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Marketing to Make Managed
Services Mainstream
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Challenge

 How do we make Managed |.T. a core part of
your dealership?
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> 1926-2016
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The Chasm

The Mainstream —
Market

—— The Early
Market

A

¢ Years
' 1926-2016

The Mainstream Buyer

» Skeptical

 Don’t want to be the
first onel

» Afraid of making a
bad decision

 Want references
from their peers

¢ Years
' 1926-2016
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How Do You Take Managed I.T.
Mainstream in Your Dealership?

Years
1926-2016

Two Questions

Would you trust your
sales rep to give you
technology advice?

Would you trust your
dealership with your
network and data?

Y Years
~ 1926-2016
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Marketing

If you were seeing your dealership online for
the first time, would you trust your network BTA::.
and critical data to your dealership?

Years
1926-2016

Pass the Smell Test

« Look like you’ve been doing I.T. for a long time
as a core part of your service offering
— Share content related to I.T.
— Show I.T. on your home page
— Feature I.T. tech partners

Wl \i e, BTA:
- Microsoft clsco. @
Years

1926-2016
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E-info/Client Login Support Contact Us o

call now

1.800.332.2352

Request a Quote

IT Solutions )

From network solutions to data backup and disaster recoveMCopy has you covered on all
of your business’s IT needs! : e -

ACPIT Document
Solutions Management

1926-2016

A, (877) 2720046 CONTACT EBE

m CUSTOMER CENTER

Virtual CIO

Needs
Assessment

(3 i

Communication is the most
Important tool in business.
Gontact Fruth Group for an
assessment of your
communication and office
technology solutions.

11 fio secret that technological advances have radically changed how campanies to business. In recent
years, devices and solutions have appeared that were once almost inconcelvable. It can be hard to stay
aware of changes and innovations, muich less figure out how they can benefit you

With the Fruth Group's Virtual CIO service, you can ensure that your business stays up-1o-date and refains
its compettive edge. We'll help you deveiop and impiement an IT sirategy that puis you on the paih o
continued success

Benefits of Virtual CIO Service

Atthe Fruth Group, we make it our business 10 help other businesses grow and prasper. To that end, we
build and panmerships with to make sure that we offer state-of-the-art
products and services. When you sign up for aur Virtual GIO service, you get a refiable link to thase
resources

The Fruth Group's diverse client base strangthens our Vinual CIO service as well. We know that different

1926-2016
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Choosing the Correct Managed IT Services Contact

o oo

to e

Different areas of managed IT that are designed to help your
business include:

Data Backup and Recovery

1926-2016

Years

Have a Unified Value Proposition

« Create a value proposition that ties together
everything that you do.

& Years
1926-2016




ARE YOU READY
TO PIVOT?

. 1300 132 000

Support

Technology News

6/10/2016
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What is Your Value Proposition?

irenc il ==+ How can you present

Managed . .
IT Services — Ties together everything
— Is relevant to your
'“L}';"g‘lf?gﬁ‘::t% r Atlantic STAR Program ___ prOSpeCtS

5 1926-2016

« Make sure you have
enough content on
your website to
balance out your
copier content
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Google

94% of buying decisions
begin online

Digital content IS becoming a deal breaker for consumers who are looking for information
online. Companies that aren’t there with answers to prospects’ questions will fall off the

radar, while brands that anticipate questions and provide useful resources will win brand -
awareness and, eventually, conversions. Acquity Group, 2014 B2B Procurement Study

¢ Years
1926-2016

4

L

7

Bring the Goods
« wmzmous contactus [ EICIEY

FRUTH Search Q
G ROU®P
m CUSTOMER CENTER

MANAGED PRINT SERVICES ¥ DOCUMENT SOLUTIONS ¥  OFFICE EQUIPMENT ¥ NEEDS ASSESSMENT RESOURCES v

MANAGED NETWORK

IT Services e

DISASTER RECOVERY N BE d 5

[ il 2
Assessment

e D T

> r m*

MOBILITY

VOIP

BT

Have Multiple Pages of |.T. Content

Years
1926-2016
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Bring the Goods

* Share I.T. content on your
blog

4 ESSENTIAL PIECES TO ANY SMALL
BUSINESS BYDD STRATEGY

Years
1926-2016

Demonstrate Competence

 Get active in social
media

4 Years
& 1926-2016

10
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Demonstrate Competence

« Show that you know
what you are doing

— Get new references for
your |.T. support

— Write case studies

1926-2016

Sales

If you were checking out one of your sales reps
on LinkedIn after a sales call talking about
Managed I.T. Services, how would you feel?

1926-2016
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Building Trust

> 1926-2016

THIS IS copy N?  [f

0
! mmmmmmwmm Wﬂllﬂll

|

CHOW P
rﬂwm'ﬁ
FRIENDS K

AND
INFLUENCE
PEOPLE

- RLE CARNEGIE

PocketBook edition COMPLETE AND UNABRIDGED

“The two keys to success are:
(1) building relationships and
(2) changing the way people think”

Social selling can accomplish both

5 1926-2016

12



53*

of decision makers have
eliminated a vendor from

consideration based on
information they did or
did not find about an
employee online.

