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TELEVISION IN EVERY HOME

 First public demonstration of a televised silhouette image
In motion — March 25, 1925

* Available for home purchase — 1945
« Adoption rate peaked around 1985
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TABLET/ MOBILE IN EVERY HOME
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SMARTPHONE IN EVERY HOME?

* 70% of US adults now use smartphones
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APRIL 3, 2010

Steve Jobs launches iPad

TODAY

Over 50% of Americans
own a tablet

. —
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12:00pM LUNCH WITH KEN
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BUYER 2.0 - _

THEN NOW
« Cold calls were answered « Many buyers don’t answer their
~« Drop-ins were successful and phone at all — e.g. gatekeepers,
resulted in immediate meetings caller ID
- Sales reps educated the » Elevators don'’t have buttons,
prospects on the products and they have guards with digital
services keys to get you to your desired
| floor
\ » Google is their sales rep
A
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WHY TRADITIONAL, INTERRUPTION-BASED
MARKETING/SALES ARE LESS EFFECTIVE
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PERSPECTIVE

In 1920, there was 1 radio station.
In 2011, there were 14,700.

In 1946, America had 12 broadcasting TV stations.
In 2011, there were over 1,700.

In 1998 the average consumer saw or heard 1 million
marketing messages — almost 3,000 per day.

In 2014 there are 1,500 stories competing to show up in your
personal Facebook News Feed at any given moment.
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Interruption.
False claims.
Over-promising.

isin This
Under-delivering.
Increased regul%tion. Changtehq
Brand egocentrism. everything.
Exploitation.
Lawsuits.
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TECHNOLOGY EMPOWERS CONSUMERS

« Consumers gained access to tools and information that
enabled them to dodge interruptive brand messages and
instead seek out information when they’re ready
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VCRs.

Caller ID.

DVRs.

The Do Not Call list. This

Spam software. changed
Broadband internet. everything.

Smartphones.
Social media.
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Google search

Search everything.
Instantly. -
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BUYER’S JOURNEY

Buyer 2.0 begins their search online...

. 92(%) of B2B buyers begin their search for
answers online.

 They are over 570/0 through the buying process
before they speak to your sales reps.
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BUYER’S JOURNEY

Awareness Consideration Decision
| Stage Stage Stage

MI’L trep throat

The Buyer's Journey is the active

research process a potential buyer
goes through leading up to a purchase
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WHAT ARE THEY LOOKING FOR?

* They're asking Google to
serve up answers to their

challenges.
An Swe rs « And Google needs content

to proves them to answer
their question
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BECOME A PART OF THEIR DIGITAL

JOURNEY




MOBILE | SOCIAL | SEARCH
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Ads You May Be Interested In

H 1w
~ Larry Levine STIN ovow Your Busivess
| Providing solutions to gain visibility and control of Grow your business with digital
documents leading to improved security and increased N marketing solutions. Loam more
. ayl
‘ profits. oy
- Greater Los Angeles Ares | Business Supplies and Equipment Cold Caliing is Dead
, 4 ﬂ- Stop cokd calling for new 3
6‘ Konica Minoita Business Solutions U S A., Inc, customers. Let Crushpath
= = » . Document Systems, Copytron, Data Team prospect for you.
T~ D i Ca¥fornia State University-Northridge
//_ " DeskDirector Assists
¢ — .~} Know whon your clients are
_ 500+ ;] there No contract, 30 day
guarantee
W Relationship B Contact Info Convarsaton 1 doy 890 People Also Viewed
Ron Howard
’- Information Management Consultant
< Speciakzing in Reducing Operational
1.115 . Costs by 30% - 60%
’

Published by Larry Maurice Diab

Area Vice President of Sales at Konica
Minoka Business Solutions US.A., Inc.

Scott Gritfith

Consultant on

Process, Workflow, Security,
Ediscovery and Document
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Google AdWords —

Managed Print Services - Datamax-Arkansas.com
| www.datamax-arkansas.com/ ¥ (501) 313-0481
Managed Print Service in Arkansas Since 1983. Call Our Team Today!
§ 7400 Kanis Road, Little Rock, AR
Managed Print Services About Us
IT Services

Little Rock Printing Co - arkansasgraphics.com
www.arkansasgraphics.com/ ~
Little Rock High Quality Printers. Your Full Service Printing Company.

Managed Print Services - ArkansasCopier.net
www.arkansascopier.net/ ~ (501) 712-3692

Quality Managed Print Service. Call Our Local Company in Little Rock.

9 9621 Interstate 30, Little Rock, AR

Social Media —

Website/Blog

Datamax of Arkansas (@DatamaxArkansas) | Twitter
https://twitter.com/datamaxarkansas ~

... Arkansas since 1983, providing IT services, Managed Print Services, Document
Management and office equipment to local businesses. Little Rock, AR.

