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Disclaimer: The contents of this publication do not necessarily reflect the position or opinion of the American Institute of 
CPAs, its divisions and its committees. This publication is designed to provide accurate and authoritative information on the 
subject covered. It is distributed with the understanding that the authors are not engaged in rendering legal, accounting or 
other professional services. If legal advice or other expert assistance is required, the services of a competent professional 
should be sought.

For more information about the procedure for requesting permission to make copies of any part of this work, please email 
copyright@aicpa.org with your request. Otherwise, requests should be written and mailed to the Permissions Department, 
AICPA, 220 Leigh Farm Road, Durham, NC 27707–8110.
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Welcome to the 2018 PCPS/CPA.com 
National MAP Survey results

In this age of rapid change, having access to the 
latest data can make a big impact on how you 
manage your practice and the way you choose to 
move it forward. From benchmarks on hiring and 
retaining staff to stats on serving and billing your 
clients, this year’s report is filled with the latest 
information about how firms are operating.

This means you and your colleagues have 
access to critical insight and today’s most 
important Key Performance Indicators (KPIs) 
so you can see how your firm stacks up against 
others across the country, of your size and in 
your region. These comparisons provide you 
with the chance to learn what you are doing well 
and identify what you may want to challenge.

The true value of the survey is all about what 
you do with the new information. Along the way 
you are likely to discover ideas you have not 
yet considered. Encourage your firm to have 
purposeful conversations and take proactive 
steps as you look to achieve continued success.  

Your first look into the 
management of today’s 
accounting practices 

• KPIs

• Financials

• Medians 

 
Results from the profession’s 
largest benchmarking survey

• National

• Regional

• Firm size

Insight to move your firm 
successfully into the future

• New opportunities

• Recommendations

• Action agenda
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Redesigned for busy practitioners

Streamlined 
survey

More 
responses

Greater 
insight

This year’s survey underwent a 
major overhaul to streamline the 
process. It was all about making it 
easier to participate, while focusing 
on KPIs for effectively managing 
your practice in this competitive 
environment.

The results speak for themselves, 
as this year’s survey drew a record 
number of participants. More total 
contributors, more firms of different 
sizes and more practices in various 
regions. 

Now you have a more detailed 
picture of the state of the profession 
and a clearer understanding of how 
your firm compares. This can help 
you and your colleagues make more 
informed decisions as you look to 
the future. 

Many thanks to everyone who participated in the 2018 PCPS/CPA.com National 
MAP Survey! Your input helped create the profession’s latest comprehensive 
snapshot of the management of an accounting practice. Use it to gain a clearer 
picture of your firm as you study the findings. May these results inspire you and 
your team to take proactive steps to achieve continued success. 
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About the survey 
The PCPS/CPA.com National MAP Survey, the 
profession’s largest benchmarking survey on practice 
management, is conducted every two years. Its purpose 
is to collect information on the financial results and 
practice management approaches of today’s firms. 
The data provides firm leaders with a real look at where 
their firm stands in relation to the profession, along with 
similarly sized practices, while spotlighting industry 
trends, areas of concern and potential opportunities. 
Use the commentary, recommendations and action 
agenda included in this report to take a more in-depth 
look into the survey results and zero in on ways to put 
the information to work inside your firm.

Medians for more accuracy 
The national results are reported as medians and are 
broken into seven segments, from those with less than 
$200,000 in annual revenues to those with $10 million or 
more, along with geographic regions and sub-regions. 
Although averages and medians can be nearly the same, 
medians are considered a more accurate measure 
because they are not significantly influenced by a few 
extreme values (outliers). 

Comparisons and data mapping

While this is the first year for some firms to participate, 
returning respondents can compare the 2018 results 
to prior years. With each fielding of the MAP Survey, 
different firms respond and questions are updated. 
These differences may have an impact on observed 
trend analysis.  

In 2018, significant data mapping was performed 
to streamline data collection. The “n/a option” was 
implemented on survey questions that may not be 
applicable to all firm respondents. In instances when n/a 
was selected, the response was treated as “nil” and was 
not included in the reported results. Some changes from 
year to year may be a result of the different firms who 
completed the survey or use of the n/a option.

