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Cycle of Change

Transforming Professionals Into Rainmakers
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TheFormula for SucBesscess

(TA + CRS + PA) x AD = SUCCESS

A TA = Technical Ability
A CRS = Customer Relationship Skills
A PA = Persuasive Ability

A AD = Achievement Drive @
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Rainmaker
Strategy for success o
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Market Expansion Equation

The Rainmaker Secret Form
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(80/20 Rule)
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Strategy for 80/20
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Touch Program (Relationship
Support)
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Becoming a Rainmaker in your company is
the fast track to partnership and becoming
a firm leader.

Developing clients is synonymous with
sales. Making new friends is sales.

Tips for Easy
Sy

Sales is not just about profit and meeting goals at any expense. On the contrary, sales is
about understanding what your client deems valuable and providing them with that value.

4. Regardless of what your actual title is, you are always representing your company.

When you can learn how to discover your potential clients’ real needs, you will be more
effective to both your company and your client.

(9]

6. Developing a client base involves creating long-term relationships that you can add value
to. Asking questions and listening to the answers with an open mind and sincere heart are
the core elements of rainmaking success.

7. To become a rainmaker, you must market your skills for success. Marketing starts with you:
your intuition, ambition, technical skills, relationships, and persuasive skills.

8. Build advocates! Advocates are the people who will recommend and support you. The
foundation of your marketing plan should include your advocates.

9. There is no comfort zone in sales. Sales is all about getting comfortable with change and
moving on. There has never been a successful sales person who wasn’t moving, ever
forwad, toward bigger challenges.

10. Itis up to you to anticipate your client’s needs. Your goal is to become their resource. Your
ability to look at issues with a fresh set of eyes each day can be invaluable to your client.

*For More Tips, Piease Visit www. EDSPEAks.Com
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CREATING A HIGH PERFORMANCE DISC LEADERSHIP STYLE
by Tony Allesandra, Ph.D.

If tact is the radar of the mind, then practicing The managing. There's a different way to communicale
Platinum Rule can be a valuable tune-up of your and delegate tasks to each employee, to compliment
antenna. and correct them, and motivate and counsel them.

The Platinum Rule—treating others the way they Here's how to increase your compatibility and
want to be treated by adapting to their personality effectiveness with all your employees.
style—can quickly make you a more sensitive, First, recognize that your power to influence
effective leader. Indeed, the Platinum Rule can have  employees springs from two sources: “posilional
a positive effect on almost every aspect of Continued on next page...

TRANSFORMING LEADERS INTO RAINMAKERS

CREATING YOUR

ROADMAP TO SUCCESSION

NAVIGATING THE
SUCCESSION STORM

BUILDING FUTURE
LEADERS

KNOWING YOURSELF
AND YOUR PrEOPLE

HELPING LEADERS
MAKE IT RAIN

TIPS FOR EASY
RAINMAKING
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IN THIS ISSUE: Succession Planning
by Building Leaders That Make it Rain

LEADERSHIP & BUSINESS DEVELOPMENT UNIVERSITY

TRINITY OF LEADERSHIP SUCCESS

MANAGEMENT RAINMAKING

L S

SUCCESSION |

NAVIGATING THROUGH THE SUCCESSION BUILDING FUTURE LEADERS Tools 1o IDENTIFY LEADERS
STORM

What does your firm’s future look like?  RPG presents a compelling case using
We know that it is critical to advocate Are you prepared to identify and groom  assessments to identify your employees’
growth and create business development  your next group of leaders in order to keep  strengths, motivators and goals. The triple
plans that produce and inspire your firm relevant and alive in the future?  threat is a comprehensive approach to
RAINMAKERS. So what should be your gleaning the best out of your staff,
primary focus in order to stay relevant as management and team.

a player in your community and industry?

LEADERSHIP

SAMPLE PRE-CONFERENCE

ONE-DAY LEADERSHIP DEVELOPMENT COURSE ALso INSIDE r | —
- E Performance Group, .
6 NAVIGATING THE SUCCESSION STORM Transfrming Profesionals into Rainmakers  ®

!

1-832-569-5138
1-800-381-1433

Cantactihe 7 AREYou BUILDING LEADERS TO MAKE IT RAIN? Ed@EdSpeaks com
y F www.EdSpeaks.com
. www.RainmakerMarketinglnstitute.com
Module 2 | Module 3 | Module 4 [ 1 by s
Communicating || Rainmaker Sales Your a Performance Group“ ] 0 WHAT IS A RAINMAKER?
Adult toAduft || &Marketing  J Leadership Style e ppas e O CEO, Ed Robinson has been helping
Strategies Pros and Cons SR professional service firms with growth and
8:30- 10:00 § 10:30 - 12:00 1:00 - 2:30 3:00 - 4:30 to explore your 12 leadership strategies for over 20 years
: : ASSESSMENTS FOR MOTIVATION, BEHAVIOR & RAINMAKING addressing audiences in over 30 countries.
customized course OptIOnS. 4 Ed takes time to thoroughly understand
1-800-381-1433 each client’s needs to create innovative
solutions and applications to each group
'I 4 Tips ForR EASY RAINMAKING he addresses and consults.
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4 keys to
Making it RAIN!
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5 WAYS TO
DIFFERENTIATE YOUR COMPANY
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Me Inc.

A Mission

A Enthusiasm

A Integrity

A Needs Satisfaction
A Commitment




A MISSION STATEMENT

Help our organization succeed by
exceeding expectations and

delivering
value in everything we do.



A MISSION STATEMENT

1. What is your Personal Mission
Statement

2. What Iis your purpose for being a
professional with your organization?

1. What are the 2-3 things you need to
focus on to make a difference
with your Chamber









