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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.		

	

What	are	the	changes	that	a	core	equipment	sales	rep	has	to	make	to	drive	
vertical	prospecting	for	broader	technology	sales	in	2018	and	beyond?	In	
this	session,	Kingston	will	address	this	important	question.	You	will	learn:	
How	to	set	yourself	apart	from	the	competition	with	a	vertical-researched	
C-level	prospecting	approach	to	land	more	net-new	meetings	with	C-level	
executives	by	communicating	in	their	language;	and	the	different	skill	sets	
and	activities	needed	by	managers	and	sales	reps	to	reach	and	sell	to	the	

right	level	(C-level)	decision	makers.		

Kate Kingston, Founder & President 

Kingston Training Group  
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KTG Client 
Results Mee#ngs'Before'

KTG'

Mee#ngs'A0er'

KTG'

Applied'Imaging'

74%'Growth''
In'Two'Weeks!'

Success 
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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. 

Raise Your 
Standards 
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 Sales Rep  

vs  

Sales Executives 

	

Virtual	CIO	
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Salary for Activity 

 

COMMISSION FOR  

Compliantly	archive,	
easily	access	and	more	

cost	effectively	reproduce.	
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What	are	C-Level	
executives	looking	for?	

	

A Deeper Dive into  

Legal Firms 
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Bare	Minimum	
Expectation	

Documents used at Law Firms 
 

•  Briefs	

•  Boilerplate	legal	

documents	

•  Budgets	

•  Calendars	

•  Contracts	

•  Corporate	by-laws	

•  Letters	to	clients,	

courts	government	

agencies	

•  Government	

regulations	and	

compliances	

	

	

•  Internal	summaries	

•  Interrogatories	and	

responses	

•  Legal	analyses	

•  Legal	and	tax	forms		

•  Legal	guidelines	

•  Corporate/courtroom	

presentations	

•  Docket	calendar	

•  Employment	

regulations	

•  Mail	lists	

	

	

	

•  Management	reports	

•  Meeting	minutes	

•  Motions	

•  Organization	charts	

•  Pro>it/loss	

statements	

•  Reports	to	

associations	

•  SEC	reports	

•  Standards	and	

practice		
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Types Of  Law Firms 
Business	(Corporate)	Law		

Employment	&	Labor	Lawyer	

Finance	&	Securities	Law	

Mergers	&	Acquisitions	Law	

Intellectual	Property	Law	

Family	Law	

Estate	Planning	Law	

Tax	Law	

Criminal	Defense	Law	

Traf>ic	Law	

	

	

	

Personal	Injury	Law	

Bankruptcy	Law	

Civil	Litigation	Law	

Digital	Media	&	Internet	Law	

Entertainment	Law	

Immigration	Law	

Legal	Malpractice	or	Professional	

Responsibility	Law	

Real	Estate	Law	

Law Firm “Twitter Pitch” 
 I	am	calling	to	schedule	a	meeting	with	you.	I	

represent	 	 		(Insert	#	of	Law	Firms	your	
dealership	works	with)	law	>irms	here	in	 	 		

(Insert	location)	in	their	pursuit	of	enhancing	billable	
hours	when	>iling	with	courts,	faster	redaction	and	

interiorities	answers,	bate	stamping,		e-discovery,	and	
complaint	case	archival	and	retrieval	by	
implementing	technology	changes.	
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Identifying	
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Email	Hunter	
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• Must	comply	with	HIPAA	and	the	

HITECH	Act.	

• The	Sarbanes–Oxley	Act	

Legal		
Compliance	

	
	
	
	

How	Law	Firm’s	Make	Money	
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Legal Software AbacusLaw	
Firm	Central	

Clio	
PracticePanther	

Legal	
CosmoLex	

	

	
	
	
	

HoudiniEsq	
MerusCase	
Jarvis	Legal	
App4Legal	
MyCase	

	
	
	
	

Here	at		 	 	 		(Insert	your	
dealership	name),	our	technology	
integrates	seamlessly	with	
almost	every	proprietary	
software	like…	
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Briefs 
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Interrogatories 
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E Discovery 
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Bate Stamping 
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Case Binders 
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Redaction 
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Dear___________	(insert	prospects	name):	
		
My	name	is	 	 	 		(Insert	your	name)	and	I	am	calling	(or	writing)	to	schedule	a	meeting	with	you	or	
your	point	person,	because	my	>irm	works	in	partnership	with	other	law	>irm	in	 	 		(Insert	location)	
including	 	 	,	 	 	and	 	 		(Insert	client	references)	just	to	name	a	few.		We	work	
with	their	CFO’s	to	establish	and	deliver	a	reduction	in	non-billable	activity	time	for	example;	expediting	redaction	and	
interrogatory	responses,	seamless	integration	with	proprietary	legal	software,	and	faster	culling	of	data	during	
discovery	and	more.	
		
I	know	that	identifying	real	measurable	cost	and	time	savings	must	be	important	to																																											(Insert	name	
of	their	company),	I	would	like	to	bring	examples	of	some	of	these	very	successful	proven	initiatives	that	your	CFO	
colleagues	have	partnered	with	us	to	implement	that	will	allow	the	establishment	of	consistency	in	technology	
invoicing,	non-invasive	data	collection,	and	24/7	monitoring	-all	while	utilizing	current	technology	assets	only.	
		
