
  

FY22 New Owner Selection Process 

New Owner Candidate Self-Assessment  

 

CANDIDATE INSTRUCTIONS 
 Download a copy of this recommendation form to your personal files, include your name in the file name: 

New Owner_Self Assessment_ LAST NAME_FIRST NAME.pdf 

 Complete the form in its entirety and review it with your sponsor. 

 By July 15, upload this file to the secure new owner selection document upload app that’s accessible from the 
new owner selection process site.   
 

 

Directions:  Complete the questions by providing specific examples of your strengths and contributions to the practice in each of the 
six categories corresponding to the applicable New Owner Sketch. Conciseness counts. Limit responses to 500 words each. 
 

1. SUMMARY STATEMENT: Provide a brief, compelling statement describing how you, as an owner, will drive firm strategy 
and make a difference (locally, regionally, nationally and/or internationally) to the future of RSM. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

Candidate Name:   Date:  

Line of Business:  Region:  

Industry and/or technical 
specialization: 

 Location:  

Starting year with firm: 
(for candidates from merged firms, 
provide start date with merged firm) 

 
Year promoted to 
senior manager or 
director: 

 

Years in profession:    
Active CPA in 
Principal Place of 
Business? 

 

https://rsmnet.sharepoint.com/sites/Resources/HR/Pages/NewOwnerSelectionProcess.aspx
https://rsmnet.sharepoint.com/sites/Resources/HR/Pages/NewOwnerSelectionProcess.aspx
https://rsmnet.sharepoint.com/sites/Resources/HR/Development%20Library/Forms/AllItems.aspx?id=%2Fsites%2FResources%2FHR%2FDevelopment%20Library%2FSenior%20Positions%5FPartner%20Resources%2FNew%20Owner%20Sketches%2Epdf&parent=%2Fsites%2FResources%2FHR%2FDevelopment%20Library%2FSenior%20Positions%5FPartner%20Resources


  

FY22 New Owner Selection Process 

 

2. RSM EXPERIENCE - CLIENT. Actively serves clients as a first-choice advisor by providing timely, responsive 
services that exceed expectations. 

 

2a) Provide two recent examples illustrating how you have actively demonstrated the our firm values and the  first-choice advisor 
characteristics (5 C’s) in an effort to support the firm in its vision of being the first-choice advisor to middle-market leaders globally.   
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
  

https://rsmnet.sharepoint.com/sites/firm/OurVision/Pages/Values.aspx
https://rsmnet.sharepoint.com/sites/firm/OurVision/Pages/5Cs.aspx
https://rsmnet.sharepoint.com/sites/firm/OurVision/Pages/5Cs.aspx


  

FY22 New Owner Selection Process 

2b) Provide an example of a time you realized your approach to working with a client wasn’t ideal. Which of the 5 C’s did you 
demonstrate to rectify the situation? 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
3. QUALITY & EXPERTISE. Manages risk and delivers services that consistently meet standards of stakeholders 

(clients, firm, reviewers, regulators, engagement leads and team).  
 

3a) Your quality will be thoroughly vetted by the National Office of Risk Management (NORM) and your sponsor/regional LOB leader 
will provide commentary, which may be reviewed by regulatory bodies. If you have noteworthy information to add regarding your 
quality, please do so here.   
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 



  

FY22 New Owner Selection Process 

3b) Where have you developed prominence in response to shifting marketplace demands?  How have you stretched your expertise 
beyond your line of business? 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
  



  

FY22 New Owner Selection Process 

3c) How have you leveraged all facets of your expertise, in combination with your critical thinking skills, to: a) assist clients and b) 
contribute to others within the firm (e.g., launch/proposal teams, taskforces, rotations, training, thought leadership, etc.)? 
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4. RSM EXPERIENCE - TALENT. Delivers the RSM experience by attracting, developing & retaining team members. 
Builds collaborative, innovative client service teams to regardless of location, LOB, or industry in an inclusive, purpose-
driven, performance-focused and values-based manner in alignment with our vision and strategy. 
 

