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Kate	Kingston,	founder	&	President	of	the	Kingston	Training	Group,	exclusively	trains	
Business	Technology	dealerships	to	deliver	more	net	new	full	solution	pro>itable	deals.		
	

With	over	17	years	of	success	in	making	appointments	with	decision	makers,	Kate	is	a	
recognized	authority	on	lead	generation,	cold	calling	and	new	business	development.	
Kate	is	a	sales-driven,	energized	communicator.	She	uses	humor,	audience	participation,	
proven	techniques,	handouts	and	real	time	phone	calls	in	her	training	sessions.		
	

The	Kingston	Training	Group	guarantees	results.	Each	workshop	and	one	on	one	session	is	designed	to	
deliver	practical,	time-tested,	live	sales	call	training,	where	participants	begin	making	meetings	during	
the	one-on-one	sessions	and	beyond.	
	

KTG	exclusively	trains	business	technology	sales	executives	and	managers	to	schedule	more	net	new	
meetings	with	C-Level	decision	makers	so	they	can	sell	more	Hardware,	Software,	Managed	IT,	MPS,	MS,	
ECM,	3D,	Supplies,	Telecom,	Furniture,	and	Mailing	solutions.	

The	Kingston	Training	Group	guarantees		at	least	a	50%	
increase	in	C-Level	decision	maker	meetings	across	your	
whole	sales	force	or	the	training	is	free.		
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Success	
There	are	only	two	ways	to	
continued		to	increase	Net	
New	revenue	at	your	
dealership	
		
1.  Close	more	net	new	deals.	
2.  Increase	the	size	of	those	
deals.	
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Raise	Your	
Standards	

	
	Sales	Rep		

vs		
Sales	Executives	
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How	KTG		
Researches	a		

Top	Bonus	Account	

Identifying	
Your			
Top	40	
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Hoovers		
Spotlight	Reports	
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5	Top	
Accounts	

Step	One	
Identifying	a	large	group	of	end-users	as	a	

major	account.	An	easy	way	to	accomplish	this,	
is	by	simply	going	into	LinkedIn	and	>inding	

those	end-users.	
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Step	Two	
Find	proprietary	information	on	the	prospects	
company	to	include	in	your	LinkedIn	Request	to	
Connect.	LinkedIn	allows	you	to	customize	your	
connection	request	using	up	to	300	characters.		
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Step	Three	
Create	that	proprietary	comment	and	then	copy	
&	paste	it	over	and	over	again	in	the	ask	for	

connect	to	all	the	end-users	avoiding	the	top	two	
or	three	people	that	you		actually	want	to	make	a	
meeting	such	as	the	CIO	or	a	high-level	>inance	

or	operation	or	ministries	of	executive.	
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Step	Four	
Continue	to	check	your	LinkedIn	to	see	if	
anyone	has	excepted	your	connection.	
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Step	Five	
Follow	the	company’s	page	on	LinkedIn	&	create	
a	Google	alert	for	the	Company,	as	well	as	your	
point	people.		We	do	this	because	you	want	to	
know	when	something	is	going	on	with	the	

company	or	those	point	people	so	that	you	may	
take	an	action	step	in	a	timely	manner.	



9/11/17	

45	

Step	Six	
Once	your	connection	requests	are	accepted,	you	can	call	those	people	the	
next	day.	Since	these	aren't	the	high-level	executives,	for	example	marketing	
assistant	or	administrative	assistant	etc…	you	may	get	many	of	them	on	the	
phone	and	be	able	to	communicate	to	the	receptionist.	For	example,	I	would	
say	“oh	hi	it's	Kate	Kingston	for	John	Bellows,	he	knows	me”.	Once	you	get	

