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We were fearless.
We interrupted people.
We believed in our offering.

36 Months Ago

October 2019
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NO.! 1 CANT BE BOTHERED TO SEE ANY PESKY
VE GOT A BATTLE TO FIGHT. |
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36 Months Ago October 2019

Our Company Our Customer
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36 Months Ago October 2019

Get the message directly to the
target!

Human Connection
® Phone calls

® Face to Face Visits

® Regular QBRs
Our Company e Stop bys Our Customer
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The Pandemic We put the people
Shut the world down » business on pause
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TODAY
October 2022 C 4
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“Let me just send them an email.”




“Let me just send them an email.”

“| need Zoomlinfo for their cell phone
& email.”
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LinkedIn.”
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“Let me just send them an email.”

“| need Zoomlinfo for their cell phone
& email.”

“Let me just connect with them on
LinkedIn.”

“People aren’t back in the office.”

“Let me just send them an email.”

“| need ZoomlInfo for their cell phone
& email.”

“Let me just connect with them on
LinkedIn.”

“People aren’t back in the office.”

“Can we just hire a telemarketing
company?”
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“Once | build my brand on LinkedIn
through regular video posting, I'll have
customers flooding my inbox wanting to
meet.”

Filter the message through a screener to
the target!

Indirect Connection
® Cold emails

Our Company . Jorceral Our Customer

e Networking
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TODAY The people business
October 2022 » 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 Withessing

. fow Is the cokd caling
going using the strategies from
bootcamp???

Great! 6 appts total by phone
from 26 calis. 5 of them net new.
One of the was a major hospital

&b

Dude you're crushing it!

You set ol these since we met
Viednesday? Using the
strategies we peacticed?

That's correct

Took about an hour. All of them -
real opportunities

(o~
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ew Business Gold Rush

1 landed my meeting!!!
The school board guy!!
Next Wednesday @ 11:001!

Yes
81 locations

1 did it with your method

-

S0 Good Day! Just got finished
with the day...had three
appointments that resulted in 3
existing lease revelations and
two followup appointments.. two
of these are the one-two punch,
and one is a flat out phone call
that resulted in a
proposal....Looking for the
Goods!!

7 Pieces of Equip Total!

Awesome work. It's fun going on
net new appointments. The
future is bright! Let's get some
more set!

The Death of the People Business | BTA East Conference 2022
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“ Derek Shebby 1 - Yot
e -

If your company can cold call in person, DO IT.

Like every day.

Well, only do it if you need to fill your funnel with prospects.
The results speak for themselves

Check out these stats (from one rep in my bootcamp)

9 Net New appointments set.

From 18 cold calls in person.

From ONE day in the field.

I'll take those efforts any day.

Would you?
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3 Best Practices to Implement
Right Away To Capture Massive
Net New Opportunities
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3 Best Practices to Implement
Right Away To Capture Massive

EMBRACE Net New Opportunities
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3 Best Practices to Implement
Right Away To Capture Massive
Net New Opportunities

A M -
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3 Best Practices to Implement
Right Away To Capture Massive
Net New Opportunities

MODERNIZE
Your Net
New Activity
Standards
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Getting Back To The People Business - Tip #1

EMBRACE

We have territories, zip codes, streets to visit

i
@
MODeRN
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“Everything you’ve ever wanted is

1

- George Addair
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NO/! 1 CANT BE BOTHERED TO SEE ANY PESKY
SINE DN A
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The MORE fear, the BIGGER the reward!

Level of FEAR

Email Voicemail Linkedin Networking Cold Calling Cold Calling
Prospecting activity Phones On Foot
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The MORE fear, the BIGGER the reward!

Level of Fear

Email Voicemail Linkedin Networking Cold Calling Cold Calling
Prospecting activity Phones On Foot
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The MORE fear, the BIGGER the reward!

Mailboxes
£ Allinboxes
A I GMAIL
& I 0

3 Flagged

Email Voicemail Linkedin Networking Cold Calling Cold Calling
Prospecting activity Phones On Foot
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Level of Fear
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The MORE fear, the BIGGER the reward!

dm &
.

u ~ ANk
|

Email Voicemail Linkedin Networking Cold Calling Cold Calling
Phones On Foot

Prospecting activity

Level of Fear

2022 BTA East Conference | Getting Back Into The People Business

32

MODe=RN

SALES TRAINING

16



10/11/22

The MORE fear, the BIGGER the reward!

Level of Fear

-

.1

Email Voicemail Linkedin Networking Cold Calling Cold Calling
Prospecting activity Phones On Foot

Its
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The MORE fear, the BIGGER the reward!
Level of Fear
g' " @
2 ]
~—13 —
Email Voicemail Linkedin Networking Cold Calling Cold Calling
Prospecting activity Phones On Foot
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The MORE fear, the BIGGER the reward!

i ,
/ e S o ‘
— — —
Email Voicemail Linkedin Networking Cold Calling Cold Calling
Phones On Foot

Prospecting activity
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Email Voicemail Linkedin Networking Cold Calling Cold Calling
Phones On Foot

Prospecting activity
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The MORE fear, the BIGGER the reward!

