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Our collective stewardship 
will propel RSM to even 
greater heights in fiscal 
year 2017 and beyond. 

 JESS RSM US LLP
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DEAR RSM CLIENTS AND FRIENDS,

This year, RSM is proud to celebrate our 
90th anniversary. From one office in 
Cedar Rapids, Iowa, we have grown to 
become the fifth largest audit, tax and 
consulting firm in the United States  
and the leading firm focused on the 
middle market.

As we look back on the last year of 
our business, I think it was one for the 

record books with the launch of our global brand name, which 
provided a platform to share our vision and strategy in more than 
120 countries around the world. This has helped shine a light on 
all the great things we are doing at RSM. People are taking notice 
and asking what we will do next.

The answer is simple. We’ll stay the course because our  
strategy resonates with our clients and our people. As we look 
back over the last five years, we have increased revenue at a 
compound annual growth rate of 7.6 percent while enhancing 
our overall profitability. At the same time, we have grown 
our headcount by almost 2,500 people to meet the demand 
for our services, adding extraordinary talent and bright new 

professionals to the team while also increasing employee 
engagement. And, as we are deepening relationships with our 
current clients, we are welcoming many new clients as well.

Finally, we continue to live our strategy and our values here at 
RSM. We work as strong teams with excellence and integrity.  
We respect each other and the unique perspectives each person 
offers. And we have embraced stewardship to make our firm and 
our communities better for the future. 

While we have made strong progress, our strategy is a long- 
term play. Staying the course doesn’t mean we slow down or 
become complacent. In fact, this year we plan to speed up so we 
can continue to do great things for our clients, our employees 
and our communities.

Thank you for your loyalty to RSM. We are honored to work with 
you and look forward to continuing our relationship with you!

JOE ADAMS  
MANAGING PARTNER AND CHIEF EXECUTIVE OFFICER,  
RSM US LLP

FROM JOE ADAMS, MANAGING PARTNER AND CEO OF RSM US LLP
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Name  RSM US LLP

Founded  1926

Headquarters  Chicago, IL

Managing Partner & CEO  Joe Adams 

Fiscal year-end  April 30

Partner FTEs in fiscal 2016  749

Employee FTEs in fiscal 2016  8,080

Locations  86 cities in 28 states

Revenue in fiscal 2016  $1,846 million

Services  Audit, tax and consulting

RSM US LLP is the leading provider of audit, tax and consulting 
services focused on the middle market. It is a licensed CPA firm 
and the U.S. member of RSM International, a global network 
of independent audit, tax and consulting firms with more 
than 38,000 people in over 120 countries.  RSM uses its deep 
understanding of the needs and aspirations of clients to help 
them succeed.

RSM BY THE NUMBERS

REVENUE MIX

Tax

Consulting

Other

Audit

Tax

Consulting

Other

Audit

RSM has delivered another strong year of 
revenue growth with total fiscal 2016 revenues 
of $1,846 million, an increase of $209 million  
or 12.8 percent over the prior year
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RSM continues to expand across the U.S. through targeted mergers 
and acquisitions and by opening new offices in key markets.

LOCATION STRATEGY
MERGERS & ACQUISITIONS AND DE NOVO LOCATIONS

Joining forces with like-minded 
firms has helped drive our 
growth for 90 years.

JUNCTION SOLUTIONS
National Dynamics AX consulting firm
Joined in December 2015
Offices in Atlanta, St. Louis, Denver  
and the Bay Area

M&A ACTIVITY 

DE NOVO LOCATIONS

PKF SAN FRANCISCO
Joined in August 2015
Office in the Bay Area



KACEY RSM US LLP
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RSM combines global expertise 
with strong teams in local 
markets to serve our middle 
market clients.  

WOLFE NILGES NAHORSKI
Joined in August 2015
Office in St. Louis

LINCOLN, NEBRASKA

DETROIT, MICHIGAN

EDISON, NEW JERSEY

SELLERS RICHARDSON 
HOLMAN & WEST
Joined in May 2015
Office in Birmingham
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While fiscal 2016 could be viewed as a year of transformation as  
we transitioned to a common global name, we prefer to look 
at it as a year of evolution as we unified our focus on bringing 
the power of being understood to life for middle market leaders 
around the world.

