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Message from the Founders

The accounting profession is experiencing significant change. Firms are increasingly
focused on Al adoption, expanding advisory services, improving operational
efficiency, and growing high-value client relationships. The industry is shifting toward
doing more client work more efficiently while leveraging technology for competitive
advantage. We are passionate about assisting the continued success of the
accounting profession as this is vital for the success of private enterprises.

Like many of you, we see the challenges firsthand. Teams juggle workflow
management, WIP control, and ensuring consistent client delivery—all while trying to
maintain technical quality, service delivery and profitability.

The question isn't whether to adopt new technology, but how to do it without losing
what makes your practice valuable: your team's expertise and your client
relationships. The goal should be automating routine tasks so your people can spend
more time on strategic work that actually requires their skills.

This benchmarking report provides the insights you need to understand where you
stand and identify opportunities to create a better business. It's designed to help you
make informed decisions about your practice’s future direction.

At Dashboard Insights, to compliment our existing products, we're working on Al
enhancements for areas like compliance automation and enhanced practice
management. These developments will handle routine processes more efficiently,
giving your team capacity to focus on advisory work and client relationships that
drive real value.

The pressure to work smarter while maintaining quality and team morale is real. But
so is the opportunity. The practices that will succeed are those that use technology
strategically, not as a replacement for human capabilities, but as a tool that handles
the administrative burden so their people can focus on what matters most to their
team, their clients and their businesses.

Ryan Richardson Andre David Theo Mitsinikos
Founder Founder Founder
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About Dashboard Insights

Dashboard Insights is a data analytics company helping businesses turn complex
data into meaningful insights. We specialise in tailored and custom dashboards that
deliver the right information, to the right people, at the right time — empowering
teams to have bigger and smarter impact across the organisation.

With practice management, compliance, and advisory solutions, our products are
designed for the unique needs of accounting firms. Whether you're aiming to improve
profitability, streamline operations, or simplify reporting, we provide the dashboards
and insights you can use to drive better business and performance outcomes.

Alongside our dashboard products, we offer implementation support and ongoing
training. There is also an opportunity to tailor or customise our products to your
specific needs. Our team works closely with you to unlock the full potential of your
business and ensure your data and systems adre driving real results.

Ready to take your business to the next level? Book a free demo today via
www.dashboardinsights.com/contact. Or email us at hello@dashboardinsights.com
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Shaping the Report

Sports changed forever when teams stopped
relying on intuition alone. The Oakland Athletics’
baseball team created a winning strategy with
their "Moneyball* approach which showed how
statistical insights could reveal overlooked
value and create new competitive strategies.
With just one-third of the payroll budget of their
competitors, they found success by looking at
familiar information through a different lens:
sports analytics.

The success of this analytical approach is
evident across the sports industry. Basketball
teams began exploring the efficiency of
different shot types through data analysis,
discovering that three-pointers and layups

delivered better value than mid-range jumpers.

These insights didn't invalidate traditional
wisdom, rather they complemented it, adding
new dimensions to the conversation about
strategy and performance.

A similar opportunity is available to accounting
firms who have access to comprehensive
benchmarking based on actual practice data.
Most available industry reports rely on self-
reported surveys and case studies — valuable
perspective, yes, but just a limited part of the
whole picture. The question remains, what might
we learn by complementing these with real
operational and financial data?

While the accounting profession has always
excelled at analysing numbers, combining these
foundational skills with the right data analytics
tools creates the perfect opportunity to level up
practice management and improve business
outcomes. Firms need data-driven answers to
questions like: Which services significantly drive
profitability? How does technology investment
impact productivity? What operational patterns
distinguish high-performing firms from their
peers?

With this report, Dashboard Insights aims to
contribute to these important conversations by
creating greater visibility to industry
performance and sharing benchmarking
insights drawn from real operational and
financial data across over 200 Australian
accounting firms.

