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Workshop Agenda

» Introductions

»  QOverview & Introductions

»  “Why” Discussion

» TAM & SAM Target Market Discussion
» FAM Target Market Discussion

» SWOT Analysis Discussion

»  Competitive Discussion
» FAM Targets Discussion
»  GAP Discussion
»  Neuromarketing Overview
»  Prospect Profiling
» Persona details, prospect drivers, search attributes, segment demographics, needs, behavior-based profiles
»  Messaging
» Brand messaging, R-Complex messaging, messaging houses/cubes, mission statement, tone & voice, unique selling propositions
» Marketing & Sales Enablement Asset Requirements
» Asset map to Buyer's Journey, asset list & content elements
» Linkedln Sales Navigator Social Selling training, lead generation, engagement & nurturing
»  Prospect Qualification and Scoring Matrix, lead nurturing, email drip campaigns
= CRM Integration
= Dynamic Sales Playbook

» Conclusion



EXERCISE: Why?

tWIHAT

We make iP_

The Old Way The New Way

O u

Our products are
elegant and easy to
use.

W)W We believe in

challenging the status
quo.

\\\\_;/// U

The Golden Circle adapted from the book Start with Why by Simon Sinek



ECHO’s Why

“Echo Technology Solutions is passionate
about helping you avoid risks and increase
profits by instantly becoming or augmenting
your information technology, security, or

development team.

We do this by leveraging our proven, certified,
and efficient business-centric experts to help

your small to mid-sized firm lower costs,
concerns, and complexities.




EXERCISE: TAM

Global Size of the BPO and IT Outsourcing Market

IT Infrastructure Management
Industry Specific

Adpplication
Development
Management

CRM BPO 5%

FRABPO '

Other IT Services IT Professional Services



EXERCISE: SAM

M HfS High Value
IT Services Market Primer

January 2017 S
High Value IT Services Market 2015-2021 ($Bn) Overall
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® AAS IT Services o Tradlitional IT Services + AAS IT Services = Traditional IT Services

|ue IT Services ($Bn)

1BM —

Accenture —

HP & CSC NewCo —
Fujitsu

HP

NTT DATA & Dell
TCS

GapGemini —

NTT DATA —

Cognizant

AGH
csC

38.4 %

ADM ¢ IT Infrastructure Management e Professional Services

NB High value IT Services includes IT Qutsourcing, managed services and
f) HfS professional services. Top 10 based on 2015 revenues.
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EXERCISE: FAM-MSSP?

Global Managed Security Services Market
Size and Forecast (2013 - 2020)

" Global Managed Security Services Market [l Global Managed Security Services Market
Global Managed Security Services Market By Application By Verticals
The A ty Se rket is
ex n o

expected to reach at $§29.9 bilion by 2020 Managed PSand 05 I . Banking Financial Service
lrinsied Dens ervoes (D008 and Insurance (RESH) . n
i Secured informaton and Banking Financial Services and Insurance
Growing at a CAGR of 15.8% {2014-2020) event management (SIEM) To Be Highest (BFSH) To Hc:ﬂg.'vr_'s'. Revenue Generaling
Revenue Generating Segment by 2020 Segment by 2020
Global Managed Security Services Market Top Impacting Factors Global Managed Security Services Market By Geography
N 09 ~ o
I North America B TP Age-Pacii
TRTRGIC I e s To Be Highest Revenue 4 =,
Generating Geography -1 )
Demnand of Coax afisctivensss By 2020 o ——FUAMEA - &
: ,’l ’ J
Global Managed Security Services Market Dynamics
Hes:station 10 share Deivers
i sensve dats Growing trend of mobile . * Increasing cyber crime activities
devices at workplace « Cost effectiviness
= Stringent govesnment regulations
Stnngent. government reguiations * Growing trend of mobile devices at workplace
* Rise in eectronic data
2013 N 2020 N Db
! = Hesistation to share sensitive data
For More Details See Table of Contents « Demand of ized sobuti




EXERCISE: FAM-GRC?

What services are managed security service providers
delivering to clients?

Total Managed Security Services Ma

rket: Percent Revenue
Forecast by Segment, North America, 2013
Advanced ang
Emerging ln:ged
Security Services

Threat intelligence,

fesearch, detection ang
remediation
1




EXERCISE: FAM-CLOUD?

Worldwide CRM Software Spending By Vendor, 2013
Market Size: $20.4B: 13.7% Growth Over 2012

salesforce




Level 1 Targets

Target Solution: Consultative Embedded IT/IS/Dev Team
Prospect
Size: 11-50, 51-200, 201-500, 501-1000 employees

Geos: No CA

Linkedln Accounting, Banking, Biotechnology, Broadcast Media, Capital Markets,
Verticals: Electrical/Electronic Manufacturing, Financial Services, Hospital & Health Care,
Insurance, Investment Banking, Investment Management, Legal Services, Media
Production, Medical Devices, Nonprofit Organization Management,
Pharmaceuticals, Philanthropy, Publishing, Venture Capital & Private Equity

Attribute 1: Have little to no internal IT/IS/Dev team
Attribute 2: Regulated (GRC) and/or technology/security-related risk factors
Attribute 3; Well-funded, high-growth, well-managed

NOTES: Client requirements can support $10K+/mo in technology services



Level 2 Targets

Target Solution: Consultative Embedded Salesforce Dev Team
Prospect

Size; 201-500, 500-1000, 1001-5000

Geos: No CA, So CA

Linkedln Consumer Electronics, Consumer Goods, Consumer Services, Retail
Verticals:

Attribute 1: Large sales force that requires advanced Salesforce.com capabilities

Attribute 2: PCI DSS regulated

Attribute 3: Well-funded, high-growth, well-managed

NOTES: Client requirements can support $10K+/mo in development services



Level 3 Targets

Target Solution:
Prospect

Size: 201-500, 500-1000, 1001-5000

Geos: Top MSAs (CA, TX, NY, etc.)

