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Welcome to the ConvergenceCoaching Inspired Ideas podcast. Join us as we explore great leadership and 
management ideas that apply within the accounting profession and in other aspects of life and business too. 

Brianna Johnson:  Hello everyone, this is Brianna Johnson and I am a consultant with 
convergence coaching. And today I have with me Alisha Jernack of 
Mazars. Alisha as a senior manager and she has more than nine years 
experience serving entrepreneurs and small businesses in a number of 
industries, specifically manufacturing and distribution professional 
services and not for profits. She's also involved in the firm's 
entrepreneurial service group education and training program that is 
responsible for instituting and overseeing continued education 
training and standardized procedures. She's also part of the New 
Jersey society of CPAs, mentoring students throughout college. 
Welcome Alisha. We're happy to have you participate in our 
Rainmaker Development Program, which is sort of related to our 
conversation today. I'm excited to have this new avenue of connecting 
and for our listeners to hear our conversation around rainmaking. 
That’s the focus of this podcast today. 

  What we're going to talk about is this really important topic of 
rainmaking and business development. And one thing that we're 
talking to a lot of future leaders about is working on developing their 
network and getting more involved in the game of rainmaking. We see 
this combined interest from all sides of leadership in firms where we 
have the emerging leaders who want to get involved in rainmaking 
and in their own sort of way, their own skills and levels of experience. 
And then we have the existing leadership at firms that want to get 
their emerging leaders into the game. So these interesting dynamics 
are at play as far as how we're seeing business development show up 
in firms. And of course everybody has kind of their own approach or 
their own viewpoint of what business development entails. I'm looking 
forward to talking with you today, Alisha, about your experience as a 
Rainmaker because I know that you are very involved with rainmaking 
at your firm. So I want to start and just ask you, Alisha, when did your 
rainmaking experience start? What, at what point in your career did 
you realize that it was important for you to be involved in business 
development? 

Alisha Jernack:  I would say I probably realized that it was important once I got to the 
manager level, however, I made an effort to ask certain partners and 
other managers at the time when I was a senior, you know, if they 
going out to lunches with other centers of influences or going to 
industry specific events, I made it known that I wanted to go out with 
them and be a part of it. So I started maybe my first year as a senior 
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having lunches with partners and you know, vendors or insurance 
brokers. At that time I was fairly new to the firm. I really didn't know 
much and I wasn't expected to really contribute much to the 
conversation. So it was a lot of shadowing. I would go out with 
another partner and you know, two others and I would observe. 

  I would listen to what the partner was saying about what we do, how 
we can add value and listening to the other side as well and just kind 
of taking it in as a sponge along the way. My first or second year as a 
senior, I started going to some events after hours. I remember a 
particular time that I was invited with a senior manager and we went 
out and it was a construction industry event and at the time really 
neither one of us knew what to say or do. We probably didn't have 
any follow up, you know, we went there, we kind of walked around, 
maybe spoke to a few people, but we weren't really comfortable being 
out there. It was really probably two years of just going out with 
different people, shadowing them, seeing and observing and taking it 
all in, before I felt that I was in a position where, okay, now I realize 
that I have to start doing this, you know, as I move into the manager 
role and I can do this and I'm going to start going out and, you know, 
inviting others to lunch with me as well. 

Brianna Johnson:  Yeah. Great. So in those early days when you were going to these 
lunches with partners at your firm, did you say that you asked to have 
those lunches or did those, those partners usually invite you to them? 

Alisha Jernack:  It went both ways to be honest, but, but I always think that, you know, 
if you make yourself known, if you make it known that you want to do 
something and you want to be a part of something, there's a much 
better chance of you getting that invite. If you're just kind of sitting 
behind the scenes and not really speaking up and saying that you want 
to be a part of something, then there's a chance that you might not 
have that opportunity. So I would say that it was both, me speaking up 
and saying that I was interested in and then I wanted to get involved, 
and then word gets around. So then there were other times where 
partners would approach me and asked me to join them as well. 

