
Host: Wendi Webb, MBA,  
Director of Advisor/Client Marketing 
 
Producer: Doug Pierce 

June 2015 
 

How to Market to CPAs 
A 10-Step Marketing 

Plan for 2015 

Romance 



"Advisors, in all honesty, lack the tenacity as a group  
for building CPA alliances. You see a lot of quick starts: a 
seminar, a mailing. But I don't see much tenacity. If you 
really want to work with CPA firms over time, you have 
to ride the relationship."  
 

                      -- Chip Roame, managing principal  
of Tiburon Strategic Advisors 

Why You Need a Plan 



Challenge: "Finding a quality list 
of local professionals and having a 
solid introduction strategy."    
                                        -- Brian S.  

1. Build Your CPA List 



Identify Clients' CPAs 

JUST DO IT! 



Mine Your Social Connections 

• Hire a CPA 
• Ask friends & family 
• Check the office directory 
• Meet your neighbors 

 
 



• Industry media 
• Professional associations 
• State CPA Society 
• Local CPA Society 
• Yahoo directory 
• CPAdirectory.com 

Review Industry Resources 

Source: AICPA 



Social Media 

Source: LinkedIn 
Source: Facebook 



Challenge:  "Finding trustworthy 
professionals whom I can rely on 
to genuinely assist my clients."                 
     -- Skip F.  

2. Develop an Introduction Strategy 



1. Referrals 
2. Client reviews 
3. Looking-to-refer 
4. Second opinion service 
5. Buy an hour 

The Approach 

CPA Phone Intro -- Referral 



• Tell me about your practice. 
• Describe your typical client? Ideal client? 
• Do you have a specialty or niche?  
• How do you see your practice evolving?  
• What types of cases would be best suited for your practice? 
• Do you do any investment management?  
• Which professional associations are you most active in? 
• How would you handle (insert technical issue)? 
• Could you walk me through your customer service process? 
• May I contact you with further questions? 

 

Questions to Ask 



3. Up the Trust Factor 

Challenge: "How do I convince 
them I do not want to pillage their 
book of business when, in fact, I 
really do want to pillage their book 
of business?"         
        -- Tom S.  



Fees/retainers 

How CPAs See CPAs 

Client focused 

 

Fiscally conservative 

 

Highly educated 

 

Professional 

 
Rules based 

 

Principled 

 

Saves money 

 



Costs money 

How CPAs See FAs 

Liability 

Commissions 

Product pusher 

Non professional 

Salesy Aggressive 

Unprincipled 



"Every CPA wants to move away from tax counselor to 
comprehensive business advisor. They want to be re-branded. 
They want to be involved in all aspects of a client's life. And herein 
lies the problem. They don't know how to do that. Who does? The 
financial advisor. 

"CPAs greatly admire the way financial advisors bond with their 
clients and become involved in their lives and life choices." 

 
― Daryl Logullo, industry coach 

 

 

 

 

 

 

What CPAs Want 



 

 

 

 

 

 

 
Source: AICPA, Oct. 2013 

Top Business Concerns 



• Stress client service 
• Don't immediately talk referrals 
• Don't talk business building 
• Emphasize process & training 
• Speak in specifics 
• Take the long view 
• Be available for calls 
• Become a resource 

 

 

 

 

 

 

Treat Them Like Your Best Client 



4. Show Them What You Can Do 

Challenge: "Earning their trust 
to send me clients, building the 
relationship, and quantifying 
our value."                                
               – Debbie C. 



Choose an Expertise/Solution 

• Retirement income planning 
• Retirement planning 
• Roth recharacterization 
• College funding 
• Asset protection 
• Asset transfers 
• Income management 
• Inherited IRAs 
• Insurance 
• Charitable giving 
• Business succession 

 

• Social Security 
• Captive insurance 
• Special needs planning 
• Industry specific topics 
• Advanced IRA strategies 
• Risk management 
• Wealth transfer strategies 
• Fixed income investing 
• Asset/liability management 
• Legacy planning 
• Start-up financing 

 

 



Prove Your Value 

• Come in with specific problems 
• Provide sample work product 
• Offer case studies 
• Include them in client reviews 
• Give educational workshops 
• Invite them to investment 

committee meetings 
• Provide second opinions 



5. Help Them Talk About You 

Challenge: "Teaching CPAs 
what to look for and how to 
introduce us as a resource that 
could help them."        
           -- Aaron Y.  



