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Industry Specific Reports
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Research Sample — Accounting "
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117

Buyers

N\

164

Sellers
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FINDING A NEW
FIRM
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Top 10 Ways Buyers Search

Network/Ask a Friend or
Colleague

T

2%

We Don't/They Find Us

Search Online

Already Know All That |
Need To

Check With Association

Review Trade/Business
Publications

Look for Expert in Field

Tradeshows/Conferences
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Who is the Competition? HInge
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Top 10 Selection Criteria HInge

I Buyers
B Sellers

Team Expertise/Skills

C
ost/Terms 55%

Existing Personal
Relationship

Good Fit/Share Our Values

Respected Expert/
Specialist in the Field

Referrals/
Recommendations

Good Reputation

Size of Firm

Good Customer Service

60

#Hingeresearch



What are Buyers Trying to Avoid?

) 30
#Hingeresearch

40

50

1 Buyers
W Sellers
Lack of Industry Knowledge 23%
Bad Fit/Wrong Values 18%
Qvyernavina/Cost Qver- 16%
a3% %ow [

Broken Promises/Don’t Do
What They Say

Just Like Everyone Else

Inexperience/Incompetence

Poor Customer Service 15%

Don't Get the Job Done or
Solve Our Problem

Having to be Too Involved/
Do it Ourselves

Conflict of Interest
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What Tips the Scale for the Winner?

#Hingeresearch

I Buyers
M Sellers

Better Expertise/
Specialization

Existing Relationship

Better Team Chemistry/
Right Values

Referrals/
References

Good Reputation

Good Customer Service

Cost/Terms

Good Proposal/
Presentation

Offer More Value/Better
Value Proposition

Understand Our Situation/

Industry

Geographic Location
of the Firm

Experience/Past
Performance

35%
36%
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BEST MARKETING
APPROACHES
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Top 10 Current Marketing Methods HInge

Education 30%

Personal Visits [ 2%
Networking at Events [ 1%

i

’ e

Direct Mail
They Don’t Market to Us

Marketing Materials

Social Media/
Online Marketing

Referrals/
Recommendations

30 40
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Top 10 Best Marketing Methods HInge

I Buyers
M Sellers
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WORKING WITH
A CLIENT
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Does Your Accounting Firm Do What They Say "
They Will? HInge

Il Buyers
M Sellers

% Likelihood

6 or less 7or8 9o0r10
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Will Buyers Still be Using Your Accounting 1]
Firm in 2-3 years? HInge

% Likelihood

6 or less 7or8 9or10
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Top 10 Values/Benefits of Service

[ Buyers
W Sellers
They Have Become a 31%
Trusted Team Member 19%
Add Perspective/Better 22%
Decision Makina aR0L
- n

1% Provide Solutions to My
Problems

Specialized Skills &
B 2a% Expertise

Great Customer Service

The Focus and Dedicated
Effort They Bring

They Provide a Great Value

Supplement My Internal
Resources

Their Connections &
Network

Help Impact My Bottom
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DEVELOPING MORE
~ BUSINESS
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Are Buyers Aware of All Services?

! Buyers
M Sellers
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% Yes
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How New Services Should Be Offered HInge
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Discuss Our Issues and
Offer Solutions

o I

a»m

.

i e e
Develop a Personal
Relationship

Social Media P 1%
Through Account Manager/
Regular Meetings . 1%
Follow Our Formal Process h 1%
Marketing Materials F 1%
20 30 40 50 [0) 10
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Probability That Buyers Will Recommend 1]
the Firm HInge

25%

Haven’t Referred

| /'3

75%
Already Referred

6 or less 7o0r8 9or10
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Why Haven’t You Referred?

60

43%

[ a3
[ 9%

F 4%

0 20 40

| haven’t been asked
Not enough experience

with them
| am not satisfied

Location

#Hingeresearch



GROWING
YOUR BRAND
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Top 10 Challenges for Accounting Clients

Il Buyers
W Sellers

Dealing With a Difficult
e ¥R it N s

[l vz,

Attracting & Developing
New Business

Budgets/Financial Issues

Responding to Regulations/
Requirements

Finding & Keeping Good
People

Maintaining Quality &
Efficiency

Vendor/Business Partner
Issues

Keeping Costs in Control

Technology Issues

Innovation/New Ideas

24%

24%
14%

18%

15%

6%

10%

6%
0%

4%

4%
4%

43%

52%.
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How Important are the Services that the
Accounting Firm Provides?

W Buyers
W Sellers

% Importance
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How Important are the Services that the Firm "
Provides? Hinge

% Importance
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Buyer vs. Seller Reputation Perceptions
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6 or less

7 or 8

9 or10

" Buyers
B Sellers

% Good
Reputation
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Buyer vs. Seller Visibility Perceptions

#Hingeresearch

6 or less

7o0r8

1 Buyers
B Sellers

% High
Visibility
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Buyer Reputation vs. Visibility

6 or less 7o0r8

#Hingeresearch

9or10

M Reputation
W Visibility

% Very Good

HInge
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Free Resources

“Online Marketing for Professional Services” Book

‘.. —_—
SPARALING
“Spiraling Up” Book
w’, : “Accounting & Finance Firms: Online Marketing Study ”
@ Research Study

How Buyers Buy Accounting & Finance Services
Research Study
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Free Marketing Strategy Review HInge

v !

> We'll discuss:

703.391.8870



Thank you! Questions?

Lee Frederiksen, Ph.D.

@HingeMarketing
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