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Top firms in this region named, among other
categories, attest, estate/trust/gift tax plan-
ning, international tax, 401(k) audits, financial
and investment planning, M&A, and NFPs as
their best specialty services. Healthiest client
categories were broker/dealers in securities,
midsize businesses, energy, finance compa-
nies/mortgage banks and other financial
institutions, litigation, healthcare, individuals,
manufacturing, NFPs, pension plans, profes-
sional services, real estate, construction, bio-
science, marine and agriculture, technology,
and wholesale distributors.

Southwest firms notched an average of 15
percent in revenue growth in 2008, making it
one of the strongest regions surveyed. Firms
grew through regional M&As, acquiring key
management personnel from larger firms and
re-assigning or promoting key managers, and
adding compensation committees and staff

to investigate further M&As. They also tried
to stay focused on building industry groups
and training staff, and on helping clients
through the transition of a new president and
presidential policies with advice on cash
flow and credit, A/R, capital expenditures,
and realistic budgeting. Some also stressed
to clients the need for cross-training per-
sonnel with an eye to retention.

These Top 15 firms, like many around the
nation, see the recession as both an oppor-
tunity and threat, shuttering sales openings
to some clients even as it makes others more
open to additional services. Firms stressed
the importance of staying closer than ever
to key clients and culling lesser ones. Others
view many of their clients as being in indus-
tries that won’t be especially hard hit by the
downturn, and still others are watchful for
clients looking to leave bigger firms.

Challenges to these firms included infra-
structure costs and succession planning, fee
pressure and A/R, spiraling operations costs,
strengthening internal systems, increased
monitoring mandated by the government,
staffing and compensation amid generational
issues (some firms also cited their recent
honors as Best Places to Work), and attract-
ing superior investment opportunities for
clients. Another possible challenge:
increased competition from the top eight
national firms as the economy forces them
to re-focus on the middle market. Some
firms in this region also had to continue
rebounding from major hurricanes.

Among firms to watch in the Southwest
were Malone & Bailey in Houston ($12.9 mil-
lion in revenue for 2008, up 15 percent from
2007); Bourgeois Bennett in Metairie, La.
($12.2 million, also up 15 percent); and Heard,
McElroy & Vestal in Shreveport, La. ($11.4 mil-
lion, up seven percent).

FYE 2008 % Partners/ Professional # of Revenue
Revenue Increase Principals Staff Offices Breakdown (%)

Firm Name (in millions) Over 2007 A&A Tax MCS

Weaver and Tidwell Fort Worth, Texas $50.8 22% 26 231 3 47 35 18

Whitley Penn* Fort Worth, Texas $32.6 20% 19 132 2 47 36 17

Postlethwaite & Netterville Baton Rouge, La. $32.3 26% 25 226 11 45 18 37

Padgett, Stratemann & Co. San Antonio $24.3 40% 17 96 2 55 30 15

Hagen Streiff Newton & Oshiro Addison, Texas $23.4 16% 18 58 16 68 22 10

TravisWolff Dallas $22.3 17% 21 113 1 44 46 10

PKF Texas Houston $20.4 8% 11 104 1 59 32 9

Lane Gorman Trubitt* Dallas $19 13% 14 75 1 53 40 7

Henry & Horne Tempe, Ariz. $18 6% 11 71 3 42 52 6

LaPorte Sehrt Romig Hand Metairie, La. $17.5 25% 12 85 3 54 31 15

Cain, Watters & Associates Dallas $17.5 5% 8 38 1 10 14 76

Briggs & Veselka Co. Houston $16.5 14% 13 115 2 39 35 26

Johnson Miller & Co. Odessa, Texas $15.7 6% 13 74 3 30 46 24

Beach, Fleischman & Co. Tucson, Ariz. $15.4 5% 17 88 1 29 50 21

REDW* Albuquerque, N.M. $15.3 4% 14 66 1 50 19 31
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*Firm Estimate
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