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Match Making Conference 2010 – Program
We in the Nordic Accountant Federation have the pleasure to invite you to an interesting discussion about various challenges concerning business advising in the accounting industry.
The conference will take place in London on October 14th to 15th, 2010. We will invite accountants from Norway, Sweden and Finland to participate. 
In line with the tradition we will invite some of the participants to prepare a presentation on a relevant subject which falls within the conference program – a subject which the professional in question have thorough experiences in and would like to share and discuss with colleagues across nations. In addition we will invite an inspiring and experienced accountant from UK to prepare a presentation about various factors of success and challenges concerning business advising. UK has as you probably know raised the threshold for mandatory auditing to the maximum EU level, and has experienced rather extensive changes in the service market. Now, Sweden is introducing a level for mandatory auditing which excludes a lot of the smallest companies from this compulsory action.

Program[footnoteRef:1] [1:  We make certain reservations concerning minor changes in the program. Final program with all details will be forwarded to registered participants in due time.] 

Day 1. Business advising and organizational adaptation.
How to organize the work processes – i.e. accounting production, quality assurance and advisory services?
Starting after lunch at 13.00 and ending at 18.00 at the latest
· Guidelines:
· Services and competences:
· Outline the customer portfolio which is to be matched (services, needs, expectations)
· Overview of services: Accounting/accounting related services, quality assurance and business advising services (non-compliance services)
· Particular competences needed including top competences: Specify
· Organization and business culture:
· How to organize in order to integrate efficient production and well adapted advisory services – making colleagues work for each other in order to fulfill corporate goals?
· Organization and business culture: How to organize in order to harmonize mind sets concerning strategy?
· Examples on efficient ways of organizing accounting and advisory services?
· What kind of leadership is needed, and how is leadership carried out?
· The need for segmentation: 
· Is there a need for segmentation of advisory services in order to meet the business needs of the customer, or is each accounting advisor able to meet the most demanded advisory services? Specify kinds of customer businesses, competence needs and needs for segmentation
· In case of specializations: What kinds of specializations are needed in order to match common needs for advisory services among customer businesses?
· The three most crucial issues for an efficient and customer oriented organization?
Two prepared presentations which are different on certain core issues such as how to organize (integration/separation of production and business advice), and specialist/generalist as business advisor – discussed according to customers – i.e. kind of businesses and needs.
Each presentation has a max of 45 minutes including time for questions.
Group work:
After the two presentations the plenary is divided into groups of 10 participants - discussing and concluding on similar issues:
· Define a common customer portfolio and typical services needed – i.e. accounting/compliance services and non-compliance business advice – max. three different customer businesses and typical demands on service delivery
· Approximate turnover (%) from compliance work compared to non-compliance business advice
· Define an efficient organization on specialization and integration (according to strategy, culture and competence). Discuss what you in particular need to work on in order to succeed
· Discuss crucial matters for the creation of an efficient and strategic oriented organization. 
· Discuss core issues for the building of a strategy harmonized business culture including leadership
Each group has 1 hour at its disposal. The discussions and suggestions are recorded in each group and presented for the plenary.

Plenary discussion:
Each group presenting its results – 20 minutes each – the maximum of 1,5 hours altogether for the plenary session. 