Data gathering
For 2018, survey participants provided their latest fiscal 
year financial results. Responses were gathered from 
May through August and reflect firms’ fiscal year 2017 
financial results. 

28%

28%31%

24%

West 

Northeast 

South 

Midwest

Regional representation of survey respondents
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Survey platform 
A dynamic platform provides users with tools to analyze 
benchmarking data collected in this year’s National MAP 
Survey. Participants can return to the dedicated site 
(aicpapcpsmapsurvey.com) to conveniently analyze and 
compare data of greatest interest to them. 

• Participating firms can immediately access their own  
 data and download their personalized reports,  
 including data entered for the 2016 survey (if  
 applicable).  

• PCPS member firms can apply customizable filtering  
 options making it possible to slice the data many ways  
 (including by firm size, by revenue, number of CPAs,  
 region of the country, state, and top performers, just to  
 name a few) giving you a 360-degree version of your  
 firm and how it relates to other practices. 

• The platform also makes it possible to compare your  
 results against the 25th and 75th percentiles, for a  
 more in-depth analysis of your results with your peer  
 group. In addition, by completing future surveys on  
 the platform, firms will be able to compare their own  
 and collective data relative to prior survey information.

 Who responded in 2018

Number of 
participating firms

Total number 
of owners  
represented

Total CPAs 
in firm

Total client fees 
earned from all 
survey respondents*

 <$200K 205 218 216 $21,738,179 

 $200K–$500K 323 372 483 $107,764,849 

 $500K–$750K 167 235 376 $101,994,242 

 $750K–$1.5M 307 597 1,168 $323,372,277 

 $1.5M–$5M 368 1,152 3,232 $994,726,259 

 $5M–$10M 112  635 2,403 $779,498,283 

 >$10M 67 1,034 4,807 $1,849,852,440 

 Not disclosed* 361 1,417 6,625 n/a 

 Totals 1,910 5,660 19,310 $4,178,946,529 

*A group of respondents did not disclose their firm revenue.

https://www.aicpapcpsmapsurvey.com/
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Below is an example from the survey platform of the many ways reports can be filtered.

Disclaimer: The AICPA offers this information as a service. Dynamic Benchmarking, LLC, the survey administrator, has taken reasonable steps to compile the data 
survey respondents volunteered and to accurately calculate values based on the compiled data. AICPA makes no claims with regard to the accuracy of the data or the 
results produced in reports. The AICPA takes no responsibility for any use, interpretation or application of data or results derived from the information provided from 
the survey results reports.  

6  National MAP Survey: 2018 Executive summary
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Survey snapshot 
Five key findings 
The 2018 MAP Survey reveals the profession is strong and well positioned for the future. Firms are experiencing 
solid gains in growth, staff retention and the use of fixed fees, value pricing and value billing. Firms are making 
investments in key areas to achieve ongoing success for the long term, including the preparation and admission of 
new partners to replace retiring leaders and new technology. Looking to the future, paybacks on these investments 
will surely come as firms are able to train new partners quickly and convert technology investments to new 
opportunities and streamlined processes while attracting and retaining the best and brightest in the profession. 

1

4

2

5

3Are firms growing?

4. How do salaries  
  stack up? 

What billing protocol 
is the norm in today’s 
practices?

How are firms 
progressing in their 
quest to retain staff?

What’s up with billing 
rates?

The answer is yes. In fact, firms in 
all revenue bands reported growth 
over the prior survey. The median 
growth rate is 4.2%. 

Firms report an overall average 
annual base salary increase for all 
staff of 3.6% from the prior fiscal 
year.

The 2018 survey reflects a declining 
use of hourly pricing. Firms of all 
sizes are increasing the use of value 
pricing and value billing and fixed 
pricing. 

There is positive news in the area 
of staff retention. Turnover, a 
long-time challenge for the 
profession, is mostly down. 

You will find more detailed information about each of these and other results on the following pages.  

