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Here is a list of questions I may draw from.  They are listed here in no order of importance. 
There will not be enough time to cover more than a few of these. I’m sure you don’t have to 
prepare anything, but it may be helpful to give them some thought. 

If you care to, please let me know the following: a) any additional questions you would like to 
suggest, b) if there are any in the list below that you object to, c) if there are some that you 
particularly like and want to make sure I use them; and d) if you would like me to schedule a 
conference call to meet and speak ahead of time.  If you don’t have any particular comments, 
no need to respond. 

Panel questions re rainmaking/practice development/marketing/selling lessons learned and 
secrets: 

1. What’s unique about marketing professional services in the insolvency/turnaround sector 
as compared to other professional service sectors? 

2. Can you recall of an important decision you made in your career that significantly helped 
propel you forward? 

3. What is the one thing you have learned about business development that you wish 
someone had told you early in your career? 

4. How forward looking are you in terms of making sure your skill set and marketing efforts 
will suit tomorrow’s client?  Do you have any successful examples of things you have 
done to adjust to anticipated market changes/trends?   

5. What future trends do you see or anticipate for marketing in your industry?  

6. Online Social Networking (website, blogging, linked-in, facebook and the like):  How are 
you utilizing these tools currently?  How big of a role do you see them playing in the 
future?  

7. What marketing success are you most proud of? What aspects of that success have you 
been able to apply in other situations/opportunities? 

8. Share an embarrassment that you’ve experienced in marketing or selling or while out on 
a call. What did you learn from it? 

9. What is the one fundamental thing that is most important to get right? (Compared to the 
many “little things” that many of us spend our energy on?) 

10. Are there any of those “little things” that you use/abide by that you’ve found helpful?  

11. What is the most important mistake not to make?    

12. Surveys show that when clients choose a professional service provider, they have 
already qualified the candidates for capability; the most important factor in their decision 
is “chemistry” and the second is how much the candidate “wants their business”. What 
do think about this? Is it consistent with your own experience? If so, what does it mean 
for how best to go about marketing? 
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13. Is there something you see people doing in their marketing efforts that you find to be of 
no value or even self-defeating? Any pet peeves that your colleagues or competitors do?  

14. Are there any myths about selling and marketing that you have found to be false or even 
counter-productive? 

15. Where do networking and professional associations, like TMA, fit into your overall picture 
of selling? 

16. One of the most valuable assets in attracting referrals from other professionals is the 
ability reciprocate and refer business to them as well. However, many young 
professionals aren’t in a position to control referrals. Considering this, what advice do 
you have for young professionals to help them establish their own relationships with 
referral sources? 

17. What is your ratio of referrals out to referrals in?  What kinds of things have you done to 
impact that ratio?   

18. How much of your workweek is devoted to networking/business development?  How 
much of an young aspiring rainmakers workweek should be devoted to 
networking/business development?  

19. What are your Do’s and Don’ts of networking at mixers/receptions? 

Thanks! 
 


