The Art of Client Entry
1. Setting the Foundation for Trust
a. Addressing Confidentiality
b. Establishing and Clarifying Your Role
c. Discussing the Process
d. Setting Expectations
e. Transparency
2. Who is the Client?
3. Getting the Real Story
4. Understanding the Political Landscape
5. Scope of Work
a. Avoid Scope Creep
b. Positioning for Expansion
6. Utilizing Client Resources
7. Gathering Basic Info
a. Phone numbers, emails, org chart, site map
8. Dealing with Resistance
a. Listen
b. All Data is Valuable
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