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REDUNDANT OR REAL TIME 
 
The vast majority of Accountants I meet are offering ‘Redundant Data’ advice. They are offering 
up information based on old data. Clients don’t want services that are late. They want ‘Real 
Time’ services that are on time, relevant and pre-emptive. 
 
Where is the value offering advice that is late? Picture the scene. You are doing your clients 
annual Accounting and you spot some anomalies or issues from the previous year. You finish 
off the work and then write a letter to the client explaining what they should do to fix it!  
What they should do! Seriously, it’s typically too late.  
 
I know you have a duty of care to tell the client the issue – and you did that. Well done you. 
But it’s still late.  
 
With today’s accounting technology (on the internet) you can know what is going on all the time. 
You don’t need to know all the detail just enough to spot issues and opportunities. Your clients 
are not Accountants and you have an uncanny knack of seeing financial data and making it make 
sense to them.  
 
You can even have the data consolidated into single ‘dashboards’ so you can get a summary of 
all your clients affairs on one page. Then the technology can alert you to the good and the bad 
issues only. With this sort of technology you can pre-empt issues and advise the clients 
accordingly. Now that’s adding value.  
 
It’s all about becoming a Real Time Accountant not a Redundant Data Accountant. It’s all about 
being Proactive and not Reactive. Real Time Accountants’ behave differently and they are much 
more client focused. The table below highlights some of the behavior. 
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Let’s break each one down and see what they mean: 
 
Offers Advice late or not at all VS Offering advice before it happens 

Offering advice after the fact and late really does not help anyone. Conversations that start 
with ‘what you should have done is’ or ‘next time do this’ or ‘can you tell me what this means’ 
are conversations that are about to offer little or no value. Instead why not preempt what is 
going on with the client. Be on the front foot spotting trends and anomalies before they happen. 
Let your client know that you have noticed (for example) that receivables are up, payables are 
up and inventory is too high. Let them know that they are probably in for a cashflow grind. Let 
them know that you can help fix it. Now that’s being proactive. With cloud accounting and 
predicative analytical software you can do this. Real Time Accountants are analyzing data as it 
happens and offering real time advice.  
 
Processes work and administration VS Value added services that help 

There is a lot of administration work in compliance. A lot of data entry, checking data and 
ultimately filing. I know that the filing of tax returns and annual financial statements is mandated 
by Governments around the world. It’s a necessary evil that we have to buy. We don’t want to 
buy it yet we have to buy it. A bit like petrol for your car. It’s a grudge purchase. There is a lot 
of processing work to be done yet there is little value in it for your client. It is all based on 
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historical data that I, the client, cannot change. As a business owner I want the ‘good stuff’. I 
want the help that actually helps me improve my financial condition. I want services that create 
a tangible return for me. Real Time Accountants are always finding new services that offer 
more value to the client.  
 
Waits for things to happen VS On the front foot making it happen 

Accountants are world leaders in waiting. If there was an Olympic gold medal for the industry 
that waited for things to happen the most Accountants would probably win every year with no 
competitors! Redundant Data Accountants wait for the Government to change the rules and then 
they offer more services. They wait for the phone to ring, the email to ping. They wait for the 
Bank to tell them that their client is in trouble. They wait for team members to complain. They 
wait and wait and wait for missing information to be sent back from their clients. They spend 
most of their professional waking hours….WAITING. Real Time Accountants are on the front foot 
making it happen. They are creating their own story, their own future. They are not waiting for 
the Government to marginalize their services by developing SBR ‘Standard Business Reporting’ 
(this is happening in Australia right now where it is estimated that $500M of annual compliance 
will be eliminated because of SBR) nor are they waiting for clients to send back missing 
information when they are ready. No. Real Time Accountants are very proactive making things 
happen not waiting for things to happen.  
 