LinkedIln E-Learning, Higher Education, Accounting, Banking, Biotechnology, Broadcast
Verticals: Media, Capital Markets, Electrical/Electronic Manufacturing, Financial Services,
Hospital & Health Care, Insurance, Investment Banking, Investment

Management, Legal Services, Media Production, Medical Devices, Nonprofit
Organization Management, Pharmaceuticals, Philanthropy, Publishing, Venture
Capital & Private

Attribute 1: Expanding or supplementing IT/IS/Dev teams
Attribute 2: Regulated (GRC) and/or technology-related high risk factors
Attribute 3: Well-funded, high-growth, well-managed

NOTES: Client requirements can support $20K+/mo in technology services



SWOTs

mgths Wennesses

approach to IT 1. Limited certifications
client track record 2. No SFDC architects
egic, full spectrum ~ 3. Lack qualified security assessor

1.
2. Matqre,

Limited marketing/reach
_ompetitors have certs
Growth constraints




Strength of Solutions

IT /IS team Fast, efficient, integrated, certified,
creation strategic, business-centric, proven, GRC
risk mitigation expertise

The sophisticatior
Cyber threats s 9
Security service

ialized e

1 of_advancédrperététént N
rowing rapidly, Manageq
Providers provide

152 0 sombas s reats. e ‘é | IT /IS team Non-disruptive, experiences, seamless,

Nav‘vo;(;ea,r{y,ﬂ,@mag;;m\h\ @ ) augmentation integrated, certified, strategic, business-

demand and may be gjff; i W' | |
et yand may b difcu o ecni an - \ A centric, proven, proven, GRC risk
9ed security services alleviate ol J . @ @ :
_Some of the human resource burden. - _l we'* YN mltlgatlon eXpertise
T ————— ey Y. Y= |\
Aprthefallon of network security point 1' P ) Ty
solutions has increased the complexity of |

el oaediie o e = SFDC/App Dev Fast, efficient, technical + business-

! urcing the complex g i : c

security managementis compeling, @ -\ X6 centric, proven, low-risk, process-flow-
Compliance requirements require special | A9 centric, practical vs. theoretical
attention. Manage security service providers ; e

are experts in assisting businesses in @ = .

maintaining compliance.

V|
A
g v
Businesses can outsource to a service
provider, but can never outsource
responsibility.

w




Level of Trust

IT Gertifications

N z Have all typical and basic certifications

At Lack several advanced certs (CCNA, Scrum Master,

Microsoft . .., GRC, QSA, etc)

il vmware
DP..1 CITRIX
CompTlA  (CISSP)

P CERTIFICATIONS

ITIL
cisa ] 3%
cism [l 3%
eve I 17 %

prince 2 [ 6%

mese [ 11%
McPp [ 5%
cena N 16%

CCNP -3%

35%




Primary Competitors

Competitor

Intuz, Margasoft, Xantrion, IT quick-fix tactical vs.

‘. -~ . SPOC, Kinetix, Precision, consultative long-term
\ THECHANNELCO. (Y [;\- B~ LookingPoint, parachute, business-centric, limited GRC
| CRN Ny 7 MicroMenders, 42 Inc, MPA, expertise, limited SFDC dev

\ Janus, Endsight expertise

https://clutch.col/it-services/msp



GAPs

Sales KPIs: <10% SQL close




KPI Goal: Average to Best Practice

Required for 1

Lead Stage Conversion New Customer

Inquiry

New Customer

Conversion Rate

Marketing Qualified Lead
Sales Accepted Lead

Sales Qualified Lead

0.28%

SiriusDecisions »

1

Average Required for 1 Best Pragtice
New Customer ETTIEELL

Rates Rates
3514

4.4% 9.3%
15.5

66.0% 85.0%
10.2

49.0% 62.0%
5.0

20.0% 29.0%

1.42%

70.4

6.5

5.6

34

1

_
Overall Lead-to-Revenue



Neuroscience Overview

Google == Microsoft
20 N  YaHoO!
Chevron e~
= HYUNDAI

Ceatoly NESHe. S pppgico
Procter&Gamble % @ w=[] G



5TAR TREK

Neocortex

Emotional Brain
Heart: “feelings & friends”




Neurotransmitters & Chemicals

Calm Peaceful
Comfortable Relaxed
Rational \ Logical
Excited - Tw(Ej Trusting
Pleasurable / I Lovin
Emotional Joyful
Angry Anxious
Fearful Concerned
Instinctual Stressed



We are more

Instinctual,
Emotional, or
Logical.

Y

nr




Technical, detailed, alert, analytical, observational, cautious
Neocortex “Approval Buyers,” cautious, safe, secure, need approvals or
L input from others at firm. “Rocket Scientists,” detail-oriented,
ROI-focused, facts & figures, graphs & charts, engineers.

High Norepinephrine = high anxiety & stress—focus on keeping
them calm, informed, and making logical and safe decisions.

Creative, emotional, perceptive, goal-oriented, friendly

“Friendly Buyers,” easy-going, talkative, relationship-oriented,

love stories, keep up with Joneses. “Partner Buyers,” need
Emotional Brain approval and collaboration from others on their team.

Heart: “feelings & friends” Medium Norepinephrine = medium anxiety & stress—focus on

passion, purpose, helping others, relationships, fun, stories.

Calm, hard-working, ethical, in control, stubborn, fast decision
T “Detailed Buyers,” focused on black & white, making the
SERHIED CompIcK perfect & right decision, detail oriented, they are always right.
—— “Command Buyers,” in control, decisive, fear of loss, respect
you if you're strong and unintimidated, they are always right.
Low Norepinephrine = low anxiety & stress—focus on fear of

loss, being in control, making the right decision, integrity.




