As compliance work becomes increasingly automated, the real differentiator for
accounting firms will be advisory.

This resource breaks down how The Gap turns every client meeting into an opportunity to
build that capability, with Al-powered preparation and coaching, and a structured way to
catch commercial signals before they're lost.
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https://app.thegaphq.com/trial
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Solving the training problem

v/ Al Coaching Reports after every
meeting - scored feedback
against agenda objectives

v/ Specific, actionable improvement
guidance for each team member -
without partner involvement
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v/ Advisory frameworks embedded
in every meeting type - graduates
deliver like experienced advisors

v Eliminates tag-teaming: partners

don't need to be in every meeting
to ensure quality
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