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Speakers list

Bethany Novis
Partner and Leader, Business
Consulting Services Group

Allison Schlegelmilch
Director of Marketing

Allison leads the firm’s brand
visibility, awareness and engagement
strategies tapping into her extensive
experience in advertising, public
relations, content strategy, events
and more.

Bethany leads RKL's Business
Consulting Services Group, directing
the new service development, talent
development and client experience
across the firm’s consulting
capabilities.

Eric Wenger
Partner, Tax Services Group

Eric is a partner in RKL’s Tax Services,
advising closely held family owned
companies in a variety of tax,
succession and business issues. Eric
also serves as the Managing Partner of
the firm’s Lancaster Office, overseeing
operations and fostering a positive
work environment for the team.
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Agenda

Topic | Minutes _

The Marketing Mindset Shift 10-15
The Growth Mindset Shift 10-15
The Leadership Mindset Shift 10-15
Choose Your Own Adventure/Questions & Answers 20
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Objectives

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

» Recognize best practices for differentiating your firm through

thought leadership

« Identify ways to develop relevant and timely service offerings for

your clients

* Foster a culture of cross-firm collaboration
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An overview: leading our markets through adversity

You guessed it. m _‘__
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An overview: leading our markets through adversity
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WEEKLY WEBINAR SERIES

In the 30 weeks that followed we:

» Educated a total of 12,000
attendees through 30 webinars

* Increased web traffic YoY by
300% through blog posts, videos
and on-demand webinar content

Lvalara
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An overview: leading our markets through adversity

In the 30 weeks that followed we:

* Earned media interviews with the @l]cf'\"w ﬁ“rk Cimes
New York Times, Washington Post

and Wall Street Journal + dozens of THE WALL STREET JOURNAL.
other regional media @I]e muﬁl]ingtuu 1]]051

» Gained dozens of new clients, a
robust pipeline of opportunities and
unprecedented brand awareness and
visibility

spwTLIGHT SRR LA

Avalara "m

‘yy

The MINDSET SHIFT #1:

Marketing It isn’t about content.
Mindset

It's about differentiation.
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Mindset shift #1: seizing the opportunity to differentiate

« Approach the crisis from multiple oo iG] o
- S
angles — people, process and profit V;\“e‘&%
« Be first to market, despite lack of 2 ‘a“Q o¥ .
clarity 1.0 ~ =
H . A\S g > So
* Client-focused content design kept o e
current issues, challenges at the o s Lt i Bt e
forefront of our planning e
* Practice radical transparency — i
don’t
Lvalara R
&/. _- 2020 RSM US LLP. All Rights Reserved RShA

Mindset shift #1: seizing the opportunity to differentiate

* Walk the journey with our clients,
week after week

You guys have been all over

« Above all. be human. Make a this. | was on call with [local

. . Vistage chair] and a group of
connection, create a community CEOs and when the good faith

« Delivering content vs. thought ruling came out and someone

said ‘Wait, | just received an

IeaderShlp email about this from RKL."
Cathy Hirko, editor, Central
Penn BusinessJournal
Mvalara "m
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The MINDSET SHIFT #2:
Marketing :
Vindset Design, develop, test,

repeat.

Mindset shift #2: design, develop, test, repeat

* Frequently revisit the “why” to stay aligned

* Understand and frequently communicate your core marketing
objective

* Create a team of partners/team members with similar client-
focused mindsets

« Utilize client feedback from surveys, one-on-one discussions,
etc.

* Assess short- and long-term needs frequently and design
content accordingly (back-to-school, etc.)

