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You’ve worked together for years, and you would describe the relationship with your 
current vendor as “fine.” But is fine really good enough? In an increasingly competitive 
market, try shaking things up. Starting with your complacent vendors. 

Your firm is facing new and different challenges—whether you’re looking to reach new markets or you’ve 
had to make tough administrative staff cuts—and you need to make sure it is running as efficiently as 
possible. One way to find those efficiencies is to work with a vendor that is a true business partner—one 
that knows your business inside and out, follows the trends in your industry, and approaches you regularly 
with fresh ideas to help. A vendor who really understands you. So what you really need is your vendor to 
become more of a partner in your business.

YOUR FIRM’S NEEDS ARE CHANGING. IS YOUR VENDOR KEEPING UP?

A decade ago, your current vendor’s capabilities might have dovetailed nicely with the needs of your firm. 
Today it seems everything has changed, and it’s happening for a variety of reasons:

Your role as CFO has expanded.

Professional service firm CFOs have become more strategic than ever before. The challenges you face now 
are less about your finance-focused duties and more about how you can take on additional responsibilities 
and still effect change. Finance chiefs are well-versed in managing costs, but they are now becoming more 
involved with strategic direction, HR decisions, and commercial considerations that have a critical impact 
on their firm’s future.
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You had to make staff cuts or freeze hiring.

In recent years, many firms have had to reduce headcount—cutting the number of staff supporting their 
professionals and corporate functions. How can you make sure that your remaining staff is able to best 
support your professional workforce? And how can you make sure that your professional staff isn’t bogged 
down with administrative tasks?  

Your workforce is more global than ever before.

Employees at your firm aren’t always in their office; they’re traveling to meet with new clients or visiting 
your offices in Europe and Asia. While on the road, they need to have the right tools and access to the right 
documents to grow the business and serve clients. And even if your firm has the tools to help, are you sure 
they are being used to their full potential in the most effective manner and in ways that remain compliant 
with firm policies? 

You’re exploring new ways to market your firm.

Professional service firms have not always been known for their marketing prowess, but the times are 
changing. From firm blogs to advertising and direct mail initiatives to social media outreach, professional 
service firms are taking advantage of marketing and media to build their brands and attract new clients. 

Your customer service standards are higher than ever.

Success in attracting, serving, and retaining clients in the professional service industry relies on providing 
top-notch service. In the digital age, client expectations are higher than ever. You need to be reliable and 
reachable. The old boundaries between work hours and personal time are fuzzy. Does your vendor help 
ensure that you can meet client needs and do it 24/7?
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OUT WITH THE OLD VENDOR. IN WITH YOUR NEW PARTNER.

Once you’ve made the decision to shake things up and upgrade from vendor to partner, what exactly should 
you be looking for?

Partners recognize trends before you do.

If your competitors are using mobile applications, your partner should approach you with new mobile 
solutions. When professional service marketing is taking off like never before, your partner should call you 
and say, “I have some ideas about how you can cost-effectively market your firm.” 

Partners understand your need for efficiency.

When you are under pressure to do more with less, your partner offers you ways to make your 
administrative staff more efficient while maximizing professional billable hours.

Partners propose solutions tailored to your needs.

Congratulations. It seems you’re now CFO and CIO at your firm. Your partner should take this into 
consideration when discussing new technology tools, so you can easily understand not only the ROI but 
also the implementation process.

Partners actually listen to you.

Instead of wasting your time explaining the latest products and technologies, partners share the solutions 
that fit your firm’s needs. Listening is key to understanding where you are today and where you want to 
go in the future. Clearly, you’re not taking a “cookie cutter” approach or off-the-shelf solution. The ideal 
partner offers solutions tailored to your firm’s needs and takes into account your stated business goals and 
pain points. Listening is key to finding new and innovative ways to grow your business and serve  
your clients.

If your vendor is serving you the same as they always have, then it may be time to shake things up because 
“just fine” is no longer enough. When CFOs are called on to do more and be more, they must step up, 
challenge the status quo, and lead their firms into the future.
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