RECRUITING (AND RE-RECRUITING) 
 
4a) What has been your greatest contribution to recruiting and/or retaining high-potential talent in the last year or two? How have you 
supported other teams in building their talent pipelines? 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

  



  

FY22 New Owner Selection Process 

DEVELOPING AND REWARDING TALENT 
 
4b) Provide two recent examples illustrating how you have actively demonstrated the 5 C’s in an effort to coach and/or develop talent 
(with reference to specific individuals) both within and outside your immediate team/reporting structure. 
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CULTURE, DIVERSITY & INCLUSION 
 
4c) What have you done to reduce barriers and improve representation in the hiring, development and promotion of a diverse 
workforce? 
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4d) Provide an example of a time you made a difference or learned something valuable about yourself via one of our Employee 
Network Groups (ENGs). 
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ENTERPRISE LEADERSHIP 
 
4e) In what ways have you been collaborative and contributed to enterprise efforts across the firm? 
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4f) Share an example of enterprise leadership where a decision you made or action you took benefited the firm, even if it did not 
directly benefit you or your team? 
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4g) Drawing from your experience leading others (in a team, the firm, the profession, or the community), describe a situation you 
encountered that ended up teaching you something noteworthy about yourself. 
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5. FINANCIAL EXCELLENCE. Delivers client services that ensure sustainable profitable results as a Relationship / 
Functional / Project Lead OR Practice Leader 

 
5a) Provide an example of how you plan and manage your engagements/projects for profitability. 
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6. GROWTH. Demonstrates ability to grow business by initiating or participating as a team member in a meaningful way 
on new business to strategically-alligned existing and new clients  
 
6a) Provide examples of specific growth behaviors, actions and methodologies you have demonstrated to build RSM promoters, attract 
new clients, extend service opportunities and build marketplace recognition. 
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7. OTHER INPUT  
 

Provide any additional input that you think is relevant to your candidacy.  
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 

 
 
 


	Text Field0: Shaz Mian
	Text Field1: 
	Text Field2: DDS
	Text Field3: Central
	Text Field4: CPM
	Text Field5: Dallas
	Text Field6: 2013
	Text Field7: 2018
	Text Field8: N/A
	Text Field9: 7
	Text Field10: As an owner, I will continue to drive firm strategies which include social strategy around cultural, diversity and inclusion.  With my diverse background that experienced various social challenges growing up, I will make it a priority to drive our inclusion program.  In addition to driving our social strategy, I believe that there are a number of tremendous growth opportunities for RSM as the middle-market leader for tax, audit and consulting services and I intend to positively impact this growth through my actions as an owner and Enterprise Account Leader in our consulting practice.  Furthermore, I believe that our Data Digital Services (DDS) practice will help be the beachhead to enterprise wide opportunities across LOBs which will help lower the number of single service clients.  In order to continue to lead and drive growth activities, I will be part of national DDS strategic planning and provide input based on broad client experiences.  I plan to work with local Dallas leaders to start driving RSM as local leader in consulting firms.  I recently visited TCU with Ty Beasley to extend our part in being part of Fort Worth community where we plan to be involved in their CDI, recruiting and public speaking events around innovation and automation.    
 
	Text Field11: Understanding and adopting our firm values and 5 C's, has set RSM apart from our competitors. I've especially noticed the impact on broadening from a narrowed discussion to more enterprise wide and ability to gain trust. More recently, KB Home and Abode Services are two net new clients that started off as a single service request which quickly pivoted to a broader discussion around organizational goals. Through curiosity we asked appropriate questions that helped formulate a team of subject matter advisors (SMA) that showed RSM cares on the overall relationship. The following are details around how I've owned the Relationship Lead role while constructing the appropriate team of SMA's and Eminence experts. I will start with KB Home which is the 5th largest home builder in North America. Through curiosity, we acknowledged the client project sponsors were at high risk to losing their jobs, if the implementation wasn't successful. With the heavy weight on both the client and RSM, I was able to have a candid conversation to show RSM cared not only for the relationship but to assure the sponsorship team could regain credibility which they lost through an unsuccessful Microsoft ERP implementation with another firm. Through continued transparency, we gained a level of trust and mutual respect which ultimately landed RSM a performance incentive which was outside the fees of the SOW. With the support of executive RSM sponsorship, we rewarded the RSM implementation team for working with integrity and showcasing our teamwork through cross LOB collaboration. My second example will start with a quote from a LinkedIn recommendation by the controller of Abode Services. 