Personality Profiling

Muers Bricas hENneagram
< 9d Ingtitute’"

World Headquarters

Occupational Person
Questionnaire (OPQ ‘ /




Messaging: Why is it Critical?

nn ST
!“HH' it nmm..wm

Introducing: The Sales Effectiveness/Effort Grid

= & |Easytodo, high
' hqi impact, lowest cost
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Better sales messaging = 34% more sales



Messaging Models

Conditions Complaints Consequences Choices

Does the prospect’s Do the prospect’s issues Does the prospect What are the customers
environment match our reflect our value understand the best 3 choices?
ideal profile? propositions ? consequences of What solutions do we
inaction? offer?

» Simplicity

» Unexpectedness

e Correctness
* Credibility

* Emotions

“Sticky”
SUCCESs Model

/

» Stories



Neuron Color Spectrum

Wavelength Positive Emotion Neuron Stimulation Negative Emotion Neuron Stimulation

570 590 nm HaPPY’ F”e"dl)’, Easy, ) Cautlon Cr|t|<:|sm
| Simple | repinephrine_ Jealousy, Lazy




The 3-Act Play

ORDINARY
WORLD

RETURN HOME

NEW WORLD

Begins Hero'’s
Journey

Defeats N
Antagonist &
Returns with
Magic “Elixir”

Overcomes
Obstacles



The 3-Act Sales Play™

ACT 11
Trust Me

AU L |
L.il\\; 1)) G

Relaxed
Confident
Friendly

Concerned
Staccato

DOPAMINE
4
i\

ACT Il

Believe Me

_— —_— _— —_— _— —_— _— | _—
%
\ 1
%

Authoritative
- Knowledgeable



Contrasts & Threes

Credible Visual Contrasts The Power of 3

N . Act Sales Story
Waiting for Immediately Value Propositions

customers to connecting

call you. with thousands. Logical Choices



Prospect Roles

C-Level, VP-Level

Senior management has
final signature authority

Blockers
Almost any level or role

May view new vendor as
disruptive to “status quo

Non-managerial, LOB

No authority, but
can offer insights
into company &
needs and open
doors to Decision
Makers and
Evaluators

Director, Manager

Responsible for evaluation
and recommendation of
vendors




Influencer Persona

More emotional

Title Senior-Level, Manager, Director

Role Accounting, HR, Sales, Marketing, Operations, Finance
Experience 5+ years
Education Bachelor+

Key Influencers C-Level, IT/IS, Customers, Vendors

Business Needs Tactical to solve Line-of-Business revenue-blocking issues



Evaluator Persona

Type @ More logical

Title CTO, CIO, CISO, COO, VP, Director

Role Operations, Development, IT, IS, Technology
Experience 5+ years

Education Bachelors+

Key Influencers LOB, CEO

Business Needs Tactical & Strategic to remove roadblocks for LOB

stakeholders + creating strategic growth infrastructure



Decision-Maker Persona

—

Type ,3’ More instinctual

Title CFO, COO

Role Final decision maker, may also be Blocker or Evaluator
Experience 10+ years

Education Masters

Key Influencers LOB, IT/IS, Customers, Vendors, CEO

Business Needs Strategic to position firm for scalable & efficient growth



Sales Messaging Cube™
[ - ACT II A
I Trust Me ’
Instinctual

ACT |
L RIKE IVIC

Emotional |

Conditions == Complaints

Choices <&=Consequences
' Instinctual

il
b

ACT I
Trust Me

Sales
Messaging
Questions to

Engage and

Quality
Logical
actm [ |
Believe Me

Prospects



AG1 |

Condition Questions

LIKe IVIE

Used to gather facts

v

Non-threatening & friendly

v

Used judiciously

v

Reduced with proper preparation

v

Best asked of Influencers

v

v

Prompted by: “what, how, when, where,

today, goal, vision, thought”




AG L |

L. {1, \- IVIE

e

NOTES:

Evaluator 3:

Evaluator 4:

Decision 5;:

Decision 6:

Condition Questions

Describe your firm’s “why,” the reason you are in business and the
passion and purpose that drives your firm

Describe your firm’s current situation, how are you doing things today,
what do you have in place, how is that working for your team?

Describe your firm’s current situation, how are you doing things today,
what do you have in place, how is that working for your team?

Describe your firm’s plans to change or improve the above.

Describe your firm’s “why” and your quarterly goals and strategic long-
term vision

Describe how you envision empowering your team to meet your firm’s
goals and vision



ACT I

Trust Me Concern Questions

Probe for concerns

v

Build perceived value

v

Show empathy

v

Don't offer solutions yet

v

Best asked of Evaluators

v

v

Prompted by: “problem, issue,

pain, concerns, dislikes, etc.”

v

Customers should feel pain



ACT I

Trust Me Concern Questions

poseect |

What are your three primary concerns that might hinder your firm’s
ability to achieve its “why?”

What are your three top problems that are causing issues?

Evaluator 3: What are your three top problems that are causing issues?

Evaluator 4: What are your three main roadblocks that might prevent you from
implementing your future plans?

Decision 5: What are the three main reasons why you might be delayed or
prevented from reaching your quarterly or long-term company goals?

Decision 6: What are the top three obstacles you’'d like to remove to ensure that
your team can drive better operational efficiencies & cost reductions?

NOTES:



ACT I

Trust Me Consequence Questions

Explore perceived impact of concerns

v

Build customer perception of value

v

Best asked of Evaluators & Decision Makers

v

Focus on the Consequences of inaction

v

Prompted by: “Impact, Result, Cause, Effect,

v

- NOREPINEPHRINE oy yrormy . ,
| CicHooNzOr5z ™ I( Cost, Disaster, Worst Case, etc.

>

Customer should feel fear




8 > R

v y R-Complex Messagin
j e i K

Old School = Value Propositions
New School = R-Complex Messaging

ANXIETY INCREASES
NOREPINEPHREIN:& CORTISOL

E : “%



Influencer Drivers

e

Emotional Driver Job satisfaction, recognition from my peers and superiors, lower job
stress, lower efforts, friendly vendors that are easy to work with

Instinctual Driver Help my firm lower risks and avoid competitive pressures and loss of
revenue

Logical Driver Help others in my firm lower costs & efforts while improving efficiencies.



