THE RELATIONSHIP PLANS
THE ELEMENTS OF
PLAN FOR FINDING, SCREENING, COMPLETION OF SALE

Mission

Level of commitment

What Do You Want?  And how tell when you get it?

     The criteria

     Level  of relationship 

     The indicators
Idea generation

Product.

     Characteristics, including drawbacks or weaknesses

     Differentiation, desirability  

     Enhancement, addition of "accessories"

     Product availability

     Product pricing, financial aspects 

The Market

     Characteristics

           Understand the market?

     What is wanted, what is not wanted/feared/detracts

     Level of effort and commitment

The Marketing Plan

     Where are they

     How to reach

           Networking

           Direct marketing

     Adequate marketing pitch

The Sales Plan

     Sales pitch perfected, complete 
Client relations and retention
Resources 

     Allies 

     Models, case studies 

     Consulting

     Finding/marketing

     Screeners

     Materials, learning, facilitating, etc.

LONG TERM CLIENT MAINTENANCE PLAN 
RELATIONSHIP BUSINESS PROFITABILITY PLAN

      Profitability of activities

      Maintenance of activities

      Product performance and customer satisfaction

      Client satisfaction surveys, suggestions

      Continuing education program

      Performance accountability

           Measurement of profit 

      Individual plans for each of the partners/participants/shareholders
TESTING, REVIEW OF THE PLANS

Are the plans:
____ Realistic

____ Achievable

____ Specific enough

____ Complete enough, all steps and materials and resources
Is the objective important enough to put in lots of effort in planning and proper execution?

         ____ Yes; ____ No;  ____ Maybe 

____ Reviewed by others 

Considered putting in all the key elements, such as in THE STEPS TO SUCCESSFULLY ACHIEVING A RESULT - IN DETAIL.
  
� See � HYPERLINK "http://www.thelifemanagementalliance.com" �www.thelifemanagementalliance.com�, as part of the “generation” steps under the Success section:  � HYPERLINK "http://www.thelifemanagementalliance.com/LifeMgmt/DecisionMaking/BrainStorming.doc" �BRAINSTORMING�. 


� Under � HYPERLINK "http://www.thelifemanagementalliance.com" �www.thelifemanagementalliance.com�, Success.
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