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Every manager of a professional firm realizes that generating leads and landing new clients
are critical components of any successful business venture. But transforming accountants,
architects, attorneys, consultants, engineers, and other professionals into client-generators is
not always easy to do. Divided into two comprehensive parts-The Rainmaker Model and The
Elements of Rainmaking-Creating Rainmakers outlines all the steps you should take to turn
your professional staff into a powerful team of sales winners. Filled with in-depth insight and
practical advice, this book will show you how to: * Generate leads * Build a strong network of
contacts * Master a variety of sales techniques * Develop capable successors to current
rainmakers * And much more Based on more than 100 interviews with the principals of
professional firms, including many of today's preeminent rainmakers, this valuable guide has
the information you need to help your company succeed.
This is a book about the effect of prostitution, whether physical or spiritual in nature, on the
human spirit. It is also a story about the hope we have in Christ and the difference God makes
in lives. Love can be sought after in both a right and a wrong way. One way it produces death
to our beings while the other, it brings a new vibrancy to life. But its all a delicate balance and if
were not careful, we can fall away from the life bringing love to the destructive kind. The Bible
warns that when we think were standing, weve already fallen. Its when we feel were above
people lost in worlds we deem as dirty and less than acceptable that were on the edge of the
cliff. In truth, we all sin and make mistakes. Come share in Rain and Lances life journey
dealing with the heartache and fallout of choosing a path away from God and His love for a life
of self and gods of this world.
"This collection of articles is an effort to create a greater understanding of the empirical issues
that lie behind the debate over whether in the practice of law the ideals of professionalism have
been replaced by the demands of commercialism. This book is the most systematic attempt so
far to examine what professionalism means in the various arenas of legal practice in the United
States. It also seeks to advance the theoretical interpretations that lie at the heart of the
scholarship on professionalism and establish a framework for analyzing the issues that is more
grounded than previous idealist accounts, yet retains some of the ideas of contingency and
changeability that structualist accounts have ignored"--Preface.
Sell and Market Like a Pro! In this new edition of his classic book, Rain Making, Ford Harding
reveals step by step how--even if you've never sold a product in your life--you can become a
top performer in your organization. Filled with easy-to-use strategies, checklists, tables, and
guides, this book shows you how to: Write articles for professional publications Make cold calls
like a sales pro Network to build a lasting customer base Develop a winning sales strategy
With this book at your fingertips, you'll get the marketing and sales skills you need to
survive--and flourish--one sale at a time!
This engaging ethnography examines the gendered nature of today's large corporate law firms.
Although increasing numbers of women have become lawyers in the past decade, Jennifer
Pierce discovers that the double standards and sexist attitudes of legal bureaucracies are a
continuing problem for women lawyers and paralegals. Working as a paralegal, Pierce did
ethnographic research in two law offices, and her depiction of the legal world is quite unlike the
glamorized version seen on television. Pierce tellingly portrays the dilemma that female
attorneys face: a woman using tough, aggressive tactics—the ideal combative litigator—is often
regarded as brash or even obnoxious by her male colleagues. Yet any lack of toughness would
mark her as ineffective. Women paralegals also face a double bind in corporate law firms.
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While lawyers depend on paralegals for important work, they also expect these women—for
most paralegals are women—to nurture them and affirm their superior status in the office
hierarchy. Paralegals who mother their bosses experience increasing personal exploitation,
while those who do not face criticism and professional sanction. Male paralegals, Pierce finds,
do not encounter the same difficulties that female paralegals do. Pierce argues that this
gendered division of labor benefits men politically, economically, and personally. However, she
finds that women lawyers and paralegals develop creative strategies for resisting and
disrupting the male-dominated status quo. Her lively narrative and well-argued analysis will be
welcomed by anyone interested in today's gender politics and business culture.

Buckshon addresses the architectural, engineering, and construction industry's
marketing challenges with a positive and practical approach especially for business
owners who don't want to be bogged down in clichs and who have been encouraged to
try a variety of marketing ideas which simply don't work.
