Achieving Seamless Monthly

Recurring BD Revenue



Agenda

1. How to sell without product pushing.

2. Demystifying the services your clients want to buy.

3. Improving your ROI from Spotlight products with
key wrap around services.

4. How to gain more leverage in your Business
Development delivery.

5. Creating a recurring Business Development
revenue stream.




How to sell without
product pushing

e Stop selling; start helping

ldentify the problems your clients are experiencing
Ask, don’t tell

Offer a Complimentary Client Review meeting

 Focus on value and benefits, not features




Demystifying the services your clients
want to buy

* The 3 freedoms - financial, time and mind

* Stop making excuses why they won’t buy

* Refresh your brand and service positioning as modern
 The 3 most fundamental services

 No ‘Accountanese’ please




Improving your ROI from Spotlight
products with key wrap around services

* Business Planning

* Forecasting

* Financial Awareness Coaching
* Quarterly Coaching

* KPI Improvement Coaching

www.thegapportal.com



How to gain more leverage in your
Business Development delivery

Use a system.

Create a marketing and sales activity plan.
Trust your administration team.

Train your team and empower them.

Al S

Deliver services one to many.
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Do you have a system?

Is your service delivered consistently? v

2. Do you have standard pricing for each v
service offering?

3. Does your system cover the marketing, v
selling and delivery phases?

4. Can you train a competent person within 60 Vv
minutes?

5. Does your system include flowcharts, scripts, v
templates and ‘how to’ training resources?
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Business Planning Process Flowchart Key:

Marketing T: Template
Facilitator identifies the need for Business Planning during a CCR,

seminar or from an inquiry o . S: Script
v Administration

R: Additional Resource
Discuss the client's current situation and the benefit of having a

Business Plan, provide client with Outline and Benefits and testimonials Operations
and confirm they would like a proposal (BP 2-01) T
Finance -

MARKETING

Use the Proposal Scoping Sheet if not yet clear on the client's
Objectives, Values and Measures of Success (BP 3-01) T

v

Does the client only require Business Planning? No

* Yes l

Prepare a Business Planning proposal (based on meeting notes/Proposal Prepare a proposal for Business Planning and additional services
Scoping Sheet) and send to client, cc Admin / Marketing (based on meeting notes / Proposal Scoping Sheet) and send to
(BP 3-02a/d) T client, cc Admin / Marketing (BP 3-02b,c,e,f) T
: |
’ Update CRM system

Client accepts proposal?

v Yes

SELLING

A

Update CRM system ‘

Provide a copy of acceptance form to Admin / Marketing cc Finance =~——— Finance raise invoice
v

Admin calls client and schedules a Business Planning session, books a | Update CRM system ‘
meeting room and updates Facilitator's diary

v

Send meeting confirmation email and pre-work template (BP 4-01 and
BP 4-02a [initial BP] or BP 4-02b [subsequent BP]) T

Pre-work returned by due date?

Yes T

Provide the Facilitator with a copy of the pre-work, collate the pre-work
into one document first if there are multiple attendees (BP 4-02c) T

v v

Call client to confirm if pre-work will be returned within 5 days of
the scheduled meeting

Yes | ¥ No

Reschedule Business Planning session and update diaries

Facilitator reviews pre-work prior to session, and notes common themes S R0 G LSS AR R
P P ! and pre-work due date (BP 4-01) T

v
Admin calls client to give a 24 hour meeting reminder
v
Set up the meeting room and prepare flipchart as per Administration
Support checklist (BP 4-03) T
\

Prepare documents for the session: A copy of the completed pre-work
for each attendee (BP 4-02c), the client's financial statements, OARBED
notes (BP 4-04b) R, the Business Plan Template which acts as the
Agenda (BP 4-05a) T, the Meeting Minutes Template for noting

additional information (BP 4-06a) T and the Agenda Delivery Notes for WWW the gapp O.rtal - Com

the Facilitator (BP 4-04a) T

DELIVERY




Creating a recurring Business
Development revenue stream

Create a service pipeline.
Run events regularly.
Annual complimentary meetings.

B w N

Create service plans / Business Development
packages.

e

One to many planning workshops.

6. Annual Business Plan / Forecast review.
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What 1s The Gap?

Our BD portal provides you with end to end systemised services that your
clients will love and that you can monetise.
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OUR PURPOSE.

Seamless Business Development

for Accounting firms. Our
Purpose

THEGAP

OUR VISION:

Accounting firms providing
enduring value to their clients.

— THE BUSINESS WE ARE IN:

Leading edge Business
Development products &

knowledge. Our

Business



Why re-invent the wheel?

We provide an end to end Business Development
Services solution for accounting practices.

Everything you need to market, sell and deliver
cost-effective Business Development to your clients.
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Next steps...

Your 3 most important actions from

tOday' $2,000 / hr
1. Complete your Gap Membership Form. _ Leveraged
Business Development
2. Register for our 60 minute Transform Tour Raving Advocate
of The Gap at 2pm, Monday, 13t March.  $s00/nr
. Emergi
3. Contact us if you need help. Business S.rﬂﬁpment
Loyal Client

$250 / hr

Compliance Plus
Satisfied Customer

$150 / hr
Core Compliance
Necessary Purchase
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Parting thought
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‘You can get everything in life you want if you will just help enough

a

other people get what they want.” - Zig Ziglar




