
As a community of lifelong 
learners, we will benefit 
greatly from the current shift 
to online education, an inno-
vation that saves students and 
presenters time and money. It 
is so innovative that the most 
respected universities in the 
world, such as Harvard and 
MIT, have led the charge in 
doing what was once unthink-
able. Offering access to thou-
sands of online educational 
courses, for credit, at no cost 
to their potential students. 

Why are for-profit institu-
tions giving away their prized 
content? These institutions 
have already discovered that 
this approach allows poten-
tial students to “sample their 
goods” prior to making a more 
costly commitment.   

The accounting profession 
is also subject to such shifts in 
how people receive informa-
tion and how much they are 
willing to pay for it. Because 
CPAs have a 40-hour/year 
continuing professional educa-
tion (CPE) requirement, our 
industry is deeply impacted by 
pedagogical shifts and trends 
in education. Yet, unlike the 
aforementioned universities, 
the national, state and most 
for-profit private learning 
institutions that serve the 
accounting community have 
maintained a more traditional 
business model. These organi-
zations continue to charge for 
online education, and now find 
themselves competing with 
companies that offer the same 
content for free. As a result, 
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they are losing students.
 Progressive companies that 

provide services to the ac-
counting community, however, 
are embracing the global trend 
of offering free education 
because they have learned the 
value of using education as a 
means to attract the largest 
target audience. Like the major 
universities, these companies 
stand to gain more by sell-
ing goods or services than by 
charging prospects for their 
content. And, like the universi-
ties, they are highly motivated 
to provide the highest quality 
free education before they 
lose that opportunity to the 
competition.

What has created this op-
portunity and driven costs to 
the attendees down to zero?  
The world has “flattened” 
thanks to reduced costs in 
technology. In the long run, 
this will make it extremely 
difficult to compete with the 
free model. Audiences are also 
savvy enough to realize that 
free doesn’t necessarily equate 
with low quality. As a matter of 
fact, we are learning quite the 
opposite is true. Many of our 
favorite educational and social 
resources are already free. 
How much do you pay to use 
Facebook, LinkedIn, Wikipedia, 
Google and YouTube? Not one 
dime!  

If you don’t believe “free” 
can be profitable, let me share 
my own experience that may 
help to persuade you. Ten 
years ago, I learned a lesson 
about the free model when I 

first started selling cost segre-
gation and other specialty tax 
services within the accounting 
profession. I needed a way to 
get maximum exposure or my 
business wasn’t going to thrive. 
I began teaching webinars 
because it offered the high-
est rewards with the lowest 
costs. Initially, I charged a small 
fee to the participants and 
my audience size was mod-
est. Then I stopped charging 
fees, and my audience size 
mushroomed to over 500 
attendees! While the fees 
for putting on this free CPE 
webinar cost about $3,000, 
just one of the resulting leads 
produced over $11,000 in 
new business providing me a 
nearly 300% return on invest-
ment (ROI)! You don’t 
have to be a CPA to 
know this is a high 
ROI that not only is 
extremely scalable, 
but also increases 
name recognition for 
future offerings.

In addition to 
maximizing overall 
exposure for their 
brand, companies 
are motivated to 
provide free CPE for 
the ability to acquire 
valuable information 
about the attend-
ees. The presenter 
can filter data and 
figure out, in a very 
calculated way, ex-
actly whom their firm 
should be targeting. 
Far more than a 
promotional gim-
mick, providing 
free CPE is 
a business 
strategy that 
may well be 
essential to 
a company’s 
survival. 
Fortunately, 
businesses 
can profit much 
more from giving 

College or university:
Number of semester hours x 15 = CPE hours
Number of quarter hours x 10 = CPE hours

Programs from associations granting CEUs (continuing 
education units):
Number of CEUs x 10 = CPE hours
Basic Requirements PRIOR to January 1, 2001

For programs which do not state the number of 
hours; use: 
Actual number of minutes spent in program/50 = CPE 
hours (round down to the nearest whole hour)

USE ONE OF THE FOLLOWING GUIDELINES TO DETERMINE EQUIVALENT CPE HOURS.

education away than they can 
by charging for it.  

 We all stand to benefit from 
this paradigm shift. As costs 
decrease, education continues 
to shift online, and companies 
become more sophisticated in 
how they market content to us, 
there will be more  competi-
tion for our time than ever 
before. The great news is, you 
can expect more free, high 
quality CPE than ever before!

Scaling New Heights lives up to its name 
every year. It keeps getting better and 
better. The training, the vendors and 
the very talented, helpful attendees 
have helped me bring my practice to a 
new level. The real beneficiaries are my 
clients. Now we see QuickBooks as part 
of an eco-system that helps them bring 
their businesses to new heights. 
- Sharon McNeal

QuickBooks ProAdvisor
Conference

Join us for the premier training event for Inuit Advisors.

scalingnewheights.com

Scaling New Heights is a unique, Intuit-centric training experience that 
focuses on practical, cutting edge professional education, fostering 
networking relationships among the most successful QuickBooks consultants 
in the country and providing resources that empower consultants to grow 
their practices, expand their consulting services, master Intuit products, and 
maximize professional relationships.

June 15-18, 2014 
and June 21-24, 2015

Conference benefits include:

Practice Development
Empowers you to grow and manage your 
practice while staying on the cutting 
edge of accounting developments and 
online technologies.

Professional Education
Technical tracks cover a wide range of 
Intuit products as well as products that 
integrate with QuickBooks. Sessions 
ranging from basic to advanced will 
prepare you to take certification exams. 

Networking
This national conference gathers 
hundreds of the most successful Intuit 
Advisors in the country. A great event 
for building strategic networking 
relationships.