Evaluator Drivers

Emotional Driver Job satisfaction, recognition from my peers and superiors, lower job
stress, lower hassles, friendly vendors that are easy to work and reliable.

Instinctual Driver Help my team lower risks and avoid competitive pressures and loss of
market share.

Logical Driver Help my team lower costs, reduce efforts while improving efficiencies.



Decision-Maker Drivers

e

Emotional Driver Praise from my board or superiors and direct reports, industry
recognition, satisfaction from attaining my goals.

w

Instinctual Driver Avoid being fired by board or superiors, attain quarterly revenue and KPI
targets, avoid competitive pressures and loss of market share.

Logical Driver Ensure my firm lowers costs and reduces efforts while improving
efficiencies and lowering risks. Ensure strategic foundation is in place to
attain long-term goals and vision.



ACT I

Trust Me

e

NOTES:

Evaluator 3:

Evaluator 4:

Decision 5;:

Decision 6:

Consequence Questions

What might happen to your colleagues if your firm fails to achieve it’s
short-term goals and long-term plans?

What happens if your colleagues are unable to solve their three top
problems that are causing the issues you described?

What happens if your team is unable to solve their three top problems
that are causing the problems you described?

What is the impact to you and your firm if you fail to remove the three
main roadblocks you just outlined?

What consequences do you face if your firm is delayed or prevented
from reaching your quarterly or long-term company goals?

Can you quantify how it might hurt your firm if you can’t remove the
obstacles that will prevent your team from driving better efficiencies
and cost reductions?



M ——————————————eeeeeeee

ACT Il

Believe Me Choice Questions

» Shift focus to ONLY 3 solutions

» Get customer to repeat benefits

» Should be open questions, not closed
» Focus on the “relief” (value benefits)

» Help rehearse customer’s pitch to others

» Prompted by: “Would, Could, Might, How,
Which, What if, Can we, etc.?”

» Customers should feel relief & joy




ACT Il

Believe Me

e

NOTES:

Evaluator 3:

Evaluator 4:

Decision 5;:

Decision 6:

Choice Questions

What if there was an easy way to help your colleagues achieve all their
short-term goals and long-term plans?

What if you could help your colleagues solve their three top problems
that are causing the issues they face?

What if you could assist your team in solving the three top problems
that are causing severe issues?

What if there was a way to avoid the devastating impact you face by
failing to remove your three main roadblocks to success?

What if you could avoid the serious consequences of being delayed or
prevented from reaching your quarterly or long-term company goals?

What if you could remove the obstacles that will prevent your team
from driving better efficiencies and cost reductions?



WHY:

HOW:
WHAT:
WHO:

Sales Messaging House

~8 words

Echo instantly becomes or augments your technical team.

~15 words
Echo Technology Solutions instantly becomes or augments your technical team to help you avoid
risks and increase profits.

~25 words
Echo Technology Solutions helps small to mid-sized firms avoid risks and increase profits

by instantly their information technology, security, and development team.

~50 words

Echo Technology Solutions is passionate about helping you avoid risks and increase profits

by instantly becoming or augmenting your information technology, security, or development team.

We do this by leveraging our proven, certified, and efficient business-centric experts

to help your small to mid-sized firm lower costs, concerns, and complexities.




Before...

Ineffective ‘Push Model” Messaging

en Commerca

| i e .
e i Brief introduction
Two sentence problem statement =

20007 e TS
o2 T, = o o5 T e
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50 AL A T 2 G T ABAN

ew g oy

e L el
Preger empm—
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= === Detailed solution information

Brief Conclusion R SN es s S

SR RPN L e I St PAGT

Closing statement

Booz | Allen | Hamilton



After...

Prospect
Survey

@ uestion #2

Profile, personality, preferences (

Instinctual .

C

Introduction D

( Company Branding Message ’

Trust Me

C

Conclusion )

{ Company “Elevator” Message)

| @

Call to Action D i

Customized &
Personalized Neuron
Assets™



New Sales Messaging

EFFICIENT TECHNICAL TEAM PROVEN SECURITY EXPERTS AFFORDABLE CRM/APP DEVELOPERS
The Good News: Your firm is experiencing rapid The Good News: Your company is an emerging The Good News: Your customer opportunities are
growth and the future looks bright. industry leader with thousands of customers. growing along with your global sales team.

The Bad News: You don’t yet have a fully mature The Bad News: You could lose many of those The Bad News: Your sales team has difficulty
IT or IS team with tactical and strategic business- customers & get fined or sued due to security exceeding quotas due to inefficient, cumbersome,
centric expertise that can instantly solve breaches, credit card issues, SSL certification unintuitive, non-integrated, and antiquated

technology issues while ensuring scalability. problems, or compliance/audit failures. Salesforce CRM/APP development & integration.



Buyer’s Journey

Pain Points /
Value Benefits /




1

Discover

Messaging /
Pain Points /

Value Benefits /
Personas / Roles

Research

Discover Assets

INDUSTRY LEADERSHIP

Social Media
Social Selling Copy
Blog Posts (short)
NEWS EIETS
Press Releases
Analyst Information
Websites
Events
Videos (short)
SEO / SEM
Elevator Pitch

Discover/Awareness Stage Assets?

LinkedIn Social Selling Messaging
Blog posts

Newsletters

Press releases

Interactive qualification videos
Website updates & SEO/SEM

Webinars & local events



Research Assets

Research/Scope Stage Assets?

IT & IS eBooks

e Customer case studies

Research
eBooks )
_ Case Studies White papers
Messaging / White Papers (short)
Pain Points / Articles

Value Benefits / Solution Briefs Solution briefs

Personas / Roles Blogs (long)

Newsletter
Videos (lon - -
Webirgarsg) Solution guides
Solution Guide
Social Selling




Messaging /
Pain Points /
Value Benefits /

Personas / Roles

4

2

Research

Evaluate Assets

SOLUTION
LEADERSHIP

Sample Use Cases
White Papers (technical)
Product Demos
Data Sheets
FAQs
External Overview Deck
Cheat Sheets
Telescript
Sales Question Matrix
Account Action Plan
Internal Sales Deck
Sales Playbooks
Social Selling scripts
Content repository

Evaluate Stage Assets?

