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‘practice

The Seiler success formula

A consistent approach even as oondt’uons and markets change

COLORADO

Blytheco acquires

BY GALE CRUSLEY
Seiler LLP is a 53-year—old firm headquartered in Redwood

City, Calif., which, like many Baby Boomers, has worked hard to

development leadership training initiative.
In addition, Seiler established sixniche-mar-

" keting groups, which actively involve more

Detalls taguna
Sage reseller Blyth
SFA Technology, a
Logix reseller and

resist the perils of aging and to remain relevant. The effort has

paid off handsomely.

With 15 partners and about $33 millien

in annual revenue, Seiler has become a sea-
soned star with no signs of losing its luster.

I first met Jim DeMartini when presenting
to a managing partner group. Every time I
asked the audience if they had implemented
abest practice for growth, his hand wentup. I
said to myself, “I need to meet this guy!”

‘What are Seiler’s secrets to achieving sig-
nificant growth in challenging — and chang-
ing — times? A wide-ranging conversation

with DeMartini revealed a number of strate-

gies, including the following:

- p An unchanging vision of the firm as a_

high-value resource that is worth the invest-
ment; .

-} A conviction that business deve]opment
is a skdll thatcan be learned;

p A compensation system that encourages
and rewards teamwork over individual ac-
complishment; and, - '

p A focus on internal growth, rather than
acquisition. )

CONSISTENT VISION

Seiler had always served high-net-worth in-
dividuals and privately held companies, es-
pecially those in real estate-oriented, multi-

generational family enterprises. But when'

the California real estate bubble started to
burst in the lare 1980s, Seiler refused to sit
on the sidelines-and let the market take its
course. -

Instead, the firm got proactive, using its
favorable geographic location to go after
Silicon Valley high-tech clients. Although its

niche industry expanded beyond real estate
into technology, Seiler continued to target .

high-value clients and to position its servic-
es accordingly. That cansistency was key to
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succeeding in a new marketplace. And
succeed it did, growing nearly two-and-
one-half times its size between 1999
-and 2010.

From the out-
set, the firm's

Seiler, struc-

company
as an up-
market firm
with distinctive
offerings and a price

structure not intended for the masses. The
firm has been as selgcuve aboutits clients as

" it has been about those who service them,

according to DeMartini.
- That positioning is also evident in the
firm's thoughtful approach to expansion.
Business development is seen as a growth
strategy that relies on carefully cultivated,
solution-oriented relationships. DeMartini
explained: “When you build business de-
velopment skills, you can support, defend
and maintain a high-value strategy.” Seiler
CPAs become experttrusted advisors, keenly
aware of their clients’ businesses and chal-
lenges, and intimate with the families and
relationships in which they take place.

In the world according to Seiler, attract-

ing and keeping business are two sides of

the same coin. It's a view not shared by some
firms that are focused on compliance to the
detriment of relationship-i:m.ilding.

Business development and client service
skills are systematically collected and passed
on to younger members of the firm. Manag-
ers and young partners learn by watching
and doing in a way that encourages mentor-
ing and skill transfer.

Several years ago, DeMartini and his team

" jump-started this process by focusing on a

select group of partners, managers and prin-
cipals, many of whom are now in the third
and fourth years of an intensive business

than 40 team members in business develop-
ment activities.

IT'S ALL ABOUT THE TEAM
At Seiler, clients are served by carefully
structured teams whose members
- offer technical expertise in areas
" including tax and estate plan-
ning, aswell as service-orient-
ed skills like problem-solving
and communications. Inter-
action extends beyond the
president or founder of a
. client company to include
all members.of the family
business.
~ “Clients may be a bit surprised by our
approach at first,” said DeMartini. “But they
soon come to prefer having a dedicated team
at their service, rather than an individual”
There are multiple benefits of this strategy,

_chiefly summed up by the phrase “More

brains on board” — a dedicated corps of ex-
perienced, accountable individuals solving
problems in a collaborative manner.

“Team members build upon cne another’s
strengths,” DeMartini noted. “Also, the team

structure means that there is always some- -
one on-call and available to the client; all

e-mails and calls are returned the day they

‘are received.”

Seiler’'s compensation system encourages
and rewards team performance. Members

» of the firm are assessed on their long-term

value to the organization, not on their most
recent acquisition of a promising client.
Equity ownership is based on career perfor-
mance as well.

While some might see this as an unusual

approach, Seiler’s leadership views it as an
authentic reflection of the firm's values and
structure.

CULTURE COUNTS

Today, Seiler employs about 140 individuals

working in two locations — Redwood Shores

and San Francisco. The firm is on a solid tra-

jectory of growth, which, asithasin the past,
See SEILER on 26

management cons
its CRM practice ir

| to its growing nati

130 employees in
represents Sage p
X3, MAS 20, MAS
nessWorks, SalesL
HRMS and MIP N¢

:SFA Technology
co's Denver office,
Patrick Cherry will
will directly partici|
his base of 25 clier

GULF COAST
LaPorte Sehrt exf
Details: .I'_ouisiar
LaPorte Sehrt Rom
expand its presenc
ing in Houston CPs
Zlotnik & Kermali F
will retain the LaPc
name and add HB:
LaPorte’s offices in
Rouge and Coving
The transaction
once the due diligs
completed. The cc
a total staff of 160
excess of $23 millic
LaPorte presidel
“Ted" Mason note:
gas industry speciz
dimension to his fir

.development and «

would also comple
ana practice, enabl

support business e

ic recovery efforts i
1BZK dates bac
izes in tax, audit, a¢

{ ing services for ail :

construction firms,
real estate develop
retail operations, al
tions. As part of the
cipals Harold G. Hi
Banfill, Naushad A.
Hidalge will becomr



Seiler

FROM PAGE 24
is expected to develop mterna]l , rather than
through acquisitions. :

DeMartini explained: ”W e've created aho-
mogenous culture with hlgh levels of client
satisfaction and very low rates of client and
employee turnover” This distinctive firm pe;—

“sonality and client group means that merg- -
ers with more traditional firms are less likely -

to succeed than organic growth. Building
from within alsc helps ensure that the firm’s
younger members will have a place to thrive

and to dpply the Seiler strategies.

As the firm leaders position it for the future,
the policies and practices that have fostered
robust growth and clientloyalty will continue.
Butin keeping with an approach that's made
this firm a market leader for more than five
decades, Seiler will keep a sharp eye on the
market, the industry, and the families and
businesses it serves. :

. If changing conditions warrant, lool( to this
long-established; yet youthful firm for an ef-
fective, proactive response.

The sidelines are nota place you'll ever rfind
Seiler! AT



