Attraction / Retention an on-going challenge. Shedding poor 

quality clients to address it. 
• Lots of private equity movement shaking things up and option 

some looking at with succession issues
• Firms focused on winning low hanging fruit advisory work with 

insights, dashboards, health checks as easier to scale with team
• Firms rightsizing to the market dynamics



Are you 
addressing the 

business 
advisory needs 

of quality
clients?

Advisory solutions 
provided

by most business 
advisory firms

Solutions demanded 
by quality clients

Financial Dashboards

Scripted Questions Diagnostic tools

Generic Meetings

Advisory Boards

1-2hr  problem 
solving meetings

Implementation support

Workshops on Growth , 
Profit, Leadership, 
Attraction / retention 
and more

Coaching and Mentoring 
(monthly or quarterly)

Business Health checks

Strategic Planning

Learning and 
Development 
programs



5%

Clients won’t want to 
engage on business 
advisory and are 
focused on traditional 
compliance services

Clients engage with 
light touch advisory 
like health checks 
and a workshop

Clients deep dive on advisory 
services with strategy, 
implementation support and more



5 trends and best practice 
for Business Advisory 
success in 2023 and 
beyond



Business Advisory trends / best 
practice = 5 C’s

5 C’s

1. Capability 
to deliver great 
outcomes for 

clients

2. Capacity
to say yes to the 

right 
opportunities

3. Cut 
through

of digestible 
model and how 
we go to market

4. Change 
Readiness

to boost 
probability of 

success

5. Coaching
to as leaders 

coach change in 
your teams



1. Capability
• Frontline team in a firm should 

seek to build a baseline 
advisory mindset / skillset

• All busy so seek to learn ‘just-
in-time’ (learn through doing)

• Capability builds confidence
to say ‘yes’ to more 
opportunities

• In an unscripted world 
advisors need to act as 
facilitators not consultants



Data

Insight

Problem Solving

Strategy

Implementation

NOW

WHERE

HOW

Build capabilities in 5 phases of advisory
Facts & figures provided about clients’ 
business. Industry trends.

Insights, research & analysis relating 
to data on the business or industry.

Guidance & advice relating to a 
specific minor business issue or 
opportunity.

Developing strategies for a business, 
specific major issue or opportunity via 
workshops.

Ongoing guidance for the successful 
implementation of strategies within 
an organization.



UNLEARN RELEARN



Now Where How – Business Growth

Today
•Revenue = 3m
•14 staff
•Profit 6%
•Av. Sale 7k

12 months time
•Revenue = 3.6m
•15 staff
•Profit 12%
•Av. Sale $9k



Top 3 Issues Now Where How

Grow Sales

Leadership 
training

New CRM 
Platform

• Develop and train new sales process
• Implement a referral system
• Implement new website

• Determine list of 10 core competencies
• Focus on 3-4 commercial projects
• Book experienced advisor to train team

• Review best practice used in industry
• Short-list 3 providers. Do cost benefit
• Select one to pilot with super users

• Stagnant
• No process

• 20% growth
• Clear process

• No training
• Lack of model

• Training plan
• Clear model

• Poor features
• High cost

• Well integrated
• Value for money

Top 3 issues - NWH



One Page Plan

How

Now

• Sales 3 million
• 14 staff
• Profit 6%
• Average Sale 7k

Where

• Sales 3.6 million
• 15 staff
• Profit 12%
• Average Sale 9k

Strategies

Grow sales 20%

Leadership training

New CRM platform

Action Plans

• Develop and train new sales process
• Implement a referral system
• Implement new website

• Determine list of 10 core competencies
• Focus on 3-4 commercial projects
• Book experienced advisor to train team

• Review best practice used in industry
• Short-list 3 providers. Do cost benefit
• Select one to pilot with super users

Timing Responsibility

• JM
• SW
• PH
• JM
• SW
• PH

• JM
• SW
• PH

• 14th Nov
• 28th Nov
• 24th Jan

• 1st Dec
• 5th Feb
• 12th Jan

• 1st Nov
• 1st Dec
• 10th Feb



2. Capacity
1. Offshoring / Outsourcing – reconsider or widen

2. Delegation or stop doing 20% of what you do now. Create a 
vacuum of right opportunities annually. 

3. Move on poor quality clients and team members 

4. Build better systems and processes – revisit core processes

5. Reduce amount of services – spread too thin

6. Classify your clients – do you know which are low or no profit?

7. Allocate right clients to team members – have a good structure

8. Design your role 3-5 years from now – map what clients / work 
should you be doing and who does the rest?

In a moment
Have a quick 2 min 
chat with person 
next to you on which 
of these strategies 
you are embracing 
or another capacity 
strategy working for 
you?



3. Cut through – clear models

Robson Laidler - https://www.robson-laidler.co.uk/



WK - https://wk.co.nz/



ORDER TAKER SALES MAKER

It’s about THEM

Pitches a product

Talks more

Makes statements

Over promise, under deliver

Single transaction mindset

Gives customers what they want

Poor product / service knowledge

Scripted

Robotic

Reactive

It’s about YOU

Proactive

Listens more

Asks questions

Under promise, over deliver

Customer lifetime value mindset

Discovers customer needs

Strong product / service knowledge

Authentic

Human

Solves your problem

VS



How to win the right clients in 2023?
MORE of in 2023:

- Get back to more face-to-face networking (in 
right places!!)

- Clever, authentic thought leadership

- Be ruthless in ONLY saying yes to right clients 
(do not discount, profitable growth)

- Create FOMO about great outcomes you are 
achieving. Also make your offering digestible

- Referral process – get in front of people who 
can refer you work (demonstrate capability)

LESS of in 2023:

- SPAM marketing 

- SPAM selling on LinkedIn

- Posts about you and more about 
client challenges / opportunities

- Expect referrers to refer just because 
they know you

- Scatter-gun approach



4. Change Readiness

• Most firms have poor change 
readiness especially post covid

• Any change initiative thus has 
30% probability of success

• Most do trial and error to 
address it. Expensive

• How can you boost that to 80%?



‘Don’t let 
perfect be 
the enemy 
of good.’



5. Coaching

Ref: https://hbr.org/2022/10/successful-
leaders-are-great-coaches

• Leaders in firms need to be 
great coaches

• Driving strong performance and 
implementation requires great 
coaching

• Strong accountability loops

• Clear KPI’s / OKR’s 

• Lead by example. Guide. 
Challenge



Summary from today
• Wealth of advisory opportunities for those with the 

culture, capability and capacity to say yes
• Don’t waste years spinning your wheels
• 5c’s of business advisory success for firms

1. Capability

2. Capacity

3. Cut through

4. Change Readiness

5. Coaching
• Don’t let perfect be the enemy of good



Thank you for attending.
Questions?  
Chris Mason
Founder, Chairman
Mindshop
cmason@mindshop.com

Connect with me on LinkedIn.