The Oct. 26, 2015, launch of the global RSM brand was the 
most visible step in this journey. With more than 120 countries 
transitioning to the common RSM name and the power of being 
understood brand positioning, we sent a strong message to the 
global middle market about our unity and our common focus. 
The launch was supported with an internal communications 
program; national and global advertising, including The Gauntlet 
television ad; the publishing of the first edition of The Global Real 
Economy; a new website; and a social media and PR campaign—
just to name a few things. In November, the transition continued 
as we introduced The RSM Classic, a PGA Tour event that we 
have sponsored for seven years, and followed up the RSM 
international meeting in Washington, D.C., with several  
client roundtable discussions on global issues impacting the 
middle market.

The global brand launch, and all of the supporting elements 
around it, was the first step in an exciting journey as the global 
RSM network works together to further our positon as the first-
choice advisor to middle market leaders—globally. 

RSM BRAND
TAKING THE MIDDLE MARKET TO THE GLOBAL MARKET

OWNING OUR 
FUTURE

FRANK RSM US LLP
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With more than 120 countries transitioning to the common RSM name and 
the power of being understood brand positioning, we sent a strong message 
to the global middle market about our unity and our common focus.

GLOBAL BRAND LAUNCH MATERIALS
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As a leader serving middle market businesses, RSM is dedicated 
to delivering the power of being understood to entrepreneurial, 
growing organizations around the world. For more than 50 years, 
our firm has been a member of the RSM International Network, 
which includes more than 38,000 professionals working in over 
120 countries.

Every year, U.S.-based RSM tax professionals perform nearly 
2,500 international tax engagements involving more than 100 
different countries. Our transaction advisory services team has 
worked with colleagues at RSM firms around the world to help 
businesses close more than 2,000 transactions in nearly 50 
different countries. 

Research indicates that 85 percent of U.S. middle market 
companies currently participate in the global economy through 
importing, exporting and overseas operations. Clearly, the middle 
market is where it’s at globally, and RSM is leading the way with 
its vision to become the first-choice advisor to companies with 
international growth in mind.

UNITED STATES

CAYMAN ISLANDS

EL SALVADOR  
RSM Delivery Center (RDC)

RSM GLOBAL FOCUS
RSM DELIVERS GLOBAL SERVICES TAILORED TO THE 
MIDDLE MARKET

“RSM focuses on providing partner-level attention around the globe.  
Our long history of working with our international colleagues means that 
our clients can trust that they’re getting the right support from  
experienced professionals—globally.” MIKE KIRLEY GLOBAL STRATEGY LEADER, RSM US LLP
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FRANCE

IRELAND

UNITED KINGDOM

GERMANY

NETHERLANDS

NORWAY

CHINA/HONG KONG/SINGAPORE

INDIA
RSM Delivery Center (RDC)

AUSTRALIA

NEW ZEALAND

COUNTRIES WHERE RSM US LLP HAS PRESENCE/PROGRAMS

COUNTRIES WHERE RSM HAS MEMBER FIRM COVERAGE
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While we adopted a new global brand in fiscal 2016, our strategy 
remains the same. Our vision is to be the first-choice advisor 
to middle market leaders—globally, and we will attain it by 
delivering an exceptional RSM Client Experience, focusing on 
the middle market core, empowering passionate teams through 
the RSM Talent Experience and building communities of RSM 
promoters in the marketplace. As we execute our strategy, we 
are guided by our purpose—committed to guiding clients through 
their business challenges—and our values of respect, integrity, 
teamwork, excellence and stewardship.

Our intense focus on the strategy is helping distinguish RSM 
as the leading firm serving the middle market, which is driving 
strong results for our clients, our employees, our firm and the 
communities in which we live and work.

RSM’S VISION
TO BE THE FIRST-CHOICE ADVISOR TO MIDDLE MARKET 
LEADERS—GLOBALLY

Our intense focus on 
our strategy is helping 
distinguish RSM.

HALEY RSM US LLP



• Deliver the RSM
Client Experience

• Focus on the
middle market core

• Empower 
passionate teams

• Build communities 
of RSM promoters

First-choice advisor to
middle market leaders   globally

Respect  |  Integrity
Teamwork  |  Excellence  |  Stewardship

Committed to
guiding clients
through their
business challenges

purpose

st
ra

te
g

y

our future

vision

values

STRATEGY
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“Experience the power of being understood® isn’t just a slogan; there were 
numerous instances when I could tell our audit team ‘got it’ because they  
were listening to how we do business.” BESS DAY  CONTROLLER, MLF FINANCIAL HOLDINGS, LLC.

