Tips for Turning Audit Clients Into Allies

Turning audit clients into allies should be a year-round effort. Below are tips to
consider incorporating in every stage of an audit project.

OFF-CYCLE/THROUGHOUT THE YEAR

+ Get to know your regular audit clients well when
you’re not in the middle of an audit or requesting
help from them. Meet with them to get coffee and

ANNUAL RISK ASSESSMENT learn about their lives. By establishing a genuine

» Schedule a weekly meeting with the main point(s) of interest and investment in the relationship, you'll be

+ Meet your key stakeholders face to face contact to review the working results as the project unfolds. building allies rather than adversaries.
to build rapport and break the ice prior
to querying them on their risk areas.

FIELDWORK

» Lay out a clear and concise plan for communicating with
clients during the opening meeting, include dates of
meetings, check-ins, and closing meeting.

REPORTING
PLANNING .
» Ensure stakeholders and points of contact have
» Communicate with stakeholders/process owners well in been briefed on preliminary audit findings in
advance of the audit (exception: surprise audits). advance of the closing meeting.
+ Provide clear dates, and stick to them. Don’t push back « If cross-functional teams are involved, brief them
meetings or announce unexpected meetings. on the findings prior to the closing meeting.
+ Be mindful of the client’s location and timezone. * Come to the closing meeting prepared with draft
Run planning calls during the client’s working hours. management action plans.

+ Leverage an audit management solution to facilitate
communication with clients and streamline document requests.
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