Integrated Solutions
Our exhibit hall features applications 
that integrate with QuickBooks allowing 
you to offer new, powerful options for 
your clients and expand your practice to 
consult on additional solutions! 

Expert Instruction
We bring together the best minds in the 
industry to help you grow your practice 
through new and refined skills.

Conducted in 
Cooperation with

“

”
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B orn out of The 
Bronx in the 
1970’s, musi-
cal artists began 
creating a genre 

that spoke to a generation. The 
lyrics and looped beats touted 
the injustices of the time and 
gave a voice to the ignored 
and forgotten. While hip hop 
has matured, experiencing 
many highs and lows, it has 
told many great stories of the 
American Dream realized.

So, what possible business 
precepts could be gained by 
looking at such a tumultuous 
genre? You’d be surprised how 
much influence hip hop has 
had on our modern world. 
From fashion, to technology, 
film, even investing, and almost 
every other facet of life, hip 
hop has had its influence. 
What I find most interesting is 
how many of these artists took 
themselves from obscurity to 
notoriety. How did they do it? 
Most did not come from great 
musical families or wealthy 
trust funds enabling them to 
create their musical genius. 
Many artists emerged from 
the ghettos. A place where 
success meant working your 
way up the drug kingpin ladder, 
selling drugs to get out before 
you were arrested, or worse, 
murdered by another up-and-
comer. The reality for most is 
they created a loyal following 
from nothing, who were then 
willing to spend their money 
for an experience that was 
surprisingly ethereal.

Now, I know you must be 
thinking that the parallel of 
becoming a hip hop icon and 

an accounting powerhouse are 
not synonymous. But, I’d like to 
show you just how surprisingly 
similar they really are. The suc-
cess of your practice is based 
predominantly on two things: 
how many people know about 
you and how well you perform. 
Hustle, commonly used among 
the hip hop community, refer-
ring to the hard work required 
to become known and perform 
well once you have peoples 
attention. Burgeoning artists 
are well-known for finding the 
right audience to hear what 
they are saying because it’s 
no use telling people about 
a show that won’t appeal to 
them. Artists work tirelessly to 
refine their craft, to offer their 
fans the very best of them-
selves. The parallel here should 
not be lost. Your ability to 
continually bring the right peo-
ple through your door and to 
provide the best services you 
can to them is what will keep 
them coming back for more. 

You may presume people 
think accounting services are 
no more appealing or fun than 
watching paint dry, but the 
reality is, you got into ac-
counting because you have a 
passion for it. You understand 
numbers on a level that your 
clients don’t, and that’s worth 
something. You should be 
working every day to further 
refine those services and keep 
your clients coming back for 
more. The trend to offer more 
advisory services above and 
beyond accounting is more 
important now than ever 
before. The basics of account-
ing are equalized because the 

rules are exactly the same for 
every accountant, but, advi-
sory offers a world that has no 
limits because advisement can 
mean the difference between 
financial success or ruin for 
your clients. 

In terms of marketing, it 
is equally important to keep 
finding the right people that 
need your services. This means 
reviewing what you’re doing, 
every year, and modifying and 
adjusting how you market to 
your clients and prospective 
clients. Many accounting firms 
focus on how they offer ser-
vices and neglect the market-
ing. They become frustrated 
because their clients are not 
the type of clients they’d like, 
but that’s no one’s fault except 
the firm. If you’re marketing to 
the wrong crowd, you need to 
uproot and move your market-
ing efforts to the right place to 
find the right people. 

Marketing comes in many 
forms now, from print, TV, 
email, to social media. It’s 
imperative to be active and un-
derstand how to use each one 
of these outlets and how they 
can benefit your firm directly. 
Many owners, partners, and 
managers prefer to remain in 
the dark, delegating the re-
sponsibility of marketing to an 
intern or lower staff member. 
Marketing is your obligation. 
The ultimate success of your 
firm will come in finding the 
right clients for your services. 
If you don’t have the right 
clients walking through your 
door, it doesn’t matter how 
phenomenal your services 
are because no one will be 
paying the proper price for 
them. It’s time to take back 
the responsibility of mar-
keting and direct your own 
path. Hip hop artists never 
wait for the opportunity, to 
bring in the right people, they 
own the burden of marketing 
and use the right resources 
to launch themselves into 
success.

Granted, your firm isn’t 

trying to break out from the 
depths of the ghettos, but you 
can have the same tenacity 
to pull your firm up higher, to 
build it with the right clients 
and services. These ideals 
should work in tandem, never 
independently. Strip away 
the marketing stigma of “we 
don’t like ‘slinging’ our services 
because it doesn’t feel pro-
fessional.” This is the biggest 
fallacy of modern accounting 
because clients should know 
all you can do for them. It is 
how we execute our marketing 
efforts that will define how our 
clients and colleagues view us. 
Respectable, engaging market-
ing is within your grasp.

Hip hop has its roots in 
hard work and expertise in the 
craft; accounting is no differ-
ent. While worlds apart, they 
are uniquely the same. The 
sooner we understand that our 
differences are not so different, 
the sooner we can work on 
growing our firms and capital-
izing on our clients true needs. 
Show your clients that your 
level of expertise is a require-
ment for their success, not an 
option.
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CPE credit opportunities for CPAs  
and accounting professionals

OFFERING THE ACCOUNTING COMMUNITY THE 
MOST UP-TO-DATE EDUCATIONAL CONTENT

No Fees, No Exams, Unlimited CPE

Learn more today at CPAacademy.org

COMPLIMENTARY CPE WEBCASTS
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