Using Technology to Sell
Jonathan London
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A Few Questions |

* What technology have you used in the past!?

* Do you think your customers and prospects are
using technology?

* If so, what technology do you think they are
using?
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Technology

* Can be a differentiator, or “level set” you and the
competition if they are using technology well

* Like any technology, it can make you more
productive, or if improperly used, can hurt your
efforts

* Expands your market exponentially

* Reduces or removes time and geography
boundaries

* |t must be embraced in today’s world
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Technology is A Part of a Solution
Not the solution itself
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Step

» 1-Prospect
Qualification

Prepare for and
contact prospect.
Qualify and obtain
first meeting.

Sales Process

» 2-Value Discovery

Establish mutual interest
and understand: business
problems, technical
environment, decision
process and compelling
event

Provide formal
proposal with the ABC
Co. solution
demonstrating
BOF/TCO/ROI1

» 3-ProposaPresent /7 4-Negotiation/Close e

Negotiate and agree on
pricing and terms

Measurements

*Analyze selection

criteria

« Establish call

objectives

« Identify value of

Internet

* Assess propensity to

buy, incl. budget,
financial condition,
culture, procurement
history

* Identify key contacts
« Identify key business

drivers & pain points

*Name business

problem we can solve

« Identify competition

« Confirm ABC Co. fit/Mutual

Value

* Articulate sales strategy

(internal)

* Determine technical

environment

« Identify compelling event
* Define political environment
*Understand procurement

process

*Meet with key contacts
*Send discovery letter
*Begin S.C.0.0.P.

* Deliver proposal, incl.-
Solution, business case
& ROI *

*Contract T's & C's-

* Pilot, if requested*

*Deal Desk approval

*Provide references*

*Language of contract, T's
& C's Agree on business
conditions & pricing

* Access to Power
*S.PRI.N.G. Dialogue
«DiSC

*Selling Strategically
*Team Selling
*S.PRI.N.G. Dialogue

*R.E.A.L. Presentations

* Negotiations

* Negotiations

*Objection Handling

*Closing
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CRM or Sales Force Automation :

* At a minimum lets you track activity with
prospects and customers

* Can also be used for all of your marketing
activities

* Most major providers tie-in to salesforce.com
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Other Essentials
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Social Media

Top 10 Social-Networking
Websites & Forums

by US Market Share of Visits (%)

August 2012

Facebook

————
YouTube . .
Twitter
-
. (*)
nterest -

Google+

Yahoo! Answers

MeetMe 0.39%
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Basic Sales Process
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Basic Sales Process

F \

e D+B/Hoovers

e OneSource

e LinkedIn

e Salesforce.com

e Vertical databases
e Lexis/Nexis

e InsideView

e Jigsaw

e sohoost.com

e Vertical data bases
e Data.com

\_
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Generate and Manage Leads

: ¢ LinkedIn, dlvrit *

e Salesforce.com

e Vertical databases
e E-mail, constant —Contact, jumplead
e Desktop video

e Streaming

e Social media

e SEO

e Twitter

e voodoomarketing
e Facebook

e HootSuite

e Vocus

e Google Alerts

\°Hubspot, Marketo, Eloqua
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COL)gle Aerts

Scarchquay. VP Sxes

Google Alert for today

Resut Crenjts -

e - From: Google Nerts <groghadeds-romglyBgooge com»

Howolsr  Osceadey - Novs Wed

How maryy. Oy o best results - News 9 rove resits for VP Sales
Ale Anounces Now Hn John Lowed i VP Evand Syalegy

Yoremat | Nondn@igraning com MGSRISCS R wtatog
o subeiday of ViVald, whees he sarved 33 Senvor Vice Prasident Managing Obector of
Arghtics srd Devaicgesest He brings roes thin 10 peass of eoadence is sirsege

m Vauge pour slerts partharshics and operabions, maseing, product devsicpeent, CRVL ase andlyties.

Seo 3l siotes on this 1opc »

CloarOno Bolsters Its Sxoouthve Naragement with ha Addtion of Three Foemer ..
NadoatWatch [proes releons)

Koy axecafons ischd Avatay Ben Natan, who wil savi sa OeaOre'y Chind
Tochndogy OfSoer, Rami Eahwr, who vl 2070 s CearOre’s Vice President of Qiotad
Vidoo and ntormatoral Sales: and 5% Torer, who wil sorve as OearOres Vice ..
See 3l siotes on this lopc »

CC hioms Radho Sebeamanyam dor rew poston 35 $ales & Narketing Reeserch guu
Fadiod+% core

Racha Savavanyan jore Cioar Channdd Modka & Exiantainner! i Exscutve VP of
Sales and Narketing Researzh. In e now pos ton, she will oport % Craiman'CE0
Jobn Hogas, and be meponsitie dor ceweloping. agoregating and analyzing consame
ddato,.