through	to	them,	if	they	pick	up	live	you	would	say	something	like…	

“John,	hi,	it's	Kate	Kingston,	thanks	so	much	for	your	LinkedIn	connec:on	yesterday	I	am	in	prepara:on	mode	
for	approaching	 	 	,	 	 	,	and	 	 	 	(Insert	name	of	the	high-level	
execu:ve	like	the	CIO,	speaking	to	several	departmental	end-users)	to	iden:fy	technology	innova:on	requests	
and	wanted	to	ask	you	two	quick	ques:ons.	Ask	whatever	ques:ons	that	would	make	sense	for	example	
“what's	going	well	with	their	 	 		(Insert	their	company	name)	technology?	Or	what's	one	thing	
you	do	not	like	about	 	 		(Insert	their	company	name)	technology?	You	can	look	in	the	KTG	Training	
binder	by	your	prospects	ver:cal	and	be	able	to	create	the	proprietary	departmental	ques:on.	

Step	Seven	
Write	their	comments	down	as	well	as	their	
names	once	you	have	contacted	three	or	four	
of	your	new	connections	from	one	speci>ic	
company.	You	are	now	ready	to	approach		 	
	your	C-level	executive	at	your	top	account.		
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Step	Eight	
Approach	your	C-level	executive	at	your	top	account	via	LinkedIn	

InMail	or	via	Email.		In	that	communication,	you	can	state…	

“ 	 		(Insert	prospects	name),	I	am	writing	to	you	as	I	am	ready	to	meet	with	you	now.	I	
would	I	would	like	to	share	a	strategy	that	many	other	 	 	 		(Insert	the	vertical	of	
the	prospects	company,	ex,	law	>irms,	medial	of>ices,	CPA’s)	are	implementing	to	 	 	

	 	 	 	 	 	 	 	 	 	 		
(Insert	some	of	the	bonus	account	example	content	KTG	has	given	you)”	and	also	mention	“I've	also	
had	the	opportunity	to	connect	and	speak	to	many	of	your	of	your	end-users	in	multiple	departments	
at	your	company	and	would	like	to	bring	their	technology	innovation	requests	to	light.	I	was	sure	that	
your	department	would	want	to	understand	their	perspective	as	well	as	bring	innovation	in	as	it's	
happening	across	the	country	and	a	partnership	with	 	 		(Insert	the	name	of	your	
dealership)	within	that	framework.	I	would	welcome	the	opportunity	to	continue	this	discussion	in	
your	of>ices	as	your	calendar	my	permit	here	in	the	fall.”	

•  “I	have	a	strategy	that	I	would	like	to	look	at	with	you.	We	believe	that	IT	can	position	
themselves	as	the	internal	consultant	that	weighs	the	pros	and	cons	of	each	
contemplated	vendor	or	technology	choice	as	this	perspective	will	be	the	key	to	
updating	infrastructure	enterprise	architectural	mapping.		Our	management	
information	systems	would	effectively	support	your	current	operations	and	would	
assist	in	building	a	foundation	for	future	growth.		We	can	assist	in	decreasing	the	
chance	of	a	breach	of	data	security	or	other	unauthorized	disclosure	of	sensitive	or	
con>idential	information	could	harm	our	business	and	standing	with	your	customers.	

		
•  “When	Recasting	existing	technology	plans	with	more	assessable	language	and	
resources	for	each	of	your	company’s	divisions,	we	have	a	strategy	that	can	make	
transparent	how	new	trends	related	to	technology	that	might	better	service	 	

	 	 		(Insert	prospects	company	name)	strategic	planning	process.”	
		
•  “We	believe	that	IT	can	position	themselves	as	the	internal	consultant	that	weighs	the	
pros	and	cons	of	each	contemplated	vendor	or	technology	choice	as	this	perspective	
will	be	the	key	to	updating	infrastructure	enterprise	architectural	mapping.”	
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•  “We	work	to	realize	strategically	renewable	IT	systems	that	are	capable	of	
operational	diversity	and	healthy	productivity	over	the	long	term.”	

		
•  “I	have	a	strategy	I	would	like	to	share	that	has	aided	other	CIO	who	are	
employing	“backcasting”	–	or	working	backwards	by	looking	at	IT’s	ideal	vision	
for	the	future	and	iteratively	plan	actions	that	take	 	 	 	 		
(Insert	prospects	company	name)closer	to	the	ideal.”	

