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The Fun BeginsThe Fun Begins

�� B.C. B.C. –– ““get the pictureget the picture””

�� The memorable impressionsThe memorable impressions

�� ReadyReady……or not or not -- locallocal

�� ReadyReady……or not or not -- statestate



Memorable ImpressionsMemorable Impressions

�� Be on timeBe on time

�� Dress appropriatelyDress appropriately

�� Use common senseUse common sense

�� No No ““hard sellshard sells””

�� Act professionallyAct professionally

�� Respect confidentialityRespect confidentiality

�� Personalize your presentation Personalize your presentation 



Memorable ImpressionsMemorable Impressions

�� Let the prospect tell their story.Let the prospect tell their story.

�� Make your presentation fit their Make your presentation fit their 

project drivers but cover the project drivers but cover the 

important points.important points.

�� Get the answers to their questions Get the answers to their questions 

before they leave.before they leave.

�� Conclude on time.Conclude on time.

�� Ask for their business.Ask for their business.



ReadyReady…… or Not or Not -- LocalLocal

�� Know, Know, reallyreally knowknow, your community.  , your community.  
Must be Must be totallytotally prepared to be prepared to be 
competitive. competitive. 

�� Someone Someone HASHAS researched your researched your 
community & state.community & state.

�� Leadership must be knowledgeable, Leadership must be knowledgeable, 
fully briefed and ready.fully briefed and ready.

�� Be prepared to answer ALL the Be prepared to answer ALL the 
questions questions –– yes, those too.yes, those too.

�� Be Be ““short noticeshort notice”” ready.ready.



ReadyReady……or Not or Not -- LocalLocal

�� Information Information –– get all you possibly get all you possibly 

can from the state project manager, can from the state project manager, 

consultant or prospect. consultant or prospect. 

�� What drives the project?What drives the project?

�� Anything new before arrival that Anything new before arrival that 

would help?would help?

�� Make sure the first visit isnMake sure the first visit isn’’t the last.t the last.



ReadyReady……or Not or Not -- LocalLocal

�� Know what youKnow what you’’re doing and tell re doing and tell 

them them –– quick orientation.quick orientation.

�� Know where youKnow where you’’re going and why!re going and why!

�� Stay on schedule but focus on what Stay on schedule but focus on what 

interests them, not your itinerary.interests them, not your itinerary.

�� Adapt quickly to their interests Adapt quickly to their interests –– ask ask 

appropriate but probing questions.  appropriate but probing questions.  

ListenListen to the answers.to the answers.



ReadyReady……or Not or Not -- StateState

�� Assumptions:  they have Assumptions:  they have ““googledgoogled””

you, you, ““google earthedgoogle earthed”” you, read the you, read the 

newspapers, researched the newspapers, researched the 

communities communities theythey think will best suit think will best suit 

the project and given you little time the project and given you little time 

to respond appropriately to the RFI.to respond appropriately to the RFI.

�� YouYou’’re the expert on your state re the expert on your state ––

make your case.make your case.



ReadyReady……or Not or Not -- StateState

�� Take charge but make the Take charge but make the 

company/consultant look good.company/consultant look good.

�� Review their requirements and make Review their requirements and make 

alternate community/site alternate community/site 

suggestions if necessary and ask suggestions if necessary and ask 

questions.questions.

�� .Share all you can with communities .Share all you can with communities 

–– itit’’s a partnership.s a partnership.

�� Develop a realistic itinerary.Develop a realistic itinerary.



ReadyReady……or Not or Not -- StateState

�� Determine the project drivers and Determine the project drivers and 

what role incentives may play.what role incentives may play.

�� Ask what they believe your Ask what they believe your 

challenges are for the project.challenges are for the project.

�� Follow up on any requests.Follow up on any requests.

�� Debrief the communities visited.Debrief the communities visited.

�� Visit the company or GovernorVisit the company or Governor’’s call.s call.



The Little ThingsThe Little Things

Attention to detail:Attention to detail:

�� If itIf it’’s Ford, dons Ford, don’’t pick them up in a t pick them up in a 

Tahoe.Tahoe.

�� If itIf it’’s Frito Lay, serve Pepsi. s Frito Lay, serve Pepsi. 

�� Understand the nuances of foreign Understand the nuances of foreign 

cultures and play to them.cultures and play to them.

�� DonDon’’t tell a Brit yout tell a Brit you’’re 250 miles re 250 miles 

from the port from the port –– their their countrycountry isnisn’’t t 

that big.that big.



More Little ThingsMore Little Things
Be creative:Be creative:

�� Waiters that speak the languageWaiters that speak the language

�� Hand deliver the RFP in a nice Hand deliver the RFP in a nice 
briefcasebriefcase

�� Think about the impact children can Think about the impact children can 
makemake

�� Thank you gift to the executive Thank you gift to the executive 
assistantassistant

�� Never badmouth the competitionNever badmouth the competition

�� Ask for a critiqueAsk for a critique

�� Be gracious, win or loseBe gracious, win or lose



More Little ThingsMore Little Things

�� SetSet--up at the site (tent, chairs, up at the site (tent, chairs, 

refreshments, maps, photos, toilet).refreshments, maps, photos, toilet).

�� Flying the site Flying the site –– mark the corners mark the corners 

with smoke, tall flags, with smoke, tall flags, etc.etc.

�� Do a dry run!Do a dry run!

�� Plan for everything.Plan for everything.
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