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New lessons within the 
Selling Consulting Services 
program are released every 
single week over the course 
of 4 months to help guide 
you through the six core 
modules. 

You will be emailed as each 
lesson becomes available.



Learn how your program leaders, Mike Schultz and John Doerr, grew their consulting 
firm from zero to a multi-Ƴƛƭƭƛƻƴ ŘƻƭƭŀǊ ōǳǎƛƴŜǎǎΦ ¢ƘŜȅΩƭƭ ǎƘŀǊŜ ǘƘŜƛǊ ǎŜŎǊŜǘ ǎŀǳŎŜΦ 

aƛǎŎƻƴŎŜǇǘƛƻƴǎ ŀōƻǳǘ ǎŜƭƭƛƴƎ ŎƻƴǎǳƭǘƛƴƎ ŀōƻǳƴŘΦ ¸ƻǳΩƭƭ ƭŜŀǊƴ ǿƘȅ ȅƻǳ ƴŜŜŘ ǘƻ ƛƎƴƻǊŜ 
ŀƭƭ ǘƘŜ ǎŀƭŜǎ ǘŜŎƘƴƛǉǳŜǎ ȅƻǳΩǾŜ ǊŜŀŘ ŀōƻǳǘ ŀƴŘ ǿƘŀǘ ƛǘ ǘŀƪŜǎ ǘƻ ōŜŎƻƳŜ ŀ ǊŀƛƴƳŀƪŜǊ 
(hint: you already have many of the skills you need to be successful in sales). 

Do you use the word marketingand sellingƛƴǘŜǊŎƘŀƴƎŜŀōƭȅΚ Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ƭŜŀǊƴ 
how marketing and sales differ and how they work together as a part of one process. 
tƭǳǎΣ ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ƳƛǎǘŀƪŜǎ ǎŜƭƭŜǊǎ ƻŦ ŎƻƴǎǳƭǘƛƴƎ ǎŜǊǾƛŎŜǎ ƳŀƪŜΣ 
according to your buyers, and how to fix them. 

Think buyers just want to pressure you on price and always choose the lowest price 
provider? Think again. Learn how to sell the value of your services in a way that will 
win you more new business at higher prices, and get you earning higher profits.
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{ƻ ȅƻǳ ŘƛŘƴΩǘ ǎǘŀǊǘ ȅƻǳǊ 
career in consulting to 
become a salesman. 

However, at some point you 
realized that either to 
advance in your career or to 
break off and start your own 
consulting practice you need 
to be able to bring in your 
own book of business. You 
find your job is no longer just 
about delivering your expert 
services. 

Now you need to sell, 
market, and manage people. 
όhƘΣ ŀƴŘ ȅƻǳΩǊŜ ǎǘƛƭƭ ŜȄǇŜŎǘŜŘ 
to deliver great client 
ǎŜǊǾƛŎŜΦύ ¸ƻǳ ŘƛŘƴΩǘ ƭŜŀǊƴ 
how to do this in school. 
¸ƻǳΩǊŜ ƴƻǘ ǇǊŜǇŀǊŜŘ ŦƻǊ ǘƘƛǎΦ 

bƻǘ ȅŜǘΧ



Lƴ ǘƘƛǎ ƭŜǎǎƻƴΣ ȅƻǳΩƭƭ ƭŜŀǊƴΥ

Á3 keys to developing a wining value proposition
ÁHow to introduce yourself to prospects in a memorable way
ÁHow to identify the true value of your services and how to articulate it
ÁStrategies to capitalize on the benefits you provide clients
ÁHow to describe and build enthusiasm for hard-to-describe services
ÁHow to uncover the hot buttons that drive clients to hire you, and keep buying

At the conclusion of this lesson, you will have created a value proposition for a 
service you offer, which means you will be able to communicate to your prospects 
the value you deliver in a meaningful way. 
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All good business 
development starts with 
knowledge of your client. 

How do you help your 
clients? 

What value do you deliver?

How can you communicate 
this value to clients and 
prospects in a memorable 
and enticing way? 



