Tricks, Treats and Growth Plans

*************************************************

In This Newsletter:

~ And the Survey Says! Architecture Firms Report on their Marketing Behaviors

~ Attention CPA Firms: Hurry! Limited Space Still Available for Pay-Per-Lead Campaigns

~ Whetstone helps AAM Members “AAM High”

*************************************************

Halloween is just around the corner—between finding the perfect costume for the annual office party and carving spooky faces into pumpkins, take a moment and review your firm’s growth so far this year. Are you satisfied with the results?  If not, you should consider updating your plan and adding some new activities, or developing a new plan customized for your firm.  Because what’s really scary is going into 2007 without a growth plan in place.  Let The Whetstone Group, Inc. help you create a plan that gets the results you are looking for.
Read on for ideas that will add value to your growth efforts. 

************************************************* 
And the Survey Says! Architecture Firms Report on their Marketing Behaviors 
*************************************************

Ever wonder what other architecture firms think are the most effective marketing tactics? Curious as to what percentage of annual fees other firms spend on marketing and sales? Whetstone has the answers! 
Over the summer, Whetstone facilitated a research project aimed at gaining insight into the marketing trends and habits of architecture firms across the country.  The results are compiled, and here are some highlights we’d like to share: 

· Networking with referral sources is the highest rated marketing tactic and is used by almost all the respondents.  

· Forty percent of respondents rated their firm’s growth rate as an issue needing their attention/focus.

· The development of niche marketing plans is the area firms cite as having the biggest potential to help them improve growth. 

If you are interested in receiving a copy of the full survey results, please call Lisa at 319.447.6403 or email info@thewhetstonegroup.com with ‘Architecture Survey Results’ in the subject line. 

************************************************* 

Attention CPA Firms: Hurry! Limited Space Still Available for Pay-Per-Lead Campaigns
*************************************************

As we mentioned in an earlier e-newsletter, Whetstone announced a new pay-per-lead campaign designed especially for CPA firms looking for a way to reach cost segregation prospects. 

How it works:  Armed with focused experience generating leads for cost segregation studies and up-to-the minute industry data, our lead generation team will talk to owners of building projects and find qualified leads that are in need of a cost segregation study. And the beauty of this process is you only pay for leads. 
Response to this new program has been outstanding, and space is filling up fast. We still have a few prime regions left, so if your firm is interested please contact Carrie at 319.447.6402 or email info@thewhetstonegroup.com to find out if your area is still available. 

To learn more about the pay-per-lead service, please visit http://www.thewhetstonegroup.com/pay_per_lead.htm
************************************************* 
Whetstone helps AAM Members “AAM High” 
*************************************************
The AAM High Quarterly Virtual Learning Series, presented by the Association for Accounting Marketing (AAM), provides specialized training to accounting marketers. Four times a year, members and their co-workers can dial into the learning series and listen to experts from the comfort of their desks or conference rooms. 

Whetstone’s president, Larry Bildstein, CPA, presented at the September 14, 2006 session on the topic ‘Developing an Effective Sales Organization.’ His presentation focused on teaching marketing professionals, managing partners and practice development partners the key elements to creating an effective sales organization in their CPA firm. The session addressed such important topics as:

· Strategic Marketing: Establish specific growth goals and look at how much growth needs to come from both new and existing clients.  

· Marketing and Sales: Create an activity matrix to include a balance of specific marketing and sales activities, their timing, and the person responsible for implementing the activity. 

· Sales People:  Define the role of sales people, have the sales people understand and accept their role, and give them the time they need to fulfill their duties. 

· Sales Manager:  Usually the managing partner, the sales manager has a variety of roles to fulfill, including being a role model, motivating the sales force, keeping energy up, planning training sessions, tracking how the sales force is doing against their goal, monitoring and enforcing accountability and showing a direct relationship between compensation and growth activities and results. 
To learn more about developing a sales organization in your firm, feel free to contact us!  

*************************************************

To learn more about any of the topics we discussed in this e-newsletter, call us today at 319-447-6400 or simply reply to this email.

The Whetstone Group respects your privacy. If you prefer not to receive emails about our latest news and services, you can unsubscribe by responding to this message with UNSUBSCRIBE in the subject line.
