
balisation requires and forces a 
nation to evolve collective na-
tional will to handle the global 
market. Otherwise the global 
market will mishandle, even 
tear apart, nations. So, how-
ever dominant and powerful 
an individual firm or corpo-
rate may be, in most cases, its 
strength or competence alone 
is not adequate to wage the 
business war at the global level 
without the support of the na-
tional collective. Enlightened 
national self-interest is the 
foundation of a nation’s collec-
tive. Our response to globali-
sation failed to factor this need 
for long, actually too long. Our 
debate on globalisation was 
dominated by clichés such as 
‘borderless world’, ‘global vil-
lage’. It was superficial. Not 
practical. While every one else 
used these clichés as slogans, 
we took them at face value and 
sincerely believed in them!

Cost of delay in evolving 
Indian national collective

The result of this superfi-
cial debate and understanding 
were irreconcilable differences 
among Indian polity, bureau-
cracy and business and the 
consequent disengagement 
among them. This also under-
mined and delayed the emer-
gence of the Indian collective. 
So, in the critical opening years 
of globalisation a diffused 
and divided India had had to 
handle the process of globali-
sation for which, in contrast, 
the West had done decades of 
hard homework. The West-
ern think tanks, such as The 
Economist magazine, were 
explicit that the West must 
shape the globalisation in such 
a way as to maintain its lead 
over the Rest. The Rest, us in-

cluded, had no clue as to how 
the process of globalisation 
and the institution of WTO 
would operate on them. Thus, 
initially globalisation had 
turned into expert-vs-novice 
game between the West and 
the Rest. This reflected in the 
way we repeatedly bungled in 
the negotiations in the WTO 
till the Doha meet in 2002. 
At Doha, a determined In-
dia headed by a no-nonsense 
Commerce Minister, Murasoli 

Maran, took on the global fo-
rum till then dominated by 
the West and turned the tide. 
The whole of India, media in-
cluded, stood with him. That 
is where the collective of India 
began taking shape first. In-
dia, which was just a statisti-
cal number once, has, since 
then, turned a decisive factor 
in WTO negotiations. [That 
India had become a nuclear 
power was also an important, 
but un-admitted, logic for the 

Making the Indian CA profession a global 
power - Not just a global work force

T oday global trade, busi-
ness and finance drive 
geo-politics even as 

global competition has turned 
into ‘war for trade’ among na-
tions. This has multiplied, by 
geometric ratio, the power of 
the accounting-consulting 
firms to influence the mak-
ing or unmaking of economic 
policies by governments. The 
global consulting profession, 
accounting at the heart of it, 

is virtually an Anglo-Saxon 
monopoly. The market share 
of their four Multinational 
Accounting Firms [MAFs] is 
over 70 per cent. Most gov-
ernments, including many 
powerful ones, are their cli-
ents. There are serious and 
widely shared apprehensions 
that these firms do not just 
service client governments, 
but shape or de-shape na-
tional and global macro-eco-
nomic issues to the advantage 
of select nations. With the US 
leading and the UK next, the 
Anglo-Saxon world also ac-
counts for the largest number 
of accounting professionals in 
the world. India is a close third 
in accountant population. Yet, 
the Indian establishment does 
not seem to be even conscious 

of it. Competent and skilled, 
the Indian CAs can match the 
wits and guiles of their coun-
terparts in the West as well as 
compete with them on equal 
terms. They are a global asset, 
actually a global alternative to 
the Anglo-Saxon hold over the 
accounting-consulting market. 
Still they are an insignificant 
global player. The answer to 
the ‘why’ of this problem is the 
key to any strategy to trans-

form the Indian accounting 
profession into a global play-
er. A hard, merciless thouht 
process is needed, but, with a 
caveat at the start. That is, a 
mere profession-centric ap-
proach would be inadequate to 
unravel and fix this problem. 
A trans-professional, larger 
perspective is needed.

