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Introduction 
Sage North America, a leading provider of business management software and services to 
small and midsized businesses (SMBs) in the U.S. for more than 30 years, regularly surveys its 
customers and other organizations for their opinions on a variety of business topics. This 
particular survey looks into accountant attitudes and behaviors regarding market and technology 
trends in the U.S. 
 
Business growth drivers 
Firms see improvement in client loyalty and price changes as the most important levers of 
growth for the practice. About one fifth of firms intend to reduce costs, increase marketing, or 
increase their portfolio offerings.  
 
 

 
 
 
Underscoring the quest for growth, 62 percent of firms are in the midst of expanding the range 
of services they offer into areas such as advisory, mentoring, and payroll services. 
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25% 

30% 

37% 

 Increase product/
services portfolio

 Using new marketing
tactics and channels

 Reducing my operating
costs

 Pricing changes

 Increasing customer
loyalty

Business growth drivers in next 12 months 
(N=264) 

http://na.sage.com/
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The paper challenge 
Many accountants (58 percent) are still primarily working with clients face to face and with 
physical documents. This is reflected in the fact that their number-one challenge when working 
with clients is the timely collection of necessary documents.  
 
 

 
 
 

Lack of anytime, anywhere access 
Though accounting firms are adopting online technologies at their firm (7 in 8 have done so or 
plan to), only about a fifth of firms have anytime, anywhere access to their clients’ accounting 
information. Just one in ten say they are using online solutions to collaborate and share 
accounting information with their clients. 
 
However, many accountants see great value in mobility. More than half (55 percent) identified 
the ability to communicate with clients, suppliers, and colleagues as a key benefit of mobile 
devices.  
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30% 

 Justifying fees

 Keeping clients to accounting
deadlines

 Staying on top of the latest demands
of clients, such as providing business

advice

 Explaining accounting, tax, and
payroll legislation/concepts

 Collecting all necessary documents
on time

Top challenges working with clients 
(N=264) 
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About the survey 
The survey was conducted by Sage in July-September 2014 among 264 accountants in the 
U.S. The margin of error is +/- 6% with a confidence level of 95 percent.  
 
©2014 Sage Software, Inc. All rights reserved. Sage, the Sage logos, and the Sage product and service names 
mentioned herein are registered trademarks or trademarks of Sage Software, Inc. or its affiliated entities. All other 
trademarks are the property of their respective owners. 
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55% 

 To present information during
meetings

 Software/apps specially programmed
for my business

 Business banking

 Finding directions to customer or
supplier locations

 Communicating with customers,
suppliers, or colleagues

Most useful applications for mobile devices 
(N=264) 


