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Communicating compelling
value to attract ideal clients

Bill Cates, CSP, CPAE



CPE credit administered
in coordination with
7/
CPE Process ) craacademyorg

In order to receive CPE credit
- Be sure to sign in or scan your badge for this session

- You must stay in the session for the duration of the training
- This session is eligible for 1 hour of CPE

- CPE certificates are emailed directly to you within 4 weeks of the conference date to the
same email address you used to register
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Today’s speaker

Bill Cates, CSP, CPAE
President, Referral Coach International

@Bill_Cates
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'Bill Catos wil help YOU Make
a Lot of Money

@ Guiickbooks.
CORN ECT #QBConnec t @Bill_Cates
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Our
Prospects’
Brains Are
Overwhelmed
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3,000

Marketing
Messages

Every 24
Hours

@ giickbooks
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How does the
brain of your

prospect cope
with this flood
of information?
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Our brains are scanning...

6 Times Per Second

Am | safe?

3 Times Per Second
|s there an

opportunity?



How do you
get your
messages
through

to prospects?
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You have to hit the
bullseye in their brain
with a message that is...

relevant to grab their
attention and

compelling to drive them
to action.
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What is the Ultimate
Relevance Machine?

Google
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Extreme
relevance?
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Extreme
relevance?
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We Live In a

Radically
Relevant

ab
CO’\NECT #QBConnect | WiFi: QBConnect



How do you
standout
from other
firms?

@ Gliickbooks.
CONNECT



You become
perfectly
relevant for
your perfect
clients.




Radical
“" RELEVANCE

REINVENTING YOUR
VALUE PROPOSITION TO
WIN MORE IDEAL CLIENTS

SILBATES

et ‘\ 1\ e

Referrals

Keep Me NOW |
A Secret!

vt facties i Gt Mare Referrals and lntadachens

Bill Cates

@ quiickbooks.
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Referr
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Straightest
Line to
Relevance?

infurt




An Introduction
from a
Trusted Source
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AGENDA

PART 1 — The Target
PART 2 — The Bullseye

PART 3 — The Message
PART 4 — The Impact

23
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NOT JUST
THEORY

#QBConnect @Bill_Cates
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“ Year to date, Bill's system has
helped me to generate 26
referrals into our pipeline and we
have added 11 great new clients. ’,

Michael Oana

Consultant
Columbia, SC
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Tap into the
Growth-Power of
a larget Market

@ quickbooks
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The Power of a
Clear Target Market

It's much easier to
identify ideal prospects
when you work In a target
market.
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The Power of a
Clear Target Market

You know their world
better, so your you're able
to bring better solutions
to their problems.
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The Power of a
Clear Target Market

You can join forces with
other centers of influence
who also work in your
target market.

CONNECT
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The Power of a
Clear Target Market

Your messaging is much
more relevant and,

therefore, more effective.

31



@ quickbooks.
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Can you have
more than one
target market?
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@ quickbooks.
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SNYDERCOHN

CPAs and Trusted Advisors

6 teams focused on vertical
markets

* Market profiles

* Buyer profiles

* Market influencers
* Trigger questions
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Target Market Value Propositions

@ quickbooks.

CONNECT

Medical / Entrepreneurs

Key Attributes for Group to Determine

]

fypicad Decision Makors |ithes andior Roles

Nanagng Dociar, Ofce Nanager, Ownans CFO

fypical Influencers - Provide ltroductions of influence the Decision
Alotseys, CPAS, Corduitants. Docten

Higgest Challenges & Opportunities Market Faces Related 10 SC's
Eapertine

AdSng a Parteer of investx. Canh Flow. Fnding Good Talerl, Repame Reven
Accouning Papeol Emgioyes Banelts Optons Parhenhp Sinchee Bongs Plan
Bury-Sell Agreerrwnts,. Corporste Shechae

Primary Services SC Offers to this Market

Banetts Suppont Eopioyes nosatves indervesarg

Triggers that Create Opportunity for SC 1o Bring Value

LRapey Wil the previous m (DOOF COmMUNCanon). Lnkapoy Wi the momal
accourtant. Cost consoous, Oulgrowing the curment fem. Goographee Exparsion
irdetred Sredance
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Trigger Questions

1. Working with other medical practices, we have

found physician compensation can be a “hot topic”.

Have you reviewed these plans recently?