Level of Fear
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“But Derek...our customers aren’t in the office.’
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From: Elon Musk

Sent: Tuesday, May 31, 2022 1:19 PM

To: ExecStaff

Subject: Remote work is no longer acceptble

\nyone who wishes f« € ork must be in the office
for a minimum (and mum*) of 40 hours per week
or depar This an we ask of factory workers

If there are particularly exceptional contributors for whom this
is impossible, | will review and approve those exceptions
directly.

Moreover, the “office” must be a main Tesla office, not a
remote branch office unrelated to the job duties, for example
being responsible for Fremont factory human relations, but
having your office be in another state.

Thanks,
Elon

2022 BTA East Conference | Getting Back Into The People Business MODczRN
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2022 BTA East Conference | Getting Back Into The People Business

From: Elon Musk
Subject: To be super clear

re your actual colleagues are ot some remote

eudo office. | il ass

you don't sho me you have

resigned

The more senior you are, the more visible must be your

presence. That is why | lived in the factory so much - so that

de them. If |

those on the line could see orking along:s

had not done that, Te ago ha ne bankrupt
There are of course companies that don’t require this, but
when was the last time they shipped a great new product?

It's been a while.

Tesla has and will create and actually manufacture the most
exciting and meaningful products of any company on Earth.
This will not happen by phoning it in.

Thanks,
Elon
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Embrace Scary Prospecting

SALES —:
BOOTCAMP

Zeslimernial MODERN
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Embrace Scary Prospecting

~ " Derek Shebbyl - ¥
e ®

2 weeks 390 | posted a testimonial from a rep in my BootCamp

- in the testimanial he spoke of how excit
Y ol
Lo appontment at a large school using wh

——

d he wi
% had learned.

for setting an net new

For those of you wondering what happenad at the end of that story.
Wel, that deal closed yesterday.
$85,000 in Revenue, all net new business.

1t was a deal worth 3X his normal budget
This tenured rep was blown away

It 8l started 2 weeks ago with prospecting atteenpt

MODERN Now he added big “unexpectod” money to his commi

SALES TRAINING

ssions.

Everything changes once you kearn how 10 cold call properly

He's on his path toward becoming a Fearless Prospector.
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Embrace Scary Prospecting

~ " Derek Shebby L - ¥
e - ®

2 weeks 390 | posted  testimonial from a rep in my BootCame. D
w501 -

2 In the testimanial he spoke of how excited he was for setting an net now
4 appontment at a large school using what be had learned < 9

¥ ,\J
PROSECTING Q For those of you wondering what happened at the end of that story.
Well, that deal closed yesterday.
1am at 77k on the month

$85,000 in Revenue, all net new business

77k more than my annual quota
It was & deal worth 3X his normal budget. 677k
This tenured rop was blown away. Just closed a net new first appt

1t all started 2 weeks 8go with that 15t prospecting atteenpt. 72% profit

MODERN Now he added big “unexpected" money 10 his commissions.

SALES TRAINING

Everything changes once you learn how 1o cold call properly.

He's on his path toward becoming a Fearless Prospector.

ce
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Effectively Use Your Tools

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

Derek Shebby 1
u . ” e ®
. Are you learning from income outliers?
1. Follow the “Income Outliers

One of those salespeople earning so much more beyond the goal OTE?

1 found one that taught me so much

It wasn't until later on in my career.

Top reps typically earn between $100 - $200K in our industry...Good money!
But this one outlier was earning $800k

Every year

1 reached out to him to find out what he was doing differently.

He wasn't selling major accounts
{His territory was small)

He was able 10 be in 4X more opportunities per month than the norm.
When | contacted him, | asked him how he was able 1o do that

There wasn't any magic involved. No secrets

But he did say that his objective was to always:

+ Be at the right place
+ Be there at the right time

» Be there with the right message.

mention a few more things he taught me in the 301 sec video below.

2022 BTA East Conference | Getting Back Into The People Business 4 D=RN

What have you learned from income outliers in your industry?

Effectively Use Your Tools

LinkedIn Business Highlights from Microsoft’s

2. Put LinkedlIn in its rightful place. o s

m Linkedin Corporate Communications
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Effectively Use Your Tools

LinkedIn Business Highlights from Microsoft’s
. - . FY22 Q4 Earnings
2. Put LinkedlIn in its rightful place. :

[[3) uinkedin Corporate Communication

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

2022 BTA East Conference | Getting Back Into The People Business MODzRN
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Effectively Use Your Tools
LinkedIn Business Highlights from Microsoft’s
. - . FY22 Q4 Earni
2. Put LinkedlIn in its rightful place. e
m Linkedin Corporate Communications
“More than 40% of companies on LinkedIn —l
now rely on skill filters to identify i
candidates.”
2022 BTA East Conference | Getting Back Into The People Business MODczRN
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Effectively Use Your Tools

