	March 2003
Vol 2 No.6
Hello Special Longview Group Person 



		http://www.longview-group.com

	
	[image: image1.png]





	WHAT SIX DEEP-POCKET OWNER REPS TAUGHT ME
Recently, my Society for Marketing Professional Services (SMPS) chapter sponsored a client round table meeting. Six deep-pocket owner representatives from the public and private sectors spent the better part of two hours talking about being a serious buyer of professional services. 

WHAT THEY SAID WAS INTOXICATING. Pull up a stool and find out what I learned.

The six people represented the following:

◘ A public utility serving well over a million people.

◘ An international insurance corporation.

◘ A multi-state gas, electric, and alternative power utility with considerable interests in real estate and other non-regulated businesses.

◘ The facility manager of a multi-campus medical center.

◘ The director of properties for a trucking company with over 150 facilities nationally.

◘ The vice president of construction and development of a family-owned real estate development firm.


Here is some of what they said - the abridged version. Sorry you weren't there.

HOW SHOULD ARCHITECTS AND ENGINEERS AND INTERIORS FIRMS APPROACH YOU?

◘ Do your homework first. Know what our organization does and does not do.

◘ Don't come calling because you heard a story on the six o'clock news about one of our projects. By that time all of our design professionals are under contract and hard at work.

◘ Send a brief cover letter and some background information on your firm. "I spread my projects to many firms. It is in our best interest to get to know many firms and new talent." Follow up by making an appointment? "it might be a few weeks or two months before I can see you. But I will find the time."

◘ Don't waste my time. Be on time, be short, and be direct. Make our time together efficient. I may be able to give you 15 or 20 minutes. Condense your message. No fluff.

◘ Forget about a gift. Unless it is a Rolls, I don't want it or need it. More often than not, our organization does not allow me to take it. Gifts are passé. The stakes in my position are high; we have the highest possible moral standards. Invite me to lunch, but I will probably pick up the check.

◘ Explain why you can make my job better, easier, or save me money. 


WHAT ARE THE BIGGEST MISTAKES SELLERS OF PROFESSIONAL SERVICES MAKE?

◘ Failing to know our organization before they meet with us. We are an open book. Go to the Internet and research us. Talk to your colleagues. 

◘ Failing to ask us good questions and then failing to listen to the answer.

◘ Being overly aggressive ? be professional in your approach to us.

◘ Don't be a pest. "One designer wanted to be sure he was on our bidders list. He called me six times about one project that we had not yet released. One the sixth call, I took him off the list."

◘ Double or triple dipping is a big no-no. That is when two or three different sellers from the same design or construction firm call on us?not knowing someone else from their firm was there just a week earlier. If you don't have your selling act together, you won't have your service act together.

◘ You have to understand about our business. In today's economy, the final decision on a project will come at the 11½ hour. If it is a go, everything will happen very, very fast. Turn around for everyone will be compressed ? design and construction is no longer fast-tracked, it is at warp speed.

HERE ARE SOME RANDOM COMMNETS THAT HAVE WEIGHT.

◘ Respect our chain of command. You go to my boss, forget about coming to me ? ever.

◘ A single mailing with no follow-up does little good. You have to be in front (touches/contacts/mailings, etc.) of someone seven times before they really get to know you.

◘ Design/build is attractive. It saves time and money, but mostly time.

◘ With small simple projects, ($2 million to $3 million) we will always use designers and construction firms local to the project location.

◘ Once you get a project from us--NO SURPRISES. You can have problems?we are used to problems, but we don't like surprises at the last minute.

◘ The last five percent of a project tells me a lot about the firm. If they move through the last five percent like the first five percent, I have a winner.

◘ I am looking for honesty and integrity all the time. My job is on the line if you mess up.

It was a superlative SMPS meeting. There is nothing more powerful than learning from clients! 
 
 
Contents
---Owner representatives give excellent advice on how to win work
---Twelve Qualities of Truly Great Leaders
 
 
More Lessons 
DO YOU EVER WORK WITH A ONE-PERSON, THREE-PERSON OR VERY SMALL PROFESSIONAL SERVICES FIRM? 

All six representatives said YES! 

We always have small unique projects that need specialized attention. That project will get buried or lost in a larger firm. However, for me that small project is just as important. I can trust a smaller organization to give me their best. Small projects are some of our best projects. 
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The following seminars are coming to a city near you soon.

◘ Practical Project Management for Small Projects

◘ High Impact Proposals

◘ Sales and Marketing 101?A Fundamentals Refresher 

◘ Winning Top Talent

◘ Retaining Clients After The Rainmaker Leaves-What the
Research Says
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TWELVE QUALITIES OF TRULY GREAT LEADERS
1. Have enthusiastic followers

2. Take a constructively discontented view of the world

3. Consider themselves a work-in-progress

4. Excel when the stakes are high

5. Great leaders understand people

6. Expect more from themselves than others

7. Rely on some fixed, unwavering set of convictions or beliefs that serves as their "Guiding Light"

8. Have both a "tough hide" and an ability to laugh at themselves

9. Are not deterred by disappointment, failure, or rejection. They have strong views yet maintain a "visceral equilibrium"

10. Are positive thinkers

11. Focus on getting things done

12. Understand the power of the informal organization. 

From the book: Embracing Excellence---
Become an Employer of Choice to Attract and Keep the Best Talent
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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3 Longview Knoll
Iowa City, IA 52240
319-351-6510
866-351-6510-free
319-351-6520-fax
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Unsubscribe click here. Or reply to this message with the word unsubscribe in the subject line.
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