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5 Clients
in 5 Days

A modern relationship-launch training for turning existing
contacts, digital presence, and daily execution into real
appointments and new business.

IN TIHE CLOUD
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The Updated Promise

Leave with a repeatable 5-day business-development sprint — not a pile of
motivational notes.

‘ Human first o Digitally prepared £ Action managed
&
Start cgnversatlons with peopleV\./ho atready Make sure your online presence supports the Schedule the activity, track the follow-up, and
know, like, trust, or share a meaningful context . . . .
iy conversation before you ask for time or referrals. measure appointments — daily.

-
The targetis simple

Five days. Five qualified new-client opportunities. A clean follow-up system that can repeat every week.

g
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The Four-Part Client Creation System

Updated from the original: creating connections, connection methods,

strengthening connections, and managing connections.

1

Create

Build the target list and reason to
reconnect.

In The Cloud Business Consulting

2

Activate

Reach out through the right

channel with a helpful message.

3

Deepen

Use questions, listening, and
valueto turn a contact into a
conversation.

4

Manage

Track next steps until each
opportunity becomes a client,
referral, or future follow-up.
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The Mindset Shift

The old fear of rejection becomes a modern system for helpful, consistent follow-

up.
( ) (
Not pressure Not random networking
You are not trying to convince strangers. You are identifying people you can help or You are creating a short list, working the list, learning from the responses, and
people who can introduce you to people you can help. improving every day.
\ J \

Operating rule

Measure activity you control: contacts touched, appointments requested, value sent, follow-ups completed, referrals
asked, and next steps scheduled.
N\ J
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From 2010 Tactics to a 2026 Launch

§ stem

he&fundamentals still work. The tools and execution layer have changed.

Then

Database cleanup ® Meetup ¢ Jigsaw ® blogs ® RSS feeds
conference calls ® basic social networks ® manual
appointment tracking

What did not change

Now

CRM + tagged contacts ® LinkedIn + email + SMS ¢ Al-
assisted research ¢ video/social content e calendar
scheduling ® website/product assets ® dashboards

New clients still come from connection, trust, relevance, helpful follow-up, and asking clearly for the appointment or

referral.

In The Cloud Business Consulting
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Before Day 1: Build the Digital Base

A 5-day sprintworks best when the basics are alreadyin place.

=== One strong online home . Updated professional presence Client-ready intake
Y in
A clean homepage, product/service page, contact LinkedIn, Google Business Profile, and priority Secure file/request flow, booking link, inquiry
form, and clear call to action. social profiles match the offer. form, or application path.
) Calendar discipline ‘ Message library
Time blocks for outreach, follow-up, Short outreach templates, referral ask, follow-up,
appointments, content, and review. and “how can | help?” scripts.

In The Cloud Business Consulting
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The Database Sprint

Start with people, not platforms.

A List: Warm + direct fit

Past clients, active prospects, strongreferral partners,
advocates, and people who already trustyou.

B List: Known + possible fit

People you know socially/professionally who could
use the offer or introduce you.

C List: Strategic targets

Organizations, niches, communities, and
professionals worth building into future relationships.

Tag contacts by relationship, business type, opportunity, and next action.
Select 50 names for the sprint; do not boil the ocean.

Every name gets a next step: call, email, text, message, invite, value-send, orresearch.

In The Cloud Business Consulting




IN THE CLOUD
f-gf-ﬁ

“Z—=—== BUSINESS CONSULTING

Modern Connection Methods

Use the channel that makes the conversation easiest to start.

‘ Direct call === Email - Text/SMS
. in
Best forvxfe!rm contacts and serious Best for thoughtful context and value assets. Best for quick permission-based follow-up.
opportunities.
—+=  Linkedln e Event/Zoom Content share
bl 6 -
SnCli e kUil Best for credibility and deeper conversation. Best for non-pushy reactivation.

referral paths.

