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PERSPECTIVES ON PROFESSIONAL SERVICES MARKETING

MARKETING WITH TAX AND
ESTATE PLANNING GUIDES

A proven way to build relationships with business owners,
professionals and other successful individuals is to show
them how to minimize taxes, maximize wealth and achieve
their financial goals. Sharing such information demonstrates
your expertise, develops rapport and builds goodwill while
educating recipients about tax and estate planning strategies
and how you can help implement them. As a result, recipients
will be more inclined to call on your firm for assistance.

A good way to share this information is with a tax

or estate planning guide — like those offered by

PDI Global — that gives an overview of helpful
planning strategies. But simply presenting a guide
or posting one on your website won't necessarily
translate into more business. To this end, you'll
need to proactively use the guides as marketing and
business development tools, not just a means of
presenting information. Here's what that involves.

FOCUS ON YOUR OBJECTIVES

In addition to providing clients and prospects with
information they’ll value, planning guides can help you
build top-of-mind brand awareness and start dialogs
with recipients that can lead to service requests. To
achieve these marketing objectives, you need to:

* Think about whom you want to reach and what
you want to accomplish with your guide,

* Make full use of your guide’s customization options
to highlight your brand, engage recipients and make
the case for contacting your firm for assistance,

* Formulate a strategy for using and distributing the
guide in both print and electronic formats, and

* Implement a follow-up plan to identify and take
advantage of service opportunities.

Let's look more closely at each of these tasks.

IDENTIFY TARGETS AND DESIRED OUTCOMES

Your choice of customization message, guide format,
distribution channels and follow-up method will
depend on what you want to do with your tax or
estate planning guide. The key is to match format
with audience, medium and purpose. Doing this will
enable you to deliver information in the way your
targets prefer, and that will help maximize impact
and cost-effectiveness.

For example, if you plan to use your guide as a
prospecting tool, or you want to educate clients
about tax and estate planning, you’ll generally find
print copies and seminars more effective than an
email or online guide. Prospects and important
clients are generally more likely to look at and be
impressed by something mailed or given to them
by people they don’t know than they are to open
an email from a stranger. And seminars allow for a
dialog that facilitates both learning and relationship
development.

On the other hand, if you want to add content about
tax or estate planning to your website to enhance
SEO and position your firm as a thought leader, an
online guide will be your best choice. And if you'd
like to proactively but cost-effectively remind clients
and referral sources of your tax or estate planning
services, an email guide will be hard to beat.
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For reasons like these, if you want to both maximize
cost-effectiveness and achieve multiple marketing,
client communication and business development
goals, you'll generally need to use a combination of
print and electronic guides. Limiting yourself to just
one medium can keep you from getting your message
across to everyone you would like to hear it, and that
can result in missing out on opportunities to generate
more business.

Keep in mind that relying solely on what may seem
a more economical medium, such as email, may
actually be less cost-effective than using a print or
online guide, because you may then miss a large
portion of your intended audience. If people don't
see your guide, it won't matter how little it costs.

Also, the clearer you are about desired outcomes,

the more likely you are to get them. If you want more
market awareness, a mass-marketing approach using
an email guide might work best. But if you want to
develop or deepen client relationships, you might opt
for a more targeted direct mail campaign — or even
in-person calls — using a print guide.

BOOST YOUR GUIDE’S MARKETING POWER

To help build market awareness of your firm, you'll
need at minimum to personalize the guide with
your firm name and logo. PDI Global's electronic
and print planning guides offer areas specifically
designed for this purpose.

Our online WebTaxGuide and WebEstateGuide
feature a splash page you can brand with your logo.
Also, Flex-E-TaxGuide and Flex-E-EstateGuide, the
email programs you can use to push out your online
guides, enable you to add your firm’'s logo, contact
information, partner photo, and a welcome message
or other items to a sidebar on the program’s HTML
email template.

Our print Tax Planning Guide and Selecting the
Best Estate Planning Strategies guide enable you to
customize the inside and outside covers with:

* A welcome letter (including a partner name and
photo, if you like)

* Preface or introduction

* Description of your firm, partners and services

* Contact information and website address

* Additional information about a planning strategy
* An ad, seminar invitation or call to action

*  Other copy or imagery

Adding such items can help grab attention, increase

interest in your services and encourage reader contact.

