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Roadmap to a Successful Tax Season 

Fourth Stop – Simply Effective Advertising 

Search engine optimization (SEO) creates an inroad to prospective clients but pay-per-click (PPC) advertising 

delivers a direct hit (pun intended). Too many acronyms right off the bat? We covered SEO earlier on our 

roadmap, so feel free to take a quick detour back to the first stop if you need a refresher.  

What makes PPC so effective? For starters, it literally puts your firm ahead of the competition. Unlike organic 

SEO, which is free, PPC is a form of paid advertising.  Your firm provides an advertisement to Google, as well as 

an ad spend budget. When a prospective client searches for specific keywords organic search results are 

returned, as well as advertisements called “AdWords”. These ads look like other search results, but appear first 

on the results page.   

In many ways, pay-per-click is the ‘golden child’ of online advertising, touting qualities that most (honest) 

parents only daydream about. Read on for a list of key PPC attributes.   

Doesn’t interrupt. Traditional ads, like most children (and unfortunately, some adults) interrupt whatever it is 
you’re so desperately trying to do - whether it’s balance your checkbook or watch the evening news. Once 
upon a time, not that long ago, advertisers touted the benefits of interruption. Think outside the box they said. 
Direct mail? Send an oversized postcard to stand out from the firms that send the standard size (suckers!). 
Television ad? Splurge for primetime and don’t forget to display your phone number prominently (who knows 
how many prospective clients were lost due to unfortunately small font?).  

Aside from society’s embargo on direct mail and the advent of DVR, the greatest challenge these delivery 
methods face is the fact that they create yet another piece of information we need to sift through. It’s 
estimated that we are bombarded by the equivalent of 174 newspapers’ worth of data each day. If we didn’t 
filter out most non-essential messages, we couldn’t function.  

Does this mean advertising is dead? No, but it does mean that to break through the clutter you need to change 
your approach. PPC allows you to use Internet searches to your advantage, putting you in front of prospective 
clients when they search for services you offer. The result? Your firm becomes a solution instead of an 
interruption.   

Fast. Have you ever tried to get out of the house with a young child in tow?  It doesn’t matter what time of day 
it is, or the number of times you politely (more or less) ask them to put on their coat - children have no sense of 
urgency (unless there’s candy or a bouncy house involved).  
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PPC advertising, on the other hand, is known for delivering results quickly. Depending on your campaign focus 
and keyword(s) targeted, you can begin reaping the benefits within days. This is a great way to get the most out 
of the seasonal influx in online searches for accounting services. 

Cost effective. Depending on the day and who you’re asking, children may be described as many things; cost 
effective, however, is not one of them. From diapers and daycare to braces and college, parenthood is not 
known for being a wise financial decision. It often seems as though you’re just handing out money and hoping 
for the best, which is not all that dissimilar to traditional advertising.  Conventional advertising charges you 
ahead of time (i.e. the ad rate doesn’t change based on your results), but with PPC you only pay when a 
prospective client actually clicks on your ad. 

Flexible. Those of us with strong-willed children (are there any other kind?) pray that flexibility is a trait that 
evolves over time. Think your toddler won’t notice if you use the blue sippy cup instead of the orange? Think 
again. Trying to serve oval chicken nuggets instead of dinosaur-shaped? It’s not going to be pretty.  

PPC, however, is just the opposite. With traditional ads, you often need to commit to a certain number of 
mailers or spots. AdWords, though, allows you to adjust your budget daily according to search volume, and 
even gives you the ability to cut-off spend instantly. This flexibility means you’re never trapped with ineffective 
ads.   

The jury is still out on the ROI associated with parenting (just kidding – love those little cherubs), but in terms of 

cost-effective, online advertising that delivers results quickly, the verdict is in.   

Creating a successful online presence for your accounting firm isn’t easy. Like raising children, it takes a village 

(or at least a great group of Internet savvy marketers), so reach out today. Call CPA Site Solutions at 800-896-

4500 to speak with an Internet Marketing Advisor and let our team of experts create an online marketing 

strategy to get you to your final destination – a successful tax season.  

Don’t miss the next stop on the road to a successful tax season! Click here to subscribe to the complete six-part 

series. 
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