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Purpose

To train, support, and develop young people, teens, and adults in entrepreneurialism, sales, and marketing to change the world in which we live.
Lesson 2.  Setting up a target of professional referral sources.

Lesson 2.  Setting up a target of professional referral sources.

Big Picture

    a. Review over lesson one, assignments, and target for business valuation.  

    b. Pressure point analysis

    c. The three dimensions for all businesses.

    d. Obtaining the targets

        1. How many do we really need?

        2. How are we going to gather the targets?

            a. Where do we get the targets?

            b. What do we say when we contact them?  (scripting)

 
    c. Importance of asking the right questions and then providing solutions.

     e. The next step

            a. Review driving force:  What do you want to sell your company for and when?

            b. Develop an action plan on what tools, systems, and resources you’re going to use to build your business.

Details

    a. Review over lesson one, assignments, and target for business valuation.  

1. What targeted business valuation did you set for your business? $_________ 

2. What is the targeted date to put your business up for sales? ___/___/____

    b. Pressure point analysis


1. Law large numbers


    Action 



Example
Pressure Point

    _____ 1. Phone calls made

    500









        30%


    _____ 2. Pick-ups


    150









        40%
       


    _____ 3. Key questions

      60









        25%


    _____ 4. Interested in partnership
      15









        40%


    _____ 5. Partnership developed
        6

    c. The three dimensions for all businesses.

    d. Obtaining the targets

        1. How many do we really need?

        2. How are we going to gather the targets?

            a. Where do we get the targets?

            b. What do we say when we contact them?  (scripting)

 
    c. Importance of asking the right questions and then providing solutions.

     e. The next step

            a. Review driving force:  What do you want to sell your company for and when?

            b. Develop an action plan on what tools, systems, and resources you’re going to use to build your business.

Action/Assignments for Lesson #2
    1. Step 1: Business Action:  Input 70+ professional referral sources into central database.  

    2. Step 2: Start developing a message to deliver.

- Start to learn research questionnaire and key questions presentation.

- Start to learn what you will bring of added value.

  a. On-line mini X-Ray   
http://www.synergysolutions.us.vu/syn/mini-xray.asp?refCode=DV110
  b. Personality assessment     http://www.synergysolutions.us.vu/pap/pap.asp?refCode=DV110
  c. EasyPro

   d. Action Workshops      

   e. Client Expectation Questionnaire

   f. On-line Life Assessment

        Completed: ___/___/___  Signed off by: ________________________

   3. Leadership Learning:  Listen to Lesson 2 of Business Masteries to understand Success in life and 12 Principles.  Take notes and create 5 great quiz questions.  

* Phone number: 405.244.4040 x2 – 1 hour

        Completed: ___/___/___  Signed off by: ________________________

   4. Leadership Learning:  Listen to Lesson 2 of Personalities.  Take notes and create 5 great quiz questions.

* Phone number: 405.255.4080 x2 – 1 hour

        Completed: ___/___/___  Signed off by: ________________________

Extra Credit

Read chapters one to three in both of Mark Boersma’s books (short and long version of “How to get your business to make a profit without you.)  E-mail Mark at mboersma@synergysolutions.net  to share what you learned and how you’re applying this to your business.

Note: Remember that much of what you learn in college and business is not a part of the syllabus.  It’s the life principles which will carry you through challenges of which you don’t believe you’re prepared for, don’t have the education or experiences you really think you need.

Student’s Name




Completed

Date Completed

  1.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  2.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  3.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  4.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  5.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  6.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  7.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  8.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
  9.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
10.___________________________________
1-[  ], 2-[  ], 3-[  ]
___/___/____
