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Account Practice Management Software
CEOCFO: Mr. Pearson, what is the idea behind Practice Ignition?
Mr. Pearson: Practice Ignition in its long-term view is about trying to bring better 
information to small business owners, in order for them to make better decisions. We 
are trying to enable accountants run their firms more efficiently. Then provide a way for 
them to collaborate with the small business owners who are their clients. We are 
focused on improving the experience that small business owners have with 
accountants, so that the relationship becomes tighter, get information faster and help 
them make better decisions.

CEOCFO: Do many small businesses have a digital relationship with their 
accountants or more the traditional - turning over receipts and spreadsheets?
Mr. Pearson: It is probably more of the latter but I believe we will see a rapid shift in this 
over the next few years. Intuit has made a huge push with their cloud based product 
and Xero, a publicly traded cloud accounting platform from New Zealand, already has a 
strong base in APAC and is growing here. End consumers are now more acclimated to 
what a digital accountant can deliver. They are used to instant information and simple, 
digital communication in their non accounting relationships. The onus is on the 
accounting industry to educate consumers that accounting does not have to be a shoe 
box and can be as easy as other portions of their lives that have already seen digital 
automation.

CEOCFO: What are you providing to facilitate the relationship between the accounting firm and their small 
business client? Is the idea to integrate with their current accounting software or replace it with your solution?
Mr. Pearson: The accountant client relationship always begins at the engagement letter. Our current product provides 
efficiencies for the accountant and clarity for the end client. We automate the engagement creation process for the 
accountant as well as managing the kick off process for their clients in related systems like Quickbooks Online (QBO) for 
invoicing or Xero Practice Manager for workflows. By saving them hours of work on manual tasks the accountant can 
focus on delivering value to the end client. Furthermore by making this process easy we ensure that the accountant 
actually delivers a clear engagement to the client so they can understand the services they are receiving along with fees 
to be charged. Practice Ignition also allows for easy communication around any changes to those deliverables and fees 
so both sides can get what they need out of the relationship. Over the course of the next 6 to 12 months we will be 
building out further collaboration elements so that documents can be exchanged and those deliverables tracked from the 
client's point of view. Ultimately the goal is to be the one stop shop for the client-accountant relationship.

CEOCFO: How are you reaching accountants? Are they actively looking for a solution or happy to find that one?
Mr. Pearson: We are finding a mix of both. Selling to accounts is always an interesting challenge. There is a generational 
change. The younger accountants are going online and looking for solutions. The same thing is happening with the 
professional services market. The next gen accountants are looking to build websites as the sales tool for their firm and 
how they represent themselves. Therefore, they look for the connecting bits in order to onboard and manage their client 
lifecycle, which includes contracts, payments and workflow, and that is where we come in. They tend to find us online 
when they search Google or search who Xero and QBO integrate with. The other main channel for us is trade shows. 
They may also hear about us peer network groups or the state society bodies for CPAs. We are also starting to do more 
and more content and more awareness rising with those industry bodies and with those large software companies, which 
are already tried and tested with both the new thinking and the traditional thinking accountant.

CEOCFO: How do you ensure that what you are doing is secure?
Mr. Pearson: Security online is traditionally based on passwords. Most people get their passwords stolen because they 
use the same passwords for every single online service. Their password may be a simple as their First Name + Last 
Name + “123”. People are trying to attack that secure login in by guessing the name and then running password attempts 
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at your log in and if they find one, then they use that as their first instance as they go across any other site that you may 
have access to. Therefore, security online is all about the strength of your passwords, and there are great tools to make 
sure that you have random passwords and one key password that you store, which should be complex. However, what is 
important from our standpoint is redundancy and having a backup. As we process payments and store private data PI has 
bank level security.

CEOCFO: What have you learned along the way as Practice Ignition has been available? How is it better today?
Mr. Pearson: We built a very rigid, structured, minimum viable product for Practice Ignition. That was our first product. It 
was hardwired in to be connected with Xero’s ecosystem and we had very defined ways that you could use the product, 
which was great for the fixed fee accounting market, but did not allow for someone who wanted to give an estimate of a 
range of fees for a particular service. We have now moved to fluid with a great deal of structure, so that you can basically 
have many different variables of how you wish to engage with your clients in their contracts and proposals. We have gone 
from being able to service 10% of the most forward thinking accountants, to 90% of any accounting firm. We have 
increased things like our reporting, so that there is visibility around the client base, where they are sitting, what services 
they have, which team they are on and the dollar value associated with each client. Then we have given you the ability to 
retarget your clients, so that for example, if there is a segment of your client base that does not have a particular service, 
such as an annual tax saving. We have also recently built some new things like digital signatures. We have payments, but 
only in Australia, so we are looking to bring that into the Canadian and US markets as well, to build on what we already 
have. Most accountants have a contract, which is called an engagement letter, but workflow, invoicing and payments are 
actually attached to a driven offsite contract. Therefore, we are trying to tie all of that together, so that it becomes one nice 
starting point and make sure that every accountant has a valid contract with their clients. We are now accounting for a 
greater range of circumstances and scenarios for an accounting firm, where are we used to be for their new clients on a 
fixed fee, we can now cater to their whole client base and provide some real business intelligence for them.

CEOCFO: What were one or two useful things that you learned as an accountant to help develop your system?
Mr. Pearson: One of the reasons that Practice Ignition seemed like a great idea was that many businesses, when I was 
running my CPA firm in Australia, would get what we were trying to do. We were trying to think outside of the box and 
implement new technology, so we would tell our new and existing clients that were trying a new way of doing things, and 
wanted to see how they liked it. Every time that we had come up with something new, we would end up with a small 
business client that would think that it was awesome, and wanted to know if we could help them do that for their business. 
Small business owners are looking for better efficiencies in what they do, so was a key learning and gave us the 
confidence to start something like Practice Ignition. The other thing was the observation of the amazing amount of 
inefficiency in running and maintaining even just your client contact base. The reason why it has to be done so rigidly and 
fastidiously is that it is sometimes audited by a member body, such as in the US, audited by your state CPA body. 
However, it is also a valid contract with your client. Accountants have one of the oldest subscription based business 
models in the world, as people go and see them at least once a year at tax time, but they never confirm throughout the 
year that the client is still a client. They do not have that regular touch point; they just assume that they will not lose any 
clients.

CEOCFO: Is a reasonable price a big issue for a potential customer or in line with their thinking?
Mr. Pearson: It depends on the stage that you are at. Many of our clients are building an accounting firm from scratch, so 
I am very big on helping that solo accountant build an accounting firm. That may seem expensive because you are going 
from nothing to paying something. However, generally to the larger firms we do not come across as expensive. We 
increased our prices not too long ago, but we have next to no negative kick back. This is proof that as a young company 
we have built a great product in the last 12 to 18 months, which was the last time that we changed our prices. We want to 
continue to build and provide even better software, and to do that we need to lift our revenues. You can grow the value 
the same as you did 12 months ago at this new price. In addition, we have lowered our price for the larger plans. 
However, we have moved from focusing on new clients to the whole client base. It is now a whole firm solution.
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“We are trying to enable accountants run their firms more efficiently. Then provide a way for them to collaborate with the small 
business owners who are their clients. We are focused on improving the experience that small business owners have with 
accountants, so that the relationship becomes tighter, get information faster and help them make better decisions.”- Guy Pearson
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