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Introduction
One of the biggest ways to reach a larger 
audience in retail is through e-commerce—more 
and more high-end retail stores are starting to 
gain an online presence. E-commerce has many 
advantages for businesses to grow due to the 24/7 
sales opportunity, and the accessibility of mobile 
phones continues to increase its efficiency. 

Due to these advances, ordering online is no longer 
a ‘what if’ customers want to purchase online but 
more ‘when will’ they make that decision. The 
low-cost, low-barrier to entry is attractive and is 
a growing avenue for individuals who want to 
succeed within the e-commerce marketplace. 

To CPAs and Accountants, this means 
OPPORTUNITY! 

If you want to grow your skills, then it is important 
to continue to adapt to changes in your industry 
and the world. Technology is no longer avoidable, 
it is matter of how you are using it to create 
more opportunities for yourself—the accountant. 
So, one of the best ways to set yourself apart 
is to expand your knowledge in e-commerce 
specialization. 

Use this resource as an introduction to the 
e-commerce space and how you can take 
advantage of these changes in the industry to 
create better opportunities for yourself!
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Chapter 1: Attention Accountants!
The e-commerce marketplace is booming, and 
accountants should be paying close attention! 

There are certain requirements in order to work 
with e-commerce clients. You must embrace the 
technology and understand it to succeed with 
these particular clients. 

First off, you should be running a cloud-based 
practice.

Make sure you understand the technology 
your clients work with including shopping carts, 
inventory management, payment platforms, 
software and other apps. 

Also, never stop learning about the e-commerce 
marketplace!

If you are working for a big firm and want to 
create your own practice—this is the way to go! 
But, you must be passionate about learning more 
in order to succeed.

The idea of merging accounting practices 
and technology is somewhat scarce in that 
industry because few accountants understand 
it, which means a huge opportunity for those 
who want to learn. 
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The more and more e-commerce grows, the 
higher the demand for those services will become.

So how do you get there? With Time AND Focus, 
and most accountants have those capabilities, 
which puts them at an advantage to learn the 
technology and the industry.

What skills do you need to begin your practice?
1. Understand the concept of the technology in 

e-commerce

2. Make sure your business is in the cloud (where 
your e-commerce clients will be)

3. Integrate your clients accounting platform with 
the rest of their technology such as payroll, 
shopping carts, payment platforms, etc. 

4. Understand the technology in order to 
interpret the data. You must be familiar with the 
e-commerce language and what each platform 
accomplishes.

API Integration can be difficult but is necessary 
so that numbers are immediately reflected in 
the accounting software. ‘Your Back Office’ 
is a software solution that integrates several 
applications in order to get real-time numbers, 
tracking the performance of your team and 
managing the entire operations of your business. 

Small Firms vs. Large Firms
When it comes to the e-commerce marketplace, it is 
very demanding. Technology is constantly evolving 
and requires fast, flexible attention. So, with that 
said, smaller firms are more like to thrive in this 
marketplace. Larger firms are not able to keep up 
with tech-demands, and small firms adapt quicker.

Larger firms focus more on taxes and audits 
because they are not able to take the same risks 
that small firms can. Technology is changing the 
way we do business and it is important to keep up 
with those changes in order to be successful.
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Chapter 2: Challenges that E-Commerce Clients Face
The attractiveness of selling products online 
gains a lot of attention from retailers. With its low-
barrier to entry, e-commerce is growing more and 
more with endless opportunities to promote your 
product or service. 

Some things are too good to be true and the 
reality is that most e-commerce businesses will fail. 
The fact that just about anyone can open an online 
business with its minimal startup costs, cloud-
based technology, and template-ready solutions 
creates an overwhelming amount of competition.

So how do you set yourself apart?
Choosing the correct software will set your 
services apart from everyone else. Your clients will 
look for ease of use, compatibility and accurate 
numbers. E-commerce business owners have to 
make sure their applications integrate seamlessly 
in order to have real-time numbers. 

Most online business owners will not want to 
select cloud-based systems with shopping carts, 
CRM systems, bookkeeping, accounting, payroll, 
etc. So, you have to take advantage of that 
demand and be their trusted advisor! 

