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Make Your Accounting Practice 
a Better Place  

 We've got advice from the experts today. First, how current is your 

partner agreement? Gary Adamson offers advice on the provisions that 

should appear in such a document. Next, Jack LaRue shares his 

advice on how to impress clients. And finally, Sally Glick reminds us to 

help the young professionals in the office build powerful relationships.  
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 Do Your Partner Agreements Include These 
Six Key Provisions?  

 

  

I continue to be amazed at the number of firms that have no partner 

agreements at all or haven’t made revisions in many years. 

Remember, their primary purpose is to protect the firm and define 

the relationship between the firm and each partner. I want you to 

pull out your agreements, dust them off, and read them.  

   
 

 Sell the Dream, Not the Data  

 

  

It's easy to see the power of emotion in purchases like cars and 

jewelry. But in the tax and accounting world, purchasing decisions 

are made based on hard numbers and data, not emotion. Right? 

Not necessarily.  

   
 

 Helping Your Young Professionals Build 
Powerful Relationships  

 

  

Your "under three-year staff" is . . . typically focused on learning the 

skills and technical expertise they will need as seasoned CPAs. 

You need to remind them to devote a small percentage of their time 

to developing their own unique relationships.  

   
 

 

 

 

 The first step to creating 

an executable road map 

for success in wealth 

management is to 

quantify your firm's 

potential as a wealth 

management 

enterprise. This requires 

a full-scale wealth 

management feasibility 

analysis and 

consultation. 

Read more  

- Tony Batman, 

Chairman, CEO, 1st 

Global  
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