¸ƻǳΩƭƭ ōŜ ƛƴǘǊƻŘǳŎŜŘ ǘƻ ǘƘŜ w!Lb {ŜƭƭƛƴƎ ǇǊƻŎŜǎǎΣ ŀ ǇǊƻǾŜƴΣ ǊŜǎŜŀǊŎƘ-based 
methodology designed specifically for selling consulting services. 

¢Ǌǳǎǘ ƛǎ ǘƘŜ ŦƻǳƴŘŀǘƛƻƴ ƻŦ ŀƭƭ ǎŀƭŜǎΦ Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƘŜ ōǳƛƭŘƛƴƎ ōƭƻŎƪǎ ǘƻ 
trusting relationships along with essential tips for building real rapport with prospects 
(hint: real rapport is not just talking about how much you both like fishing). 

Lƴ ǘƘƛǎ ƭŜǎǎƻƴΣ ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƘŜ ŘƛŦŦŜǊŜƴǘ ŎŀǘŜƎƻǊƛŜǎ ƻŦ ŎƭƛŜƴǘ ƴŜŜŘǎ ŀƴŘ Ƙƻǿ ǘƻ ƛŘŜƴǘƛŦȅ 
the hottest needs for your prospects.

Successful sellers use targeted question to uncover the needs their firm is best 
ŜǉǳƛǇǇŜŘ ǘƻ ƳŜŜǘΦ ¸ƻǳΩƭƭ ƭŜŀǊƴ ǉǳŜǎǘƛƻƴƛƴƎ ǘŜŎƘƴƛǉǳŜǎ ǘƘŀǘ ǳƴŎƻǾŜǊ ǘƘŜ Ŧǳƭƭ ǎŜǘ ƻŦ 
ȅƻǳǊ ŎƭƛŜƴǘǎΩ ƴŜŜŘǎ ǿƘƛƭŜ ŀǘ ǘƘŜ ǎŀƳŜ ǘƛƳŜ ŎƻƴǾƛƴŎƛƴƎ ǘƘŜ ǇǊƻǎǇŜŎǘ ǘƘŀǘ ȅƻǳΩǊŜ ǘƘŜ 
ƻƴŜ ǘƻ ƘŜƭǇ ǘƘŜƳΦ tƭǳǎΣ ǿŜΩƭƭ ǎƘŀǊŜ ǎƻƳŜ ƻŦ ƻǳǊ ŦŀǾƻǊƛǘŜ ǉǳŜǎǘƛƻƴǎ ǘƘŀǘ ȅƻǳ Ŏŀƴ ǳǎŜ ƛƴ 
your next conversation.
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For sales success you must 
have a process to follow. But 
not just any process will work 
for selling consulting 
services. 

You face a long sales cycle, 
ȅƻǳΩǊŜ ǎŜƭƭƛƴƎ ƘƛƎƘ-ticket, 
high-end services, and after 
the sale you have to work 
with the client. 

RAIN Selling is a proven, 
research-based methodology 
designed specifically for 
selling consulting services 
and the unique challenges 
you face. 

¸ƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ǎŜƭƭ 
without being salesy ς
making conversations with 
prospects more comfortable 
and more successful. 



¢ŜƭƭƛƴƎ ŀ ǎǘƻǊȅ ŀōƻǳǘ Ƙƻǿ ȅƻǳΩǾŜ ǎƻƭǾŜŘ ŀ ǇǊƻōƭŜƳ ƛǎ ƳǳŎƘ ǇƻǿŜǊŦǳƭ ǘƘŀƴ ǊŜŎƛǘƛƴƎ ŀ ƭƛǘŀƴȅ ƻŦ 
ǎŜǊǾƛŎŜǎΦ Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƘŜ ƪŜȅǎ ǘƻ ƎƻƻŘ ǎǘƻǊȅ ǘŜƭƭƛƴƎ ŀƴŘ Ƙƻǿ ȅƻǳ Ŏŀƴ ǳǎŜ ǎǘƻǊƛŜǎ 
in your sales to bring the conversation to life and get prospects excited about using your 
services.

