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Designations 
(an individual can hold more than one designation)

2025

AFSP 29%

Atty 1%

CFP® 5%

CPA 21%

CRTP 5%

EA 43%

No designation 7%

Other 11%

Practice focus
2025

Primarily 1040 returns with common schedules  
and deductions

55%

Combination of individual returns and tax  
advisory services

19%

Combination of business/fiduciary returns and tax 
advisory services

13%

Primarily business/fiduciary returns  
(1120, 1065, 990, etc.)

6%

None of the above 6%

Tax advisory, planning and representation 2%

The 2025 Fee Study reveals a diverse group of seasoned tax professionals, most deeply rooted in individual 
return preparation. 

•	 Experience: Nearly 60% of respondents have 21+ years in the business, with another 33% reporting 
6-20 years.

•	 Practice focus: A majority (55%) primarily prepare Form 1040 individual returns, with related schedules 
and deductions.

•	 Structure: Private practice dominates, with 83% identifying as owners or partners. Tax form preparation 
makes up 65% of revenue, supplemented by bookkeeping (12%), amendments (6%) and payroll (4%).

•	 Client reach: About one-third serve clients across varied community sizes, while 29% draw from 
populations of 100,000+.

Overall, the study highlights a profession grounded in 1040 preparation, supported by highly experienced 
practitioners who balance tradition with diversification into other services.

Respondent & Business Profile

Years in tax business

0% 20% 40% 60%

8%
1%

10%
10%

13%
59%21+ years

16-20 years

11-15 years

6-10 years

1-5 years

Less than
1 year

Employment role

83%

3%

Private practice  
owner, partner

10% Employee
Contract employee
Franchise owner
Franchise worker

2%
2%
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When gross revenue is earned

15%
21%

64%

During extended tax season  
(May to October)

During tax season
(February to April)

Outside of tax season 
(November to January)

Gross revenue by services offered
2025

Tax form preparation 65%

Bookkeeping/monthly accounting 12%

Additional tax preparation services (amending a return, reviewing returns prepared by someone else or  
past year’s returns)

6%

Advisory services (calculating proper W-4 withholdings, estimated tax projections, tax consulting,  
tax reform consulting)

4%

Payroll taxes 4%

IRS resolution/representation (tax examination protection, tax examination representation) 3%

Business consulting/strategic advisory 3%

Financial planning 2%

Other 1%

2023

2025

Overall gross revenue

$0-$49,999

$50,000-$99,999

$100,000-$149,999

$150,000-$199,999

$200,000-$249,999

$250,000-$299,999

11%

7%

5%

27%
$300,000+

29%

14%

6%

7%

5%

19%

20%

18%

12%

0% 10% 20% 30%

Respondent & Business Profile Respondent & Business Profile

Average number of 1040 tax  
returns prepared by your office

0 to 20  
returns

4%

21%

28%

17% 17%

13%

5%

10%

15%

20%

25%

0%

30%

21 to 100 
returns

101 to 300 
returns

301 to 500 
returns

501 to1,000 
returns

1,001 or 
more returns

20%
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How services are 
differentiated from 
competitors
(respondents could select more than one)

2025

Personalized client service 92%

Competitive pricing 44%

Specialization in specific  
tax areas

33%

Technological innovation 17%

Other 11%

States respondents prepare taxes for

There were 1,409 respondents who answered this question, representing tax preparers from every U.S. state. 
On average, each preparer files returns for clients in 8-9 different states. The heat map illustrates the locations 
where these respondents prepare taxes.

Color # of respondents

451+

351-450

251-350

151-250

0-150

0% 10% 20% 30% 40%

0 to 9,999

10,000 to 49,999

50,000 to 99,999

100,000 or more

I have clients 
across multiple 
community sizes

Client community size

Respondent & Business Profile

11%

13%

29%

32%

16%
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Client breakdown:  
returning vs. new

Business plan

My practice is currently staying the same (client base remained  
the same, services remained the same)

37%

48%

My practice is growing (gaining new clients, adding new services, etc.)

15%

My practice is downsizing (shedding clients, preparing for retirement)

Business growth factors from the 48% who indicated growth

0% 20% 40% 60% 80%

5%
6%

9%

23%
21%

32%
38%

54%
78%Increased number

of tax returns
Tax consulting

Bookkeeping

Tax representation

Financial planning

Payroll

Investment management

Legal

Insurance

Respondents were asked to identify how much of a factor each of the following had on 
their business growth. The results identify the percentage of respondents who found the 
items on the list to be an important or major factor for business growth.

Respondent & Business Profile Respondent & Business Profile

87%

13%

Returning clients

New clients



6	 2025 NATP Fee Study – Media Highlights

Factors that influence pricing decisions
The results indicate the percentage of respondents who identified the following as important or major factors influencing 
their pricing decisions.

0% 10% 20% 30% 40% 50% 60% 70%

Uniqueness in  
expertise or solution

Market rates for 
similar services

How your fees  
compare to others

Client willingness 
to pay

Factors considered when determining the value of a service for a client
(respondents could select more than one)

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Complexity of  
client’s tax situation

Amount of time and 
effort required

My level of expertise 
and specialization

Level of risk or liability 
involved in work

Potential tax savings 
or benefit to client

Urgency of the service 

Market rates

Long-term benefits  
to clients

Time saved for  
the client

Respondent & Business Profile

Tax professionals reported that their pricing decisions are most strongly influenced by the uniqueness of their 
expertise, followed by prevailing market rates and how their fees compare to others. When determining value 
for clients, complexity of the tax situation, time and effort required, and their own expertise were the leading 
factors. They primarily communicate value by providing detailed explanations of services and highlighting 
potential tax savings or financial benefits, with fewer relying on credentials or client success stories.

69%

52%

42%

29%

94%

83%

69%

49%

46%

42%

33%

31%

20%
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Name

Respondent & Business Profile

7% of respondents charge a set hourly rate, 
with half of all preparers falling between 
$129 and $250 per hour.

$179 $1822023 2025

Average set dollar rate per hour

Set dollar rate per hour - 7% of respondents

Fee Structure: 1040 Individual Returns

Amount charged to clients
Half of preparers charge within this range, with 25% charging less than the lower figure and 25% charging more than the upper figure. 
The middle point is the average.

$0 $50 $100 $150 $200 $250 $300 $350 $400

1040 return (including 
Schedules 1-3 only)

Schedule A  
(Itemized deductions)

Schedule C  
(Business income)

Schedule D  
(Investments)

Schedule E (Rentals)

Schedule EIC/EITC 
(Earned income credit)

Schedule F (Farming)

Form 8962  
(Premium tax credit)

Form 8995 
(QBID - Simple)

Form 8995-A (QBID)
Typical range 

Average

Charges for 
these forms are 
in addition to the 
1040 return.

*Exact figures can be found in the appendix

How to use this report: Fee structure range and average are your starting point for each form. To better 
understand where in the range you fall, look up your region, designation, business focus, etc., on the next 
several pages and adjust the range and average up or down accordingly.