Brianna Johnson:  I think that's a really important point for our listeners who are trying 
to get involved in rainmaking and don't really know where to start. 
You know, that's a common concern we see; People view business 
development as this very extroverted activity. And if I want to get 
more involved, I have to just start going to networking meetings and 
start shaking hands and start know making small talk and having these 
conversations. And for some people I think that can be intimidating 
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and they don't really know how to do that or what events to go to, etc. 
I think sometimes our emerging leaders forget that, you know, we can 
start internally with the leaders at our own firms, those who are really 
involved in business development and that it takes asking the question 
or putting the interest out there, like you said, Alisha; that “Hey, I 
would like to get more involved in business development. I'm not 
quite sure where to start. I am trying to build my network, can I 
shadow you in some of these sales meetings?” So I really like that 
approach and I think that's important for others to consider doing. 
And not just from the perspective of learning from these individuals 
and how they approach sales conversations, but also just for building 
relationships with others in the firm. This is an easy way to do that. 

Alisha Jernack:  Yes, absolutely. And it's uncomfortable at first. But you know, the 
more you do it, the more you put yourself out there, the better it gets. 
I can say, today, I actually love networking. You know, I enjoy it. You 
start to see the same faces over and over again. You build 
relationships and you have a good time and it's actually nice to get 
away, to get out of the office for a few hours or you know, whether it's 
after hours or going out to lunch, instead of going downstairs with 
friends and just kind of talking about the same stuff you talk about 
every day, , making best use of your time and going out to lunch with 
other centers of influence or prospects or clients that you've created 
relationships with along the way. 

Brianna Johnson:  Yeah, definitely. So how do you choose which networking groups to be 
a part of? 

Alisha Jernack:  For me, once I got comfortable with networking, I decided that it was 
the best use of my time to focus on industry specific events. So I 
worked and spent a lot of my time in the transportation and logistics 
world. I started to follow industry specific organizations. I found there 
were some central calendars and we create internally our own market 
segment calendars as well. And there's a few specific transportation 
and logistics, whether it's warehousing, trucking or freight forwarding 
associations that we follow and we attend. They have at least a few 
events a year. So there's where I think it's really the biggest return for 
me because that's where, again, I see the familiar faces, I formed 
friendships with these people.  

  You know, the first time you go specifically with the trucking industry, 
they kind of ask, Hey, what are you doing here? Why is the CPA here? I 
also found that at these industry specific events, and I can't speak for 
every industry, but specifically transportation logistics, we really don't 
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see other CPAs there. So it's a differentiator for us. And then they 
remember us and we formed friendships with these people and we're 
just able to build on that. And you know, when we see them at one 
event, we ask them if they're going to, you know, the next event in a 
few weeks, are they going to the annual dinner? It may not be an 
immediate opportunity, but I have seen that over time seeing the 
same faces and building these relationships, that opportunities do 
come from it. Aside from industry specific events, I also look out for 
young professional events. I find that going to some more general 
state events that you know, you don't really know who's going to be in 
the room. Being a young professional; sometimes it's challenging to 
connect with say, a baby boomer, if you will. 

  And it's much easier to relate with someone that's going through the 
same experiences and challenges as you are. So really industry specfici 
and young professionals events; that's what I look for. You know, 
something where I know that there's going to be a commonality, 
someone that I can connect with. With the industry events, the people 
that are there are directly involved in it. So knowing the industry, 
knowing the challenges of it and what's going on in the industry today; 
You're able to easily strike up a conversation with the person that 
you're speaking to. You're able to ask them questions, get their input 
on certain issues that are going on and then they remember that and 
you're able to follow up on it. 

