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Prospecting Then and Now

Mark your calendar for BTA's
educational workshops,

webinars & events!

In association with Learning Outsource Grou S S
: - - Learn the Playbook: Diversify A subscription-based

Virtual Comprehensive Career Through Collaboration Solutions video course for
Development Training for Driving 4 p.m. Eastern, Thursday, Dec. 3 service troubleshooting

Optimal Performance & Results _Moderated by Bob Madaio, .
Sharp Imaging and Information Company of America

LinkedIn to Win

e 4 p.m. Eastern, Thursday, Dec. 10
Dec. 2 4’ 2020 Rick Lambert, Selltowin

www.bta.org/SalesMgt www.bta.org/BMB www.bta.org/STT
Visit for all workshops, webinars & events!
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Help Your Fellow Dealers:
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Submit Job Descriptions, Comp Plans & Other Documents
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Email your documents
to Brent Hoskins at
brent@bta.org.
All identifying
information will
be removed.
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OUR FOCUS TODAY

-EYESON THEPRIZE @
- EMBRACE THE ROLE  'wr
- THE GREAT UNSEEN &
* SELLING THE FUTURE (3
- COUNTER-INTUITIVE €©

O @Tiborshanto Exscution — Everything Else s Just Talkd
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1997-98 1st, East Conference . % NBA Champions
1996-97 d 1st, East Conference A % NBA Champions
1995-96 1st, East Conference . % NBA Champions

1994-95 Bulls 47-35 573 5th, East Conference 5-5 .500 Lost East Conf Semis
1993-94 | Bulls 55-27 671 3rd, East Conference 6-4 .600 Lost East Conf Semis
1992-93 | Bulls 57-25 2nd, East Conference 15-4 .789 % NBA Champions
1991-92 | Bulls 67-15 817 1st, East Conference 15-7 .682 % NBA Champions
1990-91 | Bulls 61-21 1st, East Conference 15-2 .882 % NBA Champions
© emvoshano Exscution — Everything Else Is Just Talki
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EYES ON THE PRIZE
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O @TiborShanto
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O @TiborShanto
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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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O @TiborShanto

Evening
|

Morning

Execution — Everything Else Is Just Talki

17




11/10/20

10



11/10/20

11



11/10/20

Execution — Everything Else Is Just Talki

O @TiborShanto

23

Question ©
Tibor Shanto <tibor@tiborshanto.com> ; g Share this email

Hello

\

A virtual elbow rub, I hope you, the family and team are doing well in these freaky times.

Like, everyone, I am trying to figure out where to go and how to get there, but I am game.

1 need the help of fellow sales professionals I respect. I am looking to engage with a small group of businesspeople I can go to
and run some of my ideas by as I rethink the business, no bullshit, straight up critique. Conversations of this nature that I have
had in the last week helped them think through some of the possibilities they are facing. In the process, I can see how my
thinking is in the eyes of real customers. I need a safe zone to speak as Tibor, not Renbor in return for honest feedback.

S e, )

Please let me know if you are open to a short call if so, we can set a time.
Thank you in advance, be safe,

Tibor

E““‘...n--
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Question ©

Tibor Shanto <tibor@tiborshanto.com> ~ o Share this email

Hello

A virtual elbow rub, I hope you, the family and team are doing well in these freaky times.

Like, everyone, I am trying to figure out where to go and how to get there, but I am game.

I need the help of fellow sales professionals I respect. I am looking to engage with a small group of businesspeople I can go to
and run some of my ideas by as I rethink the business, no bullshit, straight up critique. Conversations of this nature that I have
had in the last week helped them think through some of the possibilities they are facing. In the process, I can see how my
thinking is in the eyes of real customers. I need a safe zone to speak as Tibor, not Renbor in return for honest feedback.

Please let me know if you are open to a short call if so, we can set a time.
Thank you in advance, be safe,

Tibor
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THE FUTURE

26
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Actively
Looking

Passively
Looking

Q @Tiborshanto Execution - Everything Else Is Just Talki
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MARKETING

AWARENESS CONSIDERATION

SALES
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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

Exscution — Everything Else Is Just Talki

Simple lllustration

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?

| get it, | see the vision.

| am curious, why aren’t we
there today?

Execution — Everything Else Is Just Talki
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VALDE

INDIVIDUAL VALUE

w Customers | The B2B Elements of Value
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Counter-Intuitive

Exscution — Everything Else Is Just Talki

what are other
words for
counterintuitive?

L

unreasonable, illogical,
reasonless, senseless,
untenable, nonsensical, faulty,
implausible, absurd

D

W Thesaurus.plus

34
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Counter to instinct

Deked Out

Prospect: Does your solution
allow me to ??2?

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

Prospect: Thanks for that,
what about???

o @TiborShanto

In Control

Prospect: Does your solution
allow me to ??2?

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?

Exscution — Everything Else Is Just Talki

36
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BTA Offer

The Proactive Prospecting Virtual Prgram

December1 & 2-1:00 PMET-5:00 PMET

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

g @Tiborshanto Exscution — Everything Else Is Just Talld

37

Program Content

* Introduction « Objections
+ The Fundamentais * The nature of Objections
- The Prospecting Mind-Frame + A formula for managing the most common
+ The Buyer’s View abje{xiOl"‘s Slobiaaiinci
= » Marginalize predictable objections
3 $;"i;c,%‘:':':n o + Dealing with Question Based Objections
+ Metrics 9 * Voicemail
« Gatekeepers(*)

+ Defining your Value P
» Actionable & Reusable Definition of Value * Email
+ The Buyer's State * Cadence
+ What Buyer’s Are Buying * More
* Knowing why Buyers buy from You and your
Company
* Know the Value you deliver
* Being Multilingual
» Script Development
* A Proven step-by-step approach

PROSBECTING
o @Tiborshanto Toplus Execution — Everything Else Is Just Talki

38
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https:/Iwww.tiborshanto.com/proactive-prospecting-virtual-program/

Q @Tiborshanto Exscution — Everything Else Is Just Talki

39

? TIBOR SHANTO
AWARDS & RECOGNITION

« Ranked 8th on the Top 30 Social Salespeople In Top Sales World

The World - Forbes.com 2014 « Top 25 Sales Influencers for 2013- OpenView
« Top 50 Sales & Marketing Influencers for 2014 - Labs

Top Sales World + 25 Influential Leaders In Sales - 2012 Edition -
« Top 25 Sales Influencers for 2014~ OpenView InsideView

Labs « Top 50 Sales & Marketing Influencers for 2012 -
+ Gold Medal Top Sales & Marketing Blog 2013 - Top Sales World

Top Sales World Awards « Top 25 Sales Influencers for 2012 - OpenView
+ 50 Most Influential People in Sales Lead Man- Labs

agement in 2013 + 50 Most Influential People in Sales Lead Man-
» Top 50 Sales & Marketing Influencers for 2013 - agement in 2010

3 Tibor Shanto
T —_— \ 416 822-7781
PROSPECTING Tibor@TiborShanto.com
s CLUB www.TiborShanto.com
) www.ProactiveProspecting.Club
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Help Your Fellow Dealers:

Submit Job Descriptions, Comp Plans & Other Documents

e
e R St 200 TR PNAT 40 CCNPOINTAL

COMPENSATION STATIVENT F08 |
om0 |
AS881 MANAGENENT o G vr Y

Sates flap Jobs Deecription

Iewscrens

sy : cusLmcATIN.

nnnnn

Email your documents
e = to Brent Hoskins at
B T . brent@bta.org.
T o - All identifying
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