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‘3 Step’ System

What you see today is not intellectual ‘theory.’  
Everything is tested and proven. These strategies are winning 
projects (and making money) right now for architects.



Course / Learning Objectives

1. Three pragmatic steps for winning your ideal projects. 
2. Real case studies - residential and nonresidential projects. 
3. Learn simple approaches for attracting new clients.  
4. Discover why positioning is more important than branding.



Problem 

Don’t know what to do  
Hate selling 
Nothing seems to work 
Doing too much free work 
Clients taking my ideas to cheaper architect or draftsperson



Solution 

• Increase your demand (from best clients) 
• Reduce your supply 
• Have a waiting list of projects willing to pay 

your non-negotiable fee. 

How?





Problem: 
Your sales process doesn’t work



Solution: Add 3 steps



1 2 3 4=

MF ATE LCC D



‘Problem’ maps to
Being seen as a commodity 
Fee pressure 
Stalls and delays 
Not enough leads 
Not enough meetings 
Poor quality projects 
Clients who don’t understand project costs 
Clients who cannot see value of the architect



THE POWER PYRAMID
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Problem 1: Not enough inquiries 

Don’t know what to do  
Marketing doesn’t work 
Most projects come from referrals  
Have wasted money advertising 
‘Feel stranded at sea’ 
Need more project 
Need better projects



Solution:  

• Education 
• Positioning you as the expert/specialist 
• Communicate your value quickly



Solution: Monkey’s Fist



Monkey’s Fist connects you early on

How to attract 10x more leads than traditional marketing 

‘How I raised myself from failure to success in selling’  
Frank Betcher



Monkey’s Fist:

1. Problem solving information 
2. Removes a pebble from the RIGHT prospect’s shoe 
3. Can be consumed in 5 minutes or less 
4. High perceived value 
5. High actual value 
6. Leaves reader wanting more



Examples
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Problem 2: Not enough meetings

Have generated a lot of leads but now what? 
1. Need a conversation 
2. Qualify 
3. Convert to paid pre-design research

How do we get the meeting?



Solution:  
Ask the Expert



1 2 3 4=

MF ATE LCC D



Ask the Expert positions you,  
and gets the meeting

Free meeting 
• Meet face to face 
• Build rapport 
• Identify knowledge gaps 
• See if we are a fit  
• Explain process 
• …suggest LCC as next step



Secret:  
Turn this session into a product

Name 
Problem 
Promise 
Process 
Price 

Names 
Ask the Expert 
Project Feasibility call 
One page action plan 
Next steps 



Example











Problem of FREE

• People don’t respect your time 
• You ideas have no value only your drawings 
• Clients trained to expect FREE 
• Acting like a desperate commodity



Solution:  
Low Commitment Consultation



Low Commitment Consultation (LCC)

• Prescription without diagnosis is malpractice 
• Act like a surgeon 
• Existing clients 5-20x more likely to buy again ($1) 
• Big firms charge 
• Allows you to do proper job 
• Your PDA is worth it 
• Reciprocality doesn’t work 



Example









Summary 
‘Either the client follows your process for 
buying or you follow their process for 
NOT buying’



‘3 Step’ System

What you see today is not intellectual ‘theory.’  
Everything is tested and proven. These strategies are winning 
projects (and making money) right now for architects.
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