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Rainmaker’s Areas of Focuse e

Relationships
First

Strategy & Interaction

Rainmakers

Strategy &
Marketing

Interaction
Skills

Copyright 2011 Peer to Peer Advisors, Inc.  All rights reserved.  
Reproduction prohibited without express permission.



Rainmakers Salespeople

Collaborate Sell

Warm Introductions & 
Relationships

Networking

Elite Crowded Field

Who What

S SSolutions Solutions they sell

Passion Capability

Being a Rainmaker is all about 
Generosity, Trust & Relationships
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Field and Energy

Energy Focused on NOW
Feel “seen as right”

Available

Safekeeping
Anxious
Feel Wrong
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“There is a universal drive for meaningfulness.  
Safety is freedom from any threat to meaningfulness.” George Prince



Defining RelationshipsDefining Relationships

FearsFears

Vulnerabilities

Challenges

Passions

A   

Interests
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A hierarchy of intimacy



Relationship CharacteristicsRelationship Characteristics

Trust

Authenticity Generosity

RelationshipsRelationships

Vulnerability Anxiety
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The Trust FormulaThe Trust Formula

Experience + 

Quality of Communicationf
Risk

Quality of Communication

Trust = f
Risk
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Business SolutionsBusiness Solutions

Marketing

People Sales

Generosity

Operations Finance
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Personal SolutionsPersonal Solutions

Careers

Spiritual Wellness

Generosity

Financial Children

Copyright 2011 Peer to Peer Advisors, Inc.  All rights reserved.  
Reproduction prohibited without express permission.



Do you know what I mean?
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Intent and EffectIntent and Effect

Effect
Intent
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The Discount Revenge CycleThe Discount Revenge Cycle

Revenge

Discount
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Ways We Discount Others

• Be authoritarian • Insist on precision always
T• Require obedience

• Shame
• Repress
• Mistreat/abuse

• Threaten
• React
• Let prejudice rule
• InterruptMistreat/abuse

• Lie
• Ignore
• Nag

B  

e u
• Be strict
• Be formal
• Use status symbols

Reinforce hierarchy• Boss around
• Perks
• Control
• Compete

• Reinforce hierarchy
• Give advice
• Make fun of 
• Discount

• Punish self & others
• You/they language
• Blame

• Dominate
• Reject
• Correct
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The Credit-Build CycleThe Credit Build Cycle

My idea Y idMy idea 
is...

Your idea 
makes me 

think...
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Ways We Connect 
with Others

• Responsibility for self • Listen
• Accept
• Tell truth w/out hurt
• Image along with
• Negotiate decisions

• Self-disclose
• “I” Language
• Acknowledge
• Tolerance• Negotiate decisions

• Help
• Use Empathy
• Collaborate

• Tolerance
• Appreciate
• Credit
• Build on

• Deal as equals
• Use approximate thinking
• Interact
• Casual

• Dialog
• Take Turns
• Cooperate
• Share• Casual

• Consult
• Share Laughter

• Share
• Be fair
• Paraphrase
• Guess & test

“Wh d lib t l d id t i t l
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“When you deliberately decide to appreciate people 
they – and you – are transformed.”  George Prince



Do you hear what 
I hear?I hear?
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Listening depends upon Listening depends upon 
Context and Mindset

• Listen to absorb/learn.

• Listen to judge & find flaws.

• Listen to problem-solve.
• Listen to understand/empathize.
• Listen to be compassionate• Listen to be compassionate.
• Listen to manage the situation (safekeep).
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Types of Questions 

Open Questions:  Useful for gathering information and 

Types of Questions 

Open Questions:  Useful for gathering information and 

opening the mind.

Closed Questions:  Useful for establishing facts, 
evaluation, and closure.

Leading Questions:  Useful for persuading to do 
something that you have judged useful, and should be 
used with care.

Limiting Questions: Useful for helping make up their 
mind.  Most useful when it is their options they are 
deciding, not ours.