Al
‘“’ KREDIBLE.COM

Source: Kredible Research
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~ College Student
Student at Cotorado State University
Fort Colirs. Colorada

Busicwss

Techned

Years
1926-2016
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Headline: What You Do

Headline (Not Your Title)

Larry Levine

Transforming how Copier Reps grow net new business
Business : through Linkedin & Storytelling » Check out how in my

Profile Summary
Head Shot

(FIrSt Curren! Social Sales Academy, Dealer Marketing
Im preSSion) Previous Konica Minolta Business Solutions U.S.A., Inc.,

Document Systems, Copytron

Greater Los Angeles Area | Marketing and Advertising

Education  California State University-Northridge

Personal :

URL

[ nitps:/www.linkedin comfiniarrylevine1992 PR Contact Info

Y Years
1926-2016

Contact Information

lewine larmyf@hotmail com & (B05) 586-3245 %302 (work) P hO ne N um be r
larry levine_1 {Skype) 1= Independent Copier Dealer Emall
Channel

Twitter
Dealer Website/Blog

LamrylLavine

&80

Leamn about digital marketing
Haw | can help grow sales

Websites
R éser: o cigky poospect [@Tﬁ" Leamn more by clicki | http:/fwww dealermarketing net
Other. v| How | can help grow | http:/www dealermarketing net/what-we-do/linked
B itps e nkecin covinfRmytevine 1992 Other. v | Learn to digitally pro | http:/fwww socialsalesacademy.net

1926-2016
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WHAT does this rep
know that could help
my business?

Trust = Credibility + Connection

WHO does this rep

know that | know?

Years
1926-2016

Co Founder, Social Sales Strategist
Social Sales Academy

David Schoonover, Major Account Manager
Major Account Manager at DOCUmaticn

Anybody passionate about adapting and evolving in business today must realize that you
cannot perform today's job with yesterday’s methods. As business has evolved from analog
to digital, so must individuals evolve to a digital mindset.

[ J G et refe re n CeS O n After 34 years in my industry, | have seen yesterday's outbound contact methods to be far

your technical

competence

less effective. Most would agree that... more

May 26, 2018, David Schoonover, was Lamy's client

Kevin Crine
Total Documents Solution Provider, Technology to empower & secure your business
efficiently & productively.

| drove fram Akron to Chicago to meet Larry Levine and experience his LinkedIn

Roadshow in a seminar he conducted.

Larry shared his strategies of success in copier sales via social media. He was very detail
oriented, and took the time to make sure everyone understood the tools for success.

It has been 2 weeks and | have landed 3 net new business appointments and... more
April 30, 2016, Kevin was Larry's client

Vince Micell
Training and coaching Sales Professionals to a profitable and rewarding career B Check out
hew in my Prafile Summary

I had our entire sales team go through Social Sales Academy and | couldn't have been
more impressed. The knowledge we gained about leveraging social media and integrating
that into our current prospecting process was invaluable! It has already been opening new
doors to our team! Social media is the way the world works now and | would recommend any
sales team to learn from... more

April 28, 2016, Vince was Larry's client

15
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ERtrepraeit

S P j%f .= “TT% of people who are going
er?t?gsjreﬁ\elﬁrial“ ~ tointeract with you will check
DNA? you out on LinkedIn first.”

TAKE OURQUIZ Entrepreneur Magazine

oy Y
ﬁ\“ It is about bringing your personal
brand to the marketplace to parallel
your business brand

_|_

Why postne thiking
ook be cverrared
Tre sartupmad
hat works for everyone:

BT,

1926-2016

¢ Years
' 1926-2016
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The Social Selling Process

RESEARCH

Find companies
and contacts in
your territory.

GO\)SIQ

news

FOLLOW

Learn about
your prospect

A

CONNECT

Send a

personalized
invitation.

A

NURTURE
Build

relationship with
content

MEET
Ask for a

conversation.

Years
1926-2016

Nurturing Relationships

...........
............

Years

1926-2016
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What Types of Content Should
Reps Share?

<o [Dealership’s Blog Articles and
Social Posts

» Tech Partner Articles
» Tech White Papers
* Your Own Thoughts

— Ideas following an appointment
— Your own blog article

e
MSPblog)

5 1926-2016

Action ltems

Would you trust your
sales rep to give you
technology advice?

Would you trust your
dealership with your
network and data?

18
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Action ltems

U Website shows |.T. as a core U Managers lead the way with

offering of the business

U Plenty of content related to
I.T. topics

Q I.T. references and case
studies

QO A value proposition that ties
together hardware and
managed services

QO Active in social media

credible LinkedIn profiles

Q Sales reps’ LinkedIn profiles
make them look like credible
sources of technology advice

U Sales reps have solid
references

O Sales reps consistently
share I.T. related information

1926-2016

Questions?

Darrell Amy
President

m /darrellamy @darrell_amy

214.224.0050 x101
damy@dealermarketing.net

darrellamy

E' Social Sales
Academy

Larry Levme

(805) 586- 3245 302
llevine@socialsalesacademy.ne

LinkedIn Sales Coaching

B /in/tan ryle ine1992

1926-2016
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