We should rotate audit firms at least every three to five years.
If you are receiving good client service from your
existing firm at a fair and competitive price, there
may be no compelling reason to change. Those
are, however, two big “ifs,” and to understand
whether you should consider a new firm, you
have to be willing to objectively assess whether
you are truly receiving good client service at a

© Wipfli LLP

fair and competitive price. Organizations that are
convinced they need a fresh perspective but aren’t
interested in changing firms can also request a
change in the audit partner or manager on the
engagement. This can be an effective compromise
to the firm rotation question.
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Audit Firm Client Service Questionnaire

1

POOR

2

AVERAGE

3

GREAT

The firm that provides our services:
Has expertise in my industry
Has a good reputation in my industry
Offers a full range of business services
Is fairly priced relative to the value we receive

The client service provider I work with:
Treats me as a valued client
Is responsive to my inquiries
Is accessible and returns calls or e-mails in a timely manner
Provides explanation of deliverables
Meets with me regularly face to face
Communicates proactively
Offers proactive ideas and solutions
Understands my organization’s overall goals and business needs
Follows through with commitments
Bills fairly for services as agreed upon

The audit team assigned to my engagement:
Understands and has experience in the industry
Has experience with us as a client (not a new team every year)
Is professional and courteous in working with our staff
Delivers on their commitments
Is accessible and returns calls or emails in a timely manner
Delivers the engagement deliverables in a timely manner
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Kim Heller, CPA, Partner
Wisconsin and Minnesota

David Brenne, CPA, Consultant
Minnesota

Contact Kim at
kheller@wipfli.com | 952.548.6767

Contact David at
dbrenne@wipfli.com | 952.548.3364

Wayne Hiett, CPA, CFF, CGMA, Partner
Montana

Fran Egan, Manager
Pennsylvania

Contact Wayne at
whiett@wipfli.com | 406.728.1800

Contact Fran at
fegan@wipfli.com | 610.565.3930

Tim Ritter, CPA, Partner
Minnesota, North Dakota, and South Dakota

Melanie Mick, CPA, Senior Manager
Washington, Idaho, Oregon, and California

Contact Tim at
tritter@wipfli.com | 952.548.3401

Contact Melanie at
mmick@wipfli.com | 509.232.2039

Corina Schoenke, CPA, Partner
Wisconsin, Illinois, and Michigan
Contact Corina at
cschoenke@wipfli.com | 414.259.6730

About Wipfli’s Health Care Industry Practice
Wipfli’s national health care practice has nearly 100 associates dedicated to serving more than 1,800 clients in 46 states,
including integrated delivery systems, large community hospitals, critical access and rural hospitals, physician practices,
and senior living organizations. Wipfli can advise in all areas of business, from finance and operations to human resources,
information technology, and reimbursement. For more information, visit www.wipfli.com/healthcare.

About Wipfli LLP
With more than 1,500 associates, 32 offices in the United States, and two offices in India, Wipfli LLP ranks among the top
20 accounting and business consulting firms in the nation. For over 86 years, Wipfli has provided private and publicly held
companies with industry-focused assurance, accounting, tax, and consulting services to help clients overcome their business
challenges today and plan for tomorrow. For more information, visit wipfli.com.
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