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

With summer approaching now is the perfect time to review your growth goals.  If you find you aren’t exactly where you expected to be, don’t worry.  Hopefully there will be some free time on your calendar the next few months and you can shift your efforts to growth activities.

The key is to focus -- over and over we see companies with lower growth rates than they expected brought about by random marketing and growth efforts with no real focus. The bottom line is that ad hoc marketing activities aren’t enough in today’s economy.

Take a look at some recent client work to learn more about how Whetstone can help you bring focus into your growth plan and develop a strategy that will produce results!


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

Back to the Basics…
**********************************************************************

Whetstone recently developed a marketing workshop for HLB Tautges Redpath, Ltd., (HLB TR) the 12th largest full-service accounting firm in the Twin Cities area.  In the past, marketing had been left to individual officers and senior managers within the firm, and HLB TR had enjoyed success with that approach.  But with aggressive growth goals on the horizon, the firm’s marketing committee decided it was time to present a more consistent marketing vision.  

“For marketing to be successful in supporting overall business objectives, we decided the first step was to educate the senior staff on marketing and sales in relation to the growth cycle and the importance of defining internal sales and marketing roles with accountability,” noted Kristin Sharp, Marketing Strategist for HLB TR.

Officers and senior managers attended the marketing workshop, which was intended to lay the groundwork for the upcoming growth planning session.  During the workshop, Whetstone’s President Larry Bildstein defined marketing vs. sales and the roles of each in reaching growth goals.  

“The session with Larry was a beneficial first step,” said Sharp.  “The workshop was customized to focus on the issues we needed to address, such as accountability and techniques to concentrate individual efforts on sales activities.”

In addition to personalizing the workshop for HLB TR’s specific needs, Larry’s background as a CPA and his years of service as a partner at a national accounting firm provided credible, real-life examples of the obstacles and opportunities HLB TR is facing.  His understanding of the industry ensured relevant content and knowledgeable advice.

Feedback from the workshop was extremely positive:

. 

“…he (Larry Bildstein) knows a lot about our industry, 

which made the course easy to identify with…”

~

“…the seminar sparked my interest in becoming involved 

in marketing strategies for the firm…”

~

“Clearly presented.  I learned a lot and was exposed to new ideas.”
Sharp noted that many officers and senior managers thanked her for setting the workshop up and that they are looking forward to the next session.   


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

When the pieces just fit together…

**********************************************************************
Padgett, Stratemann & Co., L.L.C., a San Antonio, TX based accounting firm, recently worked with Whetstone to market the firm’s employee benefit plan audits.  Whetstone created two postcards, which were sent to a target list of almost 300 companies.  Whetstone's Telephone Lead Generation team followed up with each prospect to set appointments and was able to secure 10 strong leads.

“We are happy with the overall success of the campaign,” noted Daina Richard, Marketing Director for Padgett.  “The process began with a well-defined target list allowing us to contact only those companies which had 100 or more employees.  Whetstone’s team was experienced and well educated on employee benefit audits, which enabled them to ask the right questions.  The information they obtained from the prospects was informed and personal, which allowed us to walk in with the groundwork of a relationship already in place.”  

From the 10 leads, Padgett has delivered 6 proposals.  Two of those proposals have already turned into employee benefit audit engagements and Padgett believes the other four could turn into engagements when the prospects conclude their decision-making process.

“The pieces just fit very well together.  We were able to do a lot on the front end and with Whetstone’s experienced team setting the appointments the meetings were quality leads.  We didn’t waste time and were able to get to the proposal process quickly, which has already resulted in two engagements.”

To learn more about how Whetstone can create a marketing workshop for your firm, or to learn more about our lead generation team call us today at (319) 447-6406 or simply reply to this email. 

We look forward to hearing from you!

Sincerely, 

Larry Bildstein, CPA
President and CEO

The Whetstone Group

Larry_Bildstein@thewhetstonegroup.com 

http://www.thewhetstonegroup.com 

