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Networking	&	Remarketing	
 

Hello and welcome to video 8 of ‘Grow Your Practice In 5 Days’.   
 
This video covers both traditional and leading edge strategies successfully 
used by our worldwide members. 
 
Firstly I want to talk about the grass roots strategy of accounting and that’s 
networking.  
 
Networking of course is one of the quickest and most cost-effective 
strategies you can use to grow your accounting firm.  
 
We know that whilst many accountants and CPAs attend networking 
events, they are not very good at ‘selling’ themselves. When you show up 
to a networking meeting or event, you have put yourself in the midst of 
people who are not only there to refer others to you (getting to these 
people is your objective) but who, themselves, can be prime targets. 
 
Most networking groups allow each of their members a 60-second time 
slot at each meeting to tell the rest of the group about themselves and their 
business. Most people think the purpose of this is to educate the attendees 
on their products or services, so they can refer people in ‘their’ network.  
 
BUT THIS IS WRONG.  
 
You have one goal and that is to be memorable.  
 
To make the attendees think ‘Wow, an accountant I can finally refer 
people to’.  
 
Think about it... how many times have you been to a networking event and 
left thinking ‘that person really stood out’? I would bet hardly ever. So the 
good news is, because most people just go through the same boring 
routine, it’s not that difficult to stand out.  
 
It is interesting to note how many people come to these networking 
meetings with hardly any thought as to what they will say to the group – 
and that approach is a sure-fire way to turn people off.  
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A typical 60-second pitch might go something like... 
 
“Good morning, my name is John Smith. I’m with ABC Accountants and 
we work with small businesses. If you know anyone who wants to save 
money on their accountant, I’ll be happy to talk to them for you. Thank 
you.” 
 
Don’t laugh – this is common practice! YOU MAY EVEN USE 
SOMETHING SIMILAR! 
 
An important point to remember is what is known as the ‘Six Degrees of 
Separation’. This means that every person is only six people away from 
meeting anyone in the world they would like to meet. For example, if 
every person in the world only knew 100 other people, by the time you 
took it to 6 levels, you would have access to 100 trillion people.  
Clearly, that’s a massive number, but consider if every person only knew 
10 people (that’s just a good-size family for some people), at six levels out 
you would still have access to 10 million people. 
 
The point is that networking, when done properly, can put you in front of a 
lot of people – many of them WILL be your potential clients.  
 
When a person refers you to someone they know, they are, in fact, putting 
their name and reputation on the line with that person, and most people 
want to protect their name and reputation so will only refer others who 
they know or feel can represent them well. For that reason alone, you are 
well advised to attend your networking meetings well prepared – leave 
absolutely nothing to chance. That means you don’t ‘wing it’ when it 
comes to making your 60-second pitch. 
You should create a dozen or so 60-second scripts and MEMORIZE them.  
 
Practise them so they become second nature. I guarantee very few other 
people in the room will have prepared in this way. 
 
But in reality it’s difficult to create a script that really ‘wows’ an audience 
on its own. WHAT YOU NEED IS A PROP. In other words, you need a 
physical product to go along with your script that reinforces the message 
and makes people remember you. 
 
This is easier than you think… 
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You just need to think a little differently than you’ve done before. Here are 
three simple examples with the theme based around being different from 
all other accountants… 
 
Apples and oranges, salt and pepper pot, black and white kings from a 
chess board 
 
Members of the Accountants Growth Programme get all the scripts to go 
along with these inexpensive props, but the result is that whichever 
networking event they attend, they are memorable and as a result they 
receive many more referrals through their networking. 
 
Now let’s move on to the cutting edge strategy known as remarketing.  
 
I have to say that remarketing or ‘retargeting’ is a truly awesome strategy 
that you should definitely be using. It maximises your return on 
investment on every marketing strategy you use and helps to generate even 
more enquiries.  
 
So what is it? 
 
Well Google (and other remarketing suppliers) offers AdWords advertisers 
the ability to place ads (both text and graphical) in front of users who have 
previously visited your website. 
 
The technology works by putting a little piece of Google tracking code on 
every page of your website. This code monitors each individual visitor and 
which pages they visit. Then as they trawl the internet a few days later you 
can place an ad in front of that user to say “Hey, remember us? Please 
come back” etc. 
 
The technology is even clever enough to recognise where they went on 
your site so you can tailor the ad to be more specific to their needs.  
The reason why we recommend Google for your remarketing is because 
Google have literally millions of websites subscribing to their ad model, 
ranging from very large high traffic sites to small low traffic sites.  
 
But essentially because their reach is so vast, the chances of your visitors 
landing on one of these sites after visiting your site is very high.  
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So Joe Bloggs visits your website. When he leaves and visits other sites 
(any site, not sites related to accounting) your ad will show up, making Joe 
think that you’re all over the web. 
 
This can happen for days, weeks, months or forever (you decide how long 
visitors see your ads).  
 
Its brilliance is its simplicity. Best of all you only pay when Joe clicks on 
one of your ads (the reason why so many websites subscribe to Google’s 
ad programme is because when someone clicks on your ad, they get a 
share of the revenue generated). 
 
Once again I don’t have time in this tutorial to go through all the technical 
aspects and advanced features of setting up your remarketing campaign 
but you can learn more about remarketing by going to Google and typing 
in ‘remarketing’. 
 
Alternatively you can do what our members do and let us set up and 
manage your remarketing campaign for you. And just as you do for your 
Google AdWords campaign, you set your maximum monthly spend and 
we take care of the rest. It completes the loop and the best part is you don’t 
have to lift a finger. You don’t have to learn this stuff to get great results 
from it. We do it all for you. 
 
During the last 4 videos we’ve identified Google AdWords, your own 
monthly printed newsletter, referral system, networking and remarketing 
as THE best marketing strategies to use to excite and motivate your 
PRIME, SECONDARY and UNKNOWN targets to contact you or visit 
your website that sells.  
 
As long as your website is set up to generate the enquiry you’ll start to 
receive a constant flow of them. That’s what videos 1 to 8 have been all 
about. In the next video we show you how to then convert a high 
percentage of these enquiries into the right clients at the right fee. 
 
So let’s recap...  
 
Here are the key learning points from this eighth tutorial...  
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1. First... You should be using effective networking to generate more 
business.  
 

2. Second... The key with networking is to be memorable. Prepare a set 
of well written scripts and always use props.  
 

3. Third... Remarketing is a cutting-edge and advanced strategy that 
will ensure you maximise the return on every marketing strategy 
you use! 
 

4. And finally, if you join the Accountants Growth Programme you’ll 
get all the networking scripts done for you and instructions on using 
the props AND we’ll set up and manage your remarketing campaign 
for you, ensuring you get the best possible results. 
 

Now please turn to the ‘One Page Action Plan’ that accompanies this 
tutorial and start putting together your networking scripts and remarketing 
campaign. 
 
 

Looking To Accelerate 

The Growth Of Your Firm? 

 
If you want an EASIER way to acquire more of the 
right type of clients at the RIGHT fee, where 
everything is either done-for you or ready-to-go, then 
the Accountants Growth Programme could be for you. 
To find out if you qualify, click on the link below to 
watch this short 5 minute video... 
 

http://www.academyforgrowth.co.uk/pages/agp-video/  
 
 
 
 