This first volume in the Law Firm Associates Development Series focuses on personal
marketing and sales skills, and will cover these topics: building a practice; how to create
a personal marketing plan; how to find people within a target market; how to prepare for
a prospective client meeting; strategies when meeting with clients; how to ask for
business; how to use the end of a matter as a marketing opportunity; how to retain
clients; and how to effectively network inside and outside the firm. Both authors
currently work as Directors of Business Development in law firms where their
responsibilities include extensive in-house coaching and training of attorneys at all
levels. In this guidebook, they share their best advice and instruction compiled from
their own experience as well as from that of many industry thought leaders.
Cites strategies for extending services and attracting new clients by using an original
service as a flagship to sell others, offering strategies in the areas of working with
accounts in different divisions or locations, handling multiple services, and cross-selling.
Original.
What can law firms do to ensure justice for all? How can they serve the needs of those
unable to pay? How can law firms improve the quality of life for their lawyers? At a time
when government support for legal aid is limited and under fire, when recent U.S.
presidents have urged increased volunteerism, when the American Bar Association's
Law Firm Pro Bono Challenge is under way, and when some within the legal profession
have called for mandatory pro bono work, this new book examines these important
questions. The Law Firm and the Public Good blends academic scholarship with real
world experience as it brings together lawyers who have wrestled with the pressures of
everyday practice. Concerned about deepening the commitment of large law firms to
the wider community, the authors seek to provide a blueprint for firms concerned with
creating, developing, implementing, and evaluating pro bono programs. Moving beyond
the ethical arguments which justify a law firm's commitment to community service, the
authors argue that pro bono work is in the firm's self-interest. They show that a
heightened concern with the public good can improve a lawyer's spirit, sharpen
lawyering skills, and enhance the humanistic traditions of law practice. They conclude
that professional responsibility and self-interest support the same conclusion: that the
law firm and the public good are inextricably linked and that each can draw strength
from the other in ways that nourish both. The contributors are William A. Bradford, Jr.,
Hogan & Hartson; Senior Circuit Judge Frank M. Coffin, U.S. Court of Appeals for the
First Circuit; Anthony F. Earley, Jr., Detroit Edison; Marc Galanter, University of
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Wisconsin-Madison; Donald W. Hoagland, Davis, Graham & Stubbs; William C. Kelly,
Jr., Latham & Watkins; Esther F. Lardent, director of the ABA's Law Firm Pro Bono
Project; Edwin L. Noel, Armstrong, Teasdale, Schlafly & Davis; Thomas Palay,
University of Wisconsin-Madison; Judge Barrington D. Parker, Jr., U.S. District Court,
Southern District of New York; and Lewis F. Powell, III, Hunton & Williams.
Indexes materials appearing in the Society's Journals, Transactions, Manuals and
reports, Special publications, and Civil engineering.
A how to guide to avoiding the mistakes ineffective financial advisors most often make
Based on a 15-year consulting program that author Steve Moore has led for financial
advisors, Ineffective Habits of Financial Advisors (and the Disciplines to Break Them):
A Framework for Avoiding the Mistakes Everyone Else Makes details proven
techniques which allow advisors to transform their business into an elite practice:
business analysis, strategic vision, exceptional client service, and acquiring high net
worth clients. Told through the story of a purely fictional and completely average
financial advisor, each chapter begins with an ineffective habit that is then countered
with a discipline that improves business results and adds value. The book Details a
step-by-step strategy for working through current clients, rather than relying on cold
calling to form new relationships Includes anecdotes collected through both personal
experience and stories relayed to him by clients and colleagues Provides question and
answer segments, examples, and homework assignments Ineffective Habits of
Financial Advisors (and the Disciplines to Break Them shows you how to deliver
exceptional service while generating higher revenue per client.

Whether you're just beginning a career in consulting or you're a veteran of the
industry, this invaluable resource provides practical, real-world advice based on
200 independent consultants' survey results to help you build and maintain a
thriving business.
Presents a marketing program that shows readers how to locate, land, and keep
new clients and prospects using such tools as promotional events,
advertisement, and social media.
