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Why You Need a Plan

"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 | 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
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1. Build Your CPA List

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

-- Brian S.
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Identify Clients' CPAs

JUST DO IT!

Investable |% of Assets Other

Net Worth | Assets |Under Mgmf Advisors
11,000,000 9,200,000 78%)] 22
4,000,000 2.000,000 60%| John Anderson
3,000,000 1,100,000 100%)| 2?2
3,000,000 2.200,000 45%| 22
2.000,000 2.100,000 100%)| 2?2
2.000,000 2,000,000 75%)| 22
2.000,000 650,000 "

1,700,000 1,000,000

1,700,000 900,000

1,500,000 2.000,000

1,300,000 760,000 Do) 7

1,300,000 700,000 94%] 22
1,300,000 625,000 100%] Mary Thompson
1,300,000 560,000 100%)| 27
1,100,000 775,000 100%)| Jones Acctng
1,000,000 560,000 100%)| 27
1,000,000 560,000 100%)| 27
1,000,000 600,000 100%)| 2?2
1,000,000 500,000 72%]| 22

800,000 650,000 100%)| 27

750,000 700,000 100%)| 27

500,000 400,000 81%)| 22
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Mine Your Social Connections

* Hire a CPA

Ask friends & family
Check the office directory
* Meet your neighbors

Corporate Lakes Center

. el
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Review Industry Resources

Industry media
Professional associations
State CPA Society

Local CPA Society

Yahoo directory
CPAdirectory.com

State CPA Resources and Contact Information

Alabama

Alaska

Arizona

Arkansas

California
Commonwealth of
the North Mariana Islands
Colorado
Connecticut
Delaware

District of Columbia
Florida

Georgia

Guam

Hawaii
Idaho
Ilinois
Indiana
lowa
Kansas
Kentucky
Louisiana
Maine
Maryland
Massachusetts
Michigan
Minnesocta
Mississippl

Below are links to the 55 states and territories resources and contact
information pages. The pages are designed for AICPA members, CPA
societies, boards of accountancy, and aspiring CPAs to access state- and
territory-specific resources and information in the areas of accountancy,

government, study, and taxes.

We have also compiled downloadable lists of state society and state board of
accountancy social media accounts, including links to Facebook, Twitter,
Linkedin, YouTube, Flickr, Google+, RSS Feeds, Myspace, Foursquare, and

blogs.

If you have suggestions on how to improve the state and temitory resource

area, please email dbond@aicpa.org.

Missouri
Montana
Nebraska
Nevada

New Hampshire
New Jersey
New Mexico
New Yaork
North Carolina
North Dakota
Ohio
Oklahoma
Oregon
Pennsylvania

Puerto Rico
Rhode Island
South Carclina
South Dakota
Tennessee
Texas

Utah
Vermont
Virgin Islands
Virginia
Washington
West Virginia
Wisconsin
Wyoming

Source: AICPA

ADVISOR/CLIENT



Social Media

SEARC

Advanced »

Al
I People
More..

Location -
All

+| United States (1004)
Greater New York Cit... (107)
San Francisco Bay Area (73)
Greater Los Angeles...  (44)
Greater Philadelphia A... 40)

+ Add

Relationship =

Al

1st Connections 1@
+i 2nd Connections (1004)

Group Members {368)

Jrd + Everyone Else  (53314)

Current Company &
Al

New Jersey Society of.. (11
AICPA @
BAM Advisor Services ]
BUCKINGHAM Family . (7)
Texas Sociely of CPAs 8)

+ Add

1,004 results for CPAs

United States x  2nd Connections x

Joanne Barry, CAE 2.

Executive Director at the New York Stale Society of CPAs

+ 1 shared connection - Similar

Eric Rippeth, CPA 2.
Eagle Tax, CPAs

+ 1 shared connection - Similar

‘William (Bill) Super 2.

