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Objectives

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

• Define how to showcase thought leadership on your website

• Define the types of thought leadership content you can create

• Identify the different types of technology for managing contacts 
and email communications

• Identify the components of an ideal email and communication 
frequency

• Define specific actions that all colleagues can take to help with 
marketing
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Background

Sales and Marketing Software

• CRM + Email Marketing + Marketing 
Automation

• 1,000’s of users globally sending millions of 
emails each month.

• Merged with Benchmark in Sept 2019  
Rebranded BenchmarkONE
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Thought Leadership and Marketing
for Accounting Firms.
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The bar continues to raise

Expert

Trusted Advisor

Thought Leader

Connector

“Go To” Resource
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Important information is flowing faster than ever
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Your clients expect you to keep 
them well-informed, in a timely manner.
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More Clients, Less Time.
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The solution is to leverage 
thought leadership and 
technology to bridge the gap.
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Each piece of thought 
leadership can be leveraged by 
all employees to help stay in 
touch, educate, build stronger 
relationships and better serve 
both clients and prospects.
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MAKING YOUR 
WEBSITE A THOUGHT 
LEADERSHIP HUB
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Your website is the face of your firm
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Resource Center

Provide thought leadership, showcase 
your expertise, educate prospects and 
clients, and generate intelligent 
conversations.

Recommendations:

• Create a resource center

• Add content that your clients and 
prospects will find valuable
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Easy to Find

Make it front 
and center

Show multiple 
topics per page 
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Be strategic with content creation

Address topics applicable to 
different industries, 
demographics and service 
areas.

Promote all of your services 
through education.

Better understand each 
contact’s needs and interests 
based on what they read.
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Create great content

You can create content in-house or leverage 
third-party resources.

Recommendations:

• Assign a coordinator; management should 
reinforce the importance of content

• Create content internally when feasible 
(articles, webinars, videos, etc.)

• Leverage RSM Content (alliance members)

• Hire a third-party writer(s) 
(WritersAccess.com, Zerys.com)

• Leverage branded third-party content (i.e. 
Thompson Reuters, Marketing by Numbers)

• Minimize curated content that takes visitors 
to an unrelated site
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Consider using video

Convey and explain complex topics 
in an engaging manner.

Showcase various experts within 
your firm.

Showing colleague’s personalities 
will help build trust.

Recommendations:

• Use your mobile phone as your 
teleprompter and video recorder

• Keep videos short – between 4 
and 6 minutes

• Be sure to have good lighting and 
use a lavalier microphone
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Schedule webinars

Showcase your people and 
expertise.

Effective way to engage both 
clients and prospects.

Recommendations:

• Leverage referral partners 
(lender, attorney, etc.)

• Post webinar recordings to your 
resource center

• Create a follow up strategy with 
attendees
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Generate intelligent, qualified conversations

Let the content provide a basic 
education on a topic.

Let the content filter interested and 
qualified contacts.

Provide multiple methods for the 
client or prospect to contact you.

Use an online form to capture new 
leads and prospect.
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BETTER COMMUNICATE 
WITH CLIENTS AND 
PROSPECTS
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Get Organized

Centralize your contacts in order to 
better communicate, track 
engagement and identify 
opportunities.

Recommendations:

• Utilize a CRM with email 
capabilities

• Centralize contacts

• Send emails

• Segment contacts by 
demographics, industry, service 
area, etc.

Email 
Newsletter

Systems

All-in-One Sales and 
Marketing CRMs

Enterprise CRMs and 
Marketing Automation
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Firm Email Strategy

Communicate valuable information that 
further establishes you as the trusted 
advisor…and keeps you in front of the client.

Recommendations:

• Send 2 – 4 emails per month

• Each email should deliver value

• Send relevant information to segmented 
contacts if possible

• Limit to one topic per email

• Don’t make your email a book

• Have a clear call to action

• Track engagement
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The most effective email for all
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Social Strategy

Draw prospects to your website by 
posting content to social feeds.

Recommendations:

• Have social posting buttons on all 
landing pages

• Notify all colleagues to post new 
content to their personal social feeds

• Don’t be afraid to post the same 
content multiple times
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MARKETING IS A 
TEAM EFFORT
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Marketing is a TEAM effort

Marketing may be charged with creating thought leadership, but…

all colleagues can help identify thought leadership topics 
and contribute their expertise to help with content.
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Marketing is a TEAM effort

Marketing may be charged with coordinating webinars, videos, 
speaking events and conferences, but…

all colleagues can watch for opportunities to participate 
and share their expertise.
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Marketing is a TEAM effort

Marketing may be charged with sending mass emails, but…

all colleagues can send clients, prospects and referral 
sources personalized emails with an article or other 
valuable content.
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Marketing is a TEAM effort

Marketing may be charged with posting content to the firm’s 
social properties, but…

all colleagues can post and share content on their personal 
social properties.
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Marketing is a TEAM effort

Marketing may be charged with managing the contact list, but…

all colleagues can help with adding to and updating the 
contact list.
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RSM Alliance Member Spotlight: Cheryl Siemering
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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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