Brianna Johnson:  Yeah, I think that's that's a great point. And then also it's just practice 
too. So, you know, it's networking practice and building relationships 
and getting more comfortable with that in general. And I think that's 
really important. What I like about everything you're talking about 
here and your strategy in terms of rainmaking and networking is that 
it's very targeted to the specific industry that you're interested in 
serving. It’s obvious as you have these conversations with people that 
you meet at these different events, you're speaking about these 
clients that you serve in these industries you focus on and it’s 
cementing that thought leadership aspect. It's helping you build that 
leadership for yourself. It's helping others see you as an expert and 
see your firm as expert in this industry. And I don't know that that's 
taking a lot of extra time. It's about, it's about you focusing where 
you're spending your time and, and being intentional about whether 
it’s the right place. I'm guessing you've had experiences where maybe 
you've been part of a networking group and it didn't quite play out the 
way you were hoping, with these target industries. Have you had 
experiences like that? 
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Alisha Jernack:  Yes, absolutely. All the time. You know, you never know until you try 
something. So, say someone invites me to an event and it's something 
that I haven't attended before or a group that I've not been involved 
with in the past. I'll certainly try it out. I'll go, and I'll make the decision 
afterwards; did I feel that I actually got something out of this? We're 
all busy, there's a ton of networking events to attend, maybe even 
daily. So you really do need to be strategic about it, but you're not 
able to be strategic until you try. You mentioned practice. Networking 
is something that you're not going to be comfortable with, you're not 
going to get it right until you do it many, many times. Eventually it will 
just become second nature to you. So even if you're going to an event 
and it's not something that you feel you necessarily got something out 
of, you're still getting the opportunity to practice and get comfortable 
speaking and introducing yourself and talking about what you do and 
practicing the elevator pitch. 

Brianna Johnson:  Yeah, definitely. And I think mindset is big with networking. So for 
those who feel sort of uncomfortable with the aspect of networking 
and meeting people “cold”, it's all about mindset in terms of how we 
view and approach those activities and then what we get out of them. 
What you said Alisha, about, viewing it as practice and that, if you 
don't get anything out of it, if you don't make a new connection with 
somebody, if you don't get an invitation to a lunch or coffee with 
somebody, then at least you got more practice. I think that is so key 
because then it takes the pressure off. I'm an introvert on the Myers-
Briggs type indicator and and I'm not somebody who gravitates 
toward networking meetings. 

  I don't necessarily like them. You know, one thing that we have to 
keep in mind with networking is that, a lot of times we make it about 
us like, “Oh, I have to go meet these new people,” and “What are they 
going to think of me?” Then I'm having a conversation with somebody 
and I might have that story running in the back of my mind. Like 
wondering if they are interested in this conversation. Maybe they 
don't really care about these services that we're talking about. Or 
maybe they don't really want to learn about what I do. And then you 
realize like that's the little voice talking and it's not about us, you 
know? Usually everybody is focused on themselves and that person is 
probably not really focused on me. There’s these funny things that 
come into play when we feel a little bit uncomfortable in a situation. 

  If we shift our mindset toward that aspect of going to these events 
because it's going to help us meet more people in our target networks, 
it's going to help us meet possibly valuable referral sources for our 
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target clients…it's going to help us be a better connectors for others, a 
better resource for clients, a better resource for others; if we come 
from that perspective to these meetings. It just makes them so much 
easier. I think it makes the conversation flow a lot better because now 
we have this purpose and that purpose is to serve clients better and to 
serve more prospects like those clients better and then be able to 
provide them with connections to other people who can help them if 
we are not the person to help them. Yeah. Or to provide them with 
additional expertise, additional ideas and resources. So that mindset 
shift is really important for people to remember when going to these 
networking events and when choosing which ones to participate in. 

Alisha Jernack:  Yes, absolutely. I agree one hundred percent. I am also an introvert on 
the Myers Briggs. And again, when I think back to when I started 
networking, I was not comfortable at all. I thought of it more as a 
chore, but it was a mindset shift for me and I really started to look at it 
also, as you know, every single person that I was going to meet while 
out at these events, I wanted to learn something from them. 
Everybody has something to offer. Everybody does something 
different, you know. So I always keep that in mind when I'm out there 
meeting someone, what is it that I'm going to take away from this 
person and how can I take that and either bring it back to my clients, 
my prospects or my coworkers and share that information? 

Brianna Johnson:  I love that. Yeah. What can I learn from each person I meet? That's 
great. Yes. Well, so tell me then, as far as your rainmaking activities; 
Would you say that the majority of the things you're doing are 
traditional activities like networking based in-person meetings or 
maybe you know, phone meetings too? Or what about the digital side, 
social media, are you doing much in that arena? 