Results from this year’s survey 
reflect an average rate increase 
of less than 1% over the two-year 
period, indicating substantial fee 
pressure, especially in the smallest 
and largest firms. 
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Growth and profitability 
The big question for many practitioners is this: Are firms growing? The answer is yes. In fact, firm growth is up 
in practices across all revenue bands, with the median growth rate of all firms at 4.2%. The greatest growth from 
the prior year was reported in firms with fees from $10+ million at a rate of 6.6%. Firms with fees of $5-10 million 
followed closely at a rate of 6.5%, while firms under $750K reported growth of 4.2% and those $750K–$5M reported 
4.1% growth from the prior year. Firms continue to grow yet the growth has slowed since the previous survey, which 
indicated a growth rate of 5.9%.  

Let’s dig a little deeper into the growth results. In the smallest firms with revenue of less than $200K, over two-thirds 
of firms experienced a positive growth rate. Consistent with the 2016 survey results, as revenue bands get larger, 
the percentage of firms with growth steadily increases. In fact, 73% of firms with revenue between $200K and $5M 
increased net client fees from the prior year, while 87% of firms with revenue between $5M and $10M reported 
growth from the prior year, an increase of seven percentage points from the 2016 survey.

Median growth in net client fees

10.0%

6.0%

12.0%

8.0%

4.0%

2.0%

0.0%
<$200,000 $200K–$500K

20162018 2014

$500K–$750K $1.5M–$5M$750K–$1.5M $5M–$10M $10M+

Growth across the profession
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50%

70%

30%

10%

80%

40%

60%

20%

0%
<$200,000 $200K–$500K

% of firms that increased net client fees % of firms that decreased net client fees
$500K–$750K $1.5M–$5M$750K–$1.5M $5M–$10M $10M+
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 Net remaining per owner (NRPO) and owner compensation

2018 Median 
net remaining 
per owner

2018 NRPO 
as % of NCF

2018 Median 
owner 
compensation

 <$200K $52,968 54.9% $43,675 

 $200K–$500K $128,750 44.0% $105,000 

 $500K–$750K $172,598 38.0% $136,797 

 $750K–$1.5M $200,136 36.8% $175,000 

 $1.5M–$5M $293,496 34.6% $251,392 

 $5M–$10M $366,037 32.0% $298,740 

 >$10M $475,943 30.9% $453,428 

 
The next important question is how profitable are today’s firms? One thing is for sure: The profession continues to 
maintain its ability to make rewarding personal income. 

Despite growth in the profession, this year’s survey results show the median percentage of net remaining (net income) 
per partner/owner is down 2.9% from the 2016 survey. Firms in six of the seven net client fee categories experienced 
flat or lower net remaining (net income) per partner/owner as compared to the previous findings. The following chart 
highlights the trend across revenue bands. 

Median net remaining for owners as a percentage of net client fees

2010

60%

40%

50%

30%

55%

35%

45%

<$200K $500K-$750K $750K-$1.5M $1.5M-$5M $5M-$10M $10M+$200K-$500K

20142012 2016 2018

55.2% 54.9%

43.3% 44.0%

41.2% 38.0%
39.3% 36.8%

32.2% 32.0%
30.5% 30.9%

37.3% 34.6%
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Survey results showed that firms are investing 
short-term profits into several areas to position their 
practices for greater success down the road, new 
investments in both infrastructure and talent. 

As technology continues its dramatic impact on the 
business landscape, practitioners are realizing the 
effect it can have in managing their practices for greater 
efficiency, flexibility and profitability. To that end, this 
year’s survey identifies the median is up for spending on 
both computer software and outsourced IT and other 
computer and technology over the 2016 survey. This 
investment in hardware, software, cloud computing and 
other technology demonstrates firms’ desire to access 
data more quickly, run engagements more efficiently and 
bring together talent in more flexible work environments. 

During this pivotal time when many partners are retiring, 
firms are making investments to train, prepare and admit 
new leaders into the partnership. The financial aspect 
of succession, which includes additional compensation, 
affects firms of all sizes. Since the admission of a 
new partner typically occurs before the exit of the 
retiring partner to assure client retention and business 
development acumen, there are more partners sharing 
in the bottom line. Further, it generally takes a number of 

years for new partners to generate enough new business 
to increase total net fees so everyone can benefit from 
increases. While these investments can flatten partner 
compensation in the short term, they have the potential 
to significantly impact growth and profitability over the 
long term.  