RSM’s global brand stands for the power of being understood 
and sets the expectation for unparalleled client experiences—
domestically and around the globe. We build strong client 
relationships based on deep understanding of our clients’ 
businesses, and deliver value through relevant ideas and 
insights. This client-centric focus differentiates us from other 
firms because it’s built on years of feedback from clients and 
prospective clients about their business challenges and the  
level of advice and service they need to move forward toward 
their goals.

Clients tell us they appreciate the care we take to understand 
them, to tailor our services to their needs and preferences, and 
to help them make confident decisions about their future. When 
we focus on empowering our clients through understanding and 
relevant insights, they increasingly look to us as their first-choice 
advisor for audit, tax and consulting advice. 

In fiscal 2016, we implemented a long-term client experience 
methodology, training and engagement program to mobilize 
our people at all levels around the common goal of increasing 
understanding of our clients and tailoring our approach so it’s 
highly relevant to each client’s needs and expectations. 

Key components of the program include:

Honing the competencies our people need to develop their 
business advisor mindset and skills early in their careers so 
they are well equipped to deliver the power of being understood 
to our clients with increasing confidence as their level of client 
responsibility evolves. Key client experience metrics are helping 
us better monitor, discuss and take action on client feedback 
to enhance the experiences of individual clients and to inform 
enterprise-wide decisions. 

Increasing understanding of our brand promise at all levels 
through an evolving learning and professional development 
program that reinforces our guiding principles in building long-
term client relationships and creating value for clients for today 
and tomorrow.  

Increasing collaboration and knowledge sharing among our 
people to create maximum value for clients by investing in 
initiatives, processes and systems that enhance how we work 
with clients, consistently around the globe. 

Measuring client experience improvement by regularly listening 
to what clients need and expect from a true first-choice advisor 
relationship, understanding how the client experiences we 
provide live up to those expectations, and finding ways we can 
improve.

This is the foundation for our steadfast commitment to 
reinforcing and enhancing the RSM Client Experience. 

RSM CLIENT EXPERIENCE
DELIVERING A DIFFERENTIATED CLIENT EXPERIENCE THAT STANDS OUT TO MIDDLE MARKET LEADERS
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THE RSM BRAND PROMISE

“The power of being understood® 
couldn’t be more important in 
providing great client service. . .” 
MEL HUDSON  AUDIT PARTNER, RSM US LLP

“What sets RSM apart from other 
networks is their people. The people 
they have on staff are not only qualified 
in their respective areas, they are very 

good business people. Aside from understanding accounting, 
audit, tax and regulatory issues, they understand business 
and they provide us with solid business advice.” 
JIM AHLBORN  SENIOR VP OF FINANCE AND CFO, SHURE INCORPORATED



“RSM has allowed me to own my future by giving me broad exposure to many  
industries and, through this, I’ve been able to find what I really enjoy, and what  I truly 
have a passion for.” ANA OLIVEIRA-PINTO TECHNOLOGY AND MANAGEMENT CONSULTING ASSOCIATE, RSM US LLP
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RSM TALENT EXPERIENCE
EMPOWERING OUR PEOPLE TO DELIVER THE POWER OF BEING UNDERSTOOD TO OUR CLIENTS AND EACH OTHER

At RSM, we work to deliver the power of being understood not 
only to our clients, but also to our people—we call it the RSM 
Talent Experience. We strive to empower our people to enhance 
their value and build successful careers in line with their personal 
and professional aspirations.

Our 9,000 professionals are as unique and diverse as our clients, 
and understanding and supporting them as individuals is key to 
the future growth and success of the firm.

In 2015, we asked our people to complete three talent-related 
surveys to better understand what is working well, where we can 
improve and what they value most about how we support and 
reward performance. Based on that feedback, we’re making big 
investments in our talent-related programs, processes, systems 
and resources to support their development and career success.

We launched new resources that help our people understand 
what it takes to be successful, as well as enhanced training 
programs to continue to accelerate their capabilities as trusted 
advisors and to progress in their careers. We also redesigned our 
performance process to better support a culture of continuous 
feedback, coaching and development and added transparency to 
compensation programs to clearly link performance and rewards. 