National collective: A must 
to handle globalisation

For a considerable time af-
ter globalisation there was not 
much clarity in the Indian de-
bate about how to respond to 
the competition that it brought 
in. Not being familiar with the 
mechanics of managed-trade, 
the Indian establishment could 
not fully comprehend the role 
of collective of India to de-

fend the Indian interests and 
to aggressively promote India 
as a global player. It also did 
not realise that globalisation 
is not competition between 
firms, but between countries. 
Globalisation brands nations: 
India as a ‘software’ power, 
China as a ‘manufacturing’ 
powerhouse. So globalisation 
demands collective national 
response. It needs collective 
national thought and action 
to succeed in it. It calls for a 
close co-ordination between 
the government and the cor-
porate. The need for a na-
tional collective to succeed in 
globalisation forces sovereign 
governments of even highly 
developed nations to lobby 
for their country’s business 
interests. Imagine how the 
US government worked to get 
the Air India order for Boeing 
and how French government 
hit out at Air India bypassing 
the Airbus! Recall how the US 
officials used to lobby for En-
ron Dabhol even after Enron 
global began to stink; how the 
Japanese government cease-
lessly worked to make Suzuki 
the master of Maruti; how the 
French government instigat-
ed its farmers to long march 
against the Dunkel draft to 
turn the agri-tariff issue in its 
favour. The list is just illustra-
tive, not an exhaustive one. So 
the first lesson, which the In-
dian debate should have inter-
nalised, but did not, is that glo-
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attention that India began to 
get. While many of our econ-
omists thought that India was 
doomed with Pokhran, its ef-
fect was the other way round]. 
But we lost a whole, precious 
decade in figuring out the 
geopolitical matrix of globali-
sation. Yet, the national collec-
tive that has of late emerged 
is so far limited to business-
government interface, so still 
partial, not complete. Indian 
Business Federations succeed-
ed in achieving interface with 
the government, though late. 
Their economic power and the 
capacity to connect to the me-
dia were also important factors 
in accomplishing this.

Accounting-consulting: 
Not part of national 
collective

But, the largest area of na-
tional economy, the services 
sector – including the consult-
ing-accounting segment –  and 

the gov-
ernment 
are yet to 
put their 

act togeth-
er, co-ordi-

nate thought 
and act as a 

national collec-
tive. Take the ac-

counting profes-
sion only. It does 

not have its CII or 
FICCI or ASSO-

CHAM to co-ordi-
nate and collectivise. 

Also, even now the Indian ac-
counting sector does not seem 
to have grasped the philoso-
phy and strategy that worked 
in the case of the Indian busi-
ness. It is true that the Indian 
business did get a breather at 
the start of the globalisation 
process, which the account-
ing-consulting profession did 
not. The Indian government 
had put in place tariff policies 
to ensure calibrated entry of 
foreign competition in nation-
al market. This worked. Take 
the Indian auto sector once 
regarded as un-competitive. 
Using the adjustment time, it 
re-engineered itself and has 
become competitive now, even 
at the global level. Indian cars 
are being exported, something 
unbelievable a decade earlier! 
The Indian accounting-con-
sulting sector, in contrast, did 
not have the benefit of this 
adjustment time, as globali-
sation first commenced on its 
national space. With Foreign 
Direct Investment, where In-
dia opened first, the account-
ing-consulting market became 
open for surrogate entry by 
MAFs. This caught the Indi-
an accounting profession un-
awares and very soon dented 
its near-term competitiveness 
at the national level itself. This 
background is necessary for 
devising any strategy to re-
cover the lost ground.

Unconventional strategies 
to recover lost space

Yes, the damage has been 
done, with our contributory 
negligence. Our clock has 
been set back by at least two 
decades. But we can fast-for-
ward and get over our two-
decade disadvantage, say, in 
the next five years if we adopt 

