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MTD for ITSA: An Actionable
Checklist Every Accountancy
Firm Must Have

The definitive Making Tax Digital-Ready checklist for
accountancy firms that want zero surprises and zero rework
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Executive Summary

For the UK accountancy practice, April 2026 will
mark a watershed moment. MTD for ITS will not

break the UK accountancy firms. It will break the
firms that will treat it as a compliance checkbox.

Making Tax Digital for Income Tax Self-
Assessment is a clear mandate from the HMRC
that they expect digital transformation across the
entire tax ecosystem. However, here is what most
CA firms are missing: MTD for ITSA is not entirely
about the software you choose; it is about how
you evolve your fundamental business model.

After working with accountancy firms of all

sizes for over two decades, we have seen
accountancy firms navigate seismic shifts. From
the introduction of self-assessment in 1996 to

the rush to cloud accounting in the 2010s, each
transition has divided the industry into two camps:

Chapter 3 Chapter 4 Chapter 5

those who treated change as a compliance burden
and those who recognized the opportunity and
acted on it promptly. MTD for ITSA will do the
same, except this time the stakes are considerably
higher.

In this eBook, we will tackle the practical realities
of MTD implementation while answering the big
question: How does your firm transform from a
compliance factory into an advisory powerhouse?
Accountancy firms that answer this question with
utmost certainty won't just survive MTD; they

will successfully leverage it to fundamentally
reposition their client relationships.

There won't be theoretical musings here. Just
battle-tested frameworks, genuine implementation
hurdles, and the exact checklists that separate
prepared practices from those scrambling in 2027.

Chapter 6

Chapter 7
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2. The State of the UK Accountancy Industry:
Where Firms Really Stand?

Regulatory reality, not regulatory headlines

For the UK-based self-employed individuals and
property owners with qualifying income over
£50,000, MTD for ITSA applies from April 2026,

with the £30,000 threshold following from April 2027.

The timeline has already shifted more than once, and

there is a high chance that it might shift again. However,
HMRC's direction of travel might not change.

The HMRC transformation programme has been explicit
for several years now: fewer annual touchpoints, more
frequent data, and earlier intervention. The new rhythm
this time around is the Quarterly updates, an End of
Period Statement (EOPS), and a Final Declaration.

As a result, the annual “tidy up at the deadline” work
becomes nearly operationally impossible at scale.
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Capacity is already under strain. Clients are not ready, and many don’t

. yet know it.
According to a recent post-COVID
and ACCA members, over 60% of mistake. Especially when you consider
UK firms have admitted to staffing that, a majority of landlords and sole
shortages and burnout as their traders still operate on spreadsheets,
leading growth constraints. paper records, or ad hoc bookkeeping
The evolving client demand is not so much. apps with no consistent process.
Furthermore, finding, hiring, and retaining In fact, several clients are very dimly aware of
experienced tax staff is even harder. MTD for ITSA, thinking it will be just like VAT

and quietly go away.
With the introduction of MTD for ITSA, the

number of touchpoints per client increased Once the HMRC letters start coming in, that is when
from 1 or 2 per year to 5 or more. Without the awareness will finally settle in, and accountancy
a significant structural overhaul, that math firms will be the first to get the call. Firms that are
does not math. prepared to handle the barrage of phone calls will

be ready to onboard seamlessly; those that are
unprepared will have a tough time keeping up.
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3. The Core Pain Points of the UK Accountancy Firms and How to Solve Them
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1. The "Shoebox" Client Conundrum

In the accounting industry, we have all
seen this. Client wanking in on January
20th with a bag full of faded paper
receipts, expecting them to be processed
with utmost sincerity. The introduction of
MTD for ITSA puts all such cases to rest.
There is no provision for submitting five
documents (four quarterly updates and
one final declaration) at year-end.

Pro-Tip:

The Solution: \

A

As an accountancy firm owner, you

must educate your clients on digital data
capture now. In fact, you must mandate it.
Tools like Dext or Hubdoc are no longer
"optional extras" for your tech-savvy
clients. In fact, they are the first line of
defence for your firm's capacity.

