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• Utah State University - BS, MA
• Sherwood Hills Resort – Accountant/Clerk
• Deloitte, Haskins, & Sells - Staff
• Hansen, Steed, Bradshaw & Malmrose PC – Staff/Partner
• K2 Enterprises – Founding Partner
• Zoho Corporation – Director Accountants
• www.zoho.com/cpa 

http://www.zoho.com/cpa


Multi-vendor solution



Integrations are complex.



1:8

Software vs Integration Spend



INVOICE

REPORTING

SUBSCRIPTIONACCOUNTING

INVENTORY

Third-party 
integrations



Realtime data synchronization 

Authentication and access control

Integrated workflows and unified process views

People

Processes

Data

But integrating different vendors mean...



Inter-connected Apps

Accounting app

Inventory app

Expense app

Other apps

Presenter Notes
Presentation Notes
If you do that, what you see is department walls breaking down and communication flowing freely between the different departments of your clients business.Finance speaks to sales, sales speaks to inventory, inventory speaks to support. Endless possibilities.



Sync customer data
 Sync transactions
Mash up reports

Collaborate

Unified view for sales and finance

Presenter Notes
Presentation Notes
Your clients get a Unified view of their sales and finance. Because the finance and sales software speak to each other, --->There is reduced duplicate data entryThere is reduced errors. Generating reports like sales and payments received is fast. It's all available in one system. 



CRM Customer

Estimate

Stock info at your fingertips



Order details within CRM
Unified view
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Are We There Yet?
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Value Added Services - CAS

• Forecasting & Planning

• Outsourced CFO Roles
 Bookkeeper
 Controller
 CFO

• Analytics



Young Electric Sign Co
Tom Young Founder



Practice Tip #1

Don’t Forget the Needs Analysis
• Needs
• Wants
• Wishful Items



Practice Tip #2

Know When to Partner & When to Walk Away



Practice Tip #3

Cash Flow Projections Are the #1 Way to Win & Keep a Client



Practice Tip #4

Numbers Blind People?

Graphics Save the Day



Practice Tip #5

Review your clients at least once a 
year

Who is your top 10?
Why are they your top 10?

Who is your bottom 10?
Why are they your bottom 10?

Consider firing the bottom ones



Practice Tip #6
Use Social Media to promote your firm:

• Your firm website
• Instagram
• Facebook
• Twitter
• LinkedIn

LinkedIn expert Kari Mirabal

https://www.linkedin.com/in/karimirabal/
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Practice Tip #7

Do not assign untrained people to 
jobs.  Training is expensive, time 
consuming, but a critical component 
of a successful contract. 

Training!



Practice Tip #8

Ask Your Clients to Refer You
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vc vc vc27
Years

15K+
Employees

60+
Apps

vc vc vc
Countries

150+ 100M+
Users

625K+
Customers

First Bootstrapped Unicorn
Homegrown Apps
Privately Held
Publicly Responsible
No Azure or AWS
Manage Engine Network
Privacy #1 – No Tags 
Single Suite
Single Portal
SOC 2 & GDPR

The Single Suite - The Future of SaaS



Zoho Offices
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Advantages of The Zoho 
Finance Suite

• Accounting is The Core of Business Apps
• Large Field of Bookkeepers to Hire From 
• Win the Price War
• Finance Training Material 
• Add Accounting Service Revenue 
• Integrated Suite of Apps
• Reduced Data Entry
• Security, Privacy, Access
• Device & Browser Agnostic
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Thank you
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