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F O R  C A  F I R M  P A R T N E R S
A N D  P R O F E S S I O N A L S

The CA Firm
Growth
Reality Check

 Nine growth problemsthat can make a capable CA firm
hard to find, hard to trust and hard to contact online.

For CA firms and professionals who want a more visible, credible and
professional presence online, with a website or starting from nothing.

Technocratiq supports organisations across India, the UAE, Singapore, KSA and the USA.
ICAI guidance and the Code of Ethics apply to CA firms.

About 8 minutes. No scoring required.

O N E C O N N E C T E D S Y S T E M

Strategy Marketing Technology Sales Data AI Automations

One connected growth system, not isolated activity.

Prepared by Technocratiq | Strategy | Marketing | Technology | Sales | Data | AI Automations
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S T A R T  H E R E

Read the journey
 

Spot your problems
 

Run the test
 

See what to connect
 

A referral gives them your name. Then they
look you up.

 Referrals are valuable, and they will stay valuable. But a referred prospect can still search for your firm, open your
Website: Check your profiles and compare what they find before they pick up the phone. What they see in those few
minutes becomes part of their decision.

This guide is not about aggressive promotion. It is about making sure someone looking for a CA can find accurate
information about your firm, understand it and get in touch easily.
W H A T  P R O S P E C T S  C H E C K  B E F O R E  T H E Y  G E T  I N  T O U C H

H O W  T O  R E A D  T H I S  G U I D E

F I N D  Y O U R  S T A R T I N G  P O I N T

Page 4

WHAT THEY CHECK

Pages 5 and 6

WHAT THEY ARE REALLY ASKING

Page 7 Pages 8 to 10

Website

Google listing and maps

Partner profiles

Articles and guides

LinkedIn and public profiles

Contact route

Response

Does this firm handle work like mine?

Is this firm real, current and easy to reach?

Who would I deal with, and what are their credentials?

Does this firm understand my situation?

Does this firm look professional and active?

Can I reach the right person easily?

Will someone reply promptly and professionally?

The question is not whether people look. It is what they find when they do.

S T A G E  1

No website yet
Referred prospects find nothing, or
only a directory listing you did not
write. We can start from zero.

S T A G E  2

A website exists, but it is
thin
It lists services but does not help
anyone understand or decide.

S T A G E  3

Established, but hard to find
The firm is strong, but search results
show other sources first.

Solo CA, growing firm or large practice, the questions are the same. Only the scale differs.

1 2 3 4
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IF DIGITAL ACTIVITY IS DISCONNECTED

C A  F I R M  G R O W T H  R E A L I T Y  C H E C K

IF THE FIRM BUILDS A CONNECTED SYSTEM
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T H E  B I G G E R  P I C T U R E

A website is not a growth system.

Content is occasional

Reports show page views

Search visibility is ignored

Partner profiles are minimal

No website, or a brochure page

Services listed without explanation

Enquiries arrive through separate routes

A professional, accurate, mobile-ready website

Educational content supports the priority services

The firm sees which sources lead to real consultations

Profiles present accurate credentials and areas of focus

Contact, routing and response follow one defined process

The firm's official information appears for relevant searches

Pages that explain who you help, how, and what happens next

The cost of disconnected activity is not only lost enquiries. It is referred prospects who cannot verify the firm,
enquiries that never get a consistent reply, and expertise that stays invisible.

P U B L I C  I N F O R M A T I O N  C H E C K
Before you change anything public, confirm with your partners and advisers:

Any required website details and disclosures are present.

Public information is accurate, current and matches ICAI records.

No testimonials, outcome guarantees, rankings or comparative claims appear.

No client or confidential information is exposed.

The content has a named partner as reviewer.

Any AI-assisted draft has been fact-checked and reviewed by a professional.

A safer baseline: be accurate, avoid outcome guarantees and comparative claims, protect client confidentiality,
name one partner who approves public content, and review anything AI helps draft. Confirm current requirements
with ICAI guidance and your advisers before you act.
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T H E  P R O S P E C T ' S  J O U R N E Y

Six moments decide whether a prospect
becomes a client.

