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Today’s Agenda
The 40 Hour Firm:  Disrupting the Model

1. Identifying Your Business Model Issues: Tier 
1 vs. Tier 2

2. Solving your Time Issue with Pareto for 
ProfitTM 

3. Elevate your Model

4. Leveraging Technology

Case Study: Blake Meester, Meester & Co

Patrick Morrell: Patrick.morrell@aiwyn.ai

Shannon Vincent:  svincent@renewgroup.com
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Identifying Your Business Model Issues: Tier 1 
vs. Tier 2

Identify your business model issues by understanding which issues take priority (tier 1) 
over others (tier 2) 



Tier 1 vs Tier 2: Business Model Issues

Tier 2

Tier 1

Recruiting Tech Stack Marketing

Services
you offer

Clients
you serve

Pricing Future
goals



Poll #1: 

What is your 
biggest frustration 
with the traditional 
accounting firm model?

a. Hours/Quality of Life.

b. Profits.

c. Can’t find people to do 
the work.

d. Too much time on the 
wrong clients.



Pareto for ProfitTM

Increase your profits and solve your time problem, by tapping into our 
proprietary Pareto for Profit™



Annual Price Range
Quantity 
of Clients

Revenue 
Total $

Average 
price for 
the band

Cumulative 
# Clients

Cumulative 
Revenue

% of 
total 

Clients

% of 
Total 

Revenue

Cumulative 
% of Total 

Clients

Cumulative % 
of Total 

Revenue

$100,001 + 2 $388,639 $194,320 2 $388,639 0.4% 18.6% 0.4% 18.6%

$75,001 - $100,000 0 $0 $0 2 $388,639 0.0% 0.0% 0.4% 18.6%

$50,001 - $75,000 0 $0 $0 2 $388,639 0.0% 0.0% 0.4% 18.6%

$25,001 - $50,000 3 $110,716 $36,905 5 $499,355 0.7% 5.3% 1.1% 23.9%

$20,001 - $25,000 2 $42,537 $21,269 7 $541,892 0.4% 2.0% 1.5% 25.9%

$15,001 - $20,000 10 $168,783 $16,878 17 $710,675 2.2% 8.1% 3.7% 34.0%

$10,001 - $15,000 26 $318,788 $12,261 43 $1,029,463 5.7% 15.2% 9.5% 49.2%

$5,001 - $10,000 95 $658,802 $6,935 138 $1,688,265 20.9% 31.5% 30.3% 80.8%

$3,001 - $5,000 43 $168,583 $3,921 181 $1,856,848 9.5% 8.1% 39.8% 88.8%

$1,001 - $3,000 68 $120,601 $1,774 249 $1,977,449 14.9% 5.8% 54.7% 94.6%

$501 - $1,000 61 $44,163 $724 310 $2,021,612 13.4% 2.1% 68.1% 96.7%

$201 - $500 145 $68,870 $475 455 $2,090,482 31.9% 3.3% 100.0% 100.0%

$0 - $200 0 $0 $0 455 $2,090,482 0.0% 0.0% 100.0% 100.0%

TOTAL 455 $2,090,482 $4,594 455 $2,090,482 100% 100% 100% 100%

60% of Clients under $3,000 
derives 11% of Revenue.

Pareto 
Case 
Study

The Leverage / 
Scalable Zone 
>85

Fragility Zone: 
<10

Danger Zone <5

Insanity Zone= 0



Poll #2: 

Where do you miss 
the mark on pricing?

a. Don’t price for value.

b. Price too quickly.

c. Don’t manage scope.

d. Don’t adhere to a pricing 
process.



Elevate Your Business Model
The Blueprint for a Better Business Model



What is a 
Subscription 
Business Model?
• Professional Service Model
• Relationship Model



Reactive, dealing with history get the work done

SERVICE PROVIDER MODEL

Charge by the hour

High volume of clients, no time for contact

Transactional Service Provider

Proactive, forward thinking, people first

Tax speak

Lead (and stop) with compliance

All things to all people

Lots of hours/No life

TRUSTED ADVISOR MODEL

Value-based; Price upfront

Select number of target clients; high contact

Accessible Trusted Advisor

Advice

Lead with consultation and advice

Nomentum

40 Hours a week, In Control

Elevate Your Business Model



Poll #3: 
Technology can’t make a strategy, 
but it can help enable & accelerate 
its execution… 

… if you could wave a magic wand 
and get 1 thing added to your firm’s 
tech stack that would help you 
accelerate strategic change, what 
would it be?

a. An “all-in-one” client 
portal 
(1 place to pay bills, sign engagement 
letters, see status, etc // integrates 3rd 
party apps)

b. An “easy button” for 
engagement letters 
(templates, auto-fill data from your PM, 
automatic mass renewals, etc)

c. A modern PM platform 
(intelligent automations for billing, time, 
resource management; integrations

d. All of the above



Patrick Morrell 
Aiwyn
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Trusted by leading firms nationwide
120+ customers | 30% of the top 100
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Our founder’s 2019 billing experience
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78%
clients who will switch CPA 
firms if the other firm uses

“the latest technology”

25%
of work done without a 

client engagement letter

55%
of CPA time is spent on 

administrative tasks

THE PROBLEM

80%
firms not using their tech 
stack to its full potential

Old, siloed 
technology

Bad client & 
CPA experience

Negative 
business 
outcomes 
& risks



PAYMENTS

“Set it and forget it” 
Recurring Payments

One-Click Payment
(saved methods)

See Total Invoice History 
& all Outstanding Bills



COLLECTIONS

Custom Messaging 
Based on A/R Aging

Autopilot Command 
Center for A/R

“Smart Statements” Show 
All Outstanding Bills



Meester & Co
Case Study



Check out: 1009BTSO



Thanks!
Do you have any questions?

Patrick Morrell, Aiwyn: LinkedIn
Shannon Vincent, ReNew Group: LinkedIn
Blake Meester, Meester & Co: LinkedIn

https://www.linkedin.com/in/patrickmorrell/
https://www.linkedin.com/in/shannon-vincent-cpa/
https://www.linkedin.com/in/blake-meester/

