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THE DEATH OF THE 
PEOPLE BUSINESS

BTA Southeast Conference Presentation 2022
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36 Months Ago
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We were fearless.
We interrupted people.
We believed in our offering.
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Our Company Our Customer

36 Months Ago October 2019
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Our Company Our Customer

Human Connection
• Phone calls
• Face to Face Visits
• Regular QBRs
• Stop bys

Get the message directly to the 
target!

36 Months Ago October 2019
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The Pandemic
Shut the world down 

We put the people
business on pause
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TODAY
October 2022
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“Let me just send them an email.”
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“I need ZoomInfo for their cell phone 
& email.”
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“Let me just send them an email.”

“Let me just connect with them on 
LinkedIn.”

“People aren’t back in the office.”

“I need ZoomInfo for their cell phone 
& email.”
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“Let me just send them an email.”

“Let me just connect with them on 
LinkedIn.”

“People aren’t back in the office.”

“Can we just hire a telemarketing 
company?”

“I need ZoomInfo for their cell phone 
& email.”
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“Once I build my brand on LinkedIn 
through regular video posting, I’ll have 
customers flooding my inbox wanting to 
meet.”
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Our Company Our Customer

Indirect Connection
• Cold emails
• Voicemail
• LinkedIn
• Networking

Filter the message through a screener to 
the target!
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TODAY
October 2022

The people business 
is still on pause
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GOOD NEWS: The business is out there. 
Some dealers are killing it with net new.
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We Are Witnessing
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September 2022
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3 Best Practices to Implement 
Right Away To Capture Massive 
Net New Opportunities

2022 BTA East Conference | Getting Back Into The People Business
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We have territories, zip codes, streets to visit
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“Everything you’ve ever wanted is on the other 
side of FEAR.” 

- George Addair

The Death of the People Business | BTA East Conference 2022

27

The Death of the People Business | BTA East Conference 2022

28



10/11/22

15

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of FEAR

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

29

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

30



10/11/22

16

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

31

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

32



10/11/22

17

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

33

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

34



10/11/22

18

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

35

Prospecting activity
Email LinkedInVoicemail Networking Cold Calling 

Phones
Cold Calling 

On Foot

Level of Fear

The MORE fear, the BIGGER the reward!

2022 BTA East Conference | Getting Back Into The People Business

36



10/11/22

19

The Death of the People Business | BTA East Conference 2022

“But Derek…our customers aren’t in the office.”
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Embrace Scary Prospecting
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Embrace Scary Prospecting
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Effectively Use Your Tools

1. Follow the “Income Outliers”
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Effectively Use Your Tools

1. Follow the “Income Outliers”
•The CRM done right is the way.
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Effectively Use Your Tools

1. Follow the “Income Outliers”
2. Put LinkedIn in its rightful place.  
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Effectively Use Your Tools

1. Follow the “Income Outliers”
2. Put LinkedIn in its rightful place.  

“A testament to how mission critical 
LinkedIn is to connect job seekers with 
jobs.”
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Effectively Use Your Tools

1. Follow the “Income Outliers”
2. Put LinkedIn in its rightful place.  

“More than 40% of companies on LinkedIn 
now rely on skill filters to identify 
candidates.”
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Effectively Use Your Tools

1. Follow the “Income Outliers”
2. Put LinkedIn in its rightful place.  

“LinkedIn Talent Solutions surpassed $6B 
in revenue over the past 12 months, up 
39% Y/Y.”
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Effectively Use Your Tools

1. Follow the “Income Outliers”
2. Put LinkedIn in its rightful place.  

•They are monster.com AND (indeed.com)
•A tale of 3 reps 
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http://monster.com
http://indeed.com
http://monster.com
http://indeed.com


10/11/22

27

2022 BTA East Conference | Getting Back Into The People Business

Effectively Use Your Tools
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3. How should we use LinkedIn?
• It should exist to compliment “scary 

prospecting” activities
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there (not reps)
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Effectively Use Your Tools

3. How should we use LinkedIn?
• It should exist to compliment “scary 

prospecting” activities
• YOU need a consistent posting presence on 

there (not reps)
• Your Reps need a digital brand profile that 

matches their in person brand. 
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Effectively Use Your Tools

3. How should we use LinkedIn?
• It should exist to compliment “scary 

prospecting” activities
• YOU need a consistent posting presence on 

there (not reps)
• Your Reps need a digital brand profile that 

matches their in person brand. 
• Learn common tools: Research, Sales 

Navigator, Messages
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Modernize Your NN Prospecting

• Revisit your net new prospecting activity 
standards - what are you tracking? (I 
recommend tracking “scary” activities)

• Protect the golden hours - how many hours are 
you expecting them to prospect per week? (You 
have 40)

• Create prospecting sequences:

1. Strategic cold call
2. View their profile (LinkedIn)
3. Warm call over the phone
4. Send a follow up email
5. Connection request (LinkedIn)
6. Creative drop-off in person
7. Warm call over the phone
8. Voicemail
9. Video/Audio Message LinkedIn
10. Warm call over the phone

61

THE DEATH OF THE 
PEOPLE BUSINESS

SUMMARY

62



10/11/22

32

THE DEATH OF THE 
PEOPLE BUSINESS

GETTING BACK INTO

SUMMARY

63

2022 BTA East Conference | Getting Back Into The People Business

Who we are.

Summary
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What the pandemic did to 
our sales team.Who we are.

Summary
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Summary

How we get back.Who we are.
What the pandemic did to 
our sales team.
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Additional Resources

Where Can I Go For More Information?
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www.ModernSalesTraining.com/BTA
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Connect on LinkedIn
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http://www.ModernSalesTraining.com/BTA
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