2. Do you have employees and/or offices in any of
the neighboring states? Have you reviewed your
Nexus exposure within the past year?

3. What plans do you have in place for Legacy
planning/succession/transition to retirement?

4. Were you able to take advantage of the QBID

deduction on your personal return for 20187 (Yes,
even some medical practices could qualify)

5. How does your office handle planned or
unexpected vacations or vacancies in your
accounting department?

36



™. If you try to appeal
to everyone. ~

yOU apPPpE
v no one!

#QBConnect | WiFi: QBConnect



“ Working with Bill Cates, my entire
team Iis now on the same page
with how we view communicate

our value.

Erin Gay The net result has been more new
Business Ownerr

Annapolis, MD clients who fit our profile. ’,

38



Questions?



Radically
Relevant Thank-
You Gifts
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The Neuroscience
of Decision Making

A braining scanning methodology
called magnetic resonance
tomography, or MRT, shows the part
of the brain that is active during a
decision making process.

“Subjects who could not feel
emotions, could not make
decisions.”

Antonio Damasio, Neuroscientist
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WHAT IS A

, RIGHT-FIT
- CLIENT.

FOR
YOU?




YOUR RIGHT FIT CLIENT

- Demographics

7

" .+ Age

-

e Gender
* Financials
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* Occupation

@ Gtiickbooks.
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YOUR RIGHT FIT CLIENT

- Psychographics

e Concerns

e Fears

7( | * Opportunities

» Challenges

L
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/
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* Aspirations

@ Gtiickbooks.

CONNECT



{ .



||||||

kkkkkkkkkk

(‘ ON\IFC T

Buyer Persona

A semi-fictional
representation of your
Right-Fit Client” based
on your current client
base or research into a
new target market.
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Edward
Entrepreneur

Medical Device
Research and
Manufacturer

COMPANY

20 years
180 employees

2 locations
Sole Owner

* |ntroduction to investment banker
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@ quickbooks.
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THE MORE
PRECISE

THE MORE

POWERFUL




THE
MESSAGE




@ quickbooks.
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#QBConnect

@Bill_Cates

Where do you communicate
your value proposition?

 Website / Social Media / Printed

Biz Networking / Community Events

Social Gatherings / Client Events

Contacting Prospective Clients

Ongoing with Our Current Clients

In Person / Voice Mail / Emalll

Everywhere!
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Communicate Your
Value Proposition

HAARER  To Attract the
' 1 Right People

@ Guiickbooks.
CORNECT #QBConnect @Bill_Cates



Communicate Your
Value Proposition

Repel the
Wrong People

@ giickbooks.



g & N EH Communicate Your
Value Proposition

Reply to Your Emails? Emalls?
Return Your Voice Mails?
Follow Your Requests? . Compelling

* Inspiring
 Persuasive



WHAT makes you different?




When you talk about
what makes you
different than other
firms, do you talk
about your great
client service”?

@ Gliickbooks.
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@ quickbooks.
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You MUST translate
your differentiation
iInto a clear and
MANDATORY ) /& relevant benefit that
- your prospect will
recognize
Immediately!

.

@ giickbooks

CONNECT



Questions?






@ quickbooks.
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What is the
biggest
“objection”
or challenge
we face with
prospects?

62



Sir Isaac Newton
1643 to 1727

Foroes are Balanced
Objects at Rest Objects in Motion
(v ~ Om/s) (v »Uen/s)
I.t = 0m/s? Ia =0m/s®
Slay at Rest Stay in Motion
(same spead and dir'n)

@ Gliickbooks.

CONNECT
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CONNECT

Newton’s 1st Law of Motion

"Every object continues
in a state of rest, orin a
state of motion, in a
straight line, at a
constant speed, unless
it is compelled to
change that state by
forces exerted upon it.”
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CONNECT

The Neuroscience
of Decision Making

A braining scanning methodology
called magnetic resonance
tomography, or MRT, shows the part
of the brain that is active during a
decision making process.

“Subjects who could not feel
emotions, could not make
decisions.”

Antonio Damasio, Neuroscientist
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: How Do You
compelling S

r'] Emotional
_ Response

that Leads
to Action?

@ giickbooks.
CONNECT






Focus on the Right Problems

Blatant

High Awareness

Latent

Low Awareness

CONNECT

Blatant & Aspirational

Generate
Excitement

Blatant & Critical

Easier to Create
ACTION

Latent & Aspirational Latent & Critical
Find Another Education
Problem Required
Aspirational Critical
Nice to Do Must Do
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3 Important Questions

How Is this situation
iImpacting your company”?

