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European and international representative bodies is to facilitate 
the proposed evolution. I personally believe that individuals 
may evolve also on a stand-alone basis, but we also have the 
responsibility to assure that people receive the best assistance 
to do better whatever their background and experience is. 

I am sure that all accountants would very much prefer 
to be surrounded by a more effi cient and competent set 
of colleagues than simply be proud of just themselves. 
Growing together helps us grow faster and also helps our 
clients more.

r e z i u m e

ro de sac ic v le ba bu Ral t ris pro fe si is Si na ar si im miz niT, rom man uf ro kar gad upa su xos gan vi Ta-

re ba di biz ne sis ga re mos moTxov nebs, sa Wi roa mo vax di noT im Zi ri Tad kom pe ten ci a Ta ret ros pe tu li 

ana li zi, ro mel Tac mo ma va li pro fe si o na le bi un da flob d nen.

am Ja mad `bu Ral t ris~ er Ta der Ti de fi ni cia ekuT v nis IFAC-s, ro me lic ga ni xi lavs bu Ral ters 

ro gorc IFAC-is lo ka lu ri fir me bis wevrs. amas Tan, Tu Ca vuR r mav de biT sxva das x va ti pis leq si kons 

ma Sin ad vi lad aR mo va CenT gan s x va ve bul in ter p re ta ci ebs, maT So ris ,ama Tu im erov nu li ma xa si a Teb-

lis gaT va lis wi ne biT. 

IFAC-s wa mowye bu li aqvs axa li pro eq ti, ro me lic exe ba `bu Ral t ris~ ka te go ri is axal gan sazR v-

re bas. pro eq ti miz nad isa xavs Zve li mid go mis Sec v las da mo i az rebs eTi kur qce vas da kom pe ten ci ebs 

sa zo ga do eb ri vi in te re sis far g leb Si, ro gorc bu Ral t ru li pro fe si is Zi ri Tad sak van Zo ele men tebs.   

bu Ral t ru li pro fe si is gan vi Ta re ba 

ev ro pa sa da msof li o Si

 fe de ri ko di o me da

      EFAA-s aR mas ru le be li di req to ri

 I had already the opportunity to comment on the new 
profi le the accounting profession is seeking to reach in 
order to give better answers to the needs of their SME 
clients with respect of non-compliance services. “Beyond 
compliance” could well be the slogan for the Accounting 
Profession is next decade. The way this can be addressed 
is not suffi ciently clear and implies changes and actions in 
different fi elds; for example education and training, tone at 
the top for the fi rms and soft-skills for practitioners, con-
tinuing professional development and so on. What should 
not be also forgotten are the ethical implications of any 
professional activity trying to satisfy increasing and new 
needs from clients. Both during economic developments 
and economic crisis the risk for SMPs to put aside ethics 
to stay closer to the clients’ needs is high.

SMPs being business advisers for SMEs does not 
mean that a practitioner aims to become an entrepreneur 
and to replace the ability of the businessman. It simply 
means that the practitioner uses his/her knowledge of the 
enterprise to help the businessman to better run the busi-
ness. The fi rst risk, therefore I see for the SMP, is that to 
engage fruitfully in this important activity the knowledge 

INCREASING NEED FROM SMES FOR 
ADVISORY SERVICES:
the answers of  „good SMPs“

of the company assisted has to be deep as well as the un-
derstanding of market the company is investing/operating. 
The SMP has also to have perfect understanding of the 
legal framework surrounding the business (starting from 
the statutory point of view and up to the legal/contractual 
point of view). It is not rare, in fact, that the accountant 
(because of its close relationship with the entrepreneur) 
is asked to provide fi rst insights also with regard to legal 
aspects of businesses and transactions. 

There is, therefore, a big question of competence and 
the SMP has to carefully manage its close relationship with 
the entrepreneur: this may cause the practitioner desiring 
not to delude the client and then to engage himself when 
his understanding is insuffi cient to cover all the risks. 
There is also the risk for the SMP to ignore entrepreneurial 
misbehaviours because of the inability to stop them: losing 
the client may play a role in this. 

These two events may well happen during „positive“ or 
„negative“ economic situations of the advised enterprise.