The key is to develop a niche for your small firm. You 
are an accountant or CPA, so you should have an 
automatic advantage with the ability to understand 
the numbers applied in newer technology. 

When you are helping clients, try to find a niche 
that you enjoy. Do you want to service book 
stores, fashion, health supplements, etc.? 

Once you pick an industry, you should stick with it 
and get familiar with the technology. Then, you will 
become an expert and have a niche that will set 
you apart, which will be much easier to manage.
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‘Your Back Office’
Once your client opens an e-commerce business, 
they will soon be bombarded with administrative 
tasks. It may be true that is requires very little to 
start an online business, but it is not too easy to 
manage the day-to-day. 

Your job, as the CPA or Accountant is to 
eliminate the burden of those back office tasks. 
Your clients do not want to deal with payroll, 
bookkeeping or inventory management—and 
that’s where you come in.
• Make sure you use a software that will allow 

you to easily upload your client’s numbers 
and also allows you to manage their real-time 
numbers and business operations

• Your software should integrate will the 
applications necessary for your industry.

• ‘Your Back Office’ integrates with all of 
the leading business application and 
works efficiently to reduce time spent on 
administrative tasks by easily locating the 
important information you need to run your 
business successfully

Understanding Big Data
Most e-commerce business owners have trouble 
interpreting the big data that technology produces. 
They need a CPA or Accountant to help them 
analyze their business and financial information. 

When you become your client’s trusted advisor, you 
build a relationship that ensures your ability to interpret 
data that is going to help their business scale.

Trusted advisors (you) should be able to tell their 
clients if their marketing efforts are working, or 
their inventory costs, etc. 

Myth of Running an E-Commerce Business
One of the biggest myths that e-commerce owners 
believe is that they can avoid common business 
structure (such as a business plan)—just because 
they are working online versus a store front.

Yes, the structure is much different than having a 
brick and mortar, but that does not eliminate the 
need for a traditional business plan. 

Business plans are designed to help owners 
avoid mistakes and take down their competitors. 
The online retail world is extremely competitive 
(remember, very few make it). 

The costs might be much less to run a business 
from home but in order to significantly scale 
online, you need cash flow. This a great 
opportunity to use your trusted advisor skill set. 

Gaining Customer Loyalty Online
Customer Loyalty can be challenging when 
you do not have a live person to make those 
connections. Many online retailers enjoy the fast, 
faceless and cheap alternative, but it makes it 
harder to stand out from the crowd when you 
can’t rely on customer service connections.

Accountants don’t typically care much about 
Marketing, but in order to make a connection with 
potential e-commerce clients—you might have to 
put in the extra effort.

One thing that will set you apart from the CPAs 
and Accountants will be the ability to help your 
clients develop a growth strategy to appeal to 
customers and gain that loyalty. 

Social media and outreach campaigns are huge 
metrics that need to be addressed in relation to 
financial data for your clients.
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Chapter 3: How to Price Products and Make a Profit 
Cost of goods sold (COGS) is the key indicator on how 
much you should be charging for your products. The 
fact that you do not have to include labor expenses 
creates the opportunity to sell your product for less 
than you would operating in a storefront.

It’s no secret that Amazon.com and Walmart set 
unbeatable profit margins that make it difficult to stake 
out the territory between price, product mix and profit. 

This is one of the reasons it is important to find a 
niche, because it is near impossible to keep up 
with each industry when it comes to pricing and 
profitability strategies. 

As a trusted advisor, your clients are expecting you 
to ask the right questions, pull accurate data, and 
offer actionable advice on their pricing strategy 
that will make their business profitable.

One of the key factor is presenting REAL TIME 
data to your clients, which is why you should use 
fully integrated, cloud-based platforms to track and 
report key financials in REAL TIME.

Some of the key financials that e-commerce 
business owners need are COGS, income, 
expenses, gross profit, and net profit. The software 
you use should be able to to breakout the merchant 
processing fees, data to calculate cost of products, 
cost of inventory, and a reliable, useful summary. 
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Pricing Strategies
Comparing pricing of large firms in your industry 
can help guide small firm pricing strategies. Even 
though large store retailers are playing a different 
game, you can use their pricing and create a 
competitive pricing strategy by selling online. 

