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Former Chairperson, Membership Satisfaction Committee at the
national Association for Accounting Marketing

Former President and Vice President of the Philadelphia Chapter
of the Association for Accounting Marketing

Panelist for the CPA Leadership Institute / Best Practices
Network

Former Chairperson of the Marketing Committee of BKR
International (a network of over 140 CPA firms worldwide)

2009 - received certification in coaching - addressing the
personal, professional and business connection of MIND, BODY
and SPIRIT
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Lisa Tierney, CLSC

Increased visibility of practice areas through targeted multi-faceted marketing campaigns
(i.e. 75-person CPA firm with revenue growth averaging 8% for three years in a row)

Growing a CPA firm’s niche area (forensic accounting and litigation support services group)
from a one-person, $650k practice to a five-member group which netted $2.5 in new
business annually

Leading the efforts to increase (quadruple) a 13-partner CPA Firm’s publicly-held clientele in
two and a half years resulting in an increased revenue of over $420k annually

Motivating CPAs with tailored individual marketing plans (i.e. regional firm increased
practice development hours for senior staff ranging from 6% to 18% in 2008)

Launching one of the first ever electronic (pay-per-click) marketing campaigns which
promoted a CPA firm’s business valuation practice area — the first year it returned a 600+%
return on investment; the second year 400+% (I won an award for that one from the
Association for Accounting Marketing)
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Securing prospective clients

Solidifying your connection with
decision-makers

Top 10 areas of focus to woo the

decision makers
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Presenter
Presentation Notes
What we’re going to cover today are the major areas that you should consider when developing a proposal.

We will give you the step-by-step of how to secure prospective clients by ensuring you are aware of and ready to address their needs
Show you how to effectively solidify your connection with the decision makers and demonstrate the value you and your firm can provide
Explain the top 10 areas of focus around your proposal of services…and many of them have nothing to do with the actual proposal document!



Is This You?
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Presentation Notes
Is this you at 4:59 on a Friday? If so, you are the victim of a fire drill! It’s not your fault, people get busy, but a partner has come to you because you are the only one-the proposal guru that can get it done! At 4:59 on a Friday!

I am consistently surprised by CPA firms’ lack of PROCESS when it comes to obtaining new clients.  From the RFP or that initial call/lead to fruition there are often many mis-steps and it is such a detriment for the partners who are trying so hard to “close the deal”.

So how can we prevent this from happening to you everytime THE perfect prospective client comes calling!?

The proposal is really not as important as it seems – it’s not in fact the desired deliverable.  Guess that the decision as to whether or not you COULD be someone they would even consider hiring was established in the first few minutes of your conversation or meeting.

So the panic around the document is – I assure you – completely unecessary


Preparation
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_Lien Tierney
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Presentation Notes
The answer is preparation!
By failing to prepare-we are preparing to fail.
While we can’t promise this to be a cure-all for every single situation, it will definitely help you in MOST situations when you need to prepare a proposal.
We’re also going to help you redefine this process – from reactionary to proactive  - and over time as this new process becomes integrated all involved will adopt the new approach because it makes things so much easier….  

Over time keeping these 10 steps I will show you in front of mind will – guaranteed – significantly improve your close ratio.  Guaranteed.

So let’s get started.


1. Conduct an Interview 6. The Engagement Team

2. Determine the Process 7. Pre-Meeting
3. Internally Communicate 8. Post-Meeting
4. Leverage Relationships 9. Deliverable
5. Research 10. Follow-Up
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Presentation Notes
These are the ten areas and this would be the slide that I would recommend you keeping somewhere you can find it the next time you hear of an opporunity


Interview

Ask guestions

www.TIERNEYCoaching-Consulting.com



Presenter
Presentation Notes
Questions! Ask plenty of questions!  Please make it a priority to think of this as a conversation – you are offering your help – the minute you receive a referral or hear fo a need / opportunity – take a breath and just pretend you are already their trusted financial advisor – then you can proceed with more confidence.

Set up a time with the prospect for an “interview” to identify hot button, pressing issues, why they are looking to change service providers
Who is your current CPA? What is the size of the organization? Annual revenue? No. of employees? Any related entities?
When will we be notified? Are you in need of any services that your current firm is not able to provide? If so, what are these services? Why are you considering changing accountants?
Who is your attorney? Who is your banker? What are you currently paying? What other firms are you considering? Were you referred to us? If so, by whom?  If not, how did you hear about us?

The key here is that you are active listening for anything that can help you to foster rapport – build trust, familiarity and comfort from their perspective.  Remember, it’s a BIG deal to change accountants.  