A\

Do not force your clients to go digital. Instead, offer them a "Digital
Transition" package with a detailed training session and documents to help
them understand the transition. Position it as the “new normal” for your firm.
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2. The Pricing Paradox 3. Resource and Capacity Planning
Pricing your tax prep services based on "the tax return" can put Starting in 2026, the "January Peak" is a thing of the past.
you out of business faster than you can imagine. The arrival of MTD MTD introduces the "Quarterly Peak" system. If you have
for ITSA quadruples the frequency of interactions. So, if earlier you 500 of your regular clients on the same quarterly cycle, your
used to charge £500 for an annual return, you can no longer do four in-house team will be subjected to a burnout-level workload
quarterly updates for that same fee. every three months.

a
\ i
The Solution: ~ \

The Solution:

You must slowly transition your pricing
structure into monthly or quarterly
subscription billing. This not only will
smooth your firm's cash flow but also
will help your client see the value of the
ongoing nature of your oversight.

e\ Y

It's best to have a staggered client base. With HMRC
allowing different accounting period end dates in
certain contexts, but more notably, internal workflow
management software (like Senta, Karbon, or Pixie)
should be used to spread the preparatory work across
the entire quarter, not just the week the update is due.

~
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4. The Actionable Framework: Your Step-by-Step MTD Readiness Plan

Waiting to start communicatin . . . .
, 9 , S [Month 1-2: Segmentation & Audlt] [Month 3-4: Education Campaign Launchj
with your clients months before
the <.:IeadI|ne can be severely Collate the files of every client for As a second step, you need to launch a multi-channel communication
detrimental. Hence, you must . . . .
re whom the property or business campaign. Modern clients have developed a blind spot for the
start your communication as . : : o ,
income exceeds the HMRC accounting newsletter, so merely sending emails just won't help.

early as possible. threshold. Make sure to check the

) What will work is:
earnings of the current year and

Here's an actionable

framework that works: do not rely on last year's numbers. Personalized Ie.tters Onlihe webinars or
The sole trader who earned to mandated clients seminars to answer
£42,000 last year might breach specifying their threshold client queries and other
£50,000 this year. Once you have and deadlines general questions around
all the details, start building your MTD for ITSA in real-time
at-risk database. This database Video content explaining
will include buffer clients who are MTD in layman'’s terms N One-on-one calls for
sitting just under the thresholds. (3-minute maximum, no & your top 20% of fee-

jargon) generating clients
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the communication
channels should stay

consistent with a huge

stress on:

MTD for ITSA is
happening

Non-compliance carries
penalties

And you are here to
support them through
the transition, but they
must act now.

Executive
Summary
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[ Month 5-6: Software Migration ]

Even if you support multiple software
platforms, you must maintain a holistic
view of software recommendations.
Trying to serve clients across different
software platforms and different
packages can severely strain your in-
house team.

Most accountancy firms that
successfully manage multiple
clients have standardized on 1-2
primary platforms (typically Xero or
QuickBooks) with a third option for
exceptional cases. Standardizing
software, in a way, is about limiting

your client choice; it is about delivering

competent support at scale.

Chapter 4
Chapter 5

Chapter 6

/

You can create migration packages
at different price points:

BEERED Software recommendation,
initial setup guidance, client trains
themselves.

Full setup, chart of

accounts configuration, two training
sessions

BT White-glove service,

including transaction categorization
for the first quarter

You must price your migration work
properly, as it is not a free add-

on offered on top of your existing
compliance fee.

A
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[ Month 7-8: Trial Runs ]

To get ready for the deadline rush,
make sure you run a few dummy
submissions with pilot clients. You

can do so by identifying 10-15 clients
across your sophistication segments
and walking through the entire process,
including software entries, data
preparation, submission generation,
and HMRC filing.

These dummy runs will help you
discover workflow bottlenecks,
software glitches, and client capability
gaps in a controlled environment, rather
than in the deadline chaos. These dry
runs have helped several accountancy
firms successfully navigate previous
MTD rollouts (VAT, Corporation Tax).
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[ Month 9-12: Process Refinement j

Based upon your dry runs, you can establish
standardized procedures. Make sure to
document every step: client data requests,
quality assurance checks, submission
protocols, and filing procedures. It is also
critical to train your internal staff on these
protocols until they are well-versed in them.

It is crucial to create client-facing materials
that explain what you expect from your
clients and the precise timeline of those
submissions. Make sure everything is clearly
communicated, and there is no ambiguity.

Chapter 3
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Chapter 5

Chapter 6
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5. Important Dates & Deadlines 6. The Technology Stack for the UK
In order to get ready for the 2026 — 2027 tax year, here are the ACCOU nta nCy Pra Ctice
important dates and deadlines for mandatory for £50k+ from 6

For modern UK accountancy practices, selecting the software has
become business-critical. The absence of the right platform can create
downstream problems for years.