During a period of investments and developments, 
the foreseen economic success may cause the typical op-
timism of the entrepreneur to undermine or override the 
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degree of care and prudence that any business transaction 
always deserves; the SMP has the duty to assist the client 
in a way that preserves the needed fair operational behav-
iour which is, ultimately, in the public interest.   

During a period of crisis, also, the practitioner has 
to take care that the entrepreneur does not put in place 
operations that are contrary to the statutes and to the law 
especially when an insolvency procedure may income. It 
is in fact possible that during the crisis of the enterprise 
the owner-manager tries its best to save the company or 
his personal patrimony through operations that are not 
fully in line with the legal framework.  Here again the 
SMP has to assist the client in a way that is useful to the 
business but not contrary to the law and, ultimately, to 
the public interest.

When I started my professional career I was very much 
lucky because I had my training in the offi ce of a very 
good and high level standing colleague in my city. Two 
main factors helped my right from the start.

1) I was reminded on daily basis to behave fairly, 
respectful of the law and of ethical principles, increasing 
my competence on all the professional aspects, taking 
care of details, not compromising with unethical situa-
tion and be ready to refuse a commitment to preserve my 
profi le, considering the remuneration as the consequence 
of good rendered services and not as the objective of the 
professional life. 

2) I also had the opportunity to start with business 
advising rather than with pure compliance and with big 
commitments. This aspect of my professional training 
helped me to enter immediately into the main driver for 
success: getting a complete understanding of the busi-

ness, the environment, the client, the legal framework 
and addressing the issue like a big puzzle where at the 
end the picture is the accurate composition of even the 
most little detail.

The big challenge today for the profession is how to 
be sure that what I luckily learnt from the fi rst day of my 
professional lifebecomes part of the cultural basis for any 
professional accountant all over the world.

The standard setters on Ethic (IESBA) and on Educa-
tion (IAESB) are spending time and efforts in this di-
rection. Still experience will have the major role in the 
development of professional skills. In my view it is up to 
the professional national bodies more than to Standard 
Setters of Legislators to create the condition for good ba-
sic education, good training and good CPD programmes. 
Guidance is a key factor to help professionals to compare 
case studies and to learn about different experiences. 
Strong preparation right from University is another key 
factor to set have future professional skills being solidly 
based. Specifi c dedicated relationship between Profes-
sional body with  Enterprises bodies is a tool that may play 
a role in setting the scene for  good business advising. It 
enhances the common understanding between client and 
practitioner and can also create exchange of best practice 
as well as opportunity for CPD.

The future is in our hands and it is responsibility of 
the Profession to do the best to keep the highest possible 
profi le and to spread the desire of „being the best“ among 
the majority of our Colleagues.

EFAA, the European umbrella organisation for SMPs 
of which I am proud to be the CEO, will continue to push 
the Profession towards higher ambitions. 

r e z i u m e

auditorulma profesiam miiRo axali gamowvevebi da roli, rac SeiZleba daekosros mcire da 

saSualo praqtikebs, mcire da saSualo sawarmoebisTvis auditisa da auditoruli momsaxurebis 

SeTavazebisas. 

auditoruli momsaxurebis farTo speqtri – ase Tamamad SeiZleba dasaTaurdes buRaltruli 

profesiis devizi momaval aTwleulSi. Tumca is gza, romliTac aRniSnuli SeiZleba iyos dareguli-

rebuli araa erTgvarovani da moiTxovs rogorc midgomebis, ise qmedebebis dakoreqtirebas: codnis 

miRebaSi, ganaTlebaSi, treningebSi, klienturasTan damokidebulebaSi, praqtikosebis unar-CvevebSi, 

gangrZobiT profesiul swavleba-ganviTarebaSi da sxv.

ar unda dagvaviwydes aseve eTikis moTxovnebi, romelic arsebobs nebismieri profesiuli saqmi-

anobisadmi klienturis mzardi da axali moTxovnilebebis dakmayofilebisas.  

rogorc ekonomikuri ganviTarebis, ise krizisis dros, klientebis SesanarCuneblad mcire da 

saSualo sawarmoebis mier eTikis moTxovnebis darRvevis riski sakmaod maRalia.

mcire da saSualo sawarmoebze gaweuli sakonsultacio 

momsaxurebis gazrda: warCinebuli mcire da saSualo 

praqtikebis roli
 fe de ri ko di o me da

      EFAA-s aR mas ru le be li di req to ri
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