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How to Find New Clients

I'm frequently asked by Fishbowl professional advisors how they can market themselves to get into the
door of companies with a Fishbowl\QuickBooks solution. In thinking about this, I've come up with a few
ideas that might point you in the right direction.

Determine what your skill set is.

Are you an accountant? Do you have experience in inventory control? Manufacturing? Retail?
Logistics? What do you have to offer? Certainly, any skills you lack can be learned but as a consultant
you will be expected to be an expert in whatever service you offer to your clients. Be objective in what
you can currently offer and don’t be overly critical of your skills. (If truth be told most consultants have a
certain basic skill set they feel they can offer and then learn the rest on the job. Just be honest about
what your skills are. Most companies realize that their consultants can’t be experts on everything and
expect there to be a certain amount of on-the-job learning.)

What are the needs in the marketplace?

If you are a QuickBooks’ Professional Advisor or small business consultant then there is a good chance
you have noticed certain needs in the marketplace that you feel you can address. What are these
needs/markets? Is it small manufacturers? Distributors? Wholesalers? What specific problems do they
have? List them out and describe them in detail. To be successful as a consultant you will need to be as
knowledgeable on their needs as they are.

Determine the market that your needs can best addre  ss.
Match your skills with the market.

Identify the businesses that fit in the market you have identified.

The question is how to find manufacturers, wholesalers and distributors in your area that have an annual
revenue of at least $2 million. The best place to start is to brainstorm your current client list, and the list of
potential clients you would like to start working with. Most people will be able to think of at least 10
companies right off the bat. If you are still having problems pinpointing the right companies to target, go to
any of the following URLSs to find a list of companies in your area:

» http://www.business.com/directory/advertising _and marketing/sales/selling _techniques/lead gen
eration/

e http://www.onesource.com

e http://www.idexec.com

e  http://www.harrisinfo.com

After you have found a list of companies to target in your area, find the contacts you want to work with. It
never hurts to start at the top with the CEO to present your case.

For most consultants, the hardest step in getting in front of new clients is knowing what to say. How do
you position your services? Most want to have someone refer them, but it may take forever to see that
happen. You want the business now. Call the CEO and introduce yourself. In making cold calls, the
best method I've discovered is to understand my goal. In the first contact what | really want is an
opportunity to get face to face time in front of the client. So with that goal in mind, everything | say, is only
to receive the opportunity to sit down and talk with decision makers in the company.

In order to do that, you have to let them know that you can solve some of their pains. So as you
introduce yourself do it in terms as to the benefits that you can offer them. For example, you might say
something like, “Hello, Mr. Brown, this is Kent Blackhurst with Fishbow! Inventory. I've been able to help
companies like yours position themselves to grow to the next level by lending my expertise solving many
warehousing, accounting and inventory control problems. Many of my clients felt they were about to
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outgrow QuickBooks, and would soon have to go to a much more expensive solution. | was able to solve
their problems, and keep them on the QuickBooks platform so they wouldn't have to spend tens of
thousands of dollars to upgrade their processes. Perhaps we could take a moment next week to see if |
could help you.”

At this point most CEOs will give you some feedback as to the pains they are dealing with. Take notes so
you can concentrate on those problem areas of the company you might be able to help them out with.
You might want to talk about Fishbowl at this point, but it isn’t necessary. You can wait until you meet to
do that. The important thing is to get the dialogue going. Just wet their appetite enough to get in front of
the decision makers. When you go for an appointment, take a list of consultative questions for you to
ask, to see how you might help them solve their problems.

Of course there are many other ways to approach these companies. Every person feels comfortable with
his or her own style, but no matter your personality, there are basic principles to adhere to. Start, by
going to the top decision makers in the organization. Let them know the benefits you can offer. Then
assure them that you are able to and want to help them solve their problems. By following these
principles, you will be able to be the vehicle that takes them to the next level of their business. And you
can use Fishbowl Inventory and QuickBooks in tandem to get them there.

Hart Singh, a professional advisor who signed up last November had this to say, “Although | was
impressed by Fishbowl’s functionality, in truth | liked the software for one simple reason: it moved me into
the medium sized business market. | have just finished implementing a 15-user system for a warehouse
client that enabled me to invoice five figures (Not including the software)! The reason: they tried to use
QuickBooks Enterprise to manage their inventory, and it was ready to die on them. | cleaned up their
processes and cleaned up their data in preparation for Fishbowl. With Fishbowl, | implemented a system
that exceeded all expectations!.”

I look forward to hearing your success stories as well. | have confidence that as you learn more about
Fishbowl, you will see opportunities come your way because you will be able to think in terms as to how
Fishbowl can help your client base.