 Eachmomentasksaquestionintheprospect'smind.Eachoneneedssomethingspecifictobetrueonyourside.

05 
“Will someone actually reply?”

03 
“Do they know this area well?”

01 
“Can I find a CA who handles this?”

04 
“How do I reach them?”

06 
“What happens next?”

02 
“Do they work with people like me?”

W H A T  M U S T  B E  T R U E

A complete Google profile and service pages that
match what people search for.

W H A T  M U S T  B E  T R U E

Named partners with accurate credentials, and
useful educational content.

W H A T  M U S T  B E  T R U E

Enquiries in one place, a named owner and a
follow-up routine.

W H A T  M U S T  B E  T R U E

Clear client types and services, explained in plain
language.

W H A T  M U S T  B E  T R U E

An obvious way to make contact on every
important page.

W H A T  M U S T  B E  T R U E

A clear path from the first conversation to
engagement.

If any moment is missing, the journey can stop there. Nobody tells you it happened.
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7 Social trust

1 Online presence 2 Positioning

8 Enquiries and data

3 Search

9 Paid channels

4 Local listing 5 Authority 6 Partner visibility
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Which of these do you recognise?

4

3

2

1 “We do not have a website yet.”

“Our Google listing is an afterthought.”

“When someone searches, we do not appear.”

“We are good, but nobody can tell what we are best at.”

Y O U  M A Y  B E  S E E I N G  T H I S  I F

A prospect cannot check you online before they
call. Your firm may only appear in directories or on
social pages, or not appear at all. A referred
prospect has nowhere to confirm who you are and
what you do.

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Your website lists “tax, audit and advisory” in the
same way as most other firms. A prospective client
cannot quickly tell whether you are best suited to
startups, SMEs, NRIs, family businesses,
manufacturers, funded companies or a specific
advisory need. As a result, the first question
becomes “What are your fees?” rather than “Can
you help us solve this?”

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Search your main service and your city on Google. If
directories or other firms appear and you do not, this
is already happening.

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Your Google Business Profile is missing, half-filled or
out of date. Your details differ from one listing to the
next.

I F  I T  H A S  N O T  H I T  Y E T

It becomes clear when a referral
slows down, when you want a new
type of client, or when a prospect
asks for your website and you
cannot send a link.

I F  I T  H A S  N O T  H I T  Y E T

The problem usually appears
when you try to grow a new
advisory service, attract a higher-
value client type or enter a new
market. Without clear positioning,
every new opportunity begins from
zero.

I F  I T  H A S  N O T  H I T  Y E T

When referrals slow down or you
want clients in a new city, there is
no second route to fall back on.

I F  I T  H A S  N O T  H I T  Y E T

The first time a referred prospect
looks you up on the map and
cannot confirm who you are or
where you are.

W H A T  S O L V E S  I T

Website setup from
scratch: a clear,
professional, mobile-ready
website built around your
services, then made visible
across channels.

W H A T  S O L V E S  I T

Strategy and positioning.

W H A T  S O L V E S  I T

SEO.

W H A T  S O L V E S  I T

Local visibility.

T H E  N I N E  P R O B L E M S  A T  A  G L A N C E
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Five more worth checking.
5  

8

6

9

7

“We know a lot, but nothing shows it.”

“Our partners are hard to find as people.”

“Enquiries arrive everywhere, and we cannot tell what works.”

“We share updates, but they do not build trust or create enquiries.”

“We need faster visibility, but we do not know whether paid channels are appropriate or
worthwhile.”

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Your website has no guides, practical articles, FAQs
or explanatory pages that show how your partners
think. A prospective client can see your services, but
cannot see your judgement, process or depth of
expertise before the first meeting.

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Partner profiles are incomplete or show only a
designation. A prospect cannot tell what each
partner helps clients with.

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Posts are occasional, generic or mostly festive
greetings. They do not relate to your priority
services, target clients or partner expertise. You
cannot point to a conversation, referral check or
enquiry influenced by them.