²Ƙŀǘ ƛƳǇŀŎǘ ǿƛƭƭ ŜƴƎŀƎƛƴƎ ȅƻǳǊ ǎŜǊǾƛŎŜ ƘŀǾŜ ƻƴ ǘƘŜ ǇǊƻǎǇŜŎǘΩǎ ōǳǎƛƴŜǎǎΚ DŜǘ ȅƻǳǊ ǇǊƻǎǇŜŎǘ ǘƻ 
ŀƴǎǿŜǊ ǘƘƛǎ ǉǳŜǎǘƛƻƴ ŀƴŘ ȅƻǳΩƭƭ ƪƴƻǿ Ƨǳǎǘ Ƙƻǿ ƛƳǇƻǊǘŀƴǘ ǎƻƭǾƛƴƎ ǘƘŜ ƴŜŜŘ ƻǊ ǊŜŀŎƘƛƴƎ ǘƘŜ 
ŘŜǎƛǊŜŘ ǎǘŀǘŜ ƛǎ ǘƻ ǘƘŜ ǇǊƻǎǇŜŎǘ όŀƴŘ Ƙƻǿ ƳǳŎƘ ǘƘŜȅΩǊŜ ǿƛƭƭƛƴƎ ǘƻ ǎǇŜƴŘύΦ ¸ƻǳΩƭƭ ƭŜŀǊƴ ǎǘǊŀǘŜƎƛŜǎ 
to uncovering the impact, which will make selling much easier.

For every service you offer you have to have a solid understanding of who needs the service 
(targets), the needs that service fulfills  (the value), and the benefits your clients receive as a 
ǊŜǎǳƭǘ ƻŦ ǘƘŜ ǎŜǊǾƛŎŜ όǘƘŜ ǿƘŀǘΩǎ ƛƴ ƛǘ ŦƻǊ ƳŜύΦ 9ǉǳƛǇǇŜŘ ǿƛǘƘ ǘƘƛǎ ƪƴƻǿƭŜŘƎŜ ŀƴŘ ǘƘŜ w!Lb 
{ŜƭƭƛƴƎ ǇǊƻŎŜǎǎ ȅƻǳΩƭƭ  ƭŜŀǊƴ Ƙƻǿ ǘƻ ƭŜŀŘ ƳŀǎǘŜǊŦǳƭ ǎŀƭŜǎ ŎƻƴǾŜǊǎŀǘƛƻƴǎΦ 

Lƴ ǘƘƛǎ ƭŜǎǎƻƴΣ ȅƻǳΩƭƭ ƭŜŀǊƴ ǘƘŜ ǊŜŀƭ ŘŜŀƭ ǿƛǘƘ ƻōƧŜŎǘƛƻƴǎ όƘƛƴǘΥ ƻōƧŜŎǘƛƻƴǎ ŀǊŜ ŀŎǘǳŀƭƭȅ ŀ ƎƻƻŘ 
thing) and how to respond to them in way that will get you closer to the close.

When selling consulting sometimes you are competing against another firm and other times 
ȅƻǳ ŀǊŜ ŎƻƳǇŜǘƛƴƎ ŀƎŀƛƴǎǘ ǘƘŜ ƛƴŜǊǘƛŀ ƻŦ ȅƻǳǊ ǇǊƻǎǇŜŎǘΦ ¸ƻǳΩƭƭ ƭŜŀǊƴ ǘŜŎƘƴƛǉǳŜǎ ǘƘŀǘ ǿƛƭƭ ƳƻǾŜ 
ȅƻǳǊ ǇǊƻƧŜŎǘ ǳǇ ǘƘŜ ǇǊƻǎǇŜŎǘΩǎ ǘƻ-do list.
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We are all in the business of change. It is how you paint the picture of change and 
present it to your prospect that has an effect on your ability to sell. Learn how to 
ǇǊŜǎŜƴǘ ŀ ŎƻƳǇŜƭƭƛƴƎ ǇƛŎǘǳǊŜ ƻŦ Ƙƻǿ ȅƻǳǊ ǇǊƻǎǇŜŎǘΩǎ ǎƛǘǳŀǘƛƻƴ ǿƛƭƭ ƛƳǇǊƻǾŜ ƛŦ ŀƴŘ 
when they engage your services.  