		
•  “IT	does	hold	the	promise	of	improvements	in	the	sustainability	of	 	 	

	 		(Insert	prospects	company	name)	global	enterprise	in	data	center	
consolidation,	server,	network,	storage	and	desktop	virtualization,	cloud	
computing,	workforce	mobility,	to	energy	and	environmental	management,	and	
physical	security.”	

Step	Nine	
I	don't	ask	for	a	speci>ic	day	date	and	time	

on	the	>irst	row	with	the	customer.	
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Email	Hunter	
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KTG	Client	Results	

Deeper	
Dives	
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! Dramatically	reduce	attrition.	
	

! Get	each	sales	executive	to	
exceed	their	net	new	quota	by	
number	and	size.	

	

! Create	and	execute	repeatable	
proven	prospecting	processes.	
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John	(Kouri,	GM	of	Toshiba	Colorado)	
		
I	wanted	to	introduce	you	to	Kate	Kingston-	I	cc’d	her	on	this	email.	She	
has	had	signi>icant	success	with	increasing	net	new	meetings	for	the	MN	
group	and	Ron	Polak	group	and	I	have	been	very	impressed	–VERY	
IMPRESSED.	Speci>ically	with	her	knowledge	of	our	industry	and	ability	
to	create	credibility	and	curiosity	with	her	talk	tracks.	She	has	broken	out	
every	vertical	you	can	think	of	and	designed	an	unbelievable	phone/
letter/email	campaign	around	them.		I	would	encourage	you	to	have	a	
conversation	with	her	as	I	know	as	the	Sr.	VP/GM	for	Colorado	you	are	
always	open	to	exploring	best	practices	and	I	am	certain	that	they	exist	in	
her	program.	
		
If	I	can	help	with	an	introduction	please	let	me	know.	
		
Sincerely,		
Michael	Sweeney	
Director	of	National	Sales	Training	&	Development	
Toshiba	Business	Solutions	

Your	team	will	be	certi>ied	in…	
! Identifying	C-Level	prospects.	

! Prospecting	at	the	C-Level.	

! Vertical	knowledge.	

! Building	a	vertical	based	email	and	talk	track.	

! Applying	vertical	knowledge	to	>irst	net	new	meeting	discovery.	

! Researching	prospects.	

! How	to	apply	prospecting	actions	steps.	

! How	to	get	past	the	receptionist.	

! How	to	foot	canvass	successfully.	

! Smart	prospecting	–	Identifying	individual	prospecting	sustainable	

successes	by	venue:	foot,	phone,	LinkedIn,	email,	&	voicemail.		
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! How	to	identify	and	apply	dealership	unique	differentiators.	

! Handling	objections.	

! Optimal	scheduling.	

! Weekly	time	management.	

! Accountably	tools.	

! How	to	follow	up	on	funnel	prospects.	

! A	step	by	step	process	to	building	a	successful	customer	based	

LinkedIn	pro>ile.	

! How	to	use	LinkedIn	as	a	prospecting	tool.	

! Increasing	attendance	and	selling	opportunities	for	dealership	events.	

! Creating	impactful	elevator	pitch.	

! How	to	monetize	prospecting	touches.	

Weekly		
Reporting	
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RJ	Young	Company	
	

$358,583.74	in	KTG	deals		
	
	

492.9%	ROI	
	

in	a	4	month	program	


50%		
Sustainable	Increase	in	
Net	New	Meetings!	
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!  Stronger	and	better	
skilled	sales	force.	

	
!  Selling	more	and	larger	
Net	New	Deals.	

	
!  Reduce	Attrition	

	

Increased	
Market	Share	
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Questions?	

The	Kingston	Training	Group	educates	technology	

sales	executives	on	every	type	of	prospect	across	

60+	industries	and	how	they	proprietarily	use	

technology.		This	empowers	the	sales	executive	to	

recommend	the	right	technology	infrastructure	

solutions,	by	enhancing	their	understanding	of	their	

prospect's	business.			
		