Owner at William Super CPAs & Consultants

+ 1 shared connection - Similar

Reset

Michael B. Allmon, CPA &% 2=

CPA - Income Tax, Estate Planning and Personal Financial Advisor

for High Net Worth Individuals and Families

» 1 shared connection - Similar

CPA firm Pariner at Michael B. Allmon & Associates, LLP, CPAs

Bob Bellenfant 2.

Co-Owner of Bellenfant & Miles, PLLC CPAs

¥ 1 shared connection - Similar

H Wayne Wilson, CPA/PFS, CFP, CGMA

Managing Member, Wilson, Rea, Beckel & Associates, CPAs, LLC

» 1 shared connection - Similar

ﬁ CPAs who are not my friends and live in Los Angeles, California

Kelly Buck
CPA at SingerLewak

d Lives in Los Angeles, California - From Littleton, Colorado
& Studied Accounting at Tulane University '10

@ Single - Female

& Read Harry Potter, The Count of Monte Cristo and Sphere:

41 Add Friend Message | | Q

Natalie Yildiz

Certified Public Accountant at NY Consulting LLC

@ Lives in Los Angeles, California

4 Add Friend  Message | | Q0

Laurie Seiberg Patterson
CPA at NSBN LLP

& Lives in Los Angeles, California - From Porter Ranch, California
& Studied at San Diego State University ‘91

® Married to John Patterson

41 Add Friend Message | |Q

Edith Miranda-Smith
CPA at The Chugh Firm
4 Lives in Los Angeles, California

SEE MORE

More Than 100 People ~ Share

REFINE THIS SEARCH

Gender | Add... ¥
Relationship  Add... v
Employer  Add.. ¥  Add
CPA ~
Employer Location... ~
Time Period... ¥
Current Gity  Los Angeles, California ~

Hometown  Add... ¥

Friendship
Friendship | v Not My Friends
Name My Close Friends
My Friends
SEE MORE Friends of My Friends
Friends of Austin QD
Friends of Ecwar QD
EXTEND THIS
Friends of Kaitin D
Friends of Lauren (RN
Friends of Margaret (I D

These people’s friends
Places where they've worked

Source: LinkedIn

Source: Facebook

ADVISOR/CLIENT



2. Develop an Introduction Strategy

Challenge: "Finding trustworthy
professionals whom | can rely on

to genuinely assist my clients."
-- Skip F.
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The Approach

. Referrals

. Client reviews

. Looking-to-refer

. Second opinion service
. Buy an hour

o b WN B

"Hi, Cathy. My name is Bob , and I'm a Financial Advisor with .
Your name was given to me by and there was a specific reason why he did
s0.

Recently, | had breakfast with Gary Jones and we were discussing the book
"Marketing to Women" by Marti Barletta. | told him that my practice is now
focusing on women and female divorcees.

Although | have been in practice for 23 years, | have decided to focus on this
area because of a painful experience my sister went through two years ago.

My goalis to help educate other women in the area of my expertise so they don't
have to go through the same painful experience that my sister did.

Gary suggested that you would be a good person to talk to expand my education
in this area. I'm trying to identify what else | can do for these women and their
CPAs.

| was hoping that you could help me out with this. Could | come buy your office
or buy you a cup of coffee one day and hear your thoughts?"

CPA Phone Intro -- Referral

ADVISOR/CLIENT



Questions to Ask

Tell me about your practice. \“
Describe your typical client? Ideal client? v
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 | contact you with further questions?

ADVISOR/CLIENT



3. Up the Trust Factor

Challenge: "How do | convince
them | do not want to pillage their
book of business when, in fact, |
really do want to pillage their book
of business?"

