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Win it Easy
or

Come In Fourth!

My Granddad
Wild Bill Harrison
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My Dad
Gerry Harrison

Meet FRED!

FRED — My
name for your
ideal customer

Difference Maker Accounts — High Profit
CONTRIBUTION

Fred is a PERSON

Ultimate Decision Maker

Meets Company Demographics

The Right ATTITUDE
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Win It Easy
or
Come in Fourth!

il
Il

* Too much time chasing customers that

won’t buy and wouldn’t make a difference
if they did!

* FRED — The Feature Race — difference
making customers

* TAKERS — The Trophy Dash
* Nope — Don’t even start the race
* Race hard in the Feature

* Win the Trophy Dash easy or come in
Fourth!
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How That Night Ended

I’'m In The 98.
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What Car Are You Driving?

The Legend of Old Smokey
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Improvise
Overcome

ou always did it that way doesn’t mean it’s the right we
: ry” does it that way doesn’t n

Slow Down to Go Fast
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Slow Down to Go Fast!

* Every sales call is MEANINGFUL!

* Focus on building relationships, not
running around looking for “who is taking
prices on a machine.”

* Keep salespeople on an even keel — rah-rah
“motivation” seldom works.

* Keep a consistent hand on the steering
wheel as a manager.
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The Time Dad Helped
Another Guy Beat Me




“Did You Want to Win, or Just Get a Trophy?”
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Racing’s Lessons For
Sales

* Win it Easy or Come in Fourth — Keep a focus on
FREDs

* Which Car Are You Driving? — Make sure YOU set
your agenda

* The Legend of Old Smokey — Adapt, Improvise,
Overcome

* Slow Down to Go Fast — Keep a long term focus
and steady hand on the wheel

* Winning doesn’t mean just being the cheapest
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GOALS &
STRATEGY

THE SALES STRATEGY REVIEW

One hour conversation. Two to three tangible take aways.

STAFFING & PARTNERS &
COMPENSATION CUSTOMERS




