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	STOP THE WORLD
Many, many years ago, there was a Broadway play called "Stop The World, I Want to Get Off¨ The musical centered on the life of a fellow "Littlechap" who managed to step out of his day-to-day existence. He was able to look at the larger picture of his subsistence and gain a new perspective.

Many professional service organizations would be better positioned if they could stop their business development world, and view it from a less myopic perspective.

Lore International Institute is a Colorado business research and consulting organization. It has written extensively on the full-range of relationship marketing/selling. I like their thinking. It allows us to "Stop OUR World." Here is its business development model:

There are three major segments in the relationship based maketing and sales model:

OPENING (Get to know the Market ---impact on winning---20% ) 
Conponents in sequential order:
Market analysis
Client planning
Strategic planning
Business planning
Branding


MIDDLE (Get to know the Client) ---impact on winning---70% 
Conponents in sequential order:
Client Management
Relationship Management---including

  Information management

  Perception Management
Opportunity Management---including

  Pursuit management

  Capture management

CLOSING (Get to know the Deal) --- impact on winning---10% 
Conponents in sequential order:
Proposal Management
Presentation
Negotiations
Contracting

As the chart shows, getting to know the client and understanding the client's problems is where you need to focus time, energy and effort. 

This chart is very telling. How many times has someone in your organization stated, "We will submit our proposal to introduce ourselves to the client." Proposals are very expensive and time consuming. They represent the last 10 percent of the total effort needed to make a sale. 

Without the preceding 90 percent effort your proposal is wasted. At this stage, clients are ready to buy the car and you are offering them a test drive. The proposal is much easier to prepare, when the 90 percent up front is done. 

Batson-Cook Construction, a construction firm located in Georgia and Florida, has a terrific positioning-line in its logo: "The First Thing We Build Is The Relationship." It all boils down to…no relationship no work. 

Stop your world and see how your firm's actions fit into this model.


What Makes 100%?
Here is a little mathematical formula for all you logical sequential thinking people. 



If: 
A--B--C--D--E--F--G--H 
1--2--3--4--5--6--7--8 

I--J---K--L--M--N--O--P 
9-10-11-12-13-14-15-16 

Q--R--S--T--U 
17-18-19-20-21 

V--W--X--Y--Z 
22-23-24-25-26 

Then equate KNOWLEDGE 

K--11+ 
N--14+ 
O--15+ 
W--23+ 
L---12+ 
E---05+ 
D---04+ 
G---07+ 
E---05= 96% 

You try: 

HARDWORK 

ATTITUDE 
	 
 
Contents

  Step back and look at a relationship based selling model.


  Learn how to retain clints after a rainmaker leaves

 
 
Attending the SMPS/PSMA National Marketing Convention?
Be sure to attend Dennis Schrag's session on either Thursday,
August 13 or Friday, August 14 on
"Retaining Clients After the Rainmaker Leaves." 


Schrag will be reporting the results of his year-long best-practices study. 

The research was sponsored by the SMPS National Foundation. 
The University of Iowa, Tippie College of Business was a participant.
 
 

	WHAT IS THE LONGVIEW GROUP? 

Seeking more efficiency and effectiveness in your professional service business? Need a facilitator for your marketing or strategic planning? Would additonal market research benefit your organization?

The Longview Group provides you INSIGHTS through training, on-the-job coaching, publications, expert counsel, and extra-hands services.
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