-- Tom §.
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How CPAs See CPAs

ADVISOR/CLIENT



How CPAs See FAs
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What CPAs Want

"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

ADVISOR/CLIENT



Top Business Concerns

SOLE PRACTITIONERS

1. Keeping up with changes and complexity of tax laws
2. Bringing in new clients

3. Seasonality/workload compression

4. Retention of current clients

5. The effect on firms caused by new federal & state
regulations (e.g., increasing complexity, costs to comply)

FIRMS WITH 2 TO 5 PROFESSIONALS

1. Keeping up with changes and complexity of tax laws
2. Succession planning

3. Finding qualified staff

4. Bringing in new clients

5. Seasonality/workload compression

FIRMS WITH 6 TO 10 PROFESSIONALS
1. Succession planning

2. Finding qualified staff

3. Bringing in new clients

4. Retaining qualified staff

5. Owner/partner accountability and unity

FIRMS WITH 11 TO 20 PROFESSIONALS
1. Bringing in new clients

2. Finding qualified staff

3. Succession planning

4. Retaining qualified staff

5. Retention of current clients

FIRMS WITH 21+ PROFESSIONALS
1. Owner/partner accountability and unity
2. Bringing in new clients

3. Retaining qualified staff

4. Succession planning

5. Finding qualified staff

Source: AICPA, Oct. 2013
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Treat Them Like Your Best Client

e Stress client service

e Don't immediately talk referrals
e Don't talk business building

e Emphasize process & training

e Speak in specifics

e Take the long view

e Be available for calls

e Become a resource

ADVISOR/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.
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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
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Prove Your Value

* Come in with specific problems

* Provide sample work product

e Offer case studies

* Include them in client reviews

* Give educational workshops

* Invite them to investment
committee meetings

* Provide second opinions

ADVISOR/CLIENT



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.

smoutl
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Ideal Client Profile

Net worth: $S1 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

ADVISOR/CLIENT



Your Marketing Toolkit

* CPA-specific positioning statement

e Technical bio(s) By anan

* 1-3 CPA/client stories
* Code of Ethics/Values

e Areall your assets held in your own name?
* Sample work product |
s Dovyou have real estate held in your own name?

* Do you have significant equity in your personal residence?

e List of 'conversation starters'

e Whatinsurance do you carry both professionally and personally?

Whatb ess ity do vy p der? Are yi I
proprietor? Partner?

Whattrusts do you h:

Do you have an pl
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6. Stay Top-of-Mind

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

-- Tim N.

ADVISOR/CLIENT



Regular Email Touches

Great CPAs

=
Send

Subject:  1-Minute Memo: Planning the Retirement Bucget

e Send articles SR A :

One of the most important reasons to factor future tax liabilities into a client's balance sheet is to help clients
know how much spendable income they will have in retirement. Some retirement budgets have an entry for taxes,

.
. but because retirement income often comes from different sources including pensions, Social Security, annuities,
traditional IRA distributions, Roth IRA distributions, part-time employment, and dividends and interest earned in
taxable accounts--each with its own manner and rate of taxation--it is very difficult to estimate taxes in a
. Great CPAs g after-tax
. 1-|Vllnute Mel IlOS in retirement
Subject;  1-Minute Memo: Bond Immunization in Asset-Liability Matching 5 all
[} M a r ket re p O rt S Bond Immunization in Asset-Liability Matching
ments it

One approach used in asset-liability matching is bond immunization. Here, the duration of the bond portfolio
is matched to the time horizon of the liabilities. Duration is a measure of how long it takes a bond to be

|

£

13

repaid, taking into accounts the bond's yield, coupen, final maturity, and call features. It indicates how giii?nfoﬁ
sensitive the bond will be to interest rate changes.

For example, the price of a bond with an effective duration of two years will rise (or fall) 2% for every 1% 3

decrease (or increase) in interest rates. A bond with a duration of five years will rise (or fall) 5% for every 1

1% decrease (or increase) in rates. The longer the duration, the more sensitive a bond is to changes in fererort
interest rates. 5r drop us a
On the liability side, interest rate changes affect the present value of the future liabilities. Present value is - >

calculated using a discount rate that is tied to current rates and some number of years. If the discount rate
rises, it will cause the present value to fall, and vice versa.

