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Note: The selection of which process to select is determined in consultation
with the ACEO2 Team, don’t hesitate in contacting us at info@ACEO2.com
Or 347.219.3888.
Thank you for your interest and time.

I. Change in Strategic Focus
After 6‐years in business ACEO2 has expanded the Process Development Practice offering a
Comprehensive Consulting Practice, consisting of engagements that focus on the current and
future economic concerns of small and mid‐sized firms. So there is no question of what is the
size of the firms, they range from 25‐150 employees with smaller engagements of one‐on‐one
Coaching for owners of smaller firms.
This capability is made possible by the involvement of new Senior Consulting Associates with
backgrounds in:
•
•
•

Assessing a firm’s needs and measuring capacity to change
Financial assessment and dashboard development for operational management
Developing organization structures to affect increased profits and productivity.

Each of these specialized capabilities when combined with the introduction of updated and new
RAC processes will continue to offer firms proven solutions tailored specifically to an
organization’s unique requirements.
The touchstone of ACEO2’s Mission is still:
Developing People to Achieve Their Potential!
Enlightened CEO’s know an organization’s most valuable asset is their employee. Yet, they are
probably the single most underdeveloped asset. Some are sent to seminars and become all
charged up for a week or so. But few are able to integrate what they have experienced into a
comprehensive process of aligning firms’ resources of: people …process….goals….and desired
outcomes.
As a firms’ leader CEO’s have often thought of the untapped potential within the organization!
Just imagine if you could tap into that resource, your company could succeed and endure like
the hundreds of firms energized by these processes.
ACEO2 can do this for you!
Think of just a few of the immediate benefits:
•
•
•
•

Greater Productivity
Increased Valuation & Profitability
Can‐do Attitude
Team Approach w/ Vision & Enthusiasm
….and so much more!

II. About the Company & Management Team
ACEO2 Consulting is a dynamic organization dedicated to the growth of firms and development
of employees.
By developing the right combination of goal development and implementation the result is to
enhance employee commitment and create positive focus. We help people discover and
develop their potential. Our clients' organizations develop cultures with continuous
improvement; higher levels of achievement, and consistent standards of excellence are
achieved. Our approach is unique, our materials timely, and our processes are dynamic and
results oriented. These processes are implemented as they are introduced, thereby building
employee motivation and participation in the changes they helped to design.
The proven processes assist people to expand and develop the skills and attitudes necessary to
achieve a higher degree of success both professionally and personally. The methodology
incorporates attitude development, goal setting and skills development into a process that
results in greater utilization of the potential inherent in all people while enabling them to
balance the profit motives of their business with the personal motives of their lives.
.
ACEO2 Consulting LLC is a Certified Affiliate of Resource Associates Corporation (RAC), and as
such is able to leverage proven methodologies and processes that hundreds of clients and
hundreds of thousands of individuals have benefited from for the past 30 years.
Our comprehensive development process covers the three ingredients needed to ensure
success:
9 Goal setting
9 Attitude development
9 Skills improvement

Management Team Enhancement:
The ACEO2 Team is changing to offer greater depth and service capabilities through the
appointments of three new Senior Consulting Associates.
Namely:
Dr. Janice A. Black
Senior Consulting Advisor
Specializes in conducting evaluation and analysis of corporate climate, for Management and Line
operations. Janice has assessed and then developed hundreds of employees in goal setting and
attainment.

Donald G. Jacob, Ed.D,
Senior Consulting Advisor
A highly experienced Organizational Executive who has led diverse teams of professionals and
volunteers to new levels of success in a variety of competitive situations in cutting‐edge markets
and fast‐paced environments. Possessing strong leadership skills, with an impressive record of
organization management, team building, resource development, strategic planning and project
implementation.
Robert W. Korkuc, CPA,
Senior Consulting Advisor
Has been a CFO at major and consulting to midsize firms performing financial oversight,
strategic financial planning and “Dash Board “ development. He has significant ability in
streamlining financial management operations by developing a Team‐Approach with the
employees of the finance department, thereby freeing the CEO to manage.

III. Process Categories
Each of these processes have been have been proven through successful implementation and
only introduced after discussions with the management team of the client. The involvement of
the clients’ team is key to implementing change as they develop the goals that meet the CEO’s
strategic plan and desired outcomes.
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DEVELOPING LEADERS & RAINMAKERS
In most professional service firms, Partners & Associates are expected to deliver
services while simultaneously focusing on creating new business opportunities.
Successfully navigating this dual role of being both the “seller” and “deliverer” of
services is a difficult challenge.
This process is also used for small business firms requiring the reenergizing of
marketing and sales personnel entering and rebounding during economic recovery.
Because today’s buyers are better educated, more informed, and have more
options then ever before; continued company growth and individual success now
requires innovative ideas and finely-developed business development skills.
If, in fact, the rainmaker role is often viewed as the “lifeblood” of an organization,
why is this responsibility typically limited to a select few within the organization?
The fact is that as a professional services provider the business development role
falls outside the normal sales paradigm. Because the “rainmaker role” combines
the sales and service delivery roles; the professional provider if often at odds
reconciling between services that are bought based upon talent and knowledge
versus services bought based upon self promotion.
Additionally, senior partners and executives within an organization are often faced
with the challenge of identifying the “next generation” of proven rainmakers and
leaders within their company who will guide the organization into the future while at
the same time providing them a safe and secure retirement.
Further, the objective becomes one of cascading rainmaking and leadership
responsibility throughout an organization without creating ongoing organizational
and employee discomfort.
Whether you represent a well established company or a new start up; one fact
remains clear: it is unlikely that you will maintain a competitive advantage unless
you approach this challenge in a different way. Leadership success in the world of
professional services depends on your ability to reinvent yourself and your process
and apply them for improved results consistent to your customers needs, in a way
that differentiates your company from the competition
A PROCESS BUILT TO ACHIEVE RESULTS
Unlike other developmental programs, the Rainmaker and Leadership
Development program is all about achieving quick results. Utilizing proven
methodologies, this development process offers a comprehensive, concise
program that will help develop a skilled successful professional that is able to
comfortably balance the dual role of seller and provider, based upon individual
comfort levels.
By utilizing a personal development system, the professional service provider will
uncover a system and action plan that will lead to higher levels of individual and
company achievement.

Critical Issues Covered
Within this Process
• The Need to Reinvent Yourself
• Understanding The Buying
Process Influences
• Building Attitudes for Positive
Results
• Defining Your Value Added
Proposition
• Discovering the Hidden
Objections
• The Role of Goals
• Solution for Every Obstacle
• Referral Sources
• Role of Centers of Influence
• Understanding The Business
Funnel
• Developing Communication
Skills
• Easily Securing Additional
Appointments
• Understanding The Steps of the
Professional Sale
• Farming the Client Relationship
• Effective Questioning
Techniques
• Building a Case for Action
• Effective Presentations
• Building Winning Proposals

The Results are
Measurable
• Increased Revenue, Market
Share & Income
• Strengthened Focus on
Attracting, Servicing and Keeping
Customers
• More Repeat Business
Competitive Business Converted
• Future Leaders Clearly
Identified
• Improved Competition

*ACEO2 CONSULTING LLC * 1225 Franklin Avenue * Suite 325 * Garden City * New York
11735 Phone: 347.219.3888 * e-mail: info@aceo2.com * web site: www.aceo2.com
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