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Learn More New Ways to Do New Business The Right Way.

THE

NEW BUSINESS

INSTITUTE

“The New Business Institute is
packed with the most important

elements of growth including
branding of your firm, chemistry,

lead generation, fast closing, giving
tours and more.  Don’t miss it.”

Bob Sanders

President, Sanders Consulting Group

$495*

for 2

*Early 
registration 

required

6 Why agencies are losing intellectual altitude
with clients

6 How design firms are running around 
agencies to impress prospects

6 Has branding become a commodity? 

6 The changing role of search consultants

6 Why marketing departments have lost
prestige with so many client-side CEOs

6 Understand the changing attitudes about creative

Get Updated on Latest 
New Business Trends

Set Up an Outreach
Program to Generate Leads

6 Awareness building vs. relationship building

6 The real objective of outreach

6 Getting meetings vs. getting leads

6 The importance of public relations

6 Door kicking vs. tantalizing first visits

6 Should you hire an appointment getter?

Use Chemistry to Win
More New Business

6 The importance of chemistry in the initial
search phase

6 How chemistry impacts RFPs

6 How to profile prospects before you 
meet them

6 How to make the prospect like you better

6 What personality does your agency project?

6 How to get chemistry on your side in 
new business

Fast Close More Often To
Save Time and Energy

6 The procedures to follow for a fast close

6 What a fast close looks like

6 Why a fast close is not a trial close

6 What are the fast close advantages for clients 

6 When to do a fast close

6 What damage is done when you don’t attempt
a fast close

Use the Agency Tour to Win
without Presenting

6 When to offer a tour to a prospect

6 What key elements in the tour are 
most important

6 The importance of showing "Points of View"
on the tour

6 What your firm should look like on the tour

6 Why prospects and search consultants want
to see your space before hiring you

6 How to add curb appeal to your firm

Differentiate Your Firm 
So You Stand Out

6 The importance of specialization when you get
close to a prospect

6 The need to generalize when you are
prospecting from a distance 

6 How to do both at the same time

6 The importance of building your “elevator story”

6 How to create differentiation for your agency 

6 How to show your differentiation, not just say it

The most
important 
subjects on
the most
important
agency topic:
Growth.

10 Reasons
Why You

Should
Attend 

The New
Business
Institute

10. New business is more
important now than ever

9. Your firm needs to grow in
order to prosper

8. New business rules have 
really changed 

7. The Institute is held in regional
locations to simplify your travel

6. You can bring another person
free if you hurry

5. Your total investment is small
and your ROI is high

4. Your firm’s new business 
program needs updating

3. Competition for new 
business is getting tougher
and you need an edge

2. Just one good new business
tip makes it all worthwhile

1. You need to step back and
see your firm as a prospect
would. The New Business
Institute is the perfect place
to do it.



7:00am Registration opens
Pre-registration required. Pick up 
your manual. Get a good seat

7:30am  Continental breakfast
Free for participants

8:00am Welcome, introduction,
announcements

New Business Overview

New business is more intense and the rules
have changed. Overall new business activity 
is much higher but accounts and projects are
smaller. Competition is tougher with firms of
all sizes and shapes competing for the same
accounts. Organic growth options are very
limited. That’s the landscape, now what
should you be doing about it?

It’s All About Chemistry

New business swings most often on which firm
the prospect likes best. Not which firm does the
best work. That’s the power of chemistry.
Once you understand this shift, you can see

why new business is mainly about people and
your firm’s likeability, not ability. Learn how to
profile prospects before you meet them and
get chemistry on your side.  

Your Firm’s Brand Checkup

Now more than ever, your firm’s brand may
need updating. Your positioning and 
differentiation may be out of date. In this section
explore how to position your firm so you stand
out. You’ll see how to drive that positioning
home in a process we call One Brand/One
Voice. It’s all stuff you need to know.

How to Reach Out to Prospects

Warm calls, cold calls, telemarketing, appoint-
ment getting, outrageous mailers, e-mails,
newsletters, advertising or not, public relations
support, the send-me-something brochure vs.
the leave behind, how to use your website, and
much much more are all covered in this section. 