These enhancements and supporting technology allow our 
people to better understand their strengths and development 
opportunities. Through this understanding, they contribute 
to better results for our clients and successful careers for 
themselves and their colleagues.

THE POWER
OF BEING
UNDERSTOOD® 

Empowered to move forward
with confidence — personally

and professionally

Talent-centric
focus

Enduring
relationships

Deep
understanding

THE RSM TALENT EXPERIENCE 
Our talent experiences the power of being understood. 

We are RSM. 

We empower each other to enhance our value and build successful careers at 
our firm and beyond. We build rich, enduring relationships based on a profound 
understanding of each other, our goals and our aspirations. 

Because when we feel truly understood, we are empowered to move forward 
with confidence—personally and professionally. 

This is the power of being understood. 

This is RSM. 



your future
compensation development

flexibility recognition

community benefits

flexibility recognition

Bonus 
compensation

Education/
transparency

Career Development 
Framework

Performance 
management

Learning strategy

RSM US Foundation
Employee Networks
Culture, Diversity and Inclusion

OWNING MY FUTURE TALENT MANAGEMENT SYSTEM

ClearCost Health
Profit sharing

Service awards
Accolades
Take One

Flexible work options
Informal flexibility

compensation development

community benefits

7% INCREASE IN ENGAGEMENT  
Employee engagement was up 7 
percent in 2015 from the 2013 score, 
demonstrating that our efforts to  
listen and act on feedback from our 
people continues to enhance the  
RSM Talent Experience.

TALENT EXPERIENCE FISCAL 2016-FISCAL 2018 FOCUS

Much of the fiscal 2016 and fiscal 2017 talent experience work focuses on 
enhancing the compensation and development components of our benefits and 
rewards offerings to facilitate a culture of coaching and development and increase 
understanding of how performance and compensation are linked.  

RSM US LLP FISC AL YEAR 2016 AN NUAL REPORT  15
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At RSM, we take our commitment to stewardship seriously. 
That’s why giving back to the communities where we live and 
work is a priority for us, and we work hard to leave our firm 
better than we found it. Sharing our time, talent and financial 
resources is important, and we also like to have some fun.

Last year, our firm launched the RSM US Foundation with a 
mission to build tomorrow’s middle market leaders by:

•  Enhancing educational outcomes through programs for 
individuals to have a career path focused on becoming an 
entrepreneur or middle market business leader

•  Supporting organizations committed to providing a more 
stable environment for youth in the areas of hunger, housing 
and health, which will help them excel in education

The RSM US Foundation Board of Directors oversees the 
governance of the foundation and for fiscal 2016 supported three 
major programs:

Partner Meeting 5K: We started things off in a big way with a 
charitable 5K at our partner meeting in June 2015. Through this 
inaugural event, more than 700 partners, principals, spouses and 
guests contributed over $150,000 to the foundation to benefit 
Three Square, a Las Vegas-area food bank. Many were inspired  
by one of the youngest participants, 5-year-old Layla, daughter 
of a Las Vegas RSM employee. Layla’s passion for giving back 
at such a young age earned her cheers from the crowd as she 
crossed the finish line, a big hug from Dad and a medal for  
her achievement.   

Birdies Fore Love Match: In its third year, RSM’s Birdies Fore 
Love program—a giving platform tied to our RSM Classic golf 
tournament—was able to give back at a whole new level, 
thanks to stellar participation from our partners, principals and 
employees, gifts from our clients and friends, and a generous 
match provided by the RSM US Foundation.  

In fiscal 2016, we more than doubled our prior year’s giving, 
raising almost $1.3 million for 65 charities in the local 
communities where we live and work. Partners, principals, 

CELEBRATING 90 YEARS
OF GIVING BACK
LIVING OUR CORE VALUE OF STEWARDSHIPCORPORATE 

SOCIAL 
RESPONSIBILITY

LAURA RSM US LLP
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employees, clients and friends of the firm raised $781,387, and the 
RSM US Foundation matched $500,000. Our strong fundraising 
through Birdies Fore Love, coupled with proceeds from the 
tournament, brought the total donated through the 2015 RSM 
Classic to over $2 million and the six-year total to more than $4.8 
million. Charitable dollars from The RSM Classic are distributed by 
the Davis Love Foundation (DLF), host organization of The RSM 
Classic, which was established in 2005 by professional golfer and 
Team RSM Member Davis Love III and his wife Robin.

