
Get in Front of CPAs 

with CPE Workshops



Problem:

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. 



The long game

• Regularly receive phone 
calls from financial 
advisors

• 5x longer to get a 
professional referral

• 9-12 months to form a 
CPA connection



Solution: 

Host workshops for CPAs and grant them 
CPE credit. 



How can I grant CPAs 

CPE credit? 



NASBA presentations

• National Association of 
State Boards of 
Accountancy 

• CPE sponsors can award 
CPE credits for workshops



The requirements 

• Meet requirements of 
state licensing bodies

• Developed by subject 
matter expert

• Reviewed by active CPA

• Include element of 
engagement



And more…

• Marketing flyer

• Attendance sheet

• Evaluation form

• Certificates

• Storage



Advisor/CPA 

• Approved CPE sponsor

• 6 NASBA approved 
presentations and all 
supporting materials 



The presentations  



A closer look: 

Savvy Social Security Planning 

CPE Credit Guide
Marketing Flyer 

Postcard

Evaluation Form
Attendance Sheet

Cert of Completion



Other Horsesmouth

presentations 



How do I get CPAs to come? 



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



Now: Presents himself

• Savvy IRA for CPAs 
presentation

• Contacted CPA firm 
he had relationship 
with

• Offered to hold 
workshop at their 
office



"It's 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 
workshop. But since Horsesmouth took care of 
all the CPE issues for us, it allowed us to go and 
be the experts." 

- Dale Wright



The workshop

• 12 of 15 CPAs came

• Morning presentation: 
Coffee, bagels, juice

• Know the material 

• Follow-up 



Results 

• Approached by one CPA 
before he left

• Founder impressed

• Future trainings 



Case Study: Donald Morgan

• Spokane Valley, WA

• Small business owners 
and CPAs 



"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



Using LinkedIn

• Current connections

• Blog platform

• Saved searches 

• Lead gen 



Different programs 

• 12 hours of CPE

• Different locations

• Positive feedback on 
all presentations 



Results 

• At least one referral a 
month 

• 24 CPA clients 



Other ideas 

• Ask your best clients 
about their CPAs

• Contact firms in 
your area 

JUST DO IT!



Best practices 

• Choose a good time of 
year

• Morning or lunch

• Light snack

• Educate

• Follow-up



How do I turn CPA attendees into 

referral sources?



Send relevant information

• Articles in the news

• Survival kit during tax 
season

• Future event 
invitations 



Advisor/CPA

A year's worth of 
CPA marketing!



Advisor/CPA article reprints



Advisor/CPA 

seasonal communications

Branded reference materials Templates for personalized 
communications



CPA presentations

Each workshop can be offered for 1 CPE hour.



CPA marketing techniques

Tax Season Marketing

Bi-monthly CPA 
Newsletter

CPA Forms, Templates & 
Worksheets

Step-by-step marketing 
guidance



Advisor/CPA schedule

Date Webinar Description

Jan 8 Strategize Your 2019 COI 

Marketing Plan

Strategize 12 months of marketing activities to 

help you meet and cultivate your best centers-of-

influence (COIs) -- especially CPAs.

Mar 28 How to Get in Front of CPAs This 

Summer

Form close strategic alliances with 10 CPAs this 

summer by following a specific system that 

demonstrates your expertise, builds trust, and 

drives referrals.

Jul 25 Fall Marketing With CPAs Set up a series of client education workshops and 

high-level strategy meetings with your favorite 

COI(s). 

Sep 24 Build a Productive COI Network 

That Turns Referral Stress Into 

Referral Success

Build a 'network of experts' whose sole purpose is 

to exchange referrals, expand your service mix, 

and promote your business.  

Dec 19 2020 Killer Marketing Ideas and 

Trends

Marketing ideas, campaigns, and techniques to 

consider for the New Year. 



Join us! 

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

Your Price: $497 

Next Webinar: March 28



Questions? 


