


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	

•  It must be embraced in today’s world	




Technology is A Part of a Solution	

Not the solution itself	




Sales Process	

              Present 



Freecrm, Zohocrm, Civicrm, 



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	


•  Website	


•  Email marketing – (Constant Contact)	


•  Collaboration (web and video conferencing)	

	

•  Google (SEO, PPC, Alerts, tools, office)	


•  Social media (Facebook, Linkedin, Pinterest, Twitter)	


	




  	


 	




Basic Sales Process	


Analyze	  
Territory	  

Generate	  
Leads	  

Qualify	  
Opportunity	   Strategize	   Generate	  

Proposal	  
Nego;ate	  
and	  Close	  



Basic Sales Process	


Analyze	  Territory	  

• D+B/Hoovers	  
• OneSource	  
• LinkedIn	  
• Salesforce.com	  
• Ver;cal	  databases	  
• Lexis/Nexis	  
• InsideView	  
• Jigsaw	  
• sohoost.com	  
• Ver;cal	  data	  bases	  
• Data.com	  



Generate and Manage Leads	


Generate	  Leads	  

•  LinkedIn,	  dlvrit	  
•  Salesforce.com	  
•  Ver;cal	  databases	  
•  E-‐mail,	  constant	  –Contact,	  jumplead	  
•  Desktop	  video	  
•  Streaming	  
•  Social	  media	  
•  SEO	  
•  TwiTer	  
•  voodoomarke;ng	  
•  Facebook	  
•  HootSuite	  
•  Vocus	  
•  Google	  Alerts	  
•  Hubspot,	  Marketo,	  Eloqua	  
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Companies in Lead Management	


•  Data.com	

•  Frontline Selling	

•  Demandbase	

•  Gagein	

•  Greenleads	

•  Infofree	

•  Leads360	




Qualify Opportunity	


Qualify	  Opportunity	  

• LinkedIn	  
• Salesforce.com	  
• Ver;cal	  data	  bases	  
• E-‐mail	  
• Desktop	  video	  or	  web	  conferencing	  
• Streaming	  
• Social	  media	  
•  iPad	  or	  tablet	  
• Mobility	  
•  Ideal	  Profile	  
• Playbooks	  
•  Impending	  or	  Compelling	  Event	  Guide	  
• Sales	  Benchmark	  Index	  
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Decide to Engage	


Choose	  The	  Right	  Strategy	  

• Desktop	  video	  or	  web	  conferencing	  
• Streaming	  
• Social	  media	  (linkedin,	  twiTer,	  kred)	  
• Skype	  
• Chat	  (ChaTer,	  Jive,	  Mzinga,	  igloo)	  
•  iPad	  or	  tablet	  
• Wireless	  	  
• Ideal	  Profile	  
• Playbooks	  
• Impending	  or	  Compelling	  Event	  Guide	  
• S.C.O.O.P.	  



Present and Propose	


Propose	  or	  Demonstrate	  the	  Right	  Solu;on	  

• Desktop	  video	  or	  Web	  conferencing	  (slideshare,	  clearslide,	  prezi)	  
• Streaming	  
• Laptop	  
•  iPad	  or	  tablet	  
• Wireless	  	  
• PowerPoint	  or	  other	  like	  offering	  
• Screen	  capture	  
• Tinderbox	  
• Dropbox	  
• Clearslide	  
• Whiteboarding	  
• YouTube,	  Vimeo	  or	  other	  video	  
• Online	  images	  or	  photos	  
• hTp://prezi.com/mkg9y_pl1cxd/presenta;on-‐on-‐presenta;ons	  
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Work the Strategy	


And	  Close	  The	  Deal	  

• Desktop	  video	  or	  Web	  conferencing	  
• Streaming	  
• Electronic	  signature	  (Docusign)	  
• Social	  media	  (newsle,	  storify,	  scoop.it)	  
• Desktop	  video	  or	  web	  conferencing	  
• Chat	  
•  iPad	  or	  tablet	  
• Ideal	  Profile	  
• Playbooks	  
• Impending	  or	  Compelling	  Event	  Guide	  
• S.C.O.O.P.	  



Other Technologies	


•  Time Management – TimeSmart	

•  Recruiting	

•  Sales Assessments	

•  Customer Service	

•  IT and Administration	

•  Compensation	







