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discovery rules.  At the same time, the other side may be genuinely frustrated by 
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outcome or client satisfaction.  By documenting every action and notifying each other 

whenever problems or roadblocks may arise, attorneys and the experts will help 

maintain their own credibility as well as their client and referral sources. 

Case Study.  Often, our initial due diligence reveal discrepancies concerning the 

integrity of the accounting records and tax returns presented.  In these instances we 

often reconstruct one or more of the financial components to best determine the 

business’s financial capacity.  Within our website we have presented two case studies 

that illustrate both common and the not so common approaches to these concerns.  

To learn more about MSG’s business valuation, forensic accounting and litigation 

support services, please visit our web site www.msgcpa.com and our blog 

www.forensicperspectives.com. 

  

 



  
 