Filled with smart tips given in the Fox signature style, counter- intuitive,
controversial, and practiced, this hard-hitting collection of sales advice shows
readers how to woo, pursue, and finally win any customer. In witty, succinct
chapters, Fox offers surprising, daring, and totally practical wisdom that will help
readers rise above the competition in any company in any field. A terrific
resource for CEOs, as well as anyone looking to distinguish themselves in
salesbe it books, cars, or real estateHow to Become a Rainmaker offers the
opportunity to rise above the competition in any company, in any field.
Marketing Tactics: How Professionals Generate Leads -- Sales Tactics: How
Professionals Advance and Close a Sale -- From Tactics to Strategy: What
Works and What Doesn't.
Sell and Market Like a Pro! In this new edition of his classic book, Rain Making ,
Ford Harding reveals step by step how--even if you've never sold a product in
your life--you can become a top performer in your organization. Filled with easyto-use strategies, checklists, tables, and guides, this book shows you how to:
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Write articles for professional publications Make cold calls like a sales pro
Network to build a lasting customer base Develop a winning sales strategy With
this book at your fingertips, you'll get the marketing and sales skills you need to
survive--and flourish--one sale at a time!
This book shows readers the smarter way to sell -by building trusted consultative
relationships with their customers. Whatever you are selling, this book will help
you do it better, and feel better about doing it. By switching your focus from the
hard sell to building more trust and adding more value, you will end up not just
with more satisfied customers, but with more sales as well.
Professionals who work with clients or large accounts can create lifetime
relationships based on these well-researched secrets. Based drawing from
extensive interviews with client executives, Making Rain offers a series of
provocative insights on how to shed the expert-for-hire label and develop longterm advisory relationships. Exploding the popular myth of the "Rainmaker," a
dated and dysfunctional figure that clients no longer welcome, Andrew Sobel
argues that any professional can learn to "make rain" on an ongoing basis with
existing clients by developing a special set of skills, attitudes, and strategies.
These innovative tips and techniques from a recognized leader in the field of
professional services will enable any consultant, salesperson, or service
professional to create enduring client loyalty.
A proven approach to revenue-generating marketing and client development
Professional Services Marketing is a fully field-tested and research-based
approach to marketing and client development for professional services firms.
The book, now in its Second Edition, covers five key areas that are critical for
firms that want to grow and become more profitable: creating a marketing and
growth strategy; establishing a brand and reputation; implementing a marketing
communications program; executing lead generation strategies; and developing
business by winning new clients. You will also read real-world case studies that
illustrate major points, as well as quotes and stories from well-respected
professionals in the industry. The Second Edition features new research and
updates throughout, including new chapters on social media and online
marketing, as well as new case studies and interviews Authors Mike Schultz and
John E. Doerr are the coauthors of the Wall Street Journal and Inc. Magazine
bestseller Rainmaking Conversations and Professional Services Marketing; Lee
W. Frederiksen is coauthor of Online Marketing for Professional Services Will be
widely promoted via multiple online routes and direct mail marketing Firms of any
size can use this proven approach to marketing and client development to attract
new clients and grow their professional service businesses.
Conversations make or break everything in sales. Every conversation you have is
an opportunity to find new prospects, win new customers, and increase sales.
Rainmaking Conversations provides a proven system for leading masterful
conversations that fill the pipeline, secure new deals, and maximize the potential
of your account. Rainmaking Conversations offers a research-based, field-tested,
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and practical selling approach that will help you master the art of the sales
conversation. This proven system revolves around the acronym RAIN, which
stands for Rapport, Aspirations and Afflictions, Impact, and New Reality. You'll
learn how to ask your prospects and clients the right questions, and help them
set the agenda for success. Armed with the knowledge of the markets you serve,
the common needs of prospects, and how your products and services can help,
you can become a trusted advisor to your clients during and after the sale. With
the RAIN system, you'll be able to: Build rapport and trust from the first contact
Create conversations with prospects, referral sources, and clients using the
telephone, email, and mail Uncover the real need behind client challenges Make
the case for improved business impact and return on investment (ROI) for your
prospects Understand and communicate your value proposition Apply the 16
principles of influence in sales Overcome and prevent all types of objections,
including money Craft profitable solutions and close the deal The world-class
RAIN SellingSM methodology has helped tens of thousands of people lead
powerful sales conversations and achieve breakthrough sales performance. Start
bridging the gap between "hello" and profitable relationships today.
