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Introduction:

Welcome to the Market Analysis Template, a crucial tool designed to guide your accountancy
firm through an in-depth exploration of the current market landscape. Understanding the
market is vital for making informed strategic decisions and positioning your firm for success. This
template is tailored to help you assess key market trends, analyse your competitors, and identify
your ideal client profile, providing a comprehensive view of the environment in which your firm
operates. This will allow you to get a better understanding of the opportunities and niches you
can fill, as well as areas in which you may struggle to compete.

Instructions on How to Use the Template:

Gather Information: Before you start, collect relevant data about the accounting industry, market
trends, and your competitors. This information can be sourced from industry reports, market
research, news articles, and your own business observations.

Fill in Each Section:

e Market Trends Analysis: Here, you'll list and analyze current trends affecting the
accounting industry. Be as specific as possible about how each trend impacts
your firm and the opportunities or risks it presents.

e Competitor Analysis: Use this section to break down your competition.
Understanding who they are, what they offer, and their strengths and
weaknesses will help you find your competitive edge.

e Target Client Profile: This section is about understanding your ideal clients.
Defining who they are and what they need from an accountancy firm will guide
your marketing and service development.

Think Critically: As you work through the template, it's important to think critically about the
information you're entering. Don't just list data - analyze it to understand how it applies to your
firm.

Use Your Analysis: This document should not just be a one-time exercise. Use your findings to
inform your business strategy, marketing efforts, and service development.

Review Regularly: The market is always changing. Regularly revisit and update this analysis to
ensure your firm remains aligned with current trends and competitive dynamics.

Join the Unstoppable Newsletter for more updates, tips and content
to learn how to start, build and scale your accountancy firm.



https://newsletter.sameraglobal.com/
https://newsletter.sameraglobal.com/

& Samera

Section 1: Current Market Trends Analysis

Objective:

This section is designed to help you identify and analyze current trends in the accounting
industry. Understanding these trends is crucial for adapting your strategies to meet market
demands and stay ahead of the competition.

Instructions:

List key trends you observe in the accounting industry. For each trend, assess its impact on the
industry and your firm, identify potential opportunities it presents, and evaluate any risks or
challenges.

Trend Identification:

e Describe the trend briefly.
e Examples:

e Increasing Use of Al and Automation: Many firms are adopting artificial
intelligence and automated processes for tasks like data entry, tax preparation,
and auditing.

e Shift to Cloud-Based Solutions: A growing shift towards cloud-based accounting
software for better accessibility and collaboration.

e Focus on Sustainability and ESG Reporting: Increasing demand for expertise in
environmental, social, and governance (ESG) reporting as businesses become
more conscious of their social impact.

e Other examples: Remote working, political changes, regulation changes, client
expectations
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Impact Analysis:

e Explain how this trend is impacting the accounting industry and potentially your firm.
e Examples:
e For Al and Automation: This trend is leading to more efficient processing of
routine tasks but also requires upskilling for staff.
e For Cloud-Based Solutions: Offers opportunities for remote work and client
collaboration but also raises data security concerns.
e For ESG Reporting: Creates new service opportunities but requires accountants
to gain specific knowledge in ESG standards and reporting.
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Opportunity Identification:

e Identify the opportunities this trend might offer to your firm.
e Examples:
e Al and Automation can enable your firm to handle larger volumes of work with
higher accuracy.
e (Cloud-Based Solutions can be leveraged to offer more flexible and collaborative
services to clients.
e Specializing in ESG reporting can differentiate your firm and attract clients
interested in sustainable business practices.
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Risk Assessment:

e Evaluate any risks or challenges associated with the trend.
e Examples:
e Al and Automation may require significant investment in new technologies and
training.
e (loud-Based Solutions necessitate strong cybersecurity measures to protect
client data.
e For ESG Reporting, staying updated with evolving standards and regulations is
essential to maintain credibility.
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Section 2: Competitor Analysis

Objective:
This section aims to help you identify and understand your key competitors, their strategies,
strengths, and weaknesses, enabling you to position your firm more effectively in the market.

Instructions:

List significant competitors in your market and analyze various aspects of their operations.
Consider both direct competitors (other accountancy firms) and indirect competitors (such as
DIY accounting software).

