Subject:  Hot Tips for Cold Weather

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

In This Newsletter

~ Structuring a Successful Niche Team

~ New Strategy for Growth
~ Who says we can’t take a compliment?

     Lead Generation Team gets a pat on the back.

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

With the first month of the new year almost under your belt, now is the perfect time to review your growth goals for 2005 and see if your company is off and running – or still sitting at the starting gate. Either way, there is still plenty of time to focus on your business development initiatives and Whetstone can help!  

Read on to learn more about making a niche team work more effectively, how taking a new look at an old process will lead to growth, and why our Lead Generation services could be the answer your company is looking for. 

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

Structuring a Successful Niche Team

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

South Florida vs. Iowa in January…  Although it was a hard decision, The Whetstone Group graciously accepted an invitation to speak at this year’s “NSA 2005 Winter Conference” held in Miami Lakes, FL and presented by the Alliance of Professional Associations (APA). 

Focusing on the topic Linking Marketing to Profitability, Whetstone addressed tactics to get better results from growth activities. After reviewing the basic components of the planning process we concentrated on:


What makes a niche team work better?  

To answer this question it’s imperative to first consider if your firm has instituted a growth culture. Do you have defined sales people and a sales manager to hold them accountable? Does your sales force have the marketing and sales support it needs to be successful?

It’s essential to have defined roles within the niche and determine if you’re investing the proper resources into the niche such as brand and skills development. For a niche team to thrive, it needs to be made up of specialists – professionals who know the issues, business climate and market trends of the niche.  

Following the presentation, NSA members were able to talk shop at a roundtable and Whetstone was available to offer solutions and share some of our best practices.

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

New Strategy For Growth 

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

Interested in a new approach to finding growth? Have you considered your proposal process? By taking a fresh look at this process, Whetstone can help you streamline your proposal procedures, making the process easier on your staff – and the proposal more inviting to your prospective clients. 

Developing an effective proposal is not as easy as it seems. By reviewing your old proposals and the process by which they are created, Whetstone can sit down with your management team and identify ways to increase efficiency by standardizing the process. We will show you how to use a needs assessment as the foundation of the proposal, and help you develop copy tailored to your company’s strengths while still focusing on the prospect’s needs. The difference between delivering a benefit-driven proposal, rather than a feature-oriented proposal can make a big impact in the eyes of the reader. Let us show you how to define effective material and increase your proposal win rate.

We’ve recently completed a similar consulting project for a client and have found creating a standardized proposal process can save time and influence how potential clients perceive your company. Proposals are essential aspects of winning new business – and a window for the prospect to see how your company operates. If you haven’t reviewed your proposal process in awhile, don’t wait any longer. From copy development to training your staff, Whetstone will make sure every aspect is covered so your process becomes more efficient – and most importantly – gets you more business.

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

Who says we can’t take a compliment? 
Lead Generation Team gets a pat on the back.

*************************************************
Now is a great time of year to take advantage of our Lead Generation Services. Not sure how it works? Whetstone’s Telephone Lead Generation Team contacts your prospect list, creating interest in your services and scheduling appointments for your staff to meet with influential and qualified decision makers. Our specialists are expert communicators and have spared managers and associates countless hours of cold calling and prospecting. Instead, we put you in front of those prospects so your staff can focus on what they do best.

After going out on an appointment set up by one of our lead generation team members, a client recently reported back how highly the prospect spoke of Whetstone’s call team member.

The prospect noted “…the fact that (call team member) was so nice and not pushy on the phone when she first contacted me to set the appointment was part of the reason I agreed to the meeting.”   

The appointment went very well for our client and we are proud of the positive response received from the prospect. It just goes to prove our Telephone Lead Generation Team is truly made up of professionals who know how to communicate with prospects and portray your business in the best light. 
To learn more about Whetstone’s niche training, proposal process consulting or about openings in our Lead Generation schedule, call us today at (319) 447-6402 or simply reply to this email. 

We look forward to hearing from you!

Sincerely, 

Larry Bildstein, CPA
President and CEO

The Whetstone Group

larry @thewhetstonegroup.com 

http://www.thewhetstonegroup.com 
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