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Introduction 
 
 

To effectively compete with national tax firms, you simply must beat them at their own game and, 
to do so, you should first understand how the game is played.   
You need to answer these questions:   
 

 Why are the national tax firms successful? 
 What are they doing right? 
 What are they doing wrong? 
 How can you do what they do better? 
 How can you differentiate from them? 

 
What the national firms are doing right is to:   
 

 Provide competent tax service at an affordable price 
 Stand behind their service 
 Make their service available at convenient times and locations 
 Market their service effectively and efficiently. 

 
What they are doing wrong is to fail to deliver their service with consistent quality and value.  This 
is their Achilles' heel. 

 
 
 
 
 
 

 