Ideal Client Profile 

 • Net worth: $1 million 
• Age: 50+ 
• Career: Senior exec 
• Family: Married with children 
• Problem:  Retiring in 5 years with 

multiple retirement accounts 
• Major pain points: Shaping income stream 

from qualified and non qualified retirement 
accounts.  Maintaining current lifestyle.  
Financing vacation home.   

 
Bob 



• CPA-specific positioning statement 
• Technical bio(s) 
• 1-3 CPA/client stories 
• Code of Ethics/Values 
• Sample work product 
• List of 'conversation starters' 

 

Your Marketing Toolkit 



6. Stay Top-of-Mind 

Challenge: "Staying in front of 
them... so when the needs arise 
they think of me!"                   
       -- Tim N. 



Regular Email Touches 

• Send articles 
• Send videos 
• 1-Minute Memos 
• Market reports 

 
 
 
 



Seasonal Communications 

• Letter of introduction 
• Help during tax season 
• Swag during tax season 
• Blackout dates 

 
 



Host CPA Events 

• Host 1-2 educational events 
• Host 1-2 social events 
• Give TGIO party 
• Offer CE hours 
• Webinars 
• Client appreciation events 
• Exercise! 

 
 
 



7. Cultivate the Relationship 

Challenge: "Building trust and 
getting them to understand all 
the financial services and 
concepts I can help their clients 
with!"          -- Michael J. 



• Contact 20x per year 
• Lunch rotation 
• Provide financial summaries 
• Gather clients' tax materials 
• Annual portfolio review with 

best client 
• Selected social events 

 

Nurturing Ideas 



Stay Up on Their Issues 



 

8. Find a Champion 

Challenge: "Breaking 
into the good old 
boys network!"   
       -- Laura M. 



The Champion Checklist 

 Do they serve a similar target market? 
 What are the assets of their average client? 
 How many clients do they have? 
 Are your business goals compatible? 
 Is their business successful? 
 How do they get new clients? 
 Do they have high end expertise? 
 How customer service oriented are they? 
 What financial services do they offer? 
 What are their financial service biases? 

 



9. Induce Reciprocity 

Challenge: "Getting any 
type of reciprocation!"       
       -- Eric G. 



Aim for Pass Through 

• Provide marketing materials for clients 
• Offer to give workshops to CPA's clients 
• Offer special table at your events 
• Offer Second Opinion Service 
• Connect on LinkedIn 
• Invite to referral events 
• Give several referrals per year 



 

10. Build a Game Plan 

 
Challenge: "A workable, 
consistent plan/strategy... 
the lack of which has 
resulted in little to show for 
the haphazard effort."             
                                 -- John E. 



Your 2015 CPA Marketing Plan 



 Build your CPA list 
 Develop an introduction strategy 
 Up the trust factor 
 Show them what you do 
 Help them talk about you 
 Stay top-of-mind 
 Cultivate the relationship 
 Find a champion 
 Induce reciprocity 
 Build a game plan 

The 2015 CPA Marketing Checklist 



Advisor/CPA 

A year's worth of 
CPA marketing 

 



CPA Presentations 

Each workshop can be offered for 1 CPE hour. 



12 Months of CPA Touches 



Seasonal Communications 

 

Branded reference materials Templates for personalized 
communications 



CPA Marketing Techniques 

 
How many COIs Do You Need? 

 

 
Tax Season Marketing 

 

Bi-monthly CPA 
Newsletter 

CPA Forms, Templates & 
Worksheets 

Step-by-step marketing 
guidance 



CPA Advice & Coaching 

4 webinars per year 
dedicated exclusively  
to CPA marketing and 

featuring 13-15  
CPA-specific 
campaigns! 



Join Us! 

1-Year Membership: $597  
Introductory Discount: <$100>  

Your Price: $497  
(Must enroll by July 15) 

Next Webinar: July 16 



You da 
man 

Get Your Year of CPA Marketing! 

Go to: www. 

horsesmouth.com/cpa 