12-1:30pm Lunch on your own

Fast Closing

What is a fast close, how to set one up and
why they work are explained in this important
section on winning the account without making
a formal new business pitch. Fast close wins
show up all the time in the trade press. Agency A
fired and Agency B hired without a review. It’s all
highlighted here at the New Business Institute.  

The Importance of the Agency Tour

A tour of your firm is a powerful secret
weapon you need. Learn why the tour through
your place, even if you only have five people,
needs 30-45 minutes. Impact areas, interest
areas, agency philosophy, points of view, client
clusters, how to showcase awards, process
walls and photo walls are all covered here. 

You Are the Brand

This section covers two of the most important 
elements in new business and that’s personal
power and personal projection. Here New
Business Institute participants learn more about
themselves and their partners, both on the job
and at home. See what steps you can take to get
your agency’s ideas understood by prospects.

4:45 pm  Final wrap, questions and
answers, adjourn.

AgendaTHE

NEW BUSINESS

INSTITUTE

“If it has to do with growth, you’ll find it covered in
our New Business Institute program. Nothing is

held back. We’ve designed it to be the most powerful
one-day learning experience you’ve ever seen.”  

Stuart Sanders

Chairman, Sanders Consulting Group

Grow Your Firm
Better, Faster, 
and More Efficiently.

Your New Business
Institute Host

Sanders Consulting Group teaches more
marketing communication companies
around the world more about new busi-
ness than any other firm. The world’s
largest and best managed agencies and
networks use Sanders Consulting Group
as a trusted new business resource. 

Its practice area is divided evenly
between small firms of under ten 
people, regional and national firms, 
and the very largest marketing 
communication holding companies. 

In any one year, the firm will consult on
many new business pitches of all sizes,
typically winning over $200 million per
year for the agencies and companies 
we represent. Some of the wins are only
$150,000. Others are more than 1000
times that but all are important to the
firms we assist.  

In addition to helping with growth, the firm
also specializes in account retention and
account management, agency operations
and productivity and agency technology. 

The firm does no work for clients but
specializes solely in helping marketing
communication companies, agencies,
design firms, direct response and media
organizations, public relations firms and
consultancies move up to the next level
quickly and efficiently.

Fish for Bass.
Fight Cancer.

$495*

for 2

*Early 
registration 

required

When: October 31-November 2, 2003 

Where: Kissimmee-St. Cloud, FL

Benefits: Come to the New Business
Institute and learn how to
fish for prospects. Come to
Angling Against Cancer and
learn how to fish for big bass
and benefit a great cause.

Join other agency executives and
attend Angling Against Cancer, 

the country’s largest bass fishing 
benefit at the gateway for all of central
Florida’s world-class attractions.  

The event, sponsored in part by
Sanders Consulting Group, funds
cancer research across the country 
and includes fishing with a 
professional guide who is donating
his time Sunday, November 2 to 
show you the winning techniques. 

The fishing takes place on Lake Toho
where the record for the largest one-day
stringer (45.2 lbs.) in B.A.S.S. history
was set two years ago. It’s a two-day
event with a Saturday half-day new
business conference included,
evening banquet and Sunday fishing.
Benefit package includes pro-fishing
shirt, sample lures, festival, fishing
tips and training, VIP pass, headliner
music acts and the chance to rub
elbows with some of fishing’s 
biggest names on stage in front of
15,000 people. Cost is $650. Every
dollar goes to fight cancer. Call our
Richmond office at 800.899-1538 
for a registration package. 
Space is limited.  



Don’t miss the most important new 
business event of the year! Register now. 

New business has changed a lot. At the 
New Business Institute you get a powerful
combination of a strategic view of new
business plus specific tactical steps on
what you should be doing today.

WRONG.

“New business really
hasn’t changed.”

You win new business by being good at
new business. Being good in advertising
is only helpful. That’s why so many
firms you don’t respect grow and 
prosper. Come find the answer at the
New Business Institute.  

WRONG.

“You win new business by
being good at your trade.”