"With an initial focus to re-evaluate our current CPM solution and partner, Shaz listened and was able to pivot to a broader discussion around process and technology." March 2021, LinkedIn – Tyler Martin – Abode Services Controller



As to the above quote, Abode services quickly appreciated our curiosity on their journey to how they got to where they are while caring about the negative financial impact.  Understanding that we needed to gain trust before having the courageous conversation of not going down the same path while understanding the right approach.  As to the controller;



“We quickly found ourselves collaborating with a mix of CPM, Intacct and Finance process SME’s which resulted in a roadmap to success.” March 2021, LinkedIn – Tyler Martin – Abode Services Controller



Both project sponsors have agreed to be a reference but more importantly, continue to leverage our first choice advisory.

 

Notes:

KB Home  - meeting clients deliverables is a fun, meeting deliverables early or earning incentives is more fun

o Curiousity – asked question to understand where concerns were derived from

o Courageous – to ask if ERP was driving the level of detail

o Caring – client stated they would lose their jobs, if the project was not successful

o Critical thinking – thoughtful risk taker – incentive to motivate!

o Collaboration - Team’s input on incentive, attainable, 

 

 Abode services notes

• NFP - Abdode - CPM partner turned Intacct/FT/CPM

o Curious – ask to understand

o Collaborated – brought together diverse inputs  

 
	Text Field12: I've spent various years to ensure that clients become referenceable but along the way have encountered situations where our initial planning as well as approach did not fulfill a client's expectations.  Most recently, we ran into a situation where taking a step back was critical to move forward and potentially save a firm client.  Lithko Contracting who is an existing client based out of Cincinnati, OH in the construction industry engaged our team to assist with a corporate performance management system selection as well as implementation.  During the implementation phases, we learned our approach was not aligned with what the Lithko team was expecting.   Lithko was expecting RSM to bring forth industry knowledge as well as system expertise and to not just replicate their current process but to improve them. 
 
 
We were notified that the through the CIO that the finance team was not happy with how the implementation was going.  As the functional and engagement leader, I decided that the best course of action was to listen to what Lithko had to say.  I learned that the Lithko team wanted a broader approach to the project.  
 
We were able to collaborate internally and with the support of leadership created an action plan that included an executive steering committee, eminence lead and added project management from our DPMO practice.  As a token of goodwill, we decided that further incentive the Lithko team to stay the course by applying discount to their blended rate.  With all the adjustments and a go-forward plan, the client seen we cared and took accountability.  With a laser focus on their growth trajectory, we now have monthly executive sponsorship calls that spotlights the growth of the organization.  We continue to proactively come to the table with suggestions while leveraging our eminence program with industry trends which the client has appreciated.  The lessons learned have been of great value as we've proactively applied learning experience to further refine ongoing and new projects. 
 
 
 
 
 
 
	Text Field13: My approach to this topic is centralized around the continuous improvement and standardization of our services to drive efficiency and profitability, while ensuring that we are consistent in the delivery of these services to our clients and that we meet or exceed our client expectations. During my tenure with the firm as a practice leader, I've been involved in the development of many of the materials that we use today, including CPM Rapid Assessment, Project Sign Off templates and Corporate Performance Management (CPM) sales and delivery materials. When working with clients to understand their needs, I've developed a structured scoping and estimating processes to more accurately capture and reflect the scope and level of effort needed to complete the project. These scoping and estimating templates/tools have greatly reduced our sales cycle time, especially for CPM implementations, and are used by the implementation teams to manage scope and budget throughout the implementation process. These tools also allow us to evaluate staffing mix in order to identify a target realization and Net Collected Rate, as well as quickly evaluate any impact that potential changes to the scope and/or staffing mix may have against the original project estimate. I've developed staff to manage their time through WIP analysis and detailed staffing plans.  With NORM regularly auditing projects, I have worked with the CPM practice to drive consistency and mandatory client sign offs for all business requirements documents, project close templates and report development.  These documents have been audited and accepted by NORM during my projects.
Lastly, on my projects, regardless of my level of involvement, I am sure to have regular one-on-one communications with our clients to ensure client satisfaction and obtain any feedback that may help us improve the delivery of our services.  On the flip side, I have drove over 15 clients that would provide positive references.  
 
