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Strategic Alliance Exploratory Interview Guide

1. Where do you think the business for CPAs/private client lawyers is going? 

2. What are the three key services that your clients are asking you for today?

3. What target market(s) are you interested in focusing on? 

4. Please describe your ideal client.

5. What services do you provide to your clients? 

6. How do you differentiate your firm/practice from your competition?

7. What’s important about success to your firm/practice?

8. What are some of the biggest challenges you face in your practice today?

9. What has been your experience in working with financial advisors? Specifically, what has worked well? What has not worked as well? (Ask for a concrete example of each.)

10. For CPAs: What is your personal view of accounting firms providing financial services to their clients? 
For private client lawyers and other professional advisors: What are your views on introducing clients to qualified financial advisors when appropriate?  

11. What have been some of your biggest marketing successes?

12. Do you have a marketing plan for your practice? What do you think of marketing plans in general?

13. For CPAs: What was your firm’s gross revenue last calendar year? Of that, how much was tax-related revenue? 
For private client lawyers and other professional advisors: How many clients do you have whom you would estimate have a net worth of at least $5 million?   

14. If you were me, is there anything else you would have asked?
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