* Create structure and cadence for meetings

Lvalara RSM
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Mindset Shift #2: design, develop, test, repeat

» Experiment with different rkl
content formats

* Adapt and evolve to stay

relevant

* Deliver meaningful metrics
* Protect and nurture the product
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An overview: seizing opportunities for growth

Meanwhile, we seized the opportunity to serve our clients and grow non-
recurring consulting work. Over the past 30 weeks, we:

* Helped 300+ clients apply for >$100 million in PPP loans

« Forecasted forgiveness on $60 million in PPP loans held by 113 clients
* Responded to 2,000+ client questions related to PPP

« Captured nearly $1 million in COVID-19 tax credits for 11 clients

* Productized and marketed a Form 941 “how to” video package

» Gained dozens of new clients for outsourced work or special projects for
outsourced accounting and HR practices

Avalara - —
The MINDSET SHIFT #3:
Growth Hire for mindset
Mindset
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An overview: hire for mindset

The right team can rise to any challenge. Look beyond technical
expertise. Our power combination that allowed for rapid service
development and innovation included:

« Adaptability — eager to pivot into unchartered territory

» Entrepreneurial — able to recognize business or growth
opportunities

* Resiliency — able to tolerate shifting ground, changing
environment and even failure

« Team-oriented — motivated and inspired by seeing the entire team
succeed

Avalara "m

The MINDSET SHIFT #4:

Growth
Mindset

Recognize demand and

seize it
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An overview: recognize demand and seize it

With a constant feedback loop from our
weekly webinar, we were more attuned to
demand, resulting in the development of PPP
services and opportunities for our human
resources consulting group. Here’s what we
learned:

* Give a highly engaged team a problem and
they will come up with a solution = PPP loan
forgiveness model

* Let your customer design your menu —
listen; they'll tell you what they want/need

» Experiment with different formats (e.g.,
Form 941, on-demand videos)

Lvalara
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Answers Today.
Better Decisions 2%

for Tomorrow.

bout PPP loan
Cash flow forecasting?
Your organization's short and long-term plans?

RKL is here to help.

Dear Friend of RKL:

The past six weeks have presented no shortage of challenges for arganizational
leaders. If your business has received or anticipates receiving one of the 1.3
milion loans issued by the SBA through the Paycheck Protection Program, if's
likely you're facing a whole new slate of uncertainties

With the eight-week clock ticking, you need to have confidence that the actions
you take today d empl ion, workforee
headcount, cost evaluation and averall business strategy won't jeopardize
loan forgiveness

In response to these concems, we've developed a new Loan Forgiveness &
Cash Flow Forecast solution. This offering utilizes various data points from your

RSM
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MINDSET SHIFT #5:
Scale your advisory
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An overview: scale your advisory services

With fast-moving changes, creating a model
for both internal and external client service
was key.

» Evaluated different industry sales models —
landed on a “sales territory” approach

» Matched consultants with partners by
expertise and personality

» Set clear goals and expectations for
touchpoints and engagement...both on
partner/consultant side

» Collaborative approach, not a “hand off”

* Able to build bridges that would have taken
us years to build
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The MINDSET SHIFT #6:

Leadership Cross-functional
Mindset . .
collaboration is the secret
sauce

Mindset shift #6: cross-functional collaboration

Diversity of perspective and expertise was a true strength in this
process. How do you do that when you’re moving quickly and have a
large team?

» Core planning group representing various practice areas and services
lines

* Solicit input and ideas from other partners and key team members on
an on-going basis

» Ensures diversity of thought and expertise, leading to greater
awareness of expertise and capabilities among our audience

* Look for opportunities to knock down silos
* The client is central to all conversations, regardless of practice or

service line
Avalara L —
& T © 2020 RSM US LLP. All Rights Reserved. RShA
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The MINDSET SHIFT #7:
Leadership It's not about my client.
Mindset

It’s about our clients.

Mindset shift #7: it's not about my client, it's about our clients
The process provided a welcomed departure from the “book-of-
business” mindset.

« Shift from the WIIFM factor to driving a pipeline of opportunity for
the entire firm

* Create systems to incentivize an “our client” mindset

» Use thought leadership content to scale client service for our
highly in-demand partners and managers

» Foster an environment of trust where partners welcome the
opportunity to bring other experts in to serve their clients

Lvalara RSM
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The seven mindset shifts for growth and differentiation

It’'s not about content. It's about differentiation.
Design, develop, test, repeat.

Hire for mindset.

Recognize demand and seize it.

Scale your advisory services.

Cross-functional collaboration is the secret sauce.

N o kR bh =

It's not about my client. It's about our clients.
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Rshn 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
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