
SYFT AND XERO

HOW PROVIDENCE REDEFINED 
THEIR ADVISORY USING

From compliance to boardroom partner:
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Since implementing Xero and Syft in her practice, Liz’s role has shifted 
from “doing the numbers” to interpreting them – moving her beyond 
compliance to moving her beyond compliance to delivering extra value 
with advisory services. Combining this with her knack for interpreting 
data and identifying trends has empowered her to help clients with 
complex business issues and support their growth.

Meet Xero partner: Liz Noble
Liz is a chartered accountant in practice, 
working in partnership with business 
owners, property investors, developers and 
landlords. 

She advises on accounting, tax, operational 
systems, business development and 
strategy. For the past 20 years, she has 
worked at Providence Financial Limited, as 
the Joint Managing Director.

Compiling a Xero-centric tech stack

Providence predominantly uses Xero as its 
accounting software and they have built a 
sturdy tech stack on top of this base. Over 
time, they’ve added Ignition for proposals, 
FYI Docs for email, A2X for e-commerce 
accounting, and Syft Analytics for 
reporting and analytics. 

Liz discovered Syft Analytics at the Xero 
Roadshow in London. After a demo of the 
product, Liz thought, “This is certainly the 
way forward.”

At this time, Liz and her team were 
spending a lot of time creating reports for 
a client with 18 call centers. They quickly 
realised that this would be much easier 
in Syft thanks to the ability to create 
divisional and multi-entity reports.

“It’s all Xero-centric through 
Xero practice management. 
We like the open API in Xero 
that allows other apps to 
integrate.”

- Liz Noble
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Trying out Syft
Following the Roadshow, Liz signed up Providence for a free trial of 
Syft to see what the software offered. The first thing she investigated 
was the cash flow forecasting. She set up a six-week cash flow forecast 
and tracked it against her practice’s bank balance. She was impressed 
by how accurate the forecast was.

“I was surprised at how 
accurate the AI-backed cash 
flow modeling in Syft is. As 
we use subscription-based 
pricing and set up regular 
supplier payments for our key 
providers, Syft was able to 
predict our likely cash flows 
on a day-by-day basis.”

“Rather than [clients] 
spending money on building 
the model, they can spend 
money on the advisory 
side and there’s more of an 
appetite for doing that.”

Liz later explored Syft’s break-
even analysis, valuations, KPIs, and 
benchmarking. Next, she used the 4-Way 
Forecast to build a five-year projection.

Getting set up

Liz found getting set up on Syft to be a 
smooth process thanks to the help of 
Syft support. She also appreciates the 
continuous back-office support the team 
provides now that Providence is on board 
as this has freed up the team’s time to 
better prepare for client meetings.

Freeing up time for value-added 
services

While Providence has always been 
passionate about helping clients, they 
spent so much time on compliance 
work that they didn’t have capacity to 
offer higher value services. Therefore, 
forecasting was not a service they typically 
offered. Implementing Syft opened 
the door to new service offerings. 

What would’ve taken three days to create 
in the past could now be done in a fraction 
of the time. Instead of spending 3 days 
on modeling, Providence could dedicate 
1.5 days to fine-tuning and analysing the 
Syft forecast. Not only did this enable an 
additional service, but it made forecasting 
much more affordable for their clients.

Liz can now quickly answer questions 
regarding specific scenarios, and the ability 
to make real-time adjustments means that 
it’s quick and easy to test different scenarios, 
which would otherwise take hours to model.
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“I was stunned at just how much 
information there was at my 
fingertips at the press of a button 
and how easy it was to prepare.”

Real-time data for better 
business decisions

In the past, preparing financial accounts 
and ensuring bookkeeping was up to date 
was arduous work. However, with Xero’s 
bank feeds, the information is readily 
available and can be updated to keep 
tabs on daily cash flow. Syft enhances this 
experience with cash flow forecasting.

What’s more, the Providence team 
now works from a single point of truth. 
When a client faced a serious profit 
impact due to a 20% VAT change in their 
sector, they used their data to quickly 
suggest alternative working methods.

Uncovering key insights with Syft

One of Liz’s favourite features on Syft 
is the KPI Scorecard, which provides a 
clear view of your financial health and 
helps you identify potential issues.

She also likes the ability to report by 
tracking categories so she can focus on 
particular real estate properties and 
quickly spot missing information. 

Liz says, “It’s giving us far more 
insight without having to do a lot 
of deep analysis work.” 

Uncovering these insights is as simple 
as clicking a button and drilling 
down into transaction-level detail. 
Liz also loves Syft’s Benchmarking 
tool, which allows her to see how her 
practice performs compared to other 
practices and find ways to improve. 
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The Benchmarking tool empowers her to compare Providence to 
other practices within her region, according to 22 key financial and 
non-financial metrics, helping her to easily identify areas in which 
Providence is outperforming competitors or where they could be 
performing better.

It’s all in the visuals

Sharing a live graphical view of the data 
prompts clients to ask questions that 
they might not otherwise ask. “There’s an 
air of excitement and anticipation about 
what it’s going to show you,” Liz says.  

Plus, for those who are less numerically 
inclined, the graphical visualisation 
makes their data much more accessible.

Retaining clients with 
bespoke reports

For Providence, Syft’s customisable 
reporting is more than just a feature, 
it’s a retention tool. By branding reports 
to represent her clients perfectly, Liz 
adds a layer of personalisation that 
makes her services indispensable.

In one instance, these professional, 
data-rich visuals were the deciding 
factor in keeping a client from moving 
their bookkeeping in-house. Since then, 
those same reports have served as a 
roadmap for the client’s growth, unlocking 
new opportunities and solidifying 
their partnership with Providence.

“This is a game-changer, not 
only for us but for our clients.”
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Growing revenue and reducing 
compliance work

Since adopting Syft, Providence’s revenue 
has increased by 25%. Liz now spends 90% 
less time on prep, allowing her to focus on 
strategic work, which has increased her 
effective hourly revenue contribution and 
ability to charge for value-added services.

In the past five years, Providence has 
grown from just under 200 clients to 
850. Concurrently, the value per client 
has risen from an average of £1,000 per 
client to £1,700 per client. But it’s not 
just a case of commercial growth.

Making a real difference

Liz feels more fulfilled by the work she’s 
doing now because she knows she can 
“make a real difference” to her clients.
Recently, she was able to assist a client 
in selling their business and helped them 
structure the sale to achieve a tax saving of 
of nearly £250k. In the past, Liz would not 
have had the time to provide this service.

The business journey

“Being in business is like a journey: 
you know where you want to get to, but 
there might be a diversion along the 
way... To reach your destination, you 
have to keep your options open. And by 
having good financial information at your 
fingertips, you can determine the impact 
of those alternatives quickly.”

With the seamless combination of Xero 
and Syft Analytics, Providence is equipped 
to help their clients on this journey, quickly 
adjusting to changing circumstances and 
helping pave the way for success. 

“It means that our clients are 
more likely to stick with us 
because they know they’re 
going to get good advice and 
that we can see opportunities 
for them because we’ve got 
the time to look for them.”

In addition, Liz’s team is more engaged 
now that they’re doing higher value 
work. And they are keen to up-skill in 
the new tools they have available. 