FAQs

External sales deck

Telescripts & Social Selling scripts
Sales Question Matrix

Dynamic Interactive Sales Playbook
Content repository / PointDrive setup

Industry-specific best practice guides



Messaging /
Pain Points /
Value Benefits /

Personas / Roles

4

2

Research

Decide Assets

COMPANY
LEADERSHIP

External Detailed Deck
ROI / TCO Analysis
Deep Dive Use Cases
Proposal Templates
Demos
Trials

Decide Stage Assets?

Customer technical sales decks
ROI/TCO analysis spreadsheets
Proposal templates

Advanced sales training



New School: Social Selling

Figure |I: Current Performance Benefits of Social Selling

ABERDEEN

AROE

mUsers of Social Selling OAIll others

55%

« 31% more team quotas met
«  29% more forecast accuracy

- 21% more rep quotas met

i h B, o : . Total team Customer Sales Percent of
s RN W - NN I 3
pt N2 ; ) ) N . 7N N attainment renewal forecast sales reps
o S N N e of sales quota rate accuracy achieving
quota

n=182



Six Steps to Social Selling Excellence

5, nform | 1. Profile
OENEACENE > Query

" 3. Connect

. 4, Message



Six Steps to Social Selling Excellence

/ 5. Inform 1. Profile
6. Engage | BJ Query




Step 1: Profile

« Review Current Client Profiles
- Determine Optimal Type(s)

« Create Target Profiles

m_ SALES NAVIGATOR

HOME ACCOUNTS (127)

Pl Contact Info

Background

% Summary

Search forpeople and companies... | Q ‘ ead Builder 4

LEADS (143) IHBOX SEAT MAHAGEMENT

Ellen Lord e
President & CEQ at Textron Systems

Providence, Rhode |sland | Defense & Space

Current positions
President & CED at Teutron Systems

Frevious positians
SVR & GM Texdron Defense Systerns at Textron Systermns
SVP & GM AAl CorporationTextron at Textron

Education
University of Mew Hampshire

[ Export to Salesforce - Send InMail
500+

hd connections

A high-energy, business results focused leader with exceptional cormmunication skills. Track record of
rmotivating diverse teams around high priority objectives with a commitment to ethical business practices
High-tech industry experience ranging frorm autormotive to aerospace & defense, A history of prograrm
capture including the ACAT 1 Scorpion program with the Army as well as leading the business that first
obtained Army Fuze Board approval for an unattended networked munition system. Experience with
unmanned aircraft systern development, fielding and sustainment. A history of plastics engineering for
safety critical automative systems. History of mentaring and developing leaders

Specialties: Unmanned aircraft systems, munitions and sensors for defense and security applications
Engineerad plastics systems for autornotive applicaitons. Continuous improverment for high tech
industries invalved with complex solutions featuring embedded software solutions in customed

engingerad hardware systems.

Q Experience

Dramidawmé 2 CEM

Go to Linkedin.com

Tags MNotes

+ Add tag

How You're Connected

Steve Kenniston 1=t
“ice President Product Marketing
Ask Steve about Ellen

This person knows 1 or more people
whio can introduce you to Ellen Lord

Ellen Lord 3m
Send Intdail

People also viewed

lan Walsh
President and CEOQ
TRU Simulation + Training

Save as lead

kevin holleran
President & CEOQ




Step 2: Query

m_ SALES NAVIGATOR Search forpeople and companies.. | Q\ Lead Builder

HOME ACCOUNTS (127) LEADS (143) SEAT MAHNAGEMENT Got

Leads Accounts

Save search

Keywords ‘—\

- Sales Navigator Search e .
g — Start your query by customizing your search criteria here

Search within my accounts
*  Useboolean operators in the Keywords, Title and Company fields

[ J Ty p e i n k eyW O rd S ( B O O le a n ) Gelgdrzl:::ations *  Marrow down your prospects by using exclusive filters like Seniority Level and Function

*  Access over 20+ Advanced Search filters under View all filters
Relationship *  Check out additional search tips here
How closely you're connected

« Select optimal filters it

+2nd Connections
+Group Members
+3rd + Everyone Else

Company Current ~

Companies or boolean

Industry
Add industries

Company size
Add ranges of employee count

Function
Add types of roles

Title Current ~

Job titles or boolean

Seniority level
Add seniority levels




LinkedIn Target Filters Example

L

Title ClO, CFO, CEOQO, VP Finance

Seniority Level Cx0O, Partner, Owner, VP

Job Description Company or LOB executive management

Years of Experience More than 10 years T o x
Company Size 201+ S i welsionsip
Industry Accounting, Banking, Financial Service o e
Geography Greater San Diego Area o R P
Education Typically Masters (MBA, etc.) Oh}:dv:m . o
Key Influencers Board of Directors, shareholders, LOB, IT, IS
Company Type Public Company, Privately Held S— Comparye -
Function Accounting, Finance Lot rame Prfdeampusgs Member i
Keywords Strong, control, forceful, demanding, confident, super "~ )




LinkedIn Target Filters

e |

Title COO or CFO or Sales or Marketing or Development or Operations or Technology or Security or IT
Seniority Level C-Level or VP or Director or Manager

Geography San Francisco Bay Area

Company Size 201-500, 500-1000, 1001-5000

Industry E-Learning, Higher Education’ Accounting, Banking, Biotechnology, Broadcast Media, Capital Markets,

Electrical/Electronic Manufacturing, Financial Services, Hospital & Health Care, Insurance, Investment
Banking, Investment Management, Legal Services, Media Production, Medical Devices, Nonprofit
Organization Management, Pharmaceuticals, Philanthropy, Publishing, Venture Capital & Private

Years of Experience 3 to 5 years, 6 to 10 years, More than 10 years

Company Type Public Company, Privately Held

Function Finance, Operations, Program and Project Management, Product Management, Sales, Marketing,
Information Technology

Keywords Salesforce OR GRC OR compliance OR security OR technology OR development OR CRM OR IT OR IS OR

applications OR audits OR regulations



Six Steps to Social Selling Excellence

4. Message




tep 3: Connect

My Groups Discover

(D We are redesigning the Groups Management Page. Learn more here.

