
1 
Jennifer Leake CMC 
jennifer@ConsultantsGold.com 

Harvey Meier PhD, CMC 
harvey@harveymeier.com 

www.ConsultantsGold.com 

Jennifer Leake CMC                    Harvey Meier PhD, CMC 
Consultants Gold, Inc.  

2 

Rain Making 

Market – Market – Market 

3 

YOU 

Clients/Prospects 

Varied 

Consistent 

#5  
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Networking 

Blogs or 
Articles 

Social 
Media 

Strategic 
Alliances 

Personal 
Selling 

TeleClasses 
or 

Webinars 

Book 

Referrals 

Direct 
Mail 

#5 - Market V A R I E D 
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C O N S I S T E N T 

Is this you? 

#5 - Market 

6 

Or this? 

C O N S I S T E N T #5 - Market 
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Market – Market – Market 
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Target 
Networking 

#5 

Market – Market – Market 

Call to Action 
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#5  

Sampling 

Selling Skills 

9 

#6  

Focused Message 
That sounds like my 

problem! 
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Selling Skills 
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#6  

Tell me more... 

Focused Message – Keep asking to learn  
          more about the prospect . . . 

Selling Skills 
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#6  

New Business 

Tell me more... 

Tell me more... 

Tell me more... 

Focused Message 

Selling Skills 

12 

#6  

Prospects 
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Selling Skills 
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#6  

New Business 

Prospects 

Qualify 

Offer Solution (value) 

Find a Need 

Selling Skills 
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#6  

Sales Formula 

20 – 5 – 4 – 3 – 1  

New Business 

20 Prospects 

5 Appts 

3 Closes 

4 Meetings 
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Shifting the 
Gears 

ASK 

WHO not WHAT 

DON’T SOLVE ON THE SPOT 

PAUSE 

Selling Skills #6  
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Selling Skills 
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#6  

Listen with 
intent to 

understand 

Selling Skills 

Not to respond 
17 

#6  

Selling Attitude - Pricing 
Firm but Flexible 

#7  
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Add 20% 

Value Based 

Quoting Fees 
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Selling Attitude 

Begin day 
 with 

 thoughts of 
 selling 

#7  
Make Every Day a Sales Day 

Selling Attitude 

Touch 

Clients/Prospects 

Daily 

#7  

20 

Make Every Day a Sales Day 

Selling Attitude 
#7  

21 

Make Every Day a Sales Day 
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Selling Attitude 
#7  
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Make Every Day a Sales Day 

Selling Attitude 
#7  
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Get Ready - Create Motion 
Execute! 

Wrap – Up  
•  New Message – Know Ideal Client 

–  Who (What they look like) 
–  Top 2-3 challenges 
–  New results/solutions 

•  Written Business Plan 
–  Vision and Mission 
–  Objectives/Strategies/Plan of Action 

•  Marketing: Varied & Consistent 
•  Sales Skills 
•  Sales Attitude 

24 
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Personal Plan of Action  

•  Fine-tune your message 
•  Develop your business plan 
•  Organize your Marketing Plan 
•  Selling Skills you need to develop 
•  Selling Attitudes that are 

hindering your success 
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Questions? 
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