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Partners in Rainmaking™ 
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What is Partners in Rainmaking™What is Partners in Rainmaking™What is Partners in Rainmaking™What is Partners in Rainmaking™    (PIR)? (PIR)? (PIR)? (PIR)?     
It’s a one-of-a kind, three month program designed specifically to build on the power of two 
colleagues working together to escalate rainmaking learning, action and results. PIR is practical and 
results-focused. No one changes who they are--- rat her, they use the best of who they can be as 
rainmakers, and their accountability to one another , to bring in more profitable clients that they’re 
uniquely qualified to serve.  
    
Who are greWho are greWho are greWho are great PIR participants? at PIR participants? at PIR participants? at PIR participants?     
Leaders in a firm/company (partners/about-to-be-par tners) who should be generating significant new 
revenue annually and who are willing to participate  in learning, practicing and being coached through 
a practical business development system that builds  on their strengths.  
 
What outcomes can we expect?What outcomes can we expect?What outcomes can we expect?What outcomes can we expect?    
More competent, confident business developers who h ave been coached through a revenue 
generating system guaranteed to work. They will hav e a structured approach for referrals, a well 
researched list of potential prospects, a business development strategy and a 100 day action plan.  
(See back for more examples of outcomes).    
 
What’s included in PIR? What’s included in PIR? What’s included in PIR? What’s included in PIR?     

1. An initial one-hour private coaching session with e ach set of accountability partners that 
identifies their individual needs and interests, an d helps them be more prepared to start 
working within the larger group. 

2. Five 3½ hour learning sessions, each with reading and homework. Partners will work together 
through these sessions and on the homework assignme nts.  

3. Two 1 hour group coaching sessions by phone. 
4. An in-person 1 hour private coaching session with e ach individual, designed to review their 

written plans and establish accountability benchmar ks. 
5. An option to earn a bonus 1 hour private coaching s ession by turning in all assigned 

homework. 
 
Why What Matters?Why What Matters?Why What Matters?Why What Matters?    
For the last 20 years, our mantra has been, “Call us, when you want growth”. Founded by Betsy 
Buckley, the former Chief Global Growth Officer of a world-wide PR firm, What Matters exists to help 
professional services firms grow more profitable re venues and more positive reputations. We’ve 
developed proprietary systems that teach and coach individuals and partner-teams to use their own 
strengths to bring in new business.  Our clients develop the confidence, competence and comfort they 
need to be as successful in getting business as the y are in serving their clients, often leading to 
double digit or more revenue growth. 
 

(more info on back) 
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At the end of the program participants will (partiAt the end of the program participants will (partiAt the end of the program participants will (partiAt the end of the program participants will (partia l list):al list):al list):al list):    
����

�  Be aware of their own and their partner’s current a ttitudes about business development, their 
own resistance (if any) towards it, and the strengt hs that they bring to the table in being 
successful at it.  

 
�  Understand the purpose and components o f an Identity Benefit Statement (IBS) and 

created their own.    
 

�  Be able to describe their ideal client in terms of demographics and psychographics, and give 
specific examples. 

 
�  Understand the importance of naming their revenue g oal and how to go  about setting it. 
 
�  Be focused on the  EveryDayRain™ revenue funnel; understand the process and how to move 

prospects through the funnel. 
 

�  Understand the importance of knowing about prospect s; what to know and how to research. 
 

�  Know what they can do to be known by prospects and come to a deci sion about which “be 
known” tactics will likely be most successful for t hem to attract, qualify and cultivate new 
ideal clients. 

 
�  Know about the Centers of Influence (COI) and Ambassador systems; what’s the difference, 

why use them, referrals vs. introduct ions, characteristics of a good Ambassador, how to ask, 
how to prepare them, how to keep a positive relatio nship going.  

 
�  Have developed a Business Development Plan and a 100 Day Action Plan.

 
�  Know how to get a meeting by calling  or writing and will have done some role

 
�  Be able to design questions that count by drawing o ut the information you really need; buying 

vs. selling conversations, when a stall is really a question.   
 

�  Proposal or presentation; when to do what, how to p ut it all together 

 
PRICING for Q2, 2010 
For a team of two professionals from a firm/company : $3998.00. Early bird registration
 
(That’s top-notch training & coaching for less than $100/hour. As a comparison, 1:1 coaching rates 
would be at least triple that. A nd, as we say, our work is not only guaranteed, but  worth every penny!)
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