¸ƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ǇǊŜǎŜƴǘ ǘƘŜ ǾŀƭǳŜ ƻŦ ȅƻǳǊ ǎŜǊǾƛŎŜǎ ƛƴ ŀ ǿŀȅ ǘƘŀǘ ŀƭƭƻǿǎ ȅƻǳ ǘƻ 
charge and get premium fees. To do so you must stop selling time for money and 
start basing fees on the value you provide. This lesson gives you the keys to command 
higher fees for your services.

Lƴ ǘƘƛǎ ƭŜǎǎƻƴΣ ȅƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ŀǾƻƛŘ ǘƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ǇǊƻǇƻǎŀƭ ƳƛǎǘŀƪŜ όƛǘ Ƴŀȅ 
ǎǳǊǇǊƛǎŜ ȅƻǳύ ŀƴŘ Ƙƻǿ ǘƻ ŘŜǘŜǊƳƛƴŜ ǿƘŜƴ ƛǘΩǎ ǘƘŜ ǊƛƎƘǘ ǘƛƳŜ ǘƻ ǎǳōƳƛǘ ŀ ǇǊƻǇƻǎŀƭΦ 

Learn how to write winning proposals at any price by focusing first and foremost on 
the prospect and their goals, not your process. 

!ŦǘŜǊ ŎƻƳǇƭŜǘƛƴƎ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ǳƴŘŜǊǎǘŀƴŘ ǿƘŀǘ ƛǘ ǘŀƪŜǎ ǘƻ άǿƛƴ ǘƘŜ ŘŜŀƭΣέ 
ƛƴŎƭǳŘƛƴƎ Ƙƻǿ ǘƻ ŘŜƭƛǾŜǊ ǘƘŜ ǇǊƻǇƻǎŀƭ ŀƴŘ Ƙƻǿ ǘƻ Ŧƻƭƭƻǿ ǳǇ ƻƴŎŜ ȅƻǳΩǾŜ ǎǳōƳƛǘǘŜŘ 
the proposal. 
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¸ƻǳΩǾŜ ǳƴŎƻǾŜǊŜŘ ƴŜŜŘǎΣ 
ȅƻǳΩǾŜ ŘŜǾŜƭƻǇŜŘ ƎǊŜŀǘ 
rapport with the prospect, 
ȅƻǳΩǊŜ ǎǳǊŜ ȅƻǳ Ŏŀƴ ƘŜƭǇ 
them accomplish their goals. 

bƻǿ ƛǘΩǎ ǘƛƳŜ ǘƻ ŘŜǾŜƭƻǇ ǘƘŜ 
solution, present, and close 
the deal. Much selling 
success is determined here. 



¸ƻǳΩƭƭ ƭŜŀǊƴ ǿƘŀǘ ƛǘ ǘŀƪŜǎ ǘƻ ǎǳŎŎŜǎǎŦǳƭƭȅ Ŧƛƭƭ ǘƘŜ ŦǊƻƴǘ ŜƴŘ ƻŦ ȅƻǳǊ ǇƛǇŜƭƛƴŜΦ

¸ƻǳ ŎŀƴΩǘ ƳŀǊƪŜǘ ŀƴŘ ǎŜƭƭ ƛŦ ȅƻǳ ŘƻƴΩǘ ƪƴƻǿ ǿƘƻ ȅƻǳ ǎƘƻǳƭŘ ōŜ ƳŀǊƪŜǘƛƴƎ ŀƴŘ ǎŜƭƭƛƴƎ 
ǘƻΦ Lƴ ǘƘƛǎ ƭŜǎǎƻƴΣ ȅƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ƎŜǘ ȅƻǳǊ ƳŜǎǎŀƎŜ ǘƻ ǘƘŜ ǊƛƎƘǘ ǇŜƻǇƭŜΦ

After completing this lesson, you'll know how you can use calling, direct mail, and 
publishing to generate and nurture leads for your services. 

