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The Essential Guide to 
Help you Decide 
  
Few topics polarize opinion amongst 
accountants more than telemarketing. 
 
Although some of the fastest growing 
firms in the country are built on 
telemarketing, it’s not right for every 
practice. 
 
There are firms out there enjoying 
returns of £4 - £5+ for every pound 
spent; and that’s just in 1st year fees! 
Others have spent thousands of pounds 
for nothing.   
 
After almost 15 years of running 
telesales campaigns for accountants the 
checklist below highlights the common 
ground shared by the high achievers I’ve 
worked with.  You should also find a 
profile emerging of those partners and 
firms unsuited to attending telephone 
made sales appointments.  
 

Attitude 
 
  
 
Know your  

    Strengths 
If you don’t believe that your firm 
provides a better service than the norm 
it is unlikely that you will convince 
business owners to work with you.  
 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
We often ask Partners considering 
telemarketing to “Tell me about work 
completed that has made a real 
difference to a client’s business / 
finances.”  If the question is met with 
silence we politely end the conversation.  
             
Telemarketing can only promote your 
strengths; so make sure you know what 
yours are before you start. 
 
Enthusiasm 
The Partners attending appointments 
must want to be involved.  If they aren’t 
genuinely interested and enthusiastic it 
will show.   
 
Be Positive 
If your glass is permanently, half-empty 
telemarketing is again unlikely to get 
you results.  A positive attitude and an 
open mind will reveal new fee earning 
opportunities.  
 
You would be surprised how often we 
are told that the prospect wasn’t 
interested, only for the proposal to later 
be accepted. From time to time I have to 
tell clients that we can’t work with them.  
If partners are rude and dismissive of 
the work carried out for them they are 
wasting everyone’s time.   
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Time 
 
Attending telephone 
made appointments is 
a time consuming 

process.  It’s not just the time spent 
travelling to and attending 
appointments to bear in mind.  
 
You also have to prepare, write 
proposals and follow-up on interest.  
Not to mention liaising with your 
telemarketing supplier / worker and 
measure and review results.  
 
Work  out   how   much   time   you    can 
dedicate to the process, per week, per 
month.   How much help is available in 
preparing for meetings and managing 
the work? 
 
Some telemarketing companies can 
manage all your post meeting contact.  
This will save you time and their core 
skills, they are sales people, will 
maximise your chances of success. 
 
To help you work out the time you need 
the main tasks are listed below:  
 
Preparing for the appointment 
 

• Confirm the appointment. 
• Research.  Find out all you can 

about the history of the business 
and whom you’re meeting. 

• Download and view company 
accountants. 

• Prepare agenda. 
• Review details provided by the 

appointment maker. 
 
Post meeting      
 

• Write the proposal. 
• Present proposal, attend second 

meeting. 
• Follow up with prospect until 

decision is made.   
 

Expectations  
  
 
Don’t expect the 
same conversion 

rate as referrals 
Meeting potential new clients through 
telemarketing is entirely different to 
meeting with referrals or prospects who 
have contacted you, the majority of 
which should result in new business.  A 
successful conversion rate from 
telemarketing is 1 new client for every 3 
appointments attended.    
 
The directors and business owners that 
you will meet have to want to work with 
you.  Remember the majority will not be 
actively looking for a new accountant 
(Although you should only meet with 
prospects that have committed to 
seriously, consider working with you if 
they like what they see).  
  
The Rough with the smooth 
You will inevitably attend appointments 
that waste your time.  You will also turn 
up to meetings to be told “They’re out.” 
Even though the appointment was 
confirmed only hours ago!   
 
As long as these are relatively isolated 
events and you’re getting the conversion 
rate and average fee you’re targeting, 
you have to tolerate it.  It is the life of a 
salesperson, and you are selling your 
services. 
 
Patience 
Don’t expect immediate results.  
Appointing a new accountant is a major 
decision for business owners and 
directors.  You have to be patient these 
decisions take time.  
 
Telemarketing campaigns are like 
juggernauts: slow to start and slow to 
stop.  You can’t judge a campaign on the 
revenue generated after attending the 
last meeting.  Campaigns take time to 
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pick up speed but when you take your 
foot off the gas / the sales calls stop, the 
momentum should continue to deliver 
new clients.        
 

Communication  
  
 
 

Regular 
communication with your 
telemarketers is essential 

It doesn’t matter if you employ 
telemarketers in-house or use an agency, 
communication is the key.  The common 
denominator across all of our successful 
clients is their ability to communicate 
with their telemarketers.  They send us 
detailed feedback from appointments   
allowing us to continually refine their 
campaigns to hone in on those 
businesses most likely to take up their 
offer.   
 
It is no co-incidence that the vast 
majority of firms I’ve worked with, 
whose campaigns have failed, leave a 
string of unanswered emails and 
telephone calls.  The lists of target 
businesses take ages to be approved; 
they only send us meeting feedback after 
repeated chasing etc, etc.    
 
You must treat your telemarketers as a 
key part of your team.   Keep them 
firmly in the picture and don’t allow 
them to work in isolation.  It’s essential 
that you can work as part of a team. 
 
 

Curiosity 
  
 
 
If you have a genuine 
interest in the people 

and businesses you meet, you are at a 
great advantage.    
 

Accountants who listen hard to the 
information given and ask intelligent 
questions tend to be the most successful. 
 
Attending sales appointments is just like 
everything else in life, if you work on it, 
you get better at it.  If you are interested 
in improving your performance there’s 
no end of help available.   
 
The fastest growing firms understand 
that generating new business is key to 
their future; their partners’ take 
marketing seriously. They read the 
books, attend training courses and focus 
on improving their Return On 
Investment.  
 
________________________________ 
 
Patrick McLoughlin is the founder of 
Accounting for Growth, a full service 
marketing agency specialising in helping 
accountancy practices grow through 
attracting their ideal clients.  
 
To find out how Patrick can help you grow 
your practice call 01509 210 067 and visit 
his website at www.a4g.co.uk 
 

 
 
Look out for further SPECIAL REPORTS:  
Choosing the Right 
Telemarketing Partner. 
and 
Preparing for a Successful 
Telemarketing Campaign. 
____________________________________ 
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