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Module 1: Key Concepts in Selling Consulting Services

{2 @2dz RARYyQl ai
Lesson 1: Our Story career in consulting to
Learn how your program leaders, Mike Schultz and John Doerr, grew their consulting become a salesman.
firmfromzerotoamulti-Y A f t A2y R2ff I N odzaAySaad ¢KSeQff akKlINB GKSAN

However, at some point you
Lesson 2: The Unique Dynamics of Selling Consulting Services realized that either to

ara02yOSLIA2ya | o2ddi aSttAy3 O2yadd A Y RahcdiryS@ckedr ostd Azt f
Pt GKS &rfSa GSOKyAldzSa &2d2Q0S NBFR | pr@wshand startyof divh U A G

(hint: you already have many of the skills you need to be successful in sales). consulting practice you need
. . to be able to bring in your
Lesson 3: What is Selling? L A ~own book of business. You
Do you use the word marketingand sellingh y i SNOKF y3Sl ot éK LY Uﬁﬁd%@”ob iSrd RrRef jus€ 2 dzQt
how marketing and sales differ and how they work together as a part of one process. about delivering your expert

tfdas e2dzQff fSFENY (GKS Y2ald 02YY2Yy YAdghidesd aSttSNaA 27
according to your buyers, and how to fix them.

Now you need to sell,

Lesson 4: Why Buyers Want to Pay More for Your Services market, and manage people.

Think buyers just want to pressure you on price and always choose the lowest price 6hKE | yR &2dzNB
provider? Think again. Learn how to sell the value of your services in a way that will to deliver great client

win you more new business at higher prices, and get you earning higher profits. 3SNDAOSPY | 2dz RA

how to do this in school.
. 2dz2OQNB y 23 LINB LI

b2 eSiX
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Module 2: Who Are you and How Do You Help Your

Clients? Developing a Value Proposition that Sells All good business
development starts with

Lesson 5: Create a Meaningful Value Proposition & Positioning knowledge of your client.

Statement

LYy GKA& tSaazys @&2dztft fSINYyY How do you help your
clients?

A3 keys to developing a wining value proposition

AHow to introduce yourself to prospects in a memorable way What value do you deliver?

AHow to identify the true value of your services and how to articulate it

Astrategies to capitalize on the benefits you provide clients How can you communicate

AHow to describe and build enthusiasm for hard-to-describe services this value to clients and

AHow to uncover the hot buttons that drive clients to hire you, and keep buying prospects in a memorable

and enticing way?
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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Module 3: The RAIN Selling Process: Your Roadmap to

Successful Sales Conversations For sales success you must

have a process to follow. But
Lesson 6: What is RAIN? Your Roadmap to Sales Conversations not just any process will work
,2dzQff 6S AYOUNRBRAZOSR (2 GKS -baskdtb { St t A foellingaapsdit®g & = | LIN.
methodology designed specifically for selling consulting services. services.
Lesson 7: How to Build Trust and Rapport You face along sales cycle,
CNHzA G A& (GKS T2dzyRIGA2Y 2F 1ttt &ltSad BPdONRaatBBtEAYF K
trusting relationships along with essential tips for building real rapport with prospects high-end services, and after
(hint: real rapport is not just talking about how much you both like fishing). the sale you have to work

with the client.

Lesson 8a: How Do You Help Your Clients? .
Ly GKAa fSaazys e2dztf €SINYy (G§KS RATTSRWNGaling®apio%en 2 NA S a

the hottest needs for your prospects. research-based methodology

designed specifically for
Lesson 8b: Questioning Techniques that Uncover the Full Set of Your selling consulting services
Clients’ Needs and the unique challenges
Successful sellers use targeted question to uncover the needs their firm is best you face.

SdzA LILISR G2 YSSGo ,2dzQff € SINY ljdzSadA2yAy3 G§SOKYAIl dzSa
82dzNJ Ot ASyiaQ ySSRa sgKAES G GKS aryS 12xQf O2/GhNPDOAKAS
2yS (G2 KSEfLI GKSY®D tfdzax ¢SQff akKlINB a2 wthouthainglesNd T @2 NA
your next conversation. making conversations with

prospects more comfortable

and more successful.
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Lesson 9: Stories that Sell

¢StfAY3 | aG2NB | o02dzi K2g &2dz2Q@S a2t SR I LINRofSY Aa Y
ASNPAOSad LYy GKAA fSaazy e2dzxff fSINYy GKS (Sea G2 322
in your sales to bring the conversation to life and get prospects excited about using your

services.

P

Lesson 10: Uncovering the Impact of Your Services So You Can Sell More with

Less Resistance

2 KFG AYLI OG gAfft Sy3araiay3a &2dzNJ SNJZ)\ 0SS KI@S 2y GKS LINZ
FyasgSNI GKA& ljdzSadAazy yR @2dzQff 1y2 2dzad K2¢ AYLRZNIIY
RSaANBR adlrasS Aa G2 GKS LINRPALISOG ol yﬁe K2g YdzOK (KSe& QNEB
to uncovering the impact, which will make selling much easier.

