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Submit Job Descriptions, Comp Plans & Other Documents

Email your documents 
to Brent Hoskins at

. 
All identifying 

information will
be removed.
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Heraclitus
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OUR FOCUS TODAY

• EYES ON THE PRIZE

• EMBRACE THE ROLE

• THE GREAT UNSEEN

• SELLING THE FUTURE

•COUNTER-INTUITIVE
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EYES ON THE PRIZE
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According to a University 
of California Irvine study, 

it takes an average of 23 

minutes and 15 seconds 
to get back on track.
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EMBRACE THE ROLE
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Interruption!

Morning

Evening
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Professional Interrupter!
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THE GREAT UNSEEN

19

@TiborShanto

20



11/10/20

11

@TiborShanto

21

@TiborShanto

22



11/10/20

12

@TiborShanto

23

@TiborShanto

24



11/10/20

13

@TiborShanto

25

@TiborShanto

THE FUTURE
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AWARENESS DECISIONCONSIDERATION

MARKE T I NG

SA L E S

STATUS QUO ACTIVEPASSIVE
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Objectives

• Objectives are clear measurable and tied to business 
outcomes

• Every business – business owner – businessperson, 
has objectives

• Pain – short lived, people learn to cope; objectives –
uplifting, people can’t get enough
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Simple Illustration

If  we were sitting  here 18-
months from now, and you 
were telling your team had 
hit a grand-slam or won the 
Cup?

What would that look like?

I get it, I see the vision.

I am curious, why aren’t we 
there today?
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COUNTERINTUITIVE
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Counter-Intuitive
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Counter to instinct 

Deked Out

Prospect: Does your solution 
allow me to ???

Many will take this as an 
opportunity talk about the 
feature in question

Prospect: Thanks for that, 
what about???

In Control

Prospect: Does your solution 
allow me to ???

Seller: That’s a great 
question, why don’t we make 
that first item on the agenda 
and cover it thoroughly; how 
is Wednesday at 11:00?
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BTA Offer

The Proactive Prospecting Virtual Prgram

December 1 & 2 – 1:00 PM ET – 5:00 PM ET

4 Individual one-on-one 30-minute reinforcement session, 
helping you to adopt and get the most out of  the program

6 Month Membership to the Proactive Prospecting Club

$997 – Complete 
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Program Content

• Introduction
• The Fundamentals
• The Prospecting Mind-Frame
• The Buyer’s View

• Rejection In Context
• Time/Timing

• Metrics

• Defining your Value
• Actionable & Reusable Definition of  Value

• The Buyer’s State
• What Buyer’s Are Buying
• Knowing why Buyers buy from You and your 

Company

• Know the Value you deliver 
• Being Multilingual

• Script Development
• A Proven step-by-step approach

Day 1 Day 2

• Objections
• The nature of  Objections

• A formula for managing the most common 
Objections

• Marginalize predictable objections
• Dealing with Question Based Objections

• Voicemail

• Gatekeepers(*)

• Email
• Cadence

• More
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https://www.tiborshanto.com/proactive-prospecting-virtual-program/
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www.ProactiveProspecting.Club

Tibor Shanto
416 822-7781

Tibor@TiborShanto.com
www.TiborShanto.com
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Submit Job Descriptions, Comp Plans & Other Documents

Email your documents 
to Brent Hoskins at

. 
All identifying 

information will
be removed.
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