Another trend of interest to note is that firms are taking 
cybersecurity seriously. The 2018 MAP Survey results 
indicated a positive trend among firms purchasing cyber 
liability insurance. Among firms with under $200,000 in 
revenues, 60% now have this insurance, up from 41% just 
two years ago. The percentage was 67% at firms with 
$200,000 to less than $500,000 in revenues, compared 
with 53% for that segment in 2016. For firms with 
$500,000 up to $750,000 in revenues, the percentage 
jumped to 70% from just 47% in 2016. It’s clear that 
firms are increasingly aware that having this insurance 
coverage is becoming a best practice for practitioners. 

Firms across the profession have expenses well under 
control. According to this year’s results, they are in line 
with the previous survey. While cutting costs can often 
be seen as an easy fix, it may not be a good strategy for 
building long-term profitability.  

Growth and profitability



11

The 2018 MAP Survey shows the use of value pricing 
and value billing has soared at firms of every size, with 
some of the biggest gains seen among the smallest 
firms. Firm revenues using this billing protocol were up 
10 percentage points among firms with less than 
$200,000 in revenues since the 2016 survey. Results 
revealed that half of these firms’ total revenues are 
from value pricing and value billing. The numbers show 

associated fees for firms putting it to work at least 
doubled in firms with revenues of $200,000 to less than 
$500,000 in revenues and those with $500,000 up to 
$750,000. Fixed pricing also edged up among most 
firm sizes, while fees from hourly based billing declined 
at least 10 percentage points at almost all firms. The 
following charts demonstrate the changing trends across 
the profession. 

Billing
Billing protocols continue to be a hot topic, inspiring lots of discussion about billing, pricing methods and time 
sheets. Is there a new normal in today’s billing practices?  

 Percentage of fees based on the following billing methods

Value pricing and 
value billing

Hourly based 
billing

Fixed pricing Per tax 
form fee

Other

 <$200 50% 60% 27% 30% 5%

 $200–$500K 40% 59% 25% 41% 5%

 $500–$750K 23% 60% 30% 33% 5%

 $750–$1.5M 20% 76% 20% 29% 7%

 $1.5–$5M 15% 80% 20% 13% 7%

 $5–$10M 15% 75% 21% — —

 >$10M 15% 63% 28% — 5%

Note: The use of medians may cause the totals for each billing method to be greater than 100%.
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As firms consider a switch to fixed and value pricing 
or billing arrangements, it is important to consider the 
changing interests of their clients. They want to know up 
front what their costs for core services will be so they 
can plan and budget accordingly. When you think about 
it from the client’s perspective, it is logical to want to be 
informed about what the cost of services will be. 

To assist with this transition, firms are finding success 
in the utilization of data from workflow software to 
identify process costs and offer information for impactful 
improvements. In addition, firms are strengthening their 
fee estimating and pricing knowledge. To do this, many 
are investing in training that prepares staff to identify 
value opportunities and higher value services.

Hourly based billing — % of total revenues
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20%
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<$200K $200K–$500K
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Value pricing and value billing — % of total revenues
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Fixed pricing — % of total revenues
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Billing rates
What is happening with billing rates across the 
profession? Despite the increased use of value pricing 
and fixed-fee pricing, the most pervasive method in the 
profession is still hourly pricing and billing. Individual 
billing rates are usually set at a multiple of compensation 
combined with a consideration of higher value 
specialized services and a sense of what the market will 
bear. The survey reflects an average rate increase of 
less than 1% over the two-year period, which indicates 
substantial fee pressure, especially in the smallest and 
largest firms. The largest firms have increased their 
billing rates substantially for first-year professionals, as 
they offer increased salaries in response to the market 
for recruiting new graduates.

Although fee pressure has been a constant since the 
2008 recession, which has also affected hourly rates, an 
opportunity to increase rates is on the horizon. One 

opportunity is around the December 2017 Tax Cuts and 
Jobs Act (TCJA). The complexities of TCJA along with 
the fact that it may take a long time for formal guidance 
to be issued present a chance and a need to have 
ongoing conversations with clients. Similarly, sweeping 
changes in accounting standards for leases and revenue 
recognition will also create opportunities. Changes in 
both the tax and accounting landscapes provide an 
opportunity for firms to showcase their status as trusted 
advisers. Firms that leverage that status to deepen their 
relationships with clients and move beyond compliance 
and into advisory will be well positioned to value their 
services at their worth, not at simply the number of hours 
incurred.

