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Moderator: Robyn Erskine, Deputy Chair, IFAC SMP Advisory Group

• Johnson Kong – He was appointed as a member of the IFAC SMP AG in 2018, having been 
nominated by the HKICPA. He has over 30 years of professional accounting experience and 
specializes in restructuring, insolvency, forensic and litigation support work. He is currently the 
Managing Director of BDO Hong Kong and President of the HKICPA.

• Naofumi Higuchi – He became a member of the IFAC SMP AG in 2017, having been nominated 
by the JICPA. He is the current Technical Director of JICPA and also lectures part time, specializing 
in IFRS at Tohoku University Accounting School in Japan since 2018.

Moderator & Panelists
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• Practice Transformation Action Plan 
– A Road Map to the Future 
– Embrace Change
– Leverage Technology
– Focus on Talent Management
– Evolve the Firm Operating Model and Build 

Advisory Services 

Preparing Future-Ready SMPs 

• Dedicated webpage featuring 
examples/ case studies from innovative 
SMPs and PAO initiatives

Preparing Future-Ready SMPs 

Presenter
Presentation Notes
IFAC, through the SMP Advisory Group, had recently launched the ‘Practice Transformation Action Plan – A Road Map to the Future’ on May 1. This is a short publication (18 pages) that captures key messages and initiatives under 4 themes for firms to consider to evolve to be “future-ready”.  It is in your handout.

This publication is part of a dedicated web page on practice transformation, which features other relevant material to help firms including videos and articles, PAO initiatives and case study/ examples. 



Page 4

Adopt & Embed Technology
1. Conduct an Environmental Scan

2. Align with the Long-Term Strategy & 
Formulate a Realistic Implementation 
Plan

3. Adopt the Cloud 

4. Involve Clients in Technology Decisions

5. Identify and Support an Internal 
Technology Champion

Adopt & Embed Technology

Presenter
Presentation Notes
Fundamental to all future successful firms will be embracing technology to improve practice efficiencies, enhance how clients are serviced and expand the range of services provided.

Five key initiatives to successfully adopt and embed technology include:

Conduct an Environment Scan – the first step is to look outwards – not inwards. Consider what is happening in the world right now and how it will affect the practice. How can technology help improve efficiencies, productivity and quality, lower costs, attract staff and maintain and add new clients – what can be automated?

2.   Align with your firm’s IT strategy with the long-term strategy.  Firms should identify which technology is best aligned with their strategy (e.g., growth targets and service offerings) and consider the relevant business need, available budget and marketplace opportunities. The return on investment (ROI) should be calculated, but the risk of not investing (RONI) should also be considered. 

3.   Adopt the Cloud. Cloud technology has become a key part of the accounting industry. Practitioners can now serve clients from anywhere at anytime. 

4.   Involve Clients in Technology Decisions. Clients want to hear about developments that can save time and money. Involving clients un new technologies through virtual meetings and client portals helps create transparency and highlights a long-term vision for all involved. 

5.   Identify and support a technology champion. Staff should be empowered to follow technology trends and inform the firm about possible future opportunities and challenges. Identify and position a passionate team member to take the lead in implementing a new technology initiative. 
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1. Offer On-going Learning and Continuous 
Development 

2. Empower Staff to Innovate

3. Engage in Transparent Career 
Progression Conversations

4. Introduce Flex-Time

5. Use a Variety of Recruitment Techniques 
e.g. social media

Areas That SMPs Can Evolve In The Digital Era ..…….

Areas That SMPs Can Evolve In The Digital Era …

Presenter
Presentation Notes
Staff are the most valuable asset of any firm. Investment in talent management should be a top priority. Five talent management initiatives include:

Offer On-going Learning and Continuous Development. All staff need to invest time every week to remain current in particular with digital skills. Firms should publicize initiatives and investments they are making in training and personal development. Soft skill, in particular, has also been an area of emphasis in recent times. 
Empower Staff to Innovate. All staff should be encouraged to provide suggestions for potential new service lines or how best to utilize technology. 
Engage in Transparent Career Progression Conversations. The next generation of accountancy professionals is focused on developing their careers, attaining new capabilities and recognize the importance of on-going feedback instead of more annual reviews.
Introduce Flex-Time. The new model of talent management is flexible and varied, which includes the opportunity to work remotely. 
Use a Variety of Recruitment Techniques. Transformation involves changing recruitment approaches.  Today all firms are expected to be active on social media. Not having a presence is a significant missed opportunity. Consider future staff needs e.g. employing non-accountants/ technology/ data experts. 
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1. Move from Transactional to 
Strategic Services