For example, a $1 million liability that must be paid in 10 years has a present value of $675,564 if a
discount rate of 4% is used. But if current rates rise to 6%, the present value falls to $558,395. Present
value also changes with the advance of time. Five years from now the present value of the $1 million in
liabilities will rise to $747,258 if a 6% discount rate is used, or $821,927 with the 4% rate.

The theory behind a bond immunization strategy is that as interest rates rise, the value of the bond pertfolio
will fall-but so will the present value of the future liabilities. As long as liabilities can be paid, it doesn't
matter that the portfolio is worth less. And vice versa. If interest rates fall, the discount rate used to

determine the present value of the future liabilities will also fall. causina the value of the future liabilities to =
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Seasonal Communications

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

47 Wealth Management Group
9 Liberty Rock Rd., Suite 19
Peona, IL 61601
(123) 456-7890
www wealthmanagement com

Dear [Insert Mame]
My name is [Insert Advisor Mame] and we have mutual clients by the name of
Unsert ClientName(sil.

I am writing to introduce myself and [Insert Company Name]. We are a wealth
management firm specializing in assisting high net worth individuals and businesses
with their financial needs. This may include cost basis information for tax preparation
purposes.

We also provide complimentary services for our CPA partners throughout the year,

and especially during tax season. Examples of these services include historical pricing
information, gain loss reports, estate settlement values and a review of retirement plans
Qur services may be viewed as “value added” by your clients with no cost to you.

Occasionally, our clients are in need of professional help and ask us for referrals
Please do not hesitate to send us information about your firm and your services

We look forward to a long and lasting relationship working with you for the benefit
of the [Insert Client Last Name]'s

Very truly yours,
Adam

Adam Sample
Certified Financial Planner
adam@wealthmanagement.com

Advisory Services offeredthrough Wealth Manage ment Group, a Registered Investment Advisor.
Securities offered through Wealth Management Group, member FINRA/SIPC.
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Host CPA Events

e Host 1-2 educational events
e Host 1-2 social events

e Give TGIO party

e Offer CE hours

e \Webinars

e Client appreciation events

e Exercise!

ADVISOR/CLIENT



7. Cultivate the Relationship

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

* Contact 20x per year

* Lunch rotation

* Provide financial summaries

e Gather clients' tax materials

* Annual portfolio review with
best client

* Selected social events

ADVISOR/CLIENT



Stay Up on Their Issues

cP Tax & Compliance ) Brusht o vou by the American Enstitteof s eem———T

o - ’ — — aCCOUI It" | I ODA
) & £.7% momsonreutens
Obama umps proposal to end college-plan tax advantage
TAX COMPLIANCE NEWS o 4

The GPA Journal

THE VOICE OF THE PROFESSION

Year-End Tax Roundup,

Federal Credits ® Tax Scams © New York State Taxes

-

Obams has aband

TAX SEASON KICKOFF 711 .26
s oyt i Dt g | Serees, e ‘S v g 1 e -t
e o e € P ot o e iy 505 s gt of b e

o (AN
Off to

e it e i s ot Ot P a slow
:

¢ fom aseunants whe paer wih Thomson Rewtrs myPay St fo .
prie cply st e e e e start

FIRMS SERVE

PAYROLL CLIENTS arenaut e AL Frenwith he cxtenders " \"
v myPay Solians Gan Help. Register
IRS Shares List of ‘Dirty Dozen’ Income. WITHOUT HASSLE Vo oy Stors on e B pused this atenson F “\
Tax Scams for 2015 promises complications:

pr—

» /

sgressive and threatening phone cals by criminals -
impersonating IRS agents remain near the top ofthe.
annual ABA Report —

Printable Income Tax Forms and 6 Tips on Gambling and Income Taxe: )
Instructions - for Tax Year 2014 Don't Play the IRS for a Sucker What's next in revenue recognition implementation?

