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“Advisory is the future of accounting: traditional 
compliance will become completely automated 
in the next few years. If you aren't positioning 

your firm for this change, your firm will probably 
not be around in the future.” 

— Jason Ackerman, BNA CPAs & Advisors, CPA
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1. Close down any open apps 
2. Ask and we'll answer
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“Advisory services provide business 
owners the roadmap to their future 

success and leads to a true partnership 
between business and firm.” 

 
— John Bovard, Bovard CPA Group, Managing Partner



• Change: Must help the client find the change necessary to meet their 
goals. Two types of change: change in biz operation, or to the goal itself. 

• Communicate: Must be willing to “see” clients regularly. 

• Confidence: Must have confidence in the client’s transactional data (clean). 

• Lean: Must accept that lean planning is necessary to successful advisory. 

• Effort: Forecasts cannot be automated! Invest the time & effort. 

• Pricing: Cyclical or fixed price billing is best.

Principles to be effective
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Get the template

DOWNLOAD

LivePlan method for 
advisory services
A Karbon checklist template to set up 
advisory services with a client using 
LivePlan's business planning software.



Month 1:   Kick off, lean planning, build forecast 
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Month 12:  Full year review and prep forecast for next year

Year-long strategic advising roadmap
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Opportunities to upgrade service level
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ProcessSystem

ExperienceCapacity



Push Pull

Just in timeJust in case



Critical chain model (bottleneck management)

Theory of Constraints in 5 steps: 

• Identify the constraint (and goal) 

• Exploit the constraint 

• Align & manage systems around the constraint 

• Elevate performance of the constraint 

• Repeat the process (for new bottleneck)



Bottlenecks… and the critical path
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“Lean is a way to do more and more with less 
and less - less human effort, less equipment, 

less time, and less space - while coming 
closer and closer to providing customers 

exactly what they want.” 
 

— James Womack and Daniel Jones, Lean Thinking



Key concepts of lean

1. Value: Specify the value desired by the customer. 

2. Value Stream: Identify the value stream for each product providing that 
value and challenge all of the wasted steps necessary to provide it. 

3. Flow: Make the product flow continuously through the remaining value-
added steps. 

4. Pull: Introduce pull between all steps where continuous flow is possible. 

5. Perfection: Manage toward perfection so that the number of steps and the 
amount of time & information needed to serve the customer continually falls.



Why make it lean?
Manufacturing vs. Advisory
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“Lean Planning comes from the principles of Lean 
Management.  The concept that systemized work, 
which removes all unnecessary steps, in a cycle of 
continuous improvement, is the best way to ensure 
quality and scale.  This combination of quality and 
scale, when applied to your service like strategic 
advising, leads to profit for your firm.” 
 
— Kathy Gregory, Director, LivePlan



How this applies to strategic advising

1. Value: Determine, specify and deliver the value to the client. 

2. Value Stream: In delivering the service, challenge all of the wasted steps 
necessary to provide it. 

3. Flow: Have a well defined, repeatable process that improves over time. 

4. Pull: Do just what is needed, when needed to deliver over time. 

5. Perfection: Constantly improve the service, the process and the results.
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“Don't be afraid to give advice. As accountants we 
were trained to be conservative and never give a 

straight answer. That just isn't going to work in 
today’s world. Clients want advice / answers, and 

it's your duty to help them.”
 

— Jason Ackerman, BNA CPAs & Advisors (CPA)



Use this meeting to get to know your client in a new way, let them get to know 
you, and accomplish these specific goals: 

1. Frame the relationship for your client. 

2. Model what it’s like to work with you. 

3. Make them want more. 

 
In the spirit of lean, you don’t need to know ALL things, but must learn these:  

• What the client knows (and doesn’t). 

• Broad business goals.

Key component: The kick-off meeting



LivePlan agenda for your kick-off meeting

1. Get to know your client and learn their goals 

2. Learn your client’s financial goals 

3. Frame the advising and strategic planning 

4. Show the monthly output—the hook! 

5. Explain lean planning—hook and sell 

6. Wrap up, confirm plan meeting, and final sell



• Task list  

• Kick off meeting 
http://bit.ly/2HSwVkP 

• Plan meeting 

• Advisory meeting

liveplan.com/strategic-advisors/implementation

Four resource guides to assist

http://www.liveplan.com/strategic-advisors/implementation
http://www.liveplan.com/strategic-advisors/implementation
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1. Action: Review clients & be proactive with clients negatively impacted. 

2. Seize the opportunity: EVERY business owner is interested in firm 
growth and reducing tax burden. Capitalize with a service offering. 

3. Give to get: Understand the opportunity, provide a sampling of what 
is possible, be clear on the goals, and apply the effort to close. 

4. Strategic planning: Tax planning doesn’t ensure growth. To increase 
valuation, you must focus on lean, strategic planning. If done right, the 
tax portion can be worked into the strategic planning done monthly. 

5. Use tech: Get the best pricing, planning & processing technology so 
you can spend more time advising.

Tips & tricks of advisory services



1. Review: Download the LivePlan best practice advisory process and 
compare with any current process you use today. 

2. Modify: Alter the process in Excel to reflect your standardized 
approach. Better yet, review in Karbon and personalize as needed.  

3. Deploy: Create work for existing & new clients using the template. 

4. Customize: For a given client, adjust the checklist to reflect their 
unique needs. Changes will carry-over automatically to future work. 

5. Iterate: As you service clients, update your work template to reflect 
what you learn and how best to serve.

LivePlan + Karbon: How to use together



Use the LivePlan advisory services from directly within Karbon.



Wrap up
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✓ LivePlan Software:  free 3 month trial 

✓ Training & Certification:  self study or one-on-one Implementation 

✓ Volume Pricing:  $120 per license billed annually 

✓ Marketing:  blog, toolkit, EA Directory 

✓ Support:  accountants@liveplan.com

www.liveplan.com/strategic-advisors

LIVEPLAN METHOD 
FOR STRATEGIC ADVISORS
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Questions?



Thank you!



LivePlan.com 
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