Majority of revenue in compliance VS Majority of revenue in business advisory 

Having 60%, 70% or 80% plus of your revenue tied up in compliance is your choice. No-ones 
decisions or actions except your own has given you the burden of a great amount of your 
revenue tied up in Redundant Data Accounting services. If you truly believe that your clients want 
to buy business advisory services then do something about it. Many firms have systemized the 
function of compliance so that they can be more efficient and create capacity. Many firms 
have automated the compliance process so that they have capacity to deliver business advisory. 
Many firms are actively promoting business advisory services to their clients. Many firms are 
‘off-shoring’ compliance work so they have the capacity with the current team to deliver business 
advisory. It starts with will to change then decisions to be made and then actions to be taken. 
The true Real Time Accountants are making business model decisions and turning the percentage 
around (of compliance to business advisory) so they have much more revenue in business 
advisory versus compliance. 
 
Prices in arrears VS Prices every project upfront 

The old way of pricing was to work out how much time was spent on the client job and apply 
an hourly rate to the time and then multiply hours X rate. And hey presto a price is derived. 
Imagine if a client came to you and said “Oh wise Accountant I have a new product idea and I 
would like some advice on how much I should charge for it”. And you respond with: “Here at the 
Accounting firm this is how we would price it. We would take the total salary of the person 
creating the product and divide that number by 1,700 working hours. That would give us salary 
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price per hour. We would take that number and multiply by 4 times and that would give us a 
charge rate for the person doing the work. Then we would divide that number by 10 so we had 
a ‘unit price’ for every 6 minutes of work. Then as the person is creating the product we would 
have them record how many units of time it took them to create the product. At the end we 
would multiply the units (time taken) by the unit price and voila we would have the price”. At this 
point in time your client is logically wondering if the market place would pay that price, if the 
person doing the work is efficient or not or if the salary level is correct in the first place. The 
ONLY legitimate way to price a product or service is to see what the market is prepared to pay 
for it. You do that by putting your offering to the market (with a fixed price upfront) and see 
how readily they buy it at your offered price. If they say ‘yes’ without hesitation then your price 
is too low. Real Time Accountants know this and they price every project in advance and notify 
the client at the outset the scope and the price of the project. 
 
Doesn’t visit or call me VS Visits and calls on a systematic basis 

Your clients are not Accountants. Your clients are typically business people. We know how to run 
our business. We know how to make our product, sell our product and service our product. We 
do not understand all the ‘ebbs and flows’ of cashflow. And we’re so busy doing what we do 
that we do not call you. Most people think you charge for every phone call so we don’t call or 
communicate nearly as much as we should. What if you called us and visited us from time to 
time. I remember vividly I was running a ‘Client Advisory Board’ meeting for a firm in regional 
New Zealand. The partners were not in the room and I was interviewing 10 of the firms’ best 
clients in a group meeting. I asked the question ‘what else could your Accountant do for you’? 
A paint retailer called Barry said “I would love it if (Partner name) would call me up from time 
to time and simply ask ‘how’s it going”? Simple stuff. Yet so powerful. If you did call and visit 
your clients on a systematic basis then they will love you for it and you will pick up a lot more 
work. Real Time Accountants know this and are doing it.  
 
Doesn’t follow up VS Follows up on every opportunity 

It has been a pleasure serving the Accounting profession since 1994. There are so many positives 
that I continue inventing, re-inventing and offering new methods and ideas. One thing that does 
annoy me a lot is that most Accountants do not follow up on opportunities. They may get a lead 
or an enquiry or even run a seminar and have people wanting to buy. Yet they do not follow up. 
I am not sure why (maybe they think it’s too tacky) they don’t follow up. In this day and age you 
cannot wait any longer. You need to create opportunity and then follow up on them. Real Time 
Accountants have a special nose on them. They can sniff out opportunities and they know how 
to follow up on them.  
 
Doesn’t promote the latest thing VS Always promoting 

The ultimate goal for an Accounting firm is where every client is buying every service they need 
that helps them achieve their goals. If that is the case then Real Time Accountants are constantly 
on the lookout for the next idea/method/product that will help their clients. Sadly Redundant 
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Data Accountants are not on the lookout for the latest thing. They are happy to sit in their 
office, go to technical tax sessions to get their ‘CPD’ hours or do nothing. Same same. Same 
same. The Real Time Accountants are constantly attending different types of workshops and 
seminars. They are reading all of the time. They are networking and they have a thirst for 
learning. They don’t see the service or the idea they are promoting to their clients as selling. 
They see it as servicing. They are always promoting something to their client that helps them 
achieve their goals.  
 
