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of subject matter expertise. Since you are investing in these
relationships they are building, consider a non-compete
agreement. It can take years for these relationships to pay oft
— and in the meantime you are paying them to build the
relationships.

Compensation

We all know that relationships take some time to develop, so
I would offer a higher base and lower commission for one
year, adjusting it over three years to at least 50/50. 1 would be
clear with my new hire about a large part of the job being on
commission and I would be generous with what constitutes
a new sale. Being territorial with your own contacts does
not support their success or the firm’s in this competitive
environment and it will not keep them loyal to you.

There is one warning: You will probably start with a fairly
generous commission system and if you get a good business
development person, he or she may far exceed what you
expect and possibly take home a paycheck larger than yours.
This is not the time to adjust their commission structure, but
a time to chant “abundance, abundance, they are making me
so much money!”

My father, who is one of my best business mentors, once
had a sales team raking in the money, as much or more than
he was making at the time. He readjusted their commission
structure down. They all left soon after even though they were
still making a lot of money. No good salesperson handles this
well. They like you to set the goals and then compensate them
accordingly for meeting or exceeding them.

Evaluation

It may take as much as three years for a professional service
sales pipeline to develop. However, it is hard on the firm to
support a person who will not work out for three whole years.
In accounting, we look for the sales person to bring in at least
five times their cost by the end of year three.

In the first three months I would look for someone who is
avidly learning about the field, asking questions and developing
strong relationships in the firm. By month six, I would like
them to introduce leadership to a few new people and go out
on several (5+) appointments per week, attend tradeshows and
professional association meetings. For the first year I would
measure more on efforts than results. I would ask them each
Friday how many calls they made, about the meetings they
attended and progress they made.

One thing I have seen weak business development people do is
make a million excuses about what they need from the firm to
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accomplish great things. They need this miracle database and a
sharp assistant and this software, ad nauseum.While professional
tools leverage scarce time, good business development people
work on their tools and contacts at the same time.They can do
the job while they build the infrastructure.

I would also be careful of people who are very eager to take
on internal projects like marketing or HR. These people
should be more focused outside the firm. If you do not have
a marketing person, hire one or hire a marketing firm to get
the necessary support done. Keep their eyes on the new client
prize.

For most of us, hiring someone who is focused solely on sales
is a brave new world. We are going to make some mistakes.
Consider it a collaboration in the short term. Give this person
as much information as possible, include him or her in client
meetings and provide updates on firm goals.

Trust your instincts. While very few will bring in a huge new
client in the first six months, pay close attention to what they
are doing and how you respond to them. The only way to
build up a base of knowledge about the brave new world of
professional business development is to take the plunge.

2008 FALL CONFERENCE:

OCTOBER 21, 2008

We all know the power of relationships. What will your referral
network look like in three to five years? Now is the time to
meet the people who will become your referral sources and
have fun doing it!

Join us for the Fall 2008 Power Up! Conference — PowerUp!
the Pack — where we’ll focus on creating and leveraging
relationships.

The next Power Up! Conference is on: Tuesday, October 21,
2008.To learn more about the conference or to sign up, go to
www.ingenuitymarketing.com and click on “Power Up!”

Building your power base
before you are 35
is all about who you know.




Congratulations

to Kathy Zappa
who married Jeff
Dennis on August
22. In the photo,
Kathy and Jeff —
oh so happy.

Tngenuity s Phote Citbum

The only thing
constant in life
is change. At
Ingenuity, we
embrace it.

Our team at
Wendy’s house
celebrating Baby
Adam. Each row:
Sara, Wendy,
Rachel, Dawn,
Christine, Liz,
Katie, Kristin,
Amy and Kathy.

1st Ingenuity Baby! Adam Owen Newton was
born on August 21 at 10:02pm; 7 lbs. 70z.,
20 inches long. Congratulations to Amy and her
husband Corky. In the photo, Amy and Adam
— what a beautiful pair!

Its All About Who You Know.™

Stop by Fou ttappy tHowe

Check out the hot spot for “happy hour” online. The Power
Up! Blog (the PUB) is a great venue for opinions, debate and
life-changing insight. Some of our recent posts include:

* A Blackberry Ate My Husband
* Asking for Help

* The Brand of You Part II

* When Marketing Tells the Truth

The PUB serves young professionals who want useful
information on how to become dynamic and successful. If you
— or anyone in your firm — fits our 35 and younger clientele
description, check out the PUB at www.powerupblog.com.
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