
The End of Financial Year is a common stressor in the
accounting and bookkeeping community. The time of year
when the time pressure is on and you’ve got to get your
clients’ financial data analysed and organised. 
 
Providing your clients with sound financial advice can be
so much easier when data is analysed ahead of time. This
way you can be proactive, instead of reactive; and avoid
the EOFY chaos. With artificially intelligent software like
Aider, you can achieve this. More than this, there are many
other things you can do to prepare for the EOFY. 

We’ve put together an End of Financial Year checklist to
help you!
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EOFY Checklist 
A list of things you need to do before the EOFY
sneaks up on you:

Check accounts for
completeness/accuracy:

Bank transactions
reconciled to year end
Confirm Debtors and
Creditors (check for bad
debts, etc.)
Profit and loss sense
check - evidence over
material amounts
Balance sheet accounts
check - confirm all
balance sheet balances
with customer
Bank a/c balances
confirmed as at year
end date
Shareholder a/c’s and
salaries distributed 

Check significant changes
in financial statement
accounts and enquire as to
the change with
shareholders or directors if
necessary.

Check the balance sheet
match’s statement of equity.
Check shareholder salaries
allocated have the most
beneficial tax effect.
Check the notes are correct: 

LTC
Related parties
Imputation credits
Etc.

Print AGM minutes, major
transaction minutes & trial
balance.

Check the IR10 matches the
accounts.
Check the shareholder salary
(remuneration) and current
a/c balance is included in the
IR4S. 
Check the IR4J (ICA) is
activated and completed.



Questions to ask
yourself

EOFY Checklist 
What should you do after you've completed the
accounts?

Industry 
What industry are your
customers in and what's
impacting them?
What does the client do and how
do they provide their service or
sell their products? 

Growth 
What are growing businesses
doing, and struggling businesses
not doing in their industry?
Are they working in the business,
surviving day-to-day, or are they
further along in the business,
growing and adapting?

Organisation
Does your customer's
organisational process work
efficiently, and how much effort or
input is required by the owner?

Leading Indicators
Is there access to information on
product/service margins, and are
your customers selling the right
products/services? 
Is there data beyond accounting to
serve your understanding into
what drives sales for your
customers?

Digital Tools
Is your customer optimising Xero
and Aider’s automated software
tools?
Would online advertising, a new
website or social media benefit the
client?

Goals
Can you provide any goal-oriented
recommendations with regard to
business growth, marketing and
business development?
Is there a potential need for fixed
asset additions to increase cash
flow or grow certain areas of your
customers business?

Understanding how a business
operates is essential to adding
value to your clients. If you
don’t know what they do to
form the numbers, you can’t
speak their language…

What else can you
do to help the client?