Its tax season and, of course, Gambing «deductivle on inancial Accounting Standards Soard stafl ex

for numerous forms, schedules and instructions. their own, but you can write off losses up to the resegnition 55ues to the board in February — and pia ter.
nesded o amount of. of 2015 on a possible delay in the standard's effective date. Joumal of Aczountancy online {17

Share:

DAILY NEWS
Al your clients. Always accessible.

8 Tips to Spot an Income Tax Phone Scam ntuit The NEW QuickBooks" Online Accountant is pack
Itstax season, and Americans dread doing theirtaxes. On the other hand, i tax season, and milions of. QuickBooks, #3510 3coess 3il your clients 38 mosteus
Oning Accouraant o iot only does it san sz
s Congress to Give IRS More Flexibility on Granting Tax Code Section scooumtants. Try i row,

AICPA
9100 Relief
The American Insifute of CPAs s urging the LS. Congress and
the.

Tax Season Watch romeen (§
R&D Tax Credit Survives Latest Round of Tax Legislation J Wolters Kluwer

The research credit i ke the cat wih nine ives.._except fs more. This credi, which technicall expied
78 days left to file tax retu:

Income from nvestment management company is subjectta sef-cmployment tax
he distrioutiv m 2 imis labity sompary (L

Aocording 1o 1h
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8. Find a Champion

Challenge: "Breaking
into the good old
boys network!"

-- Laura M.
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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?

CDOoO000000 00
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9. Induce Reciprocity

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

—— nnnnnnnnnn ADVISOR/CL'ENT



Aim for Pass Through

e Provide marketing materials for clients
Offer to give workshops to CPA's clients
e Offer special table at your events
e Offer Second Opinion Service

e Connect on LinkedIn

e |nvite to referral events

e Give several referrals per year
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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.
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Your 2015 CPA Marketing Plan

Month
Jan

Feb

Mar

Apr

Jun

Jul
Aug
Sep
Oct

Nowv

Dec

CPA & Attorneys Communication Schedule

Communications

Investment Committee Meeting

Email article with note

Contact CPA for tax needs

CPA lunch/gift basket

"Thank God It's Over" open house

COIl Roundtable

Portfolio review meeting

Email article with note
Invite to social event/lunch

Email article with note

Phone call/visit

Invite to educational workshop

Email article with note

COl/Client Year End Meeting

Holiday Open House

Reports

4Q & Year End
Review

Send client's
financial summary

1Q Review

2Q Review

3Q Review

Tier
Tier 1 CPAs & Attnys
Tier 1 & 2 All
Tier 1 CPAs & Attnys

Tier 1 CPAs
Tier 1 & 2 CPAs
Tier 1 & 2 All

Tier 1 & 2 CPAs
Tier 1 & 2 All

Tier 1 & 2 All
Tier 1 & 2 All
Tier 1 CPAs & Attnys
Tier 1 & 2 All

Tier 1 CPAs & Attnys
Tier 1 & 2 All
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The 2015 CPA Marketing Checklist

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

CDOoO000000 00

[
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Advisor/CPA

The Advisor/CPA Engagement Process

Introduce yourself
Build COI list

Get a 20 Minute Meeting &

/ permission to drip

You are here!
Invite to Lunch

Form COI Referral

Network Participate in Roundtable

Partner for Tax Briefings

Offer Wealth

Summits to selected
clients

ADVISOR/CLIENT

A year's worth of
CPA marketing
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CPA Presentations

Prospecting Toolkit

(0l Roundtable: Cultivate Referrals
With a ‘Study Group’ for CPAs, Attorneys
and Other Professionals

A 5-Step C ign for Hosting a Professi
that Builds Credibility & Standing with COls

TOPIC: Navigating the
Complexities of the Net
Investment Income Tax

b-\
®

Prospecting Toolkit

01 Roundtable:
Tapping Into
Retirement Accounts

A 5-Step Campaign for Hosting a Professional Roundtable
that Builds Credibility and Standing With COls

LinkedIn for CPAs

MARKETING CAMPAIGN

Asocial media campaign that
gets you in front of CPAs to
talk about their business.

