
 The Changing Face of Accounting

 What is really happening, and why 
your clients still need you



How many asked and didn’t 
tell you?
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What it can now do

Nobody programs what it knows (it learns from patterns 
in the data). But it doesn't know your client.

Answers
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What is really happening

The old advisory  
model is broken

Compliance is 
being 

commoditised

Clients are 
already paying 
someone else

The Wolf is in 
your clients’ 

pockets
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Xero plugin live in ChatGPT, 
powered by JAX

Mar 2026
JAX built on Claude. Xero in 
Claude for Small Business 
from Sep 2026

Intuit 
QuickBooks

Nov 2025
QuickBooks, TurboTax and 
Credit Karma inside ChatGPT

Apr 2026
QuickBooks connector inside 
Claude, expanded Jul 2026

Oct 2026
First finance platform inside 
Gemini: live ledger, charts, 
invoices

Next?

Both platforms. Every major AI. Your clients' books are in every chat window.

Xero also live in Microsoft 365 from Jul 2026. Sources: Xero, Intuit, Accountio (20 Oct 2026).
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What goes first. What goes last.

First

Accounts production

Bookkeeping

Routine compliance

Anything priced by time or 
volume

Last

Judgement

Accountability

Challenge

The relationship
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The Drift

Mark: four years, no crisis

62% → 54%

Gross Profit %
A point or so a year

Flat

Revenue per Employee

Three years, every hire diluting

38 → 57

Cash Days

A week here, a week there

No single month looked like a problem.

Composite case from The Drift, chapter 1. £1.2m professional services firm.
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Where you outperform AI

50%
How much more often leading AI models affirm a user's 
decision than a human does, even when the decision is 

poor

Cheng et al., Stanford University, Science 391 (2026)
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Where you win

1 A stake in the outcome You are still there next year. The AI is not.

2 Accountability over time Goals with a review date get done. Goals 
without one drift.

3 Noticing what nobody asked The pattern across three years of numbers.

4 Challenge when it's needed Saying the uncomfortable thing, kindly.

5 Knowing the person Their life, their exit, what enough looks like.
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Where you outperform AI

Support and challenge

Agreement

Where generic AI sits

The Numbers 
Mentor
Support and challenge 
together

Reporting

Here is what happened

Criticism

Challenge without the 
relationship

Support ↑

Challenge →
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What to do about it

What the model did to profit

£118k

Compliance only

£83k

Compliance + bespoke 
advisory

30% down

£389k

Compliance + NextGen 
Advisory

3x

Average firm profit. Clarity HQ benchmarks.
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Let’s look at some numbers
Current revenue £1,000,000

% of revenue  
from compliance 80%

Compliance  
revenue

£800,000

Fee compression  
20% - 40%

20%

Compressed  
compliance revenue 160,000

160,000

GP %

x80%/100%

Gross profit

45%

72,000

90,000

7.5

40At risk  
revenue

NextGen Advisory  
GP%

Replacement  
revenue

Same gross profit. Different business.

Lose

clients to compliance  
compression

Win

clients with NextGen 
Advisory
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What to do about it

What works instead

1 Diagnose before you prescribe

The same numbers, read the same way, 
for every client.

2 A structure your team can run

So it happens when you are busy, and 
without you.

3 Priced and packaged first

The fee and the service are known before 
the meeting.

4 An accountability rhythm

A review date in the diary. Every time.
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 NextGen Accelerator
3 Full Days at Sheraton Heathrow 

25/26/27 November 

Funded places available for CharterGroup members



The firms that move first 
will own the relationship.