Survey participants can access detailed information on 
the platform to see how your firm’s billing rates stack up 
against other firms. 

The above snapshot demonstrates using the “Compare Firms” function of the survey platform where PCPS members 
who participated in the survey compare the answer their firm provides with the 25th and 75th percentiles, as well as the 
median for that data point. Non-PCPS members who participated in the survey can upgrade their reporting experience 
by joining PCPS or by purchasing access through the AICPA Store. 

From the survey platform: numeric data

Average hourly bill rate

25th
percentile

$160.00

75th
percentile

$275.00

$253.00 (71st)

Your answer (percentile)

Median

$210.00



14  National MAP Survey: 2018 Executive summary

Staffing 
Recruiting and retaining talent continue to be among the 
most significant challenges for today’s firms. According 
to a Pew Research Center analysis* of U.S. Census 
Bureau data, as of 2017 (the most recent year for which 
data is available), 35% of labor workforce participants 
were millennials, Gen Xers accounted for a third of the 
labor force, while baby boomers represent a quarter 
of the total. This multi-generational shift continues to 
bring with it changing work preferences, priorities and 
motivators. As a result, firms must continue to rethink 
traditional models, create flexible environments and 
bring talent together to encourage inclusive collaborative 
cultures. While this transition continues to unfold, there 
are several considerations for firms to address as they 
look to attract the best and brightest new talent. 

There is some good news for firms worried about 
retaining talented professionals, as results of this year’s 
survey showed a significant decrease in turnover. A 
big contributor to this shift is the greater focus on 
enhancements to retain staff, including increased 
flexibility in schedules, work habits and more liberal dress 
policies. Smaller firms under $750K reported no turnover 
at all and are simultaneously increasing their net fees 
per professional FTE. Consistent with prior years, the 
largest firms reported the greatest turnover at 10.7%, but 
that was down from 13.4% reported in the 2016 survey. 
Perhaps this reduction may be in part to accounting 
firms of all sizes understanding the competition in terms 
of compensation, not only with each other but also with 
the profession at large, and thus continuing to offer 
a variety of benefits and increased compensation in 
exchange for dedicated service. Firms participating in 
this year’s survey reported an average annual base salary 
increase for all professionals of 3.6%. As firms get larger, 
the percentage annual base salary increases steadily 
rises; firms with net client fees between $200K and 
$500K reported a 3% increase while firms over $5 million 
averaged 5%. 

  

It is no secret that graduates who achieve the 150-hour 
requirements are clearly more attractive to firms than 
those who do not hold it. How is this affecting starting 
salaries? For recruits with a 150-hour degree, starting 
salaries averaged $50,000, which was an increase of 4% 
over the 2016 Survey. Recruits without a 150-hour degree 
averaged $45,000 in starting salary, which was the same 
as in the 2016 Survey. 

Utilization and realization
According to this year’s results, realization has stayed 
fairly consistent among firms, except for the largest 
practices. Proactive engagement management goes a 
long way to prevent the costly write off of charge hours, 
causing a decline in realization. As you analyze your firm 
against the median, consider your service mix, whether 
work can be pushed down, the expertise level required to 
adequately service clients and your firm’s culture.

To see how your firm stacked up against other firms in 
chargeable hours by staff position, there are options 
available: 

• PCPS members who participated in the survey  
 can access and instantly download  
 detailed information on the survey platform.

• Survey participants who are non-PCPS members can  
 upgrade their reporting experience by joining PCPS or  
 through purchase in the AICPA Store.

• PCPS members who did not participate in the 2018  
 survey can access national, regional and results by  
 firm size at aicpa.org/mapsurvey. 

