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4 Full time partners …

Speaking – keynotes

Training – custom 

Consulting – SDR

Executive level coaching

We Get Results!
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Why Long Term Relationship?Why Long Term Relationship?

Sell it once … deliver it over and over!

You know them … they know you!

Developing a deeper and broader 
connection!

Develop multiple revenue streams!

Long term = higher profits!

And … more fun!
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#1 – Decision Makers Mentality!#1 – Decision Makers Mentality!

“A decision maker has an easier time 
signing a contract for six figures they 
know will get results than one they 

know their people will forget 10 
minutes after the event is over”!

Kathleen Loveless, CPA
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Participant satisfaction

Focused learning takes place

People change the way they do things

Measurable results occur

Financial Return On Investment is 

realized!
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What are your “valued outcomes” & 
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Copy of slides …

Recommended resources …

Special reports …

Spam paranoia disclaimer …

If you give them great information they 

will allow you to market to them!
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E-mail campaign

Teleconferencing

Coaching 

Executive De-brief

Driving the learning forward!

Freebies!
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Off the shelf …

Custom designed …

Books, audio, video …
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Associations & NPO’s …

Key positions …

Top performers …

Executive de-briefs …

4 articles …

“No charge”!
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17424 W. Grand Parkway S
Suite 403

Sugar Land, Texas 77479
281-937-9911

www.aplayersonline.com
Jim@aplayersonline.com
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