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Rituals
Rituals of Success keep the sales process moving forward.

Events
Practicing the art of non-sales in everyday situations.

1.1 Hallmarks of a Modern Rainmaker 
  ✓ Step-to-Step sales process

1.2 You’re Not What You Think 
  ✓ Four-Quadrant Thinking
  ✓ Walk Around the Brain
  ✓ Thinking Styles

1.3 Talkin’ About Yourself 
  ✓ Curious Introductions
  ✓ Talk About Yourself

1.4 The Path to a Raving Fan 
  ✓ Steps to a Raving Fan
  ✓ Protemoi List
  ✓ Asset List
  ✓ R+ consequence ratio

1.5 You Gotta Give to Get 
  ✓ Give-to-Get model
  ✓ G2G Brainstorming
  ✓ G2G Strategy

1.6 Positioning. Posturing. Propaganda. 
  ✓ 5-D Positioning model
  ✓ Positioning Statements

1.7 Streamling the Sales Process 
  ✓ 5 Techniques to close a sale
  ✓ Handling Objections
  ✓ Ask for the Advance
 
 

1.8 The Psychology of Pricing and Payment 
  ✓ Rules of Self-Negotiation
  ✓ Rules of Discounting

1.9 Selling Outside Your Comfort Zone 
  ✓ Gravitas model

1.10 Dynamic Meeting Preparation 
  ✓ 6 Steps to a Dynamic Meeting
  ✓ Meeting Preparating
  ✓ Meeting Report

1.11 Account Planning and Execution 
  ✓ Account Status Analysis
  ✓ 90-Day Tactics
  ✓ Personal Sales Strategy

1.12 Creating Sustainable Success 
  ✓ Pipeline Calculator
  ✓ Rituals for Success
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Give-to-Gets One Pager Worksheet

Potential Give-to-Gets for 

Our company overview

Areas we are willing to invest

Give-to-Gets ideas

 

Bunnell Idea G
roup’s founding

 principles…

• We help professional service firms sell more, 

faster. 

• We have a unique methodology that:

- enables our clients to create traction 

- reduces “the travel time to  

Trusted Advisor.” 

• ACME is one of ONLY 4 prospects we’re cur-

rently targeting for this level of investment. 

• ACME’s size, focus area, location and culture are 

a perfect match for our services.

• We grow our business in the same way we teach 

our clients to grow theirs: 

– First, we target the best client matches 

based on specific critera.

– Second, we invest in them to add value 

and “earn the right” to get to know them.

• We strive to add value from the very beginning — 

even in the introductory meeting.

Investment ideas: a s
tarting point

A random list of possible “Give-to-Gets”…

1.Analyze current
 sales process

Find ways to shorten ACME’s sales cycle and 

reduce “travel time to Trusted Advisor.”

2.Facilitate a 
go-to-market  

strategy meeting

Facilitate a meeting with their executive team 

to define ACME’s growth strategy.

3.Analyze current
 sales expertis

e

Interview a cross section of ACME’s professionals 

and deliver assessment of ACME’s business  

development skill set and behaviors —  

and where things can be improved.

4.Connections
Connect ACME’s executives with like-minded 

leaders at other professional service firms.

5.Immersion
Deliver an abbreviated version of our “Grow-

BIG” skills immersion course to a select group 

of ACME professions.

Areas where we are willing to invest
…

Our best “Give-to-Gets” fall in the nexus of 

these three criteria: 

Expertise of

Bunnell Idea Group

Current
Hot Issue at

ACME

If done well,
could lead to

a deeper
relationship

ACME CompanyGive-to-Gets One Pager Worksheet
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Talk About Yourself Worksheet

Curious FACTS 	

Curious STATEMENTS 

CurIouS INTroDuCTIoN – A compilation of your Four-Quadrant Curious Statements.

YELLoW – Bold, strategic statements about what you do

BLuE – ROI, facts, data, information

GrEEN – Process, proven techniques, references

rED – Results, WIIFM, emotional connections to clients









1

3

2

• We provide 2, 3, and 4 day sales training classes for groups and we 

also have an intense, three month coaching process for individuals.