Calling ςcold and warm ςis one of the most effective ways to generate leads for 
ŎƻƴǎǳƭǘƛƴƎ ǎŜǊǾƛŎŜǎΦ ¸ƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ƎŜǘ ǘƘǊƻǳƎƘ ǘƻ ƘŀǊŘ-to-reach decision makers 
and what to say on your calls to get appointments. 

After completing this lesson, you'll know how you can use networking, referrals, and 
social media to generate leads for your services, including when to use these tactics, 
samples, and common pitfalls to avoid.

Not all lead generation and lead nurturing tactics work the same for different 
ŎƻƴǎǳƭǘƛƴƎ ŦƛǊƳǎΦ ¸ƻǳΩƭƭ ƭŜŀǊƴ ǿƘŀǘ ȅƻǳ ƴŜŜŘ ǘƻ ƪƴƻǿ ŀōƻǳǘ ȅƻǳǊ ǇǊƻǎǇŜŎǘǎΣ ŀōƻǳǘ 
yourself, and about your firm in order to choose the tactics that are most likely to be 
successful for you. 
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Buyer attention spans are 
short, decision makers are 
ƘŀǊŘ ǘƻ ǊŜŀŎƘΣ ǘƘŜǊŜΩǎ млл 
times more noise and clutter 
than just a few years ago, 
and it takes more than 
networking, referrals, and 
repeat business to maintain a 
healthy pipeline of qualified 
leads.



Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ǊŜŎŜƛǾŜ ǘƘŜ ǘƻƻƭǎ ȅƻǳ ƴŜŜŘ ǘƻ Ǉƭŀƴ ŦƻǊ ŀƭƭ ǎŀƭŜǎ Ŏŀƭƭǎ ŀƴŘ 
conversations and to develop a lead nurturing touch plan.

Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ŎǊŜŀǘŜ ȅƻǳǊ ƻǿƴ ǇŜǊǎƻƴŀƭ ōǳǎƛƴŜǎǎ ŘŜǾŜƭƻǇƳŜƴǘ Ǉƭŀƴ ςa tactical 
Ǉƭŀƴ ƻǳǘƭƛƴƛƴƎ ǿƘŀǘ ȅƻǳΩǊŜ ƎƻƛƴƎ ǘƻ Řƻ ŀƴŘ ǿƘŜƴ ȅƻǳΩǊŜ ƎƻƛƴƎ ǘƻ Řƻ ƛǘΦ  ¸ƻǳ Ŏŀƴ ǳǎŜ 
this as your roadmap moving forward.

CƻƭƭƻǿƛƴƎ ǘƘŜ {ŜƭƭƛƴƎ /ƻƴǎǳƭǘƛƴƎ {ŜǊǾƛŎŜǎ ǊƻŀŘƳŀǇ ȅƻǳΩǊŜ ƴƻǿ ŜǉǳƛǇǇŜŘ ǿƛǘƘ ǘƘŜ 
knowledge, tools, and process you need to succeed in selling your consulting 
ǎŜǊǾƛŎŜǎΦ Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ȅƻǳΩƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ōǳƛƭŘ ŀƴŘ ǎǳǎǘŀƛƴ ȅƻǳǊ ƘǳǎǘƭŜΣ ǇŀǎǎƛƻƴΣ ŀƴŘ 
intensity for selling over the long haul. 
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!ƭƭΩǎ ŦƻǊ ƴŀǳƎƘǘ ƛŦ ȅƻǳ ŘƻƴΩǘ 
have a plan and hold yourself 
accountable to it. 

Lƴ ǘƘƛǎ ƳƻŘǳƭŜΣ ǿŜΩƭƭ ƎƛǾŜ ȅƻǳ 
the tools you need to set 
goals and develop your 
personal business 
development plan leading to 
success. 