a bold strategy. Look trans-
professionally for comparative 
logic. What, for instance, is 
the biggest advantage today of 
China and India as the world 
perceived, or their national 
brand? It is the low-cost, fam-
ily-oriented, savings-driven 
lifestyle in both and therefore 
the low-cost manufacturing 
in China and low-cost soft-
ware service in India. The sav-
ings-based lifestyle of India 
and China actually drives the 
global economy today. This 
low-cost model of manufac-
ture and software has brought 
down the global costs in these 
areas. This model is replicable 
in the global accounting-con-
sulting area. What the global 
accounting-consulting market 
lacks today is effective com-
petition to the MAFs at the 
global level, particularly to 
provide less costly alternative 
against the high cost account-
ing-consulting oligopoly that 
rules the world today. Outside 
the Anglo-Saxon world the 
only nation that can provide 
that less costly but equally ef-
ficient accounting-consulting 
alternative is India. Because 
India alone combines the 
advantages of Anglo-Saxon 
modelled education and train-
ing and culturally persuaded 
low cost-life native style. This 
is civilisational asset of India, 
which has enormous value to 
the modern world. But it has 
not been leveraged to our ad-

vantage. The reason is that our 
accounting-consulting sector 
lacks size and brand effect. In 
fact our establishment does 
not seem even conscious of 
this collective - civilisational 
asset. This civilisational value 
has to be unlocked, if need 
be by some unconventional, 
out of the box, even outland-
ish thinking. This unlocking 
process has to be supported 
and supplemented by equally 
unconventional strategies and 
alliances in the collective in-
terest of the accounting-con-
sulting profession and in the 
national interest. When the 
global market distributes the 
advantage, this will translate 
into global benefit also. Such 
aggressive approach will also 
shake off the unwanted diffi-
dence in the Indian account-
ing profession. The way the 
accounting-consulting re-
gime that has shaped in India 
does not seem to generate or 
support a desire or ambi-
tion of many CAs in India to 
emerge at the global level and 
that is a reason for the dispro-
portionate levels of diffidence 
in them today.  

Strategy to tackle size 
limitations and lack of 
brand effect

Let us address the two 
problem areas – first, the lack 
of size; second, absence of 
brand effect. We cannot cre-
ate either or both overnight 
by conventional, organic pro-
cess. So we have to strive for 
some unconventional model 
to achieve both. Here is one 
such outlandish suggestion. 
Imagine that the ICAI can 
persuade TCS, Infosys, Wipro, 
and iMACS [promoted by 
ICRA as a consulting brand] 

for instance, to diversify into 
select accounting-consulting 
areas through SPVs and on 
their brand, and think that 
they network and affiliate nor-
matively selected CA firms, 
which agree to promote a con-
sulting corporate arm. As the 
market needs multi-disciplin-
ary services, the network may 
also include other professions, 
and other professional firms 
and even institutions such 
as IITs and IIMs and other 
professional and management 
institutes. As a concept this 
will address the brand and size 
issues at least within India to 
begin with. National strength 
and size are a pre-requisite 
for global attention. Attract-
ing global attention is the first 
step to emerge as the global 
power. To attract global atten-
tion the Indian CA profession 
must emerge as a power at the 
national level. But the Indian 
CA firms are not aiming to 
dominate India, even in India, 
much less compete for their 
due place in the global market. 
If our professionals are just 
outsource-destinations and 
they do body-shopping for 
MAFs in India, then respect-
able global entry for them is 
ruled out. So, large, branded 
professional service network 
have to be generated in India. 
The suggested course would 
address the absence of size 
and brand effect. How? Look 
at only the chartered accoun-
tant part of the network. Let 
us assume over the next three 

years some 50 normatively se-
lected and highly trained firms 
with average partner strength 
of say five each with five more 
qualified CAs supporting each 
such firm can be networked 
by TCS. This will generate a 
qualitative, trained and identi-
fied work force of 1,000 CAs 
capable of handling impor-
tant professional assignments 
within or outside India. TCS 
need not go out of pocket. It 
can charge proper training fee 
for each firm. The network 
can also fix other norms such 
as infrastructure, ISO certifi-
cation. The affiliates may also 
be subjected to normative dis-
ciplinary standards by TCS to 
protect the brand value. By the 
same process other profession-
als may also be involved. The 
networked entity may market 
its services by the process by 
which the affiliating body will 
normally market their services 
till the network itself comes of 
age. A fair and acceptable rev-
enue sharing formula can be 
worked out. If TCS, Infosys, 
Wipro, or ICRA were to open 
accounting-consulting arms, 
and invite affiliation on com-
mercial basis, hundreds of CA 
firms would join them through 
their SPVs and would pay for 
the cost. This will be indepen-

The need for a national 
collective to succeed 
in globalisation forces 
sovereign governments 
of even highly devel-
oped nations to lobby 
for their country’s busi-
ness interests.

