Subject:  Happy Holidays From The Whetstone Group, Inc.

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

In This Newsletter:

~ Whetstone Showcases Client Success at the Accounting Firm Marketing Forum

~ A Strategic Look at Marketing and Communications for a Merger:  Whetstone article published in CPA Practice Management Forum
*************************************************

With the holidays upon us, it’s easy to start pushing certain tasks down on the to-do list.  Don’t fall into the “I’ll follow up with them when I get back from vacation” mode.  The holiday season is the perfect time to drop a card in the mail, send off a quick email, or even have a short phone conversation—just to let your clients, prospects or centers of influence know you are thinking of them.  

January is a good time to give Whetstone a call.  We will help you review how your year-end results compared to your 2006 growth goals and determine your firm’s growth goal for 2007.  Together we can discuss simple and cost-effective strategies that will help you reach your goals.

Please read on to see a few valuable tips Whetstone has been sharing lately.

Happy holidays from Whetstone!

************************************************* 
Whetstone Showcases Client Success at the Accounting Firm Marketing Forum
*************************************************

On November 9th and 10th, 2006, Lisa Rhatigan, Whetstone Vice President, presented at The Accounting Firm Marketing Forum in New York City. The conference, presented by the AICPA and Northstar conferences, is a highly acclaimed annual event with an audience that includes both managing partners and marketing professionals.  Lisa facilitated a panel discussion on marketing a niche, and also presented a case study with Marc Blumenthal, CPA, and the principal-in-charge of marketing at Sax Macy Fromm & Co., P.C.

Sax Macy Fromm, with 18 partners and headquartered in Clifton, NJ, had strong but inconsistent growth and only a few rainmakers.  They engaged Whetstone to assist them in encouraging younger partners and managers to sustain growth, creating a more consistent approach to business development, improving niche marketing, and coordinating firm growth goals with the marketing function. 

Rhatigan and Blumenthal guided the audience through the process Sax Macy Fromm and Whetstone underwent to implement a plan and transition the firm into a growth culture with sales management.   

The case study was well received; some of the topics the audience found particularly useful were:

· The four roles necessary to develop a growth culture in your firm: strategic marketing, sales force, sales management, tactical marketing/sales support

· How to best organize your firm to drive growth:  team vs. individual, industry vs. functional, planned/proactive vs. reactive

· Key tools to ensure marketing implementation: pipeline measurement, results tracking, and regular sales meetings

For more information on this presentation, or to see how Whetstone can help your firm tackle similar challenges, give us a call!

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

A Strategic Look at Marketing and Communications for a Merger:  Whetstone article published in CPA Practice Management Forum

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

Mergers and acquisitions are on the rise in the accounting industry, and there are a variety of reasons, from acquiring additional expertise to dealing with the retirement of partners.  As more and more firms include mergers and acquisitions as part of their business strategy, it’s becoming apparent that many firms are forgetting to consider two of the most important aspects of managing the merger— growth planning and communication strategy. 

The November, 2006 issue of CPA Practice Management Forum featured an article by Whetstone, “A Strategic Look at Marketing and Communications for a Merger,” that tackled these often over-looked aspects of mergers and acquisitions. 

The article focused on creating a growth plan for the new, resulting entity and the communications strategy for the merger. Some of the article highlights include:

Growth Plan for the “New” Firm: 

Creating a growth plan for the new firm is essential if you want the firm to have clear focus.  Items to address: 

· Creating a singular growth goal for the combined firm

· Identifying and defining the services you will use to drive growth

· Defining new target market

· Identifying where the growth opportunities are for the new combined firm

· Training staff on the new competitive differentiators 

Communication Strategy of a Merger:

When developing a communication strategy for a merger, you should consider what audiences you need to be speaking to and what each audience needs to hear.  Other aspects to consider include the method you will use to get them the message, and the timing of the message. 

To discuss creating a communication strategy for your firm’s merger, or implementing a growth plan post-merger, call us today! 
*************************************************

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.