ACG1 | B T &iSExecs

3,524 members
L, 11,€= 11'/(=

o Start a conversation with your group

Enter a conversatian title...

 Edit personal profile

Conversations  Jobs

- Create relevant group(s)

William Craig Reed
Meuroscience-based Social Selling, Marketing £ Leadership Expert, NYT...

Announcement from IT Execs

Areyou an Information Security professional or involved with cyber security?Visit the Neuronls page for
the latest insights, best practices, and threat updates related to cyber security. For example, every State
inthe L.5. frequently updates their... Show mare

 Create “Like Me” messaging

Like Comment

Vs
‘ Reply to this conversation...

Chris Metzger e 1d
! Business Development at Allar Solutions

ABOUT THIS GROUP

IT Execs is an exclusive forum for information technology
and information security professionals with management
autharity who wish to exchange and gain inmteresting
technology and best practice information. IT decision
makers worldwide areinvited to... Show more

Group rules

MEMEERS 3,524 members

2009406040

Invite others

Ads You May Be Interested In

Apply to be a mentor

The most rewarding experiences
irvalve giving back. Become a
mentar today.

Executive Resume Service
Founded by Harvard Grad. 2 Day
Turnaround. B0 Day Interview
Guarantes.

SIEM Market Overview
Memmg,  Get Gartners Complete Analysis

_HurS’.LEM] of Each SIEM Yendor! Wiew
c Ranntt



Step 3: Connect

Connect Invitation e

Personalize your invitation to Ellen

AGL |
LIKe IViE

N

USE "Lk
COMNMECTION

« Find common ground

e Find compelling reasons

« Use emotional keywords

33%
Connect
Rate




Step 4: Message

Connect Messages:

| noticed we're both in the LinkedIn
XYZ Group and thought we should
Connect.

We have some mutual 1st-Level
LinkedIn Connects so | thought we
should Connect.

I'd like to Connect so | can invite
you to join our exclusive LinkedIn
ABC Group.

Connect Invitation

Personalize your invitation to Ellen

LJSE "LIKE ME"
COMNMECTIONS

S KEYWORDS, MUTUAL




Six Steps to Social Selling Excellence

)1

. Inform

Engace
DO
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Step 5: Inform

m_ SALES NAVIGATOR Search forpeople and companies | Q |

HOME ACCOUNTS (127) LEADS (143} IHBOX E SEAT MAHAGEMENT G0 to Linkedin.com

Lead recommendations at WhiteHat Security See your saved leads at WhiteHat Security

Mike Goldgef Dave Gerry Craig Hinkley
Wice President Marketing ice President of Enterprize Sale.. Chief Executive Oficer >
San Francisco Bay Area Greater Mew York City Area San Francisco Bay Area
Cgna | Save as lead Sawe as lead Save as lead
Matt Handler Sl in Tags (1) Notes
Senior Vice President Of Global Sales at WhiteHat
Security + Add tag

San Francisco Bay Area | Information Technology and Services

~ Security Prospect
Current positions ¥ s

Seniorvice President O Global Sales atWhiteHat Security Send message - Matt Handler

« Use “Trust Me” messaging

Previous positions

Wice President Sales and Channels at Sumao Logic How You're Connected
Senior Director Worldwide Sales and Channels al TIBCO Software Inc.

. Click here to write yvour message
Education 0 You
* Include R-Complex drivers

~ Saved

500+

cannections

M Contact Info Matt Handler 1=
Send Message

Backgr

% Summary

« Offer something free

People also viewed

[ & shared ¢

=  Statt a meaningful conversation with these
X i . David M. Bo = = icebreakers, and increase your Inbdail
Innovative [T sales leader helping customers build, run, and secure modern applications and ‘ice President @ rasponse ratel
architectures. Proven global success in launching and driving startups, startup divisions within existing Over0ps ’ f’
structures, and gquickly tuming around underperdforming regions/organizations. Over 20 years of success v as lead

in growing global revenue via direct and channel sales for private, pre-IPO, and public IT companies
Recognized as having tireless energy and ability to participate and lead all aspects of go to market
activities. A reliable, pragmatic leader with "hunter DMNA" wha's lead by example style drives loyalty.
Excellent overall business acumen and experience provides predictable results to management and
board mernbers. Advanced to proficient skills in multiple languages. Available for warldwide relocation.

Dave Gerry
Yice President .
WhiteHat Securl Q =

Save as lead




Step 5: Inform

m SALES NAVIGATOR Search for people and companies d Builder
HOME ACCOUNTS (127) LEADS (143) IHBO! SEAT MANAGEMENT Go to Linkedin.com
Lead recommendations at WhiteHat Security See your saved leads al WhiteHat Security
°
Mike Goldgof Dave Gerry . Craig Hinkley
° Wice President Marketing Wice President of Erterprize Sale ) Chief Executive Oficer >
San Francisco Bay Area Greater Mew York City Area San Francisco Bay Area
Save as lead 20q | SEve as lead ‘ Save as lead
9 . . .
o | thought you d be interested in this great
Matt Handler Ein b Tags (1) Notes
Senior Vice President Of Global Sales at WhiteHat
Security + Add tag

San Francisco Bay Area | Information Technology and Senices

article about [topic]. [link]

~
Current positions Security Prospect

Senior Vice President Of Global Sales atWhiteHat Security Send message Matt Handler

