Subject:  It's first and goal...will you make yours?

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

As summer comes to a close, Whetstone celebrates our 5th year in business!

It’s been a busy last few months:  

· We’ve dedicated substantial time and resources to one of our newest services - proposal process development.   Our consultants have worked with clients across the country implementing the system and training staff on process management.  

· Over the summer Whetstone administered a survey to discover industry pipeline tracking trends, and our findings were discussed in September’s Practical Accountant.
· Our client base has grown recently as we’re now assisting architectural firms with growth planning and implementation.

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

Pleasing Proposal Process

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

Whetstone had the opportunity to work with a national accounting firm to build more efficiency into their proposal system and produce more effective proposals.   By reviewing the firm’s old proposals and the process by which they are created, Whetstone was able to identify ways to increase efficiency by standardizing the process. 

Through training sessions for partners and staff, Whetstone illustrated the flow a proposal should take and detailed step-by-step each individual’s involvement in the process, from receiving an RFP to following up and working the sales cycle.  In addition, there was also training on using needs assessment as the foundation of the proposal.  Whetstone developed standardized sections of copy tailored to the firm’s strengths while still emphasizing the focus on the prospect’s needs.  

“Whetstone not only provided (my previous firm) with customized solution and benefits-oriented text, but also provided an overall process that allowed us to more efficiently produce a persuasive document. Based on their customized approach to training, we were able to reduce turnaround time as well as reduce the overall proposal preparation time for all involved - marketing, partners, and staff.”

-Charlotte Prom, Marketing Manager, Grant Thornton LLP

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

Maintaining That Pipeline

*************************************************
If you saw the September 2005 issue of Practical Accountant you may have noticed Whetstone featured in the Revenue Enhancers section.   The piece discussed the results of our recent survey which asked local and regional CPA firms if they measure the amount of new business opportunity in their pipeline and if so, what percent of their annual new business goal needs to be in the pipeline in order for the firm to reach their revenue goal.

Some of the highlights of the article included how to accurately set a growth goal by considering all factors that contribute to the goal and other issues that affect growth such as average life of a client, staffing and effectively using unprofitable clients.

To read the article in full, pick up the current issue or visit the following link:

http://www.webcpa.com/article.cfm?articleid=14194&pg=pracacc
*************************************************

Architects Benefit From Whetstone’s Process Too

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

One of our CPA firm clients recently referred us to help one of their clients, an architecture firm, with growth.  Since then we’ve started working with an additional architecture firm.   Architects face many of the same challenges as our clients in the accounting, banking and IT industries – a highly competitive marketplace, no time for business development and difficulty targeting qualified prospects with a compelling message.  We’ve found that the same processes and techniques that have brought success to our clients are working for architecture/engineering firms as well. 

If you have architecture firm clients that need assistance with growth planning, sales training, lead generation, or any of our other services, please don’t hesitate to call us. 

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

Whetstone Celebrates Five-Year Anniversary

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

Just five short years ago Whetstone was created to help companies in the professional services market find growth and hone their competitive edge.   In those five years we’ve grown in clients, services and staff - and we are proud to continue to offer effective tools and techniques to help our diverse client base find new ways to grow.  

The fact is, we wouldn’t be here if it wasn’t for our loyal clients.  We would like to thank you for allowing us the opportunity to share our vision of growth, and for allowing us to share in your successes.  Also, many thanks for all the referrals and recommendations along the way.  

Here’s to many more years of working together! 

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

To learn more about any of the topics we discussed in this e-newsletter, call us today at 319-447-6400 or 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 

The Whetstone Group respects your privacy. If you prefer not to receive emails about our latest news and services, you can unsubscribe by responding to this message with UNSUBSCRIBE in the subject line.