Alisha Jernack:  So I do, I'll write articles, I'll, you know, just with the industry as well. 
There are certain industry publications that I follow and you know, I 
try to stay up to date with reading articles and when I think that 
something is relevant, I'll certainly share that on LinkedIn quarterly, 
you know, we produce and write articles, so we're always looking to 
share them. Also when there's a hot topic going on in the industry, 
we'll look to partner with someone and do a webcast or a webinar just 
to make sure that we're educating clients, prospects, other centers of 
influence. I’ll also do speaking engagements and that is something that 
I would love to do more of. So just getting out there, finding 
opportunities, you know, and we're relevant of course, and getting out 
there to speak in front of a group of people and just to educate them 
that way. 
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Brianna Johnson:  Oh, that's great. How are you learning about some of these 
opportunities then? Does your firm play a role in that in kind of like 
sourcing those speaking opportunities or are you learning about them 
just through the events you're attending? Tell me a little more about 
that. 

Alisha Jernack:  Yeah, so it's a little bit of both, but to be honest, I spoke in front of, in 
front of a group of say, 50 women entrepreneurs few months back. I 
had that opportunity from another center of influence that I met a few 
years back. And just learning, you know, what I do and how we can 
connect and work together. She offered me the opportunity, she was 
hosting an event that was going to be about 50 women in the room, 
all entrepreneurs, small to mid-size businesses. And she thought it 
would be great to have me come and speak about what we're doing 
on the advisory side and strategic business planning. So that was from 
you know, networking in the past and you know, consistently 
following up with the same people and making sure that I have 
contact with them at least two, three times a year and this person 
remembered me and you know, wanted to add me to the group of 
speakers. I've also had opportunities that have come internally, for the 
same reason, knowing what I do and where I can add value. 

Brianna Johnson:  Yeah. Okay. Well that's helpful. I think sometimes that can be a barrier 
too is just figuring out how do I even find these things? And yeah, part 
of it is just looking, just doing some internet searching. I think part of it 
is asking around internally and expressing your interest. If you've 
never spoken at an event before, I think it's going to be unlikely that 
your fellow team members would know that you have interest in it. So 
it's another example of having to speak up about things you might be 
interested in trying. You never know what you might like. As you said, 
you're introverted, and look, you're out there public speaking, it's 
something that you found value from and that you enjoy doing. 

  I think that's key is to try a mix of activities related to thought 
leadership related to rainmaking and then figure out which ones, 
which ones you would you like, which ones you enjoy. It doesn't mean 
that everything is going to be comfortable at first. There's always 
going to be a little bit of anxiety and just prepping for things like that, 
like a public speaking event. But if you enjoy doing it and you get 
something out of it, then that's what's important. So I think people 
could focus on a mix of three to five activities that work for them and 
then focus on those that that could be a good strategy for rainmaking. 

Alisha Jernack:  I agree. 
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Brianna Johnson:  So let’s talk about time. I am hearing you doing all of these activities, 
you know, going to these different meetings, attending these events, 
speaking at events, writing articles…I feel like some of our listeners 
could think to themselves, “I don't have time to do half of those 
things.” You know? That’s the response we get a lot of times, with 
anything related to business development is that it takes so muchtime 
and how can people manage that in addition to their regular day jobs 
and all the tasks that have to get done. So how do you approach the 
time management aspect of narrowing the activities to pursue for 
business development? Do you have any tips or ideas for maybe 
others who are wondering where best to focus there? How can they 
best spend the limited time that they do have? 

Alisha Jernack:  Yeah, it's tough. Of course it's tough. You know, everybody has a 
million things to do in any day. There's never enough time. But as I 
mentioned earlier, I think it's making the best use of the time you do 
have; like taking working lunches. If you're going to eat lunch, make 
that lunch productive; whether it's going out with a partner that you 
don't normally work with, or meeting with someone from another 
office, or going out with a center of influence or a prospect or even a 
client. If you're going to eat lunch, use it as an opportunity, don’t 
waste that time. Sometimes you need to get away and escape and 
have that time to yourself.  

