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

In This Newsletter:

~ “Linking Marketing to Profitability” article published:  Read the Highlights

~ New Sales Training Modules

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

With summer finally here it’s a good time to focus your attention on business development.  Having trouble getting excited about growth initiatives?  The Whetstone Group, Inc. has developed new tips and training modules just in time to help get your business development efforts moving! 

Read on to learn more!

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

Linking Marketing to Profitability in CPA firms
******************************************************
As you may have seen, the article “Linking Marketing to Profitability” by Whetstone was published in the May 2005 “Marketing Special Report,” a supplement to Accounting Today, Accounting Technology and Practical Accountant.  The article discussed how to make marketing a strategic, long-term investment with a positive ROI by correlating it directly to your firm’s profitability.  

If you missed the article, here are some highlights:

· There are four basic concepts that drive profitability in a CPA firm and marketing can impact each of them:  

· Chargeable Hours:  Incorporating growth through client service allows you to gain more business from current clients – which is the most effective and least expensive way to find growth. 

· Listen and ask questions during fieldwork; perform needs assessments; prepare effective management letters; hold engagement-closing conferences, and always provide proactive, ongoing client contact. 

· Realization Rates:  Targeting the right kind of clients and differentiating yourself in the proposal process helps you charge higher fees and improve realization rates.  

· Better Use of Non-Chargeable Time:  Define and communicate each staff level’s role in growth so they know how to most effectively use non-chargeable time to help your firm grow.

· Cost Control:  Following a strategic marketing plan helps your firm avoid ad hoc, unfocused, individual marketing activity that wastes both time and money.  Having a structured plan in place also allows you to measure the results and calculate the ROI. 

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

New Sales Training Modules

*************************************************
Whetstone is excited to announce we’ve added three modules to our popular sales training series, giving you even more techniques to find growth.  We’ve seen firsthand how the new sales training modules work for firms just like yours.   
· Talking Benefits vs. Features:  This module provides specific suggestions for keeping sales conversations focused on benefits. 
· Sample Tip:  Rather than explaining what you do when you perform a service, stay focused on what benefits the client will receive.  What will they gain from having you perform the service? Will some operation be improved? What will the result be? And try to think in terms of ROI, money saved, improvements in cash flow, etc.
· Business Networking:  This module gives participants specific ideas for effective networking including how to choose the right events and how to transition from networking to sales.
· Sample Tip:  Prepare your “elevator speech” before attending the event.  Be ready to give a brief, concise answer to the inevitable question “So what does your firm do?”

· Using Management Letters to Sell Additional Services:  This module describes how to use management letters to sell more services to clients and how to develop and deliver effective management letters.
· Sample Tip:  Deliver the management letter in person so you can explain the items with the client, immediately overcome objections and plan the next steps. 

All three modules promise to add new insights into how your firm approaches selling. 

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

To learn more about these three modules, call Carrie 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 

