
 Partner Candidate Criteria


Following is a guideline to be discussed among your partners and then customized to identify, document, and then communicate the requirements that must be met to be considered for admission as a partner in your firm.  If your firm has both equity and non-equity partner status and different criteria to be considered for each, we encourage you to create two different partner candidate criteria documents – one for each program offered. 

Potential partner criteria may include:

· Core Values:
· Demonstrates a commitment to the firm’s values in his or her actions and interactions with team members, partners, clients, and others in the community 
· Holds others accountable for exhibiting the firm’s values

· Exceptional Client Service: 
· Provides exceptional client service demonstrated in quality client deliverables and response and accessibility to clients that leads to client retention and client testimonials 
· Proactively generates innovative solutions to client challenges

· Technical Excellence: 
· Possesses a high level of competence in his or her area of specialty
· Is seen as a resource by others in the firm in his or her area of specialty
· Develops a niche area of expertise as appropriate and assigned
· Plans and executes engagements such that assignments are carried out properly and exceed client expectations

· People Development: 
· Provides a challenging and supportive atmosphere for all staff and partners to achieve their career and financial goals
· Uses the appropriate resources to serve clients that are the best fit for the job and provides an opportunity for growth and development of the staff
· Participates in the firm’s mentoring and/or performance management programs, meeting with assigned staff and conducting performance reviews 

· Business Process: 
· Understands and articulates the firm’s business model, including administrative, client, and staff policies and processes 
· Adheres to and follows the policies and procedures as established for all team members of the firm, including time entry, billing and collections, technology use, and service methodologies 






· Business Development: 
· Positively portrays our firm’s mission and vision in the community
· Identifies opportunities for generating new ways to add value to existing clients 
· Participates in business development opportunities 
· Is active in at least two community organizations

· Financial Contribution: 
· Maintains a client billing base as engagement partner of a minimum of $600,000
· Meets minimum annual billable hours as determined by the managing partner
· Demonstrates effective skills in managing work in progress (WIP), billing, and accounts receivable

· Leadership:
· Exhibits integrity 
· Commands respect within the firm from the partners and staff and within the community, including clients
· Maintains a positive and constructive approach in communications and problem solving at the firm
· Is respectful and thoughtful in communications to others
· Is able to speak his or her mind constructively to add value to leadership discussions and is willing to take an opposing view as needed
· Maintains an appropriate level of confidentiality regarding firm issues
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