	Text Field14: With the last year being the most unique, I had various responses at different stages of covid.  The most impacting and forced me to think outside of the box was Forecasting as a Service, Today and Tomorrow (FASTT).  While our Transaction Advisory Service (TAS) was greatly impacted, they pivoted and went to market with a 13 month cash flow model that would be required for any bank loans.  With heavy dependencies on Excel, clients were unable to shift to forecast model to assess how long their cash would last.  Recognizing technology was essential to be agile to shift with uncertantity, we leveraged our relationship with Prophix software a private corporate performance management (CPM) company  We were able to collaborate and went to market with an offering that allowed access to their software as a monthly service without an annual commitment.  Working closely with NORM on finalizing a standard SOW, we quickly moved with an exciting new offerring.  RSM created a service offering that automated TAS 13 week cash flow model as well as a few prebuilt templates and key performance indicator (KPI) dashboards for analysis.  Teaming up with our TAS leaders, we did over 30+ demonstrations of both TAS and CPM offerings.  Also, teaming up with Abdul Mohamed, we recorded an RSM branded you tube video (https://www.youtube.com/watch?v=ajrgvVbfMzM&ab_channel=RSMUSLLP) on FASTT which was shared across various social media platforms such as LinkedIn.  In addition, I worked closely with our marketing team to publish and make available on our company site, an info sheet that outlined FASTT.  Speed to market was critical as certain industries quickly realized Excel was not agile enough for them to move forward.  In additional, we expected the next logical step in FASTT to convert into a full blown CPM implementation which would take advantage of full functionality of budgeting, forecasting, reporting and consolidations.   With over 30+ opportunities registered, we continued to track through weekly meetings with a combined pursuit team that included CPM, TAS, marketing and RMO.  RSM showcased we were innovators and were able to shift with a uncertain market while creating an internal marking buzz that attracted much positive visibility to TAS and Prophix.  Teaming up with our vendors, TAS and marketing teams showed a sense of caring for a market what impacted so many.  
 
 
 
	Text Field15: Historically my line of business (LOB) has went to market as an industry agnostic solution which has served well but with market demand shifting to industry focused, I decided to develop a go-to-market strategy that collaborated with our construction and real estate (CRE) practice.  Identifying RSM having one of the largest CRE client base, technology was an area where it was difficult to penetrate due to lack of industry supporting technologies such as Viewpoint, Yardi, Procure etc.  I was able to convert an industry agnostic technology to be tailored for CRE.  Being able to collaborate with our management consulting and business application practices, I received sponsorship through Brandon Maves (National CRE) and Chris Wetmore (Principal) to move forward with executive support. I quickly formed a national focus team with marketing and national sales where we were able to create a go-to-market strategy that resulted in a partnership with Prophix Software as our exclusive corporate performance management (CPM) construction solution.  I created a training program for two (2) national business developers (Matt Ricco & Christopher Alfirevic).  In addition, we partnered with Prophix Software where we jointly went to market and presented at various user groups plus the RSM three (3) part construction web series.  With such exposure and interest, I drove a call campaign to follow up with registered leads based on polling responses which resulted in over 20+ registered opportunities where at one point, was less than five (5).  In addition, I went to market internally by conducting a national road show across various construction growth teams with the support of each each local leader.  Lastly, we dedicated implementation staff that allowed up to further expand our current client base.  With over a year in planning and execution, we accomplished success through gaining the trust of a net new client, KB Home which is the 5th largest home builder in the country.  With KB Home tracking to be a successful implemenation, we plan to go to market to the top 25 home builders.  I am now developing staff to rinse and repeat our Construction strategy with Real Estate and BPS.  Empowering our staff to continue momentum in a successful vertical is critical for our growth.  Overall, creating an industry strategy had so many layers that were critical to assure we did not go to market prematurely.  

 