*pewresearch.org/fact-tank/2018/04/11/millennials-largest-generation-us-labor-force/

http://pewresearch.org/fact-tank/2018/04/11/millennials-largest-generation-us-labor-force/
https://www.aicpastore.com/PRDOVR~PC-PCPSSUR02/PC-PCPSSUR02.jsp
http://aicpa.org/mapsurvey
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On-demand charting

The chart above, created on the platform, displays the total chargeable hours for equity partners/owners for 
all firms. Note the firm-specific data is highlighted in bold and distinguished by a purple dot on the chart. When 
accessed online, PCPS members who participated in the survey may use the icons in the upper-right-hand 
corner to instantly download the chart as an Adobe Acrobat or Microsoft PowerPoint file.
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Service areas 
The survey results and our discussions with firms across 
the country indicate a growing interest in expanding 
beyond the traditional CPA services. Two service areas 
generating interest are:

• Client accounting advisory services (CAS) are becoming 
 a core service area. Well over 50% of firms in virtually  
 all size categories are providing some form of these  
 services. This is a growing market area that may hold  
 new opportunities for firms that haven’t yet entered  
 this niche. For insights that will help propel your practice  
 forward, check out results from the inaugural CPA.com  
 and PCPS Client Accounting Advisory Services (CAS)  
 Benchmarking Survey. 

• Cybersecurity assurance and consulting is a possible  
 opportunity for growth for firms that chose to invest  
 in developing skills in this space. The largest firms  
 are leading the way: 21% of firms with revenue over 
 $10 million indicated they provided some type of  
 cybersecurity services, while less than 5% for those with  
 revenue less than $10 million are providing these  
 services. Firms looking to evolve their skills and service  
 offerings related to cyber advisory and assurance can  
 turn to the AICPA’s Cybersecurity Resource Center  
 and the PCPS Exploring Cybersecurity Toolkit for more  
 information and resources on cyber risk concerns.

https://www.cpa.com/cas-benchmark-survey
https://www.cpa.com/cas-benchmark-survey
https://www.cpa.com/cas-benchmark-survey
https://www.aicpa.org/interestareas/frc/assuranceadvisoryservices/cyber-security-resource-center.html
https://www.aicpa.org/interestareas/privatecompaniespracticesection/qualityservicesdelivery/exploring-cybersecurity.html
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70% 5% 56% 1% 7%

70%

70%

7% 71% 0% 5%

74% 10% 69% 1% 14%

74% 19% 72% 0% 13%

83% 32% 75% 2% 25%

91% 50% 79% 5% 42%

94% 67% 82% 21% 59%

Forensic
accounting
and litigation 
support

3%

2%

2%

2%

6%

21%

36%

Risk
services/ 
internal 
auditing

<$200K

$200K-500K

$500K-750K

$750-1.5M

$1.5M-5M

$5M-10M

>$10M

Advisory/
consulting 
services

Client
accounting 
advisory
services

Cybersecurity
assurance
and
cybersecurity
consulting

Business
valuation

Among the firm’s surveyed, below is a snapshot of the services firms are providing in addition to their major revenue 
service line.
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Putting the data to work in your practice 
New opportunities for growth 
The 2018 MAP Survey revealed firms are well 
positioned for new growth. Sweeping changes in 
tax laws and accounting standards are expected to 
provide opportunities for continued growth in the 
coming years. To capitalize on these opportunities, 
firms are encouraged to take a proactive role in utilizing 
their status as trusted advisers in areas such as tax 
planning, advisory service, financial planning, wealth 
management, client accounting and cybersecurity 
consulting, just to name a few. 

Revenue beyond compliance 
During this time of growth, it is also important for firms 
to zero in on their own strengths and build independent 
revenue streams. A good place to start is to recognize 
how your firm brings value to your clients and the 
market. Build business development strategies and 
processes around this focus. Serve clients well once 
on board with proactive advice and client intimacy for 
ongoing satisfaction. 

Focus on emerging leaders 
Retirements at the owner level and the resulting 
need for new leaders will continue to challenge many 
firms. Because leadership transition doesn’t happen 
overnight, firms should dedicate time and resources for 
developing new leaders earlier in careers. This includes 
the training and development of key skills such as client 
service, firm leadership and business development. 
While this investment will likely impact partner/owner 
income in the short term, it will position the firm for 
greater success in the long term. Also remember the 
importance of talking with up-and-comers about the 
advantages of one day becoming a partner. Don’t be 
shy about including the earnings potential to help build 
future interest in the role.   

Benefits of better staff utilization
The key here is to decrease partner workload by 
engaging staff to take a greater responsibility in serving 
clients. Effectively managing this leverage requires  
ongoing staff training and hands-on work experience 
that will prepare them to provide clients with 
high-quality work and service they are accustomed 
to receiving from partners.        

