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Who we were *

3 years ago.
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We were FEARLESS.
We interrupted people.
We believed in our offering.

Who we were
3 years ago. »

NO. 1 CANT BE BOTHERED TO SEE ANY PESKY
| --IVE GOT A BATTLE TO FIGHT. |
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Then the Pandemic

>
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Then the Pandemic We changed to adapt to the

new world.
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We took a new approach to going after
net new business
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We took a new approach to going after
net new business

FieLD ok DREAMS
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We took a new approach to going after
net new business

1. Ramped up data mining
tools

FieLD o DREAMS
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We took a new approach to going after
net new business

Ramped up data mining
tools

. Started dedicating time to
social selling

FieLD ok DREAMS
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We took a new approach to going after
net new business

Ramped up data mining
tools

. Started dedicating time to
social selling

. Started “cold emailing”
strategies

FieLp ok DREAMS
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Results were underwhelming.
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We'd forgotten that WE HAVE territories, zip codes, streets to visit
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings
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LinkedIn didn’t help us. (Not like we hoped)

“A testament to how mission critical

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

_——

LinkedlIn is to connect job seekers with

jobs.”
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LinkedIn didn’t help us. (Not like we hoped)

“More than 40% of companies on LinkedIn

now rely on skill filters to identify
candidates.”

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

ﬁ.
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

“LinkedIn Talent Solutions surpassed S6B

in revenue over the past 12 months, up—
39% Y/Y.”
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

Linked [T
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

monster R

Find Better.”

Linked[fl] -=

‘indeed
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

[ tinkedin Corporate Commanication
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LinkedIn didn’t help us. (Not like we hoped)

$0 rev for 10 months —> Got a sales director job in SV Linkedin Business Highlights from Microsoft’s
FY22 Q4 Earnings
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

Made $700,000+ in Miami —> Never went on
LinkedIn
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LinkedIn didn’t help us. (Not like we hoped)

LinkedIn Business Highlights from Microsoft’s
FY22 Q4 Earnings

Gained over 30,000 followers posting 3x per day
about office technology —> 0 deals closed from
it (over 3 years).
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And SHOCKER...nobody likes cold email.

<Seavc2h:17 * ? m
Edit
Mailboxes

kj] All Inboxes
(%
) derek@mode...straining.com

[ Flagged
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A lot has changed ... in the past 3 years
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We need to get back to the basics

KEVIN‘COSTNER

- NO/! 1 CANT BE BOTHERED TO SEE ANY PESKY
FiELD ot DREAMS SALESMAN....IVE GOT A BATTLE TO FIGHT! |

Ditch the Get back to what built our dealerships. DO THE
“If we build it, they will come” WORK
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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

«4ow I the cold calling
Joing using the strategies from
bootcamp?7?

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

HBH

Dude you'ts crushing i1
You sot il these sinoe wo met

Wednesday? Using the
Sirategles we practiced?

That's cormect

Took about an hour. All of them
toal opportunities

0 a
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ew Business Gold Rush

| landed my meeting!!!
The school board guy!!
Next Wednesday @ 11:00!!!

Yes
81locations

I did it with your method

So Good Day! Just got finished
with the day._had three
appointments that resulted In 3
wxisting lease revelations and
two followup appointments._.two
of these are the ona-two punch,
and one is a flat out phone call
that resufted in a

proposal... Looking for the
Goods!!

7 Pieces of Equip Totall
Awvesoma work. It fun going on
net new appointments. The

tuture ks bright! Let's get some
more set!

(o~ Q
P D0B=200

Over the past 180 days

“ " Derek Shebby 1 - Yc
S VTR

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?

MODczRN
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st closed an MPS deal  * Setd toda
50 a month at 24 months. i ¥

Good!! Got 1 appt today with a !
big non profit . Oh yeah! R

1 used your objection note cards . Competitive knockout and | was
and worked perfectly & \ going against a former colleague

Got another one 12 manth; 5 2
$160 a month this one by v ~ How'd you break in?

