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Expanding your network of professional alliances can help you grow 
your practice. We understand that finding new clients can be the most 
rewarding and most challenging part of managing your business. We can 
help by providing you with some turnkey tools and best practices to make 
developing CPA relationships a little easier.

Tools to develop CPA relationships

Prospecting the right CPAs
Identifying CPAs who align with your clients and business is an important first step. Here are some 
things you may want to consider as you embrace this strategy in your business.

• Prospecting sources–ideas for sourcing CPAs in your area

• Approach language–introductory language for emails and calls (know what CPAs may care about and 
use the right language)

• Discovery questions–target your CPA outreach to those who may be the right match for your practice

Engaging with CPAs by hosting a tax-managed investing event
Events can be an effective way to engage with CPAs to begin to establish credibility and demonstrate 
your passion for your clients. Russell Investments is committed to partnering with you to help host 
a successful tax-managed investing event for your CPA partners. Your dedicated regional team can 
deliver a presentation that offers CPE/CPA, CFP, CIMA credits. If your firm does not provide event 
communication templates, we also have sample templates available for customization. These templates 
include invitation, reminder, and follow-up. 

In this material, you will also find the following resources:

• Key considerations for tax-managed investing event
• Event checklist
• Sample event talking points

Please make sure to follow your firm's procedure and compliance policies regarding event invitations. You 
may also need to add other required disclosures to event communication templates, including those that 
explain risks of investing.
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Prospecting the right CPAs

Prospecting sources

Existing clients

Asking your top clients for introductions to their CPAs may prove to be your #1 opportunity. 
Business owners, in particular, are a great starting point as they tend to have the closest 
connections because of quarterly reporting requirements.

• Although a potential benefit will be the expansion of your CPA network, making this 
connection now may prove to be a critical value-add to your clients in providing a more 
holistic wealth management experience.

• The Potential Benefit: Clients may end up with a more coordinated strategy than if they 
were dealing with multiple professionals trying to figure out where there is common 
ground. Ultimately, working together in a coordinated effort is in the best interest of the 
clients’ long-term goals.

AICPA & other professional CPA organizations

Leverage the AICPA, or other similar organizations, for contact building and networking 
opportunities, especially as a way to establish yourself as a trusted resource in your local 
CPA community.

• AICPA Firm Search Database (can be narrowed by city/state and specialty)

• State CPA Resources and Contact Information—most states have their own “[State] 
Society of CPAs” with instructions on:

• Becoming a speaker

• Sponsoring a Networking, Golf, or Conference (Hint: look for “Advertise with us” links)

LinkedIn

Use LinkedIn as a potential marketing opportunity, a way to identify common connections, 
and to stay current on key accounting topics and CPA pain points.

• If your firm's email policy allows, consider Sponsored InMail to mass deploy a 
“personalized” prospecting message

• Search for CPAs in your current list of contacts—you may be surprised to see how many 
CPAs you already know or are connected to

• Search for LinkedIn CPA Groups (a good way to identify relevant discussion topics)

Google

Google is essentially today’s “phone book"—use it to search for CPAs in your area, 
narrowing your search using Google Map’s functionality to visually determine location and 
proximity.

Personal network

Don’t forget about your own existing network of CPAs outside of connections you’ve built 
through social media.

Please remember to follow your home office procedure and policies pertaining to the use of 
social media communications with the general public. 

4  /  Make CPAs your allies / Russell InvestmentsFOR FINANCIAL PROFESSIONAL USE ONLY.



Approach language

The language you use matters when you prospect and approach CPAs. The best place to 
start may be with the CPAs of your current clients. Here are some talking points that may 
help you as you begin to build these relationships.

Approach language for CPAs of joint clients

I’m a wealth manager/financial planner for one of your clients <client name> and wanted to 
contact you to share how I’ve worked with them to implement a tax strategy with a goal to 
deliver higher after-tax wealth.

Now that the height of tax season is over (or, before tax season gets into high gear), I 
thought it would be a good time to reach out to my clients’ other professional advisors in an 
effort to provide you with more transparency and deliver more value to our mutual client. 
I’m hopeful that working together now will put us in an even better position when tax time 
comes around again.

1. Would you be open to discussing in more detail?

2. I’m hosting a meeting next month for several CPAs and would like you to come. I’ve also 
invited Russell Investments to deliver a presentation on tax-managed investing and they 
are offering CPE/CPA, CFP, CIMA credits. Would you be interested in meeting in person 
and participating in my event?

Please let me know your interest in attending the meeting and I will hold a spot for you.

