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The Five Essential Skills You Need To Find Clients!
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1. Strategic Planning: To run your business, it is crucial to
set goals, clearly define what your are selling, and identify
your target clients. Among other benefits, strategic plan-
ning helps you avoid wasting precious time and a (usually)
limited marketing budget.

2. Business Communication: Effective communication
means yo have the ability to speak with anyone, anywhere,
anytime about your business. Good business communica-
tions skills include crafting a great 30-second commercial,
networking to find business, building referral partnerships,
writing dynamic business materials, and speaking about
your business in public.

3. Marketing: Almost everyone knows that marketing is
necessary for success, you need to identify what your best
marketing options are. From “most effective, lest expen-
sive but take the most personal involvement” to “most
expensive, least effective, but are very passive forms of
marketing” choose three to five ongoing marketing strate-
gies which will work best for you and your business.

4. Sales: When you have (1) come up with an overall plan,
(2) met your target clients through successful marketing
strategies, and (3) generated interest through effective
business communication, it is a shame to lose a sale due
to poor sales skills! Once you’ve gotten this far, the last
thing you want to hear at the end of a sales conversation is
“I’ll think it over and get back to you.” Your Sales Dia-
logue should uncover whether interested people are ready,
willing, and able to buy, as well as how strongly a person
wants or needs your product or service. A good sales dia-
logue helps you build rapport, gives you a list of the right
questions, and helps you “qualify” potential clients.

5. Organization and Time Management: If you’ve like
most small business owners, you are acutely aware that
there is only so much time in any work week. And you
probably also understand that your organizational skills
either help or hinder you in getting things done. It is im-
portant to set up simple systems that will help you be more
organized and help you use your time wisely. With a few
small adjustments, you can find up to six extra hours of
time in your schedule each week!



Please join us in February for another great speaker

Denver Entrepreneur Meetup

February 28, 2007 7:00 -8:30 PM

Perrin Room, Englewood Public Library o

1000 Englewood Parkway What Really Stops You From Achieving Your Goals!

Englewood

Do You Want 2008 to Be Your Best Year Ever? Have Big Goals? Come find out What Really Stops People From Achieving
Their Goals!

Have you ever set goals, really wanted them, yet failed to achieve them? John Nelson will help you explore hidden
barriers to your success in business and sales.

We'll start with an open discussion of what stops you from achieving, then John will describe the Success Triangle and
how mastering it will help you achieve your goals, and finish up with exercise or two that will give you practical tools to use
every day.

If you'd like to know how to set goals for growth, and how to put systems in place to achieve them, this is the meeting for
you.

About the Speaker:

John Nelson is a seasoned professional in sales, marketing, communication and training. John is well qualified to offer
effective coaching in these areas. He is an effective public speaker, consultant and occasional author. After earning a BS
in Business from the University of Colorado, John began a career of helping people and companies with both personal
and professional development. He has an extensive background in human communication and is a certified master
practitioner and trainer of Neuro-Linguistic Programming-a field that focuses on communication and belief systems and
how they impact performance and results. The bottom line: John teaches people to have more fun achieving their goals-
whether it's the individual that is looking to light a fire under their career or the company with a sales force and vision to
double their business in the next 12 months - and go to the bank a lot more often.

NOTE:

Because the room has a maximum capacity of 37 people, at 7:00, people who have a reservation and haven’t shown up
yet may have their seat given away to someone without an RSVP. Please only RSVP “Yes” if you are absolutely sure you
will be in attendance. If you RSVP “Yes” and your plans change, please be considerate and change your reservation so
that someone else can attend. If you are unable to make a reservation, you may be allowed to come in at 7:00, if there are
any available seats. Once we reach maximum capacity, we will not be able to allow anyone else to come in. So, the rule of
thumb is, if you want to attend, RSVP “Yes” and be on time!

The Denver Entrepreneur Meetup is a group of small business persons who meet once a month to learn and share
ways to make them, and their business, more productive and profitable. For more information, and to RSVP for our next

meeting, go to:
http://entrepreneur.meetup.com/72/
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