Previous positions

) M M ice President Sales and Channels at Sumo Logic How You're Connected
[ Senior Director Warldwide Sales and Channels at TIBCO Software Inc
Click here to write your message
Eduration o You
Boston College

company that had [consequence]. [link] —

connections

Mm Contact Info Matt Handler 1=
Send Message

- If you're thinking about [topic], | recommend
B oo

People also viewed

M M M Start a meaningful conversation with these Gehererle
ou read this article N _ _ bavia .o ok, o mtsae e ol
y ° Inmovative IT sales leader helping custarners build, run, and secure modern applications and ‘ice President tesponsa ratel
architectures. Proven global success in launching and driving startups, startup divisions within existing CverOps f
structures, and guickly turning around underperforming regions/organizations. Cver 20 years of success i
in groviing global revenue via direct and channel sales for private, pre-IPO, and public IT companies 2ng | SEvEAS lead
Recognized as having tireless energy and ability to participate and lead all aspects of go to market N
activities. A reliable, pragmatic leader with "hunter DMNA" who's lead by example style drives loyalty.
Excellent overall business acumen and experience provides predictable results to management and Dave Gerry
board members. Advanced to proficient skills in multiple languages. Available far worldwide relocation “ice President e
‘WhiteHat Seeur] Q =

Save s lead
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Old School = Value Propositions
New School = R-Complex Messaging
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Step 6: Engage

Believe Me

Create “

Include
Use Cal

Believe Me” Messaging

logical keywords

| to Action

Topic

Description

Webinar Registration

MNeurscn Social Selling webinar

Are you in sales, marketing, or related field? Are vou relying only on "old school”
selling tactics including emails, cold calls, trade shows, downloads, etc? Are you
ready to hecome a "rock star" with LinkedIn Sales Mavigator and achieve...

m 375% LinkedIln Connect Rate Increase

m 212% Higher Lead Conversion Rates

m 50% Lower Inhail Costs

m 60% More Sales Tearn Quota Attainment
m Z3% Social Selling Index Improvement

Taking advantage of social selling can increase sales guota attainment by 31%
[Aberdeen Group). The Meuron Social Selling webinar can help you double that.
It's for pros or partners in sales, management, channel or QEM, demand gen,
training or enablerment, marketing, etc. This webinar includes best practices, case
studies, termplates, and deliverables that can immediately accelerate social
selling results. Developed over a decade and field-proven with industry- leading
firms, Meuron Social Selling has delivered impressive results by empowering
unigue neuroscience-based sales messaging. sales enahblement, advanced social
selling technigues, and prospect nurturing.

Attendees will learn how to lower Inkdail costs by 80% using just one technigue
that can also increase Connect rates by 375%. Attendees also get access o a
MEUROM PROFILIMG APP that matches your Meuron Prafile with your prospects' to
create a social selling best practices messaging and sales guide.



Step 6: Engage

Engage Messages: Webinar Registration

* | noticed you read the article |

recommended about [topic] and thought

9 . .. . . Topic MNeurcn Social Selling Webinar
youd like to join us for a special webinar on

Description  Are yvou in sales, marketing, or related field? Are you relying only on "old school”
selling tactics including emails, cold calls, trade shows, downloads, etc? Are you

th |S to p | C [ll n k] ready to hecome a "rock star" with LinkedIn Sales Mavigator and achieve...

m 375% LinkedIn Connect Rate Increase

PY If you,d llke to learn hOW to aVO|d m 212% Higher Lead Conversion Rates

m B50% Lower Inhiail Costs
m 60% More Sales Tearn Quota Attainment

[Consequence], Consider joinlng Our next m Z3% Social Selling Index Improvement

Taking advantage of social selling can increase sales guota attainment by 31%
We b | n ar- “l n k] [Aberdeen Group). The Meuron Social Selling webinar can help you double that.
cee It's for pros or partners in sales, management, channel or QEM, demand gen,
training or enablerment, marketing, etc. This webinar includes best practices, case
? ! T studies, termplates, and deliverables that can immediately accelerate social

¢ We re h OStI ng a SpeCIal eve nt at Sto n e selling results. Developed over a decade and field-proven with industry- leading
firms, Meuron Social Selling has delivered impressive results by empowering
unigue neuroscience-based sales messaging. sales enahblement, advanced social

Brewery On 8/1/17 a.t 6pm, WOUld you I-Ike selling techniques, and prospect nurturing.

tO . O | n US? [l,| n k] Attendees will learn how to lower Inkdail costs by 80% using just one technigue

J . that can also increase Connect rates by 375%. Attendees also get access o a
MEUROM PROFILIMG APP that matches your Meuron Prafile with your prospects' to
create a social selling best practices messaging and sales guide.



LinkedIn Profile Analysis

75% Drew Martin
10 Chief Information Officer at Jack in the Box

0 Global CIO with proven results n high-growth start-up. Fortune 50, board and consulting roles

Data-Dri Home o no 20 Chief Information Officer at Jack in the Box
S 38 M November 2016 - Present
Owner at Silicon Beach Advisors, Inc.
Jamuary 2015 - Present (. 2
Chair of the Board of Directors at Santa Fe Christian Schools
July 2014 - Present (_
Advisory Board Member at Sharp HealthCare
Jamuary 2006 - Present 2
Co-Founder and President of Advisory Board at Seenager | Aging In Place | Senior Villages
Jamuary 2015 - Present (2
EVPand CIO at Lytx Inc.
October 2011 - December 2014
SVP and CIO at Sony Electronics US
January 2006 - September 2011
VPof IT at Sony Electronics
June 2002 - March 2005
Director of IT at PepsiCo

s F> December 1993 - May 2002
. Share profile Manager at Accenture
Drew Martin 1990 - 1992
Chief Information Officer at Jack J, SavetoPOF || o Professional Basketball Player at Irish Basketball Association

) ) 1988 - 1989
JackintheBox » Cornell Unive @ Remove Connection

IT Strategy Strategy Leadership

Product Management Agile Methodologies Mobile Computing Big Data
Cloud Computing Pre-IPO

