
1. You're Relying Too 
Heavily on Referrals
Word of mouth is nice, but you can't build 

a business around hoping your current 

clients will send people your way. You 

need a way to get new clients that doesn't 

depend on other people. That means 

having a website that actually shows up 

when people search for accountants, 

creating content that helps potential 

clients, and maybe running some ads.

2. Your Processes Are 
Manual and Inefficient
If you're still chasing clients for documents 

over email, doing everything in 

spreadsheets, and handling invoicing by 

hand, you're wasting tons of time. Get 

some accounting practice management 

tools that handle the repetitive work. 

Connect your different systems so 

information flows between them without 

you having to enter everything twice.

3. Your Firm Isn't Offering 
Advisory Services
Most accounting firms are stuck doing the 

same low-margin work: tax returns, 

monthly bookkeeping, and basic 

compliance. Add advisory services to your 

mix. These could include cash flow 

analysis, financial planning, and helping 

clients understand which products or 

locations actually make money.

4. You Haven't Identified a 
Niche
When you try to help everyone, you end 

up being forgettable to everyone. Pick a 

type of business to focus on: restaurants, 

medical practices, contractors, whatever. 

Once you specialize, you can talk directly 

about their unique challenges, use 

language they understand, and become 

the obvious choice when someone in that 

industry needs an accountant.

5. Your Team Lacks Clear 
Goals and Accountability
Does your team seem to drift from task to 

task without clear direction? It's likely 

because you haven't set specific targets 

for anyone to hit. Why not give everyone 

specific numbers to aim for? When people 

have targets to hit, they can focus their 

energy on what moves the 


business forward.

6. You Haven't 
Systematized Client 
Onboarding and 
Communication
If new clients have to chase you for next 

steps, send the same documents three 

times, or wait weeks to hear back about 

their account setup, you're starting the 

relationship on the wrong foot. When 

onboarding runs smoothly, clients feel 

confident about working with you, and you 

spend less time managing each 


new relationship.

7. You're Not Investing in 
Growth-Focused Tools and 
Training
Many accounting firm owners treat 

growth as a hobby, focusing solely on 

client work and hoping new business will 

appear. Set aside time each week for 

business development. Invest in tools that 

are important for growth, such as cloud 

accounting practice management 

software to handle workflows better or a 

decent CRM system to track your leads 

and follow-ups.
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