Growth cannot be delegated. It’s the 
responsibility of the CEO to grow the
firm.  But the blocking and tackling of
new business, such as doing RFPs,
making first visits and building relation-
ships, can be delegated. Come learn
how at the New Business Institute.

RIGHT.

“New business is too
important to delegate.”

A firm wins in new business because the
prospect liked it better than the other
firms in the chase. Then the prospect
justifies the decision by telling the trade
press and the losers that the creative
work “blew them away.” Chemistry, the
real reason, is never talked about. Come
see why at the New Business Institute. 

WRONG.

“You win with creative.”

T E S TT E S T

T E S TT E S T

The New Business Institute opens at 7:00 a.m. for registration.  Continental breakfast is provided at 7:30 a.m.  Program
starts promptly at 8:00 a.m.  Lunch is on your own from 12 noon to 1:30 p.m.  The Institute ends promptly at 5 p.m. 

City Date Hotel Phone
Chicago Thursday, June 12, 2003 Doubletree Hotel O'Hare Rosemont 847.292.9100
St. Louis Wednesday, June 18, 2003 Renaissance St. Louis Hotel 314.429.1100
Cleveland Thursday, June 19, 2003 Cleveland Marriott Key Center 216.696.9200
Toronto Friday, July 11, 2003 ICA Headquarters/2300 Yonge St. 416.482.1396
Los Angeles Monday, July 21 2003 Marina del Rey Courtyard Marriott 310.822.8555
Miami Monday, August 4, 2003 Biscayne Bay Marriott 305.374.3900
New York  Monday, August 11, 2003 NY Marriott Financial Center 212.385.4900  
Dallas Wednesday, August 14, 2003  Dallas Marriott Market Center Suites 214.905.0050

N Mail the 
registration
form below r Fax your 

registration to
804.257.9908

Register 
online at

www.sandersconsulting.com
/institute

o
❍ Register me for the New Business Institute in (city) :______________________

Proper Name: __________________________________________________________

Call Name for Badge: __________________________________________________

Title: __________________________________________________________________

E-mail: ________________________________________________________________

Firm Name:_______________________________________  No. of Staff: ________

Address: ______________________________________________________________

City:________________________________________   State/Providence: ________

Zip/Postal Code:________________  Phone: ________________________________

I am a member of: __________________________ Ad Club

❍ I wish to take advantage of the Institute Early-Bird Savings.  

Attending with me is: 

Name: ______________________________________________________________

Call Name for Badge: ________________________________________________

Title: ______________________________________________________________

E-mail: ____________________________________________________________

❍ $495 for one    ❍ $495 early registration for two    

*additional persons from the same firm can be registered for $300 each.

❍ Confirms phone/fax registration sent earlier

❍ Check coming by mail

❍ Charge: ❍ VISA   ❍ MasterCard   ❍ American Express

Account Number____________________________ Exp. Date ______________

Full name on card: __________________________________________________

Signature: __________________________________________________________

❍� Yes, enroll me in THE NEW BUSINESS INSTITUTE

RCall 800.899.1538
or 804.257.9825 
to register

Who Should Attend? Anyone who ever attended a Sanders Consulting
Group new business seminar without their president has said the same thing.
“I wish our president had been here because then the session would have
been perfect. There is so much here our president has to hear.” If you are the
president, don’t delegate the strategic new business insights and branding
decisions suggested at the New Business Institute to anyone else. 
Attend yourself because new business is too important to your firm’s future.
And your future also. 

Early Registration: Register by the first day of the month of the New
Business Institute you plan to attend and bring another guest from your firm
at no extra charge. After this date, the first of the month, the additional guest
will cost $300. 

Cancellation Policy: Full refunds will be granted for cancellations made
seven days prior to the event. A 50% refund will be granted after that, up to
three days prior to the event. No refunds will be granted for cancellations within
72 hours of the New Business Institute. There is no charge for substitutions. 

“The quickest way to
improve your firm’s new

business performance
is to attend the New
Business Institute.

It shows you the latest
and best techniques for
growth, all in one day.”

Jane McLaughlin 
Director of Marketing,

Sanders Consulting Group
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