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Bourgrew

up
in

H
ollyw

ood,w
hereshenow

livesand
has

heroffice.

M
arcie

B
o

u
r

be
lievesspending

the
tim

egetting
to

know
the

difference
be

tw
een

w
h

ata
client

"w
ants"

and
w

hata
client"needs"m

akes
hera

true
Key

Part
ner.C

lients
m

ay
ex

plain
one

issue,but,
upon

further
investi

gation,B
ourdiscovers

theclients
herservices

arebestsuited
to

m
eetother,specificneeds-

even
ifBourisnotthe

rightvendor.
"N

otallservicesare
the

sam
e

and,w
ithout

thisprocess,som
eclientscouldendupwith

thewrongservices,"shesays."W
hen

appro
priate,Ireferaclienttoadifferenttypeofpro
fessional,ifmyskillsand

knowledgearenota
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goodmatch.Thismakesmeaneffectivepart
nerto

m
y

clients."
H

ie
team

Bourhas
builtisboth

internal
andexternal,from

herofficestafftoherpro
fession.Each

bringsinform
ation

and
skills

thathelp
herdo

herjob
better.

"Having
theability

to
getinform

ation
prom

ptlyenablesm
eto

betterservemycli
ents,"shesays.

Bourhasan
unending

listofm
entors

w
ho

havehelped
heron

herpath."Everysuccessful
wom

an
businessownerwho

Im
eet"inspires

herto
do

m
ore

and
try

harderto
succeed,she

says."M
ostofthem

have
had

todealw
ith

ob
stacles

to
getw

here
they

are.Som
e

havehad
financialhardship;othersthechallengesof
raising

children
and

others
face

discrim
ina

tion.Allofthem
haverisen

abovetheirper
sonaland

professionalchallengesto
find

their
w

ay
to

success.Ifind
allofthem

adm
irable

and
w

orthy
ofem

ulating."
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Co-founder/Partner,Appelrouth
Farah&

Co.
999

Poncede
Leon

Blvd.,Suite625,
C

oralG
ables

33134
(305)444-0999

stew
art@

appelrouth.com

PREVIO
U

S
PO

SITIO
N

S
!ISeniorA

ccountant,K
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&

Co.
!"SeniorFinancialAnalyst,AvatarHoldingCo.
'InternalAuditor,FlaglerFederalSavingsand

L
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•'"A

few
yearsago,Ispentseven

daysw
hite-

w
aterrafting

down
theColorado

River,"Appel-
routh

says."W
ecam

ped
along

the
riverand

I
had

nowayofevencom
m

unicating
with

my
office.

Stew
artA

ppelrouth
believeshisdiverse

knowledgemakeshim
aneffectiveKeyPart

ner.He'sworked
in

such
fieldsasretail,finance,

banking,and
theserviceindustry,which

has
led

toanem
pathy

forbusinessow
ners.

"Iknow
w

hatit'slikeforasm
allbusiness

ow
nerto

dealwith
cash

flow,"hesays,"or
whatitsliketobeaCFO

and
havethepres

sure
ofearningsforalargecorporation.That

benefits
m

y
clients'individualneeds."

H
isteam

s
know

ledge,dedication,w
ork

eth
icand

"drivetogetthejob
rightthe

firsttim
e"

m
akesA

ppelrouth
invaluable

to
thefirm

s
cli

ents."W
ealldowhatwehavetodo,"hesays.

"In
m

y
business,there

areno
m

istakes."
ForaspiringKeyPartners,such

empathy,
w

ork
ethic

and
consistentclientcom

m
unica

tionsarekeytobuildingpersonalrelationships.
They

aretraits
he

attributes
to

hisfather
and

father-in-law
-

"greatbusinessm
en

w
ho

taughtm
eto

behonestand
to

treatpeople
w

ith
respect,"hesays.

401
E.LasO

las
Blvd.,Suite

1090.
FortL

auderdale
33301

(954)728-3740
m

orourke@
berenfeldllp.com

P
E

R
SO

N
A

L
NO

TE
II

participated
inthe

New
YorkM

arathon
tw

iceand
intheYonkersM

arathon
once,"

hesays."Theexperienceofcom
pletingthe

26.2-m
iledistance(no

m
atterhow

slowly)has
given

m
e

agreatsense
ofaccom

plishm
ent."

M
ichaelO'Rourkeisexperienced

in
business

-and
listening.Hisexperienceinavarietyof

industriesallowshim
toimparthisknowledge

tohisclients,educating
them

on
the

issues
thatw

illim
pacttheirfinancialfuture.

'A
ccountantssom

etim
esm

ake
theincor

rectassum
ption

thatthey
know

w
hattheircli

ents'needsare,"hesays.
'Alltoooften,accountants

do
allthe

talk
ingand

theclientsareunabletogetaword
in

edgewise,m
uch

lesscom
prehend

allofthe
inform

ation
thatisbeing

throw
n

atthem
,"he

says."Ifinditisjustasim
portanttogaugethe

clients'understanding
oftheinform

ation
and

allow
open

response
tim

e
sothatw

e
can

as
sesswhetherwhatwehavesaidgotthrough
to

th
e

clients."

W
hetherw

orking
w

ith
directclients

orat
torneyswho

havecom
eto

relyon
hisexpe

rienceperform
ingvaluationsoverthepast

20years,O'Rourkeassistswith
form

ulating
a

fram
ew

ork
foran

engagem
ent,w

hich
"isin

valuabletoattorneysand
hasbecom

eakey
com

ponentofm
y

professionalsuccess."
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