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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 6.  Maintaining the relationship

Lesson 6.  Maintaining the relationship

Big Picture

a. Review the six steps to making it all come together and happen.

b. Do you really know where the challenges/pain of those you’ve connected with?

c. Do you really believe that the solutions you have or will develop in the future will really change the lives of those people you’ve touched?

d. It’s the long-term efforts which build strong relationships.  Are you in it for the long-term?

e. What the next step?  Managing up.

f. Getting positioned for someone to buy your company.  What long-term relationship will you have with the buyer as well as your clients?

g. What happens when things don’t work the way we think and hope they will?

h. The importance of learning and making great choices all along the way.

Details Notes
Action/Assignments for Lesson #6
       1. Step 3: Continue to prioritize targets into A, B, and C.

 
a. Phone: 
Probably the fastest and most effective initially


b. E-mail: 
Very fast and can do it in large quantity


c. In-Person: 
Very good experience, hardest to do, can yield best results.  Will take the most amount of time to do.

       2. Step 4: Continue to present solutions to the best prospects
       3. Step 5: Continue to work with best prospects to implement solutions
       4. Step 6: Start seeing solutions work, start to develop systems and build stronger relationships work

       5. Move to next more advance course.
