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This presentation is protected by U.S. and
iInternational copyright laws.

Reproduction, distribution, display and use of the
presentation without written permission of the
speaker is prohibited.
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This program is registered with the AIA/CES for continuing professional
education. As such, it does not include content that may be deemed or
construed to constitute approval, sponsorship or endorsement by AlA of
any method, product, service, enterprise or organization.

The statements expressed by speakers, panelists, and other participants
reflect their own views and do not necessarily reflect the views or
positions of The American Institute of Architects, or of AIA components, or
those of their respective officers, directors, members, employees, or other
organizations, groups or individuals associated with them.

Questions related to specific products and services may be addressed at
the conclusion of this presentation.
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Speaker

Richard Petrie, author, speaker and
co-founder of the Architect Marketing Institute
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Contact me

support@archmarketing.org
cell 424 3599755

‘3 Step’ Bullet Points

www.archmarketing.org/richardpetrie
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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.
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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 iIs more important than branding.
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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
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Solution

* |Increase your demand (from best clients)
e Reduce your supply

e Have a waiting list of projects willing to pay
your non-negotiable fee.

How?
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Problem:
Your sales process doesn’t work
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Solution: Add 3 steps

e
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‘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
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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
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Solution:

e Education
e Positioning you as the expert/specialist

« Communicate your value quickly
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Solution: Monkey’s Fist

e




Monkey’s Fist connects you early on

How to attract 10x more leads than traditional marketing

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

02. Building Project Roadmap

Ma o Steps Recgulried T Dealgning and Ouid og You

01. Summary Sheet
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Get the Project Planning Pack Before You Start Your
Building Project

The it 1 cause of budget over runs is rushing to the desipn
nnase before completing research and analysis, This is
like a dactor rushing a patient to surgery without a
aroper diagnosis. Anaut of cantrol praject is stressful,
massively expencive ard unnecesezary.

The salution is successtul planning. This is why we
creared the Project Planning Pack.

Here is what you get:

+  Roac map that shaws you the design ang
constructian process from start ta fnish

v Cur hand-picked list of experts who can help you al
cachstage of the process

v Costs guide worksheet that gives you a ballpark cost
estimate for your project

+ Project specific checklists for key tasks

v  One-an-one FREE 30-minute consultation with an
expert to answer your questians and naint you
towarde the rizht people and resaurces

+  Montaly email Lips and strategies to maximize your
SUCCess

Request Your Free Praject Planning

Pack Today »

ph.(123)456-78%0




Where should we send it to?

Order taday far free - the Project Planning Pack will be shipped
straight to your doorstep

Your Details:

richard

setrie
richar¢@mtZoo.nz
0274303030

Mailing Address:

Addross

Decd=| " A-e
FUsisi WOV

Send It To Me »

6 Your infurmationis 1005 seurvare wi meve by sharwl

By oroviding nwy e @il i weoukd likw Himza Assaxiales bo curbinue tusend mw relevs Lo maoeial by
el

You can withdrew Your consent st any 1™, All our corresponden s incluces sa Lnsubscrize link.




KURT KRUEGER ARCHITECTS an. (310] A00-54680

Step 3: Schedule your Project Feasibility Call

Blease choose from the times below Lo schodule your Frojecl Feasibility Czll Kurt Kruegor will cgll you at the nurmber you provide,
unlaess vour applicacionis dechined, in which case vouwill be notilied via email.

lckon 3Ty time t2 make a boo<ing,

me Zore:  USA v+ Eastern <

SUN MON TUE WED THU FRI SAT

13 3/26/18 3/27/18 3/28/18 3/25/18 3/20/13 3/3118



DONTSTART YOUR DESIGN PROJECT BEFORE DOWNLOADING THIS:

Download our Dream Team Directory of Trusted
Building Professionals

About our Dream Team Directory:

Understancing WHAT to do Is one obstacle and working
out WHOQ can help you is another.
L e )
On adailybasis, our team receives requests for usto
reccmmend design professionals, To make this process
easier, | have listed the design professionals that we trust
for specific types of projects. Notonly do they do a great
job, but they provide excellent advice, as well. These are
[heexperls we Lrust explicilly.

P

[Name]

Download our Dream Team

Directory »
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Promos
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DON'T START YOUR DESIGN PROJECT BEFORE DOWNLOADING THIS:

Download our Dream Team Directory of Trusted
Building Professionals

Wi vw Thece Snpana]

About our Dream Team Directory:

Understancing WHAT to do Is one obstacle and working
out WHO can help you is another.