Continued need to embrace changing work habits and 
advances in technology 
Changing work environment preferences and a growing 
remote workforce, combined with rapid advances in 
technology will continue to require firms to update 
their traditional firm practice management philosophy. 
Attracting and retaining the best and brightest new 
talent will entail ongoing improvements in flexible 
culture, processes to support new work habits and 
regular communication with staff to encourage 
inclusive cultures. A firm’s ability to efficiently 
use technology, such as workflow software, cloud 
computing, real-time data collection and analytics 
will be essential to avoid slippage measures such as 
net fees per professional and the turnaround time 
for service delivery. For firms who have not made 
the investment, customer relationship management 
(CRM) systems can simplify the business development 
process and electronic survey tools can assist in 
measuring client satisfaction.    

Embrace value and fixed pricing
Successful firms will realize the value of their 
specialized services and take proactive steps toward 
adjusting pricing as they assist clients with new 
demands resulting from complexities of TCJA, new 
accounting standards and an ever-changing business 
environment. This is a great opportunity for firms to 
transition away from the hourly billing structure and 
instead shift their focus to the value of the output. 
Switching from hourly to value billing is literally about 
switching from selling hours to selling value, which is 
a much more appealing service. Clients appreciate the 
insights and advice you give them, not the time you 
spend at a desk working on their account. Firms are 
likely to find the switch may promote better work-life 
balance and result in higher profits. 
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Recommendations for firm leaders

1

4

2

5

3Invest earlier in new 
partner development

Better leverage 
staff 

Adjust business 
models and adapt 
leadership styles

Continue marketing 
and business 
development

Focus on 
proactive practice 
management 

Critical for continued success of 
the firm

Prepare them for the dramatic shift 
in their roles

Key skills include leadership, 
business development, client 
service and communication

Help staff to take a more proactive 
role in serving clients

Provide ongoing staff training, 
including client service and 
managing client relationships

Be sensitive to staff burnout 

Make continuous improvements 
in flexibility and work habits

Strengthen culture, create 
inclusively collaborative 
environments

Increase communication frequency 
with team members

Continue marketing and business 
development initiatives

Cull clients who are not profitable 
and no longer fit the firm’s profile   

Use technology, such as CRM 
systems and survey tools, to 
manage the marketing and 
business development process

Better leverage technology 
investments

Utilize workflow tools

Improve pricing methodology 



20  National MAP Survey: 2018 Executive summary

Action agenda

Review 
the survey 
results.

Use the 
platform 
to make 
comparisons 
with other 
firms.

Identify KPIs 
and practice 
management 
issues of 
interest. 

Look for 
trends and 
significant 
variances in 
the data.

Identify 
actions to 
take as a 
result of 
the survey 
findings.  

The ultimate value of participating in the 2018 PCPS/CPA.com National MAP Survey is the opportunity to gain 
a clear understanding of your practice, how it compares to other firms and how it fits into the larger accounting 
firm landscape. An important next step is putting the information you learn to work in your own firm to achieve 
continued success. Use this tool, along with the checklist of question on the next page, to guide you through 
the process. 
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Checklist of questions

Question Answer

Is your firm as profitable as it could be? If not, what are the 
contributing factors?

Is your firm paying out profits or making key investments that 
position it to produce higher profits in the long term? 

In what areas did your firm do well?

To what do you attribute your positive performance?

How can your firm improve performance?

What are the greatest variances between your firm and others?

What are the biggest surprises in comparing your firm against 
others?

What trends in the data are you most inspired by? Why? 

What trends in the data are you most concerned with? Why? 

What areas provide the greatest opportunity for your firm?

What action steps do you plan to take as a result of what you 
learned from this survey?

What Key Performance Indicators (KPIs) will your firm focus on? 

What practice management issues will you focus on?

Who will champion these initiatives?

What is your timeframe for these initiatives?

