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

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

Vitale, Caturano & Co.* Boston $67.1 11% 35 253 1 44 24 32

Blum Shapiro & Co.  West Hartford, Conn. $41.5 14% 34 160 3 50 29 21

Tofias  Cambridge, Mass. $38.5 3% 28 119 4 44 46 1

CCR*  Westborough, Mass. $32.5 10% 31 138 4 60 35 5

Berry, Dunn, McNeil, & Parker Portland, Maine $28.4 5% 20 120 3 59 24 17

Braver  Newton, Mass. $25.8 12% 16 162 5 35 40 25

Feeley & Driscoll  Boston $25.7 14% 11 86 1 63 21 16

Wolf & Company  Boston $24.6 11% 15 147 3 53 24 23

Baker Newman & Noyes  Portland, Maine $23.8 9% 24 130 3 43 40 17

DiCicco, Gulman & Company  Woburn, Mass. $20.6 12% 7 92 2 41 38 21

Kostin Ruffkess & Company  Farmington, Conn. $19.7 6% 19 82 3 43 39 18

Kahn, Litwin, Renza & Co.  Providence, R.I. $19.3 11% 7 123 2 45 40 15

Whittlesey & Hadley  Hartford, Conn. $12.7 12% 13 75 1 60 20 20

Meyers Brothers Kalicka  Holyoke, Mass. $11.2 5% 12 42 1 40 40 20

Gray, Gray & Gray** Westwood, Mass. $10.7 29% 12 60 2 65 30 5

Macdonald Page & Co.**  South Portland, Maine $10.7 10% 20 52 2 49 42 9

*Firm Estimate     **Tied for 15th 

Top 15 Firms – New England

Amid higher-than-average regional unem-
ployment, weaknesses in transportation serv-
ices and home and retail sales, and
reductions in manufacturing orders and
falling leasing activity and rents, the top 15
firms in New England posted almost 11 per-
cent growth, on average, in one of the
harder-hit areas of the nation economically.

Niche services most frequently cited by
the top New England firms were attest serv-
ices, business valuations, employee benefits,
forensics/fraud, international tax, architec-
ture/engineering, employee plans/benefits,
venture capitalists, and litigation support.
Recession-inspired niches such as cash flow
and efficiencies consulting were also key.

Top client categories included banking and
thrift companies, management consulting,

colleges and universities, construction,
retail/distribution, government contractors,
manufacturing, pension plans, NFPs, real
estate, and technology, including biotech.

Firms are responding to the recession by
being more selective in expenses and in
adding staff, by being sensitive to fee
increases’ effects on clients, and by re-struc-
turing how they do business. Firms grew
through alliances and mergers, and some
actually started their own M&A client-serv-
ice teams. New roles were found for busi-
ness-development managers and partners
amid the changing economy, including head-
ing new practice areas and motivating
staffers personally affected by the downturn.

Though firms acknowledged that many
hard-hit clients won’t be tapping firms’ con-

sulting services as much in the coming
months, several New England firms did pick
up clients and revenue that trickled down
from national firms.

One firm reported doing well with niche-
industry trade shows, and another took the
bold leap, at least in this economy, of invest-
ing in practice-management software.

Firms cited such challenges as succession
planning, replacing business from A clients
who were sold or closed, and maintaining
their status amid super-regional firms who
are adding wealth and reach through acqui-
sitions.

Among firms to watch in New England was
DiSanto, Priest & Co. of Warwick, R.I. ($9 mil-
lion in revenue in FYE 2008, up five percent
over 2007).

Flexible and Growing
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