
bakertilly.com
An independent member of Baker Tilly International

Pursuant to the rules of professional conduct set forth in Circular 230, as promulgated by the United States Department of Treasury, nothing contained in this 
communication was intended or written to be used by any taxpayer for the purpose of avoiding penalties that may be imposed on the taxpayer by the Internal 
Revenue Service, and it cannot be used by any taxpayer for such purpose. No one, without our express prior written permission, may use or refer to any tax 
advice in this communication in promoting, marketing, or recommending a partnership or other entity, investment plan or arrangement to any other party. 
Baker Tilly refers to Baker Tilly Virchow Krause, LLP, an independently owned and managed member of Baker Tilly International. The information provided here is of a general nature and is not intended to address the specific 
circumstances of any individual or entity. In specific circumstances, the services of a professional should be sought.                					        © 2010 Baker Tilly Virchow Krause, LLP

Case Study:
Balancing individual practices and 
a “one firm” approach
Professional Services

Growth drivers of an LLP require a balance between individual practices and a “one 
firm” approach

One of the largest environmental consulting firms operates as an LLP with more than 15 different 
practice areas and individual partners manage their own book of business.  

The business challenge
As the economic downturn occurred, the deficiencies in the model were exposed as individual 
partner’s books of business suffered, and lack of cross-selling impacted the revenue of the firm.

The Baker Tilly solution
The firm engaged Baker Tilly to help them establish a cross-selling infrastructure that would 
be seamless to the partners, maintain their “meritocracy” environment and help grow overall 
revenues. 

Baker Tilly analyzed the practices’ revenue and defined an overall “entitlement” model that created 
projected cross-selling potential. A broad Voice of Customer analysis was conducted to determine 
the customer’s propensity to purchase additional services in a cross-selling environment. A 
communication and opportunity tracking system was then implemented to allow partners to easily 
communicate potential cross-selling opportunities and allow for cross-practice engagement. 

In addition, Baker Tilly defined a simple, yet compelling revenue recognition model to reward 
cross-selling behavior and results.

Business results
The firm saw a 50 percent increase in cross-selling wins and an overall growth rate improvement 
of 12 percent year over year.  

Baker Tilly specialists provide a full range of tax, accounting, assurance, and advisory services to 
professional services firms. We specialize in helping firms focus on key procedures and operating 
practices to improve your operations and financial results. Connect with Baker Tilly at 800 362 7301 
or bakertilly.com.


