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Dopkins & Company, LLP Increases 
Revenues With ACCPAC BAS

A strategy for Growth and Profitability

Technological advancements in business software programs are enabling CPA firms to complete 

compliance work faster than ever before. However, while automated and accelerated work 

processes may be beneficial for their clients, firms that charge hourly have seen billings decline. 

When Dave Pontrello, director of Dopkins & Company, LLP’s Business Development Group faced 

this scenario, he looked for new ways to both enhance the company’s existing revenue streams 

and create new sources. He found his answer in the ACCPAC Business Analysis Suite (BAS).

For more than 47 years, Dopkins & Company, LLP, one of western New York’s leading accounting 

and consulting firms, has provided outstanding service with an unwavering commitment to help 

clients succeed. However, as new technologies steadily accelerated the completion of compliance 

projects (for example, tax reporting, auditing, compilations, review work and so on), the firm 

suffered decreased revenue for what is generally considered “complete commodity work,” and 

Dopkins & Company, LLP’s hourly billing revenue fell.

AccPAc Business Analysis suite opens eyes and Doors

Because Dopkins & Company, LLP has served as a business partner to Sage Software since 

1987, Pontrello was very familiar with their products and services, specifically Sage Accpac ERP 

business management software, which the company uses in-house. Late in 2001, Pontrello 

discovered ACCPAC BAS, which offers a sophisticated set of financial diagnostic and analysis 

tools designed to assess a company’s financial health. Pontrello believed he had found the perfect 

tool to turn declining hourly billings into enhanced profits, and demonstrated the product’s ease of 

use and stunning array of powerful, value-added features to several impressed prospects.

With ACCPAC BAS, Dopkins & Company, LLP could offer its clients more than the typical 

compliance services. In fact, it could capture clients’ current financial information, diagnose their 

overall financial health, identify problem areas, devise a range of solutions based on “what-if” 

variables, and then present business success strategies that would boost their bottom line.

“When you get decision-makers in front of their own financial results and then display some 

‘what-if’ scenarios in an active environment, as opposed to a passive presentation on paper, you 

are almost sure to walk away with a hot lead. When previewing ACCPAC BAS, our prospects are 

c h A l l e n G e

Dopkins & Company, LLP needed to acquire and retain 
more clients while also boosting its revenue streams 
with value-added business consulting services.

s o l u t i o n

ACCPAC BAS delivers an advanced set of financial  
diagnostic and analysis tools to accurately asses a 
company’s financial outlook.

r e s u lt s

ACCPAC BAS helps Dopkins & Company, LLP increase 
clientele and enhance incremental revenues with 
additional value-added consulting services.
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riveted to the eye-popping screens and usually come away with the 

feeling that our firm is in a unique position to help guide them to a 

more successful business strategy. This product really opens doors 

for us,” claims Pontrello. “ When you get decision-makers in front of their own 

financial results and then display some ‘what-if ’ 

scenarios in an active environment, as opposed to a 

passive presentation on paper, you are almost sure 

to walk away with a hot lead.”
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