COMPLIMENTARY E-BOOK
Smart Marketing for Accountants
Hi
Here’s your copy of ‘Smart Marketing for Accountants # 7 with my compliments.
My marketing Guru, Graham McGregor, has had an interesting experience with a postcard
for his dog, and he discusses a couple if ideas as to how his experience could be used in
your practice to generate more business
1. Send a post card inviting your clients to check out a special website offer that you
have.
2. Send a post card inviting your clients to give you referrals.
3. Also I enclose for you with my compliments a useful guide to what happens when a
loan guarantor dies.
I hope you find something useful in here.
Please feel free to pass this resource on to colleagues who could benefit from the ideas, or
to your clients - soft copy is available on request from info@wealthbuilders.kiwi
Kind regards

Barry Vincent
ACC and Shareholder Contingency Consultant
Business exit strategies
PS: You have probably helped your clients build the value of their business and created an
asset which they are able to sell when the time comes for them to move on. One of the
areas in which I have helped a lot of business owners is to assist them planning an exit from
their business in style– taking that money that you have created with them. I have produced
a workbook which walks a business owner through the pros and cons of the various options
they might have to sell their business. I’d be happy to give you further details on this service
if it might be of interest to you or any of your clients.
www.acconline.co.nz
•

savings@acconline.co.nz

Linked In https://nz.linkedin.com/in/barryvincentaccriskspecialist

SMART MARKETING
FOR ACCOUNTANTS #7
Simple (yet highly effective) marketing strategies to help
Accounting Firms increase revenues and turn their clients into
delighted raving fans…

Use memorable post cards in your marketing:
I had an interesting experience recently.
I went to the letterbox to clear the mail and found a
colourful postcard addressed to Daisy McGregor. (Daisy
is the name of our little Bichone Frise Dog.)
On the front of the post card there was an image of a
dog with sun glasses and the words ‘Woof’.
Here is what it looked like…

Sonia was visiting the United States from New Zealand
to attend a conference for dog groomers so she could
stay current with the all the latest trends and equipment
in her industry.
She thought it would be fun to send a post card to a
number of her dog grooming clients while she was
overseas.
So she took the names and postal addresses of a
number of her clients with her and sent each of them a
personal post card.
However she addressed each post card with the name
of the dog and not the owner.
I’ve had great fun showing this post card to a number
of people I know.
It makes an interesting story when I can say ‘my dog
got a post card from the United States.’
I then show people the post card.
What Sonia has done is some very clever marketing
that makes her memorable.

The postcard was sent from the United States and had
a handwritten message on the back that said…
‘Hi Daisy Hope all is well.
Just a quick ‘Hello’ from sunny
Hershey USA!
See you when I get back
Sonia
The post card was sent by Sonia the owner of a
dog grooming firm I use called The Pet Stylist.
www.thepetstylist.co.nz

Best of all it is very inexpensive when compared to
the amount of money a client spends each year on
grooming their dog.
Sonia’s fun little post card was a reminder to me that
post cards are actually a handy marketing tool that
could well be worth using in many businesses.
There are two advantages in using post cards in your
marketing.
ADVANTAGE1:

(I take Daisy to Sonia every 5-6 weeks to be groomed
and she does a nice job.)

They are very inexpensive to produce.
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You can contact your local digital printer and ask for
them to print a small number of post cards for you.
You can start with 50-100 postcards if you like.

You might like to have a catchy image on the front of
the post card that says something like this…

If they work well you can always print more in a future
order.
Advantage 2: They are quite noticeable and memorable
when they are posted out.
I’ve personally received about 3 post cards in the last
3 years. (So at one a year they are definitely not that
common.)
HERE ARE TWO WAYS YOU MIGHT USE POST
CARDS IN YOUR MARKETING…

2: Send a post card inviting your clients to give you
referrals.

1: Send a post card inviting your clients to check out
a special website offer that you have.

You might test sending a post card inviting 100 of your
best clients to give you referrals to other people that
might be interested in what you offer.

You could easily send 50-100 of your best clients a
short promotional message on a post card that says
something like this…
==========================================
Hi John, thanks for being one of our valued clients.
If you go to this special page on our website (put in an
easy to remember website address) you’ll see how you
can take advantage of something we are doing for the
next 7 days only.
This offer is only being shared with a small number of
valued clients like you.
(We hope you like what we are doing.)
Kind regards
Andy Accountant
==========================================
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You might have an image on the front of the post card
that has the words ‘Fun Competition’.
You then explain that you are running a referral
completion for 10 days and every person your clients
refer gets a special offer of X. Plus they will get a small
gift for every referral they give you and they are also
in a free draw for a luxury weekend for two. (Or some
other attractive prize.)
You could test something like this with 100 clients
and if it works well you might like to test your referral
competition with a larger number of clients.
Post cards can be a low cost way to do memorable
marketing for many businesses.
If you are considering post cards
as a marketing tool in your own
business then have a chat to
your local digital printer about
how they could work for you.
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