Y O U  M A Y  B E  S E E I N G  T H I S  I F

Enquiries come by email, phone and WhatsApp.
Follow-up depends on who remembers, and nobody
knows which source brought the clients you value.

Y O U  M A Y  B E  S E E I N G  T H I S  I F

You have either avoided paid channels entirely, or
tried campaigns that brought clicks but not
relevant consultations. The problem is usually not
the platform alone. It is the lack of clear landing
pages, qualified intake and source tracking.

I F  I T  H A S  N O T  H I T  Y E T

It becomes visible when a client
compares two firms with similar
qualifications. The firm that
explains a complex issue clearly
and helpfully is often easier to trust
before a conversation begins.

I F  I T  H A S  N O T  H I T  Y E T

It shows when a prospective client
checks the partner they were
referred to, before they check the
firm.

I F  I T  H A S  N O T  H I T  Y E T

The effort usually slows down
because nobody sees a reason to
continue. A professional presence
works when it supports how
prospects evaluate your firm, not
when it exists just to keep a page
active.

I F  I T  H A S  N O T  H I T  Y E T

When you start investing in
visibility, you will not be able to tell
whether it is working.

I F  I T  H A S  N O T  H I T  Y E T

It appears when the firm
introduces a time-sensitive
service, enters a new market or
wants to test demand faster than
organic visibility can build.

W H A T  S O L V E S  I T

Content and authority.

W H A T  S O L V E S  I T

Personal branding.

W H A T  S O L V E S  I T

Partner-led content,
personal branding and a
focused LinkedIn strategy.

W H A T  S O L V E S  I T

Technology, sales workflow
and data.

W H A T  S O L V E S  I T

A compliance-reviewed
paid acquisition strategy,
where appropriate,
supported by landing
pages, intake workflows
and measurement.
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T E S T  I T  Y O U R S E L F

Test your firm through a prospect's eyes.
 Recognised none of the nine problems? That may mean your current referral system is working well.It may also mean

Some gaps have not yet been tested by a new service launch, a slower referral period, or a prospective client's online
comparison.

P I C K  U P  Y O U R  P H O N E .  N O  N O T E B O O K  N E E D E D .

S I X  M O M E N T S  W H E N  T H E  G A P S  G E T  T E S T E D

1

5

3

A referral source slows down.

You want clients in a new city or
market.

2

4

A partner or key relationship
changes.

Another firm starts publishing
and showing up online.

You want to launch a new
service line.

A prospect checks you online
before calling.

Search your lead partner's name.
Does the profile explain who they help and how?

Search your main service and your city.
Who appears first? Are you there?

Submit a test enquiry through your own
website.
Use dummy details only. How quickly does it
arrive? Who owns it? Is the reply clear,
professional and timely?

Open your own website on your phone.
Within ten seconds, can a stranger tell what you
do best and how to reach you?

No website yet? Search your name and your firm's name. Whatever appears is your digital first
impression.

None of these moments send a warning. They simply arrive. Closing the gaps before they do gives you time
to act properly, instead of under pressure.
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Website
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Search visibility

C A  F I R M  G R O W T H  R E A L I T Y  C H E C K

Local listings Content and profiles Enquiry workflow Tracking

4

1

5

2

6

3
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W H A T  S O L V E S  T H E M

Nine problems. One connected system.
THE PROBLEM THE CONNECTED SOLUTION

1 You do not have a website yet

2 Nobody can tell what you are best at

3 You do not appear in search

4 Your Google listing is thin

5 Your expertise is not visible

6 Partners are hard to find as people

7 Posts do not lead anywhere

8 Enquiries are scattered

9 Paid activity does not convert

Website setup: design, build and launch

Strategy and positioning

SEO

Local visibility

Content and thought leadership

Personal branding

Social strategy linked to service pathways

Technology, sales workflow and data

Landing pages, qualification and measurement

From no website to visible where it matters
 

The six parts of the Technocratiq Growth Engine

Starting from nothing? We build the foundation first, then connect each channel, used only where your professional rules and
your firm's approval allow.