It also makes the guide distinctly yours.
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Here are examples of how you might customize a
print tax or estate planning guide to increase its
effectiveness as a tool for building brand awareness
and positioning your firm as a thought leader.

linll

al

| 2011-2012 Tax Planning Guide

Year-round strategies to make the tax laws work for you

AR, Hiller e

Certified Public Accountants & Tax Advisors

Smith & Hiller, LLP
$4700 N, South Servet # 21, Mid-Cishes, Florinomss 00000
Tel: BETTTAATIE  Fan BETTTRTRET  wwmmithbllercp dom

Brand the front cover with your logo and contact information.

ATV Hiller w»

Certified Public Accountants & Tax Advisors

o, sam, ook Helping You Increase
A prahuate of Ceniral State.
g stemeres | YoUT Financial Success
s i huming o
b rmdce thee an by e o i
. He b abo an evonounica
Imstructor s Logan County
At Ak s e o Since
e o s Mid o

colum for the Md-Caties ipiality s ey
Tiroes boweral.

g degned
SmaTeare | A —"
ke b enfory & sound finan-

h Lmpor

ey g e Loan

& Aty and financial reporting A butale and retiteeess plnning

A Siraingic planning and business consiking a planring

& Tas planning sl fling - Firuptionk, whis. el parchines

& Personal fisancial plassing & Frusd detection and

0 dincum them.

Please call us today at 887-T88-8778 and let us know how we can be of service,

Tax Quick-Tip: Cover More Education Casts With Coverdell ESAs

Smith & Hiller, LLP
5670 N, Somth Sarewt # 321, Mid-Clies, Floriross 00000
Tek 8E7ITRATTE Fan BETTTHTEAT  www

Put a partner profile and information about your firm on
the back cover.



And here’s how you can boost the marketing
power of the email Flex-E-TaxGuide and online
WebTaxGuide. Note that the email template can
also be used to periodically send out excerpts
from the guide.

' 2011-2012
MH'"“ W WebTaxGuide

WebTaxGuide splash page branded with firm logo

Save tax now — while you still can

The Tax Rellef act of 2010 extended seme expiring tax breaks and
expanded others. Perhaps most natably, it extended the lower income
and capital gaing tax ratés. So, you'll owe less tax this year than if the
law hadnt been passed. But some provigions are set to expire at the
end of 2011, while others will expire after 2012 unless Congress
extends them again,

In light of this uncertainty, minimizing taxes over the next few years
will require careful planning and Umely action. This Tax Planning Gulde
highlights recent tax law changis and provides an averview of tax
braaks and planning strategias that will halp you keap your taxes as
low as possibla.

Tax Planning Basics

Tax Issues for individuals, such as AMT triggers and how to avoid or
reduce the AMT, timing Income and expenses, miscellancous itemized
deductions, health care breaks, the sales tax deduction, employment
taxes, and tax and wi

Tax-saving strategies — such as timing capital gains — for various
types of investments, including stocks and bonds, mutual funds, small
business stock and more.

Real Estate

A look at home-related tax breaks, home rental rules and home sales,
a8 well as real estate activity losses and tax-deferral strategies for
Investment properties.

Business & Executive Comp
Tax issues for businesses and thelr owners and executives, such as
timing income and deducth the

h Hated tax breaks, benefits, nat operating
losses, tax credits, busingss structure, xit planaing, and stock options,
restricted stock and deferred compensation.

Family & Education
Tax-saving toals for parents, children and students, including credits
and the care FSA, ying your children,
“kiddie tax® planning, education savings plans, and Roth TRAS for teens.

Charitable Giving

Tips for which assets to giva — such as cash, stock and collectibles —
and how to give them to maximize your tax savings, plus making gifts
over time and charitable trusts.

Retirement
Overview of tax-smart retirement planning, Iincluding employer plans,
traditional IRAs, Roth accounts, plans for business owners and the self-
employed, early withdrawals, leaving a job and required minimum
distributions.

Estate Planning
A look at changes In estate tax law, gifting strategies, trusts and Iife
Insurance.

Flex-E-TaxGuide customized with firm logo, contact
information and partner profile

USE MULTIPLE DISTRIBUTION CHANNELS

The more people who see your tax or estate planning
guide, the more the guide will help you generate
new business. Therefore, to reach as many people as
possible, you'll want to use both print and electronic
versions of the guide, so you can:

* Post the guide on your website and social media
sites and email or tweet links to it,

* Hand it out at conferences, client meetings,
seminars and sales calls,

* Mail or give the guide to clients as a thank-you or
holiday gift, and

* Include it with your tax organizer as well as in
proposals, information packets and direct mail
campaigns.

