What sets YOU [Insert your company Name Here] apart?
In two short paragraphs tell the a little about your company.  Focus on what sets you apart from other companies who might do the same thing.
Ambrose Consulting is a strategic marketing firm that provides companies with a unique and profitable market position that makes them the obvious choice for their ideal customers.  
We do this using the Signature Strength( process that researches, identifies, and combines customer and market needs with your unique blend of strengths to create an offering that’s irresistible to your target customers and profitable for you.

Vision

Think of this as a sound-bite of your vision, passion, mission, soapbox or general reason for existence.  It should be in plain, simple language that is easy to remember and understand.  Your goal is to make this memorable and defined enough so that your referrer will be triggered to think of you.

To make my clients the only game in town.
Who we serve best?

Describe your ideal customer or client here.  Make it descriptive enough so that your referrer will know them when they see them.
Manufacturers – OEM manufacturers with sales between $10 - $100, who are looking for ways to increase sales, product as well as customer margins…that are looking to increase their market share…that are looking for new markets and new customers that can benefit from their products/services.

Business Owners – who want to position their business for future growth and success…who want to create a unique identity for their business, product or service…who want to develop new, more profitable markets for their existing products/services.

Referral Triggers
These are the things that the potential client might say or be like that should trigger your referrer to think if YOU.
	· Automotive supplier

· Sales are flat or down

· Margins are shrinking

· Mature business in a mature market

· Increased competition & pricing pressures

	· Wants to do customer satisfaction to meet ISO
· Development of a new product or service.

· Potential merger and/or acquisition

· Lost a major customer to competition

· ISO / TS 16949  certified




Who do you know that fits the profile of our clients?
In this section you’re asking them to think of actual people the fit a different set of categories.  This section should prompt them to think of actual names.

· CEO of an OEM manufacturing company with sales between $10 - $100
· Owners of services companies looking to differentiate and define more profitable offerings

· Equity or Holding Company

· Turnaround  Consultant

Why Give Referrals

This is where you explain how important referrals are to you and how you run your referral business.  

Your referral will not only help me find people that can benefit from my service, but it will strengthen your relationship with them.  It will show them that you care about their business and their success.
How to give Referrals
This might sound obvious, but it often isn’t. Be sure to list instructions for exactly what you want people to do.

Spend just 10 - 20 minutes and list the names of possible referrals and their phone numbers.  

When you see people you know that we can help, please let me know so we can get together and discuss the person, their company and their situation.  I will not call anyone until you and I decide how, when and if contact should occur.

How to Refer [YOUR COMPANY]
When you see a possible prospect for strategic marketing, all you need to do is gather information for me and create a little interest.  You might ask “How competitive is your market? Have your customers or sales people been complaining about high prices?  Are you in a mature business or industry?  What’s your return on marketing? “

Thank You

My primary need is to meet with people who might benefit from our service and to see if their needs fit with our capabilities—then to see if it makes sense to them for us to pursue a working relationship.  

Please let us know how we can thank you for your time, energy and support.
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