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2 The Three Paths to Profit 

1 Positioning Consulting Firms 

3 The Five Rules of Pricing for Profit 

4 Finding Your Optimal Position 

5 Identifying Your Clients-to-Be 

6 How People Buy Consulting 

7 The Six Stages of the Buying Process 

8 Qualifying Potential Clients 

9 The Nine Methods of Inspiring Change 

10 Turning Methods Into Tools 

11 Qualifying by Email 

12 Calling With Integrity 

13 Overcoming Objections 

14 Inspiring Others to Commit 

15 Staffing, Tracking & Reporting 
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