Prompt Questions:  Useful for drawing out thinking 
and getting to the core of other’s thoughts and 
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feelings. 



Paraphrasing ParaphrasingParaphrasing

Powerful communications tool

Listen for and speak to the intentListen for and speak to the intent

Like entering someone’s Mind Map

 In your own words (not ‘parrot-phrase’)

“I hear you saying: .  Is that right?” I hear you saying: ______.  Is that right?
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What are some good times to What are some good times to 
paraphrase?

√ To let someone know they’re heard
√ When you need to know if you heard right
√ T h l l t ti√ To help calm strong emotion
√ To help someone sort out their thinking
√ To reframe a discount
√ When you’re stymied
√ Before proceeding to next step or final decision
√√ To restate a problem using “how to” language   
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“How to…” Language

 Transforms a concern into a question.

 S        Shows that the issue can be addressed.

 Especially useful when paraphrasing 
issues and problemsissues and problems

 Especially useful for speaking to the 
Intent you believe is behind an issueIntent you believe is behind an issue
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Monetizing Relationships 

Energizing Referrals
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The Rainmaker’s SecretsThe Rainmaker’s Secrets

1.  Focus -- Who

2   Time Management ROI2.  Time Management -- ROI
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Old School Transactional Selling

Suspect
Segment the market and 
turn suspects into 
prospectsProspect

Qualified

Needs Analysis

prospects

Qualify them and do a 
needs analysis

If timing is right, give them a 
proposal

Proposal

Close

proposal

Compete on features and 
price, and overcome 
objections to close
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Relationships -- Rainmakers

Existing Relationships

Stronger Relationships

Leverage relationships to 
know what works

Strengthen relationships Stronger Relationships

Aspirational Relationships

Effective Relationship
Management

Strengthen relationships 
with generosity & intimacy

Ask for help and connect 
with desired relationships

Systemize your relationship 

Business Opportunities
Systemize your relationship 
management

Be generous with solutions 
for your friends
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Who – Contact GroupsWho Contact Groups
Apply the 80 / 20 Rule

30 %

Current Clients

10 %

30 %

10 %
Past 
Clients

Specific
Account 
Personnel

20 %

15 %

15 %

Prospective
C

Industry
Influencers

Clients

Connectors
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Return on Time and Energy 

A Contacts – Decision Makers and Client Sponsors
• Your strongest relationships
• Interactions most often in person 
• A manageable number  e g  25 - 50A manageable number, e.g., 25 50

B Contacts – Key Influencers, Connectors and Prospective Clients
• Your most fluid relationships
• Interactions through multiple mediaInteractions through multiple media

C Contacts – Other Influencers, Connectors, and Prospects
• Your wide web of relationships
• Interactions most often electronicInteractions most often electronic
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Relationship Progression

Relationship Relationship

Meet Interests Challenges Vulnerabilities Fears

TTrust Trust
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The Door of Discovery 

Your Actions

The Door of Discovery 

Tell Sell Persuade Give Talk Coach

Your Actions

Tell Sell Persuade Give
Solution

Talk
Through
Possible 

Solutions

Coach

“His” Our My 

“UnHuh” “AHA”

Advice Pitch Rationale
“His”

Solution
Our

Solution
My 

Solution

Other Person’s Perception

Often causes defensiveness
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ReferralsReferrals
Referrals are proactive, not reactive

Begin with Who – Focus on the 20% that equal 80%

,

Have a Why – Solutions that Respect the Relationships
Between you and your relationship
Between your relationship and the clientBetween your relationship and the client

Make the How Easy
Here’s Who
He e’  t e WHere’s the Why
May I Use Your Name?
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Where to Begin

A Case of the 3’s in the next 30 days

3 existing clients who you want to develop further

3 key influencers who you want to develop further

3 prospects who you want to develop further

3 connectors who you want to develop Further
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Rainmakers Workshopp

June 13 & 14, 2011

8:30 am to 1:30 pm each day

East Hartford

htt // t d i / thttp://www.peertopeeradvisors.com/events
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