From drafting the proposal to snagging repeat business,
this 3-book Marketing Powerhouse Series
IS your practical hands-on guide to success!

Grow your consulting practice with the

Marketing Powerhouse Series
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How to Sell New Business And Expand Existing Business

In just a few minutes a day, you’ll learn to:

« Define your value proposition and learn how to sell it

« |dentify the buyer and overcome the four major sales objections
« Speed the velocity of the sale from initial lead to signed proposal
 Demand - and get — what you’re worth

« Turn random customers into a profitable client base

Includes CD-ROM* of sales role-playing and pitch analysis

How To Market, Establish A Brand, And Sell Professional Services

A comprehensive, quick-reading book that will
show you how to:

« Use print media effectively, from press releases to ads, articles to
interviews, passive listings and more

« Get the most out of networking opportunities, speaking engagements,
referrals, trade associations, third-party endorsements, and pro bono work

« Design and build a Killer Web site and put electronic media to work for you
« Create newsletters and brochures that spark inquiries

Includes CD-ROM* of the author’s marketing seminar for consultants

How To Write A Proposal That’s Accepted Every Time

In this practical guide you’ll learn how to:
» Effectively convey the value of the project
« Frame your intervention in terms of outcome rather than cost

» Establish boundaries and avoid “scope creep” — the tendency of
projects to expand beyond the original proposal

« Avoid gatekeepers and deal only with the economic buyer
(the person who causes checks to be signed)

Includes CD-ROM* with sample proposals across a variety of service offerings

* CD requirements: Windows @



“Informative — helpful in bringing practical, hands-on perspective Written by
to consulting. Highly recommended for anyone considering Ph.D.. “The Consultant’s
entry or already practicing in consulting.” .C(;nsultant”l

— K. Jamie, The Kingsley Group

“Great story teller to support the theory and practice of consulting. Alan Weiss, Ph.D., has

Unique ideas that are practical and immediately useful” been a consultant for

— Alisan Heller, president, Insite PT more than 25 years. His

Vintage Alan Weiss at his scintillating best! You could
invest in 50 books on “how to sell” and receive just
a handful of the practical, time-tested and proven
methods that are jampacked in this easy to use
handbook. The text alone is a bargain, but the CD-ROM
makes it indispensable for any professional who has to
influence clients.

— Jack R. Snader, CMC, CEO, Systems Consulting

It’s been a long time since | devoured a self-help book,
but your words resonated with me because you are
brilliant. Thanks for a great read — and for an even
bigger wake-up call. I’'ve spent the day reformatting my
marketing materials, rewriting my web site, developing
new coaching/consulting programs and creating a new
way to be inspired by my work.”

— Jennifer White, president, The JWC Group

I have had [Alan’s] new proposal book for 10 days. With the
book’s solid assistance | have submitted three proposals.
One bid to an owner who needs to sell his business... the
other two prospects need business improvement. | have
just received confirmation that the two biz improvement
companies are going to engage my services. One of the
above two owners volunteered that the proposal was one
of the best he had ever seen and asked me to help him
with his proposal packaging because it was “obvious that
I knew how to write well enough to close a sale!”

— Gene

firm, Summit Consulting
Group, Inc., has worked with
clients that include Merck,
Hewlett-Packard, GE, Mercedes-
Benz, State Street Bank,
Coldwell Banker and over 100
similar organizations around
the world. His “real-world”
seminars are sell-out favorites
with consultants everywhere.
He is the author of the best-
selling Million Dollar Consulting
as well as eight other books,

and over 400 articles.

Now Alan has brought his
practical experience and
straight-ahead consulting style
to you in this important

series of how-to guides for
independent professionals and
small consulting firms. Use the
Order Form on back page to
get these expert books (each
with a CD) on your desk
without risk and open

up new worlds of opportunity

for your business!



Also check out Alan
Weiss’ monthly newsletter:

What's Working

About Kennedy Information

Since 1970, Kennedy Information has been the leading information source on management
consulting. Described by Fortune magazine as “authoritative” and regularly quoted by
The Wall Street Journal, The Financial Times of London, CNN and other major media

outlets, Kennedy Information’s editors and analysts are the world’s foremost experts on the
consulting industry. Publications and events include ConsultingCentral.com, Consultants IN CONSULTING 1 H
News, Global IT Consulting Report, What’s Working in Consulting, Management = == In Consu Itl ng

Consultant International, e-Services Report, Consulting Magazine, plus in-depth pro-
prietary research reports and annual conferences on critical topics in the management
consulting industry. Kennedy Information is an independent unit of The Bureau of
National Affairs, Inc., since 1929 the nation’s leading provider of specialized financial and
regulartory news and information for professionals in business. The company is based in
New Hampshire with bureaus in New York, Los Angeles, Washington D.C. and London.

Marketing Powerhouse Series

Mail-Back/Fax-Back Order Form

0 YES! Send the Marketing Powerhouse Series by Alan Weiss for $399 —

| save $48 off regular prices.

[1 Send How To Sell New Business And Expand Existing Business,
Book + CD-ROM for $149

[1 Send How To Market, Establish A Brand, And Sell Professional
Services, Book + CD-ROM for $149

[1 Send How To Write A Proposal That’s Accepted Every Time,
Book + CD-ROM for $149

[ Also begin my no-risk new subscription to What’s Working in Consulting

at the special rate of $147 (I save $50 off the regular rate of $197)

Subtotal $
* Shipping charge on books only.
. . *
Shlpplng $& For orders outside the US, call 603-924-0900 ext. 622
or send e-mail to bookstore@kennedyinfo.com.
Total $

[] Check enclosed (payable to Kennedy Information)

Bill my 0O MasterCard [0 Visa O Amex

Card # Expire Date

Name Title

Signature

Company

Address

City State Zip——

Phone

Fax

E-mail

Four Easy Ways to Order

Phone: 800-531-0007 E-mail: bookstore@kennedyinfo.com
603-924-1006

Fax:  603-024-4460 Mail:  Kennedy Information

One Phoenix Mill Lane, 5th FI.
Peterborough, NH 03458 USA

Visit Our Web Site at www.ConsultingCentral.com

Published by: # KENNEDY INFORMATION

Strategies and tactics,

tips and techniques

for effective practice
management.

Finally, a consulting resource that
understands your workstyle and
your lifestyle, that supports your
freedom and independence and
helps you find your own way of
doing things — only better! It’s
What’s Working in Consulting —
the most practical, expert,
hands-on newsletter available on
improving your consulting skills
and managing your practice!

Looking for more successful
marketing techniques? Want to
write bullet-proof proposals?
Like to spend less time selling
and increase billings on every
project? Want to beat the big
guys to the business, stay on
top of today’s cutting-edge
technologies, eliminate dead-
beat clients and improve your
presentation skills? You’ll address
all that and more each month in
What’s Working in Consulting.

Enter a no-risk subscription now
at the Charter Rate of just $147
for 12 monthly issues. You’ll save
$50 off the regular rate, and your
subscription is 100% guaranteed
by Kennedy Information: cancel
at any time, for any reason, and
you’ll receive a prompt refund of
the full amount you paid, no
matter how many issues you’ve
received. Just check the box on
the Order Form at left.



