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Speaker

Adelaide is a speaker, trainer, coach and consultant to accounting 
firms around the world. Adelaide’s strengths are in marketing, 
branding, communications, leadership and business development.  
For over twelve years she has been working with accounting firms to 
help them build stronger cultures and stronger brands by 
encouraging excellence and consistency at all levels in a firm. 

Adelaide Ness

Owner & CLO
The Rainmaker Companies

Email: Adelaide@TheRainmakerCompanies.com

Call:  +1 617 849 2977

LinkedIn: www.linkedin.com/in/adelaideness
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Agenda
Topic Minutes

Revisit three strategies and introduce strategy #3 10

Difference between funnel and pipeline 10

4 Phases of sales process 10

Targeting phase of sales process. prospecting, gaining access, 
qualifying, identifying decision influencers

20

Wrap up and action plan 10
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Objectives

By the end of this course, you will be able to:

• Understand strategy #3 – find prospects in the marketplace that 
look like your “A” & “B” clients

• Learn the rainmaker sales process

• Develop strategies for targeting ideal client types

• Understand best practices for qualifying prospect

© 2020 RSM US LLP. All Rights Reserved. 

1. Identify “A” clients and super please them

2. Identify “B” clients and turn them into “A” clients

3. Find prospects in your marketplace like your “A” 

and “B” clients

Three Strategies For Double Digit Growth
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Build Loyalty
through 
EMPATHY

Introduce 
New 
Services

01. 02.

Then them 
into “Raving 
Fans”

03.

Strategy 1 –
Identify “A” clients 
and super please 
them.

Build 
Loyalty 
through 

EMPATHY

Introduce 
New 

Services

Then them 
into 

“Raving 
Fans”

1.

2.

3.
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Strategy 2 –
Identify “B” clients 
and turn them 
into “A” clients

Learn their 
business  

Offer 
Dessert  

Make 
them more 
profitable  

Focus of 
New 

Partners 
and Senior 
Managers 
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1. Identify “A” clients and super please them

2. Identify “B” clients and turn them into “A” clients

3. Find prospects in your marketplace like your “A” 

and “B” clients

Three Strategies For Double Digit Growth
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Strategy 3 –
Identify prospects 
like your “A” and 
“B” clients and get 
them into your 
sales pipeline.

Turn them 
into clients

Potential 
long sales 

cycle

Be 
intentional 

and 
persistent
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Jay Conrad Levinson Guerilla Marketing Attempts

27
Marketing Attempts

• CPAs give up after 9 marketing 
attempts
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• Create a target prospect list 

• Increase your rate of asking  

• Measure and develop systems  

• Find a point of receptivity  

• Start your cold calling campaign 

Finding Target Prospects 
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Fill Your Pipeline
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The Sales Process
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The Sales Process
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Targeting

Prospecting

Gaining 
Access

Qualifying

Identifying 
Decision 

Influencers
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Determine Your Ideal Client Profile

Targeting

© 2020 RSM US LLP. All Rights Reserved. 

Articulate Your Client Profile

Targeting
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Where Can I Find Prospects?

Targeting
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Researching Prospects

Targeting
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Gaining Access

• Internal

• External

• Google

• Mail and Call

Targeting
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Qualifying Your Prospects

NEAD

BAR

Targeting
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Now, Enjoy, 
Alter, 

Decisions

Targeting
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Budget, Additional, 
Relationships

Targeting
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• Final 
Authorities

• Decision 
Influencers

• Outside 
Influencers

• Coaches

• Gatekeeper

Decision Influencers

Targeting
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The Sales Process
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%

If you want to grow 10%... 

• If you have 25% of your firm’s revenue in your 

sales pipeline and :

• You have 10% client attrition each year 

• You want to grow at 10% then… 

• You need a 80% close ratio to reach 

10% growth 
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%

If you want to grow 10%... 

• If you have 50% of your firm’s revenue in your 

sales pipeline and :

• You have 10% client attrition each year 

• You want to grow at 10% then… 

• You need a 40% close ratio to reach 

10%
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%

If you want to grow 10%... 

• If you have 100% of your firm’s revenue in 

your sales pipeline and :

• You have 10% client attrition each year 

• You want to grow at 10% then… 

• You need a 20% close ratio to reach 

10% growth 
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What if it comes 
in all at once?

It never does.

100% of your Firm’s Revenue in Your Sales 
Pipeline… Are You Crazy? 

We don’t have 
anywhere near that 

currently.

How much do you have?

How is this 
even possible?

It is simple, but not easy. You 
must have a plan, work the 
plan, measure the plan and 
hold people accountable to 

results.



11/3/2020

16

© 2020 RSM US LLP. All Rights Reserved. 

BELIEVE
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Smile and 
have fun!
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Questions?  Let’s Connect!

Adelaide is a speaker, trainer, coach and consultant to accounting 
firms around the world. Adelaide’s strengths are in marketing, 
branding, communications, leadership and business development.  
For over twelve years she has been working with accounting firms to 
help them build stronger cultures and stronger brands by 
encouraging excellence and consistency at all levels in a firm. 

Adelaide Ness

Owner & CLO
The Rainmaker Companies

Email: Adelaide@TheRainmakerCompanies.com

Call:  +1 617 849 2977

LinkedIn: www.linkedin.com/in/adelaideness
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This document contains general information, may be based on authorities that are subject to change, and is not 
a substitute for professional advice or services. This document does not constitute audit, tax, consulting, 
business, financial, investment, legal or other professional advice, and you should consult a qualified 
professional advisor before taking any action based on the information herein. RSM US LLP, its affiliates and 
related entities are not responsible for any loss resulting from or relating to reliance on this document by any 
person. Internal Revenue Service rules require us to inform you that this communication may be deemed a 
solicitation to provide tax services.  This communication is being sent to individuals who have subscribed to 
receive it or who we believe would have an interest in the topics discussed.

RSM US LLP is a limited liability partnership and the U.S. member firm of RSM International, a global network 
of independent audit, tax and consulting firms. The member firms of RSM International collaborate to provide 
services to global clients, but are separate and distinct legal entities that cannot obligate each other. Each 
member firm is responsible only for its own acts and omissions, and not those of any other party. Visit 
rsmus.com/aboutus for more information regarding RSM US LLP and RSM International. 

RSM, the RSM logo and the power of being understood are registered trademarks of RSM International 
Association. 
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