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o	Intro letter to clients

o	Official launch

o	Your website

o	Every client newsletter

o	Media release

o	Business cards

o	Letterheads

o	Educational material

o	Signage

o	Staff ‘spreading the word’

o	One-on-one meetings (agenda item)

o	Client questionnaire

o	Client seminars

o	Direct mail

o	Staff identifying leads

o	Client referrals

o	Radio advertising

o	Newspaper advertising

o	Expensive brochures

o	Creating a new brand

Direct lead 
generation

Air C
over (Awareness)

Accountants & Marketing

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✔

✘

✘

✘

✘

Focus your marketing on your accounting clients
The key to successfully marketing financial services is to ensure you spend your time and money on initiatives that will 
generate high quality prospects i.e. people who already have the need for financial advice and who are likely to act on 
that advice.  For most accountants, this means focusing your efforts on your own accounting clients – because these 
clients already know and trust you, and are therefore most likely to adopt your advice on financial services (either 
directly or via a referral to an external specialist).

Marketing can take two forms.  The first is ‘Air Cover’ or creating awareness – this is designed to result in the client 
asking the accountant for advice on financial issues.  The second is the direct generation of leads – this is where the 
accountant pro-actively offers the client advice on financial services.  Both forms can be employed effectively, though 
the most important is direct lead generation, and most of your marketing efforts should be directed to that end.

Don’t waste your time & 
money doing these:






