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Titan Business Development Group
Becomes a New Jersey State Provider of CPE

Attention accountants: Titan Business Development Group, LLC is happy to announce that we
are now a licensed provider of continuing professional education (CPE) in the state of New
Jersey. Licensure was received from the New Jersey State Board of Accountancy in July of
2010. CPE content will be offered in the areas of Finance, Management Advisory Services and
Personal Development.

Keep an eye out for fresh, dynamic CPE offerings on our website (www.TitanBDG.com) and by
mail. It is also possible to request a live CPE presentation or webinar on any topic that falls into
these categories. Feel free to call us at 973-601-3275 for information and to explore the
possibility of a presentation specifically designed for your firm and/or clientele.

Build Your Target Market Database

Obviously the first step is to be absolutely certain that you know who your target market is. Here
is a short list of some questions to consider in defining you target market. Answering these
questions can help define to whom and where to focus your efforts:

How will they use your product or service?

What pain or need does your product or service fix?
What pleasure does your product or service bring to them?
Male or female?

How old are they?

Where do they live?

What is their marital status?

What is their family status (children)?

What is their occupation?

How much money do they make?

Blue or white collar?

What are their hobbies?

What do they read?

Where do they socialize?
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(continued from page 1)

Next, you will build your database. There are many, many resources for you to build your
database. It can be as simple as | ooking in
in a specified area. If you choose this method, be certain to collect all the information you need.
For example, the yellow pages typically do not list the names of the person that you may be
trying to contact. You may need to employ a telemarketer or make calls to collect the remaining
information. Be sure to put together a script for the telemarketer to use in gathering all the
information.

Another way is to buy a list. While some lists are expensive, they will save you a ton of time and
will probably include all the information you need to contact that person. For example, the
Haines Directory or InfoUSA are two popular programs. They will provide you names,
addresses, telephone numbers, company size, house valuations, and a host of other information
for you to sort to get the proper list.

Also, networking is a great way to collect information. However, since it is time-consuming, be
sure to target events that your target market will be attending. Also remember that a part of
networking is asking your network partners to provide you with names and referrals of people in
your target market.

You can compile the names in a database file, Excel, Outlook, or any one of the sales software
programs.

Collect the information, plan a strategy to contact them i and go get them!

Masterful Quotes

mental capacities.
Walter Scott

Henry Ford
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Success or failure in business is caused more by the mental attitude even than by

t

Obstacles are those frightful things you see when you take your eyes off your goal.

he


http://www.brainyquote.com/quotes/quotes/w/walterscot131277.html
http://www.brainyquote.com/quotes/quotes/h/henryford101486.html
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Systemization - An Operations Manual

Many successful entrepreneurs know that one of the secret keys to owning a business that is
both consistent and capable of operating in their absence is the practice of systemization. In
essence, this amounts to the creation of filan
process. The benefits of creating such a manual that details each activity include a deep
introspection of how and why activities take place, procedural optimization, the ability to have an
employee reproduce your practices, which translates into operational consistency and the ability

for the your company to continue operating effectively in your absence.

Here are a few basic steps:

Identify specific tasks to be systemized

Pick one task

Document ideal procedure

Flowchart ACTUAL procedure

Compare to ideal

Brainstorm for best and most simple procedure
Flowchart NEW procedure
Write text of new procedure

Use fAStep 1,

I nclude fAwhyo
Test procedure using unrelated person
Adjust flowchart
Rewrite text
Put in Operations Manual Binder
Repeat

<< < < <

Step 2,0 etec.

<< <

You may wish to discuss this process in detail with your Coach. At Titan BDG, we suggest all
our clients engage in this activity and work with them to help create clear and comprehensive
manuals.
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