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Marketing 
Your 
Expertise

Why your expertise 
needs to be                   . VISIBLE



Three Key Success 
Factors

Visibility

Trusted 
Relationships

Specialist 
Expertise

Traditionally, business relationships built 
organically – someone you knew well introduced 
you to someone they knew well. Not anymore. 
Rapid advancement in technology has changed 
the way relationships are built and maintained. 
In the current business environment, post-GFC, 
clients have different expectations. Clients expect 
professionals to be more responsive, have a better 
understanding of the commercial pressures they 
face, and to interact with them differently.

There are three key success factors to marketing 
and selling your expertise and services. The first 
key is Trusted Relationships. The relationship is 
still key. The strength of your client, referrer and 
employee relationships should be consciously and 
deliberately built and measured.

Specialist Expertise allows you to develop clear 
criteria to identify clients who want you for 
what you do best. You can also enjoy a faster 
conversion rate, stronger win ratio, and greater 
pricing leverage, because you are playing to your 
strengths and offering differentiated services.

Visibility is what allows you to become known for 
your expertise and for what you can deliver for your 
clients. Marketing can help you be visible in your 
target market/s.



Key 3: Visibility

Component Realm Example

Credibility Words I can trust what he says about…

Reliability Actions I can trust her to…

Intimacy Emotions I feel comfortable discussing this…

Self-orientation Motives I can trust that he cares about…

Marketing can help you raise your personal profile, as a Visible Expert®. This is about being known as an expert in 
your chosen specialist field.

It can also help you raise your firm’s profile.

In both of these instances, marketing is helping you develop ‘credibility’ and ‘intimacy’, two of the Four 
Components of Trust.

Source: “The Trusted Advisor”, David Maister, Charles H Green, Robert M Galford.
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Kn

ow
le

dg
e

Visibility

Best 
Kept 
Secret

OverratedGood 
Operator

Visible 
Expert®
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Visible Experts are professionals who 
have achieved prominence in their area 
of expertise. They are individuals whose 
expertise and exposure rise above the rest 
and this allows them to command higher fees.

Visible Experts can be quoted in the media 
and invited to speak at conferences. They 
are admired by their peers and sought out by 
clients.

If your knowledge of your subject matter is 
good, but your visibility is low, you might be 
what we consider a ‘Good Operator’. On the 
other hand, if your knowledge is exceptional, 
and you are a specialist in a particular niche, 
but no one knows who you are, you might 
consider yourself the ‘Best Kept Secret’.

If your knowledge level is just ‘good’, 
but you’re allover the Internet and seen 
everywhere at industry events, you may 
actually be ‘Overrated’.

You want to be exceptionally great at what 
you do and be known for it. Then, you are a 
Visible Expert®.



“When you share your 
knowledge and teach 
people in your target 
audience how you solve 
the kinds of problems they 
have, something magical 
happens. You position 
yourself as a special kind of 
expert – one who not only 
demonstrates a mastery of 
the material but is unselfish, 
approachable and utterly 
helpful.”

Source: “The Visible Expert®: How Ordinary Professionals Become 
Thought Leaders”, Aaron Taylor, Hinge Marketing.

Becoming a visible 
expert®
Your personal brand, your ‘reputation’ in the market, 
your online (digital) brand, and your behaviour  
in-person, all influence your success.

You need to be developing your own personal brand, 
as well as supporting the development of your firm’s 
brand. To achieve positive personal branding and 
powerful firm branding you need to be strategic and 
proactive. Hinge Marketing calls it becoming a Visible 
Expert®.

Part of becoming a Visible Expert® means being 
seen as a thought leader. This involves developing 
thought leadership and content that demonstrates 
your expertise in your chosen sector specialisation, or 
niche service. There is a difference between thought 
leadership and content and both are valuable.

You also need to further develop your emotional 
intelligence. This includes how you build rapport with 
clients and prospective clients. Part of being a Visible 
Expert® is making better emotional connections. 
Visible Experts are usually very good at translating 
complex ideas into easy-to-understand concepts.



Are They Buying 
You or your firm?
If you are into comics, you will probably know that 
Wonder Woman and Superman belong to the DC 
Comics world and Spider-Man and Black Widow are 
from the Marvel Universe. If you're really into comics, 
you might be fiercely loyal to one or the other. If 
you're like me, you just know the super heroes. 

Weirdly, it's similar in the professional services 
world. For clients that do need a brand name, for 
whatever reason, they might choose one of the 
Big 4 accounting firms, or one of the global law 
or engineering firms. The client will find a partner/
director, and a team, they are confident will deliver 
the results they need. For them it matters if the super 
hero comes from one firm over another. 

For others, they are just looking for someone who will 
look after them and help them achieve their goals. 
They are looking for their own personal hero. 

Your reputation as a practitioner in the market will 
affect the number of quality referrals, and new 
inquiries, you receive. It will also have a positive effect 
on your sales conversions. 
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How does 
marketing help 
you develop 
visible expertise?

“High-Growth firms have an 
advantage when it comes to making 
their experts visible in multiple 
channels, including networking (in 
person and online) and creating 
content (technical articles, blog posts, 
videos, etc.).

