Cultivate the Opportunity
Determine the connection

1. Do you know the business or someone in it directly?

2. Are they associated or friends with your colleagues, family member or your friend?

3. Have you ever met or been introduced to them before?

Do your research and be prepared

1.
Do you know if they or a family member is a cancer survivor?

2.
Are they a long time resident of the community or are they a transplant from, hopefully, another Rely community?


3.
Are they in an institution or organization where they are the key player?

4.
What are their hobbies – do they play golf?

5.
Determine the best time of day to make the contact.

Make the initial contact

1.
Introduce yourself – phone cal or in person

2.
Explain why you are calling or wish to talk to them

3.
Compliment them

4.
Set up an appointment

5.
Keep the appointment