Each workshop can be offered for 1 CPE hour.
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- 12 Months of CPA Touches

Wi Medicare and the Affordable Care Act How Rising Interest Rates Can Affect The 10 Basic Questions of Estate Planning
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Seasonal Communications

KEY FINANCIAL | verrrmon " rm e aece 47 Wealth Management Group

Sampletan Wealth Management Group 9 Liberty Rock Rd., Suite 19
Ssatlol R . Peoiia, IL 61601
e e (8| B s | | Mg | e | New York, NY 10018 et anaeme (123) 456-7890
i = | ouses et 10 m‘w( www wealthmanagement.com

Dear [Insert Name],

My name is [Insert Advisor Name] and we have mutual clients by the name of
nsert.QUSnLNIELRL.

1 am writing to introduce myself and [Insert Company Name]. We are a weatth
management firm specializing in assisting high net worth individuals and businesses.
with their financial needs. This may include cost basis information for tax preparation
purposes.

We also provide complimentary services for our GPA partners throughout the year,
and especially during tax season. Examples of these services include historical pricing
information, gain loss reports, estate setilement values and a review of retirement plans.
Our services may be Vipuad_as fualua addad o linntc with i

[cient's cpas

Subject: | Assisting you during tax season

Occasionally, our clien
Please 0o not hesitate

We Iook forward to a I
of the [Insert Client Lag

Very truly yours, I know you're very busy, and | wanted to send a quick note to mention some services | can offer to help make this tax
season go more smoothly.
Adan

1 can offer you historical pricing information, gain loss reports, estate alues, and a review of
Adam Sample plans. 'm also helping our mutual clients gather their tax documents as well as adding a financial summary that may
Certified Financial PIan| | make it easier to review their case.
adam@wealthmanager

If there is anything I can do for you or any way to help our clients prepare, please don't hesitate to let me know. I'm
Advisory Services offeredt] | 1y 5 phone call away and available whenever you need me.

‘Securities offered through)

I hope this tax season goes much better than last. And if there is anything | can do to help, please let me know.

Sincerely,
Adam
Adam Sampleton

Wealth Management
Contact Info

S
Branded reference materials Templates for personalized
communications

ADVISOR/CLIENT



CPA Marketing Techniques

Advisor/Client Solution
Y )
To: COI NDH Attendee

From: Advi

Date: Two -NEEKQ after
F rmerlchA Connect Subject: New ideas on navigatng the new Hedicare Tax Tax Season Marketing
Dear [COT]:
Several weeks ag0 you mentioned 2n interest in our lunch on navigating the rew 3.8% In this issue:
Medicare tax, but were unable to attend. It tumed out to be a lively evert, full of great - Taxseason

questions, answers, ideas, and recommendations. We really could have used your expertise in

the mix. + TGIO party for CPAS
+ Q8A: How o respond
Although we're srry you missed it, we have created an executive summary to capture the + How to market lass. e o e ”HMWW‘
discussion. There were many good ideas shared that could be valusble to you and any clierts + Find COIs with a Rau
concemed about tax deferral under the new tax faws.
Ifyou are stil nterested in the topic, 1would be happy to share our executive summary with Dear Warketor

you. You can just reply to this email or give me a call at [phone number].

Tax season offers plenty of  How many COIs Do You Need?

In fact, the lunch was such a success that we planto keep these kinds of discussions going. T
i am currently reviewing the evaluation forms that the group filled out and see some productive & Callallyour clients,

ideas for future \un(hes 11 he sendmg an emaﬂ snun listing those suggestions to the group. If st

you would like to + How many COls do you need?