Sales

Strategy

Data

Marketing Technology

AI Automations

A clear path from enquiry to
consultation to engagement.

Best-fit clients, growth priorities and
service focus.

Sources, lead quality and how
enquiries move to clients.

SEO, content, local search and LinkedIn,
with paid channels where they make
sense.

Website, forms, CRM connection and
tracking.

Less repetitive work, with professional
review kept in place.

Compliance note. Social media, personal branding and any paid activity should be planned around current ICAI guidance, the Code
of Ethics and your firm's internal review process. We focus on informative, factual and professional communication. We avoid
solicitation-style claims, unverified outcomes and confidential client information. Final compliance approval remains with your firm
and its advisers.
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T H E  V I S I O N

W H Y  T E C H N O C R A T I Q

What it looks like when everything connects.
WHAT CHANGES FOR THE PARTNERS

1 A business owner searches for help with a question.
 

2

4

5

6

3

What we do not promise. No fixed number of enquiries or clients. Results depend on your services, markets and how consistently
the plan is carried out. What a roadmap gives you is clarity on what to fix first and a plan you can measure. Our approach is
designed to support a professional, informational and compliance-aware digital presence. Your firm remains responsible for final
review against current ICAI guidance, the Code of Ethics and any applicable professional or legal advice.

They trust what they see.
 

You see where it came from.
 

They open your service page.
 

They send an enquiry in two minutes.
 

Someone replies when you said they would.
 The enquiry lands in one place with a named owner.

Over time, you know which channels bring the clients you
want.

It speaks to their situation and shows who would work with
them.

Partner profiles are accurate, credentials are clear and your
thinking is visible.

The contact route is obvious, and the form asks only what is
needed.

Your firm appears with a page or article that answers it in plain
language.

More clarity
 

More leverage
 

Less dependence
 

You can see what is working and what is not.

Grow this not tied to any single referral source.

Systems carry routine follow-up, so partners spend
time on advisory work.

Built for connected growth, not isolated marketing.
 Technocratiq connects strategy, marketing, technology, sales, data, and AI automations into a measurable growth system. We

help teams move from disconnected activity to clearer acquisition, better visibility and measurable revenue outcomes.

200+ 6+
Y E A R S  O F  E X P E R I E N C E 

$25M+
M A R K E T S

India | UAE | Singapore
KSA | USA

Technocratiq does not sell disconnected activities as if they are a growth strategy. We build the connected
infrastructure behind acquisition: positioning, visibility, content, website journeys, lead handling, data and
automation. This helps your firm see what is working and improve it over time.
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This guide provides general marketing information only. It is not ICAI, legal, professional-conduct or regulatory advice.
Review all public-facing activity with your partners, professional advisers and current ICAI guidance before you act.
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Y O U R  N E X T  S T E P

You know where to look. Now get
the roadmap.

 

Message us We review We map priorities

Whether you recognised several problems or none yet, the next step is not to try everything at once. It is to find the
three improvements that matter mostfor your firm.

We do not start with “Should you run ads?” We start with which clients you want more of, how they research, what
they need to trust, where enquiries are being lost and what can be measured.

I N  O U R  R O A D M A P  C O N V E R S A T I O N ,  W E  L O O K  A T

H O W  I T  W O R K S

Your website, or what a website should contain if you do not have one, plus your service positioning and trust signals.

How a prospect moves from referral or search to enquiry.

Which services and client types offer the clearest opportunity.

The three highest-impact priorities for the next 90 days.

1 2 3

Tell us which problem felt most
familiar. No website yet? Just say so.

We assess your site, positioning and enquiry path.

Your website or starting point,
visibility and enquiry path.

Message us on WhatsApp

+91 79825 34881

Receive your first three actions and a
practical 90-day roadmap.

We map what your first professional website should contain
and how to make you visible across channels.

