
Growth is exciting. But it can also expose the cracks in the way a business operates. The systems that worked when you were 
smaller may no longer work when transaction volumes increase. The provider who handled everything at the beginning may no 
longer cover what you need. And as new markets, people and processes are added, keeping everything connected becomes 
its own challenge. This quarter, we are looking at what happens when businesses outgrow the way they work and the practical 
lessons that can help make the next stage simpler.

If you are viewing this on mobile, you can also read this newsletter on our website here.
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You had one provider, now you have five.
I N S I G H T S

When your finance function becomes harder to manage than it needs to be.

At first, adding another provider can feel like the ob-
vious solution. You enter a new market and find a local 
accounting firm. Your team grows, so you add a payroll 
provider. Transactions increase, so you introduce a new 
finance system.

The problem comes when those solutions need to work 
together. Different systems, processes, reporting formats 
and points of contact can make it increasingly difficult to 
keep everything aligned. Before long, someone on your 
team is spending valuable time connecting the pieces 
rather than focusing on the business itself.

Routine tasks such as bank reconciliations and data 
transfers can become increasingly manual, while reports 
may need to be checked and reconciled across different 
systems. When it is time to close the books, these incon-
sistencies can make it harder to get a clear and complete 
picture of the business.

Three questions to ask as you grow:

How much time are we spending managing provid-
ers? Consider the internal time spent coordinating, fol-
lowing up and resolving issues.

Can we see the full picture? Can you access consistent, 

detailed financial information without pulling together 
multiple systems and reports?

Where is manual work holding us back? Look at the 
processes your team repeats every month. These can of-
ten reveal opportunities to redesign or automate the way 
work gets done.

W H E N  F R A G M E N T A T I O N  B E C O M E S  A 
B U S I N E S S  P R O B L E M

We saw this firsthand with a US-listed company that ex-
panded across Europe through organic growth and ac-
quisition. Multiple local accounting providers had created 
inconsistent reporting and workflows, limited visibility for 
headquarters and significant coordination work.

The solution was to create a more connected operating 
model, standardizing reporting, centralizing processes 
where appropriate and clarifying ownership while main-
taining the local expertise required in each market.

The goal isn’t simply to add another provider. It’s to create 
a finance and operations model that works as one.

Read the full case study here.

https://www.amesto.global/insights/news/our-quarterly-wrap-up-q3-2026
https://www.amesto.global/insights/case-studies/case-study-european-expansion


When does selling in the US 
become operating in the US?

D O I N G  B U S I N E S S  I N  T H E  U S

For growing CPG brands, it is not simply when sales reach a certain number. The shift usually happens gradually. At 
first, your US activity may look like products → customers → revenue, with HQ managing the business and the US 
simply another market.

As activity grows, watch for these signals:

1.	Your US activity becomes ongoing: You are holding inventory, working with US-based partners, managing 
increasing order volumes or investing more consistently in the market.

2.	Finance needs greater visibility: US sales are no longer enough. You need a clearer view of revenues, costs, 
cash flow, financial performance and how the US fits into group reporting.

3.	Responsibilities become more local: “HQ manages everything” becomes harder to sustain. You need clarity 
around who owns the US operation and what should remain centralized versus handled locally.

4.	Manual processes start to show their limits: As the number of stakeholders, reporting requirements, systems 
and providers increase, processes that worked during the testing stage can become bottlenecks.

The real indicator is not one specific milestone. It is when the US starts requiring its own operational infrastructure, 
rather than simply being managed as another sales market. Recognizing these signals early gives you more time to 
put the right infrastructure in place as the business grows. Explore our US market resources here.

This pattern isn’t limited to finance operations. It shows up just as 
clearly when companies expand into new markets, like the US.

Findable is a Norwegian technology company using AI to help property owners and 
operators make faster, better-informed decisions. After establishing its business 
in Norway, the company saw an opportunity to expand into the UK. As Findable 
prepared for its next stage of growth, it was looking for a partner that could make 
expanding into a new market as seamless as possible. The priorities were simple: 
one accountant, the same accounting system and a consistent approach across 
Scandinavia and the UK.

With an existing relationship with Amesto, Findable was able to carry that same 
approach into its UK expansion. Amesto brought together the expertise needed 
across markets, helping establish the UK operation while maintaining continuity in 
Findable’s financial and operational processes. For Findable, that meant having the 
right foundation in place without creating another layer of complexity for its team. 
Instead, they could stay focused on their technology, customers and growing the 
business. Read more here.

Findable’s next chapter: growing and 
expanding from Norway to the UK. 

C L I E N T  S U C C E S S
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https://www.amesto.global/insights/doing-business-in-the-us 
https://www.findable.ai/en
https://www.amesto.global/insights/case-studies/supporting-findables-move-into-the-uk
https://www.linkedin.com/feed/update/urn:li:activity:7493682164232851457


The businesses that scale smoothly are not the ones that avoid complexity. They 
are the ones that address it early, before it slows them down. If any of the signals 
in this issue sound familiar, that’s usually the moment to act, not wait.

Planning your next stage? Let’s talk.

Growth should make the next 
stage possible.

L O O K I N G  A H E A D

Throughout this quarter, we have been talking about 
what it takes to grow across borders, and a big part of 
that is having the right people around you.

We experience that in our own way every day. With 
teams across Spain, Ireland, the US and Romania, 
staying connected across countries is simply part of 
how we work. So this summer, we put a slightly more 
literal spin on it with our global step challenge.

Together, we logged more than 5.4 million steps, 
covering 3,959 km, which is roughly the distance 
from Limerick, Ireland to Bucharest, Romania!

And with an average of 8,075 steps per person, per 
day, it is safe to say our teams put some miles behind 
the challenge. Together, we grow!

Making moves around the 
globe this summer.

O U R  T E A M
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autumn!
H A P P Y

Interested in learning more? Reach out to globaloperations@amesto.com

https://www.amesto.global/complimentary-brainstorm-session 

