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Beyond the Books

CPAs have diversified into everything from wealth management
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Iuiuhummlfm;, face entrenched foes in each field BY LAURIE JOAN ARON

WIHEN ROBERT ADES GOT MARRIED EARLY THIS YEAR, HIS
thoughts quickly turned to life insurance—how little he had and how little
he cven knew abour it,

instinctively, for answers he rurned o
Financal Planning Group, a new oflfshoot of the
weconnting biom he and his family's business had been
|]|‘|H'||-.[|r||.1| [RR] il”' 261 }H';ir';,
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medivm and even soall aecoun i fifins

are nnlkang thes as never boelore o ense their way

et presvicliogg s s

With their revenues pinched by the recession and b the

Ten years ago, accountants were still folding such things as business and

management advice mnto their ordinary rax and audit fees. Now, hundreds
ot small and medivm-sized CPA firms in the oty are aggressively
marketing their business planning, wealth management and mergers and
aceuisitions services—and they are -'.E'-r*q'iﬁ:'.ﬂl}f billing for them, too.

They're also stretehing fuether afield from teaditional accounting than
ever hefore, They are oftering everything from marketiog and health
insurance l:illl-‘-llhlllll.fl. Lo oo ed RITHEES PN T R rruiu]ug anel technedl
services, Some are even doing these things in new, stand-alone units,

“Accounting firms are going where the money 15," savs Allan Kolun,
president of the Chicago-based Practue I'}a:w:]nprmfn: Tnsteeure, which
comstles wath accounting firms. “Trelitional services have declining margins.”
Ta Bet to thise frees, I|'-I:I|_uh\ thit Becounrans must convanee ]wn]ﬂ-:' thn
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CPAs range beyond the books

Conitinsed from Page 27
they will de a better job than the
entrenched players, such s 1T con-
sultants and fnanaal  planners,
Seort Fadun, president of Manboe-
tan finuncial planning fivm Finan-
il Asset Managenient Corp, dis-
misges the threat. He notes that
many accountants are simply too
tux-oriented to serve as well-
rouneded financial planners,
Accountants trying to break
into general business consulting, or
even mote specialized felds such

as mergers and acquisition advice,
face an even tougher strupgle
When it comes to those arcas, in-
aists Frank Corso, president of
Corso & Associates IIrln::., a small
consulting outfie in Jericha, L.,
the flow of business in marve aften
the ather way "My business comes
framm counring foms”

P Ay l','.]}ﬂﬁ, nne of the
biggest stumbling blacks 1o diversi-
fication 15 the need to market them-
selves. "Accountants are used to e
ting a client and having them

forever,"” says Roy Byniker, prosident
of Reorganization Alternatives
Groug in Broaklyn, For vendors of
other financidd services, business
something they must win every year,

A plus side

Monetheless, in lirmoching o
new arens, the accountants also pos:
sess o conple of key advantiges: a
reacy-made client base and the
plain fact that they frequently act as
both diapnostician and docton "We,

as acconntants, identify the issues

Smaller firms have moved ag-
gressively into u rafe of different fi-
runcial services, sporred by the icdey
that they can become one-stop fi-
nancial shops for rlmir srmadl clienes,

Baddish Shapira, the company
that sald Mr. Ades his personal life
instirance, 15 an example. It was st
up just 18 months ago with five
CPAs who are also certified finan-
et planmers, Tes parent compuany i
Caltin Baddish & Shapire, an ac-
counting fiem with 10 CPAs and
affices in Manhattin and on Long
Filaniel, which seill generates S0 of
the combined fivms’ revenues,

“The bread and buteer is sall the
accounting,” siys Stuarr Shapira,
managing director of the financial
planning  proup, which  serves
wealthy individuals and small o
midmzed businesses. He speces £
nareial plfnmmﬁ. rhrnmh, to ulti
pittely comteibaece o thard of tepal
tewenies, o B5I00E,

et alwses u o] pedi to i
achbitwmal serviees o o
Clecnns sieys Mo Shapire, T en

lisnirems osenn ressenane,”
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Solo effort

The drive for new und varied
sonrees of income extends all the
way down 1o tiny frms such as
Broderick & Co. The sne-woman
CPA practice in midrown aperares
a5 a free-lance finance department
tor some of itz small business clients,

Ginger Broderick is usually
called in when mannal boaldeep-
ing efforts have potten hopelessly
wdddled, She quickly purs the ac-
conts an wocompnter, and then
continues o manage the day-to-
day financial alluirs of the business,
including bockkeeping, purchasing
and office management. Some-
omes she throws in some business
cansulting as well. Together, these
eliorts add up ro 309 of Braderick

SOy sim-digie revenoes,

In gome cases, nocountants are

s ot just looking o expand their

| menus of offerings—und strepma

of income—they are also diversify:

ing their client bases. Thl.:},r are tar-

| geting their new services notar tra-

ditional end users, but ar other
professional organizations,

The hottest value-added service
at Gettry Marcus Stern & Lehrer
in Manhattan, for examyple, is busi-
ness valuation, which it sells Flr'mlu
rily to lawyers and to other sccoun

| g foms o vse by their cliens,

“The pervices set us apart, wnd
provide wnother profit cenrer,” says
muanaging parmer Steven Marcus, B

aned being them 1o the rble” says Jo
Ann Golden, president of the ;\hrw
York Stare Sociery of Certfied
Public Accountants in Manhattan,
Having done that, what would
be more natural for the aceovnrants
than to also deliver the solution?
Mayer & Co. in Manhattan is
thoings qust that. Jix months ago, o
Bl what founder Robert Mayer
saw an o prowing client need, he
atlided daily eash management and
outsourced chiel financial officer
services to his firm's core pracrice.
"My clients were jost bringing
me oo many problems cauged by
dishonest bookkeepers and lack of
financial controls,” says Mr. Mayer.

[

{.'}“_1; ol s |'|.|r'|-][|- i H..‘!-K [I'II:.,
a Manhartin sofware consultant
thae Tl leard the hookkeeping
horror staries and wanted to elimi-
nare the sk of anything going
wrong with its own accounts, R2K
turtied to Mayer 8 Co, which aots
an its Ginsnee department,

“When we outsouree finctions,
Wt WL Lo nse Ssedriedne we 1|.|rr.'.|{]}-'
kow uod  teust,” says Richard
Mann, vice president and treasarer
of B2,

Tt has ulso proved to be o great
business for Mayer & Co., o firm
with $4 million i annual revenues,
In the six months thar Mayer 8
Co. has offered its CFO service,
the company has parmered theee
new clients o month.




