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More and more accounting firms are real-
izing that their old partnership agreements 
are straining to handle the challenges fac-
ing the profession these days, while those 
that are just starting to build their firms are 
looking for a more flexible, dynamic docu-
ment than those that set the structures of 
older firms.

With both groups in mind, we convened 
a roundtable of four experts — Joel Sinkin, 
president of Transition Advisors; Allan Kol-
tin, CEO at Koltin Consulting Group; Russell 
Shapiro, a partner at the Chicago law firm 
of Levenfeld Pearlstein; and August Aqui-
la, CEO of Aquila Global Advisors — and 
asked for their thoughts on what should 
and should not be in a modern partner-
ship/ownership agreement. 

What’s the standard of what should be in 

a partnership/ownership agreement?
Russell Shapiro: The main things to 

address are governance, retirement (age, 
notice for early retirement and retirement 
payments), restrictions on taking clients and 

employees, and capital pay-in and pay-out. 
These things go to whether the firm will be 
able to make quick, efficient decisions, build 
and maintain the integrity of the business, 

What’s in your partnership agreement?
The documents that govern your firm structure need to be carefully reviewed
BY DANIELLE LEE

Unlocking 
the new 
C-suite
Having more ‘chiefs’ 
isn’t always a bad thing

As accounting firms employ new strate-
gies and service offerings to differentiate 
themselves in competitive markets, they are 
creating new roles to lead these functions.

More responsibilities are earning C-suite 
status, most notably the increasingly vital 
marketing and technology efforts.   

While Crowe Horwath’s new product de-
velopment team has existed for more than 
a dozen years, the November 2013 appoint-
ment of Derek Bang to head it as the Top 10 
firm’s first chief innovation officer formal-
ized their commitment to technology.

The establishment of a CIO served to 
“up our game in that area even further, and 
double down on innovation, so to speak, 
launching a broader initiative around in-
novation,” Bang, already a nine-year partner 
with the firm, explained. 

“The by-product of that, beyond just fund-
ing new solutions, was a pervasive culture of 
innovation across Crowe, which is where the 
concept of having a chief innovation officer 
came from.” It did not come, however, with 
too many precedents within the profession. 
“We couldn’t find a lot [of firms] out there 
delineating it,” Bang explained, noting that 
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GETTRY MARCUS
HAS BUILT THE
FIRM OF THE FUTURE. See page 6

OPEN 
OFFICE

While the Great Recession has been
officially over for several years, state revenue 
collections haven’t reflected the expected 
increase that they should have, accord-
ing to the Nelson A. Rockefeller Institute 
of Government.

Total state tax collections, although grow-

ing during each quarter of the last four years, 
softened significantly in the third and fourth 
quarters of 2013. And in the first quarter of 
2014, state income tax revenues have actu-
ally declined, according to the institute. 

“The Rockefeller Institute’s compilation 
of preliminary data from 46 states shows 

that collections from major tax sources in-
creased by an insignificant 0.7 percent in 
nominal terms in the first quarter of 2014 
compared to the same quarter of 2013,” 
the institute reported in its April 2014 State 
Revenue Report. “This is the weakest growth 

State tax collections continue to soften
Research shows weak growth is prompting states to intensify their hunt for revenue
BY ROGER RUSSELL
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Steve Marcus and Sandrina Devlopoulos



BY TAMIKA CODY

When Gettry Marcus moved to new offices 
this winter, they didn’t just leave their old of-
fices behind — they left the old idea of the 
office behind.

Following the vision that managing part-
ner Steve Marcus had for what he calls his 
ideal firm of the future, the firm abandoned 
the traditional office set-up and replaced it 
with an open-floor concept. “Our goal was to 
improve the interaction and communication 
among our staff members,” said Marcus. 

Initially the firm was headquartered in 
New York City, but it moved to Long Island 
in 1998. By 2012, Marcus started to put his 
plan into action when he realized that the 
firm was experiencing a major growth phase. 
“We were growing at a rate of 15 to 20 percent 
a year and we were running out of space,” 
he noted. Departments were scattered and 
isolated. “Communication-wise, it did not 
work well at all. While we were going through 

this period of time, I was thinking about how 
the layout of a new space would work best 
for the firm as a whole.” He was also thinking 
that it would be best to create a space that 
kept most of the groups together. He ended 
up with a space centered on communication 
and collaboration.

TEAM BUILDERS
Before Marcus could move forward with 
his ambitious plan, he needed assistance 
to figure out how to pull it all off. He tapped 
Gettry Marcus chief operating officer San-
drina Devlopoulos to help keep his ideas in 
line and in focus, and Devlopoulos, in turn, 
tied in the vision for the new space with other 
initiatives surrounding the firm’s reaching 
its 25th year in business. To mark the anni-
versary, the firm went through a rebranding. 
The new logo features three pillars, repre-
senting the firm’s offerings — accounting, tax 

and consulting services. “We wanted these 
three pillars to interact and work together, 
so we can work better as an overall team,” 
Marcus explained.

“When we rebranded, we hired a company 
to help us rebrand and things just clicked 
from there,” Devlopoulos said. Once the basic 
ideas were laid out, internal discussion with 
the partners and staff went a lot smoother, 
in terms of what Marcus had in his mind for 
the new office. 

