Get In Front of CPAS
with CPE Workshops



You want to connect with CPAs and form
referral partnerships but you don't know

how. Cold calling isn't working and you need
a new technique.
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The long game

* Regularly receive phone
calls from financial
advisors

* 5x longer to get a
professional referral

e 9-12 months to form a
CPA connection
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Host workshops for CPAs and grant them
CPE credit.
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How can | grant CPASs

CPE credit?
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NASBA presentations

* National Association of
State Boards of NASB A
AC CO u n ta n Cy National Association of State Boards of Accountancy

* CPE sponsors can award
CPE credits for workshops
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The requirements

e Meet requirements of
state licensing bodies

* Developed by subject
matter expert

* Reviewed by active CPA

* Include element of
engagement
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And more...
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CERTIFICATE OF COMPLETION
019

This certificate is presented to:
-/ [Participant Name]

For successful completion of:

e Attendance sheet

Savvy Social Security: What CPAs, Attorneys, and
Other Professionals Need to Know About

Social Security Claiming Strategies
Presenter:
[Advisor's name & firm]
[Date]
[Location]

e Evaluation form
e Certificates

+ National Registry of CPE Sponsors Number: 130453
+ Instructional delivery method: Group-Live
+ Finance: 1 CPE credit

* Storage

ll. J.Lf»-« Nt

William T. Micklin, CEQ, Horsesmouth

ith the. staodards. of the Matinnal Registry of CPE Sponsnes, CPE credits have been granted based on a S0-minute hour.
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Advisor/CPA

* Approved CPE sponsor

* 6 NASBA approved
presentations and all
supporting materials

CPE Credits Guide

What vou need to do to award
Continuing Education Credits (CPE)
to (PAs
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The presentations

Prospecting Toolkit

¥

el

(0l Roundtable:
Tapping Into

Retirement Accounts

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

Advisor,

MARKETING
TOOLKIT:

Everything You Need to Present...

ity Claiming Strategiés

Prospecting Toolkit

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

A5-Step for Hosting a
that Builds Credibility & Standing with COls

TOPIC: Navigating the
Complexities of the Net

LinkedIn for CPAs

MARKETING CAMPAIGN

i

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

MARKETING
TOOLKI
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A closer look:

Savvy Social Security Planning

Marketing Flyer Evaluation Form

CPE Credit Guide Postcard Attendance Sheet

Cert of Completion

Savey SocialSecurity Planing; Wil CPhs, Attorneys, and Other Ewaluatian Form
Professionals Need to Knaw About SocialSecurty Ciaiming Stategles P —— —
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Savvy Social Security: What CPAs, Attorneys, and
i - - Other Professionals Need to Know About
Social Security Claiming Strategies

What you need to do to award
(ontinuing Education Credits (CPE) R o oa 4 L SN
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[Location]

Fresgmnae
Retuiont # National Registry of CPE Sponsors Number: 130453
# Instructional delivery method: Group-Live

# Finance: 1 CPE credit

William T. Nicklin, CEO, Horsesmouth
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Other Horsesmouth

oresentations

Savvy IRA Planning for
CPAs

10 Things CPAs Should Know
About IRAs

i
Put your name, firm name here
S 4 An Inside Look at Qualifying for Financial Aid

Managing Health Care 4 Kev‘s to Maklng d

Expenses in Retirement

What Baby Boomers Need to Dlﬂerm(e In a
Know About Medicare and

Long-Term Care Family Caregiving Challenge

Your Name

Firm Name m m Tl
Sy Capeshing =
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How do | get CPAs to come?
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Case Study: Dale Wright

 Richmond, VA

* Large network of CPAs in
the area to connect with

* Previously: Sponsored
someone else who was
CPE certified to hold
workshop
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Now: Presents himself

* Savvy IRA for CPAs

presentation
. Savvy IRA Planning f
» Contacted CPA firm S L

he had relationship 10 Things CPAs Should Know
] About IRAs
with

 Offered to hold
workshop at their 1 =

office
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Ill.tlS

really a pain to get certified to award CPE

credit, so in the past we would sponsor
someone else who is CPE-certified to teach a

WOr
all t
be t

<shop. But since Horsesmouth took care of
ne CPE issues for us, it allowed us to go and
ne experts.”