Dollars for Doers: Recognizing that RSM people love to give of 
their time to help others, the foundation launched Dollars for 
Doers to match employees’ direct volunteer time with dollars for 
charities that align with its mission. Our foundation provides grants 
matching individual employee volunteerism and volunteer events 
that are aligned with RSM’s conferences and RSM Volunteer Day.

In 2015, more than 2,600 employees participated in RSM 
Volunteer Day—building homes, mentoring students, playing 
games and doing crafts with kids, cleaning and painting, sorting 
food and clothing donations, helping with grounds clean-up 

and gardening, and more. The newly launched Dollars for Doers 
program provided 19 grants totaling $25,800 to eligible RSM 
Volunteer Day organizations last year.

Conference events in 2015 included packing food for the Greater 
Chicago Food Depository and assembling winter care kits for 
The Boys and Girls Clubs of Chicago. Grants for these activities 
totaled $10,500.

In its inaugural year, the Dollars for Doers program also provided 
$21,000 for 63 grants related to individual employee volunteerism.

Our focus for fiscal 2017 will be increasing both grants for 
individual volunteerism and grants given through RSM Volunteer 
Day and other firm-wide events.

NEW PROGRAMS IN FISCAL 2017

Our giving continues to grow. We are developing a university 
giving program for fiscal 2017 and laying the foundation for a new 
signature giving program.

LEFT: RSM partners, principals, employees and 
guests run to raise money for a Las Vegas-area 
food bank.

RIGHT: Layla warmed the hearts of many other  
5K participants.



WORKPLACE

Foster an inclusive 
environment in the 
workplace that embraces 
our similarities and 
differences to drive 
innovation.

WORKFORCE

Engage a highly skilled and 
talented workforce that is 
reflective of our diverse 
community.

MARKETPLACE

Work with our business 
leaders in the marketplace to 
identify and establish target 
market opportunities (both 
local and global).

COMMUNITY

Cultivate external 
relationships with diverse 
suppliers and community 
organizations that support 
and sustain our business.

18   RSM US LLP FISC AL YEAR 2016 AN NUAL REPORT

With understanding as the cornerstone of our brand promise, 
RSM’s Culture, Diversity and Inclusion (CDI) program is growing 
and helping our firm leverage the benefits of a diverse, inclusive 
workforce to drive superior business results.

The CDI team engages with executive, national, regional and 
local office professionals to implement CDI actions across the 
firm. Partner Rich Caturano, a founder of the AICPA’s National 
Commission on Diversity and Inclusion, his co-leader, Tracey 
Walker, and their team drive our firm’s CDI mission and employee 
engagement framework to achieve CDI goals and metrics in four 
categories:

Workforce (fiscal 2016 priority area)–Launched in fiscal 2015, 
RSM’s employee network groups (ENGs) are maturing and 
serving the needs of our diverse workforce. More than 1,200 
people, nearly 14 percent of our workforce, participate in and 
benefit from 11 ENGs. Groups focus on women, families, culture 
and ethnicity, sexual orientation, faith, generations, differing 
abilities and military veterans. 

Workplace (fiscal 2016 priority area)–In fiscal 2016, CDI launched 
nationwide training on topics such as unconscious bias and 
women’s issues to increase cultural awareness for a more 
inclusive RSM workplace.

Marketplace–Through CDI, our firm is working with local and 
global business leaders in our marketplace to identify and target 
opportunities in the diverse market. This is a CDI priority area for 
fiscal 2017. 

Community–RSM is nurturing external relationships with 
diverse suppliers and with trade and community organizations 
that are aligned with our business objectives. Our multi-year 
sponsorship commitment with three premier professional 
organizations helps hundreds of RSM professionals engage with 
thousands of potential recruits and prospective clients each year. 
Community is also a CDI priority area for fiscal 2017.

“Large global accounting firms like ours are acting with intention 
to respond to client and workforce demands for a measurable, 
quantifiable commitment to diversity,” said Caturano. “As RSM’s 
diversity commitment advances and increasingly resonates in 
our market, we’ll enhance our ability to understand our clients.”

