
In business and beyond, be all that you can be (even if you’re 
not in the Army). This practical to-do list will not only help you 
meet and spark meaningful conversations with potential future 
clients and business leaders, but it will also enlighten and 
brighten your own personal journey in life. 

Be Interesting
• Book it. Develop a list of books to read. (Then actually  
 read them.) Stuck? Check out the “related items”   
 feature on Amazon to help you find similar books  
 to put on your list.
• Museum time. Develop a list of museums or points of  
 interest where you live, then dedicate a weekend every  
 few months to go visit them. 
• High alert. Set Google alerts for topics that interest you.
• Talk show. Spend one lunch a week watching a TED  
 talk or commencement address from one of the top  
 universities in the US.
   

Be Engaged
• Nonprofit search. Do a search for nonprofits in your  
 area. Even scope out who’s on their boards. Then  
 identify a couple that are engaged in causes that  
 interest you. Make contact to find out how you can help.

   

Be Qualifying
When you see an opportunity to help the nonprofit or a 
board member in his or her business, run through these 20 
quick questions to qualify potential opportunities.

Be Quality
This step is simple, but not always easy. Say what you do. 
Do what you say. Then repeat ad infinitum. 

ontap Toolkit Exercise

MBAonTap CLM MARKETING & ADVERTISING

Shameless Plug 

CLM thrives on collaborating with companies 
to find marketing and advertising strategies 
and solutions based on the topic above, and 
many others. For a quick online tour of our 
agency, or to contact us, visit 
www.clmnorthwest.com

Be Interesting

BE IN IT TO WIN IT TO-DO LIST

BE IN IT TO WIN IT:
A TO-DO LIST

Is there an opportunity?

•  Customer’s application
•  Customer’s business profile 
•  Customer’s financial condition 
•  Access to funds 
•  Compelling event 

Can we compete?

•  Formal decision criteria
•  Product fit 
•  Sales resource requirements 
•  Current relationship 
•  Unique business

Can we win?

•  Inside 
•  Executive credibility 
•  Corporate compatibility 
•  Informal decision process 
•  Political alignment 

Is it worth winning?

•  Short-term revenue 
•  Future sales 
•  Profitability 
•  Degree of risk 
•  Strategic value 

Be Engaged

Be Qualifying

Be Quality