April 2026.

Quarter Period Deadline
Here is what you need to get right:

4 N
Q1 6 Apr, 2026 - 5 Jul, 2026 7 Aug, 2026

> <
Q2 6 Jul, 2026 - 5 Oct, 2026 7 Nov, 2026

. 4
Q3 6 Oct, 2026 — 5 Jan, 2027 7 Feb, 2027

: <
Q4 6 Jan, 2027 -5 Apr, 2027 7/ May, 2027
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[Core Accounting Platforms ] [ Practice Management Systems] [ Document Management ]
The leading players in the UK small Karbon is widely popular among UK Cloud storage is non-negotiable. Accounting
business accounting space include accounting practices that boast of being practices that are still dependent on running
Xero, QuickBooks Online, Sage cloud-first. Karbon offers incredibly seamless local file servers run unnecessary risks and
Business Cloud, and FreeAgent. Each workflow automation, client collaboration limit remote work capabilities.
of these has MTD for ITSA capability. tools, and team communication. The pricing is
Thus, your selection primarily depends steep at £70-90 per user per month; however, SmartVault, Jetpack Workflow, and
on the practice philosophy and client given the efficiency gains it delivers, it is a SharePoint are all great alternatives.
sophistication. perfect option for firms serious about scaling.
When you are looking for a Cloud storage
It is worth mentioning that you must There is another lower-cost option in option for document management, here are
never try to support all available Senta that offers pretty much the same the key features you need:
platforms. You need to identify your functionality and has a strong UK presence
primary recommendation and, if and focus. Senta is perfect for practices Client-accessible Integration with
needed, a second for specific use looking for comprehensive client relationship portals for secure =¥ your practice
cases. Once you have identified the management alongside workflow. document exchange management system
software of your choice, you need to _ . _
build your team's expertise deeply If you primarily work in Xero, XPM Audit trails showing D Robust search
rather than spreading it thinly. (Xero Practice Manager) is another good who accessed what functionality across
option for client accounting. and when all documents
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[Communication Infrastructure]

For modern clients, communicating
alone via email just does not cut it.
You need:

e Video conferencing (Zoom,
Microsoft Teams, Google Meet)

e Instant messaging for internal
team coordination (Slack,
Microsoft Teams)

» Client messaging that's less
formal than email (practice
management portals typically
include this)

Chapter?2 Chapter 3

Ideally, your communication
should follow the pattern below:

e Email for formal communication
and documentation

e Instant messaging for quick
internal questions

« Video for complex client
discussions

 Portal messaging for routine
client interactions

Chapter 4

Chapter 5

Chapter 6

Chapter 7
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7. Future Outlook: The Next Five Years

In any professional setting, prediction can be
hazardous. However, if you follow a pattern
keenly, it becomes easy to plan around.

HMRC's Digital Ambition Will not Stop!

MTD for ITSA is not HMRC's endgame. They
have been rather vocal about their vision of a
digital tax system, which would make returns
obsolete. The long-term aim is to achieve
real-time tax assessment, with the ability

to continuously calculate liability based on
digitally reported transactions.

This might sound dystopian to traditionalists;
however, it is the era in which technology
inevitably leads. Banks already have records
of your income through transactions,
accounting software categorizes the

Chapter 7
Chapter 6

transactions, and now HMRC just wants access to
all this information, eradicating the return process
entirely. The accounting profession has withessed
massive changes before and withstood them. The
introduction of self-assessment did not destroy
practices; it transformed them.

MTD for VAT caused upheaval, but practices
adapted. MTD for ITSA will be no different, except
this time you have the advantage of observing
previous transitions and learning from both
successes

and failures.

We would like to hear your thoughts

on MTD for ITSA, so drop them on
marketing@datamaticsbpm.com, and let the
discussion around the future of the accounting
profession continue.
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About Datamatics Business Solutions:

Datamatics Business Solutions is a technology-driven outsourcing partner
or leading global enterprises. With our technology enabled accounting
services, we help firms achieve their business goals with absolute ease.

With a perfect balance of a highly scalable and secure ecosystem
comprising of some of the most acclaimed accounting & ERP software and
human ingenuity to go with, we have been able to retain 100% of our client
in over a decade of our operations.

Reach out to us for more details

USA : +1-571-297-6166 | EMEA : +44-20-3005-2151 | APAC : +91-22-6671-2001

Website : https://datamaticscpa.com | Follow us on Linkedin - @

© Datamatics Business Solutions Limited. All Rights Reserved.
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