CULTURE, DIVERSITY AND INCLUSION
A BUSINESS IMPERATIVE IN AN ERA OF GLOBAL CHANGE

CDI COMMITMENT AREAS
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“As RSM’s diversity commitment advances and increasingly resonates 
in our market, we’ll enhance our ability to understand our clients.”  
RICH CATURANO  PARTNER, NATIONAL LEADER OF CULTURE, DIVERSITY AND INCLUSION, RSM US LLP

LEFT: CDI participants and other RSM employees 
modeled for new RSM ads, thought leadership 
and other collateral, ensuring a sense of 
authenticity in our marketing materials.

RIGHT: Our firm was a major sponsor at three 
diverse professional association conventions in 
fiscal 2015. More than 150 RSM ambassadors—
partners, principals and employees—attended 
workshops, staffed the career fair booths and 
spoke with recruits interested in joining our firm.
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Terri Andrews
Director, Charlotte, North Carolina: 
Provide easier access to mammograms 
and offer counseling, based on training 
and personal experience, to women 
facing breast cancer in Jamaica.

David Campbell
Supervisor, Boston, Massachusetts: 
Provide renewable, efficient energy  
to homes and businesses in  
sub-Saharan Africa.

Nyasha Gopo
Manager, Charlotte, North Carolina: 
Become a certified coach to help 
immigrants assimilate to life in America.

Jarin Hansen
Senior manager, Cedar Rapids, Iowa: 
Along with his family, provide a healing 
home to a Chinese orphan undergoing  
a life-changing surgery.

Julie Kaehler
Client service representative, Rochester, 
Minnesota: Purchase land for a school 
and community garden in Haiti while 
also teaching sustainable farming to 
Haitian residents.

Nicole Knudtson
Project director, Minneapolis, 
Minnesota: Publish a children’s book 
that will help family members connect 
and better understand one other.  

Dee Komaromi
Supervisor, Irvine, California: Open a 
school in Africa, dedicated to her late 
father and father-in-law, through 
Pencils of Promise, a nonprofit 
organization that increases educational 
opportunities in the developing world.  

Michelle Nolan
Project coordinator, Minneapolis, 
Minnesota: Provide water to orphans in 
Africa and achieve her personal goal of 
climbing Mt. Kilimanjaro.

Jacqueline Pacquette
Senior associate, Omaha, Nebraska: 
Keep a promise to pay it forward by 
providing money for dental care and  
a new smile to a high school student 
in need.  

CELEBRATING 90 YEARS OF STEWARDSHIP
 90-90-9 PROGRAM PROVIDES $90,000 TO MAKE NINE DREAMS COME TRUE

2016 marks our 90th anniversary in the United States. In  
celebration, our firm is giving back while making dreams come true. 
In the spirit of understanding and in recognition of the firm’s 90th 
anniversary, we launched our 90-90-9: Pursue Your Passion 
program in late 2015. 90-90-9 offered employees the opportunity 
to apply for $90,000 ($10,000 each) and nine additional PTO days 
each to realize their dreams. 

In early 2016, after reviewing nearly 300 anonymous  
submissions, a selection committee chose nine employees  
from across the country as 90-90-9 winners. These employees 
will pursue their passions throughout the 2016 calendar year. 
Below are brief snapshots of the winners and the dreams they  
will fulfill through 90-90-9. 
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“Stewardship has been a hallmark of our firm since we began operating in 1926.  
So it’s no surprise that each of our 90-90-9 winners chose to pursue opportunities 
to give back to others. We are very proud of what our employees plan to do to 
benefit society as a result of this program.” DOUG OPHEIM  CHIEF FINANCIAL OFFICER, RSM US LLP

“With the support of RSM, I summited 
the highest free-standing mountain in 
the world and reached the highest point 
on the African continent, proving to 
myself and others that all things truly are 
possible,” said Michelle Nolan, the first 
90-90-9 winner to pursue her passion. 
“I was then privileged to celebrate by 
funding and starting the installation of a 
water storage system benefiting 600-
plus children of a local school in Tanzania 
and residents of the surrounding 
village. I feel incredibly privileged that 
my workplace not only supports my 
professional goals, but also my personal 
dreams. As a result of being a 90-90-9 
winner, I feel strong and courageous, and 
I’m so humbled and inspired.” 
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BURLINGTON

CEDAR RAPIDS

DAVENPORT
IOWA CITY

RSM US LLP was founded on three enduring 
values: provide outstanding client service, treat 
employees well and do your work honestly and 
ethically. These values are as evident today as 
they were when our founder Ira B. McGladrey 
started the firm 90 years ago.

