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

As summer fades into fall, those lazy days seem to turn into busy days.  With the kids back in school and summer vacations over everyone seems more focused on work – and more focused on reaching those growth goals.    

If you’re not where you hoped to be, don’t worry.  There’s still plenty of time for The Whetstone Group to help you implement simple, cost-effective strategies and find the growth you’ve been looking for.   

Take a look at some recent client success, as well as a tip for working the sales cycle, and give us a call to learn more about how we can help you build your business.

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

Success for R&E Review Campaign
**********************************************************************

Wall, Einhorn & Chernitzer (WEC), a Norfolk, VA based accounting firm, recently worked with Whetstone to market the firm’s Research and Experimentation Tax Credit Review services.   WEC sent a series of five mail pieces to a predefined target list of 68 small businesses in Virginia.  Beginning with a letter introducing the company and concluding with a letter specifically addressing their R&E services, WEC mailed to the list for five continuous weeks. 

On the sixth week Whetstone’s Telephone Lead Generation team followed up to schedule conference calls.  The team was able to secure five interested prospects from WEC’s list of 68, resulting in a 7.4% rate – well above our national average.

“The success for this campaign is credited to an overall integrated approach,” noted Paul DiNardo, a Partner at WEC.  “We worked in concert with Whetstone and together coordinated an effective campaign.  Their call team represented us well, and the leads were well qualified.  The potential clients understood our purpose for calling and were aware of the issues we were going to discuss.  Whetstone’s professional staff had set us up in a favorable light before we even talked to the leads.”

Of the five leads WEC has already closed one and feels confident the other four will result in future R&E work.  “We are very satisfied with the results of the R&E review campaign,” said DiNardo.  “It’s already paid for itself and we think it will again many times over.” 

WEC plans to continue marketing their R&E services to this list and has scheduled mailings every six months to ensure continued awareness of the firm.  In addition, WEC plans to work with Whetstone to implement similar campaigns in other states.


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

September Sales Tip – Quantify the Value

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

When prospecting, or even when attempting to sell additional services to current clients, the idea of quantifying the value of services is an important step in working the sales cycle.  Creating value for services that are for the most part intangible allows the client or prospect to see the greater benefit of the service.  And when they see the benefit, they are much more likely to engage your services.

For prospects:  In most instances, creating value is as simple as taking service statements you already make when meeting with a prospect, and just quantifying it.  Since you don’t have in-depth knowledge of the prospect, speak generally about services or products that you know their company could use.  And do your research – make sure the value you are associating is representative of what your firm actually accomplishes. 

For example:  For an IT firm it’s compelling to show the prospect what they could be saving.  Instead of saying implementing our software could save your company money, restate it as: “On average, a company which implements our software package streamlines efficiencies and can save $10,000 in the first year alone.”

See how much more effective the statement is when there is value attached to it?

For Clients:  Since you already have a more intimate understanding of their operations, quantifying the value to a client can be a successful tool when trying to sell additional services.

Consider this CPA firm example:  Your firm submits a management letter to a client explaining if they reduced days sales outstanding by 10 days they could increase cash flow and profitability.  Now compare that to presenting a management letter in which you tell a client if they reduced days sales outstanding by 10 days they could increase cash flow by $100,000 and increase profitability by $10,000.  

Obviously, you would use figures reflective of the individual client and situation, but in this example you can easily see the second management letter is much more persuasive.   

Assigning value to services can be a critical step in the sales cycle and a successful way to propel a client or prospect towards making a decision.  Just adjusting your presentations and proposals to reflect the value of a service can be an influential factor in closing the sale.

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

Whetstone Welcomes Schoneman

**********************************************************************
The Whetstone Group is excited to announce Shannon Schoneman has joined our team as a Marketing Consultant.  

Shannon will be working with clients to create and implement effective marketing and sales campaigns.  She will be providing ongoing support and direction to help clients identify opportunities for growth.  In addition, Shannon will be providing business development services for Whetstone.

Shannon comes to us having held several marketing management positions in software and telecommunications industries.  Most recently she served as Vice President of Marketing at Wireless One, where she managed the company’s marketing, advertising and sales support functions. 

You can read more about Shannon’s experience on our web site at: 

http://www.thewhetstonegroup.com/shannon.htm

To learn more about how Whetstone can create an effective growth plan for your company, call Shannon today at (319) 447-6407 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 

Please Note: We have new email addresses!  You can now reach us at firstname@thewhetstonegroup.com

