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1. One-firm. The question that still 

haunts firms today is purpose. In 

other words, does the firm exist 

to serve the desires of the 

partners, or is the firm itself 

greater than any individual or 

group of partners. Are we one or 

many?  Do we strive for the 

greater good and focus on client 

needs or do we focus on the 

interest of individual partners? 

 
2. How do we maximize profits? 

What are the new pricing 

models firms are employing 

today as they move  more 

into a client  accounting 

service model?  How do we 

add real value to our services? 

Value that clients are willing 

to pay extra for. 

3. Keeping clients loyal.  Clients 

today have more mobility than 

every before. They can easily 

shop for better prices and 

services. Firm marketing 

programs have been very 

effective in attracting new 

clients many firms find 

themselves in a buyer’s 

markets where price 

competition is fierce. 

4. Effective  compensation 

systems. MPs still struggle to 

find good compensation 

systems for their firms that 

has goal setting and 

performance evaluation tied 

to firm values. 

5. Succession planning.  A major 

impediment at most firms to 

effect succession planning is 

client hoarding. Since many 

compensation schemes are 

tied mainly to production, 

senior partners are reluctant 

to give up clients. Historically, 

firms have not been good at 

developing the next level of 

leaders. 

6. To merger or not to merger? 

A look at the top 100 – 200 

firms today looks nothing like 

it did 10 years ago. Merger 

mania has  been a sign of the 

times for some years now. 

Merging is a major decision 

for any size firm. 

7. How do I find the time to lead 

the firm? MPs today are being 

stretch in too many directions 

and they don’t have enough 

internal support to do what 

they need to do. Successful 

leaders seem to be far and 

few between. 

 

And now with the pandemic, 

managing partners are wondering: 

 

8. How do we train our people 

to communicate remotely? 

9. How can we help our clients 

navigate through government 

legislation and incentives?  

10. What will our staffing needs 

be for 2021?  

11. How does the firm make sure 

that it takes care of the 

mental health issues caused by 

the virus?  

12. What will the long-term effect 

of the virus be on the firm and 
its people? 

 

Managing a practice was never an 

easy thing to do. Just herding the 

partners to work together was a 

giant task. To be sure, there are 

no easy solutions to any of the 

above issues. Nevertheless, 

managing partners need to 

address the issues and work on 

solutions that improve the firm – 

financially and operationally. 
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Important Notice 
© Copyright 2021, Martin Pollins, All Rights 

Reserved 
 

This article appeared in Better Business Focus, 

published by Bizezia Limited (“the publisher”). 

It is protected by copyright law and 

reproduction in whole or in part without the 

publisher’s written permission is strictly 

prohibited. The publisher may be contacted at 

info@bizezia.com  

 

Some images in this publication are taken 

from Creative Commons – such images may 

be subject to copyright. Creative Commons is 

a non-profit organisation that enables the 

sharing and use of creativity and knowledge 

through free legal tools. 

 

The article is published without responsibility 

by the publisher or any contributing author 

for any loss howsoever occurring as a 

consequence of any action which you take, or 

action which you choose not to take, as a 

result of this article or any view expressed 

herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at the 

time of publication, it is not a substitute for 

obtaining specific professional advice and no 

representation or warranty, expressed or 

implied, is made as to its accuracy or 

completeness.  

 

Any hyperlinks in the article were correct at 

the time this article was published but may 

have changed since then. Likewise, later 

technology may supersede any which are 

specified in the article. 

  

The information is relevant within the United 

Kingdom. These disclaimers and exclusions 

are governed by and construed in accordance 

with English Law. 
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