  But, you know, you can do the same thing with breakfast; just meeting 
with someone before you even start your day. Also, just really being 
strategic about what you're going to do after hours. If you're going to 
attend an event, maybe you want to give yourself a time limit and say, 
Hey, I'm going to spend two hours here and then I'm going to go back 
to the office or going back home and continue working and you put in 
a few extra hours that night. And you know, just realizing that, we're 
not in the days of having to sit at our desks from nine to five. I think, 
most professionals are able to work on flex schedules. Use your 
strategically and if you have something going on on a particular date, 
planning for that ahead of time and either, you know, starting your 
day earlier or again, you know, for me, I'm a night person so I'll go to 
an event and then I'll spend a few hours there and I'll come back and 
I'll work when I get home. 

  Or go in earlier the next day. Just put an extra time throughout the 
week. I think it comes back to mindset, that you have to just be open 
about it and know the work is going to get done. You have to realize 
you can take time here and there and move it around to still get out 
there and spend time meeting others. Once you get to a certain level it 
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really becomes equally as important to produce the work. As you 
move up, from manager to senior manager to partner, you need to be 
relying on your team; almost getting more into business development 
and getting out there and meeting with prospects or new clients. It 
really almost forces you to be able to effectively delegate and to trust 
your team more. I think that that's something that a lot of managers 
struggle with, at the onset of being promoted to the manager position, 
is letting go of their clients and their relationships that they hold onto 
so tightly. Once you get to a certain level, you realize the importance 
of business development. So you're out there doing that, but it also 
forces you to let go a little bit and trust your team and develop others.  

Brianna Johnson:  Yes, and the sooner that you start practicing that, the better off you 
will be. Right? 

Alisha Jernack:  Absolutely. 

Brianna Johnson:  Yes, the more you can do to just get out there and start meeting 
people and start working on your rainmaking activities, then the easier 
it becomes. The more that you practice delegation, the easier it 
becomes. And I agree, as you start to progress in your role, if you 
haven't been really good at delegating, you start to really feel the 
pressures of not moving work down fast enough and then being 
handed more work in your expanded role.   

Do you have any tips for people who are wanting to do more 
networking; any best practices you could share for our listeners? 

Alisha Jernack:  Yeah, I would say find a buddy. Don’t be afraid to speak up and let it 
be known that you have an interest in getting out there. Most times, 
people may think that in their hands that they're not speaking a lot 
about it. So it's always been comfortable. And you have a buddy, if you 
have a buddy and you go to an event and you're just uncomfortable or 
designed, but it's not a good event for you or it's completely boring 
having someone there with you, you're able to kind of still have that 
comfort or you know, go off and get a drink by yourself. It may be 
easier for you to approach someone if you have a buddy with you. I 
would also say, you know, finding somebody that you look up to or 
aspire to be like when it comes to business development and just 
having an honest conversation with them and getting the opportunity 
to just, you know, go out and observe with no pressure and be able to 
just listen and take in what they're saying and how they're introducing 
themselves and how they're thinking about the firm and what is it, you 
know, what is their elevator pitch? 

http://www.convergencecoaching.com/


ConvergenceCoaching, LLC 
Inspired Ideas Podcast 

Episode 7: Becoming a NextGen Rainmaker 
 

 
©Copyright ConvergenceCoaching, LLC 2000-2020            Page 10 of 12                                                  All rights reserved.  
Distribution or reprinting with permission only.                                                               www.convergencecoaching.com 

Alisha Jernack:  Because over time, eventually, you know, that's how you're going to 
develop your own and be able to gain that confidence to go out there 
and speak with others. And I think strategically picking the events that 
you want to attend and where you want to spend your time is, you 
know, equally as important. That being that we are all busy 
professionals and you know, we're all working around deadlines. You 
can attend everything. But with that being said, you know, you can go 
to something and you know, it's always a good opportunity to 
practice. I think, you know, also what a lot of people miss when 
they're starting off in the business development world is they might 
not be sure or comfortable with the followup. The followup, as we all 
know, is extremely important without any followup. And then meeting 
someone is just as good as not meeting them at all. 

