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Rainmaker Magic – Creating a Marketing Strategy 
       Part One 

 

Marketing Strategies that successful Rainmakers adapt to ensure success in their work are 
divided into three main parts: 

1. Rainmaker Activities 
2. Enhancing Public Image 
3. Increasing Online Market Exposure 

Please Note: Rainmaker Strategies should not be confused with sales. The process of  sales is based on 
driving revenue or the generation of profits. The sole intention of sales is the handover of items, thereby 
maintaining a profit margin. On the other hand, Rainmaking  identifies and creates new partnership 
avenues that help indirectly to drive revenue. The sales function deals only with the output, whereas the 
Rainmaking process deals with the entire journey.  

Rainmaker Activities 

1. Market Research 

Performing market research is highly important in understanding your company’s current position 
and determining where it is headed. There are 3 steps I recommend for successful market 
research activities: 

✓ Industry research : Perform research about the industry you are in, the geographical 
area you cover and the market segment you are targeting. Remember this information as 
you develop your “pitch”.  

✓ Partnership research : Look for contracts, bids, and opportunities of cooperation with 
Industry Partners - qualified companies who target the same customer as you. Your 
company can increase its revenue channels by seizing this opportunity for partnership. 

✓ Memberships & Subscriptions : Become members of industry-related organizations, 
affiliations and charities and  subscribe to industry-related databases, forums, and blogs. 
These can be of great value to you, especially if you are in the construction or building 
industry. Memberships provide opportunities to develop strategic relationships with your 
customer and industry partners while supporting causes important to them. This becomes 
common ground and an opportunity to relate with them about something outside of your 
product or service. Subscriptions provide detailed information regarding projects within 
your area from concept to execution. This can save you time when collecting information 
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and reduce your market intelligence efforts. Use memberships and subscriptions wisely 
to gain leverage over your competition. 

 1.2 Competitive analysis 

Once you learn everything you can about the products/ services your company offers, proceed 
with competition research. To know where you stand, you must learn about your competition. This 
will also help you determine your desired market positioning. These steps are helpful when 
assessing your competition: 

✓ Identify your company’s top 3-5 competitors. 
✓ Develop a criteria or mechanism of comparison; choose different variables to use to 

compare, such as strengths/ weaknesses, price, product quality, exposure, brand 
reputation, etc. 

✓ Determine what projects your competitors are targeting within your market segment; 
assess if you can develop an offering that can take clients away from them. 

✓ If you are a new business, competitors may not know you yet. Use this to your 
advantage: visit your competitors´ showrooms (if they have any) anonymously, like any 
regular customer and collect valuable input to use in your research. 

1.3 Current Client Relations 

1. Conduct warm calls with your existing clients to assess the company´s current position. 
Identify what you are doing well and what needs attention. Be a safe place for your clients 
to share their current experience with your company. Ask them to discuss your strengths, 
weaknesses, opportunities & threats (SWOT Analysis). 

2. Build a close relationship with your clients, using emails, phone calls, face to face meetings 
and technical product presentations to assess your client requirements and needs. Be sure 
your relationships are strong and that y our clients are not being courted/tempted by your 
competitors. If possible, also provide them with the latest SWEET piece of “marketing 
material” – SWAG. 

3. Follow up, Follow up, Follow up, do not push hard, but also do not give up easily, 80% of B2B 
sales are conducted after the 5th encounter. 

1.4 Reach out to new clients 

1. Identify your main target audience sectors and then categorize the main companies you 
want to approach within these sectors. 
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2. Find a way to connect; be intentional and genuine from the beginning and know that building 
trust is the goal. In the beginning of a new relationship you may need to conduct cold 
calls/emails with the desired company, working towards a meeting to identify their current 
supplier or service provider; find out why they are currently working with that supplier/ 
service provider and if they were happy with their current provider; then tailor your sales 
pitch based on the given feedback to win the business.  

3. Have great SWAGG and get it into the hands of everyone you can. Your SWAGG (marketing 
materials) in the hands of existing clients & potential clients within your target audience is 
a great way to raise awareness about the latest products you added or the services you 
provide. 

4. Follow up, Follow up, and Follow up! Don’t push too hard but also do not give up. There are 
several email tracking tools that you can use, these can be useful as you will find out 
instantly when a certain person has checked your email. This allows you to always be in 
the know if something comes up and when you should give your client a call. 

1.5 Networking Events & Entertaining/Hosting 

As the Rainmaker, spending your whole day inside the office will not be the best use of your time. 
You need to dedicate your time as well to meet people related to your market. Attending networking 
events can be of great value to you. Not only do you get to meet new people, you will learn new 
things about your market as well. Become a RESOURCE for those connected to you. Attend industry-
related networking events, exhibitions, seminars, conferences, and trade shows to be in contact 
with new, potential clients and existing clients as well. Having a booth in the exhibition/fair is an 
advantage. Always present yourself and your company in a professional manner, you never know 
who may be watching. 😊 Get involved on boards and councils relevant to your customers and 
be consistent so that you can make a difference.  

Attend as many industry related events as you can. If your company has a showroom suitable for 
entertaining, hosting events is a VERY effective way of gaining exposure. Again, follow up is key. Do 
so with a thank you email to everyone you meet the following day and add them to your digital 
database for future correspondence.  
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