Finally, this benchmarking report is presented as
a data-driven opportunity to facilitate the
sharing of ideas for the continuous
improvement of the accounting industry and
drive greater impact for your clients, empower
your team, and create a better business.
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To develop the benchmarking insights
presented in this report, we followed a rigorous
and methodical process designed to ensure
data accuracy, reliability, and overall value.

We began by collecting practice management
data from over 200 Australian accounting firms,
covering a wide range of sizes, regions, and
operating models. This raw data was then
modelled and aggregated into a single,
structured dataset that forms the foundation of
our benchmarking analysis.

To maintain high data integrity, we conducted
extensive data cleaning — including anomaly
detection, outlier removal, and deduplication —
to eliminate errors and ensure each data point
was accurately represented. We also corrected
human input inconsistencies that could affect
the reliability of the analysis.

Finally, we applied advanced structuring and
formatting methods to prepare the data for
analysis, making it easier to identify trends,
compare firm performance, and extract
meaningful insights.

By following this robust process, we've created
a dataset that reflects the real operating
environment of Australian firms — enabling
informed decisions grounded in industry
evidence.

By leveraging the insights provided in this
Benchmarking Report, you can:

e Compare your firm’s performance with
industry benchmarks;

® Set business plans with greater confidence of
outcomes;

¢ |dentify strengths and areas for
improvement; and

¢ Develop targeted strategies that are aligned
with your goals.

We trust you will find value in the following
information contained in this FY25
Benchmarking Report for Australian Accounting
Firms.

By understanding where you stand and making
deliberate decisions, you can drive your firm
towards continued success.



Dashboard
Insights

Contents

Part 1: FY25 Benchmarking Data Overview

Revenue Overview

Profit Margin

Job & WIP Management
Timesheets & Productivity
Recoverability

Debtors & Lockup

Sjteliilple

Part 2: FY25 Benchmarking Data Correlations

Revenue Growth Drivers
Profitability Drivers
Technology Integration
Service Mix Optimisation
Partner Involvement Impact

Part 3: FY25 Benchmarking Data by Firm Size
Firm Size 1-10

Firm Size 11-30

Firm Size 31-65

Firm Size 65+

Afterword

17

19
2]
24
25
28

29
30
36
42
48

55



Q FY25 Benchmarking Report 1

PART I:
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Revenue Overview

June Revenue Spike Marks a Strong FY25 Finish

FY25’s revenue pattern reflects a familiar cycle, with slow recovery after EOFY, disruption over the
holidays, and a heavy reliance on EOFY billing to meet targets. The final quarter lifted performance
sharply, with May up 13.5% and June surging 46.7%. When compared to average monthly billing, July
2024 and June 2025 average out to near average billing, a common pattern in the industry where
firms bill heavily at year-end and begin the new financial year slow. While the finish was strong, the
uneven rhythm points to a deeper opportunity: building more consistent revenue streams to reduce
pressure and drive sustainable performance year-round.

Monthly Revenue Trend

s1 0] R 46.7%

13.5%
Average -4.4%

26%  18% 09%
73% B8k o B2 21%
N 293%IlIII. III '

Jul 2024 Aug 2024 Sep 2024 Oct 2024 Nov 2024 Dec 2024 Jan 2025 Feb 2025 Mar 2025 Apr 2025 May 2025 Jun 2025

Quartile Benchmarks Show How Firm Revenue Stacks Up

FY25 revenue ranged from $1.98M at the 25th percentile to $7.12M at the 75th, with a median of $4.73M.
This wide spread reflects the varied scale at which firms are operating today, from boutique firms to
high-capacity practices. These figures may be higher than typical industry ranges due to the nature
of our customer base, which typically consists of more established firms. Rather than compare
directly, firms can use this data to understand what's possible at different levels of scale and structure
their goals with clearer context.