• Whether it’s the group or individual format, customers usually get 

at least a 10x ROI on our fees within 12 months.

• Sometimes it’s as low as 2x and sometimes as high as 253x.

• The course takes 2 days to lay a foundation that results in a 10X  

return within a few months.

• This training is instructionally sound and has been validated  

at a number of well-known customers, all of whom are available  

as references.

• The courses are so successful because they provide an efficient 

“step-to step” process, using proven tools and techniques.

• Based on my 20 years experience in sales, we’ve also created  

a rigorous three-month coaching session that customers have  

reported is the easiest process they’ve ever used.

• I help sales professionals sell more and sell faster. 

• We’ve created a system unlike anything in the marketplace.

• You know how there are a ton of sales professionals that “grow up”  

as experts in their field of expertise? Well, when they make part-

ner, all of the sudden 40% or 50% of their pay is based on selling 

results, and they’ve never had to sell much before.

• We’ve got a unique proven process. It’s really different from  

anything else on the market.

• The best part for me is the personal results we get with people. 

• The training classes really connect the participants back to the 

company.

• People often feel a great gratitude from their company for  

sponsoring the training. 

• It’s intense, and people tell us these courses are career changers!

• Relate a recent success story in terms of the benefits. “Just last 

week one of our clients, Karen, called with their success. She said…”

You know how salespeople are always getting pressured to sell more and more? Well what I do 

is train them to sell more and sell much faster. We’ve been hitting very high ROI targets on our 

fees because we have a really, really tight three-phase training process. And what’s really cool 

is that we get salespeople excited and energized about selling more because they begin to focus 

on HELPING their customers, not SELLING to them...so we improve relationships too!

Process that’s proven  

to produce results.

Participants hit VERY  

high ROI targets

We help salespeople SELL MORE

and SELL FASTER!

• We get salespeople energized.

• We improve relationships...
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Make a list of the people who are the most important to your success in sales this year. They could be people you know already, 

people you should know, or people you don’t know. Then, identify where they are on the Path to Raving Fan. 

 Individual 

 Company 

Raving Fan

Trusted Advisor

Solid Working Relationship

New Client

Curious Skeptic

Acquaintance
Target

Raving Fan Worksheet

Raving Fan Worksheet
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Step-To-Step Worksheet
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Customer Name 

Where they are in the Step-To-Step process 

What can I do to move them to the next step

Write their names of clients and prospects in the chart below. Mark where you think they might be in your current sales process and list at least two steps you might take to move them to the next step.

STEP

1
Stay Close

and Listen

STEP

2
Create

Curiosity

STEP

3
Build

Project
Together

STEP

4 Deliver

Engagement

Letter & 
Close

STEP

5
Deliver
Great
Value

POSITIONING

Client
Needs

Boldness
Needed
to Win

Competitor’s
Strengths

Competitors’
Strengths

Our
Strengths

Thinking
Styles

and WAB
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Account Name 

Rate Each Pillar (Scale 1-5)

Client Pillars 

Key Buyers

Account Status Analysis

Brand

Raving Fan Status

Total Buying Power

Buying Power by Pillar

Market Share
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Account Name 

Rate Each Pillar (Scale 1-5)

Client Pillars 

Key Buyers

Account Status Analysis

Brand

Raving Fan Status

Total Buying Power

Buying Power by Pillar

Market Share

Account Strategy

Gr
ow

BI
G 

 
Co

ur
se

 1

1.11 1.4

1.3

1.5 1.9

1.6

1.7 1.8

1.10 1.7

1.1

1.121.11

Step-To-Step Worksheet

STEP

1
Stay Close
and Listen

STEP

2
Create

Curiosity

STEP

3
Build

Project
Together

STEP

4
Deliver

Engagement
Letter & 

Close

STEP

5
Deliver
Great
Value

STEP

1
Stay Close
and Listen

STEP

2
Create

Curiosity

STEP

3
Build

Project
Together

STEP

4
Deliver

Engagement
Letter & 

Close

STEP

5
Deliver
Great
Value

??

