
Top 10 Client Acquisition Strategies
Without the Phone 



Huh?
SEVEN 

What happened in the last three years? 



The Top 10

Client Acquisition Strategies  

1. Attitude is Everything    
2. Unique Value Proposition 
3. Create delighted Clients & Customers
4. Business Networking
5. Joining Groups & Associations 
6. Win Clients from the Podium 
7. Social Networking 
8. Innovative Marketing  
9. Get Published  
10.Lead a Seminar 



#1: Attitude is Everything  

 95% of Sales are won/lost before 
you do anything

 Sales is an Inside Game

 Who you are being is as important 
as what you’re doing

 Success comes to those who focus 
on success….of their clients



Eliminate Negative Attitudes 

 Clean out your past losses, 
mistakes, errors

 Eliminate limiting beliefs 

 Overcome set points 

 Don’t listen to negativity

 Stop getting hypnotized by CNN, 
NBC,CBS, ABC and the merchants 
of doom and gloom 



Start Attracting 

 Use the Law of Attraction

 Thoughts become Reality

⚫ Be Very Clear and 
Concise! 

 You get what you Resist

⚫ So don’t resist Failure 

 Become a MAGNET for  
new Clients or Employers



Reprogram for Success 

 Visualize how you can make 
OTHERS more successful 

 Ask yourself “How will my product 
or service” add value to them?

 Think about “If they Hire me, what 
positive results would they 
achieve?”





FBV Chart 
Feature
We Have

Benefit
It Will

Value
Which Means

Gets 45 MP Goes 500 miles 

on tank of gas

Save $2000/year 

on cost of Gas



 Value

⚫ Individualized characteristics

⚫ Recognized improvement from a 
product or service

⚫ 3 Types of Value

 Intangible (not quantified)

 Tangible (a number)

 Concrete (a dollar amount )

⚫ Answers question “Which Means”

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&docid=cCnTjhWkkbEmsM&tbnid=balt9cl7dYm9rM:&ved=0CAUQjRw&url=http://blog.logmein.com/tag/perceived-value&ei=LZ1yU4ykHo2hogS0uYLgBw&bvm=bv.66699033,d.cGU&psig=AFQjCNEd0kyFruefjwkmu-4brVtmq7z1rg&ust=1400106579636997


#2:Unique Value Proposition

1. Who you Are, Where you Work

2. What do you do and what value do 
you bring to the table?

3. What’s important (unique) about 
that and WIFT

4. Your typical customer

5. Why Companies hire you/do 
business with you

Simple, Short and Memorable



Connect the Dots 

Their Problems 

 Concerns

 Worries

 Issues

 Their “Ruin” 

Your Solution 

 Your Unique Value 
Proposition
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#3: Create Delighted Clients 

 How are you helping 
your customers become
more successful?  

 80% of new clients come from 
existing Client Referrals! 

 What’s your Client Retention & 
Satisfaction Strategy?



Client Retention Strategies 

 Provide Services & Help

 Give WARM Referrals and Introductions

 Become the “Godfather”

 Newsletters, Blogs, Websites, Rewards 
programs

 Create a Community of Interest

 Special “Members Only” offers

 Stay CONNECTED and ADD VALUE



Plan for New Business 

 Where’s the NEW 20% coming 
from?

 The Plan should include:

⚫ Key Demographics

⚫ Industries

⚫ Occupations

⚫ Income, Gender, Age 

⚫ Groups & Associations



Find your YES Crowd  

 Your Ideal Clients are 
already  at YES

 Market Map by 
Territory and Industry 

 Region, or Clusters of Opportunity

 Work with Marketing and PR to 
precisely target campaigns



Let your YES Crowd Find You

 Stop PUSHING them away with:

⚫ Confusing Messages

⚫ Negative Behavior

⚫ Invalidation

⚫ Failure to Listen

⚫ Failure to acknowledge their ideas

⚫ Lack of Understanding



#4:Business Networking 



Networking Defined 

 The Exchange of ideas, information, 
and resources in an organized way 
for mutual benefit.

 To be effective, it must be 
purposeful

 Becoming known by those who 
count

 Finding People who are in the 
correct  sphere of Influence.



Research! 

 Google “Name”

 Check company website

 Corporate bios

 Search LinkedIn

 Talk to people who work for them

 Talk to Marketing/Sales

 911 calls within your company

 Who knows…..



Where do People Connect? 

