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Reminders:

Sample Departmental Marketing Plan

Department: Tax & Bookkeeping

1. Thisisaguide designed to make your planning easier. If it doesn’t work,
modify it according to your department’ s needs.
2. Avoid phrases like “ongoing” in the deadline section. Try to have
specific dates so you can see what you’ ve accomplished.
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personal percentage of | 10/1/01 Senior work,

clients based Managers retention of
contact, :

on revenue clientsand
strengthen and meet with on-going
relationships them feed back
with clients, quarterly. from the
referral process
sources and
prospects.
Be advocates | |dentify Begin by Principals Number of
for our clients | €Xisting 10/1/01 Senior new referrals
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