Subject:  Make Growth a Summer Project!

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

In This Newsletter:

~ Focus Through Planning Pays Off for Galusha

~ An Invitation to Join the Growth Network

~ New Opportunity to Strengthen Niche

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

To many of us, summer means new adventures with the family, a new tan while lounging at the pool or a new dish discovered while cooking on the grill.   For our client Galusha, Higgins & Galusha, P.C., summer has meant new growth in their construction niche.  And at Whetstone, summer has brought new ideas to serve our growing client base.  

What does summer mean to your company?  If you want this to be the summer you turned your focus to growth, read on to learn more about a client success story and Whetstone’s newest services - and then give us a call! 

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

Focus Through Planning Pays Off for Galusha

*****************************************************
Galusha, Higgins & Galusha, P.C., (Galusha) with six offices throughout Montana and Idaho, recently underwent strategic growth planning at both the firmwide and niche level.  The firm felt there was opportunity for growth in the marketplace, but wanted to step back and determine where they should focus their efforts before proceeding. 

“It was important for us to match our internal expertise with external opportunity first, before engaging in activity,” notes Tom Copley, Firm President.  “Whetstone’s team helped us facilitate firmwide growth planning, and through that we discovered opportunity to grow our construction niche.  Then, we developed a plan for our construction team to determine how we were actually going to grow.”

Galusha is already a strong player in the general marketplace, but to grow the niche the team wanted to become known as a specialist for the construction industry.  Through an integrated approach that includes public relations, internal sales training, focused client activities and direct marketing, the firm is implementing a plan to build their reputation among members of their target audience.  

One of the team’s early activities has been to send a series of letters to their target list of 255 prospects.  The letters feature Galusha’s experience and expertise in the construction industry and help to build name recognition in the industry.  After the final mailing, Whetstone’s lead generation team made follow-up calls. From the list of 255 prospects, Whetstone’s team set 20 leads – or 8.2%, which is well above our national average of 6%.  The exceptional results can be attributed to a number of factors in the growth plan Galusha developed with Whetstone, including a well-defined target market, the integration of marketing and sales activities and the focus on providing a consistent message to the audience. 

“We are very happy with the results of our first campaign,” says Tom.  “The leads have been well-qualified and the prospects have been genuinely interested in speaking with us.  It reinforces the fact there is a need for our services in this industry, and that the strategic decision we made to focus on this particular market was a good one.”

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

An Invitation to Join the Growth Network 

*************************************************
Do you want to increase referrals? Identify more targets? Close more business?
Join the Growth Network!

Created for firms with annual revenues $5 million and under, the Growth Network is intended to assist those who don't have the budget to invest in full growth planning but still seek to learn best practices and strategies. 

With the guidance of Whetstone's accounting marketing experts, up to 10 firms can connect on a regular basis to share growth issues, brainstorm new ideas and discuss proven practices for growing their practice.  Members will be given specific tools, worksheets and processes to help them implement the tactics we discuss.

HURRY! Space is limited.  And, if you sign up before Aug. 31st you’ll receive a $1,000 discount!

For more information, please visit http://www.thewhetstonegroup.com/growthnetwork.htm
*************************************************

New Opportunity to Strengthen Niche

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

You know building a successful niche practice is essential to your firm’s ability to differentiate itself in a very competitive marketplace, but it can be challenging.  Whetstone is pleased to offer a new service designed to help you assess your niche strategy and provide recommendations for growing your niche. 

The Niche Marketing Assessment will provide your firm with a unique opportunity to not only get everyone on the same page when it comes to niche marketing, but it will also improve your niche marketing ROI.  The assessment can be used as a benchmark for your firm to see how you’re doing in the niche today, and how you can improve for tomorrow. 

Through interviews and evaluations, a Whetstone consultant will document your current process, materials and plans.  Then we’ll give you specific recommendations for improvement based on our experience and knowledge of best practices.  You will even be able to implement some recommendations right away! 

As one participant noted, “Whetstone really knew our business and therefore was able to offer very good input for marketing our services.  They also asked very good questions and the final product was very practical.”

Don’t miss this opportunity to save time and money by bringing more focus to your niche marketing activities!

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

To learn more about Whetstone’s services, call us today at 319-447-6400 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 