Strategic questions for firm leaders to consider include the following:
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PCPS 
The Private Companies Practice Section is a voluntary 
add-on firm membership section of the AICPA that 
supports CPA firms in the everyday intricacies of 
running a practice. PCPS provides targeted and 
customizable practice management resources in the 
areas of technical toolkits, business development, 
human resources, benchmarking and succession 
planning to over 6,500 firms of all sizes nationwide. The 
PCPS Executive Committee, made up of CPA volunteer 
practitioners, steers the development of resources and 
programs to help improve the quality of services and 
operating success of PCPS member firms. The PCPS 
Executive Committee promotes the importance of firm 
practice management by endorsing this biennial survey.  

It pays to be a member. The price of membership 
($35 per CPA, up to $700 per year) is more than 
matched by the thousands of dollars in member 
benefits and discounts. If you have questions about 
membership, call us at 800.CPA.FIRM or email 
PCPS@aicpa.com.

CPA.com
CPA.com brings innovative solutions to the accounting 
profession, either in partnership with leading providers 
or directly through its own development. The 
company has established itself as a thought leader on 
emerging technologies and as the trusted business 
adviser to practitioners in the United States, with a 
growing global focus. CPA.com’s core mission is to 
drive the transformation of practice areas, advance 
the technology ecosystem for the profession, and 
lead technology research and innovation efforts for 
practitioners. A subsidiary of the American Institute of 
CPAs, the company is also part of the Association of 
International Certified Professional Accountants, the 
world’s most influential organization representing the 
profession. For more information, visit CPA.com. 

Aon 
Aon, the broker and administrator for the AICPA 
Member Insurance Programs, continues to be our 
valued, premier sponsor. Aon is the only entity endorsed 
by the AICPA to provide best-in-class risk solutions that 
help protect the careers and lifestyles of accounting 
professionals and their families. As a leading global 
professional services firm, Aon provides a broad range 
of risk, retirement and health solutions that empower 
results for our clients. PCPS members are eligible for 
a premium credit for the AICPA Professional Liability 
Insurance Program. Risk advisers are available to help 
CPAs, please contact Aon at 800.221.3023 or visit 
cpai.com to learn more about the AICPA Member 
Insurance Programs.  

Also sponsored by CPA Firm Management Association 
and State Societies

Dynamic Benchmarking, LLC
Dynamic Benchmarking, survey administrator 
for the National MAP Survey, builds web-based 
solutions that are flexible, scalable and allow for 
meaningful comparison of financial and operational 
performance in a dynamic and interactive manner. 
A New Hampshire-based startup founded by a team 
of women entrepreneurs, Dynamic Benchmarking 
combines powerful, web-based technology with 
unparalleled industry expertise and customer care 
to deliver real-time, best-in-class, peer-to-peer data 
comparison for small businesses, associations, large 
enterprises and any organization looking to tap into 
the knowledge of the crowd for the collection of best 
practices, salary comparison, financial and operational 
data and more. For more information, please visit 
dynamicbenchmarking.com.

National MAP Survey Team 
 
The 2018 AICPA PCPS/CPA.com National MAP Survey is a collaborative effort of the following:

http://PCPS@aicpa.com
http://CPA.com
http://www.cpai.com
http://www.dynamicbenchmarking.com
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For information about obtaining permission to use this material other than for personal use, please email  
mary.walter@aicpa-cima.com. All other rights are hereby expressly reserved. The information provided in this 
publication is general and may not apply in a specific situation. Legal advice should always be sought before 
taking any legal action based on the information provided. Although the information provided is believed to be 
correct as of the publication date, be advised that this is a developing area. The Association, AICPA, and CIMA 
cannot accept responsibility for the consequences of its use for other purposes or other contexts.

The information and any opinions expressed in this material do not represent official pronouncements of or 
on behalf of the AICPA, CIMA, or the Association of International Certified Professional Accountants. This 
material is offered with the understanding that it does not constitute legal, accounting, or other professional 
services or advice. If legal advice or other expert assistance is required, the services of a competent 
professional should be sought.

The information contained herein is provided to assist the reader in developing a general understanding of 
the topics discussed but no attempt has been made to cover the subjects or issues exhaustively. While every 
attempt to verify the timeliness and accuracy of the information herein as of the date of issuance has been 
made, no guarantee is or can be given regarding the applicability of the information found within to any given 
set of facts and circumstances.

National MAP Survey Team 
 
The 2018 AICPA PCPS/CPA.com National MAP Survey is a collaborative effort of the following:
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