In The Cloud Business Consulting
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Al-Assisted Relationship Research

Use Al to prepare, not to fake intimacy.

e B
What Al can help with What stays human
Summarize public company info, draft custom outreach, identify Judgment, ethics, real listening, permission, trust, asking for the
likely pain points, prepare discovery questions, build call notes, appointment, and deciding whether the relationship deserves
and create follow-up language. more time.

N\ J

Simple prep prompt

“Based on this contact/company context, give me 5 likely business priorities, 5 helpful questions, and a short outreach message that
sounds human and helpful.”

In The Cloud Business Consulting



F.O.R.D. Is Still the Questioning Tree

Family e Occupation ® Recreation ® Dreams — modernized for real business

IN THE CLOUD
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conversations.

e

Family / Life Context

What is going onin their world that matters right now?

~

Recreation / Interests

What creates natural connection and common ground?

Occupation/ Business

What are they building, solving, selling, managing, or worried
about?

Dreams / Direction

What are they trying to accomplish next?

Listening definition

Wherever you are, be there. Take notes. Capture the exact next step before the conversation ends.

In The Cloud Business Consulting
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Value Assets Make Outreach Easier

Give people areasonto respondthatis not “Can | sell you something?”

A one-page guide or checklist tied to a real problem.

A short market update, product guide, FAQ, or video.

A diagnostic conversation: “l can help you spot gaps.”

A sample, trial, demo, review, or mini-audit.

A specific introduction request: “Who do you know who is dealing
with this?”

In The Cloud Business Consulting

Outreachrule

Value first. Ask clearly. Follow up
respectfully. Track everything.

11
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Conversation Starters

Short, direct, and helpful beats clever.

( ( I
Warm reactivation Referral partner
: .m e L [specm.c OUtCOme]' You camgto “I’m building a simple resource for people who need help with [problem].
mind because [context]. Could | ask you two quick questions and see if .. .
.. ” Who do you know who sees this issue regularly?
thisis useful?
o o J
4 4 I
Appointment close Follow-up
. . . “l promi t nd this over. The main thing I’d look at first i
“It sounds like there may be something worth looking at. Let’s put 20 P O. . sed. 0 send this ove e ma g!'d look at first is
. . . o a [specific point]. Would Tuesday or Wednesday be better to talk
minutes on the calendar and decide whether there is a fit. s
L L through it? )

In The Cloud Business Consulting
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The Daily Scorecard

Activity creates learning. Learning creates better conversations.

15

4 )
1 0 Contacts researched

_ J

4 )
5 Value assets sent

_ J

Direct outreaches

10

Follow-ups completed

Appointments requested

1+

Appointments booked

If you do not track it, you cannot improve it.

The scorecard turns motivation into a repeatable business-development operating system.

In The Cloud Business Consulting
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-
Build the List & Prepare the

Base

Objective: know exactly who you are contacting and why.

Clean and tag the database: A, B, C priority lists.

Select 50 sprint contacts and assign a next action.
Create or update one simple offer/value asset.

Check website, profile, calendar link, and contact form.
Schedule three future networking/event touchpoints.

In The Cloud Business Consulting

Daily success marker

50 contacts selected, tagged, and scheduled into
a follow-up system.

14
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Activate Warm Contacts

Objective: turn existing trust into conversations.

Review F.O.R.D. and prepare 3 discovery questions.

Contact all A-list names with a helpfulreason to reconnect.

Send the value asset to each relevant contact.
Ask for 20-minute appointments or specific referrals.
Update every contact record with notes and next steps.

In The Cloud Business Consulting

Daily success marker

Every A-list contact touched once; every response
gets a scheduled next step.

15
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Create Content & Ask
Clearly

Objective: give the market something useful and ask for the business.

Publish one practical post, guide, video, or update.
Send a newsletter/message linking to the asset.
Follow up on Days 1-2 conversations.

Complete booked appointments and ask for referrals.
Log wins, objections, questions, and better language.

In The Cloud Business Consulting

Daily success marker

One useful asset published and used as the
reason for outreach.

16
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Expand the Network

Objective: meet new people while deepening active conversations.

