
ALLAN COLMAN

Using years of business, academic and training experience, Allan Colman 

teaches professionals how to identify high-quality prospects and then use the 

quickest methods to get face-to-face, focus, pursue and close new business. 

He has generated millions of dollars for his firms and with his clients.

KEYNOTES, SEMINARS, WORKSHOPS, 
BREAKOUTS, RETREATS ACADEMIES AND 
PRESENTATIONS CUSTOMIZED TO MEET 
YOUR AUDIENCE’S SPECIFIC NEEDS 

KEYNOTES - Leadership 

E-Mails Don’t End in Handshakes: Utilizing 
commercial advertising campaigns 
analogized to business growth tactics, 
Colman instructs on best practices in 
building relationships that lead to new 
business, discusses what prospects need to 
hear from professionals before they commit 
and focuses on creative ways to close new 
business.

Get in the CLOSING ZONE: An overview of 
business generation, including how to track 
efforts to produce “measurable results.” This 
presentation defines the CLOSING ZONE, 
discovers who or what may be missing 
from previous efforts, identifies more than 
a dozen “closing” steps, explains how and 
why to build a partnership with clients, 
and instructs how to get out there and win 
business. Participants will walk away with 
an understanding of what really works to 
acquire and retain business.

Business Development Executive, Speaker and Author 

 As CEO of the Closers Group and a founder of 

DecisionQuest, a nationwide trial consulting firm, Allan 

Colman is the creator of the Closing Zone, a proven approach 

to closing more business in less time.  Dr. Colman has spent 

more than 26 years teaching individuals and professional 

services firms how to dramatically increase their revenue.

 The business generation structures put into place 

with clients continue to perform and produce measurable 

results.  As a sales expert, motivational and keynote speaker, 

business development growth coach and leader of seminars, 

workshops and interactive training sessions, his clients often 

refer to him as their MENTOR AND TORMENTOR.

 Allan’s topic selections are custom tailored, including 

one-hour keynotes, half day or full day seminars, weekend 

conferences or on-site instructional workshops. He utilizes 

interactive and entertaining methods to encourage and 

direct professionals to go beyond traditional marketing to 

close the deal and win the business.

 Colman is co-editor of Decision By Trial and author 

of the forthcoming Dominate the Closing Zone. ABBREVIATED SPEAKING LIST:
Burt Hill [Arch.&Engineering], Cornerstone 
Research, American Lawyer Media 
Conferences, T-Scan Corporation,  Chicago 
Bulletin, American Institute of Certified 
Public Accountants, National Hispanic Bar 
Association,  Marymount College, State and 
City Bar Associations, Minority Corporate 
Counsel Association and numerous law firms 
and associations. 
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Dominate the CLOSING ZONE



WORKSHOPS AND SPEAKING TOPICS

Find ‘em, Meet ‘em, Get ‘em and Keep ‘em 
Explore closing the deal; learning creative 
tactics that go far beyond marketing resources 
and sales maneuvers; understanding retention 
decisions; managing prospect meetings; building 
strong relationships; and finding invisible 
marketing opportunities. 

Leading Lead Generation Learn how to develop 
and deliver a core message, and turn a moment 
in the spotlight into a lead generating machine.

The Great Burger Wars Get right in the middle of 
a pitch, through a reality show type experience 
that teaches hands-on how to attract, build and 
expand client relationships. 

CLOSING ZONE Best practices for business 
generation, including how to track efforts to 
produce measurable results and discovering who 
or what may be missing from previous efforts. 

By the Numbers An analysis of the way top 
companies identify and develop new business 
learning and practicing skill-sets that lead to 
closing. 

Invisible Marketing and Maximizing Rejection 
Understand why sales went to competitors and 
how to turn rejection into opportunities. 

12 Essentials to Generating Business Now Target, 
organize, pursue, and close faster than you 
ever have before through creative thinking and 
activities that have the highest return.

BEST FIT AUDIENCES: Sales and marketing 
professionals, law firms and associations,  
accounting and other professional firms,  corporate 
groups, business organizations, universities.

Colman teaches business professionals how to 
stand out from their competitors in ways that 
encourage decision-makers to choose them. He 
instructs sales teams about how to eliminate 
unnecessary steps from the closing process, 
while wowing clients with their efficiency and 
intelligence. After listening to and working with 
Colman, your audience will have increased their 
knowledge about generating business rapidly, 
building an overflowing pipeline, raising the 
company’s profile, and developing dynamic sales 
personnel.

TESTIMONIALS

“...marketing restructuring program of our 
15,000 person company helped us generate new 

business and become more effective.”
Art Darrow

Chairman and CEO
Dames and Moore

“...direct and measurable bottom-line impact.”
Joseph L. Beachboard

Shareholder
Ogletree Deakins

PARTIAL CLIENT LIST:

Ajamie LLP., Houston

Burt Hill [Arch. & Engineering], Philadelphia

Best & Flannagan, Minneapolis

Boies Schiller, Albany

Bullard Law, Portland, Oregon

Dames & Moore - Engineering & Environmental 
Design, New York

Hogan Lovells, Los Angeles

Hinshaw Culbertson, Chicago

T-Scan Corporation, Seattle, WA.

Ogletree Deakins, Atlanta

Skadden Arps, New York

Stites Harbison, Louisville, KY

Zelle Hofmann, Dallas, Boston, Minneapolis, 
San Francisco

“Allan is a strategy master.”
John Kidd 
Attorney

Clifford Chance

“...ability to push to get bottom-line results...”
Kathryn M. Hindman 

Partner
Bullard Law


