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By: Joseph Norcott Dolores Ricci-Norcott, CPA

Mary recently was hired by a company whos&Vhen our “sons V\{ere younger, they liked to_
owner wants to step away from managing thé’}’atsh the “World’s Strongest Man Competi-
in-house and remote sales team. tion” on ESPN.

Mary found she was spending a lot of ime |t was pretty funny watching the strong men
trying to find new leads and not generating PUll airplanes across runways! Dan’s favorite
enough sales to make quota. The existing Strong man was Magnus Ver Magnusson, the
base of customers hardly bought a second tihdime world champion that you may have
and many went to competitors to purchase the€en on the Coor’s Light commercials.

same quality products. ] ;
| recently had the opportunity to meet Magnus

mented an automated sales and marketing NH. He was judging the strong man event.

system. ) i
We called Dan to tell him Magnus was there

Once a business automates their sales and @nd he challenged me to have my picture
marketing, many experience increased salestaken with him.

Here is what we did for them:
1. Automated the marketing process for pros
pects which included letters, faxes, emails, §

and scheduled calls for their sales team.

2. Setup a multistep campaign for new leads
generated from the marketing.

3. Setup multistep campaigns for existing cui= =
tomers to obtain repeat business.

4. Automated scheduled follow-up calls for

the sales team of existing customers who . ]
haven’t purchased in the past quarter. Boy, was Dan surprised when he was e-mailed

my picture with Magnus!
5. Segmented lists to target customers for each

product line. Continued on Page 2Magnus spoke very little English. | started
thinking about how companies buy the

“strongest” software on the market but never

learn how to use it.

They probably feel like Magnus when | told
him what a big fan my son was because of the
shows on ESPN. Since he really didn’t under-
stand English, he just nodded .

So, if you're having trouble using your soft-
ware or need a stronger one, give us a call.
We can either set you up with some training
S0 you can use it more efficiently or put you in
a product that will meet your needs better.
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6. New leads found them on-line and called-in wtdah
down on travel expenses.

In today’s environment you need to start implenrantinul-
tiple step marketing campaigns. Some leads may twan
buy today but many will buy when they need yourduts
and services.

Keeping in front of them on a monthly basis incesagour
awareness and makes it easier for the leads to/éind
These are great pre-qualified leads when they cogptaur
business to purchase your products and services.

Multistep marketing to existing customers not onigreases

repeat sales but making them aware of your otheatymts
and services can increase your overall sales vohorass
all product and service lines.
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By: Dolores Ricci— Norcott, CPA

When you use the inte-
grated inventory module
that is included with most
accounting software prod-
ucts, you have a wealth of
information at your fin-
gertips.

You can track fast and
slow-moving inventory
items, enter information
such as the primary ven-
dor and their prices, and
view the profit per sale.

However, many people are still confused about wpizsting
accounts are affected when inventory is boughtsaai

As you purchase inventory, you generally increasaeentory
asset account and either increase accounts payatieerease
cash. When you sell the inventory, the systemavitbmati-
cally decrease the inventory asset account and theveost to
your cost of goods sold account. Properly setlipgyour chart
of accounts will give you information that you case to ana-
lyze your gross profit.

When | set up a chart of accounts, | like to brepkhe sales
into accounts that are meaningful to managemenit impor-
tant to breakdown your sales by location, by prodine or by
division? Once the sales accounts are determini&e, to

breakdown the cost of goods sold to match the salesunts.

This way, | can quickly look at my income statemand see my
sales and their related cost of goods sold.

Many times as purchases are made, an entry is toaderease
a material purchased account in the cost of gooldissection
and either increase accounts payable or decreake tfayou
choose to do this, your income statement will rropprly
match revenue with expenses.

You can also set up your inventory items as nonksitems.
This will allow you to use the descriptions in thgentory mod-
ule in purchase orders and customer invoices butit not
have the benefit of a perpetual inventory system.

If you are taking advantage of the power of usimggpetual
inventory system, | recommend that you tie out yiauentory
valuation to your balance sheet at least once ahmarhis way,
any discrepancies can be resolved before year end.