Most clients on a ‘hard drive’ accounting system VS Most clients on ‘cloud’ accounting 

It is almost impossible to be a Real Time Accountant if your clients accounting system is on a 
hard drive rather than the internet – aka the cloud. The minute the client saves the Accounting 
data to the USB stick or emails it to you it is out of date. You will always be a Redundant Data 
Accountant when the accounting system is not on the internet. With internet based accounting 
technology you truly can be real time. You have access to the data as it is happening at the 
client site. You can predict what is going to happen as the trend lines appear. You can advise 
your client based on real time data. The Real Time Accountants are promoting cloud accounting 
heavily to their clients. Their future relies on it.  
 
Numbers power with the client VS Numbers power with the Accountant 

Back in the day (whenever that was) your clients used to bring in their financial information for 
you to interpret, prepare, manipulate and file. They would physically bring in bank statements, 
invoices, receipts, inventory lists, contracts, equipment details and so on. You would then prepare 
the accounting information based on the data presented. You would then present the financial 
information back to them and tell them their profit, revenue and other key numbers. The numbers 
power used to rest with the Accountant. These days the accounting software applications are 
so powerful that reports are generated with a click of a button (we used to buy those from 
you) and the analysis is so rich that I can make management decisions based on what a software 
application tells me. The numbers power is now with the client. The Real Time Accountants are 
bringing the numbers power back to them. They are formally connecting their clients to them 
through software (not Accounting software but business advisory software) like 
www.panalitix.com and they are monitoring the performance in real time. It’s time to bring the 
numbers power back to the Accountant.  
 
In 2014 we surveyed 428 business owners on what they wanted from their Accountant. One of 
the questions was about the type of Accountant you would like to work with – A Redundant data 
Accountants or Real Time Accountant. An explanation was given and as you can see by the table, 
an overwhelming 93% said they wanted a Real Time Accountant. 
 

 

http://www.panalitix.com/
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It’s your choice to become a Real Time Accountant or remain a Redundant Data Accountant. The 
future of the profession is Real Time!  I hope you chose to be one. 
 

WHAT CLIENTS REALLY WANT 
There are 2 schools of thought on finding out what a customer wants and what they are 
prepared to pay for.  
 
The first I’ll call the Henry Ford way. Mr. Ford (who founded the Ford Motor Company) famously 
said that if he asked his customers what they wanted they would have said ‘a faster horse.’ He 
didn’t ask his customers what they wanted instead he designed something that they needed. 
However, the customer didn’t know that they needed it yet. Without a potential target market 
he pursued anyway and the first Model T car rolled off the assembly line in October 1908. The 
rest they say is history.  
 
A modern example is the late Steve Jobs who co-founded Apple. Mr. Jobs didn’t ask us if we 
thought having ‘a thousand songs in our pocket’ was a good idea. He built the iPod® anyway. He 
didn’t ask us if we thought blending music, phone, calendar, internet, navigation and so on into 
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one device was a good idea. He built the iPhone® anyway. He didn’t ask us if we wanted to 
carry around yet another device so we could consume content and do quick work on the fly. He 
built the iPad® anyway. Many hundreds of billions of dollars in sales later would indicate we 
liked his company’s inventions.  
 
So the first way is to be an extraordinary visionary and tell the market place what they need. 
Then create services and products that don’t exist yet. Educate the market why they need this 
new cool thing and hope like crazy that they buy it. You have to back yourself! 
 
The second way is to ask. Seeing most Accountants are not visionaries then this is probably a 
safer option.  
 
Asking can take many formats. You could send out a survey. You could run a client advisory 
board where you have 8-10 of your best clients in a room and an independent facilitator asks 
what they like, don’t like and what they would like to see improved or added if they were the 
owners. You could ask every client 1-on-1 at a ‘coffee’ meeting.  
 
Or you could do all 3. 
 
Whichever way you ask you have to be prepared for the brutal truth coming out. You have to 
be prepared to take action and make some changes. You have to listen.  
 