When you mail print copies, you can increase

impact by sending the guide in an envelope with a
personalized cover letter. The letter might point to a
section of the guide you think would be of particular
interest to a recipient or contain a friendly note, such
as “Thanks for your business.”

If giving a print guide to all clients and prospects is
beyond your budget, consider sending or presenting
one to your top 100 clients and prospects. A print
guide can make a strong favorable impression, and
recipients will appreciate that you think enough of
them to give them something that clearly costs more
than an email. Also, give a copy to referral sources to
remind them of your firm and inform them about ways
you can be of service to them and their clients.

To get the most from your electronic guide, make

sure that it's easy to find on your website. To this end,
consider using a banner ad, large button or other design
element on your home page to highlight the guide.
Also, put links to the guide on appropriate pages of your
site. For example, link to your tax guide on the page that
describes your tax planning services and link to your
estate planning guide from the pages that describe your
estate planning or succession planning services.

MHiller up

NEED THE LATEST
tax law info?

1’ View our online tax guide \a
\ /

Example of banner ad for online tax guide
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WHY YOU NEED BOTH PRINT AND ELECTRONIC GUIDES

When deciding whether to use a print or electronic financial planning guide, consider the strengths and
limitations of each. Also, keep in mind that cost-effectiveness depends on effectiveness, not just cost. So
what may seem a more expensive format may be more cost-effective than a less expensive one because it
generates more revenue.

Advantages of print. The three-dimensionality and tangibility of a print piece makes a stronger, more
lasting impression on recipients. Also, the greater portability and longer “shelf life” of print increase the
likelihood that recipients will read a print piece and perhaps pass it along to others. Plus, the spread format
of a print guide allows the use of sidebars, charts and narrow-width columns that facilitate scanning, finding
and reading information. And you can distribute print in a variety of ways, including in-person presentation.

Disadvantages of print. A print planning guide costs more to produce and mail than an electronic one.
Also, a print guide cannot be updated without reprinting it or sending out a supplement with updated

information.

Advantages of electronic. An online guide costs less than print to produce and distribute, and can be
quickly and easily updated. Posting a guide on your website can greatly increase reach by enabling it to
be seen by people who are not on your mailing list. Also, with an email program like Flex-E-TaxGuide or
Flex-E-EstateGuide, you can track opens and clicks to determine readership and interests.

Disadvantages of electronic. Your intended audience won't see your guide if they don’t visit your website
or open an email about it. With email open rates low and declining, you may miss a large part of your
target audience if you rely solely on electronic guides. Also, it can be more difficult to read a large amount
of text online than in print format, so your intended readers may decide to not do that.

In addition, consider periodically sending out an email
about your online guide to your intended audience.
For example, you could excerpt part of the guide you
think would be of special interest to certain clients

or prospects and include a link back to the guide for
more on the subject involved. Similarly, you could
tweet a brief message, with a link to the guide, to your
Twitter list, and you could periodically post a guide
excerpt and link on your Facebook wall to reach those
who “like” your firm.

On LinkedIn, you can include an invitation to visit your
online tax guide, with the URL for it, in the Overview
area at the top of your firm's profile page. But to give
the guide more attention, you may want to create

a description of it and include the URL for it on the
Products & Services page for your firm.

Also, put an invitation to view your guide, with a link
to it, in your email autosignature. And don’t forget
to mention your guide during phone calls or other
conversations.

When deciding whether to use an electronic or print
guide, keep in mind that each format has its pros
and cons. Bottom line: You'll need both to maximize
reach, impact and effectiveness. (See “Why you need
both print and electronic guides” above.)

LEVERAGE YOUR GUIDE WITH SEMINARS

Presenting tax or estate planning seminars is a proven
way to develop and strengthen client relationships.
That's because seminars provide opportunities to
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demonstrate your expertise and talk face-to-face
with participants, so they can come to know you, and
you can learn about their goals and suggest ways to
achieve them.

Seminars also give you an opportunity to present your
tax or estate planning guide in person and point out
sections where participants can learn more about the
topics you talk about. The guide is a perfect take-away
that participants are likely to look at again. And that
will help keep your name top-of-mind for tax or estate
planning services.