Approach language for CPAs in your area

I’m a wealth manager/financial planner working with investors in your area. Now that the 
height of tax season is over (or, before tax season gets into high gear), I thought it would 
be a good time to reach out to several of the local CPA professionals to share insights on 
what some advisors are doing to help deliver more value to investors whose goal is higher 
after-tax wealth. My belief is that working together we can provide better end results for 
my clients.

I’m hosting a meeting next month for several CPAs and would like you to come. I’ve also 
invited a Russell Investments representative to present “Goal: Growing After-Tax Wealth” 
and they are offering CPE/CPA, CFP, CIMA credits. Would you be interested in meeting in 
person and participating in my event? 

Please let me know your interest in attending the meeting and I will hold a spot for you.
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Discovery questions
There is such a thing as a bad referral. As you seek out professional partnerships, it is 
critical to identify the right relationships that may be a good fit for your business. Just 
asking the right questions may help you sort out which relationships will be the most 
mutually rewarding.

Sample questions:
• Does your practice currently incorporate investments?

• What portion of your business includes investment advice?

• How is your business structured to include investments?

• What do you use for investment options?

• Do you work in a team environment or partner with other professionals?

• How do you work with other advisors in your area?

• Are you trying to grow your practice?

• What do you look for in an ideal client? What are good referrals/bad referrals?

• Do your clients seek investment advice from you?

• Do your clients ask for more complete financial planning advice than your firm currently 
provides?

• Have you incorporated strategic investment planning as an option with client tax 
planning?

• Do you currently work with an investment advisory firm, or provide investment advisory 
services in-house?

• If an outside firm, do they provide everything you need, efficiently and effectively–
essentially, with their work and planning flowing seamlessly with your tax and 
business services?

• If investment advisory services are provided in-house, are you confident and 
comfortable with the level of service and investment options you currently provide?

• If not, would you be interested in partnering with someone who could provide this 
link?
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Engaging with CPAs by hosting a  
tax-managed investing event

Key considerations

1. Russell Investments is your partner.

Work with your Russell Investments representative for planning assistance and content for 
the event.

2. Plan in advance.

Determine what your goals and expectations are for the event and plan around that. 
Calendars and schedules fill up fast, so it’s important to plan events with plenty of advance 
notice. Provide your Russell Investments representative with 2–3 months notice. Invitations 
should be sent 4–6 weeks prior to the event.

3. Create a guest list.

4. Invitations

Send invitations to your potential CPA centers of influence via email or hard copy. (Please 
be sure to follow your firm’s policies and plan for FINRA filing when considering this 
option).

5. Event reminders

Event reminders are crucial to help ensure a good turnout. Phone calls tend to work 
best. A personal touch not only drives event attendance, but can strengthen your CPA 
relationships. Please be sure to follow your firm’s correspondence requirements. 

6. Hosting the event.

As the event host, you should be prepared to open and close the event. The open should 
welcome attendees, give them an idea of what’s planned, and introduce the Russell 
Investments speaker. Be sure to close the event by thanking the attendees and speaker. 
Russell Investments provides notecards to help you with language that can be used during 
the opening and closing remarks.

7. Post-event follow up

Within five days after the event, follow up with attendees. This can be done via the Russell 
Investments-provided thank you template. The first event will be a learning experience, 
so debrief the event with Russell Investments and evaluate what worked and didn’t work. 
Apply the findings to your next event, as you create an ongoing approach to leveraging 
opportunities from CPAs.
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Event checklist
To help you deliver an effective event, we have created a process with pre- and post-event 
planning checklists.

Step 1: Planning  
Three months before the event

 � Where appropriate, contact your home office to gain a clear 
understanding of your firm’s compliance requirements pertaining to CPA 
events.

• Build requirements into your timeline, as necessary.

 � Discuss the event with your Russell Investments representative.

• Determine date and time.

• Set event goals and attendance expectations.

• Discuss and agree upon budget for food, facility, equipment and 
services.

 � Select and reserve the event facility.

 � Assign responsibilities and review procedures with your service team 
Responsibilities may include:

• Client list management

• RSVP tracking

• Name tags

• CPE/CPA, CFP, CIMA credits

• Ad placement

• Event location/logistics 
management

 � Determine appropriate CPAs to invite:

• Clients' CPAs

• Personal network

• LinkedIn

 � Send the invitation.

Please follow your firm's compliance policies regarding investor event 
invitations. If your firm does not provide templates, Russell Investments has 
invitation templates available for customization.
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Step 2: Preparation 
One month before the tax-managed investing event

 � Reconfirm the event date, time and location with your Russell 
Investments representative.