Many years ago I was facilitating a series of 3 client advisory boards for the new owner of a 
company he just bought a 50% share in. I arranged 30 of the best clients into 3 separate 
meetings. Some of the clients traveled a long way to get to the meeting and they were honored 
to be invited to give their candid feedback. The feedback from the first meeting was amazing. 
The clients told us many insights for improvement, innovation and service. It was fabulous. On 
the way to the restaurant the new owner said to me ‘what did you think of that?’ I told him I 
thought it was brilliant feedback and many of it we should act on. He said ‘they have no (insert 
expletive here) idea what they are talking about.’ I was gob smacked. The next 2 meetings he 
did not give the clients a chance to speak. He simply told them what he was going to do with 
his new company. They didn’t like it. He made the changes anyway without feedback. The 
business went from $25M in revenue to $5M in revenue in 12 months flat.  
 
To help you out my company did a bit of asking for you. We had 50 or so Accountants send 
out a survey request to their clients. We so had a cross section of firms and 428 business 
clients responded. It was all anonymous and the results tell the story.   
 
One of the early set of questions was around communication. We were specifically looking for 
how well Accountants communicate now and what their clients want. With face to face 
communication you can see by the table below that 62% want more face to face contact.  Of 
course, provided there is value in the meeting. 

 



 
10 

 

 
 
The key is that there is value in the meeting. You are busy and your clients are busy. If there is 
value then (judging by 428 responses) your clients are receptive to meeitng you more frequently. 
To create value why don’t you do a brainstorm meeting in your office on the client. Come up 
with some ideas for improvement and take those ideas to the client.  
 
Face to face meetings take time. A phone call does not. A touch base ‘how’s it going call’ is 
serioulsy valuable and shows that you are interested in their affairs. As you can see below a 
staggering 40% of clients NEVER get a call from their Accountant. What a wasted opportunity 
to add value and maybe find a new project. More than half got a call never or once per year. 
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I ask Accountants all the time if they have good relationships with their clients. An overwhelming 
YES is the response. To create a relationship it requires communication. How can you honestly 
have a good relationship with somone if you only meet with them 1-2 times per year and speak 
with them once per year? Just imagine if you only spoke to your life partner (assuming you 
have one) at home once or twice a year. How would the relationship be? For some of you … 
better! 
 
So how much communication is too much? Just by asking the target market some still say (12%) 
that they do not want any phone commuication from you. It’s interesting that 40% do not get a 
call now yet 12% do not want a call. So I am thinking thinking that 28% of the ‘I don’t get a call 
now’ group do actually want a call. The vast majority in our survey (78%) think a proactive call 
anything from 1 to 4 times per year would be a good idea. So call it 2 or 3 times per year. 
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This is not rocket science. The service levels are so bad in the Accounting profession that 
anything simple like a proactive phone call to ‘check in’ can make the world of difference to the 
perception of you, your business and your services.  
 
Our research indicates a client will leave an Accountant for either ‘Service’ or ‘Services’. They 
are either unhappy with the customer service (speed of communication, turnaround time etc) or 
with the services they are buying or not buying from you. Under the services banner it includes 
value for money, pricing, mistakes or something else they think they need but not getting.  
 
We asked the 428 business owners ‘if you had to choose one thing what should your Accountant 
do?’ We gave them 5 possible answers.  
 

1. Do more marketing 
2. Lift your service levels 
3. Be more transperant with your pricing 
4. Focus more on the future rather than the past 
5. Offer more services that help me improve my business.  

 
If we bunch no. 2 & 3 together (service levels and pricing) then we get 31%. I am going to call 
those the ‘Service’ answers. If we bunch 4 & 5 together (better advice and valuable services) 
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we get 61%. This would be the ‘Services’ answers. A staggering 92% said that they want more 
from you and they want to improve your customer service. 
 

 
 
The business community has spoken loud and clear. Your clients want more help, more 
communication and better customer service. I know you’re busy (doing compliance) and that can 
no longer be an excuse. We’re all busy and time allocation is a priority not a resource. You must 
get a systematic program in place for contacting your clients. You must offer more services 
that really help your clients’ financial condition. 
 