Outside the Anglo-Saxon 
world the only nation that 
can provide that less cost-
ly, but equally efficient ac-
counting-consulting alter-
native is India.
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dent of the existing practice of 
these firms and subject to clear 
demarcation and non-com-
pete understanding between 
their existing work and the 
network area. The details can 
be worked once the concept is 
theoretically found feasible.

Belling the cat
Will the ICAI take the 

lead? Will it lobby with the in-
dustry and the government in 
common professional and na-
tional interest? Will the formal 
professional leadership spare 
the time and effort to explore 
this suggestion? Will it go 
trans-professional in the net-
work modelling? Will it also 
exempt the corporate consult-
ing arm of the CAs from the 
normal professional restraints 
which operates today only 
on Indian CA firms with the 
MAFs laughing at the Indian 
CA firms like seniors looking 
at midgets? These are critical 
and important issues. Will a 
group of CA firms meet out-
side the formal structure of 
the ICAI and begin work on 
this model? This kind of un-
conventional business model 
alone would rapidly build the 
capacity in the Indian CA 
profession. The present norms 
of networking that the ICAI 
has proposed may not work in 
rapidly changing environment 
i.e. when the situation is turn-
ing the other way round with 
the global market getting into 
the centre of the scheme as 
opposed to when the govern-
ment was at the centre of the 
economy and the market [read 
private, global sector] was at 
the margins. Re-engineer-
ing ICAI legally is not in our 
hands as the government has a 
large role in it. So unless there 

is initiative outside the formal 
professional body much of any 
innovative thinking will re-
main unexplored.

Trans-national alliances
We may also have to ally 

with nations which are outside 
the Anglo-Saxon orbit and 
which also would like more 
serious competition to the 
MAFs. Such alliances will be 
strategic and bilateral and even 
regional. With the account-
ing-consulting services being 
dominated by few countries, it 
would not be difficult to forge 
limited to extensive alliances 
with other nations, which are 
consumer nations of huge ac-
counting-consulting services.

Calibration needed to give 
space to Indian accounting 
profession

But any effort will need a 
calibration time for the Indi-
an CA firms before the same 
ground rules are extended to 
the MAFs. It is necessary to 
keep the MAFs out of the 
networking scheme for a lim-
ited period. The WTO ne-
gotiation model proposed by 
the ICAI to keep the MAFs 
out of the Indian market un-
der Mode 3 should be strictly 
enforced in domestic liberali-
sation proposals of the ICAI 
and the government, includ-
ing in the network modelling 
proposed by the ICAI. On the 
contrary the present network 
modelling of the ICAI opens 
the Indian market to Mode 3 
entry by MAFs through their 
networked Indian entities, 
thus allowing indirectly what 
is banned by direct route. This 
undoes whatever good work 
has been done by the ICAI 
in the past about ensuring 

the closure of Mode 3 route 
for the MAFs in India. The 
Indian CA firms, which did 
not have the adjustment time 
which for instance the Indian 
corporate sector enjoyed be-
fore being exposed to foreign 
competition, were actually 
placed at a disadvantage by 
Indian business, Indian gov-
ernment and the PSUs, which 
had put in place rules that 
helped the MAFs against the 
Indian firms in India!

Conclusion
To conclude, what the In-

dian CA profession needs is 
lead and empathy – a coura-
geous leadership to lead and 
a sympathetic government to 
empathise. If the ICAI and the 
government will not take the 
initiative, the members of the 
profession who see a conver-
gence between their enlight-
ened self interest and higher 
national interest will have to 
act to work out the network-
ing on their initiative. This is 
the last alternative model to 
recover the lost space. 

The Chartered Accountant 1583The Chartered Accountant    July 20050050 July 2005