Datamax Arkansas - Little Rock - Copying & Printing - About ...
https://www.facebook.com/DatamaxArkansas/info ~

Datamax Micro hitp://www.datamaxarkansas.com/ has been serving Little Rock,
Arkansas since 1983. We provide IT services, Managed Print Services, ..,

Xerox representative XMC of Little Rock, Inc. (801) 737-8910
www.localxeroxsales.com/managed-print-services-in-little-rock-arkansas... ~
Find Xerox Office Solutions at XMC of Little Rock, Inc. in Little Rock that are ... XMC of
Little Rock, Inc. to provide high quality Xerox Managed Print Services and ...

Datamax Arkansas | The Technology People
www.datamaxarkansas.com/ v Datamax / Micro ~

Slideshow Presentation. Choosing the Correct Managed IT Services ... Third Street
Little Rock, AR 72204 Hot Springs, AR 71913 501.603.3000 501.624.4496.
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WHEN YOUR PROSPECTS SEARCH
WHAT DO THEY FIND?

Choosmg the Correct Managed IT Services Contact

Whie RANging 88 Of yOUr Ntemal CLSNESS HOCESSes N-HOUSE When yOu're st staring
0Ut i 3 4Man 2ing 10 00, 3066 your EULINGSs NIV & plan in place Afer £ XDerences s
first rea growin? During thia phase. businosses realy feed 1o hone their nternal
PrOCERses 4 30t 1herm L 10 De Srofitatie 33 1N Business taks o more Clents and
€3D0N64 80, 11 YL 4TS MOKA MVENUS

Managed IT services are Gesigned to taike on those inenal processes thit need 10 e
handled o & ity by Gy Dk, chearng the wiry 10¢ Dsnesses 10 100U 0N SAIRgY BN GrOWEh models. After al, your Coie!
Markotng Omicer shoulcn't D Gealng With Network Services 3 Making Suee IFEemal COmMURCALon & werdng Dropery. That
3houid De OUOUTd 10 P DOMSSCAES that now FOW 10 OBt tha [0D A2ne.

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

Data Backup and Recovery

Any business that starts SCCUMLASENG 8 krge mount of ata from oM is Chent base and intemally, needs 0 serously consider
petting that ciata backed LD in Case deaster strikes. Dasaster Can coMe in many cifferent fomms NCUKING nitural disaster, fire, and
theft. Getting your data backed LD is 8 smart decision and may save your businass in the Sture.

Network Support

Your natwork & how your Dutness & able 10 COMMUNICate INtemally and extarnally. Making $170 at ths It N as efcerty
Dossitie Wil Guirariee & Gegres of eTCHNCY In DU COMMUNCATON Cracesses, Our managed IT services not anly fmake sure your
Network B setup, Dut 8i50 18 630 30 handie any (rodlems Or Sethacks that you may have.

Virus and Malware Protection

TIe SOGHESCHon Of Viuses Tave GRS & Gt EXIBNSV, A 'S LD 10 YOU 10 DFOMC YOU DUSNSS Irom Tham. Viruses can
Oty GACITANN B DUBIES I 1013 Of SHCHIONG Croconses Sd data fies, 50 'S Conainy B0VISed that you Kiap & ey out for
hese. Managnd IT 86rviCes take VIs0n &0 Mahwine IO S2C0UNE AN FBUAS YOUr GCHIonic Katety.

Trars are many Othar Aspects 30 MAanaged 1T St are 858 MPOMANt 19 your DUSKSIS. DUt TS &40 10 NAME & fow INDorant areas
1hat your busirass SPoukd be taken can of in

Contact us 1oy 10 eam morw

: in dealer-marketing-systems www.dealermarketing.net
"dm dealermarketmg 3 @DirMkigSys 214.224.0050

'....‘



SALES PROCESS

» Look at your existing sales
process

« Create content to match
each stage

* Answer questions via blog
that are typically asked
during the sales process

* Provide helpful information
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HOW CAN YOU PROFIT FROM THE NEW
BUYING PROCESS?

1. Be an industry thought leader

2. Put out content that the prospect is seeking
3. Feed the Search Engines
4

. If you're providing the quality content, then Google will
favor you over competitors
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HOW DO YOU DO THAT?

Blog with relevant keywords

Monitor LinkedIn activities not cold calls

Have your sales team post relevant articles to LinkedIn
Make sure you have a mobile-friendly website

s W=
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KEY TAKEAWAYS

« Buyer 2.0 doesn’t want to talk on the phone

* New buying process requires digital savvy

* Integrating sales and marketing is vital to sales growth
« Content is what gets you the prospecits

* Follow the five-step lead generation model
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QUESTIONS?

Lindsay Kelley: Darrell Amy:
@Ivkelley @darrell_amy
Linkedin.com/in/lindsay.kelley Linkedin.com/in/darrellamy
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