On adaily basis, our team receives requests for usto
recommend design professionals, To make this process
easier, | have listed the design professionals that we trust
for specific types of projects. Notonly do they do agreat
job, but they provide excellent advice, as well. Thase are
theexperts we trust explicilly.

[Name]

Download our Dream Team

Directory »
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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?
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Solution:
Ask the Expert







Ask the Expert positions you,
and gets the meeting

Free meeting

- Meet face to face

- Build rapport

- |dentify knowledge gaps

- See If we are afit

- Explain process
 ...suggest LCC as next step
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Secret:
Turn this session into a product

Name Names

Problem Ask the Expert
Promise Project Feasibility call
Process One page action plan
Price Next steps
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Example
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KURT KRUEGER ARCHITECTS ph. (310) 400-55680

Top Los Angeles Architect Offers Free
Project Feasibility Call

(by application only)

Leading Los Angeles architect Kurt Krueger is currently offering a limited number of Feasibility Calls for Los Angeles
area homeowners with plans to renovate or build a modern home with a budget over $1 Millicn.

Abaut the Feasibility Call:

On this 30 minuta phone call, you'll spaak directly with
architect Kurt Krueeer about your project, He'll be able
to tell you:

v If your project is feasible and any potential
roadblocks you should look out for
v The approximate budgel vau shauld plan toinvest in

your groject (based on worx on dozens of high-end
LA. area projects)

v Thetop3 blunders that sabotape custam hame

About the Architect: projects {and how to avoid them;

Kurt Krueger is one of Los Anpeles’ leading modern hame
design architects for chientele who demand

confidentiality and white glcve, end tc end service from Request aFree Feasibility Call »

the beginning of design throughout construction, Aoply to Speak Personally With Architec: Kurt Krucger




Contact Details
If You Are Accepted, How May We Best Reach You?

Richard TEST

richard@mt2.co.nz

64 £ 90734003

GoToStep 2 >

@ Your Informaticn Is 1005 secure 2nd will never be shared.

By provicing my cmailiwauld ke Kurt Krueger Architects to conbinoe tosend me relevae |
materlal by emall.

Youcan withdraw your coasent at oy Gme, All our correspondence includes amunsosrsribee link




KURT KRUEGER ARCHITECTS nn. (310] AC0-5630

Step 3: Schedule your Project Feasibility Call

Flease choose from the tines below Lo schedule your Frojecl Feasibility Czll Kurt Krueger will call you at the number you provide,
unless vour applicacionis dechined, in which case vou will be notificd via email.

_lick on 27y il to make a boo<ing,

ms Zore:  USA ¥+ Eastern %

SUN MON TUE WED THU FRI SAT

3725118 3/26/18 3/27/18 3/28/18 3/25/18 3/30/18 3/31/18



Problem of FREE

* People don’t respect your time
e You ideas have no value only your drawings
e Clients trained to expect FREE

e Acting like a desperate commodity
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Solution:
Low Commitment Consultation
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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
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Example
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ph.(123) 456-76890

LEADING ARCHITECT REVEALS:

If You're Building or Renovating, Taking Action on
What You Learn In This Video Will Be the Most
Valuable Thing You Can Do

In this FREE instructional videc you'll discover:

v The S steps of a successful builcing project imest irms
anly offer 4)

+ The leading cause of project cast averruns (and how to
aravantit)

+ The ‘Abraham Lincaln" secret to a successful building
araject

Watch Now »




Get Instant Access by Entering Your
Best Email Address:

Email Address

Get Access Now »

@ Your information is 100% secure and will never be shared.

By previding my emall weouald ke Tirmor Architect’'s Name Here| to centlr se to send me relevant
mawerizl by email.

You car withdrave your consent at any time, All cur correspondaerce Inclades an unsubscribe link.




KURT KRUEGER ARCHITECTS nn. (310] AC0-5630

Step 3: Schedule your Project Feasibility Call

Flease choose from the tines below Lo schedule your Frojecl Feasibility Czll Kurt Krueger will call you at the number you provide,
unless vour applicacionis dechined, in which case vou will be notificd via email.

_lick on 27y il to make a boo<ing,

ms Zore:  USA ¥+ Eastern %

SUN MON TUE WED THU FRI SAT

3725118 3/26/18 3/27/18 3/28/18 3/25/18 3/30/18 3/31/18



Summary

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

e ——
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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.
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Contact me

support@archmarketing.org
cell 424 3599755

‘3 Step’ Bullet Points

www.archmarketing.org/richardpetrie
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