Revenue by Quartile

$1,984,667 $4,734,775 $7,120,465

0 25 50 75 100
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Revenue Growth Slows After Strong Post-FY24 Rebound

After a strong rebound in FY24, firms entered FY25 with cautious optimism as growth eased to 6% amid
economic tightening and business uncertainty. The increase was driven less by volume and more by
expanded services and stronger pricing. Improvements in billing rates and client fees point to firms
delivering higher-value work with leaner teams. This shift reflects a more strategic approach to growth
through service depth rather than headcount alone.

Revenue from FY23 to FY25

$6,367,861 $6,820,423

FY2023 FY2024 (7% A)

$7,224,328

FY2025 (6% A)

Steady Gains in Pricing, Client Value, and Partner Leverage Point to Smarter Growth

Firms grew revenue not just by adding more clients, but by delivering more value by client and
leveraging their teams more effectively. Average fees by client group rose to $5,814, pulled upward by
firms offering broader service scopes. At the same time, fees by billable FTE and under each partner
also increased, as firms were either staffing up to support growing client bases or driving more
output from existing teams. The rise in average billing rates to $230 supports this story, showing firms
are more confident in pricing and shifting toward higher-value engagements.

Avg Fees by Client Group Avg Fees Under Management by Partner

$1,476,594

$5,489

$1,301,539

Avg Fees by Billable FTE

$273,101
$042,952

® Y23 @ FY24 @ FY25
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Firms are expanding, not just in size, but in scope, offering broader services, growing teams, and
reshaping how work gets done.

¢ Clientvalue is increasing: Top-quartile firms earn $7,827 by client group, showing a shift toward
broader, higher-value services.

e Confidence in pricing is rising: Billing rates are at least $275 at the top quartile, reflecting firms’
ability to charge for strategic, outcome-driven work.

e Partners are becoming more strategic: With $1.75M in fees under management, partners are
focusing on client relationships and relying more on their teams at top quartile firms.

e Teams are scaling delivery: $333K in fees by billable FTE highlights growing headcount and
smarter delegation to support service expansion.

These shifts reflect a model where growth comes but from delivering more value.

Avg Fees by Client Group
$2,868 $4,785 $7,827

Avg Fees by Billable FTE
$231,868 $277,029 $333,228

100

Avg Fees under Management by Partner

$813,788 $1,258,588 $1,749,637

Avg Billing Rate

100

100
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Hourly Rates Vary by Over $40 Even as Client Loads Stay Consistent

Across firm sizes, client groups by partner remain steady, hovering between 284 and 296 groups.
Smaller firms carry the heaviest client loads yet charge the lowest hourly rate at $198/hour, due to
capacity pressure and limited pricing flexibility. In contrast, mid-sized firms (31-65) manage fewer
clients but command the highest rate at $242/hour, signalling greater specialisation and pricing

confidence.

Avg Hourly Rate

$198

$10¢

66% of Clients Pay Less Than $5K a Year

Most firms are servicing a high volume of low-fee
clients, with 66% of client groups generating
under $5K annually. Just 18% bring in over $10K,
showing that deeper, more profitable
relationships are still limited. Firms can benefit
from focusing more intentionally on the top 20%
of clients who contribute the most value. If further
tapped, clients at the upper range hold strong
potential to unlock significant revenue
opportunities without increasing delivery strain.

Services Breakdown

Services

® Compliance

986% @ Advisory
Audit
SMSF

60.61% Other

13.87%

®Bookkeeping

Avg Client Groups by Partner

Client Group Composition by Fee Level
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Compliance Still Dominates, while Advisory
and Other Services Show Growth

Firms aren’t just improving how they bill, they're
also shifting what they offer. Compliance remains
the core at 60.61%, but Advisory is gaining ground
at 13.87%, signalling growing demand for
strategic, value-driven support. Other services like
Audit, SMSF, and Bookkeeping round out the mix,
as firms begin to diversify beyond core tax and
reporting work.
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Profit Margin

Top Firms Lift Margins by Managing Costs, Not Just Revenue

Raw data from clients’ financial software files was categorised into consistent reporting groups, with
firms segmented into profit quartiles to compare cost structures and operating models. With the data
obtained before Partner salaries, the analysis revealed that stronger margins come not from earning
more, but from spending more intentionally. Key insights are:

