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Business Development Program Schedule 

March 2013 to June 2013

Bookkeeping 101 (2 days) – April 9 & 10, 2013 


Barrier Busters – Cheryl Fast – 4:30 to 7:30 

1.  Networking – Making Connections that Matter – May 22, 2013
     Thinking about networking can be anxiety producing. How can you eliminate some of the scarier 
     parts and make the effort pay off for your business results. How do you prepare? This workshop 
     looks at points of connection and conversation openers. Take it further by focusing on what you
     learn from your connections that will help you reconnect in positive and welcomed ways.  

· What is networking?
· How can you increase the return on your investment of time?

· Making decisions BEFORE the event

· Connecting well DURING the event

· Following up AFTER the event

· Organizing business cards

2.  Relationship Building – Bridging the connection from Contact to Customer – June 19, 2013 
     Most sales are not made instantly from first contacts.  They come after a number of points of 
     contact that establish the foundations for a long term customer relationship.  The potential 
     customer needs to like you, trust you and find you easy to communicate with before they really 
     evaluate your product or service offering.  Do they want to do business with you?  This workshop
     is about building positive relationships and what contributes to that outcome.
· Techniques and channels for reconnecting

· Common fears at this stage

· The tree elements of relationship building – Likeability, Credibility and Rapport
3.  Selling it Right – The Proven Process that will unlock the Sale – July 22, 2013
     
The way that our customers buy is based firstly on the strength of the starting point of the                                         relationship we have built so far.  It is easy to find out what their problem is and how we can        solve it when there is trust, credibility and rapport established.  Although all customers are unique as people, they all have a series of steps that they go through before making a decision.  Understanding this process is like knowing the combination to a lock.  You will find it easier to unlock the sale if you follow the process and provide what your potential customer needs in the same order they move through their decision making.  
· Starting at the RIGHT PLACE

· Discovering the RIGHT NEEDS

· Presenting the RIGHT EVIDENCE to meet their needs

· Dealing with objections in the RIGHT WAY

· Closing the Sale RIGHT ON!

Contract Writing Workshop – Cheryl Fast – 9:00 am to 12 noon – April 16, 2013 
Keeping it Clear – Contracts, Service Agreements, Proposals and Quotes 

Your reputation in business depends on meeting your customer’s expectations. Success starts with a clear understanding of what will be delivered and the responsibilities for everyone involved. What questions do you need to ask and how do you turn your meeting into a written agreement that will help you meet and exceed your service goals?
A clear contract does not necessarily mean a profitable one.  How do you proceed with the contract negotiation and ensure that it is a WIN-WIN outcome for you and your customer.  What do you need to consider in determining the exchange of service for money?  This workshop will look at managing the contracts that will give you long term, mutually beneficial customer relationships. 
· The benefits of the written agreement
· Considerations
· Deposits, Retainers and Invoices

· Responding to formal bids and requests for proposals

· Creating templates for contracts

Financial Management I – Judy Lloyd – July 18, 2013 – 9:00 am to 12 noon
Using your financial information to make better operational decisions

Program Objective: Give the participant an easy guide for checking the validity of monthly financial reports and basic tools to analyze the information.

· Preparing your monthly reports

· Using your monthly financial statements

· Tools for Analysis of Operations

Financial Management II – Judy Lloyd – September 5, 2013 – 9:00 am to 12 noon
Using your financial information to make better strategic and investment decisions

Program Objective:  Give the participant analysis tools and strategies to make decisions for future direction of the business.  

· Annual Financial Statements

· Using Financial Statements for Operational Decisions

· Using Financial Statements for Succession Planning

· Tools for Analysis of Investments

Management Strategy – Cheryl Fast – 9:00 am to 12 noon – November 19, 2013
Are you working on Your “Big Picture”?
One of the most expressed reasons for going into business on your own is to have more freedom 
with your time. Why is it that most entrepreneurs then become a slave to the “doing” of their business venture? How do you free yourself from the repetitive, time consuming tasks that threaten to overwhelm your vision? Do you find yourself recreating the wheel with each new sale? Is everything about your business in your head? How do you build value in your company if you are your business?  
This workshop will enable you to assess your Big Picture objectives and the real life progress toward them.  You will look at time management from the perspective of Return on Investment and develop strategies to move you towards what is most important to you.
· Assessing your current operation plan and time management

· Analyzing your time

· Typical struggles for the entrepreneur

· Systemizing your operations so you can work “on” your business

· Technology – a help or a hindrance

· What gets measured – analyzing sales results

Marketing – Robbie Westgard – 9:00 am to 12 Noon

1.   Supersizing Your Sales – May 7, 2013
· Increase your client database and work more effectively with existing customers

· Understanding the sales process - opportunities to up sell and refer for future sales

· Asking for the sale – effective closing techniques

· After sales client care and strategic customer management tips

· Create a powerful referral system and strengthen and expand your network

· Develop and fully utilize your strategic alliances

· Realistic sales plan creation to hit your goals and exceed them


2.   Maximize Your Marketing Budget – July 9, 2013
· Create a client service or product program that you can guide your clients through

· How to form alliances and create winning partnerships

· Using and understanding personality typing to sell to your customers

· When is the right time to outsource

· Planning the big picture for your business

Website Development for Small Business – Todd Avison – TBA – 9:00 am to 12 noon
Internet marketing is an essential component of your marketing mix and having a strong website is the core of any online marketing strategy. With this course you will learn the basics of how to get started, how to plan a website that serves your businesses needs and meets the demands of your target market.
· Choosing the right domain name (or names)

· Hosting: What is it? How do I get the most for my money?

· Protecting your intellectual property online.

· Website planning: from a small operation to a larger web strategy. Learn how to be prepared.

· For the Do-It-Yourself: DIY Website Options. 

· SEO: What is it and how do I get high rankings on Google?

· Information on how to optimize your site for Mobile Phones and Tablets. 


HR – Shawnee Love – TBA
1. Preparing to Grow Your Business 
· Professional Leadership Skills

· Personal Leadership Skills

· What to look for in 1st hires

· Employee Vs. Contractor

2.  People Management for Small Business – TBA
· Employment Laws

· Hiring Activities & Tools

· Compensation & Retention

· Managing Performance and Employee Relations
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