On the surface it would appear that an engineer would need to know little about
marketing, or even communicate with marketing professionals, to be successful.
However, an engineer that understands and anticipates market conditions can
design products that meet the exact needs of a market at the right time. Learn
the marketing principles behind successfully engineered products Develop
marketable products that meet customers' needs Identify solutions that positively
impact customers lives Create and define previously untapped markets Work
effectively with marketing professionals to understand market conditions and
product requirements _____________________________ Since 1975 more than
2 million people preparing for their engineering, surveying, architecture, LEED,
interior design, and landscape architecture exams have entrusted their exam
prep to PPI. For more information, visit us at www.ppi2pass.com.
Indexes are arranged by geographic area, activities, personal name, and
consulting firm name.
This book has been written for young lawyers to learn the principles of legal
marketing, using a structured approach. Lawyers will find this book useful as it
not only tells them why and how to market their services, but also provides them
with practical tips and insights on building a reputation.
The real-world guide to selling your services and bringing in business How
Clients Buy is the much-needed guide to selling your services. If you're one of
the millions of people whose skills are the 'product,' you know that you cannot be
successful unless you bring in clients. The problem is, you're trained to do your
job—not sell it. No matter how great you may be at your actual role, you likely feel
a bit lost, hesitant, or 'behind' when it comes to courting clients, an unfamiliar
territory where you're never quite sure of the line between under- and overselling. This book comes to the rescue with real, practical advice for selling what
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you do. You'll have to unlearn everything you know about sales, but then you'll
learn new skills that will help you make connections, develop rapport, create
interest, earn trust, and turn prospects into clients. Business development is
critical to your personal success, and your skills in this area will dictate the
course of your career. This invaluable guide gives you a set of real-world best
practices that can help you become the rainmaker you want to be. Get the word
out and make productive connections Drop the fear of self-promotion and
advertise your accomplishments Earn potential clients' trust to build a lasting
relationship Scrap the sales pitch in favor of honesty, positivity, and value
Working in the consulting and professional services fields comes with difficulties
not encountered by those who sell tangible products. Services are often undervalued, and become among the first things to go when budgets get tight. It is now
harder than ever to sell professional services, so your game must be on-point if
you hope to out-compete the field. How Clients Buy shows you how to level up
and start winning the client list of your dreams.
If you are a professional salesperson, sales manager or director, VP of sales,
CEO, any role in marketing, or anyone supporting selling efforts, this book is for
you. It will teach you updated tools, language and tactics of selling in today's
market. Michael Griego, a professional sales consultant and trainer to Fortune
500 firms and leading Silicon Valley technology firms, has reduced the keys to
sales effectiveness to 42 rules. These rules have been road tested over 28 years
of personal sales and management experience and close observation of many
salespeople and sales organizations. These rules apply to all selling efforts, from
high-tech enterprise sales to non-technology sales. Sales isn't rocket science, but
it's not ABC simple either. While selling is often either over-engineered or oversimplified, today even the professionals are caught off-guard in a changing world
and marketplace. "Old school" is out; new school is in, but with a twist. There are
key sales fundamentals that never go out of style but still need a refresh. This
book, 42 Rules to Increase Sales Effectiveness (2nd Edition), upgrades and
adjusts foundational rules for today's business environment to increase the
overall sales effectiveness of individuals or teams. In '42 Rules to Increase Sales
Effectiveness (2nd Edition), ' you will learn: The Effective Sales Perspective The
Effective Sales Process The effective Salesperson Effective Territory
Management Effective Sales Communication The Effective Sales Meeting
Effective Sales Closing This book will challenge standard conventions while
reinforcing best practices that have gotten lost in the recent advancement of new
technologies and modern tools. It's a great read for any professional to confirm
that their own "salesmanship" is still on target and appropriately current. Use this
as your own handbook to reset on key best-practices for the new day or teach a
new generation 42 nuggets and practical applications of this fascinating activity
called Sales.
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