Tax Season Tune-up

How to Make the Most of Your
Business Development Season

Taking time now for a tax season tune-up
will help your firm:

Run Smoother - Minimize Breakdowns
Position your firm to travel in new directions

Pick up new opportunities along the way

Join us for this powerful webinar series:

1.
2.
3.
4.
5.
6.

Social Media - Building Your Buzz - 11/17/09

Ditch the Return - The 5 Key Measures to Talk About - 12/1/09
Take a Position - Establishing Your Firm’s Voice - 12/8/09
Converting Conversations Into Engagements - 12/15/09
Kaizen for Accounting Firms 1/5/10

Emotional Intelligence ; Building Block for Superior Performance 1/12/10
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The right tax season focus

Program Detalls =
New opportunities in 2010

Overview

It's no secret that tax season is the best time to market your firm. Unfortunately, even when we know
what we should be doing, opportunities pass us by because we are focused on the wrong things.
This webinar series is designed to “prime the pump” with tools, techniques, and insight that will keep
you and your team focused on the right things so you can make the most of your business
development season.

Who should attend?

e Practitioners interested in honing their rainmaking skills; juniors through partners

« Members of your Marketing Team who understand the importance of creating remarkable “first
and lasting” impressions.

« Firm Administrators interested in reducing overhead and having more fun!

What does it cost and how can | involve my team?

$69 per session or $249 for the entire series

When is it happening?

2009 2010 Session Dates

Session 1: Social Media - Building YOUr BUZZ...........ccoviiiii i, 11/17
Session 2: Ditch the Return - The 5 Key Measures to Talk About........................ 12/1
Session 3: Take a Position - Establishing Your Firm’s Voice ..............ccooo i, 12/8
Session 4: Converting Conversations Into Engagements .............oceovvivieeineennen 12/15
Session 5: Kaizen for ACCOUNtiNg FirMS ... e e 1/5/10
Session 6: Emotional Intelligence - Bridging the Human Capital Gap ................... 1/12/10

All sessions are 2 hours—see schedule on www.cpelink.com for exact times



Session Details

“Mentor Plus always seems
to have the right message,
in the right place,
at the right time.”

Rich Rackers, CPA

Session 2:

Ditch the Return - The 5 Key Measures to Talk About
Hosted by Edi Osborne, Motivational Mentor

Instead of focusing on your client meetings around last year’s outcomes, shift the
dialogue to something that really matters, their future. Start down the advisory path
with your clients by pointing out the 5 key measures they need to focus on to
improve their outcomes for 2010. The good news is you don’t have to wait until 2010
to start applying this approach. You can start right now with your year-end meet-
ings.

By shifting your focus right now and planning the right seeds with your clients,
you'll be able to harvest plenty of advisory work come spring.
Who said you couldn’t grow anything in the winter?

“One good idea from Mentor
Plus each year pays for my
investment in their training

programs. Over the years
I've gotten dozens of good
ideas -You do the math!”

Tm Tikalsky, CPA




Session Details

Session 5
Kaizen for Accounting Firms

Hosted by: Edi Osborne, Motivational Mentor

The Japanese call it “Kaizen.” Savvy firms recognize Kaizen (translated: Continuous
Improvement ) as their core competitive advantage when it comes to eliminating
waste and reducing costs. Firms, like all businesses, are having to do more with
less. The Kaizen “keen eye” is a cultural phenomenon that makes the difference be-
tween just having staff “do their job” and fully engaging the team in the strategic
management of your firm through effective self-management .

Tax season provides an ideal proving ground for developing a Kaizen culture in your
firm. This is a session you will want to involve every one on your team.

“Mentor Plus tools and
techniques are the
foundation of my marketing
and sales strategy. Their
consultative approach
closes the sale, so | don't
have to.”

Craig Underhill, CPA

“My former style has been to
focus on the work and let
other people know that | will
run them over if they do not
get out of my way; | was not
here to babysit my staff.
However, as managing
partner, this approach didn't
do much to build an effective
team. My associate, Ron,
and other staff
members would tell you | am
a kinder, gentler managing
partner because of Mentor
Plus training. This stuff
works.”

Jerry Tenney, CPA