Cold calling man

-How does it feal

1feel great Derek . I've been here ¥
for 7 months and now I'm at the

. y top. It's amazing the impact I'm Another appointment set

Inthe field doing and looking back it was all

about my preparation. I've had
huge deals in the past but | never
had this amount of juice in the
deal

New rep closed 11 machine mps .

eve oplngt e Post-Pandemic Sales ‘ea rlando =
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HOW DO WE DEVELOP

SALESPERSON???

16
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3 Recommendations
#1 Re-Calibrate Sales Leadership

e
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3 Recommendations
#1 Re-Calibrate Sales Leadership

#2 Keep the job EASY for them

S
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3 Recommendations
#1 Re-Calibrate Sales Leadership

#2 Keep the job EASY for them

M#3 Build a culture of Activity
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‘_ amte Sales Leadership. -
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Yol rﬁs Manager MJ or PJ?:

!

& %
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OW rm\“py getting paid???

o
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REMINDER:
It’s going to take TIME & EFFORT to get your

salespeople up and running.
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Don’t forget how LONG you’ve been doing this job in THIS industry.

Dy
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Don’t forget how long our salespeople have been doing this.

""

-

months months

They are babies compared to us.
Should we ever just let them “figure it out???”
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For MASSIVE IMPROVEMENT,
the best sales leaders look for coaching moments
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For MASSIVE IMPROVEMENT,
the best sales leaders look for coaching moments
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#2 Keep the job EASY for them

MY EARNING EXPECTATIONS

TRUE STATISTIC (If demo/trial is
done before presenting the

This Year |

Expect to Eam proposal, the chances of winning

An Income Of: —_— the deal becomes 80%)

Subtract My

Annual Base Pay: [ # of Deals Needed to Close
this year DIVIDED by .80

Income From
P P

Average
P .
Per Deal.
# Demos needed to close to
Remaining hit My Expectation

Commissions
Divided By Average

Commission Per # Deals Needed to
Deal Close this year
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#2 Keep the job EASY for them

Y
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MY EARNING EXPECTATIONS

TRUE STATISTIC (If demo/trial is
done before presenting the

This Year |
Expect to Eam SlO0,000 proposal, the chances of winning
An Income Of: _— the deal becomes 80%)

Subtract My
Annual Base Pay: # of Deals Needed to Close
this year DIVIDED by .80

Income From
C
Average
C
Per Deal
# Demos needed to close to
Remaining hit My Expectation

Commissions

Divided By Average ——
Commission Per # Deals Needed to
Deal Close this year

#2 Keep the job EASY for them

)
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MY EARNING EXPECTATIONS

TRUE STATISTIC (if demo/trial is
done before presenting the

This Year |
Expect to Eam $100,000 proposal, the chances of winning
An Income Of: —— the deal becomes 80%)
Subtract My $40,000
Annual Base Pay: [ # of Deals Needed to Close
this year DIVIDED by .80

Income From
p P

Average
P .

Per Deal.

# Demos needed to close to
hit My Expectation

Remaining
Commissions

Divided By Average —
Commission Per # Deals Needed to
Deal Close this year
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#2 Keep the job EASY for them

Y
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MY EARNING EXPECTATIONS

TRUE STATISTIC (If demo/trial is
done before presenting the

This Year |
Expect to Eam SlO0,000 proposal, the chances of winning
An Income Of: _— the deal becomes 80%)
Subtract My $40,000
Annual Base Pay: # of Deals Needed to Close
this year DIVIDED by .80
Income From $60,000
C
Average
C
Per Deal
# Demos needed to close to
Remaining hit My Expectation
Commissions
Divided By Average ——
Commission Per # Deals Needed to
Deal Close this year

#2 Keep the job EASY for them

)
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MY EARNING EXPECTATIONS

TRUE STATISTIC (if demo/trial is
done before presenting the

This Year |
Expect to Eam $100,000 proposal, the chances of winning
An Income Of: —— the deal becomes 80%)
Subtract My $40,000
Annual Base Pay: # of Deals Needed to Close
this year DIVIDED by .80
Income From $60,000
p P
$1,000
Average
P .
Per Deal.
# Demos needed to close to
Remaining hit My Expectation
Commissions
Divided By Average = =
Commission Per # Deals Needed to
Deal Close this year
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#2 Keep the job EASY for them