High-Growth firms were at least 50% 
more likely to realize major impacts 
from digital marketing techniques, 
such as networking and promoting 
thought leadership on social media, 
video blogging, publishing on 
external sites and purchasing online 
advertising.”

Hinge Research Institute “2018 HIGH GROWTH STUDY 
Research Summary”.

Marketing can help establish credibility, through 
creating quality thought leadership content.

Marketing can help create in-person experiences of 
your expertise (i.e. experiential marketing), such as 
technical seminars and workshops.



What digital 
marketing 
techniques 
are  
High-growth 
firms using 
to create 
visibility?

What 
Traditional 
marketing 
techniques 
are  
High-growth 
firms using 
to create 
visibility?
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Top Traditional Marketing techniques

Source: Hinge Research Institute “2018 HIGH GROWTH STUDY Research Summary”.



“High-Growth firms 
were twice as likely to 
see significant impact 
from networking 
at targeted events 
compared to their  
No-Growth 
counterparts.”

Source: Hinge Research Institute “2018 HIGH GROWTH 
STUDY Research Summary”.



What digital 
marketing 
techniques 
are  
High-growth 
firms using 
to create 
visibility?



Top Digital marketing techniques 

Source: Hinge Research Institute “2018 HIGH GROWTH STUDY Research Summary”.
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Innova�ve Engaged 20% 

Predic�ve Strategic 10% 

Proac�ve Planned 5%  
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Approach Marke�ng Focus Revenue Growth 
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Where is your firm on this scale? What is your firm’s overall approach and level of focus 
on sales and marketing? Are you receptive to what is happening in the market, and your 
marketing activities are quite considered, but you’re still not growing? Or, would you 
call your approach predictive and strategic, but you recognise the need to innovate and 
engage with clients in a completely new way?

Marketing 
Strength



Marketing Approach and focus
If your approach to marketing is ‘receptive’, meaning that you are aware of market conditions and acknowledge 
that times have changed and you need to do something, you may have employed a junior marketer and you 
may be “doing some marketing”. The problem is you aren’t seeing results and there is little to no focus. Your 
marketing function may be ‘considered’, but may still be ‘disorganised’, and not supporting a firmwide strategy. 
You’ll probably only be growing at your industry average rate (around 2% for Professional, Scientific and Technical 
Services industries, according to IBISWorld).

Alternatively, if your approach is more ‘predictive’, where you regularly conduct research of your market, clients 
and competitors, and you have a far more ‘strategic’ marketing and business development focus, you should be 
experiencing above average growth, maybe around 10%. 

To experience consistent and sustainable growth of 20% and above, you need to completely change the way you 
work with clients and potential clients. “Insight selling subtly shifts from the lawyer being a consultative seller and 
functional expert to one who proactively seeks information, trends and insights from clients and prospects and 
then uses that as a strategic consultant to provide insights in return.”* 

Selling relationships
In a relationship-driven business, such as professional services and other B2B services, your marketing activities 
should support your relationship building. 

Marketing can help increase your brand awareness and recognition (what you are known for) and can help create 
potential opportunities, by creating the optimal environment for your potential buyer to engage with you and 
your brand (online and offline). Marketing can also assist your business development by developing prospect lists 
of your ideal clients and educating those prospects about your areas of expertise.

*Source: Susan Duncan, http://www.rainmakingoasis.com/lawyers-should-be-great-at-consultative-and-insight-selling/



A strategic 
marketing 
& BD 
framework 
can create 
visibility for 
yourself and 
your firm

Next-Step Clarity
Often, it’s unclear where modern marketing and 
sales practices fit into your professional services 
business. Professional services, such as accounting, 
legal, or engineering, along with many other B2B 
businesses, are highly relationship-driven. Highly 
trust-based business relationships are vital to 
the delivery of services or products. The higher 
the stakes, in terms of financial and reputational 
risks, the higher the reliance on a trusted business 
relationship.

In a relationship-driven business, your marketing 
activities should support your relationship 
building, which leads to new sales and business 
development. My ‘superpower’ is the ability to 
help businesses see the path forward more clearly. 
I help relationship-driven businesses to engage 
and connect with target audiences and grow 
their business by building more strategic business 
relationships. I help them strategically plan the 
‘next step’.



B2B Marketing & BD Coach
Mentor | Author | Speaker

Relationship-Driven Marketing & BD Strategy

0407 789 264
jacqui@jacquiwalford.com.au

www.jacquiwalford.com.au

Jacqui Walford is a strategic marketing and business development coach, mentor, speaker and 
facilitator, specialising in branding, marketing, sales and business development strategy, for 
relationship-driven businesses. She helps relationship-driven businesses to engage and connect 
with target audiences and grow their business by building more strategic business relationships.

Jacqui has over 20 years of experience in strategic marketing and business development, having 
worked in senior marketing roles for some of the largest professional services firms globally. She 
now provides marketing, branding and sales/BD strategy to professional services and B2B clients 
wanting to build their client base and engage and innovate to maximise growth and sustainability.

Building results-driven marketing & BD 
frameworks for relationship-driven 

businesses.
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Jacqui Walford is helping 
firms to engage, connect 
and grow:

www.jacquiwalford.com.au