You have financial intimacy right now with your clients. That’s why they stay with you. You know 
things about them that very few people do. If you want to keep them then you need to increase 
the level of financial intimacy. You need to improve the customer service and you need to 
broaden your service offering. Since I started in this profession in 1994 I have been saying the 
same thing in many different ways. Be proactive and add value. Unless you do something 
someone else will. 
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TECHNOLOGY MAKES IT TOO 
EASY 
Accountants have been in the ‘pursuit of efficiency’ for as long as I can remember. You have 
electronic working papers, e-mail, document management, knowledge management, social media, 
2 and 3 screens on every desk, intranets, portals, cloud accounting for your clients and super-
fast computers! The list goes on and on.  
 
It’s a never ending quest to get the work done efficiently and accurately. But at what cost? 
Because of the quest to drive efficiencies you seem to have dropped the ball in 2 areas: 
 

1. Team members no longer think about the client situation 
2. There is less real communication with your clients 

 
I think the technology is ‘dumbing down’ the value of the Accountant. Before technology 
Accountants had to think about the clients situation more and communicate (with spoken words) 
more than they do now. These days the Accountant just needs to know which keys to hit in which 
order on the key board.  
 
It seems Accountants would rather ‘rip off an email’ and think their job is done rather than give 
the client a call. It seems Accountants would rather send work via email or courier rather than 
present the work to the client. I think most of the value created is in the conversation and the 
presentation.  
 
Take a look at what the 428 business owners told us when it comes to annual accounts. Over 
half (52%) said they got their year-end work either emailed, posted or couriered to them for 
signing.  
 
This is disgraceful. Most of the professions revenue is in compliance right now. This is your 
primary product and you email it to your clients for signing! Save me please. No wonder clients 
do not value compliance! You don’t value it. You downplay the value of it by emailing it. I (and 
your clients) have 2 primary questions when it comes to our year end financials.  
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1. How much tax do I have to pay and why? 
2. Where did the money go? 

 
How will I know those answers if you email me your primary product? I do also wonder what 
happens in the face to face (45% of occasions) meetings. I bet they are not structured nor 
offering a huge amount of value.  
 
Stop doing sending your primary product for signing via courier post or email. You are wasting 
an opportunity to add value, ask questions and maybe find another project.  
 
Make sure when you do meet with your client to present the year end accounts that you actually 
explain what they mean. Make sure you do a 3 year historical ‘Business Performance Review’ at 
least once per year to add value to the history. Make sure that you ask (in this meeting) what 
their goals are and then you can start to match services that help them achieve their goals.  
 

 
 
Technology can certainly make our lives easier and more efficient. Technology should enhance 
a client experience not diminish it.  
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Without a doubt the no. 1 technology thing that you can do in your firm is to 
suggest/encourage/cajole/insist your clients move to a cloud accounting product. Although there 
are issues (outlined in my Dear Accountant letter and Chapter 1 about the Dinosaurs) associated 
with cloud accounting I think it is the most important thing you can do with your clients. The 
issues are only issues if you do nothing about the efficiency gains you get from using cloud 
based accounting. 
 
With your clients on a desktop product you have redundant data. With your clients on cloud 
accounting you can be so much more real time. You can add value now not later. You can get a 
heartbeat of your clients every day. You can make a massive difference to their financial 
condition. You can take the ‘financial intimacy’ up a number of levels.  
 
Many firms are insisting that 100% of their clients move across to a cloud based accounting 
system. It just makes sense to do so. The vast majority of firms will have 2-3 products in their 
client base. Most Accountants will not align themselves with just one provider. I think that is the 
right thing to do. You match the product to the clients’ needs.  
 
There are many firms who are going further than just promoting a cloud based accounting 
system. The ultimate solution at the clients site is where every aspect of the technology ‘talks’ 
to each other. The accounting data is integrated with the customer data. The accounting and 
customer data is integrated with the inventory control data and all that integrates with the 
distribution system. So the entire supply chain is covered. All of that data is consolidated into 
daily ‘dashboards’ so the business owners can see what is going on in every aspect of their 
business.  This sort of technology used to cost Millions of dollars to buy and implement. Because 
of the massive development in cloud computing you can get it for a few hundred dollars per 
month.  
 