I	would	welcome	the	opportunity	to	bringing	conclusive	evidence	of	results	that	other	law	>irms	have	experienced	with	
a	partnership	with	my	>irm		 	 		(Insert	your	dealership	name).		I	was	sure	that		 	 	

		(Insert	the	prospects	company	name)	would	like	to	hear	how	your	colleagues	are	accomplishing	this	and	I	am	
that	resource	here	at	 	 	 		(Insert	your	dealership	name).		I	would	like	to	meet	with	you	 	

	 	 		(Insert	date	and	time)	if	that	would	work	into	your	calendar.			

The Email 
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•  Better	manage	assets	by	tracking	Historical	costs	&	patterns	that	

enables	companies	to	make	better	buying	decisions	as	it	pertains	to	

print	devices.	

•  Simplify	procurement	process	to	minimize	transaction	times	so	that	

purchasing	can	focus	on…	

•  Increase	pro>itability	

•  Accelerate	time	to	cash	

•  Predictable	spend	

•  Maximize	employee	productivity	

•  Leverage	

•  Higher	return	

•  Minimize	initial	cash	outlay	

•  Preserve	your	cash	

•  Securing	a	rebate	

•  Simplify	vendor	relationships	

Law Firm “Twitter Pitch” 
 I	am	calling	to	schedule	a	meeting	with	you.	I	

represent	 	 		(Insert	#	of	Law	Firms	your	
dealership	works	with)	law	>irms	here	in	 	 		

(Insert	location)	in	their	pursuit	of	enhancing	billable	
hours	when	>iling	with	courts,	faster	redaction	and	

interiorities	answers,	bate	stamping,		e-discovery,	and	
complaint	case	archival	and	retrieval	by	
implementing	technology	changes.	
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Law Firm CFO  
 •  I	am	calling	to	schedule	a	meeting	with	you.	I	represent	68		law	>irms	

here	in	New	Orleans.	Working	through	their	>inance	executives	in	their		
pursuit	of	enhancing	billable	hours	and	reduction	of	non	billable	activity	
time		when	>iling	with	courts,	faster	redaction	and	interiorities	answers,	
bate	stamping,		e-discovery,	and	complaint	case	archival	and	retrieval	
by	implementing	technology	changes.		Other	legal	CFO’s		are	demanding	
be9er	management	of	their		the	technology	assets	more	accurate	tracking	
and		cost	reducEon	from	their	technology		that		has	enabled	your	
colleagues	to	simplify	procurement	processes	and		minimize	transacEon	
Emes.	That’s	what	we	do	here	at…	

Law Firm “Twitter Pitch” 
 I	am	calling	to	schedule	a	meeting	with	you.	I	

represent	 	 		(Insert	#	of	Law	Firms	your	
dealership	works	with)	law	>irms	here	in	 	 		

(Insert	location)	in	their	pursuit	of	enhancing	billable	
hours	when	>iling	with	courts,	faster	redaction	and	

interiorities	answers,	bate	stamping,		e-discovery,	and	
complaint	case	archival	and	retrieval	by	
implementing	technology	changes.	
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Law Firm CIO 
 • I	am	calling	because	I	have	a	strategy	I	would	like	to	share	that	

has	aided	68	other	legal	IT	executives	when	emoying	
backcasting	towards	their	>irms	ideal	vision	as		I	represent	68	
other	law	>irms	here	in	New	Orleans	in	their	pursuit	of	
enhancing	billable	hours	when	>iling	with	courts,	faster	
redaction	and	interiorities	answers,	bate	stamping,		e-
discovery,	and	complaint	case	archival	and	retrieval	by	
implementing	technology	changes	that	will	realize	strategically	
renewable	IT	systems	that	are	capable	of	operaEonal	diversity	
and	healthy	producEvity	over	the	long	term.	

•  		

Virtual	CIO	
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GARMENT	INDUSTRY	
GOLF	COURSES 		
GEOSCIENCE/GEOLOGICAL/
GEOPHYSICAL	COMPANIES	
MAPPING	&	SURVEYING	
GOVERNMENT	–	CITY/	
MUNICIPAL		
HEALTH	SERVICES:	
HOSPITALS/MEDICAL	
PRACTICES 		
HEALTH	SERVICES 		
HIGH-TECH	COMPANIES	
HOSPICE/HOMECARE	
HOTELS/MOTELS/CAMPS	
INSURANCE	COMPANIES	
LEGAL	FIRMS	
MAIL-HOUSE	INDUSTRY	
MARKETING	COMPANIES	
MANUFACTURING	
COMPANIES	
MEDICAL	DEVICE	
MANUFACTURING	
COMPANIES	
MORTGAGE	COMPANIES	
NON-PROFIT	
ORGANIZATIONS	
NURSERY	&	PRIVATE	
SCHOOLS	
NURSING	HOME/ASSISTANT	
LIVING	
PLUMBERS,	ELECTRICIANS	&	
HVAC 		

KTG Verticals 

KTG Client Results 
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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. 

 

Weekly  
Reporting 
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“In	working	with	Kate	Kingston	and	her	program	we	have	seen	early	

results	in	setting	appointments	and	meetings.		These	results,	with	a	

variety	of	sales	representatives	have	shown	a	167%	increase	in	meetings	

and	appointments.		We	have	found	the	training	is	especially	helpful	with	

our	new	sales	representatives	as	it	gives	them	con>idence	in	getting	in	the	

doors	of	zero	based	accounts.”		

	

Hunter	McCarty,	COO	of	RJ	Young	Company	

RJY	Young	Company	has	made	
$358,583.74	from	KTG	deals,	
resulting	in	a	492.9%	ROI	in	the	
First	four	months	of	the	training!		

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 

 

The Kingston Training Group,  
Driving Additional Market 
Share for Your Dealership 
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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.			

		