Lesson 11: Leading Masterful Sales Conversations that Result in New Clients

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
NBadzZ 6 2F GKS aSNBAOS o600GKS gKIGQa Ay A
{SttAy3a LINROSaa e&2dzQf ¢ f SINYy K2g (G2 f

SO ® 9l dzA LI
YIéUSNJFdzf al

(0p)) [N

Lesson 12: How to Handle Objections
Ly GKAa fSaaz2ys ez2dzftf €SINYy (GdKS NBIFf RSIFHf gAGK 202S0i
thing) and how to respond to them in way that will get you closer to the close.

Lesson 13: How to Overcome Lack of Urgency

When selling consulting sometimes you are competing against another firm and other times

@2dz NB O2YLISGAy3a |3AFAyald GKS AYSNIAI 2F @2dzNJ LINP&ALISO
82dzNJ LINEP2SOUG ddolisti KS LINPALISOGQa 2
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Module 4: Crafting Winning Solutions and Closing the

Deal  2d2008 dzy 02 GSNBR
@2dz2Q0%S RSOSt 2LISR

Lesson 14: The New Reality Your Solution Delivers rapport with the prospect,

We are all in the business of change. It is how you paint the picture of change and € 2dzQNB adzNb e 2dz

present it to your prospect that has an effect on your ability to sell. Learn how to them accomplish their goals.

LINEaSyd I O02YLISttAy3I LAOGAINGE 2F K2g &2dzNJ LINPALISOGQa aa

when they engage your services. b2g AuUQa UAYS U2
solution, present, and close

Lesson 15: Getting the Fees You Deserve the deal. Much selling

,2dzQff £ SENY K2g (2 LINBaSyd GKS @I f dzS sugeessasglaienuingdbaeIzA OS &
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.

Lesson 16: To Propose or Not to Propose

Ly dKAa fSaazys e2dzff tSIFENY K2¢g (G2 | @2AR (KS Yz2ad 02Y
AdzNIINRA &S e2dz0 YR K2g (2 RSGOSNNYAYS 4KSyYy A0Qa GKS NMXIKID
Lesson 17: Creating a Winning Proposal

Learn how to write winning proposals at any price by focusing first and foremost on

the prospect and their goals, not your process.

Lesson 18: Winning the Deal

I FGSNI O2YLX SGAYy3 (KAaA fSaazy e2dzQff dzyRSNBRUOFYR gKIFG Al
AyOfdzZRAY3 K2g (2 RSEAOGSNI GKS LINRLRalf FyR K2g G2 F2ff?2

the proposal.
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Module 5: Filling the Pipeline with Qualified Leads

Buyer attention spans are
Lesson 19: Making Lead Generation Work for You short, decision makers are

2dzQf t fSINY oKFG AG GF18a G2 ad0O0SaaTed NR At NEBHBRS T

times more noise and clutter
Lesson 20: 3 Keys to Identifying Profitable Prospects than just a few years ago,

5

,2dz OFyQd YFEN]SG FyR aStt AT &2dz RZYQU anBMt@(&md?efih%n e2dz a

2o Ly GKA&a fSaazys e2dQff £ SENY K26 URetwdring, reRRrfadzhl YSa a
repeat business to maintain a

Lesson 21: Lead Generation and Lead Nurturing Tactics — Calling, Direct healthy pipeline of qualified

Mail, & Creating Content leads.

After completing this lesson, you'll know how you can use calling, direct mail, and

publishing to generate and nurture leads for your services.

Lesson 22: Using the Telephone

Calling ¢ cold and warm ¢ is one of the most effective ways to generate leads for

O2yadzZ GAYy3d ASNWAOS&D | 2 dzvirdachde@siorNdgkerK 2 ¢ (G2 3ISG (0 KNR dzZAK

and what to say on your calls to get appointments.

Lesson 23: Lead Generation and Lead Nurturing Tactics — Networking,
Referrals, & Social Media

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.

Lesson 24: Which Tactics Are Right For You?
Not all lead generation and lead nurturing tactics work the same for different
O2yadzZ GAYy3 FANNAD  2dz2Qff € SFENY oKIG @2dz ySSR (2 1y2#9

yourself, and about your firm in order to choose the tactics that are most likely to be
successful for you.
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Module 6: Planning for Success

lffQa F2NJ yl dzAKADG
Lesson 25: Plan for Success have a plan and hold yourself

Ly GKA& fSaazy e2dzQff NBOSAGS GKS (22f ecobhBHEiofiSSR G2 LI
conversations and to develop a lead nurturing touch plan.
Ly GKAA&a Y2RdzZ S=
Lesson 26: Your Personal Business Development Plan the tools you need to set
Ly GKAa fSaazy @&2dzf f (')N\BI; 0SS @ @adabtical 6y bdﬁs'ﬁ%@e)/ebrfyou@ dza Ay S
LE FyYy 2d2if AyAy3 6KIEG @2dzQNBE 3F2AYy3I (2 R2 pelsofdfbushéssS Y & 2 dzQN
this as yOUI’ roadmap mOVing forward. development p|an |eading to
success.

a
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Lesson 27: On the Road to Millions

C2tt2¢Ay3 GKS {SttAy3a /2yadZ GAy3 { SNBAOSA NRBIRYI L] &2dzxQ
knowledge, tools, and process you need to succeed in selling your consulting

ASNIAOSad Ly GKAA fSaazy e2dzQfft fSINYy K2g (G2 o0daAfR FyR
intensity for selling over the long haul.
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