 � Begin following up with your invitation list to confirm attendance.

• Send the reminder to your invitation list via email or hard copy. Russell 
Investments has prepared a template you can use.

• Follow-up calls after the invitations have been sent may help drive 
attendance.

• Begin with your clients’ CPAs first, moving down the invitation list to 
help ensure that you meet your expectations and attendance goals. 

 � Reconfirm the event location and food selection (if applicable) with the 
facility meeting coordinator.

 � Complete home office requirements (if applicable).

Three weeks before the event

 � Confirm equipment availability at the event site.

 � Continue making follow-up calls to CPAs as outlined above.

 � Send out additional invitations as needed to help ensure attendance goals 
are met.

 � Complete home office requirements (if applicable).

 � Obtain the presentation from your Russell Investments representative and 
submit to your home office for approval (if required).

Two days before the event

 � Make attendance confirmation calls.

• If food is being served, check for any special dietary needs.

 � Verify number of confirmed attendees with facility/catering.

• Communicate any special dietary needs.

 � Review Russell Investments-provided notecards for opening and closing 
talking points, as well as introductions of yourself, your firm, and your 
Russell Investments representative.

 � Contact your Russell Investments representative to confirm final logistics, 
special client requests, roles and responsibilities.

• Identify any specific clients/attendees that you want the Russell 
Investments representative or presenter to meet personally.

 � Create name tags.
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Day of event

 � Review assignments and procedures with your service team.

• Greet attendees at the entrance.

• Hand out name tags.

• Identify "Go-to" person for catering or location staff.

 � Arrive at location at least 60 minutes before the event is scheduled to 
begin.

 � Make sure your team, as well as materials and equipment, are ready to 
go 30 minutes before the event begins.

 � Greet and talk with attendees.

 � Begin event on time.

 � Use Russell Investments-provided notecards to emphasize the value of 
partnering during opening and closing remarks.

 � End formal event presentation on time.

 � Following the formal presentation, talk and mingle with the seminar 
attendees individually.

 � Ensure CPE/CPA, CFP, CIMA documentations are completed.

Step 3: Follow up 
One day after the event

 � Send a thank you to the CPAs who attended your event. Be sure to 
follow your firm’s correspondence requirements.

• Aim to mail no later than five days after the event.

 � Answer requests for specific information with phone calls or mailings.

 � Debrief with Russell Investments team.

 � Evaluate what worked and what didn’t, so you can and apply those 
findings to the next event.

 � Submit CPE/CPA, CFP, CIMA documentations.
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Sample event talking points
To help, we’ve prepared some sample talking points you can use as a guide for the 
introduction at the beginning of the event and the close at the end of the event.

Introducing the event
• Thank you for coming to our tax-managed investing event. It’s a pleasure to see you.

• Over the last several months, I’ve been getting more and more questions from clients 
about the impact of taxes on their investments, which is why I’m reaching out to 
partner with other professionals to stay on top of this important issue.

• I also have some individuals at my disposal to help keep me informed of the changes 
in the markets and tax laws.

• One of those individuals we work with is [Russell Investments Regional Director’s 
name], Regional Director of Russell Investments, who is here today to share Russell 
Investments’ latest insights with us.

• [read Regional Director’s biography]

• Without further ado, let’s get started… [handover to Russell Investments Regional 
Director]

Event close
• Thank you [Russell Investments Regional Director’s name], for sharing Russell 

Investments’ latest insights with us today.

• I hope you found today’s discussion to be a good use of your time.

• I’ll be following up with each of you to determine the best way to stay in touch on 
this topic.

• Thank you for coming today.
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As you begin to cultivate your network, remember that these relationships 
take time to develop. The relationship building process is all about 
consistent, valuable “touches” with your CPA network. Russell 
Investments has a wealth of resources available to help you keep these 
new relationships engaged. We recommend sharing Market Commentary, 
inviting them into your office to demonstrate how you work with clients, 
and helping them identify new opportunities for referrals.

For more engagement ideas and resources:
Contact your dedicated Russell Investments team at 800-787-7354 or 
service@russellinvestments.com.

Note: The information included in this guide is intended to provide you with the Russell 
Investments guidelines for hosting a client event. Before working with your Russell Investments 
team to plan an event, please contact your home office to ensure that you have a clear 
understanding of your company policy and process.

Nothing contained in this material is intended to constitute legal, tax, securities, or investment 
advice, nor an opinion regarding the appropriateness of any investment, nor a solicitation of any 
type. The general information contained in this publication should not be acted upon without 
obtaining specific legal, tax, and investment advice from a licensed professional.
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