The right technology can give the business owner better data to make better management 
decisions. You can be at the center of all the technology by recommending systems which will 
help.  
 
You are the expert in financial coaching. With better data you can be a better financial coach. 
With the right technology and the right data you truly can become the Real Time Accountant. 
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WHAT TO DO WITH THE DATA 
As you become the Real Time Accountant one of the key steps is to strongly recommend that 
your clients migrate across to a cloud accounting solution. That’ll take 12 – 36 months to 
systematically help your clients change. Let’s assume you have done that. You have spent the 
time training them. You have helped them to get good data in so good data can come out. You 
have got them active in checking their financial situation on a more regular basis. Your clients 
love the new reporting and they are able to make better management decisions.  
 
What about you? You used to sell management reporting now the computer is doing it for free.  
 
As I have said a number of times so far with cloud accounting implemented with your clients 
you now have access to more ‘real time’ financial data than ever before. With the data being 
so up to date there is an amazing opportunity for you to add value with new services.  
 
You can even take it up a notch and get daily and automatic ‘KPI feeds’ direct to your device 
(web browser and/or email) that will tell you the story as to what is going on – good and bad. 
We asked the 428 business owners if they were interested in you having direct access to their 
data in real time and then send you alerts and advice if something untoward is happening. As 
you can see 21% are not interested at all yet 79% said they were interested in this, said it was 
worth exploring or suggested that is what you should be doing in the first place! 
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With real time data consolidated into one location using tools like PANALITIX you can interpret 
the numbers, be alerted to what is going on and then advise your clients accordingly.  
 
With all of this data at your fingertips what are you going to do with it? I think you have a duty 
of care and obligation to advise the clients how to improve the numbers. If you are living by the 
mantra of ‘all clients are buying all services that help them achieve their goals’ then it’s not 
selling new services. It’s servicing your clients properly.  
 
Here is a list of 14 services that you could offer: 
 

1. Cash flow forecasting and analysis 
2. Profit improvement program 
3. Monitoring & accountability program 
4. Debt re-structuring  
5. Capital raising 
6. Interest reduction service 
7. Waste audit 
8. Revenue improvement strategies 
9. Creditor analysis & negotiation 
10. Product profitability analysis 
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11. Debtor management service 
12. Tax planning & tax minimization 
13. Business Planning 
14. Inventory management system 

 
All are valuable services that will make a significant impact to your client’s financial future. By 
‘staying close to the numbers’ you have a better chance of the client buying the service. With 
good systemization of the services you can have Accountants of all levels deliver the service – 
not just the Partners.  
 
You will need to learn some sales skills on how to have your clients buy them. You will also  
need some new tools (get rid of the spreadsheets please) so you can systemize the services.  
Now here’s the big one. We all know that cashflow (or lack thereof) is the main reason 
businesses fail. The number one issue in businesses around the world right now is cashflow 
management.  
 
We all know it and the Accounting profession is uniquely placed to help improve it.  
 
Your clients want it as well. Well not all clients want it. In our survey 29% said they did not. 
However, 71% said that if the service was reasonably priced and they could see value in it then 
they would be interested in exploring the idea. 
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It’s a no brainer. I ask Accountants what’s the most valuable service they can offer to their 
business clients. No surprises. It is cashflow monitoring and forecasting. So if it’s the most 
valuable then how many of your business clients have a live, working, accurate and real time 
cashflow forecast? Very few is always the answer. Yet this is the most valuable thing you can 
do.  Here’s what we (the business community) want when it comes to cashflow. We want to 
know how much free cash we have each month to spend on whatever we want to spend it on. 
We want to know how we are tracking and what we can do to improve it. Your clients are not 
financial analysts like you. You can help us in this area.  
 
The service you provide is a cashflow forecasting and monitoring service. In your definition you 
call it a ‘3 way rolling cashflow’. It covers the cashflow forecast, the profit & loss and the 
balance sheet. If your client is borrowing money from a bank then the bank wants it. Even if 
your client is not borrowing money then it is a good thing to have. The problem with ‘hard drive’ 
based systems (or heaven forbid spreadsheets) is that once they are created they out of date. 
Using old technology you cannot monitor the cashflow unless it is manually entered.  
 
