Four Trends Shaping
Accounting Firms in 2026

As we head into 2026, several key trends
will define how accounting firms operate
and compete.

Al & Automation Become Standard
Practice Al is no longer optional. Expect
it to become the norm for data entry,
invoice processing, reconciliations, and
expense categorization. Beyond routine
tasks, Al now assists with financial
reporting, tax prep, compliance, and even
fraud detection by flagging duplicate
transactions and suspicious patterns.
Robotic Process Automation (RPA) will
increasingly handle data gathering,
deadline monitoring, and compliance
checks—reducing errors and freeing staff
for higher-value work.

Cloud Platforms Dominate Cloud-based
accounting will continue its takeover,
enabling real-time collaboration between
staff and clients. Client portals provide
secure, instant document sharing while
built-in encryption and automatic backups
enhance data protection.

Expanded Advisory Services With
automation handling routine work,
accountants are shifting toward
forecasting, risk management, and
strategic advising. Many firms are also
adding compliance services to become
full-service business partners.

Strategic Outsourcing Firms are
increasingly outsourcing specialized
functions like tax prep and business
formation, allowing them to focus on core
advisory relationships while reducing
costs.

Firms that embrace these shifts will
be better positioned to thrive in an
increasingly tech-driven landscape.
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CLIENT EXPERIENCE: THE NEW GROWTH DRIVER FOR
ACCOUNTING FIRMS

Compliance and technical expertise remain essential—but they’re no longer enough to
differentiate your firm. Today, client experience (CX) is what separates firms that grow
from those that stagnate.

The data is striking: 82% of clients say CPA requests are unclear or time-consuming, and
nearly 8 in 10 would consider switching firms due to poor technology experiences. When
processes feel scattered or confusing, trust erodes—and with it, retention and referrals.

Better CX doesn't just create smoother engagements; it fuels growth. Satisfied clients
stick around longer, spend more, and become your most effective marketing channel.
And when you streamline processes for clients, your team benefits to less time chasing
documents means higher morale and lower turnover.

Practical steps to improve CX: set clear expectations early about what you need and
when; centralize communication instead of scattered email threads; respect both
client and team workloads; track where requests stall; and leverage tools that simplify
document exchange and collaboration.

WHY “ONE STEP BETTER" BEATS PERFECTIONISM IN CLIENT
ADVISORY

How many times have you laid out a comprehensive plan for a small business client, only
to watch them get overwhelmed and implement nothing?

The perfectionist approach to advisory doesn't work. Small business owners are already
drowning in competing priorities, asking them to overhaul 10 systems at once is a recipe
for paralysis.

The alternative: Focus on the next mostimportantimprovement, implement it successfully,
then move on. Not the 10 most important improvements, just the next one.

This works because sustainable change happens incrementally. Small wins build
confidence and momentum. A restaurant that improves food cost by 2% month after
month transforms its bottom line. A medical practice implementing one process
improvement per quarter frees up hundreds of hours over two years.

The practical framework: Start with assessment, not prescription. Prioritize ruthlessly—
identify the one thing that matters most right now. Celebrate small wins. Layer
improvements over time. Meet clients where they are.

Small improvements compound into transformation. Progress beats perfection every
time.
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WHY FEAR OF Al IS COSTING
YOUR FIRM MORE THAN Al
ITSELF

Firm leaders are spending months debating
which Al tools to adopt while their teams
burn out from the debate itself. The anxiety
about Al is now creating more damage than
inaction ever could.

Firms making fear-based decisions rush
implementations  without understanding

them, stop investing in current improvements
because “Al might make this obsolete,’ or
avoid the conversation entirely and fall behind.
Meanwhile, staff sense the uncertainty and
start wondering about their own careers.
Client service suffers because partners are
distracted by what might happen instead of

what's actually happening.

The difference between firms handling this
well and those that aren't? One gave itself
permission to learn before committing.

The fix isn't consuming more information
faster. It's creating deliberate space to
learn. Protect 15 minutes daily for focused
learning—on the calendar, treated like a client
meeting. Choose one or two trusted sources
and ignore the rest. Separate learning mode
from decision mode.

Test Al on internal tools first—note-taking
apps, internal communication—before
deploying it in client-facing work. Focus only
on what you control: whether your team has
protected time to learn, whether you test
before you scale, whether you make decisions
from clarity instead of pressure.

JANUARY CPE COURSE OFFERINGS

CPE Course Title Date

BDO's Audit Innovation Survey: Key Findings &
Insights

1/21/2026 @12PM EST

SIXWARNING SIGNS YOUR FIRM CULTURE IS QUIETLY
FAILING

Company culture doesn't collapse overnight—it erodes through overlooked
patterns and unmet employee needs. Here are six signs to watch for:

Poor internal communication.
When employees don't know what's happening in their own organization, they
fill the gaps with assumptions that are rarely positive.

Rising burnout.

If your team is working through lunches and staying late every night, that's not
dedication—it's a warning sign. Sustainable performance comes from well-
rested employees.

Lack of leadership transparency.

Decisions made behind closed doors without explanation breed suspicion.
Employees don't expect leaders to have all the answers, but they do expect
honesty.

Low recognition.

When people consistently go above and beyond without acknowledgement,
they stop trying. Recognition doesn't need to be expensive—sometimes a
simple thank you is enough.

Increased turnover intent.
People don't leave jobs; they leave managers and cultures where they don't feel
heard.

Micro-management.
When leaders need to oversee every detail, they're signaling they don't trust
their people.

The fix: improve work-life balance policies, create regular recognition
opportunities, provide context for decisions, trust your team to work
autonomously, and measure cultural health consistently through anonymous
surveys and open forums.

Link

https://event.on24.com/wcc/r/5177089FCCFE292FAB09A4A8FFAGF4F5
3B154CB

IFRS Account Standards Quarterly Update
Webcast Series

1/21/2026 @12PM EST

https://engage.bdo.com/wcc/eh/4850573/1p/4919702/q4-2025-ifrs-
accounting-standards-quarterly-update

2025 BDO Fall Board Survey

1/21/2026 @12PM EST

https://engage.bdo.com/wcc/eh/4850573/1p/5146098/rebroadcast-
2025-bdo-fall-board-survey

If you would like access to any of these links, visit our webpage directly at

https://tesseon.com/cpa-newsletters/
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