Day 2. Business advising of high customer value; customers’ willingness to pay
Starting at 09.00 and ending at 15.30
09.00 – 09.45 
Session 1:  Financial reporting as a value added product for the customer business
Guidelines:
· Reporting of high value:
· What is it considering specific services offered, competences needed, tools, systems and processes, and customers’ benefits?
· What does it take considering –
· Knowledge about customer business
· Collaboration and interaction - relations
· The role of the business advisor and that of the customer
One prepared presentation on:
· Business reporting of high value – describing the service and what it accomplish for the customer (gained results)
· High value business reporting and what it takes considering –
· Knowledge about customer business
· Timeliness and proximity
· Collaboration and interaction
· Roles and relations
· Competences and knowledge creation
· Processes, systems and tools
09.45 - 10.00 Break
10.00 – 12.00
Session 2: Needs, expectations and willingness to pay
Guidelines:
· Typical customer needs for advisory services
· Effective processes and tools
· Typical competences needed
· Roles and relations
· The value of business advising – for the accountant and the customer
Two prepared presentations on:
· The needs:
· What kind of advisory needs (exceeding compulsory work) are common among customer businesses?
· The characteristics of these companies?
· How are needs revealed, explored and defined?
· How is the willingness to pay for advisory services – and at what relative rate compared to compliance work?
· How to work as a business advisor:
· How does a process start?
· What are the most important advisory tools to be utilized?
· The advisory process – exploring various opportunities with the customer – how is it done in practice – give examples on success criteria 
· The income from these services compared to standardized compliance services
· How does the work as business advisor for various customers affect the accounting company – what kind of impact does it have on the business culture, on recruitments, competence development and company standing?
· Customers’ willingness to pay
10.45 – 11.15 Break
12.00 – 13.00 Lunch
13.00 – 14.00
Group work:
After the two sessions the plenary is divided into groups of ten participants – discussing and concluding on similar issues:
· Describe max. three typical customer businesses on needs for business advice – including financial reporting
· How does an advisory service process start and what are the typical challenges to be dealt with?
· What are the most important advisory tools to be utilized in the process?
· What does it take to master proper relationships, and which roles, experiences and competences are crucial for the success of the interaction process?
· What are the main criteria for the success of an accounting business culture with a strong focus on high end services?
· What should be the relative part of the turnover from business advising compared to compliance work?
· The customers’ willingness to pay for advisory services
Each group has 1 hour at its disposal.
14.00 – 15.30
Plenary discussion:
Each group presenting its results – 20 minutes each – the maximum of 1,5 hours altogether for the plenary session. 
15.30 End of conference – concluding remarks.

The hotel and how to reach it:
We have reserved rooms at Kingsway Hall Hotel  -  66 Great Queen Street  -  London -  WC2B 5BX    www.kingswayhall.co.uk. The hotel price is £179 + 17,5% VAT+ breakfast £ 10. The hotel is situated close to Covent Garden, and is easy to reach from the different airports. If you plan to take a taxi you should take into consideration that it will take almost the same time as the underground from Heathrow and costs a lot more. Train is the fastest transport.
Business Travel Connections

Nearest Underground Stations: 

Holborn: Central Line and Piccadilly Line
Covent Garden: Piccadilly Line 
Nearest British Rail Stations (overland):
Kings Cross St. Pancras – 
approximately 15 mins by taxi to the hotel
Paddington Station – 
approximately 15 mins by taxi to the hotel
Liverpool Street – 
approximately 20 mins by taxi to the hotel 
London Heathrow Airport:
By Underground (approx. 50/60 minutes):
Piccadilly Line direct to Covent Garden or next stop to Holborn Underground station.
By Heathrow Express:
Train to Paddington Station, and then take the circle line to King’s Cross Underground Station. At King’s Cross Station you change onto the Piccadilly Line to get off at Covent Garden or the next stop Holborn Underground Station.
London City Airport:

By Taxi approximately 45 minutes – average cost £35

By Underground (approx. 30 minutes):
Take the DLR from London City Airport and change at Bank station onto the Central Line and get off either at Covent Garden and Holborn Underground Station.
The nearest Underground station is Canning Town, on the Jubilee line, where you can connect directly to London City Airport by Docklands Light Railway. Journey time is 10 minutes.

Option 1- via Bank
The recommended route is to take the Docklands Light Railway via Canning Town into Bank, which is on the Central Line. Journey time is 22 minutes.

Option 2 - via Canning Town
Take the Docklands Light Railway directly to Canning Town, where you can pick up the Jubilee Line into Central London. Journey time is just 5 minutes into Canning Town and approximately 15 minutes into Westminster.

Our concierge would be delighted to assist you in making arrangements for a transfer please email your full itinerary with your requirement to concierge@kingswayhall.co.uk 
orcall direct +44 (0) 20 7309 0909.

Conference fee:
 The fee, which covers rent of conference room, lunch and drinks both days, coffee/tee brakes, fruit etc., evening dinner October 14th : 580 Euro.
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