- Dale Wright
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The workshop

e 12 of 15 CPAs came

* Morning presentation:
Coffee, bagels, juice

e Know the material
* Follow-up

Advisor;



* Approached by one CPA
before he left

* Founder impressed
* Future trainings




Case Study: Donald Morgan

* Spokane Valley, WA

* Small business owners
and CPAs
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"My goal with CPAs is a little different from most
advisors. We don't approach them only as
referral sources. We try to show CPAs who we
are and how we can help them improve their
practices, particularly through our CPE
workshops. Because eventually, we want them
as clients.”

- Donald Morgan
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Using LinkedlIn

* Current connections
* Blog platform

* Saved searches

* Lead gen

Advisor;



Different programs

e 12 hours of CPE
 Different locations

* Positive feedback on
all presentations

7\0
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e At least one referral a
month

e 24 CPA clients

Referral

£ "
A\ /- 3)
QN Al
s 4
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Other 1deas

* Ask your best clients
about their CPAs

e Contact firms in
your area

Investable |% of Assets Other
Net Worth Assets  |Under Mgmd| 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%| 22

3,000,000 2,200,000 45%] 27

2,000,000 2,100,000 100%| 22

2,000,000 2,000,000 75%| 22

2,000,000 650,00

= JUST DO IT!
1,700,000 900,04 o
1,500,000 2.000,0(

1,300,000 760,000 100%| 2?

1,300,000 700,000 94%| 22

1,300,000 625,000 100% | Mary Thompson
1,300,000 560,000 100%| 2?

1,100,000 775,000 100%| Jones Acctng
1,000,000 560,000 100%| 22

1,000,000 560,000 100%| 22

1,000,000 600,000 100%| 2?

1,000,000 500,000 72%| 22

800,000 650,000 100%| 2?

750,000 700,000 100%| 22

500,000 400,000 81%| 22
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Best practices

* Choose a good time of
year

* Morning or lunch
e Light snack
* Educate

* Follow-up
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How do | turn CPA attendees Into

referral sources?
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Send relevant information

e Articles in the news

* Survival kit during tax
season

* Future event
Invitations

Advisor;



Advisor/CPA

Advisor;/ CPA

A MR e,

Your Master Plan For Finding,
Building and Cultivating
Profitable Referral
Relationships With COIs

The Advisor/CPA Engagement Process

ADVISOR/CLIENT

A year's worth of
CPA marketing!

Advisor;



Advisor/CPA article reprints

How to Know If

You've Been Hacked

CyberatacksaeLumched st s very dy. D0 you kow the waring

signs that your security has been compromised

a

Creating a Financially Organized Life

et e srtonraing e o g
i, statements, poices, and athe Fvancal paper

11 Financial Tips to Make
Caregiving Easier

(Caragiers generaty tand o their ldortyidsabled mily members 353
aborof ove, bt e avingfor them firancialy and otherwise.

e thins under contr

1

1. Tok sbent 8 sow o s o .

10 Important Tax Rules & Changes for 2017

3 reiont n e, mary epect wssping s
iy, B st happ.har e ch cutent s ks and
Chages oy eyt e e ot et cre

.o o

2 Dbt 3 captal gains s

Parents Want to Know: Will My Child
Make a Good Salary After College?

Wt theirgradustes equipped to get high-poying jobs quickly. Find

with some newty avaiable and very useful toos

Bewars of employmest igares

Grad sshres md oy e

§ Things You Can Do With an IRA That You Can't With a 401(k)

et — - |
; SANPLETTH
» =

1RA or A0L(K]? Know the ey diferences between these two popular
reirement plans to ensure you are saving inthe right accoun.