Competitor Identification:

e Briefly name each competitor.
e Examples:
e Local Accountancy Firms
e National Firms
e Online Accounting Services




& Samera

Services Offered:

e List the main services offered by each competitor.
e Examples:
e Traditional Accounting Services (e.g., tax, auditing)
e Advisory Services (e.g., financial planning, business consulting)
e Technology-Driven Services (e.g., cloud-based accounting, automated payroll
services)
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Pricing Strategy:

e Describe the competitor's pricing model (e.g., fixed fees, hourly rates, value-based
pricing).
e Examples:
e Competitive Low-Cost Services
e Premium Pricing for Comprehensive Service Packages
e Flexible Pricing with Customizable Service Options
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Market Position:

e Assess each competitor's market position (e.g., market leader, niche player, new entrant).
e Examples:

e Dominant Player in Corporate Accounting

e Specialized in Small Business Accounting

e Innovator in Digital Accounting Solutions
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Strengths and Weaknesses:

e Identify the key strengths and weaknesses of each competitor.
e Examples:
e Strengths: Well-established brand, wide range of services, strong client
relationships.
e Weaknesses: Limited technology integration, higher pricing, lack of personalized
services.
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Unique Selling Proposition (USP):

e Determine what sets each competitor apart in the market.
e Examples:
e Expertise in a specific industry (e.g., retail, non-profit)
e Unique technology solutions (e.g., proprietary software)
e Exceptional customer service or client engagement strategies
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Section 3: Target Client Profile

Objective:

This section is designed to help you define and understand your ideal client. Knowing who your
target clients are, their specific needs, and pain points are crucial for tailoring your services and
marketing efforts effectively.

Instructions:

Describe the characteristics of your ideal clients. Consider various aspects such as their industry,
size, financial needs, and the challenges they face that your firm can address.

Demographic Profile:

Provide details about the demographics of your ideal clients.

Examples:
e Business Size: Small businesses, mid-sized enterprises, or large corporations.
e Industry Type: Retail, manufacturing, healthcare, technology, non-profits, etc.
e Geographical Location: Local, regional, national, or international clients.
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Financial Needs and Preferences:

e Outline the specific accounting and financial needs or preferences of these clients.
e Examples:
e Need for comprehensive tax services.
e Interestin financial planning and advisory.
e Preference for technology-driven accounting solutions (e.g., cloud-based
software).
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Client Pain Points:

e |dentify common challenges or problems your target clients face that your firm can

solve.
® Examples:
e Difficulty in managing cash flow.
® (Challenges with regulatory compliance and reporting.

® Need for more strategic financial advice to grow their business.
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Service Opportunities:

e Link the identified needs and pain points to specific services your firm can offer.
e Examples:

e Offering tailor-made cash flow management solutions.

e Providing expert advice and services for compliance management.

e Developing a suite of strategic advisory services for business growth.
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Engagement Strategies:

e Suggest how your firm can engage these target clients effectively.
e Examples:
e Networking events in specific industries.
e Targeted marketing campaigns.
e Educational workshops or webinars addressing their specific challenges.
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Congratulations on completing your Market Analysis! This document isn't just a collection of
data and insights; it's the foundational step in your accountancy firm's growth action plan. By
completing this analysis, you've taken a significant stride towards understanding your market,
competitors, and opportunities, setting the stage for strategic growth.

Here's How to Proceed:

Reflect on Key Findings:

e Review the insights you've gathered. What did you learn about your market, competitors,
and your firm's position?
e Identify the most crucial pieces of information that can influence your growth strategies.

Develop Actionable Steps:

e Use the insights to identify specific actions. For example, if you identified a rising trend in
cloud-based accounting, consider how your firm can adapt to or capitalize on this trend.

e Assign clear, measurable objectives and deadlines for these actions to ensure they lead
to tangible results.

Incorporate into Your Growth Plan:

e This analysis should directly feed into your broader growth plan. Align your objectives
with the opportunities and strengths you've identified.

e Be ready to modify your business plan or strategy based on your new understanding of
the market.

Share with Your Team:

e Communicate your findings and plans with your team. Their involvement is crucial for
successful implementation.
e Encourage feedback and discussion to refine and strengthen your action plan.

Regularly Review and Update:

e The market is constantly evolving, and so should your understanding of it. Regularly
update this analysis to stay ahead of changes.

e Treat this document as a living part of your strategy, adapting as new trends and
opportunities emerge.

Remember, the information you've compiled here is powerful. It's not just about what you've
learned; it's about how you use that knowledge to drive your firm's growth. This Market Analysis
is your first step in a larger journey towards expanding and enhancing your accountancy
practice. Use it wisely, and you'll be well on your way to achieving your growth objectives.

Join the Unstoppable Newsletter for more updates, tips and content
to learn how to start, build and scale your accountancy firm.
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Additional Notes

Please use this section to fill in the most important points and any other notes or ideas you have
about your Growth Action Plan
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Disclaimer: This workbook is intended for educational and informational purposes only. The contents are
not intended to offer professional legal, financial, or business advice. All scenarios and examples are
illustrative and should not be considered as applicable to all situations. Samera Global does not accept any
responsibility for any loss which may arise from reliance on information contained in this workbook.
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