 
	Text Field16: I have been a firm believer that we must recruit and retain as if everyone was to be part of our journey so I made it an effort to be involved not only locally but nationally.  Recently I had a significant part in our college recruiting where interviewed nationally.  I also participated outside of my LOB to help with local growth within the Dallas office.  In addition, I've assisted our in-house recruiters identifying viable candidates for our CPM teams through my own personal network and by sourcing LinkedIn. I regularly interview candidates for various practices and have played a part in the hiring staff nationally in the last couple years.  I regularly meet with my peers and superiors to evaluate our team and identify individuals who may leave the company. When an individual that fits this criteria is identified, we focus on working with them to understand their challenges and identifying ways to retain them. An example of this was a staff who I noticed was burning out from several difficult projects and long hours plus a covid year with all the social movements. I spent time with her to recognize her efforts and identify ways we could reduce her workload. I also asked one of my peers to do the same to ensure that we demonstrated our concern and support to this individual.  Another individual that was a high performer had taken on a lot from regional lead, team development, broad technical experience and felt he was overlooked for a promotion.  Understanding how important he was and in fact was taking on a lot for his existing role, it was important to me to retain him with a mid-year promotion.  Talent recruitment is going to be one of our largest hurdles in the coming year or two and we as a firm have done a great job retaining rock stars.  We also had our first firm wide virtual intern program which created a lot of curiosity on how things would turn out.  I was very excited to have our intern accept a full time offer.  Representing our team dynamics by getting to know each other over a virtual happy hour and in-person was a large part of why she accepted.  Our intern recognized a sense collaboration and was very impressed on how inclusive we were with.  Lastly, I was a big driver in re-igniting our Prophix Software practice which at one point was our largest resource pool.  Down to only couple resources and over a 100 supporting clients, we needed to ramp up fast.  Without a strong pipeline, I was able to offset the cost of our five new hires by having Prophix Software agree to resource our staff on their projects while we at a on their projects at a neutral rate.  This was a win for RSM as we had direct vendor train and support our staff to expertise while they showed a commit to our partnership.  

 

Notes:

What have a I done differently:

• Strategic hires – Prophix bootcamp – Couragous, critical thinking, collaboration, 

• Tailored JD to be broad vs product focused – Curious, courageous, collaboration 

o Jamie Caudill 

o Abigail Carey

• National support

o Cenral/Southeast – Caring     

o Virtual interin experience – Curious

o CPM recruiters – collaborating 

 Assuring a broad understanding vs tool searches

 
	Text Field17: During my time with the firm I've developed strong relationships with my teams and others within the firm. I've gained the mutual trust and respect of my teams through one-on-one meetings to understand what is going on in their personal and professional lives, hosting individual and team appreciation activities (i.e. team lunches and team activities) and taking the time to work side-by-side with them whenever they need my help. Additionally, I provide direct feedback to those working on my teams and ask that they do the same for me. For example, Carley Carpenter, a Sr. Associate in our CPM practice, struggled in her couple of years with the firm. I've made sure to spend time with her on a professional and personal level in order to understand her specific challenges and provide guidance for overcoming those challenges. Today Carley is a high performer and was rated a game changer with a promotion to Supervisor.  Another example was Mark Main, Sr. Associate that showed difficulties collaborating with the team and lacked in communication internally and externally.  Having a critical conversation showed the importance of protecting our RSM brand whiling showing I cared enough to address the issues on hand and allowing Mark an opportunity to self-reflect and make the appropriate adjustments.  Mark agreed the details outlined in the performance improvement plan (PIP) were achievable and more importantly were adjustments that would apply to his future growth.  Within three months, Mark made the appropriate adjustments by checking in regularly on his progress and providing positive feedback on his client work.  He also took initiative to mentor associates by meeting more often in the office.  Unfortunately we were unable to retain Mark but we continue to stay in touch as he continues to appreciate the coaching received at RSM as it has lead him to a successful career as a Manager at KPMG.  
	Text Field18: As not only a 1st Gen but as a diverse individual myself that had parents who didn't speak English, I understand the barriers that can be faced in the workforce firsthand.  Throughout my career at RSM, I have consciously tried to break those barriers by building a culture of diversity. The culture built empowers the team to have courageous conversations and being respectful of ones background.  We've been a team culture that embraces people from different background along with different genders.  
 
An example that comes to mind would be Jamie Caudill.  Jamie came to RSM without a background in professional services or familiarity with the technology she would be implementing. Throughout the past three years, I've coached and mentored Jamie from both a technical and soft skill perspective. We have given her various opportunities to showcase her skillset regionally and nationally where she has been recognized throughout leadership.  The result, high ratings and promotions and an accelerated timeframe.  
 
My belief is a diverse team will intrinsically promote a diverse workforce while creating creativity and different perspectives/experiences.  These backgrounds bring forth different ideas and help build a stronger team.  
 
I will continue to foster a culture that embraces diversity and fosters an inclusive environment where employees of all background are welcomed and developed.  I will also continue to suggest the team join one of the various Employee Network Group.  Lastly, as a leader of diverse background, i take great interest to lead in our inclusion programs.
 