¢ Profitability improves as cost ratios tighten: Margins climb steadily from 8.8% in the bottom
quartile to 38.2% in the top quartile, driven not necessarily by higher revenue, but by tighter control
over labour and overhead costs.

e Wages are optimised: The highest margin firms optimise pricing to control labour costs with
onshore labour at 36.7% and offshore labour at 5.4%, indicating leaner team structures and greater
use of systems rather than employing more people.

e Overheads are managed tightly: Other Expenses drop from 20% in the lowest margin quartile to
13.4% in the highest margin quartile, proving there’s still room for many firms to tighten indirect
spend.

¢ Firms do not spend more. They spend better: Software, marketing, and recruitment costs remain
consistent across quartiles, showing that structure and discipline, not higher spend, drive margin
growth.

Smarter firms are not simply earning more, they are designing better ways to operate. Margin growth
is not about revenue size, it is about clarity in how every dollar is used.

Revenue Profit & Loss Breakdown

100%
Revenue PeL
Employee Wages Onshore $3,195,720 (43.42%)
Employee Wages Offshore . $278,732 (3.79%)
Occupancy $300,758 (4.09%)
Marketing $41,858 (0.57%)
Software $428,857 (5.83%)
Recruitment $61,943 (0.84%)
Other Expenses $1,473,534 (20.02%)
Profit $1,579,280 (21.46%)

21.5%
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Revenue Profit & Loss Breakdown by Quartile

Profitability 0-25™ Percentile

Revenue %

Employee Wages Off... . 6.7%
Software % RS
Occupancy % . 5.4%
Marketing % l 1.3%
Recruitment % I 1.0%

Other Expenses %

Profit %

Profitability 51-75™ Percentile

Revenue % 100.0%
Employee Wages On... 42.5%
Employee Wages Off... . 6.4%
Software % . 6.6%
Occupancy % l 38%
Marketing % ‘ 0.5%
Recruitment % | 0.7%

Other Expenses %

Profit %

No One-Size-Fits-All Model for Success

Profitability 26-50" Percentile

I 3.2%
73%
I 4.1%

Revenue %
Employee Wages On...

Employee Wages Off...

Software % .
Occupancy %

Marketing % I 0.8%
Recruitment % 0.4%

Other Expenses %

Profit %

Profitability 76-100" Percentile
Revenue %
Employee Wages On...

Employee Wages Off...

Software % l 5.3%
Occupancy % I 4.0%
Marketing % 03%
Recruitment % | 0.7%
Other Expenses % 134%
Profit %

There’s no one-size-fits-all model for firm profitability. Comparing both profit quartiles and state-by-
state data reveals no consistent pattern across metrics like productivity, billing rates, or client volume.
Some firms thrive with lower billing rates, while others with high productivity still fall short. This
highlights how profitability is shaped more by internal strategy and structure than any single factor. In
the end, success comes from what works best for each individual firm.

Profitability vs Other Metrics by Quartile

0-25th  26-50th  51-75th  76-100th
Profit % 88% 185% 27.5% 382%
Productivity% 57%
Recoverability% 88% 87% 84%
Average Billing Rate $213 _
# Client Groups 818 851 1,116 1,205
WIP Days 73
Job Turnaround 73 89 74 74
Debtor Days 24
Revenue Growth 1% 10% 6%

Profitability vs Other Metrics by State

QLD SA WA vic NsSwW TAS ACT
Profit % 21.1% 21.9% 225% 234% 23.6% 253% 29.1%
Productivity% 59%
Recoverability% 85% 88% 89% 92%

5201 [JEE

692 1,083 1,161

Average Billing Rate

# Client Groups 789

WIP Days 56
Job Turnaround 68 90 77 62
Debtor Days 2 24
Revenue Growth 6% 7% 5% 6% 6% 11%

























































































































































