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Value-Based Marketing  

 Today's articles "Become a Trusted Business Advisor - 3 Ways" and 

"Answering the Biggest Question in Marketing" offer good advice about 

differentiating your firm from others. When marketing your firm, it's not 

enough to fall back on the overused phrase, "We provide excellent 

customer service." Perhaps, think about how to market your firm the 

same way you would sell yourself in a resume. For example, simply 

saying "I provided customer service," isn't likely to land you a job. You 

need to give specifics: What customer needs did you meet? How did 

you meet those needs? How did your skills add value to a previous 

employer? Be an original – think of creative ways to make your firm 

stand out.  
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 Become a Trusted Business Advisor – 3 Ways  

 

  

When a business owner is searching for an accountant, choosing 

one isn't so simple. Providing financial services – despite what 

some of your tax-only clients may believe – is far from a commodity.  

   
 

 Answering the Biggest Question in Marketing  

 

  

"Why should I do business with you instead of somebody else?" 

This might be the most important question in marketing, and the 

answer is one of the most useful tools in marketing - your 

differentiator.  

   
 

 Juice Up Your Partner Goal-Setting Process  

 

  
If done well, setting partner goals will raise the bar for each partner, 

which in turn will raise the bar for the firm.  

   
 

 

 

 

 If you lose a bid . . . ask 

yourself, "Did we 

communicate the value 

of the services we're 

going to deliver?" If a 

business owner rejects 

your proposal, it may 

have been because you 

haven't demonstrated 

the real value that you 

can deliver.  

Read more  

- Sally Glick, CMO, 

Principal at Sobel & Co.  
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