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THE CO MPANY:
CRE ATING
E XTRAORD INARY
VALUE F O R C LIENTS ,
P EOP LE, AND THE
C OM MUNIT Y

With a handful of committed clients, a supply of
ledger paper and pencils and an intense desire to
succeed, Jim Howard and Joe Smith left a national
CPA firm in 1971 to start Smith & Howard. They
didn’t have a written mission or values statement
at the time, but they knew exactly what they
wanted to do: develop loyal relationships with
their staff and with Atlanta businesses, business
owners and families by providing quality CPA services with a level of attention that few seemed to
be experiencing.
Now with more than 150 employees, Smith &
Howard is a premier provider of a broad range
of tax, advisory, accounting and audit services.
Rated a Top Work Place in Atlanta (The Atlanta
Journal-Constitution), a Top Accounting Firm To
Work For in the US (Accounting Today), and a
Top Firm for Women (Accounting Today), Smith
& Howard is a leader in the industry.
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THE CHALL EN GE :
C ONS OLIDATING
A TECH NO LO GY

The IT team at Smith & Howard is one of the most

As they looked to consolidate, they also wanted to

P ORTFOLIO

forward-thinking firms in the industry. When

ensure end users were efficient and clients were

WHILE P USHING

Joshua Kirk, Director of IT, joined the firm in 2017,

happy. Says Kirk, “We wanted a solution that made

he wanted to not just maintain, but also push that

it easy for our internal users to obtain and retrieve

reputation for innovation forward. One of the first

data. And we wanted something that clients could

projects Kirk initiated was a technology portfolio

use without needing a whole lot of hand holding.”

B OUNDARIE S

review. “We had received feedback from the tax
and audit teams about reducing the number of
file services we used,” says Kirk.
At the time, Smith & Howard was using several
file sharing systems, including Suralink. However,
the challenge was the team needed a solution that
would support their large, multinational clients as
well as their small clients with individual users.

“We wanted a solution
that made it easy for our
internal users to obtain
and retrieve data”
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THE S OLUTION :

While searching for the right solution,

In addition to the client and user experi-

Finally, Smith & Howard users find the

SURALINK’ S

Smith & Howard did their due diligence.

ence, Smith & Howard also chose Suralink

system easy and intuitive to use. “One of

They dug into their existing vendors and

because of its flexibility and commitment

the pieces of feedback I give to vendors

IN TEG RATED PB C

also researched full portals. They were look-

to customer service. For example, Smith

is ‘don’t make me have to think, just let

P ORTAL

ing for a solution that gave them the ability

& Howard needed a license to manage

me do,’” says Kirk. “A consistent type of

to customize the software for their engage-

users, but the IT department isn’t using

feedback I get on Suralink is that our cli-

ments, that was easy to use, as well as a

the product to manage the PBC process.

ents and users and staff don’t have to think

vendor who would listen to their feedback

“Sometimes it’s the small things,” says

about it. They can just click and go and do

and use that feedback to make a difference

Kirk. “Suralink was willing to give us a user

what they need to do. They’re not fumbling

in the product.

account to manage users without having to

with the tool trying to figure out how to

pay for it. It seems like a small thing, but

make it work.”

“Suralink won out in all of those significant
categories,” says Kirk. “Looking at additional
investment, it was a win.”
When Smith & Howard did the technology
evaluation, the team asked clients and at the
time which solutions they liked and disliked.
At the time, only the audit department was
using Suralink for all its team members.
After talking with clients, Smith & Howard
made Suralink a firmwide service.

it’s actually a big thing. It allows my team
to better support people and it has allowed
our people to be in the product more and
understand it better.”
Additionally, Smith & Howard enjoys the
personal relationship they enjoy with the
Suralink team. “I know I can reach out to
the team and share feedback and share
client experiences and concerns and we
get honest answers in return,” says Kirk.

“This speaks to our commitment to our

“Having a company that is so responsive is

clients’ feedback than going from a single

unusual. Many companies are out to get as

department to a firmwide service based on

big as they can. It’s wonderful to work with

client experience. We tripled the number

a company whose focus is providing the

of licenses. We rolled it out to everyone,”

best service they can to their clients and

says Kirk.

knowing that growth will come with that.”
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“Having a company that is
so responsive is unusual...
It’s wonderful to work with
a company whose focus is
providing the best service
they can to their clients and
knowing that growth will
come with that.”
Joshua Kirk
Director of IT
Smitg & Howard

Case Study

© Suralink, 2020

Smith & Howard

suralink.com

THE R ESULTS :
A BE T TER C LIENT
AN D USER
E XP ERIENC E

Smith & Howard has benefited from Suralink’s
simple, elegant user interface. Instead of spending time teaching users how to navigate the product or manually customizing the interface like
other products require, the Smith & Howard team
is able to focus on their jobs, not the technology.
“It’s hard to put a number to it,” says Kirk when
asked about the ROI of Suralink. “But a good measure of a product is how intuitive it is. It doesn’t
help to have an amazing product you have to take
hours teaching everyone how to use. The simplest
ROI is that the product is simple.”
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Using Suralink to Support
Remote Work

TH E C O N C LU S I O N:

In March 2020, Covid-19 became a huge concern

SURALINK PROVI DE S A T RUE

for businesses across the US—for Smith & Howard,

PART NER S H IP

it was no different. “We went to fully remote work
on March 18,” says Kirk. “Everyone feared it to be

After more than five years with Suralink, Smith

a nightmare. But we transitioned to 100% remote

& Howard continues to work with Suralink to

work in less than 24 hours with 48 hours notice.”

provide product feedback and push innovation

Technology was key in this transition. “The use of
cloud products like Suralink helped us make that
transition with negligible productivity hit and in
some cases, improvements.”
At the beginning, the team at Smith & Howard
weren’t even sure they would be able to continue
audit work remotely. “We thought we might have
to stop all audit work,” says Kirk. “But with Suralink, we have been able to maintain existing clients
and even take on new clients

alongside everyday service and support. “You’re
one of the companies where the word partner is
not just tossed around. It really is a true partnership,” says Kirk.

Case Study

© Suralink, 2020

Smith & Howard

suralink.com

Suralink is the leader in request

CONTACT US

list and document management,

sales@suralink.com

helping businesses simplify the

801.203.0002

document exchange process
while improving the client
experience.
The company’s cloud-based application integrates a
dynamic request list and assignment workflow solution
with a secure file hosting platform to serve as a single
location for client interaction. Suralink’s technology,
combined with its industry expertise, helps more than
275 clients in North America and the UK ensure security,
simplicity, transparency, and accountability throughout
the document exchange process.
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