 Networking Events like IMC

 Socially (Golf Course, Tennis etc)

 Association Meetings 

 Whenever you meet anyone



Rules of the Road

 Carry Business Cards at all times
 Meet 3 new people every day
 Remember and use Names 
 Be Memorable
 Demonstrate VALUE  
 Be a Resource, not a Vendor  



Use a Relationship Management 

System

 Purposeful Relationship Building
⚫ Example: ProVisors, Renaissance, 

Leadership Forums    

 Use Categories to sort Contacts  

 Focus on KEY individuals:
⚫ You trust and respect

⚫ Correct industry/market segment

 Develop a solid core of Referral 
Partners 



#5: Join Groups & Associations 

 Research your YES Crowd…

⚫ Their groups & associations
⚫ Their charities & Clubs 
⚫ Their favorite sporting activity/teams
⚫ Their Religious Affiliation
⚫ Their college/alumni association
⚫ Boards of Directors they are on
⚫ Trade/Industry Organizations



Take a Leadership Role 

 Leaders are Visible

 Leaders add Value

 Leaders help Others 

 Leaders command Respect

 Leaders get HIRED



# 6: Win Clients from the Podium 

 Develop Presentation
Skills 

 Deliver Great Value

 Demonstrate Expertise

 Detail your Offer 

 Do the Follow Up  



Professional Speaking Skills 

 Toastmasters International

 www.toastmasters.org

 Dale Carnegie

 National Speaker’s Association

⚫ http://www.nsaspeaker.org/

 Local Speakers Groups (apprentice 
programs) 

http://www.toastmasters.org/
http://www.nsaspeaker.org/


Who is Your Audience?

 One-to-One

 Small Groups(3-4)

 Small Audience 
(10-25)

 Seminar/Workshop

 Convention

 Business Owners

 Industry Groups

 Networking Group

 Professional Group

 Religious Groups

 Board of Directors

 Higher Education

 Government

 ?????????



#7: Social Networking 

 Electronic “Networking”

 Must Match your Target
Market 

⚫ LinkedIn for Business 

⚫ Facebook/Twitter mostly Personal 

⚫ YouTube mainly corporate video 

 Match your brand to YES crowd 

 It’s all about Building Connections

http://www.linkedin.com/in/patrickmcclure
http://www.facebook.com/cotopat
http://www.youtube.com/watch?v=Dn2uD_w50X8








#8:Innovative Marketing 

 Refresh your Website/LinkedIn

 Ensure SEO is working

 Internet Ad Campaigns

 LinkedIn Selling Tools 

 Videos Tell your Story 

 “Low Tech” Hand-addressed cards 

 Mail eye-catching “gifts” or books



Get Help ! 

 Have someone else call on your 
behalf (Executive Assistant)

 Inside Sales Team

 Enhance Customer Support 

 Appointment Setters 

 Targeted Marketing Campaigns

 Telemarketing Firm or in-house



Hire a PR Firm  

 Make sure they work with your 
target market

 Must be young, relevant, connected

 Social media expertise

 Experienced in Print, Radio, TV,         
Web Broadcast, YouTube 



#9: Get Published

 Submit articles on your Expertise

⚫ Ezine, UPublish,Amazines etc.

⚫ Leadership Excellence 

 OC Register Blog, OCBJ, LA Times

 Your Association Newsletters

 LinkedIn Posting

 YouTube (Video)

 Publish a Book (or 2)  



Prove your Expertise

 Publish articles, white papers, 
newsletters and books

 Comment on Industry Blogs

 “Join” company groups in your 
target markets

 Sponsor events

 Boards of Directors







#10:  Lead a Seminar 



Seminar Tips 

 Small Audience/Target Market

⚫ Lunch ‘n Learn

⚫ Webinar/Conference Call

⚫ Groups & Associations

 Deliver Value

 Capture Contacts

 Call to Action

 Follow Up 



The Professional Seminar 

 Highly-focused target market

 Individualized invitations, high 
touch, glossy handouts

 First-class restaurant

 Quality speaker, compelling topic

 “Sponsored by”

 High close ratio & qualified leads



The Top 10

Client Acquisition Strategies  

1. Inspired Selling   
2. Unique Value Proposition 
3. Create delighted Clients & Customers
4. Business Networking
5. Joining Groups & Associations 
6. Win Clients from the Podium 
7. Social Networking 
8. Innovative Marketing  
9. Get Published  
10.Lead a Seminar 



Gifts  

 Download from 
www.connexiagroup.com

⚫ “You can’t win the game without 
Cheerleaders”  

⚫ “Precision Selling:  The Missing First 
Step.” (articles section) 

 Take Sales Diagnostics test on 
www.connexiagroup.com/blog/

 Sign up for monthly newsletters

http://www.connexiagroup.com/
http://www.connexiagroup.com/blog/index.php/sales-performance-diagnostics/


“Do not let what you cannot do interfere 
with what you can do.”

John 
Wooden 



To Your Success!

Patrick McClure

patrick@connexiagroup.com

Office:(949) 858-0755

Cell: (949) 683-7144

www.connexiagroupcom

Author of
“Precision Selling: 21 Winning Strategies to 

Achieve Peak Performance,” and “Find Lost Revenue:

Uncover Hidden Causes to Common Sales & Marketing Problems.” 

http://www.connexiagroupcom/