Y
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MY EARNING EXPECTATIONS

TRUE STATISTIC (If demo/trial is
done before presenting the

This Year |
Expect to Eam SlO0,000 proposal, the chances of winning
An Income Of: —_— the deal becomes 80%)
Subtract My $40,000
Annual Base Pay: # of Deals Needed to Close
this year DIVIDED by .80
Income From $60,000
C
$1,000
Average
C
Per Deal
# Demos needed to close to
Remaining hit My Expectation
Commissions 60
Divided By Average ——
Commission Per # Deals Needed to
Deal Close this year

#2 Keep the job EASY for them

)
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MY EARNING EXPECTATIONS

TRUE STATISTIC (if demo/trial is
done before presenting the

This Year |
Expect to Eam $100,000 proposal, the chances of winning
An Income Of: —— the deal becomes 80%)
Subtract My $40,000
Annual Base Pay: # of Deals Needed to Close
this year DIVIDED by .80
Income From $60,000
p P
$1,000
Average
P .
Per Deal.
# Demos needed to close to
Remaining hit My Expectation
Commissions 60
Divided By Average = =
Commission Per # Deals Needed to
Deal Close this year
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#2 Keep the job EASY for them

MY EARNING EXPECTATIONS

Keep them
focused on

st s eststo s doing the

RIGHT

TRUE STATISTIC (if demo/trial is
done before presenting the

This Year |
Expect to Eam SlO0,000 proposal, the chances of winning
An Income Of: the deal becomes 80%)

Subtract My $40,000
Annual Base Pay:

Income From $60,000
C

75

$1,000
Average 6.25d / th H 141
[ . emos / mon
gonne activities
# Demos needed to close to
Remaining hit My Expectation
Commissions 60
Divided By Average
Commission Per # Deals Needed to
Deal Close this year
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#3 Build a culture of Activity
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#3 Build a culture of Activity

2 ,OOO establishments per territory

Developing the Post-Pandemic Salesperson | BTA Spring Break Orlando 2023

#3 Build a culture of Activity

R ,OOO establishments per territory

667 establishments plan to upgrade equipment per year
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#3 Build a culture of Activity

2 ,OOO establishments per territory
667 establishments plan to upgrade equipment per year

i establishments plan to upgrade equipment this month
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#3 Build a culture of Activity

2 ,OOO establishments per territory
667 establishments plan to upgrade equipment per year

5_6 establishments plan to upgrade equipment this month

) SSG0,000 potential per month
|'
\Q _ if each sale was worth on average $10,000
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Build a culture of Activity

DO THE WORK
Find the 56!

MODCRN

HOW DO WE DEVELOP

SALESPERSON???
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Summary

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

Get back to who we were before
the Pandemic.
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Summary

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

< _,7— .'f; A o .
_ ] 7 e S Get your sales leadership
% o 7 . . .
B PR *»,' B involved in more coaching
e | 2 moments.

Get back to who we were before
the Pandemic.
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Summary

MY EARNING EXPECTATIONS

g B 7% ) .
: ‘1,’: O o o Get your sales leadership
WA % 2 o . . .
1083 ».\_,I LS, involved in more coaching
5.4 . moments.

Get back to who we were before
the Pandemic.
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Keep their job easy!

Summary

Get your sales leadership
involved in more coaching
moments.

Get back to who we were before
the Pandemic.
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Keep their job easy!

DO THE WORK

Find the 56
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Additional Resources

Where Can | Go For More Information?

www.ModernSalesTraining.com/BTA

LEGENDARY
LEADERSHIP

-------------

MODZRN

DEVELOPING

SALESPERSON

BTA Educational Sesswon Orlando “Spring Break® 2023
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www.ModernSalesTraining.com/BTA

Developing the Post-Pandemic Salesperson | BTA Spring Break Orlando 2023

33


http://www.ModernSalesTraining.com/BTA