1926
The I.B. McGladrey Company is 
founded by Ira B. McGladrey in 
Cedar Rapids, Iowa

1928
Ira McGladrey is elected 
president of the Iowa 
Society of CPAs, beginning 
his long history of service 
to the profession

90 YEARS AND BEYOND

1934
The firm expands to include 
four locations: Davenport, 
Iowa City, Burlington and 
Cedar Rapids
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1936
Ira McGladrey successfully 
convinces the members of 
the American Society of CPAs 
and the American Institute of 
Accountants to merge, forming  
the American Institute of 
Certified  Public Accountants 

1939
In 1939, I.B. McGladrey 
& Company becomes 
McGladrey, Hansen, Dunn 
& Company, a name the 
firm would hold for more 
than four decades

1949
Ira McGladrey leads the 
push for Statement 23, 
or the Fourth Standard 
of Reporting of the 
generally accepted 
auditing standards, 
still used by all AICPA 
members today

1952
Ira McGladrey passes 
away and George 
Hansen is named 
managing partner

1942
Many members of the firm, 
including Major Ira McGladrey, 
are called to service during 
World War II 
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1966
Ivan Bull assumes the role of 
managing partner for the firm, 
which now encompasses more 
than 200 employees in 15 
Midwest offices, upon George 
Hansen’s retirement

1976
Diane McNulty becomes 
McGladrey, Hansen, 
Dunn & Company’s first 
woman partner

1978
The firm merges with Twin 
Cities-based Broeker 
Hendrickson & Co. to become 
McGladrey Hendrickson   
& Co. with 45 offices across 
the country 

L to R: Larry Hendrickson, Milton Broeker  
and Jim Rian

1982
Jack Wahlig succeeds 
longtime leader Ivan Bull 
as managing partner of 
the firm, which now has 
revenues exceeding 
$50 million

1984
The firm merges with “perfect 
match” A.M. Pullen to become 
McGladrey, Hendrickson & 
Pullen, adding offices on the 
Eastern Seaboard 
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BLOOMINGTON

1987
McGladrey, Hendrickson & 
Pullen simplifies its name to 
McGladrey & Pullen

1989
LeRoy Martin, who joined the firm 
as part of the Broeker Hendrickson 
merger, is named managing 
partner—the first managing partner 
to come from outside the firm

1996
The firm establishes headquarters 
in Bloomington, Minnesota

1997
The McGladrey & Pullen Board 
of Directors elects the “office of 
the managing partner”— Mark 
Scally, Bob Jensen and Tom 
Rotherham—to lead the firm



2001
With more than 2,300 
employees in 100 offices, 
the firm celebrates its 75th 
anniversary as a leading firm 
serving the middle market  

2005
The acquisition of American 
Express Tax & Business Services 
catapults the firm to the fifth 
largest in the nation with more 
than $1 billion in revenue   

2006
In an effort to increase brand awareness, 
the firm enters into a sponsorship with the 
PGA of America and golfers Chris DiMarco, 
Natalie Gulbis and Zach Johnson    

2007
The McGladrey & Pullen Board  
of Directors elects Dave Scudder 
to the role of managing partner 

1999
The firm sells its non-attest 
practices to H&R Block, 
forming RSM McGladrey, 
which operates in an 
alternative practice structure 
with audit firm McGladrey & 
Pullen now led by managing 
partner Bill Travis
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2011
McGladrey & Pullen purchases 
RSM McGladrey from H&R Block 
and names Joe Adams managing 
partner and CEO 

2012
The firm relocates its headquarters 
to Chicago and launches its strategy 
to be the first-choice advisor to 
middle market leaders

2015
The firm changes its 
name to RSM, uniting with 
fellow firms in the RSM 
International Network under 
a unified global brand 

2016
RSM celebrates its 90th anniversary 
with a dinner in Cedar Rapids, Iowa, 
honoring the inductees of its new  
Hall of Fame
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