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The Business

How do you ensure you are offering your staff a competitive package?
By Con Klestinis

I
f you employ accountants, you will 
doubtless be aware of the current skills 
shortage that is gripping sectors of the 
profession. To retain the best people, 

it’s vital to ensure their remuneration pack-
ages remain competitive. For many man-
agers, that is easier said than done.

Calculating a benchmark
Employers spend enormous chunks of 
time trying to accurately gauge what is a 
fair and reasonable salary. This process of 
comparing a salary with a primary job role 
is what we, in the business, call ‘bench-
marking’. However, other factors should 
be used as criteria during this exercise. 
For example, for an employee, level of 
qualification, years’ experience, and busi-
ness unit should be considered. The loca-
tion and size of the business should also 
be applied in any calculations. 

Personal attributes, such as work ethic, 
should also be used in the evaluation. As 
Kerry Wight, general manager at William 
Buck in South Australia, says: “We bench-
mark our salaries to ensure we are com-
petitive within the marketplace when re-
cruiting new staff. Obviously everyone is 
treated on an individual basis. Promotion 
and reward within the firm are linked to 
performance and not just salary surveys.”

Given this need to consider individual 
circumstances, it’s important that a calcu-
lated average or mean is only used as a 
guide rather than a definitive answer. But it 
usually follows that, the greater the sample 
size of benchmarking research, the more 
meaningful and accurate the results. As 
Tracey Pearce, HR manager at Pilot Part-
ners in Queensland, points out: “It should 
be a targeted tool for the accounting pro-
fession. The information must be current 
and come from a reasonable sample size. It 
must be relevant to individual roles, varied 
levels and help to differentiate the different 
areas of accounting.”

As the business owner, partner, HR 
manager or general manager, there are 
questions you should be asking yourself. 
Are you confident with the limited infor-
mation you currently get? Are some of 
the reports you get a means of the aggre-
gator trying to sell additional services to 
you? In some cases, do the reports your 
staff get access to create unnecessary 
confusion during the review process?

Finding benchmark data
A number of periodic reports are avail-

able, either in a published form, or online. 
Take care in ensuring that both the source 
of data and final outputs are a true reflec-
tion of the accounting industry including 
your firm’s size and location. Gabrielle 
McFarland is a HR manager for Boyce 
Chartered Accountants in New South 
Wales. She advocates an online report. 
“Having access to an online market survey 
specifically designed for the professional 
accounting industry is a leap forward to 
an area that is traditionally difficult to get 
good quality market information,” she says. 

Having a resource that you can tap into 
at any time which is user friendly, quickly 
accessible, accurate, current, easy to 
maintain and provides comparisons and 
reporting functionality means that you 
can be in charge of what market data you 
want without being locked into a set for-
mat that traditional surveys deliver. 

Employees and the grapevine
Make no mistake, your staff are do-
ing their own research about account-
ing salaries. The information is readily 
available from many sources. However, 
in some cases, what they hear on the 
grapevine might not be accurate. As 
Heidi Mayhew-Sanders from Bentleys 
in Queensland says, employees might 
expect to find apples, instead of grapes:  
“I think there is enough data for employ-
ees to be well informed, but sometimes 
they are not aware as to what is behind 
the data and, therefore, may not be look-
ing at apples for apples,” she explains. 
“An employee is only worth what an em-
ployer will pay for them.” 

Wight also points out that staff 
should be reminded, “Salaries are 
linked to performance. Providing high 
quality, efficient and timely service to 
clients is paramount to progression. 
[Staff] also need to look at the whole 
picture and the benefits provided to 
them which are not the same at each 
firm – training, study support, insur-
ance benefits, personal development 
programs, good working environment 
and excellent culture and values are 
some of these benefits.” 

Putting a price 
on people
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HLB Mann Judd firms are members of HLB International. A world-wide network  
of independent accounting firms and business advisers.

Would you like access to a highly specialised professional 
who can work alongside you? One you can rely on to 

supplement your own expertise and capabilities?

HLB Mann Judd can help you better service your client’s 
needs. Our advice is based on extensive knowledge of 

commercial markets and our understanding of your need to 
provide independent advice. 

You can extend your services in areas such as specialised  
tax consulting, superannuation, audit and assurance, and 

business recovery. Acquire the perfect partner and explore the 
added strength that HLB Mann Judd can bring to your practice. 

It’s as simple as picking up the phone and calling one of our 
member firms across Australia, or visiting our website at 

www.hlb.com.au

Adelaide (08) 8130 2000
Brisbane (07) 3001 8800
Gold Coast (07) 5574 0922
Melbourne (03) 9606 3888
Perth (08) 9227 7500
Sydney (02) 9020 4000
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