You want to learn about their hot buttons, issues, questions and concerns – what is the best thing about your current situation / the worst thing – if just going out to bid “because” – if there was 1 thing…�
Poll Question – reminder first that this is FOR CLIENTS, too.
Ask Tara – her thoughts on the Interview process as it applies to CR


The Process

What Is their
decision-making
process?

www.TIERNEYCoaching-Consulting.com


Presenter
Presentation Notes
The process
Determine the process by which the accounting firm will be reviewed and by whom the final decision will be made.
(we have an interview checklist that we can send, just send me an email if you’re interested)
Can we meet with you and your management staff before we put together a proposal?
If so, when and who will be in attendance? When will a decision be made? 
Story - 


Make sure
professional staff
know about the
opportunity
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Communicate the opportunity to the professional staff in the firm so everyone is aware  story about the brother in law

Another win for internal communication about leads is that it keeping your partners informed about new opps keeps them letting YOU know so you stay informed – also it helps them to step it up so they can be acknowledged -  communicating opps to the whole firm also helps improve morale and can educate them about how it’s done

Cozen O’Conner story about pitching a client
Brother-in-law of law firm�  


Leverage Relationships

Who do you
know that they
know?

4
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Presenter
Presentation Notes
Identify and leverage existing relationships with the decision-makers/influencers (attorneys and bankers) of the prospect

This is where LI is SO useful IF you have built up your connections – this strategy is helpful 



Research

Learn everything

you can about the
company and the
key players
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Presentation Notes
Perform research on all key players including C-suite and/or board, as applicable (i.e. industry trend reports, get together a short list of references/existing clients for which you have provided value that are similar in size and scope – don’t wait for the proposal – give your professionals some success stories to sprinkle throughout the conversation - use LinkedIn, Facebook, Internet Search, Google alerts, etc.

Recent scandal, purchase of new company – read the history of the company – use LI to see where they went to school, what charitable orgs they support, - stories to help foster rapport and build honesty – demonstrate commitment / dedication to industry and also show them you know who they are… everyone loves to hear about themselves.


Brainstorm

Talk about selecting the
engagement team
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Presentation Notes
Now you have some information to get your wheels turning…
Talk with the lead generator about the selection of the engagement team members – based on knowledge, area of expertise-and to foster rapport (consider age, gender, and other areas of possible mutual/common interest to attempt making a genuine connection among the members of each team; find out all attendees to the initial prospect meeting from their side)
POLL question - Do you know how (with whom) to share opportunities within your office/dept.?
Read quote from Matt Beardslee - Senior Manager Marketing at CohnReznick LLP – in NYC
Celebrities – sportsmanship – stories… barbershop quartet – everything non-”PC” – gender, race, religious affilitation, “Christ”


Pre-Meeting

Determine team
member roles to
address the needs

Hello
my name is -

identified by your Teoun
prospect during Leader
the interview T R S,

www.TIERNEYCoaching-Consulting.com



Presenter
Presentation Notes
If this is your only take-away today you will be ahead of the game.
Determine team member roles to address  the needs/issues identified by your prospect including the relationship manager (head of team) and other experts to address needs/issues identified by the prospect.
Include a well-formed outcome of the meeting (2-3 things you will leave the meeting having accomplished)
Tara – for comments



Post-Meeting
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Presentation Notes
Review how the meeting went; who generated rapport on each side; who will follow-up on behalf of the group and how…timeline, etc. (BE SPECIFIC – don’t leave anything to chance or unassigned to someone)  Is there a chance that someone can follow-up with “what will it take for us to be selected as your accounting firm?”

Do you use LinkedIn to connect with folks after you meet them?

Points to drive home – people respond to being told what to do.


Final Look
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Presentation Notes
IF you still have to submit a proposal (as opposed to an engagement letter) try to present it as a working document for their review! I hate to hear that a firm loses out on a bid because another firm came in with a lower fee.  In order to remove fees as a possible reason for rejection, consider putting that in there….?  We would like the opportunity to discuss our fees with you should another firm come in with a lower fee.   
make sure you answer: who, what, where, how, when, and why after you have written your proposal…
Who: who will do the work, who will manage the work, who will the client call if there is a problem, who is responsible for what 
What: what exactly needs to be done/delivered, what will be required to do it, what the expectations are, what the fees are
Where: where the work be done, where will it be delivered 
How: how will be work be done, how will it be managed, how long will it take
When: when will you start
Why: why have you chosen the approaches and alternatives you have selected, why they should select you 
How many times “WE” appears   “F”irm?
Tone  - will instead of would References
Bulletted points of “case studies” – how to build a bullet – specific yet general enough



Thank You

What if.... 7
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Presentation Notes
If you don’t get the engagement, PLEASE find out why.  The REAL reason.  Sending out an objective survey after the fact is usually well-received and will poise you better for consideration next time.  Knowledge is power too of course and it’s a goodwill gesture that lost prospects appreciate.  We know – we have asked them – they don’t mind, in fact they appreciate it.  If they don’t fill it out – offer a gift care every 6 months to those who send a completed survey to you – then share the feedback with your professionals – appropriately of course.


Thank You

OUESTIONS ?
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Presentation Notes
Before we talk to some of your folks…


Contact Us

To get a copy of our questions to ask
“cheat sheet”

Lisa@CPAMarketingConsultant.com

215-277-5756
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