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To mitigate this risk, advice business owners need to ask themselves a simple question:
How do we add value to our existing clients?

In the accounting industry, tax compliance workloads & staff shortages are obstacles to providing value adding
solutions such as business advisory services. Only 9% of accountants have documented plans to free up capacity
and broaden their services.

What is the cost of this lost opportunity? Let’s look at the most valuable ideal client group: SME owners 3 - 5
years out from succession, sale, or exit.

SME owners are turning to their
financial planner for succession
planning advice & support. wealth FUM per client.

in advisory fees,

Accountants are not the only adviser group being affected. Finance Brokers have expressed genuine concerns on
how Al is being used to target their clients directly for new business, cutting them out.

How do advice businesses capitalise their opportunities? By using data & solutions to add value to their existing
client relationships.

ACCOUNTANTS BUSINESS BROKERS FINANCE BROKERS FINANCIAL PLANNERS
Specialist services Board of Advice Enhance value SME Family Office
that quantify the support for businesses proposition: Data + Services & complex
value created. not sale ready. Advisory + Finance. advice.
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Quantification proves to clients the value provided. It can be both financial & non-financial.

Financial - annual business revaluation & benchmarking.

Non-Financial - completed Action Plan reporting.

Value-adding data & solutions boost profits & create ‘barriers to leave.

Barriers to leave

2,740 SMEs rated a high degree of owner reliance as their strongest concern.
Helping clients address this concern establishes
a medium to long term ‘barrier to leave.

Value-adding data & solutions attract new ideal clients. Clients with a high level of satisfaction are consistently the
most dependable & effective source of new client referrals.

Key Risk/Profit/Value Driver

Seventy-six percent of financial planning practice owner(s) are willing to ‘sell off’
non profitable clients & replace them with SME Family Office Services clients.

Non-financial value-adding data represents the new growth engine for an advice business. It also closes a worrying
Small/Family/SME business owner education gap.

Bstar’s Data Mining App. is an exclusive source of non-financial value-adding data. DMA users have access to over
1.77million risk/profit/value driver benchmarks.

The image below displays one of ten current & future Data Mining App. Reports. The Top Performers Report
integrates financial/non-financial benchmarks.

Top Performers DATA MINING APP.

Sales Growth Cash Flow Risk Score Valuation Multiple

PrOfIt 10 INDUSTRY AVERAGE 10 TOP PERFORMERS
What are tOp performing STRONGEST PROFIT DRIVERS STRONGEST PROFIT DRIVERS
bysmesses doing 1. Future Industry Trends 1. Industry Tech Leader
differently?
2. Sales Growth Rates 2. Benchmark Performance
3. Trends/Buying Habits . Business Planning
Industry
Benchmark 4. Tenure Security . Cash Reserves
1 5% 5. Brand Profile . Barriers to Entry
6. Management Accounting System . Operations Manual
7. Owner Experience . Degree of Owner Reliance
Industry 8. Customer Satisfaction . Recurring/Repeatable Revenue
Average

9. Staff Retention History 9. Employer of Choice

10. Relationship With Bank 10.Documented Succession Plans

Data Mining App. Top Performers Report
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Value-add?

Your clients understanding what top performing businesses in their
industry are doing differently to achieve benchmark performance.

Users of the App. can filter data by industry, date & revenue
ranges across five KPIs:

Sales growth.
. Profitability.
. Cash flow.
. Risk scores.
. Valuations multiples.
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The Report takes less than 30 seconds to generate &
represents the future of business advisory data & reporting.

Advice businesses that genuinely add value to their existing clients will thrive. The goal is to target your practice’s
sweet spot for advisory services revenue mix. For accountants, aim for value-adding solutions to represent more
than 60% of total practice revenue.

If this happens, it is highly likely YOUR profit margins & valuation multiples will put your practice in the top
performers category for your industry.

Bstar’s Accounting Industry Benchmarks

PROFIT MARGINS VALUATION MULTIPLES

28.2% 515

Benchmark Benchmark

46.1%

Improvement opportunity Improvement opportunity

Bstar is more than just a valuation tool. Over the last 24 years, Bstar has gained

the trust & respect of accountants, financial advisers & other business/finance
Bs I ar professionals by mining unique data, offering automated advisory solutions, sharing
industry knowledge/expertise & strategies that boost practice profit & values.



