
Practitioners / Audit Firms 
Development Workshop
29th -30th May 2018 Marriot Hotel Kigali
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IES8 is an education standard, issued 
by The International Accounting 
Education Standards Board (IAESB) 

aimed at protecting the public interest 
by requiring an Audit Engagement 
Partner to develop and maintain the 
necessary skills and training to perform 
the role effectively and to ensure 
audit quality. It recognizes that only 
those professional accountants who 
develop the required competencies 
specified in IES 8 (Revised) will be able 
to deal with the complex situations 
that Audit Engagement Partners face.

In a bid to comply with  IES 8, 
Professional Competence for 
Engagement Partners Responsible 
for Audits of Financial Statements, 
which appears to also be of interest 
to employers, regulators, government 
authorities, educational organizations, 
and other stakeholders who support 
the learning and development of 
professional accountants – the institute 
organized a two-day mandatory 
workshop for practitioners and for all 
individuals who are working towards 
becoming  practitioners, scheduled on 
29 to 30 May, 2018 as an opportunity 
and support to them.

Scheduled to be held on 29th -30th 
May 2018 at Marriot Hotel Kigali, 
the purpose of the workshop is to 
ensure that Practitioners maintain 
competence in their specialist areas of 
practice in a bid to meet the learning 
outcomes of IES 8. This requirement is 
mainly due to the public interest nature 
of their role and the need to ensure 
that outstanding practice – mainly in 
regard to International Standard on 
Quality Control 1 (ISQC 1) compliance, 
is demonstrated, thereby enhancing 
public trust and confidence of the 

accountancy profession.

MEET THE SPEAKER
Mark Lloydbottom is the founder 
of a number of leading edge 
publishing companies serving the UK 
accountancy firm marketplace. He is 
a leading consultant to accounting 
firms. He lectures for Institutes around 
the globe and has consulted with 
many South African firms. He is the 
author of many publications and DVD 
training programs including IGNITE 
and Double Your Income.

https://www.youtube.com/

watch?v=kLsLvdSq6xw
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OVERVIEW
Upgrade is a two-day intensive and 
interactive training programme ideal 
for accounting firms to sponsor. This 
course is intended to reinvigorate firm 
owners and prospective owners.

Upon completion, attendees will have 
developed a personal development 
and action plan and have a 
perception of service and billing like 
never before.

The format will include training 
through personal presentation, film 

and group discussion including case 
studies.

TAILORED FOR
This course is for all partners and 
those who aspire to be firm owners 
or salaried partners. This two-day 
interactive course includes:

The Marketplace

�� Exploring threats and 
opportunities

�� What successful firm owners are 
doing



YOUR INVESTMENT: 

220,000 (Vat  inclusive) Fees 
are payable to Bank of Kigali A/C 
No.00040-0335616-29 or Ecobank 
A/C No.110-04413101-72. 

Fourteen (14) CPD hours will 
be awarded to all members in 
attendance.

Firm Profitability

�� Exploring how the accounting 
firm can increase profitability

Client Service

�� The power of client meetings 
including the 7 essential client 
meetings

�� How to personally deliver 
outstanding client service – and 
derive greater job satisfaction

Billing

�� How to discuss prices with clients 
– avoiding the trap of under 
billing

Job Profitability

�� The essential ways to drive 
efficiency and improve job 
profitability

Self-Management

�� Benchmarking and KPIs that 
drive results

Advisory Skills

�� Essential [new] skills for giving 
business advice (4 hours):

�� Understanding and engaging 
with the four roles of 
management

�� The lifecycle of a business

�� Questions that open up the client 
to want more from you

Marketing

�� Mind the gap – How to build 
valuable personal relationships

�� Personal marketing that 
guarantees to win new business

Staff

�� Improving one-on-one staff 
management

Implementation

�� Developing the personal plan


