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Learning Objective:

Being a great accountant isn’t enough to ensure you will be the accountant of choice. Clients want to know you care and that you will serve as an integral part of their businesses. How can you do this and still be profitable? Come and learn the 7 components to becoming an Infopreneur and the Accountant of Choice. 

The key is incorporating these key components in the right mixture for you and your clients.

Questions this course will answer include:

· How can I grow a business that isn’t just about taxes and traditional accounting services?

· How do I create recurring billing business opportunities? 

· There are lots of accountants in my area – how can I differentiate myself?

· What are the 7 things I need to know in order to become an Infopreneur?

Course Content:

Using best practices developed in our firm, this course is designed to teach you how to become an INFOPRENEUR and the Accountant of Choice in your region.  Attendees will learn best practices in the following 7 areas, all designed to help make you more successful and more competitive overall:

· Creative Marketing

· Pricing Models to consider employing in your firm

· Technology Tidbits you can use to be more productive and gain a competitive edge

· Industry Specialization

· Differentiation – how can you stand out from other firms?

· Encompassing the Big Picture

· Relationship Building 

We’ll also cover:

· Ways to grow a business that isn’t just about taxes and traditional accounting services

· Ways to create recurring billing business opportunities

· Key ways differentiate yourself in a competitive market

This session is designed for those accountants who want to “think outside the box” and are ready to accelerate their businesses and become Infopreneurs & Accountants of Choice.

Who should Attend?
This course is designed for any accounting professional who serves small business clients and is seeking to grow their practice by learning best practices in marketing and client service.
Course Level: Intermediate
Recommended CPE: 2 Hours
Prerequisite: None

Advance Preparation: None
Delivery Method: Group-Live
Field of Study: Specialized Knowledge and Applications


7





8