2. Re-Evaluate the Services provided 
and Marketing Strategies

3. Move into a Niche Market

4. Use Networks, Associations and 
Alliances to Add Value

5. Conduct a Regular Strategic 
Review

….In Order To Thrive

…In Order To Thrive

Presenter
Presentation Notes
These are stressful times for SMEs. They will need support from their trusted advisors more than ever. There is also an opportunity for firms to evolve their operating model and build advisory services on a longer term – post Covid-19. 

5 initiatives to adapt the firm model and build advisory services (in order to thrive):

Move from Transactional to Strategic Services. Firms need to be more proactive than reactive and shift from hindsight to foresight using data-driven insights. Technology tools enable an opportunity to provide information to clients in real-time. Firms need to do more with data to remain relevant. 
Re-Evaluate the Services provided and Marketing Strategies. Practitioners need to establish more regular and ongoing communication with clients. Listen to their needs and provide the necessary support. Remember the saying “They don’t care how much you know until they know how much you care”. Firms need to see opportunities and react. E.g. IT security, analyzing data to provide insights. Recent weeks have seen an uptake of services such as those relating to helping SMEs with their cashflow projections, preparation of new business plans, restructuring activities, and reviewing business continuity plans for many others. But, what about the extended future? What will be the market in 2-3 years time? How about 5 years from now? Do you have a cohesive business strategy/ plan for that?
Move into a Niche Market. Specialization in a niche market offering could be a way forward. It could be a field where the firm has a high degree of industry and/or specialized technical understanding and knowledge. Should you start with building up your knowledge capital now? It may be slower but it may be less costly. 
Use Networks, Associations and Alliances to Add Value. The benefits of joining can include access to training and development as well as new tools and resources. There is significant value in building strong referral networks with other firms and advisers (e.g. cyber security experts).
Conduct a Regular Strategic Review. It is important for leaders to regularly schedule time to periodically review the firm’s strategy, structure, services, culture and operating model. This is important given the pace of change. The review might explore new approaches to pricing e.g. instead of billing an hourly rate, the firm could set prices for business advisory services on perceived or estimated value to the client. 
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Panel Discussion

Moderator & Panelists

Moderator & Panelists
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Japanese SMP’s Initiatives in IT

Naofumi Higuchi
Technical Director – Japanese Institute of CPAs 

Presenter
Presentation Notes
Higuchi to share

“I am afraid I just complain to IFAC, but I discussed with my colleagues at JICPA, there are a lot of matters that IFAC can improve to support PAOs using national language in business. I hope that my presentation would contribute to the PAO support by IFAC, especially for isolated language jurisdictions, for example, Japan, Korea, Mongolia, and any other languages of the world. Korean is a sister language of Japanese, but I cannot read the text of Korean, because they use other national character. I am able to understand some Chinese words, and short sentences. 

There are two matters I need to tell you - one is inconvenient ways of IFAC and the other is language barrier in front of us. Both of them are challenging, but I believe JICPA or another PAOs will overcome in the future. I will explain about the reason(s) in the following 2 slides.  
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Q&A Session

Moderator & Panelists
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The New Tomorrow 
The New Tomorrow

Presenter
Presentation Notes
This slide will be used at the closing

IFAC has a range of resource available to support small firms. 

The Knowledge Gateway has over 1,000 original articles, videos and thought leadership on topics impacting the accountancy profession and over 3,600 external resources. The Latest is a bi-weekly newsletter which summarizes the news, resources and discussions added every two weeks. You can tailor the e-mail to focus on some or all of the Gateway areas. To register visit www.ifac.org. 

The Guide to Practice Management provides comprehensive guidance to help SMPs. The fourth edition is organized into eight stand-alone modules, with a comprehensive range of topics including: Strategic planning, Practice models, Firm expansion, Managing staff, Leveraging technology, Client relationship management, Risk management and Succession planning.

We are also active on social media. Do join us as we gear up for tomorrow.
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