54

 The Australien Financlal Review
www.afr.com * Friday 11 April 2008

Professional Services

; : @ Accq

@ Exe
Editec

Clients help account for s success

Mark Fenton-Jones

One of the foundm of an award-
winning  small practice  with
ambitious growth aspirations makes
a point of asking most people he
meets if they have a “‘great”
accountant.

And he’s nsoally not surprised
with the result “*Most laugh in my
face,” says Breft Kelly, the senior
client director at Kelfy + Partners.
“I've only ever had two positive
responses. Generally people are not
enamoured of the service or com-
mitment from their accountant.’

M Kelly claims his practice does
not have to wonyabom getting such

Kelly + Partners, which provides
an lnugrated personal and businoss

Efficient Acconnting Firm award by
Brisbane-based 'businessfitmess, that
pubhshes the anpnual accounting

benchmarking survey The Good, the
Bad 'and the Ugly of the Accounting
Frofession, ap evalnation of about
454 firtns. Now' il its sixth year,
awouaia&t:& mmtgg survt‘y 10
improve their productivity and'pro-
frtability.

" businessfiiness calcnlated the
efficiency of each firm on 1]
weighted key ormance indi-
catorg: that inchided' revenue per
parter, tévenue per fulltime
employes, total salaries 45'a percent-
age of revenne, staffi productivity,
exponses and average debfor days,

Among ity efficiency practioss,

Kelly + Pariners potential
clients, before! the first moeting, to
complete a fact sheet that helps the
partners decide if they can deliver
what the client wants, and not take

Nlﬂmu“&uﬂhmunmumuﬂ
end cliert anlisficlion,

m
assignments they are not qualified to
undertake.

Clients pay a fixed fee with 56 per
cent paid vp front and’ 50|m' cent
on completion, resulting in most
bills being paid ml&uﬁmwdayl.

““‘We are an advice-Jed! business.
We can’t tell clients about debtorsif
we have debtors ourselves;” Mr
Kelly said, adding that the oyerall

pm was not'to “'behave Iil’:e 2
tra umo:mhns prrlctiet.

“T worked: mﬁwﬁrm_and{omd
the rhetoric did not nxtch the reality
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Mr Kelly said mamy peo
complaihed that it was dxfficult to
sttractand'retain top talent. “I'say
robbish.”*

He produced two large folders,
one a detailed personal file that each
new staff member gets, showing
among other things what they hope
1o achieve both in and out of the
%lncuce And the second, a training

55 courses, readihg
materisl and other ym crtahnss
designed to adyance their cargers,

Mir Kelly said he also :penlhatf

KEY POINTS

B The practice chooses clients who
will become referrers for it.

8 A fact finder helps ensure partners
only take on what they can deliver.

 Clients pay a fixed fee, 50 percent
up front, which cuis debtors.

an hour a month with each staff
member to make sureithey under-

| stood their role in the practice and

how it affected their plans,

**We don't find :thndmptgood
people.’ Staffturnover wasTunning
at zero, he said.

“‘When we started we wrote down
the things that sfaff and clients
hated. We wanted to remove the
roadblocks o staff advancement
and chent satisfaction.*’

Mr Kelly i§ nol stranger to the
written word. In 1998 he travelled
around the country interviewing a
wide range of peopls, including
Lindsay Fox, Bob. Hawke, Jeff
Kennett and' Peter Broct, on the
events that sha r Hives, which
he self:published under the title

Collective Wisdom.

Established in 2006 a5 a chartered
accounting practice with three parn-
ners to service mostly private busi-
ness owners; the practice hag grown
through three mergers 1o employ 26
people in Sydney and one on the
NSW central coast.

Another office is expected to
open in Penrith in July and one is
plammed for Bowral in 2009-2010.

Fanire hma!m:ndndeopwng
offices i Melbourne and on the
GoldCoast.

“1f there it no growth, there are
no opportunities for the best peaple

reading: to move forward,” Mr Kelly.said

Fes income i expecied to reach
between $5.8 million'and $6 miilion
this financial year,