If you don't have time or other resources needed to put
together a professional-looking seminar presentation,
consider using PDI Global's Tax Seminar-in-a-Box or
Estate Planning Seminar-in-a-Box. These ready-to-use
PowerPoint® presentations — complete with speaker
notes — enable you to conduct seminars quickly, easily
and cost-effectively.

BE SURE TO FOLLOW UP

To get the most from your guide as a business
development tool, you need to follow up with
recipients and integrate it with other marketing
communications or activities. ldeally, a member of
your firm will call and ask recipients if they have any
questions about the strategies discussed in the guide
or other tax and estate planning matters. But if that's
not possible, try to at least follow up with a letter or
email with a similar message.



If you use only an online guide, periodically send an
email about some aspect of tax or estate planning,
with a link to your online guide, to push clients and
other contacts to your site. Also, refer people to the
guide in other emails or correspondence, and consider
sending a postcard about it to key clients or prospects
to make sure they're aware of your guide.

In addition, consider supplementing your guide with a
newsletter on tax or estate planning topics. Because
the main purpose of a financial planning guide is

to provide an overview of strategies and techniques
readers can use to achieve their objectives, there
often isn’t room to cover all relevant strategies for
readers or to discuss a particular planning topic

in depth. Also, sending or handing out a guide, or
posting it on your website, is a one-time event. So
recipients may forget about it if not reminded of it.

For these reasons, it's good to put guide recipients on the
distribution list for a newsletter related to tax or estate
planning, such as PDI Global's Tax Impact or Insight on
Estate Planning. Regularly sending a newsletter of this
type will reinforce brand awareness and remind recipients
of the need for planning, as well as give them additional
information about tax and estate planning subjects.

H
oW much can You contribute in 20117

The “kiddie tax”
+ Applies to children under age 19, and
mmmummn
& Unearmed income beyand $1,300 (for
201)is taxed at parents’ marginel rate
+ Keep ths in mind before you trarsfer 1

TAX PLANNING BASICS
Tax planning

shouldn't be just a
year end activity

Hillin @GS mit n

Tax Seminar-in-a-Box sample slides

PUT GUIDES TO WORK FOR YOUR FIRM

The demand for tax and estate planning services

is high and growing. But so is the competition. To
get your share of this business, you need to market
aggressively, so you stand out and position your firm
as the place to go for these services. This is exactly
what tax and estate planning guides are good at
doing. So put them to work for your firm.

For more information about PDI Global's tax and
estate planning guides and seminar presentations,
visit www.pdiglobal.com. For questions about
marketing with tax and estate planning guides,

talk with your Thomson Reuters representative, call
800-227-0498 or email information@pdiglobal.com.

Transferring property

+ Large assels. such as stock

Take the reverse
approach with a CLT

® Trust pays incoma to desi -
esignated cha
statd poriod -
L 2 Remamng trust assets then
{o beneficiaries Aass
@ Your estate receives
charitable deduction

for a portion of
trust's valye

Selectimf the Best
Estate Planning
Strategies

Presented by:
Hillin & Smit, PLLC
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Estate Planning Seminar-in-a-Box sample slides
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ABOUT PDI GLOBAL

Since 1980, Chicago-based PDI Global, now part of Thomson Reuters, has been helping professional
services firms achieve their marketing and business development goals. We provide integrated marketing
and client communication solutions to accounting and consulting firms of all sizes throughout the country,
including many Top 100 firms, as well as to law firms, banks and financial services providers. Our products
include electronic and print newsletter niche marketing programs, tax and estate planning guides, seminar
presentations, Tax and Accounting Alerts, an online Content Store, and custom editorial and collateral
development services.

www.pdiglobal.com

ABOUT THOMSON REUTERS

Thomson Reuters is the world’s leading source of intelligent information for businesses and professionals.
We combine industry expertise with innovative technology to deliver critical information to leading decision
makers in the financial, legal, tax and accounting, healthcare and science and media markets, powered by
the world’s most trusted news organization. With headquarters in New York and major operations in London
and Eagan, Minnesota, Thomson Reuters employs more than 55,000 people and operates in over 100
countries. Thomson Reuters shares are listed on the Toronto and New York Stock Exchanges (symbol: TRI).

www.thomsonreuters.com

PDI Global

625 N. Michigan Avenue
Suite 2100

Chicago, IL 60611 USA
Phone +1800 227 0498
information@pdiglobal.com
www.pdiglobal.com
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