Alisha Jernack:  And I think when you're just getting into business development and 
getting out there, you know, unless you're really working with 
someone to mentor you, then you may not know that you're supposed 
to follow up or you may not know what to say in your followup or you 
know, you might not know, Hey, I should ask them for another 
meeting. And that's something I think that's often missed is the 
followup. If someone's kind of just going at it cooled without having 
anyone to either shadow for a period of time or you know, just lack of 
knowledge to do so. 

Brianna Johnson:  Yeah. Why recreate the wheel, you know? I mean, of course you have 
to learn your own methods and your own approaches to these things 
and what style works for you. But having somebody else in the firm 
who's seasoned at the things you're trying to learn is, is a great benefit 
and a lot of help. I agree. So one, one more question on rainmaking for 
you is what benefits have you experienced by getting more involved in 
business development? 

Alisha Jernack:  So for me personally, I feel that it's been a differentiator for me. I feel 
that I wouldn't be where I am today in my career if I didn't make the 
efforts to get out there and build my own network internally as well as 
externally and be thinking about how I can help know, bring new 
clients to the firm. Whether it's, you know, someone that we're 
meeting for the first time or cross selling our services. I think that, you 
know, there's many individuals at the manager level who are just 
comfortable in the day to day and they're not out there. So for me 
benefits wise, it's been a differentiator in my success in getting where I 
am today and it continues to be and it's also many opportunities have 
come my way because of it. You know, getting involved with different 
groups, getting involved and in front of different partners, you know, 
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in front of different offices in front of, you know, our consulting 
practice, you know, that works in an office that, you know, they really 
don't have a lot of touch points with, you know, ms ours overall. So it's 
just, you know, getting out there, being visible. I think opportunities 
have been endless and it's definitely been a differentiator for me. 

Brianna Johnson:  I can imagine. I mean, just think about all of the connections you're 
making inside the firm and outside the firm of people getting to know 
your name and getting to know your firm name. And I, you know, I 
agree. If we're just staring at our desk doing the work and not lifting 
our heads up and getting out there and putting ourselves out there, 
then it's hard to build those relationships and it's hard to see benefit 
from them. And the benefit is mutual, you know? You’re making these 
relationships and you never know what's going to come out of them. 
You know, a really great client that you get to have a longterm 
relationship, but, but also who knows what other types of connections 
you'll make or what other types of things will come out of those 
relationships. And I think that's the exciting thing of building your 
network is just not knowing the possibilities out there that might come 
from somebody you meet. And and being able to mutually help one 
another, I think is, is exciting and motivating in that aspect. 

Alisha Jernack:  And I think, you know, we're talking about all professionally, but I 
think it helps you to grow personally as an individual as well. Yeah, for 
sure. About you, Alisha. Sure. Okay. All right. So what inspires you 
most in your life or work challenges? You know, I love being 
challenged and having new opportunities. 

Brianna Johnson:  Great. So what about you have to wear a tee shirt that has one word 
on it. What word would that be and why? 

Alisha Jernack:  Dance because I love to dance. Oh, I love to dance too. That's fine. 
Cool. What kind of dancing? All different kinds. I danced probably for 
25 years. Everything from, you know, ballet to hip hop. 

Brianna Johnson:  Awesome. Love it. If you could not for one year, you took like a one 
year sabbatical, what would you do with your time? 

Alisha Jernack:  I would travel. I would travel probably, you know, two different 
islands, Europe and spend time with family that I don't get to spend 
enough time with. 

Brianna Johnson:  Fun. Yes. If you knew you could not fail, what would you do? 
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Alisha Jernack:  I would take a lot of risk in just trying to help other businesses to 
achieve their goals. 

Brianna Johnson:  Wow. Nice. Awesome. Well great. Alisha, it's been a real pleasure 
talking to you about rainmaking today and I'm excited for our listeners 
to hear this conversation and to hopefully take away different ideas 
that they can try for their own business development efforts. We 
really appreciate the time that you spent with us here today. 

Alisha Jernack:  Yes, and thank you. This was a lot of fun and I'm glad you guys were 
doing this and I hope that everybody enjoys and thank you for having 
me. 

Brianna Johnson:  Yeah, great. Thanks so much, Alisha. 

Alisha Jernack:  Thank you. 
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