Follow up on Days 1-3 activity.
Work the B-list and strategic referral list.

Attend or schedule one event, webinar, call, or partner conversation.

Add all new contacts to the CRM with source and next step.
Ask for the appointment, referral, or introduction.

In The Cloud Business Consulting

Daily success marker

Eight meaningful conversations or appointments
completed or scheduled.

17
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Review, Close Loops &
Schedule Next Week

Objective: turn activity into appointments, decisions, and a
repeatable system.

Follow up on every open conversation.

Review all five days of activity and results.

Book next week’s appointments and follow-ups.
Hold a 20-minute accountability/mastermind call.

Decide what worked and repeat the best-performing channel.

In The Cloud Business Consulting

Daily success marker

Five qualified opportunities identified, booked,
proposed, or referred into a next step.

18
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The 20-Minute Mastermind Format

A weekly call turns effort into accountability.

4 )
1. Wins

What worked since the last call?

- J

3. Request help

What specific introduction, idea, or review doyou need?

- J

2. Obstacles

What blocked progress?

-

e

4. Commitment

What will be completed before the next call?

-

Format rule

No rambling. No vague updates. Each participant leaves with one clear action and one clear ask.

In The Cloud Business Consulting
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Follow-Up Is the Whole Game

Most business is not lost on the first conversation. It is lost when nothing happens

next.
4 4
Same day 48 hours 7 days
Send promised resource, recap the key point, and Follow up with one useful insight, answer, example, or Ask directly: still relevant, later, referral, or close the
confirm next step. appointment option. loop?
g (\

30 days

90 days

In The Cloud Business Consulting

If there is no immediate need, send them into a helpful
nurture path with future value, not spam.

Review dormant relationships and reactivate with a specific
reason, not “justchecking in.”

20
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Quick Digital Presence Audit

Before you ask for business, make sure you look ready for business.

Search your name, company, product, and core offer.

Check homepage clarity: who it helps, what it solves, what to do next.

Check LinkedIn profile/company page, Google profile, reviews, and
contactinformation.

Update images, headlines, bios, calls to action, and broken links.
Make sure the offer mentioned in outreach is easy to find online.

In The Cloud Business Consulting

Audit question

If someone receives your message and checks
yououtin 30 seconds, do they see credibility,
clarity, and the next step?

21
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Simple Modern Tech Stack

Tools should reduce friction, not become the project.

Calendar

Time blocks, booking links, reminders,
events.

Email/SMS

Permission-based outreach, follow-up,
nurture.

4 )
CRM
Contacts, tags, source, next action, notes,
pipeline.
g J
4 )
Website
Credibility, value assets, forms,
product/service details.
g J

In The Cloud Business Consulting

Analytics

Traffic, leads, conversions, source, response
rates.

Al assistant

Research, drafting, summarizing, scripting,
SOPs.

22
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The 5-Day Sprint Worksheet

Use this slide as the operating checklist.

Day 1 List + base

Day 2 A-list outreach

Day 3 Content + ask

Day 4 Network expansion
Day 5 Review + schedule

End-of-day reflection

What worked? What failed? What did people ask? What will you say differently tomorrow?

In The Cloud Business Consulting
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How In The Cloud Supports the Sprint

Training + assets + execution system.

(

Before the sprint

Database structure, offer assets, website copy, digital
graphics, email templates, CRM fields, Al prompts,
and launch plan.

During the sprint

Daily scorecards, outreach copy, follow-up drafts,
appointment prep, content repurposing, and issue
triage.

After the sprint

Performance review, nurture campaigns, referral
partner system, repeatable SOPs, and 30-day
optimization plan.

Consulting frame

We do not replace real relationships. We build the digital and operational system that helps those relationships turninto

business.

In The Cloud Business Consulting
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Five days is enough
to restart momentum.

The goalis not to become a different person. The goalisto run a

better system — with better preparation, better follow-up, and
better accountability.

In The Cloud Business Consulting
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