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Firms that don't keep fighting
for new work will be left behind

IN A TIME of unrelenting nepnmy,
leur(}'!healsmexpannﬂnmoﬂe

Carlow firm has
bought offices in Ballsbridge, Dublin,
mdplanswboostitsmmrofem
by 10%-20% this year.

“It’s easy to sit back and not look to

in this climate of fear, but yuu

gave to be out there fighting all the

time,” said John O'Shea, co-owner and

managing partner. “We've all seen in

the past nine months how quickly

things can change. The day you stop
for is the day you die.”

O’shea, 41, has no plans to let that
happen — it has taken him 15 years to
build up his own practice.

He just missed out on going to univer-
sity because he could not get a grant. “I
couldn’t afford college, so I looked at
what career would give me a guod
future,” he said. Finance looked like
best bet. O'Shenmnedwwkml)ubhn
samineemmumtind:e}amm

o . “I found it

bank and cash

working all day and studying at night
when I was paid just IRE30 [€38] a week
and my rent was IR£20," he said.

After two years, he went home to Car-
low and worked for a local firm for five
years. There he met Padraic Lalor and

became friends. In 1994, O'Shea
wentmﬁonhjsmm.althou&hltwas
his first step on the road to success, it is
an experience he never wants to repeat.

He rented 500 sq ft of space just off
Carlwfsmamsu-eet,buthesnmfelt

walls closing in. He saw nobody all

week long except the occasional client.
‘Iti.swrvlnnel\rwbenynusmout, he
said. He was alone for a year before tak-
ingona part-time “I started
out with TRES00 in pnc:betandan
overdraft,” hesa.ld.‘.‘[ttmkt\'ﬂlmﬂnee

Family and friends proved a good
source of new contacts and he relied on
umrdofmouthmbnnginmm
“You have to make sure people know
you are there,” he said.

O'shea is the first to admit that luck

has played a part in his success. As more.

and more housing estates were built
around the county, he was able to add

local builders and estate agents to his

client list. “New businesses were

In 2003, O'Shea 1 got toge;hgr !with

Lalor, a tax
Nicholson, an mdusn? veteran with
wider . “The whole environ-
ment for accountancy was changing.
some of my clients were getting very
big, but Twas limited in what I could do.

0O'shea wamed to get his clients to

use the internet to submit the details

?em?deﬂ to pn]:lduce their accounts. He
a mmmapphmm

created

services in

“Lots of clients wanted to try it, but

: they did not have broadband. That wasa

limiting factor in the early years. We did
not give it to anyone who had dial-up, as

it could cut out

to send in figures each mom.h."
So they waited until 2005 to roll out

Winfield, a leading provider
- ofonlmaocwmng ‘told.

Teamwork.ie, Lalor O'Shea’s dedicated
online accounting website. It took about
two years to get the word out to custom-
ers, he says, but now about 150 of the
firm's 700 clients use the service.

The credit crunch helped to make it
more popular because small firms were
no longer happy to wait until the end of
the year to review their accounts.

“We find clients much more open to
using it now because it means they can
have real-time information as to how

their business is doing,” hesaui.‘l‘hey
can look back at key performance indica:

mmmchmasmenugandcosﬁ

point going after really big
as it takes longer to win,” hgsald.
small firm can take a decision quickly.”

Lalor 0'Shea wants to switch more cli-
ents to using the internet as it's a low-
cost way to grow the business, given
that customers inj t the data and the
accountants simply have to check it on
screen at their own office each month.

‘When it comes to signing up new cus-
tomers, 0'Shea is just as cost-conscious.
He says there are plenty of inexpensive
ways to boost a firm's repul:atwn and
Tevenue.

He a full-time in-house mar-
kmm the services of a PR
company to create a newsletter and
press releases. His favourite method of
gemngnewchenns,hm is just to

e P upanuml
of clients in Dublin just by asking our
customers to refer others to us. Most
accountants never do that,” he said.

O'Shea is also a big fan of networking,
whether through organised groups,
such as the local enterprise board, or a
over a game of golf or lunch. Use these
ggurtumnesmheepothetsup to date

to ask for eriticism, he advises.

enough. Benp!z need to e
clients,” he said. “They also need to lis-

‘ten. If we are not doing something

n@;lwmtmknmn«m’,mt‘nﬁm
in sixor nine months. "

 Not that he heeds everything he is

told. “When we adopted online tech-

nlnﬁ others thought we were mad
and that it would never catch on.
Accountants are very conservative b
nature, but those whowon't change
‘beleft behind.”

Rose Costello



