
Sales Diamond™ References/ Testimonials 

BRENT NORTH, ARCHITECT AIBC, ARCHITECT AAA, AANB, M.A.A, MAAPEI, 
NLAA, NSAA, NWTAA, OAA, S.A.A, MRAIC, VICE PRESIDENT, STANTEC 

In respect of Ralph’s Sales Diamond Business Development training, we ran this on two occasions 
in the Vancouver office; once for a group of potential business developers in the architecture team 
(2007) and once for a group comprised primarily of our engineers (2009). Both sessions went very 
well. From those who participated and remain with the firm we have generated: 

 Two Senior Principals 

 Four Principals 

 Four Senior Associates 

Although the various markets in which we are engaged move up and down independently year to 
year, the business development results from the above noted positions would be nominally $13M in 
annual fees. 

ANDREW HULL, DIR. OF CORPORATE DEVELOPMENT, KINDRED CONSTRUCTION 

Being in the construction industry since 1984 I have come to realize that it is only the manufacturing 
industry that manufactures one-off’s with repetitive parts. The construction industry calls for a 
heightened level of communication and people skills.  I have come across various “systems” to 
assist sellers relate to their clients more effectively. In 2012, I completed the Kison Professional 
Selling Skills program over a 12 month period.  We were actively engaged in leveraging the Sales 
Diamond throughout the business.  As a direct result of this focus, sales attributed to me were 30% 
higher than the previous year.  This success was in part due to the Sales Diamond selling process 
because it focuses your attention on finding clients who are like minded, who align with your 
principles and your way of doing business.  I have since moved onto an executive position at a firm 
employing over 100 people as a result of my focused ability to attract repeat valued clients. 

BRENDAN ANDREWS, P.ENG., ELECTRICAL ENGINEER, STANTEC 

I successfully applied these principles (Sales Diamond) in the preparation of a qualifications-based 
proposal for the City of Calgary’s Bonnybrook Wastewater Treatment Plant Electrical Upgrades 
Project.  We were subsequently awarded the project, contingent on successful fee and scope 
negotiations.  To secure commitment, I again applied the Sales Diamond principles in a face-to-face 
client meeting (“project scoping meeting”) in advance of preparing a detailed work plan and fee 
proposal. 

During the scoping meeting I focused on Discovery & Building Trust* to ensure that the detailed work 
plan would encompass all of the needs/wants that the client was looking for.  I then generated our 
work plan around the outcomes of that meeting (Solution / Alignment), which was shared with the 
client to solicit feedback in advance of fee preparations (build trust / align).  The meeting also 
generated an opportunity for cross-selling additional services after determining that Stantec could 
provide additional value:  That work involves the preparation of a detailed business plan and 
economic analysis for expansion of the plant’s Cogeneration facility, which is related to the rest of 
the project but not something that the client had originally asked for.  Once client comments on the 
work plan were received I was able to put together a ‘strategic partner’ level fee (i.e. higher margin) 



that reflected the value-add we were offering.  The client accepted our proposed fee, with no 
hesitation, and even suggested that additional funds would be made available if needed.  Our 
purchase order arrived at a value 10% higher than we requested! 

Since award and receipt of the PO, the client has already expanded our scope to include a similar 
project at another of their treatment plants (Fish Creek WWTP) and various other work at the 
Bonnybrook Plant, including equipment retrofit and replacements, building code reviews, etc.  This 
work has all been sole-sourced (they have requested pricing, we are still working on putting together 
the scope details and associated fees).  

* We had already ‘qualified’ by virtue of our successful response to the City’s RFQ.  The RFQ was 
sent to pre-selected consultants (4 total); we qualified for pre-selection by having successfully 
completed previous projects to a level of quality that exceeded the City’s expectations, and through 
the successful relationships cultivated during that time. 

LEONARD OLIVER RODRIGUES, EDUCATIONAL PLANNER & ARCHITECT, AIBC, 
AAA, FRAIC, MCIP - SENIOR ASSOCIATE, GHMA ARCHITECTS PLANNERS AND 

INTERIOR DESIGNERS 

I can say that it has been one of the best experiences of my life to work with you on the Sales 
Diamond™ and the idea of Business Development Training.  It has taught me that business is a 
wonderful relationship between people and one that is honourable, needed and vitally important. 
 You taught me to approach business development understanding your strengths and your 
weaknesses and above all, being open and receptive to listening to the needs of those who would 
become your trusted clients.  It has been a transformative experience for me, and I now find myself 
in the Business Development role at GHMA Architects, Planners and Interior Designers and enjoying 
it immensely!!! 

 

 

 