Discounting: CPAs can go into your financials 
and see how much you can discount your 
products for and still make a profit while 
considering the proper time and markdown price 
in that market.

Price-Points: Create options for customers with 
a tier level of products—good, better and best. 
You can also price-point by product types in your 
industry. For example, CDs or apparel.

CPA Consulting in E-Commerce
Creating value-added services, such as 
consulting, to e-commerce clients can set you 
apart from other CPAs or Accountants. One way
 to work as a consultant is to provide valuable 

insight on industry comparisons to help with their 
sales and finances against competition. 

These added services can provide immense 
value to e-commerce businesses when it comes 
to their pricing strategies. Mainly because it is 
easier to start an online business, so the average 
owner may not have as much knowledge or 
experience as a storefront owner.

CPAs who offer consulting that identifies client 
benchmarks, budget achievement, ratio analysis 
are in high-demand. E-commerce clients are 
looking for someone who can transition them 
from a low-seller to a high-value; home delivery; 
tech support; and identify value propositions for 
their products.

When people start an online business, it can be 
very time consuming. Often times, clients want to 
know the comparison of the cost of their time to 
how much money they are actually making.  
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Chapter 4: Inventory Management and Growing Businesses
Helping e-commerce clients track their products 
is very critical to the way their business operates. 
Whether they use fulfillment centers, drop-
shippers or send it themselves, keeping track 
of goods coming in and going out should be on 
your list of things to do.

Typically, e-commerce businesses have a lot 
of cash tied up in inventory—and in the earlier 
stages of their business, cash is constrained. So, 
it is important to have a good grasp on inventory 
management so things don’t quickly go downhill.

Outgrowing Inventory Systems
Once an online business takes off, one of the 
first things that they ask is whether or not to 
upgrade their current system. Successful online 
businesses will eventually outgrow their current 
system and need to be upgraded.

CPAs are the best people to judge what they 
should do when that issue arises because they 
understand the nature of their business and can 
evaluate the performance of their current software.

Another reason why CPAs and Accountants 
should choose a niche industry because 
choosing an inventory system varies with every 
business. However, if you’ve narrowed your 
services down to a specific industry, then you are 
more capable of making the best choices for your 
client.

Larger inventory platforms should streamline 
inventory, orders, and data across multiple 
channels and include operational aspects of your 
clients’ businesses from their shopping carts to 
the accounting information. 

Revealing Winners
Through inventory platforms, you have the ability 
to pin-point slower moving inventory, which will 
allow the company to focus its selling efforts on 
higher-profit products. 

Separating winners from loser will help with your 
inventory management and allow you to focus on 
the bigger picture.



Chapter 5: Tax Compliance
One of the biggest frustrations that will keep 
e-commerce owners from sleeping are local 
and state tax regulations. It can be difficult and 
stressful to keep up with the definitions, tax 
legislations and compliance concerns. 

Most importantly for e-commerce clients are the 
array of sales tax rules that apply to the sales of 
their goods and go way over their heads. This is a 
common area for owners to contact professional 
advice from CPAs to help them avoid fines, 
penalties and back taxes. 

State Tax Regulations
It is important to keep an eye on development with 
state taxes if you want to help e-commerce clients 
with tax filings and state sales tax planning. 

When you being working with online business 
owners, you may hear some nightmare stories 
about their state tax compliances. Nexus will 
determine when an e-commerce taxpayer must 
collect taxes, so you need to be clear on which 
states your client has tax fees.

Each product may vary within each state, so it 
important to track where sales are coming from 
and which of your products are being sold. Where 
does the tax come from (destination or origin)?

Also, if your client’s business uses a fulfillment 
center, it will be required to collect state tax in the 
state(s) the warehouse is located.

You want to collect the proper sales tax where 
required. To avoid issues, open communication 
with your client is key! 

Visit us at 
www.FullyAccountable.com 

Or call 1-877-330-9401