E X I S T I N G  W E B S I T E

Request a Visibility and Trust Review
N O  W E B S I T E  Y E T

Request a Website and Visibility Plan

Start here Start here

Request My 90-Day CA Firm Growth Roadmap

W E B S I T E

technocratiq.com
W H A T S A P P

+91 79825 34881
M A R K E T S

https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20CA%20Firm%20Growth%20Reality%20Check.%20I%20would%20like%20to%20discuss%20a%2090-day%20growth%20roadmap%20for%20my%20firm.
https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20CA%20Firm%20Growth%20Reality%20Check.%20I%20would%20like%20to%20discuss%20a%2090-day%20growth%20roadmap%20for%20my%20firm.
https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20CA%20Firm%20Growth%20Reality%20Check.%20I%20would%20like%20a%20review%20of%20my%20firm%27s%20current%20website%20and%20visibility.
https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20CA%20Firm%20Growth%20Reality%20Check.%20My%20firm%20does%20not%20have%20a%20website%20yet.%20I%20would%20like%20to%20discuss%20a%20plan%20to%20get%20online%20and%20become%20visible.
https://technocratiq.com/
https://technocratiq.com/
https://technocratiq.com/
https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20CA%20Firm%20Growth%20Reality%20Check.%20I%20would%20like%20to%20discuss%20a%2090-day%20growth%20roadmap%20for%20my%20firm.
https://wa.me/917982534881?text=Hi%20TechnocraTIQ%2C%20I%20read%20the%20CA%20Firm%20Growth%20Reality%20Check.%20I%20would%20like%20to%20discuss%20a%2090-day%20growth%20roadmap%20for%20my%20firm.
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	FOR CA FIRM PARTNERS
	AND PROFESSIONALS

	The CA Firm Growth Reality Check
	Nine growth problemsthat can make a capable CA firm
	hard to find, hard to trust and hard to contact online.
	For CA firms and professionals who want a more visible, credible and professional presence online, with a website or starting from nothing.
	One connected growth system, not isolated activity.
	START HERE




	A referral gives them your name. Then they
	look you up.
	Referrals are valuable, and they will stay valuable. But a referred prospect can still search for your firm, open your
	Website: Check your profiles and compare what they find before they pick up the phone. What they see in those few minutes becomes part of their decision.
	This guide is not about aggressive promotion. It is about making sure someone looking for a CA can find accurate information about your firm, understand it and get in touch easily.
	Website
	Google listing and maps
	Partner profiles
	Articles and guides
	LinkedIn and public profiles
	Contact route
	Response
	Does this firm handle work like mine?
	Is this firm real, current and easy to reach?
	Who would I deal with, and what are their credentials?
	Does this firm understand my situation?
	Does this firm look professional and active?
	Can I reach the right person easily?
	Will someone reply promptly and professionally?


	The question is not whether people look. It is what they find when they do.
	No website yet
	A website exists, but it is thin
	Established, but hard to find
	Solo CA, growing firm or large practice, the questions are the same. Only the scale differs.
	FOR CA FIRM PARTNERS AND PROFESSIONALS
	THE BIGGER PICTURE


	A website is not a growth system.
	No website, or a brochure page
	Services listed without explanation
	Partner profiles are minimal
	Content is occasional
	Search visibility is ignored
	Enquiries arrive through separate routes
	Reports show page views
	A professional, accurate, mobile-ready website
	Pages that explain who you help, how, and what happens next
	Profiles present accurate credentials and areas of focus
	Educational content supports the priority services
	The firm's official information appears for relevant searches
	Contact, routing and response follow one defined process
	The firm sees which sources lead to real consultations
	The cost of disconnected activity is not only lost enquiries. It is referred prospects who cannot verify the firm, enquiries that never get a consistent reply, and expertise that stays invisible.
	PUBLIC INFORMATION CHECK

	Before you change anything public, confirm with your partners and advisers:
	Any required website details and disclosures are present.
	Public information is accurate, current and matches ICAI records.
	No testimonials, outcome guarantees, rankings or comparative claims appear. No client or confidential information is exposed.
	The content has a named partner as reviewer.
	Any AI-assisted draft has been fact-checked and reviewed by a professional.
	A safer baseline: be accurate, avoid outcome guarantees and comparative claims, protect client confidentiality, name one partner who approves public content, and review anything AI helps draft. Confirm current requirements with ICAI guidance and your advisers before you act.
	technocratiq.com |
	FOR CA FIRM PARTNERS AND PROFESSIONALS
	THE PROSPECT'S JOURNEY


	Six moments decide whether a prospect
	becomes a client.
	Eachmomentasksaquestionintheprospect'smind.Eachoneneedssomethingspecifictobetrueonyourside.


