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“We’re trying to be the best firm with the best team with the  
best clients providing the best advice we can.” Glenn Harper, 
Owner of Harper & Co CPAs Plus says of his firm. “And you  
can’t do that if you’re in the trenches grinding out work.”

There must be a better way
Glenn knew for years that his vision for the firm was less about 
transactional relationships with clients, and more about being  
an advisor. “When I realized I want to do more advisory work,  
it started way back in the late nineties…but there was just no  
method to do it. And you knew you were bringing value to clients, 
and you wanted to help them, they wanted that relationship,  
but you just didn’t know how to package it up,” Glenn explains.

With no clear tools or roadmap, Glenn was not making the  
kind of progress he wanted towards his advisory vision. He was 
providing his clients with value, but he was not communicating 
that value or charging for it.

Glenn decided it was time to bring about meaningful change, 
but he knew he needed help. In 2013, he hired Julie Smith as 
the Practice Manager. Julie brought years of management and 
leadership experience to the firm, and it did not take her long  
to realize that the firm needed some help.

The firm was facing challenges with staffing, processes, 
and capacity. A major operational pain point was the lack of 
consistency in how staff members worked. “We just were all  
doing something a little bit different.…it was an individual kind  
of sport here internally rather than a team sport,” Julie explains. 

Meanwhile, Glenn found himself running out of bandwidth.  
“You can only do so much, and I am working 90, 100 hours a  
week cranking out returns, trying to do what’s supposed to be 
done for my clients, but I just capped out. I couldn’t do anymore,” 
says Glenn. “I did 700 returns last year and next year I’m going 

to probably do 780. Next year, I’m going to do 850. What’s 
reasonable for one person to do?” 

Glenn and Julie knew there had to be a better way. So, when  
Julie received an email inviting them to attend a Thomson Reuters® 
Partner Summit conference, she immediately signed herself and 
Glenn up. Julie knew that conferences provided education, and 
that education is power. They traveled from Columbus, OH to the 
Miami, FL Partner Summit, and with an open mind, they listened  
to the session. 

Finding the shortcut
Not long into the conference, Glenn learned about Thomson 
Reuters Practice Forward and knew he found the roadmap he had 
been after for years. “What appealed to me was the fact that there 
was a shortcut to be able to give yourself the confidence to sell, to 
bring the value, to incorporate a team concept, to help deliver the 
products and services, and do more than just transactional things 
for your clients. The clients want more…than just transactions they 
want advice and [Practice Forward] provided the framework, the 
architecture to do that.”

Glenn told Julie that he wanted to purchase Practice Forward, 
but first he needed to be sure she was on board to help execute 
it in the firm. “At that moment we both looked at each other and 
he was like, ‘Are you in?’, I’m like, ‘I’m in, are you in?’. And we both 
committed to making that change together that would change  
the firm,” Julie recalls.

The pair wasted no time getting to work, even jotting down  
goals on a napkin during their flight back to Columbus. When they 
returned to the office, the first step was to share the plan with the 
rest of the Harper & Co team. “We needed everybody’s buy in in 
order to move forward, and that was really important to us. It’s 
not the Glenn and Julie Show. It was Harper & Company and the 
team,” says Julie. With the staff members understanding the  
vision and the role they play, the journey began.



Taking the plunge
Glenn and Julie began their implementation of Practice Forward 
and worked with their consultant who held them accountable  
and guided them through the methodology. With the groundwork 
laid, they were ready to try the new approach on a prospect they 
had a meeting with. The plan was for Glenn to meet with the 
prospect, but as luck would have it, Glenn got stuck in traffic  
and was running late. 

Julie, never one to shy away from a challenge, decided to  
lead the meeting herself. “I remember sitting in my chair like,  
‘OK, what are we going to do here?’ And I just walked into the 
conference room with our first potential client, and I gave the 
Practice Forward first speech. Went through the PowerPoint, 
explained our expectation of how our firm works, asked the key 
questions, understood kind of what they were looking for from  
[an accounting] firm and then teed it up they would be coming 
back the next week [for a second meeting].”

Glenn is proud of how Julie handled the situation. “She  
actually went and delivered the first meeting, which again  
as a non-accountant person, how does that even happen?”  
Glenn says with a smile. “But she did.” 

The prospect ended up becoming a client and served as a great 
learning experience for the team. “That first meeting for me was 
exhilarating because I knew this is what we needed to be doing…. 
There is no going back from here,” Julie explains. “From then on,  
a client doesn’t come through our door without going through  
the Practice Forward methodology.”

The vision realized
Harper & Co CPAs Plus committed to the Practice Forward 
methodology. Now, their firm is built to provide valuable, advisory-
driven relationships and services that clients are happy to pay for. 

“The feedback from the clients since doing the Practice Forward 
methodology is that we are creating so much more value for them. 
We are no longer doing just tasks to provide just [a tax return or a 
financial statement] to them. We are bringing them value. So we 
are looking at this relationship from a holistic approach in regard 
to helping them succeed with their goals. And I think that’s been 
really the big shift in regard to that client relationship with us is 
allowing us to both be successful and have a win-win relationship,” 
says Julie. 

The Practice Forward methodology has also enabled the firm to 
embrace a team approach to client relationships. This means that 
they do not have to rely solely on Glenn to own the relationship. 
“If I’m out of town or I’m not here for the day, they don’t have to 
wait. So, what they’ve done is embraced the whole firm, the whole 
Harper & Company to have the relationship with the client instead 
of just me, and that has been really great for clients because they 
just feel like they’re part of our firm as well….So they’ve really 
enjoyed it.”

This team approach has helped address Glenn’s bandwidth 
problem, too. Glenn went from preparing between 700-800 tax 
returns before Practice Forward, to now preparing only 7. With 
staff helping to own client relationships and taking a lot of tasks 
and projects off his plate, he can spend his time being a strategic 
partner to clients. 

“Practice Forward has freed me up to focus on running the 
business and identifying opportunities that clients have….  
So, this has enabled me to step back a little bit more and look at 
clients in a different perspective to anticipate what they’re going 
to need and have that open line of communication. And that has 
made our clients more successful. Obviously, it helped us become 
more successful as well.”

Glenn can now dedicate himself to following his passion for 
helping entrepreneurs. “My commitment is to help entrepreneurs 
achieve that entrepreneurial dream…. If they just have a few 
shortcuts instead of struggling for ten years to figure it out, or in 
my case, 20 years to figure it out, they can figure it out in a couple 
of meetings with us and we teach them, put them on track. They 
can do it within a couple of months. And that’s life changing and 
very empowering and now they can go out and do good. And so 
that’s really the passion is to help other entrepreneurs be better.” 

With happier clients and staff, the team at Harper & Co CPAs Plus 
is confident that the future is bright. They continue to work towards 
being the best team, with the clients, providing the best service. 

Since experiencing the powerful results of implementing Practice 
Forward, Glenn and Julie encourage other firms to do the same.  
“If you’re a firm out there and you’re considering Practice 
Forward….you’d be crazy not to do it because you’re doing the work 
anyway. And once you have the shortcut and you can see what it 
looks like, you’ll get the confidence to do it,” Glenn explains. “The 
scary part is that if you do nothing, if you stay where you’re at,  
you will be doing exactly what you’re doing ten years from now.”
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