See 3l shodes on this 120e »

Fardon Wacomes Thas Now V'Pa

Warage your serts - Google Alets Help - Teerss of Use - Pdvacy Policy - Gongle Home - © 2011 Google
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Companies in Lead Management

e Data.com

* Frontline Selling
 Demandbase

* Gagein

* Greenleads

e |nfofree
e |Leads360
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Qualify Opportunity

LinkedIn \

e Salesforce.com

e Vertical data bases

e E-mail

e Desktop video or web conferencing
e Streaming

e Social media

e iPad or tablet

e Mobility

e |deal Profile

e Playbooks

e Impending or Compelling Event Guide
e Sales Benchmark Index
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Compelling Event Assessment

Rep Name Assessment Date
Company Name Potential Revenue
Decision Maker/Power Projected Close Date

< there any internal pressure and/or initiatives to
specifically deploy & POS System by a certain date? If o,
please provide in the comments section.

Has a date or timeframe been set for a solution to be “in
place” (e.g. beginning of fiscal year)?

Internal pressure |A-e there competing projects for the funds available?

< the POS system the highest priority among competing
projects with the company?

Has the Power openly committed to a result that s tied
to this project by a certain date?

s there an external event/forces/requirements that is
prompting the power to investigate alternative POS
Sclutiors?

External Pressure

< the current POS system negatively impacting current
business requirements, needs and pressures?

Does our Coach and/or Power stand to beneft persanally if
an improved POS solution i< approved or deployed by a
certain date?

Is the pain associated with status gquo greater than the pain
and risk expected with this change?

Are all the persenal wins by stakeholders associated with

Personal Impact U:!is project grealer than the possible risks
{Implementation, Operational, Financial, Talent)?

Has the dedsion maker or xey influencer personally
committed to the success of this project by a certain date?

Have there been negative personal effects related to the
company's POS System capabilities?

If they do not go live on & new POS Sclution by a certain
date, are there consequences?

Consequ of
Inaction Are there hard, soft, palitical, or personal costs of doing
nothing? If o, please document in the comments secticn.
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€2 . Google Alert - PEER1

Google Alerts

Sent: Monday, March 19, 2012 4:01 AM
To: Jonathan London 201 788 8922

News 1 new result for PEER1

Local startups, vets share common ground at SXSW

San Antonio Express
| came from a hosting company in the San Antonio area called Peer1 Networks. Then | went to WordPress and helped

them run their systems for a year,” ...

Web 2 new results for PEER1

MicraHosting : Peer1 LA - X3430 @ $139 - Better Network for USA ...
Dell R210 PowerEdge. Single Intel Lynnfield X3430 4 GB DDR3 RAM 250GB SATA 7.2k RPM HDD 5.0 TB Bandwidth on

100mbps port 5 Static IP $13%/month ...
www.webhostingtalk.comvs howthread.php?t=1136427

DSC_5469 | Flickr - Photo Sharing!

By PEER 1 Hosting No real name given + Add Contact. This photo was taken on March 13, 2012 using a Nikon D700. 1
view 0 comments 0 favorites 0 galleries ...

www flickr.com/photos/peer1/6988406161/

Tip: Use site restrict in your query to search within a site (site:nytimes.com or site:.edu). Learn more.
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Decide to Engage

e Desktop video or web conferencing
e Streaming

e Social media (linkedin, twitter, kred)
e Skype

e Chat (Chatter, Jive, Mzinga, igloo)

e iPad or tablet

e Wireless

e |deal Profile

e Playbooks

e Impending or Compelling Event Guide
e S.C.0.0.P.

\_
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Present and Propose

» Desktop video or Web conferencing (slideshare, clearslide, prezi) \
e Streaming

e Laptop

e iPad or tablet

e Wireless

e PowerPoint or other like offering

e Screen capture

e Tinderbox

e Dropbox

e Clearslide

e Whiteboarding

¢ YouTube, Vimeo or other video

® Online images or photos

e http://prezi.com/mkg9y pllcxd/presentation-on-presentations

\_
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Apenda

~dacee First Sossion
DIST
- S PRIN.G. DArgUR
- Prescning Shopatron
- ChedicnHard irg

. TC'ja"'.
Ci:l.'.r,;
« Craating Ugenmp'Gatiing tha Emoacan’ Buy
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Work the Strategy

e Desktop video or Web conferencing

e Streaming

e Electronic signature (Docusign)

e Social media (newsle, storify, scoop.it)
e Desktop video or web conferencing

e Chat

e iPad or tablet

e |deal Profile

e Playbooks

e Impending or Compelling Event Guide
e S.C.0.0.P.

\_
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Other Technologies

* Time Management — TimeSmart
* Recruiting

e Sales Assessments

e Customer Service

e |T and Administration

* Compensation
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ALIGNED FOR SALES SUCCESS

m APPS IDEAS CONNECT | | ABOUTUS

SEE APPS BY SALES EFFECTIVENESS CATEGORY

Apps

A .
= SN S ‘@) €
Compensation Configuration/Price/Quote Customer Experience Customer Relationship Management Gamification

Management (CPQ) Management (CRM)

® 3 *° e &

Lead Management Marketing Automation Message Management Online Presentations Pricing

> > o A o

Sales Analytics Sales Enablement Sales Process and Training Sales Productivity Social Media & Collaboration
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Jonathan London

www.ipgtraining.com

Jlondon@ipatraining.com
201 788 8922
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