“The first step was that we had to find a 
space,” she said. “When we started looking, 
there was an abundance of available space 
on Long Island.” The vision was a lot of glass, 
a lot of windows, and a lot of light shining 
throughout the office. The search went on 
for about a year before they found what they 
were looking for. “As soon as we found the 
space in Woodbury, we knew this was it.” 

The second step was to find a design team 

Making moves
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to design the space. Marcus tapped 
a designer he’d known before, Cali-
fornia-based Jack Snyder. “I knew 
one day that I wanted to use him 
to help design our space,” Marcus 
recalled. “He had to come to New 
York a few times during the process, 
and without today’s technology, we 
wouldn’t have been able to make 
that work.”

Once the designer was locked 
in, the next phase was to pull in the 
architect of the property, which is 
owned by RXR Realty. The crew 
then sat down and sketched the lay-
out of the new space. The process 
took nearly four months. “During 
the planning phase, we were do-
ing so many other things in addi-
tion to looking at the architectural 
plans and searching for furniture 
vendors,” Devlopoulos explained. 
“It was not a traditional move. 
Many times companies will look 
at office space and say, ‘It pretty 
much fits our needs.’ Not too many 
walls come down, ceilings stay the 
same and lighting stays the same. 
But we gutted the place down to 
the studs.” 

“Originally, I didn’t want any 
offices,” said Marcus. However, he 
was out-voted because the partners 
felt that the new space needed to 
have some offices. The partners 
compromised on glass offices, 
which fit Marcus’ vision. 

Another element of Marcus’ 
ideal firm of the future was to have 
the color white throughout the 
majority of the space. When you 
walk through the office, you’re 
surrounded by white walls, white 
desks, white filing cabinets and 
white chairs. However, the partner 
group, whose offices are set around 

the perimeter, wanted to set them-
selves apart. Their desks are “river 
cherry,” a shade of light brown. 
“The reason why we agreed to the 
light brown color in the partner 
offices is to allow our clients to see 
that we are a modern, different-
thinking accounting firm, where 
we have fresh ideas but we still 
keep our traditional roots,” ex-
plained Devlopoulos.

The cost of the build-out didn’t 
come cheap. “When you do a build-
out of a 20,000-square-foot space, 
you’re talking about somewhere 
close to $2 million,” said Marcus. 
The firm didn’t have to write a 
check up front for the total cost of 
the renovations. The landlord gave 
certain allowances and rate con-
cessions, which are incorporated 
into the life of the lease. 

PROS AND CONS
One of the biggest pros to the open-
space concept is that Marcus got 
the collaborative environment 
that he wanted. The 70-person 
staff was skeptical about having 
an open-floor concept at first. 
“People thought it was going to be 
noisy, with too many distractions,” 
said Devlopoulos, before explain-
ing that the staff ’s transition has 
been “tremendous.” 

Another pro to creating the firm 
of the future is realizing how pa-
perless a firm may or may not be. 
“Most accounting firms say they 
are paperless, but they’re really 
not,” Marcus said, noting that it’s 
not until you move that you realize 
how much paper you really have. 
“It took us six months to clean our 
offices and get rid of all of the paper. 
When we moved into this space, we 

had very, very little paper and files 
to transport. Our file room consists 
of folders, maybe a third of the size 
that we had before. There is very 
little in the file. That was one of the 
pros of moving — we truly feel like 
we are paperless today.”

With all the open space and glass 
walls, Devlopoulos said that there 
isn’t much room for privacy, which 
is an issue that the firm is trying to 
address. However, the firm’s foren-
sic accounting and litigation group 
is housed in a more private area of 
the space. This allows them a quiet-
er area for meetings with attorneys 
and clients, and their own file space 
to secure confidential information. 
“It’s not as open as the rest of the 
office. So there is some privacy that 
you can get going into that side of 
the space,” said Marcus.

MAKE YOUR MOVE
There are a few things to consider 
when planning a move into an 
open-floor concept. The technol-
ogy side of the project was particu-
larly complex. Marcus emphasized 
the importance of mapping out 
telephones, computers and wir-
ing. “Every firm is different and has 
different goals and specific needs. 
You’ve got to lay out what you want 
to accomplish,” Marcus advised.

“This was not a small project by 
any stretch of the imagination,” 
said Devlopoulos. “You need to 
have someone who is organized, 
can roll with the punches and can 
make sure to keep communica-
tions flowing between all parties. 
That was probably one of the hard-
est things to do. This project wasn’t 
without its share of issues. But com-
munication was the key to making 

sure the project was completed on 
time, within budget and retained 
the vision.”

The firm planned to hold an 
opening event in late June (after we 
went to press). While they invited 
clients, referral sources and com-
munity organizations, they didn’t 
want it to be just a congratulatory 
event for the firm and its friends — 
they also invited a local nonprofit 
organization. 

“We did some research identify-
ing a nonprofit organization that we 
would be dedicating time and effort 
to. We will involve them in this first 

event,” said Marcus. Sunrise Day 
Camp, a local organization that 
provides camp and after-school 
facilities to children with cancer, 
is one of the first nonprofits the 
firm has on its list. “Our intention 
is to find organizations that want 
to use the space for events. We are 
not looking to rent out our space, 
but we are offering our space for 
their use, as part of our corporate 
responsibility.” AT

For more, see our interview with 
Gettry Marcus’ staff on Accounting-
Today.com under the ATTV tab.
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