 
 
 
	Text Field19: I have been at RSM for over 7 years and came to RSM from Toronto, Canada.  I was born and raised in Canada but my parents immigrated to Canada from Pakistan.  Throughout my childhood education, i very much felt excluded as a minority through my cultural and religous background.  Having a constant feeling of not being able to openly share experiences with the fear of being judged for something that was such a norm within my family.  This impacted me in a way that i often found myself isolated during group events, being able to speak up or simply participating in events that conflicted with religion such as halloween.    



While i moved to the United States, i encounted an act of Islamabio which was based merely off my looks.  This was a real gut check that in todays time, i would like to be a part of a firm that has a strong belief in cultural, diversity and inclusion (CDI).  In addition, I did not want anyone to go through my experience which could have been avoided through education.  Having employee network groups (ENGs) shows the firms support around various people differences and experiences.  I've had the experiences from attending many of the 12 ENG sessions while joining Generations and Multicultural.  while attending various sessions and being a mentor for staff and younger generation family members. wanted to make a difference while continuing to learn have employee network groups to 

 

 GEN-Next
	Text Field20: Integrated approach and collaboration has been one of the key areas of focus since I was part of the 2016 TMC Conference Committee where the theme was integrated approach.  Taking steps to be collaborative and focusing on enterprise initiatives has been a big part of lowering the number of single service clients. I've been part of various groups that spread enterprise wide such my focus on growing corporate performance management (CPM) within our Construction practice.  I've collaborated with our NetSuite and Intacct practice leads to broaden our depth with construction solution set offerings which did not exist 12-16 months ago.  KB Home is an example where I focused on bringing together an enterprise team that showed we cared about the organization as a whole vs tool specific.  Putting together a collaborative team of eminence expertise, D365 leadership and system integration experts, showcased our holistic approach which ultimately won us the opportunity.  With my transition to an Enterprise Account Leader (EAL) role through the NextGen program, my enterprise approach continues to be a focus as i collaborate with other EAL's, business developers, subject matter advisors across multiple LOB and eminence leads.   This was true in the case of Lutheran Services of Florida (LSF) where I was able to build a strong consulting relationship with the CFO yet caring to hear his concerns with their current audit partner.  Although we our support was minimum, we wanted to show we cared and planned for an introduction to our audit partner, Scott Wilson.  While our LOB's worked together and showed an enterprise approach when sponsoring Lutheran Services annual CFO conference.  With LSF being the largest of all Lutheran entities, we were recognized at a first choice advisor for tax, audit and consulting services.  Lastly, collaborating with our infrastructure practice on incorporating an “infrastructure readiness” component to as many CPM discovery sessions which would allow our teams to identify any gaps or opportunities to expand our areas of advisory. 
 
 
 
 
	Text Field21: Throughout my career, I've made multiple decisions and taken action to benefit the firm.  My curiosity drove me to accept a leadership role in Dallas, TX which was courageous based on never visited the city.   My curiosity pushes me to continuously drive enterprise wide opportunities.  Goodwill Industries is an example where my decisions and actions were to benefit the firm.  Goodwill Industries is a firm NFP strategy account where we continue having a presence locally, nationally and globally within their organization.  Goodwill SEW is the largest Goodwill location where I needed to leverage my relationship with the VP of Finance to push for an invitation to participate in an RFP for a Microsoft D365 implementation.  Being the consulting functional lead, it was important for me to drive the opportunity which would benefit the firm in one of our focus industries and Business Applications practice.  As an enterprise leader, my first step was to identify a pursuit team which included but not limited to, Microsoft D365 leader, Lindsay Carpen, National NFP consulting leader, Michelle Juliana, Goodwill SEW relationship lead, Karen Wiltgen and business developer, business developer, Chris Hafenscher.  Although in pursuit, the collaboration and critical thinking has open doors to discussions with Goodwill International and sponsorship of their annual conference.  Another example of where my enterprise leadership approach benefited the firm was Merit Network.  Detroit being a focus market, Merit Network was a strategic pursuit where I was positioned as a trusted relationship lead.  Taking time and listening to Merit's concerns with their current auditor of 15 years, they requested an introduction to our tax and audit practice.  Over the years Merit has appreciated our firm values which has been a team effort through our Adaptive and NetSuite implementation teams.  I was able to work with Christina Zmitch, business developer to identify leaders across tax and audit with NFP and Telecom experience.  
 
 
goodwill - d365 leveraging my relationship
merit - tax and audit 
lutherane services 
	Text Field22: There is so much I've learned leading various groups, professionally and personally.  In my tenure at RSM, I've lead various teams, firm initiatives, clients and mentored staff as well as community youth in my hometown.  Being around and seeing successes and accomplishments is naturally an exciting emotion and a sense of self satisfaction. 
   