	01
	“Can I find a CA who handles this?”
	FIND
	A complete Google profile and service pages that match what people search for.


	03
	“Do they know this area well?”
	TRUST
	Named partners with accurate credentials, and useful educational content.


	05
	“Will someone actually reply?”
	RESPOND
	Enquiries in one place, a named owner and a follow-up routine.
	UNDERSTAND


	“Do they work with people like me?”
	Clear client types and services, explained in plain language.


	04
	“How do I reach them?”
	ENQUIRE
	An obvious way to make contact on every important page.


	06
	“What happens next?”
	ENGAGE
	A clear path from the first conversation to engagement.

	If any moment is missing, the journey can stop there. Nobody tells you it happened.
	THE NINE PROBLEMS
	1 TO 4

	Which of these do you recognise?
	“We do not have a website yet.”
	A prospect cannot check you online before they call. Your firm may only appear in directories or on social pages, or not appear at all. A referred prospect has nowhere to confirm who you are and what you do.
	It becomes clear when a referral slows down, when you want a new type of client, or when a prospect asks for your website and you cannot send a link.
	Website setup from scratch: a clear, professional, mobile-ready website built around your services, then made visible across channels.

	“We are good, but nobody can tell what we are best at.”
	Your website lists “tax, audit and advisory” in the same way as most other firms. A prospective client cannot quickly tell whether you are best suited to startups, SMEs, NRIs, family businesses, manufacturers, funded companies or a specific advisory need. As a result, the first question becomes “What are your fees?” rather than “Can you help us solve this?”
	The problem usually appears when you try to grow a new advisory service, attract a higher-value client type or enter a new market. Without clear positioning, every new opportunity begins from zero.
	Strategy and positioning.

	“When someone searches, we do not appear.”
	Search your main service and your city on Google. If directories or other firms appear and you do not, this is already happening.
	When referrals slow down or you want clients in a new city, there is no second route to fall back on.
	SEO.

	“Our Google listing is an afterthought.”
	Your Google Business Profile is missing, half-filled or out of date. Your details differ from one listing to the next.
	The first time a referred prospect looks you up on the map and cannot confirm who you are or where you are.
	Local visibility.
	THE NINE PROBLEMS AT A GLANCE

	1 Online presence
	2 Positioning
	7 Social trust
	8 Enquiries and data
	3 Search
	4 Local listing
	9 Paid channels
	5 Authority
	6 Partner visibility
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	Five more worth checking.
	“We know a lot, but nothing shows it.”
	Your website has no guides, practical articles, FAQs or explanatory pages that show how your partners think. A prospective client can see your services, but cannot see your judgement, process or depth of expertise before the first meeting.
	It becomes visible when a client compares two firms with similar qualifications. The firm that explains a complex issue clearly and helpfully is often easier to trust before a conversation begins.
	Content and authority.

	“Our partners are hard to find as people.”
	Partner profiles are incomplete or show only a designation. A prospect cannot tell what each partner helps clients with.
	It shows when a prospective client checks the partner they were referred to, before they check the firm.
	Personal branding.

	“We share updates, but they do not build trust or create enquiries.”
	Posts are occasional, generic or mostly festive greetings. They do not relate to your priority services, target clients or partner expertise. You cannot point to a conversation, referral check or enquiry influenced by them.
	The effort usually slows down because nobody sees a reason to continue. A professional presence works when it supports how prospects evaluate your firm, not when it exists just to keep a page active.
	Partner-led content, personal branding and a focused LinkedIn strategy.