Protemoi List

Talk About Yourself Worksheet
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Give-to-Gets Brainstorming Worksheet

Analytical

Analytical

Tactical

Tactical

Strategic

Strategic

People Focused

People Focused

NEED TO DEVELOP

© 2001-2009 Herrmann International; The 4-color 4-quadrant symbol is a trademark of Herrmann International.

DELIVEr TODay

Give-to-Gets Brainstorming Worksheet
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Handling Objections Worksheet

 

 

 

 

Objection	

Question	

Answer

T
H
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K
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T

Y
LE
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N

A
LY

S
IS

Objections should be handled with a question or answer — based on the person’s thinking style and designed to move the conversation forward.
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Handling Objections Worksheet
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Dynamic Meeting Preparation Tool

Meeting Date

Meeting Location

Prospect Name

Goal for the meeting

Key Communication Points

WHY?

WHAT?

HOW?

Timing

Framing Statement

A single goal that you want to accomplish during the meeting.

List the main communication points and their priority — based on the responses to Why, What, and How above. 

Priority Main communication points

Why will the customer want to attend this meeting? What business initiative(s) are we advancing  in this meeting? What do we want to learn? What agreements and/or action steps  are desired from this meeting?

Match the goal with what you are going to say to the prospect about why you are 

having the meeting.

 

½ What can you do in half the time?

2x What can you do with twice the time?

Estimated  
length of  
meeting 

Dynamic Meeting Preparation Tool

Account Status Analysis

Account Status Analysis

Account Status Analysis

Account Status Analysis

Personal Sales Strategy Worksheet

Personal Sales Strategy Worksheet

At the beginning of 
each year
Plan out your personal goals 
and account goals. Schedule 
your “next right steps” for 
each strategy.  

When you meet people
Practice and continually evolve How You Talk 
About Yourself with the worksheet.

At the beginning of each sale
Use the Positioning model to determine: If you’re looking 
for ___, ___, and ___, we’re the only choice. Line up every 
client interaction with this value proposition.

During each sale
Use the 5 techniques to Streamline the Sales Process 
and when developing pricing, don’t self-negotiate!

Before each meeting 
Use the Dynamic Meeting Prep worksheet. If noth-
ing else, get the Goal and the Frame right. If you get 
these right, you’ll usually have a successful meeting. 
Refresh yourself on how to Handle Objections.

When you see an issue with a client
Ask yourself, How can I work backwards on the Give-To-
Get spectrum? What is the Big Project I could help my client 
by performing....what Paid Selling Effort would naturally 
lead to that Big Project....what Give-To-Get would naturally 
lead to that Paid Selling Effort...and what Introduction 
would I need to suggest the Give-To-Get? Also, don’t be 
afraid to sell outside your comfort zone: use Gravitas!

At the beginning of each month
Update your Protemoi list and make sure you’ve touched every one of your Protemoi 
people in a meaningful way. Add new folks. Delete those that are not as important as 
others. Update your asset list. Ask yourself...what can I do this month to move my 
most important relationships to the next level in The Path To Raving Fan?

At the beginning of  
each week
Update your Step-To-Step worksheet 
with special emphasis on the last column: 
What can I do to move them to the next 
step. Then, use this column to prioritize 
your MITs for the week. Schedule them 
on the days when you have time.

At the beginning of each day
Do your daily MIT.

At the beginning of 
each quarter 
Update your yearly strategy 
with new 90-day tactics. Pull 
a team together if necessary.

Asset List

Target Acquaintance Curious
Skeptic

New
Client

Solid
Working
Relationship

Trusted
Advisor

Raving
Fan!

Account Strategy

STEP

1
Introductory

Meeting

STEP

2
Give-to-Get

STEP

3
Paid

Selling
E�ort

STEP

4
BIG

Project