Throughout my time at RSM, I've had many experiences that have taught me more about myself both professionally and personally.  One experience that stands out involved a client of ours KB Home.  A key stakeholder in the organization notified me as the relationship lead, they would lose their jobs, if the project was not a success.  To me, this illustrated that the I had built a trusted relationship with the client .   That trust  is the foundation of a great client relationship where RSM can truly be seen as a trusted advisor.  
 
With this situation, I realized I genuinely care for our clients.   Serving our clients is what I enjoy and it is something that I want to instill and carry on into future talent.  
 
	Text Field23: Managing project economics is a very important factor in ensuring project success.  For me, this begins by understanding what resources and time commitments will be need to staff a project.  Once we have outlined our resources, we use that information to setup an accurate margin forecast with the understanding that resources may change throughout the project lifecycle. As such, this is not a set it and forget it step.  It is critical that we continually monitor and adjusted our project realization.  To do this requires a team effort which also includes our billing coordinator. I worked closely with our billing administrator to assure we manage monthly realization and billing that ultimately resulted in average billing and collection percentage for FY21 to be over 100%.
  
Through collaboration, team development/empowerment and taking advantage of firm tools such as IPM billing, project profitability was consistent year over year.  To assure we groom our staff, I've taken time to walk supervisors and above through the various dynamics of running a WIP report to assess project profitability. The team presents weekly or bi-weekly status reports to our clients which also include budget vs. actual.  This helps us catch scope creep early-on and manage scope so our projects can continue to be profitable.   
 
 
 
 
	Text Field24: Business growth has been my passion from working in industry as an account executive and sales engineer.  As a leader, it was critical to have a balance on expanding single service clients while growing our client base with new relationships.  With a FY21 close/won of approximately 3.68M, there was many variables that accounted for an almost 50/50 opportunity type split.  Starting with how I went to market to promote and adopt new relationships, my external network was a big part in the success of new and existing relationships.  As a software vendor relationship leader for multiple corporate performance management (CPM) software companies, I was able to partner and present on ways to empower reps to either identify RSM existing clients or positioning RSM for complimentary services such as .  business applications, audit or tax.  The time invested in educating our partnerships was a big contribution to ongoing growth.  An example would be Lithko Contracting, LLC where RSM providing RAS services was not aware the client had interest in a budgeting, forecasting and reporting tool.  With educated vendors, they were able to ask the right questions and notify RSM which added to our two way partnership.  The result, client shifted to have RSM lead all selections and ultimately implement the CPM solution.  In addition to vendor collaboration, I've done the same with complimentary service lines such as business applications, data analytics and audit.  While RSM provides many services, internal marketing has always been an area of improvement.  Through internal “road shows”, internal webcasts and growth team participation, I've created a level of awareness that has triggered collaboration much earlier in a sales pursuit.  Most recently I partnered with various team members to build out an managed application support that historically was T&M.  Working through legal, our proposal team and NORM, we now have another channel of revenue which we can sell individually or follow through post project close.   
 
 
 
• Trusted vendor relationships – collaboration, strategic alignment (Adaptive/NS)
• ecrm - fy21 3.68M
• Market recognition
o Building trust and rules of engagement across 5 vendors – Tool Agnostic Approach
 
	Text Field25: I have been a long time employee of the firm and thoroughly enjoy what I do at RSM.  Coming from a background where my parents did not know English and worked hard as minorities, it created a sense of sensitivity that has been the foundation of my drive that pushed me to step out of my comfort zone.  As emotionally challenging it was to leave my parents and from Toronto to Chicago, the drive was to make a difference in a organization that shared the same values that i was brought up with.  Making sacrifices to help drive change yet it was my curiousity that drove me to With my curiosity that lead me from Toronto to Chicago, i have throurI believe that there are a number of tremendous growth opportunities for RSM as the middle-market leader for assurance, tax and consulting services and I intend to positively impact this growth through my actions as a Principal in our Data Digitial Services practice and as an Enterprise Account Leader.  