& Senda note to yout i
- " + Newsjack the debt ceiling debate

m [optional: one i "Hi. Cathy. My name is Bob . and I'm a Financial Advisor with __. & Buy lunch for your

+ Whatto do now
Would you be int + November webinar schedule

Your name was given to me by and there was a specific reason why he did ¥ Scnedule "1040 Re|
Again, somyyoun  so. onhowtoread arefurr,  Dear A/C Marketer:
there! Just et me ) i
Recently, | had breakfast with Gary Jones and we were discussing the book « SWaysa 104080 on Oct 10t twas

Sincerely, Marketing to Women" by Mart Baretta. | fokd him that my practios s now « Providing Real i tightn the midde of al T debtcllng mess, 50 you Mght have s . Bu s

[advsorname] | @ super-easy campaign and perfect too for buiding your CO! st and your iche.
Ve ry ' n g 0 u ee 0 a r e [Contact informiat| focusing on women and female divorcees. v
Scaedde aTGIOB gl one of the questons hat came from the
7 Although | have been in practice for 23 years, | have decided to focus on this presentation was "now many COs should an adisor have?” .&;_ 8 1,
area because of a painful experience my sister went through two years ago. | searched Horsesmouth and industry sources for a

0 S a n S I n Most years you only hava u|  quentiative answer and there is surprisingly no set rule of
My goal is to help educate other women in the area of my expertise so they don't thumb. However, | did find some suggestions:
have to go through the same painful experience that my sister did. . As many COl elaionships s you can contact 20x per
year (including quarerly unches)

Gary suggested that you would be a good person to talk to expand my education ‘mm.m\%m

in this area. I'm trying to identify what else | can do for these women and their * 12 core COIs and about 100 potential COls (core COls | ~zeizzeniar

CPas. are ones you ake fo lunch regulary;the rest youre: Cor Communiy
culvating as potental lunch parters) Referal Campaign

1 was hoping that you could help me out with this. Could | come buy your office

O bley Yol cups of GoffR one iy aidl haar YUx thlbgh 7 + 4.COls for each of your best 25 clients (which could include spouses and

family members s well as other tusted advisors)

“The industry average seems fo be around one to five CPAS per advisor, with the

Step-by-step marketing
guidance

CPA Forms, Templates & Bi-monthly CPA
Worksheets Newsletter

ADVISOR/CLIENT



CPA Advice & Coaching

Date
2/19/2015

Campaign
Your 2015 COI
Marketing Plan

Description

Strategize 12 months of marketing activities to help you meet
and cultivate your best centers-of-influence (COls) -
especially CPAs.
Campaigns discussed:

& 2015 COl Marketing Plan

¢ 2015 1-Minute Memos

e 2015 Key Financial Data Campaign

¢ How Can | Help Email & Phone Script

4/30/2015

How to Get in Front
of CPAs

Get in front of 10 CPAs (at least!) in the next 60 days with a
step-by-step system for contacting, meeting, and cultivating
CPAs and other centers-of-influence.
Campaigns discussed:
s Introduction Strategies
* (Ol Roundtables: Tapping Into Retirement Accounts
e (Ol Roundtable: Navigating the NIIT
* (Ol Workshop: LinkedIn Marketing
*  Summer Social Prospecting With Your Best COls

7/16/2015

Fall Marketing With
CPAs

Set up a series of client education workshops and high-level
strategy meetings with your favorite COI(s).
Campaigns discussed:

e 2015 Tax Briefings

o Wealth Summits Strategy Lunches

s COI Community Referral Campaign

9/17/2015

Establish a Formal COI
Referral Network

Build your own personal network of professional referral
sources who meet regularly to exchange advice, insights, and
new business.

4 webinars per year
dedicated exclusively
to CPA marketing and

featuring 13-15
CPA-specific
campaigns!

ADVISOR/CLIENT



Join Us!

1-Year Membership: $597

Your Price: $S497
(Must enroll by July 15)

Next Webinar: July 16

ADVISOR/CLIENT



Get Your Year of CPA Marketing!

Go to: www.
horsesmouth.com/cpa

m

. I \
Advisor;CPA |
Formerly CPA Connect

i
Your Master Plan For Finding,
Building and Cultivating

Profitable Referral
Relationships With COls

ADVISOR/CLIENT