With cloud accounting and ‘add on’ partners like PANALITIX you can do this automatically. You 
can prepare the forecast based on historical data plus some planning. You can ‘normalize’ the 
numbers month to month with the client. You can consolidate the data as it is transacted at the 
clients end and because the accounting data is linked to the ‘bank feeds’ the cashflow, the 
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forecast and the balance sheet is kept up to date every single day. Now that’s Real Time 
Accounting! 
 
If the bank needs an update then you can provide it quickly. If your client wants it then you can 
provide it quickly. If you have got your client on a monitoring service then you can be immensely 
valuable.  
 
Becoming the Real Time Accountant is more than a goal, a wish, a hope or a mindset shift. It’s 
about changing your behavior, your systems, your technology and your services. It’s about making 
a difference.  
 
RIP the Redundant Data Accountant.  
 
Rise…the Real Time Accountant. 
 
 

ABOUT ROB 
Rob Nixon is an entrepreneur who has been growing businesses for 28 years. He is the CEO & 
founder of PANALITIX. 
 
Rob's speaking work has taken him to six countries where he has spoken to in excess of 70,000 
Accountants. Rob is not an Accountant, yet he has forged a niche to be the world's foremost 
authority on how Accounting firms can achieve peak performance. He is an entrepreneur who 
has been running successful businesses since 1986. Since 1994 he has been running businesses 
that specialise in helping Accountants run better, more profitable businesses. Accountants 
intrigue Rob and over the years he has trained them, consulted to them, coached them, 
researched them and visited thousands of them. All in the pursuit of what works and what does 
not work. 
 

Contact details: 
P +61 3607 6600 
 
E rob.nixon@panalitix.com 
 
W www.panalitix.com 
 
B www.robnixon.com 

 

mailto:rob.nixon@panalitix.com
http://www.panalitix.com/
http://www.robnixon.com/
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ABOUT PANALITIX 
  

PANALITIX is Business Advisory Software for Accountants. It helps 
identify, market, sell & deliver value-added services; with the added 
service benefits of content (methodology, learning, tools) and real 
support (coaching, mentoring, accountability, resources). 
 
It’s been proven, once you begin adding value, everyone will be better 
off - your clients, your firm and all other stakeholders. Not only will 
lives and businesses improve; they can be remarkable and in the process 
more profitable. 
 

PANALITIX is a cloud based application that sits between Accountants 
and their clients. It’s a client service and marketing tool for 
Accountants. It consolidates cloud Accounting data from an 
Accountant’s client base (and all popular cloud accounting applications) 
into one easy to read traffic-light dashboard screen. The system will 
alert the Accountant if anything good or bad is happening in the key 
financial areas of their clients. An entire e-learning system of ‘how to’ 
content and methodology will show the Accountant what to do about 
the financial data they see in front of them. With PANALITIX 
Accountants can keep an eye on their clients’ financial performance 
and recommend business advisory solutions to them. 
 
 

Given you have downloaded this special report, it’s likely that you have a particular interest in 
delivering value based services so it’s important to point out that PANALITIX includes a 120 page 
manual providing you with step by step processes to add a range of such services to your firm’s 
offerings and, importantly, deliver them effectively and with panache, involving not just partners 
but managers and senior accountants as well. 
 
Our purpose for existing is to positively influence lives through Accountants. We believe 
Accountants are the trusted advisor who can make that difference. Request a FREE DEMO today! 
 

 

http://panalitix.com/request-demo/
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Find out how PANALITIX can help you: 

 

 

x Improve client service 

x Spot opportunities for new services 

x Help move clients to the cloud 

x Lock clients in 

x View performance of every client on 1 page! 

 

 

 

x Keep an eye on clients 

x Train your team in business advisory 

x Get more work with top clients 

x Converse about the future rather than 

the past 

 

REQUEST A FREE DEMO 
TODAY! 
 

PANALITIX.COM/REQUEST-DEMO 

PANALITIX helps bring meaning to numbers, forge long-lasting and sustainable relationships, save time, 

and create real accountability to unlock the potential in clients businesses. 

 

 

 

https://panalitix.com/request-demo/
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