LinkedIn Business Highlights from Microsoft’s

2. Put LinkedlIn in its rightful place. o s

[[3) uinkedin Corporate Communication

“LinkedIn Talent Solutions surpassed $6B

in revenue over the past 12 months, up =———————y-
39% Y/Y.”
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Effectively Use Your Tools
LinkedIn Business Highlights from Microsoft’s
. - . FY22 Q4 Earnings
2. Put LinkedlIn in its rightful place. g -
[[}) uinkedin Corporate Communications
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Effectively Use Your Tools

LinkedIn Business Highlights from Microsoft’s

2. Put LinkedlIn in its rightful place. i o'

*They are monster.com AND (indeed.com) i ol
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Effectively Use Your Tools
LinkedIn Business Highlights from Microsoft’s
. .. . FY22 Q4 Earnings
2. Put LinkedIn in its rightful place. :
*They are monster.com AND (indeed.com) [ ok oot communicatons
eA tale of 3 reps
2022 BTA East Conference | Getting Back Into The People Business MODczRN
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http://monster.com
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Effectively Use Your Tools

3. How should we use LinkedIn?

2022 BTA East Conference | Getting Back Into The People Business IS\AQDERNG
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Effectively Use Your Tools
3. How should we use LinkedIn?
¢ |t should exist to compliment “scary
prospecting” activities
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Effectively Use Your Tools

3. How should we use LinkedIn?

FOUNDER

® YOU need a consistent posting presence on
there (not reps) BRAND

TURN YOUR STORY INTO YOUR
COMPETITIVE ADVANTAGE

DAVE
GERHARDT

2022 BTA East Conference | Getting Back Into The People Business MODzRN
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Effectively Use Your Tools
3. How should we use LinkedIn?
® Your Reps need a digital brand profile that
matches their in person brand.
selltowin

2022 BTA East Conference | Getting Back Into The People Business MLQ Q%Bm
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Effectively Use Your Tools

3. How should we use LinkedIn?

® YOU need a consistent posting presence on
there (not reps)

® Your Reps need a digital brand profile that
matches their in person brand.

® |[earn common tools: Research, Sales
Navigator, Messages

selltowin
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Getting Back To The People Business - Tip #3

MODERNIZE
Your Net

a

New Activity
Standards

P Y e Y e Y
o W| 1IN | —
) k) ) )
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Modernize Your NN Prospecting
® Revisit your net new prospecting activity
standards -
Daily: Weekly: Monthly:
50 Point Days 1 5 20
Cold Calls 10 50 200
Phone Calls 20 100 400
NN Appointments 1 5 20
Prospects Added 1 5 20
Customer Appointments 1 5 20
Assessments (Process Chart) 1 4
Demos/Trials 1.5 6
360 Apps 1 4
2022 BTA East Conference | Getting Back Into The People Business MODzRN
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Modernize Your NN Prospecting
® Reuvisit your net new prospecting activity
standards -
I[N 8:00 {U
® Protect the golden hours - LY 8:00 [ 5:00
Wed. ] 5:00 |
L] 8:00 | 5:00
Fri ] 5:00 |
28 10:00 {1 9:00 |
T cuosen [ cuose |
|
2022 BTA East Conference | Getting Back Into The People Business MODz=RN
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Modernize Your NN Prospecting

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

Strategic cold call

View their profile (LinkedlIn)
Warm call over the phone
Send a follow up email
Connection request (LinkedIn)
Creative drop-off in person
Warm call over the phone
Voicemail

. Video/Audio Message LinkedIn
10. Warm call over the phone

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

O ONOUEWNE

® Create prospecting sequences:

2022 BTA East Conference | Getting Back Into The People Business MODzRN
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Summary

NO/! 1 CANT BE BOTHERED TO SEE ANY PESKY
SALESMAN....IVE GOT A BATTLE TO FIGHT!

Who we are.
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64

MODe=RN

SALES TRAINING

32



10/11/22

Summary

| NO! 1 CANT BE BOTHERED TO SEE ANY PESKY
SALESMAN....IVE GOT A BATTLE TO FIGHT!

What the pandemic did to

Who we are. our sales team.
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Summary

| NO! 1 CANT BE BOTHERED TO SEE ANY PESKY
SALESMAN....IVE GOT A BATTLE TO FIGHT!

2 e

MODERNIZE
Your Net

S0 L New Activity

- Standards
Wh What the pandemic did to
o weare. our sales team. How we get back.
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Additional Resources

Where Can | Go For More Information?

MODezRN
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www.ModernSalesTraining.com/BTA

Fearless
prospector
Masterclass

wkalcwnW'
e B

~ " Derek Shebby 1 - You
Develop Top Performing Sales Tear
&J. 14m-®

If your company can cold call in person, DO IT.

Like every day.

Well, only do it if you need to fill your funnel with prospects.
The results speak for themselves.

Check out these stats (from one rep in my bootcamp)

9 Net New appointments set.

From 18 cold calls in person.

From ONE day in the field.

I'll take those efforts any day. sALEs
==~ BOOTCAMP

Modern Sales Training DOCUMENT TECHNOLOGY EXECUTIVE

1% BETWEEY

SALES CALLS
L]

MODe=RN
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www.ModernSalesTraining.com/BTA
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