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For many services professionals, it's not that you don't know how to position
and market your business.

It's just that you don't do it consistently. Then “feast or famine” sets in.

You know you should market, but something always seems to get in the
way...such as daily distractions, client deliverables, and fire-fighting.

As a result, the dreams of taking your business to new heights never
materialize because not enough of the RIGHT people know who you are and
what you can offer.

Perhaps you face another challenge...

You may be doing as much as you can to market your services, but you're just
not getting the results you think you should be getting.

Now you are ready to escape the trap of always being too busy serving clients
to treat marketing as a process—and not a last minute nuisance.
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Here's how:

You will learn and implement the key marketing strategies that over 900
successful professional services firms have implemented, and how they will
work for YOU.
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e Pinpoint and ZAP the mindsets that sabotage your success

e Decode the language of marketing and planning

e Clearly define your ideal client

e Play and win at the game of marketing

e Leave with a powerful and attention-getting marketing message

e Describe the most valuable services you provide in a compelling way
e Build the core pieces of your marketing plan
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The global and local economy has never seen such a state of uncertainty. We
are being bombarded with more information than ever, causing us to feel
confused and unclear about our future. This confusion can cause us to miss out
on new opportunities and lose our key people.

As a leader, how do you stay balanced, focused and effective in these
challenging times?

A famous Proverbs saying reminds us that “Where there is no vision the people
perish.” Successful companies know that their mindset, culture, and ability to
follow a clear growth plan are the few remaining ways they can stand apart in
a competitive, dynamic global market.

This session will enable you to eliminate distractions, create a visual picture of
the future, and develop filters to stay focused on what’s important.

You’ll apply and implement tools that consistently successful C-level executives
use to achieve lasting success.
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e You’re under pressure from investors and your Board to improve
performance

e Your company is successful, yet still loses key people

e Strategic allies and partners cannot consistently explain what you do

e You have outgrown your company’s strategic plan or vision

e Motivating people and pay increases no longer affect retention levels

e You struggle with working “on the business” versus “in the business”.
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e Identify the 10 biggest threats to your business success

e Reduce miscommunication, confusion, and wasted resources in your
company

e Clarify and codify your personal and professional values

e Minimize the costly and negative impact of change and growth

e Eliminate the mystery around strategic thinking by learning a common
planning language

e Increase confidence about planning and weathering economic turbulence

e Take action to implement your values within your organization
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Are your phones ringing consistently with “ideal” opportunities? Are you
enjoying highly profitable, fun assignments? Or, are you watching profits
slip away even though you’re working harder than ever?

It may be time to re-energize your marketing mindset and approach.
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e Implement three “must have” tools to generate highly profitable
engagements.

e I|dentify the 13 questions you must ask to turn a good business idea into
a practical marketing plan.

» Make one major shift to escape the hourly rate trap.
e Demystify the marketing planning process once and for all

If you are already a well established firm, you will gain much greater clarity
on what you do best, and how to attract more clients that pay you
handsomely for what you do. Now is the ideal time to eliminate
opportunities that are draining and unprofitable.

If you have recently launched your consulting firm, be prepared to “dig
deep” to kick start your marketing engine.
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Lisa Nirell helps successful services leaders and entrepreneurs who want to
increase their company value and overcome the struggle of working with
unprofitable clients.

Through her research, 24 years of experience, strategy workshops, and highly
interactive learning programs, Lisa helped clients secure $83M in new business
within just two years.

Lisa has designed over 90 multimedia programs around the results of a one-year
study of high performing business owners, and from exclusive interviews with
leaders such as Dr. Stephen Covey, Marshall Goldsmith, and Guy Kawasaki.

Nirell was the first global account manager in Siebel Systems' (now Oracle's)
history to lead, design and implement a formal account strategy for Microsoft
Corporation. Within two years, revenues grew from $2M to $11M.

Lisa is also the author of the upcoming book, “EnergizeGrowth NOW: The
Marketing Guide to Building a Wealthy Company and a Healthy Life.” She is an
award winning business columnist for several magazines--including The San
Diego Transcript, Vistage (formerly TEC International), AFSMI's SBusiness Journal,
Women in Technology, and Renaissance Executive Forums.

Today Lisa helps entrepreneurial companies implement her acclaimed
EnergizeGrowth (TM) marketing and planning programs. She is also a licensed Action
Plan Marketing consultant.

Lisa practices the EnergizeGrowth principles by staying committed to lifelong
learning, open water swimming, biking, and yoga. These—and her husband,
Magnus--are her sources of inspiration.
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Association for Services Management International (AFSMI)
Carlsbad (CA) Chamber of Commerce

North Seattle Chamber of Commerce

Bend (OR) Chamber of Commerce

ExcellCEO, Portland OR

ExcellCEO, Spokane WA

Institute for Management Consultants (IMC)
Jeld-Wen Development Inc.

Leadership Bend (OR)

North Seattle Network

OppenheimerFunds

Vistage International (formerly TEC International)
TEC International (Florida)

Redmond (OR) Executive Association
Renaissance Executive Forums, Los Angeles CA
Renaissance Executive Forums, San Diego CA
Renaissance Executive Forums, Phoenix AZ
Seattle “Small Business Report” Radio Show
Siebel Systems Inc. (now ORACLE)

Southland Equities Mortgage Corporation

WA Society of Association Executives

Women in Technology International (WITI)