	“Enquiries arrive everywhere, and we cannot tell what works.”
	Enquiries come by email, phone and WhatsApp. Follow-up depends on who remembers, and nobody knows which source brought the clients you value.
	When you start investing in visibility, you will not be able to tell whether it is working.
	Technology, sales workflow and data.

	“We need faster visibility, but we do not know whether paid channels are appropriate or worthwhile.”
	You have either avoided paid channels entirely, or tried campaigns that brought clicks but not relevant consultations. The problem is usually not the platform alone. It is the lack of clear landing pages, qualified intake and source tracking.
	It appears when the firm introduces a time-sensitive service, enters a new market or wants to test demand faster than organic visibility can build.
	A compliance-reviewed paid acquisition strategy, where appropriate, supported by landing pages, intake workflows and measurement.
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	Test your firm through a prospect's eyes.
	Recognised none of the nine problems? That may mean your current referral system is working well.It may also mean
	Some gaps have not yet been tested by a new service launch, a slower referral period, or a prospective client's online comparison.
	Search your main service and your city.
	Who appears first? Are you there?

	Open your own website on your phone.
	Within ten seconds, can a stranger tell what you do best and how to reach you?

	Search your lead partner's name.
	Does the profile explain who they help and how?

	Submit a test enquiry through your own website.
	Use dummy details only. How quickly does it arrive? Who owns it? Is the reply clear, professional and timely?
	No website yet? Search your name and your firm's name. Whatever appears is your digital first impression.
	A referral source slows down.
	A partner or key relationship changes.
	You want to launch a new service line.
	You want clients in a new city or market.
	Another firm starts publishing and showing up online.
	A prospect checks you online before calling.


	None of these moments send a warning. They simply arrive. Closing the gaps before they do gives you time to act properly, instead of under pressure.
	WHAT SOLVES THEM


	Nine problems. One connected system.
	1 You do not have a website yet
	2 Nobody can tell what you are best at 3 You do not appear in search
	4 Your Google listing is thin
	5 Your expertise is not visible
	6 Partners are hard to find as people
	7 Posts do not lead anywhere
	8 Enquiries are scattered
	9 Paid activity does not convert
	Website setup: design, build and launch Strategy and positioning

	SEO
	Local visibility
	Content and thought leadership
	Personal branding
	Social strategy linked to service pathways Technology, sales workflow and data
	Landing pages, qualification and measurement

	From no website to visible where it matters
	Starting from nothing? We build the foundation first, then connect each channel, used only where your professional rules and
	your firm's approval allow.

	The six parts of the Technocratiq Growth Engine
	Strategy
	Sales
	Marketing
	Data
	Technology
	AI Automations


	What it looks like when everything connects.
	WHAT CHANGES FOR THE PARTNERS
	Less dependence
	More clarity
	More leverage

	Built for connected growth, not isolated marketing.
	200+
	6+
	$25M+
	YOUR NEXT STEP


	You know where to look. Now get
	the roadmap.
	Whether you recognised several problems or none yet, the next step is not to try everything at once. It is to find the
	three improvements that matter mostfor your firm.
	We do not start with “Should you run ads?” We start with which clients you want more of, how they research, what they need to trust, where enquiries are being lost and what can be measured.
	IN OUR ROADMAP CONVERSATION, WE LOOK AT
	Your website, or what a website should contain if you do not have one, plus your service positioning and trust signals.
	How a prospect moves from referral or search to enquiry.
	Which services and client types offer the clearest opportunity.
	The three highest-impact priorities for the next 90 days.

	Message us
	We review
	We map priorities
	Request a Visibility and Trust Review
	Start here

	Request a Website and Visibility Plan
	Start here
	Request My 90-Day CA Firm Growth Roadmap

	+91 79825 34881
	technocratiq.com
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	This guide provides general marketing information only. It is not ICAI, legal, professional-conduct or regulatory advice. Review all public-facing activity with your partners, professional advisers and current ICAI guidance before you act.