Fhors il
g i e

1. Make » quitd charitable
astbutan

What's New in Health Care in 20187

3 I
e

With s new presidont n o, many expect sweeping tx efor
s year,BUt ntl that happens, here o the current tx rules and
changes that my afect your retrement contributions, hesith e
expenses, and more,

1. lcome taes

2, Obigend and captal gl tax:
rtes were adjstod b nfation

6 Sawy Questions About Social Security

hs year, BUt untl that happens, here are the current to ruies and
your et heattncar

expenses, and more,

1, emame tes

2. Okéend an capital uls tax:
ates were adstodfr ination

10 Reasons to Vlsrl Your CPA Before Year-End

With » now president in office, many expect swoaping tax reform
this year BUt untlthat Nappens, here are the current tax udes and
changes that nay aoct your retiremont contibutions, hesith cre
expenses, and more.

. bume tes e

2 Diidend nd captal gains ax
ates were adusted o lfation

i 3 g

The Top 7 Questions for an
Effective Beneficiary Audit

5 y0u age-A Eo0r beneficiary auditcan reassure you that the right

Iucetment ssues are carsfully cansidersd.

How to Donate to Charity

offca, many
‘nappens, here re

expect swaaping tax reform

he current tas rules and

oxpenses, and mare.

——

horsesmouth
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Advisor/CPA

seasonal communications

KEY FINANCIAL DATA vericee= << -‘}

\/
EITTTT N .o 1007 JEaftTManagenent)
| ] e "R (212)855-1111 ext 10

T ts2rcieton@ sampletonwealth com 7z LTt

weorw sampletoawealin com

— T ——
Vice President

MEDICARE | oo "
123 Ha Svo

FOR INDIVIDUALS 65+ | 12ih Floor
New York, NY 10018

(212) 555-1111 ext. 10

www sampletorwealth com

Promiums and deductibles for 2017

Branded reference materials

4V Wealth Management Group
9 Liberty Rock Rd , Suite 19
Peoria, IL 61601
(123) 456-7890
www wealthmanagement com

Dear [Insert Name].

My name Is [insert Advisor Name] and we have mutual clients by the name of
(5

1am writing to introduce myself and (insert Company Name], We are a weaith
management firm specializing In assisting high net worth Individuais 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 seftiement values and a review of retirement plans.
Our services may be - -

[ To.. | |Cllent's cPas
Occasionally, our client] ‘ . J
Please do not hesitate { | =
Send
We look forward 10 a lo| Subject: | Assisting you during tax season
of the [Insert Client Las] -
Very truly yours, | 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
I can offer you historical pricing information, gain loss reports, estate settlement values, and a review of retirement
Adam Sample plans. 'm also helping our mutual clients gather their tax documents as well as adding a financial summary that may

Certified Financial Plan| | make it easier to review their case.
asam@wealthmanagen|

If there is anything | can do for you or any way to help our clients prepare, please don't hesitate to let me know. I'm

Advisory Senices offeredl) | ol 5 phone call away and available whenever you need me.

Securities offered through

_ﬂ 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

71—
Templates for personalized
communications

horsesmouth
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CPA presentations

Prospecting Toolkit
(01 Roundtable: Cultivate Referrals
With a ‘Study Group’ for CPAs, Attorneys

and Other Professionals
A 5-Step C: ign for Hosting a Profi IR

that Builds Credibility & Standing with COls

TOPIC: Navigating the
[ Complexities of the Net
Investment Income Tax -

MARKETING
TOOLKIT

()] Roundtable
Tapping Into
Retirement Accounts

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

Each workshop can be offered for 1 CPE hour.

Linkedin for CPAs

13 Ways to Leverage

LinkedIn to Better Market ol ek bR

Your Firm and A ﬂ"i 4 44 3

Communicate with Clients Vigoa V8K o,
. W%

'.:? Instructor: Teresa Samplefon, VP

4 S
Savvy Social

Security Planning:
What CPAs, Attorneys, and Other
Professionals Need to Know About

ecurity Claiming Strategies

1 Hour to Savvy Cybersecurity

10 Treats Every Person and Business Faces—
and How to Fight Them Now

Advisor Name
Advisor Fim

Disclosure
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CPA marketing technigues

YOUR CPA/COI

MARKETING PLAN

Your Master Plan For Finding, Building
and Cultivating Profitable Referral
Relationships With (Ols

Step-by-step marketing
guidance

Advisor/Clisntsolution

Email: Offer £t ry to Non

To: COI Man-attendes
From: Advisor

Date: Two week:
Subject; New id

fer
n navigating the new Medicare Tax

Dear [COL):