How Is this situation
impacting you?

What's the impact of doing
nothing?

71
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Creating Action Through

Clarity

Promise to
Simplify the
Complicated

72



Your prospects won't tell
you if they are confused.

They’ll just
go away.
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Creating Action Through

urgency

Tie the Action
toa Time Frame

“What's at risk if we do
nothing?”
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Creating Action Through

| 0SS
Aversion

Fear of Loss or Missing
Out is More Powerful
than Chance for Gain

75
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Loss Aversion

“Your clients are more sensitive to
losses than gains of equal
magnitude.

The magnitude of the emotional
response to losing $100 is
greater than the magnitude of the
emotional response to gaining
$100 (as much as 2:1).”

Preet Banerjee
Author of Stop Overthinking Your Money and
Financial Services Consultant
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Questions?



Be
Ignored
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Be Relevant or...



Be Compelling or...

Be
Forgotten
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Knowledge is

Worthless




Time For

Action




Rate this Session on the QuickBooks Connect Mobile App

Provide feedback to help us design content for future events

1. Select Sessions

ol ATET LUTE G:48 PM

A

© Quschiooks

MY EVENT

Kim Tchang
J My Sessions

* My Favorites

Notifications
EVENT GUIDE

4 Discover
-

Braindate

Q

Agenda at a glance
Sessions

Sponsors

Activity Stream
Speakers

Social
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@ quickbooks.
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QuickBooks Connect San Jose
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Nov 06, 7:30 AN

Braindates

Nov 06, 7:30 Al
Registration, E
Nov 06, 8:00 AN

Meetup: Busit
Facebook Grc

Nov 06, 9:00 AN
Accountant K
Nov 06, 10:00 A
Exploration &
Nov 06, 10:30 A
All About Job
Nov 06, 10:30 A
Apps and Aut
Nov 06, 10:30 A

Ecommerce A
to Know to Pu

Nov 06, 10:30 A

Everything Yo

2. Select Session Title

ol AT&T LTE 6:49 PM

@ v 76% ..

Sessions Q

Small Group Discussion: Social Media Strategy

Nov 07, 9:00 AM - 10:00 AM PDT

10 Things The Most Successful Bookkeepers Will
Be Doing In 2020

Nov 07, 9:00 AM - 10:00 AM PDT

Becoming an Apps Master: Connecting Apps the
Right Way to the QuickBooks Online Database

Nov 07, 9:00 AM - 10:00 AM PDT

Building the People Firm in the Digital World
Nov 07, 9:00 AM - 10:00 AM PDT

Combating Your Chronic Cash Flow Crisis
Nov 07, 9:00 AM - 10:00 AM PDT

Creating Businesses that Really MATTER
(and, Grow!)

Nov 07, 9:00 AM - 10:00 AM PDT
Day in the Life of a QuickBooks Live Bookkeeper

Nov 07, 9:00 AM - 10:00 AM PDT

Full-Time or Contract: Hiring for Success
Nov 07, 9:00 AM - 10:00 AM PDT

Profit, Pricing & Purpose: The Million

3. Select Survey

wll AT&T UE 6:50 PM

<« &

sabotage aspects and tangible strategies you can use to fix
the cash flow crunch once and for all.

Ideal Audience: Anyone managing small business finances

BEST FOR

Business Owners/Self

LEVEL

Beginning
CATEGORIES

Financial Health >

SURVEYS

“’ Survey
 J

Share your thoughts.

NOTES

@ ¥ 76% =-

4. Add Ratings

Wil AT&T LTE 6:50 PM @ 7 75% .
&
Session Surveys
How would you rate this speaker?
Poor Excellent
How would you rate this Session?
Poor Excellent

Additional comments:

Great session!

SUBMIT
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Material Download B o s e S o

1. Find the session on the agenda

2. Select + for more information

3. Download PDF of slides and/or
supplemental material

Yoga

https://quickbooksconnect.com/agenda/

Small Business Meetup: Relationship Marketing and the Power of Human
Conmnection

Small Group Discussion: Social Media Strategy
Small Group Discussion: Showing up « Why What You Wear Matters

Small Group Discussion: Build Youwr Dream Bookkeeping fum
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https://quickbooksconnect.com/agenda/
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