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How to interview your accountant 

 

We all have an accountant and we all understand that this is an important role in our business, but 
what I’ve learnt over the past 20 years is that most people don’t have a selection criteria to choose 
an accountant. This is largely due to not knowing what you don’t know. I totally get it, they are the 
experts, they should know. Or should they? 

 

Accountants are not clairvoyants so how are they supposed to know what you want? So, there is the 
stalemate and here is how to fix it. I’m going to show you how to find out what you don’t know and 
build a relationship for your business to build success from. 

 

STEP 1 

 

Ask yourself the question: 

 

“What would I see, hear or feel that would tell me I have the perfect accountant?” 

 

In the answer lies the key. Example: 

 

See  - I would be getting 1/4ly reports and I would be seeing reports that make sense. 

Hear  - I would be hearing when we need to increase cash in our tax accounts, hearing how much 
we need for each ¼’s tax. 

Feel  - I would feel confident that I am understanding the reports that are sent to me and 
understand how to use them practically in the business. 

In my experience, you will end up with a list of about 10-15 things.  

Make sure to write them down because this becomes your checklist. 

Simple so far. Right? 
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Step 2  

 

Find several accountants and set up interviews with each of them. Before making the appointment 
make sure they work with small to medium businesses clients. 

 

Step 3  

 

Stop the accountant from needing to become a clairvoyant.  

 

Tell them a little bit about your business using this script: 

 

• We are in the business of (tell them what industry you are in) 
• We typically serve (tell them who your clients are) 
• We have X clients and Y employees  
• A revenue of $YYYYY 
• We are currently (tell them where you are going e.g. consolidation, scaling rapidly, looking 

to sell etc) 
• We are looking for an accountant who deals with businesses like ours 

 

 

Step 4 - Ask them who they serve 

 

You: So Mr/Ms accountant, who do typically work with? 

Listen to their response. if they talk about serving businesses like yours, ask the following: 

 

You: How do you typically work with businesses like ours? 

 

Here, you are looking to be crossing things off your tick list. If they naturally tick off 80% of your list, 
then you may have the right fit. If they tick 1 or 2, then it may be time to thank them for their time 
and move on. 
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Step 5 – Confirm the gaps and request a quote 

 

If they have ticked 80% of your needs tick list, then you share the missing items: 

 

You: That sounds great, you offer a lot of things we are looking for. There are two other things we 
are looking for. Can you advise how you’d address these? 

 

Then request a quote. 

 

You: So far so good, looks like you have the services we are looking for. How much would this 
typically cost, to engage you on an ongoing basis? 

 

You: Thanks Mr/Ms Accountant, we will come back to you shortly. 

 

Continue your interviews and then make a decision. 

 

You have now set the expectations and have a list of actions to check in on to make sure in the 
future, the relationship is a success. 

Here’s to the beginning of a great relationship that will serve you well for the future! 
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