Several weeks ago you mentioned an interest in our lunch on navigating the new 3.8%
Medicare tax, but were unable to attend. It tumed out to be a lively evert, full of groat
questions, answers, Ideas, and recommendations. We really could have used your expertise in

Although we're sorry you missed it, we have created an executive summary to capture the
discussion. There were many good Ideas shared that could be valuable to you and any clients
concemed about tax deferral under the new tax laws.

youare sl nerested in the took L would b hapoy toshars our sxecutve summary with
U You can Just reply to this email or give me a call at [phone nurmber]

Infact the nch was sch 3 Success e pLanio e these inds of iscussins going. ©
am curently reviewing the hat the group filled out and see some productive
{daa for iture (unchas, 1 £ $encing an el $00n I3to those SLG0sEons & 1 roun, I
you would like to be keptin the loop, please let me know.

[Optional: One idea was to farm a Linkedin group to keepus in touch on a regular basis
Wald you ba interested in joining a LinkedIn group? 1

Again, sorry you missed the lunch, but the executive summary is the next best thing to being
there! Just let me know If you would like a copy for your review.

s\r\ce\e\v
[Advisor name]
[Contact information]

“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
50.

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 Forms, Templates &
Worksheets

et 050 o o ()
phone. (B38) 3966384 e | wenw horsesmcuth com.

Tax Season Marketing

« Tax season marketing opportunities

* TGIO party for CPAs?

+ Q8A How fo respond to people who notice your ad
* How to market less for befter results

+ Find COls with & Rou

Dear Marketer et o o ()
P 0504 51 1 v P G

Tax season offers plenty of

ADVISORICLIENT
 Callall your clients 148 e e g You vt o e
list Tuesdy, Ociober 22, 2013
& Send a note to youl AdvsorChent Home Page:
& Buylunchforyourl  in this issue:
& Schedule *1040 Re|
+ How many COls do you need?
on how to read a returr + Newsjack the debt ceiling debate
+ WWhat 1o do now
* 5Waysa 1040R] « November webinar schedule
* Providing Real Fif 1 aic Marketer
& ScheduleaTGIOp| 1 e COI Community ct 10th. |t wes

night in the: muddie of all that debl ceding mess, so you maghl have missed it But i's
 uper. sy campsign an peiect oo orbuling your CO s and yourriche
Most years you only haVe Ul gy, ane ofthe questions tt came from the
preseniaton was "how many COIs should an adiisor have?”
Isoaced Harecmonth Ik somes 2
e e 3 o s g 10 il
Db Hovever | ind some pges

+ As many GO relabonships s you can contact 20K per
year (ncuding quartery lunches)

+ 12 core CO0ls and abaut 100 potertial CO¥s (core COks
are ones you tak 1o unch reguiarl, he fest youre
culivating as potential lunch partners)

* 4 COls for each of your best 26 clients (Whlchiw\ﬂ include spouses and
family members as wed as ofher trusted advisors)

The industry average seems fo be arouni one fo five CPAS per advsor, wit the

i o Bt bl b (R b R i

Bi-monthly CPA
Newsletter

horsesmouth
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Advisor/CPA schedule

_____ Webinar | Description ________

Strategize Your 2019 COI Strategize 12 months of marketing activities to

Marketing Plan help you meet and cultivate your best centers-of-
influence (COls) -- especially CPAs.

How to Get in Front of CPAs This  Form close strategic alliances with 10 CPAs this

Summer summer by following a specific system that
demonstrates your expertise, builds trust, and
drives referrals.

Fall Marketing With CPAs Set up a series of client education workshops and
high-level strategy meetings with your favorite
COl(s).

Build a Productive COIl Network  Build a 'network of experts' whose sole purpose is

That Turns Referral Stress Into to exchange referrals, expand your service mix,

Referral Success and promote your business.

2020 Killer Marketing Ideas and  Marketing ideas, campaigns, and techniques to

Trends consider for the New Year.
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1-Year Membership: $597

Your Price: $497

Next Webinar: March 28
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Questions?

Advisor;