Business Intelligence Information Technology Vendor Management IPO
ERP

Cross-functional Team Leadership Team Leadership

Consulting

Process Improvement Program Manag t IT Manag, t

CRM

Integration

Change Management PMO

Business Process Improvement Project Management

Business Strategy Strategic Planning Outsourcing Business Analysis Team Buildng Disaster Recovery
Product Development

M e s sy

i + 5004
Greater San Diego Area I:] Report/Block

View in Sales Navigator ’l X Unfollow

[—[3 Request a recommendation

d Drew
Global CIO with proven results in high-growth start-up, Fortun [—E Recommen

80U oo Moo w;oo; o




Prospect S

coring & CRM Integration

Target Title Keywords  Score # Target Industries Score#  Function Score # Seniority Level Score # Target Education Score #  Target Employees Score # Geographies Score # Keywords Score #

Operations 5 Airlines/Aviation 10 Operations 10 CxO 20 Bachelor 5 1-10 employees 0 Greater San Diego Are 15 Manufacturing 10
Manufacturing 5 Automotive 10 Finance 5 Partner 15 Masters 10 11-50 employees 0/ Orange County, Califor 10 Facility 10
Plant 5 Medical Devices 10 Sales 5 Owner 15 51-200 employees 5 Los Angeles County 5 Maquilladora 10
President 10 Electrical/Electronic Manufactu 10 Business Development 5 Vice President 10 201-500 employees 10 United States 0 Plant Management 10
Supply Chain 10 Aviation & Aerospace 10 Quality Assurance 5 Director 5 501-1,000 employees 15 0 Program Management 5
Finance 5 Computer Hardware 5 Product Management 5 Manager 5 1001-5000 employees 5 0 Quality Assurance 5
Supply Chain 10 Consumer Electronics 5 0 5001-10000 employees 0 0 Supply Chain 5
CEO 0 Consumer Goods 5 0 0 10,001+ employees 0 0 Executive 5
SCORE 10 10 10 20 10 15 0 80

Lead Detail | kit | [Dotete | | Canvert | | clone | [Find Dupiicates | |Etropy pseB

Lead Owner
Hame
Company
Title

Lead Source
Industry

Annual Revenue

I Bill Reed [Change
Mr. Brad Kidd
QnePoint Patient Care
Clo

Weh

Healthcare

Phone
Mobile

Fax

Email
Website
Lead Status
Rating

(868) 7T1-6772

bkiddi@oppe.com
hitp: /s oppe._com
Qpen - Mot Contacted

Type  Privately Held Ho. of Employees
Founded 1968 Size  51-200 employees
Humber of Locations
Address 3006 S. Priest Dr.
Tempe, AZ 85282
¥ C2C Sales Dashboard Lead Profile
Role  Technical Decision Maker Profile Analysis  Technical Decision Maker

Social Netwaork Link
Skills

Prospects at Company

Persons in Common
#of Connections
Personality

Twitter

Opento Call?

Social Connect
Survey Done

SocialDPB

“endor Management, Business Cantinuity, Business, [T Strategy, IT Management,
Qutsourcing, Enterprise Software, Megotiation, Management, Strateay, Auditing, Leadership,
Project Management, Process Optimization, Metworking, Disaster Recovery, Start-ups,
Technology Alignment, Information Technology, Technology, Telecommunications, Process
Improvement, ITIL, ¥oIP, Data Center, Program Management, Go-to-market Strateqy,
Business Process Improvemnent, Product Management, Servers, Optimizations, Active
Diractory, Analysis, Microsoft Exchange, Infrastructure, Business Planning, Product
Development, Gommercialization, Technical Support, Windows Server, TCPIP, Business —
Technology alignment, Technology turnaraund, Business suitability audits, Contract review
and negotiation, Business continuity optimization, Risk analysis and mitigation

Jared ¥ishney, Carolyne Connar, Debbie Hall, PMP

| am unigue, creative, sensitive, ramantic, and usually march to a different beat

Location

Summary

Job Description 1

‘Working Dates 1
Interests

Degree 1

Degree Institution 1
Degree 2

Degree Institution 2
Languages

Company Description

Dynamic infarmation technology executive and program/project manager with
uncompromised integrity, honesty and loyalty. Over 20 years of technical, business, and
management experience, enhancing productivity and maximizing profitability with limited
resources. * Fanatical attention to customer service, process, and RCIL * Keen focus on
transforming information technology in the SMB market fraom a cost center to a stratenic
business asset * Excellent communicator and very flugntin the languages of both
business and technology KEY ACCOMPLISHMENTS * Architected and managed complete
infarmation technology rebuilds, including LANAAN, Active Directory, Windows server farm,
SAN swstern, disk based hackup, disaster recovenybusiness continuity, line of business
applications, Exchange, user desktops and mobile technology, as well as [T and business
palicy and procedure development. * Lead a 85 million IT cost savings pragram, reducing
technology costs in excess of 10% over a Z-year period, returning the savings to the bottomn
line. * Megotiated and managed vendor contracts in excess of §1,000,000. * Managed
teams of analysts supporting over 4000 PCs and 160 servers in a 8-state region.

Responsible for overall [T strategic and tactical management of industry leading hospice
specialty pharmacy.

June 2014 - Present (1 year 6 months)
Backpacking, Travel
Bachelar of Science

University of Arizona

Italian

¥ C2C Sales Dashboard Lead Qualification




Dynamic Interactive

Sales Playbook

SAICSJOICEC

Customized
&
Just-in-time

-

200000

INTIALGUES  FEEDBACK SALES CENTRAL GUESTIONS  CHATTER  WAM MEWU

Issues / Concerns @ Initiatives / Scenarios o Veritas Services

Audit / A Concerns| [ Archiving ]

[ Backup Failures ] [_Architecting Solutions _] [[BusinEss crmicAL sves |
| Budget Constraints I | Business Critical Apps |
_competitivelssues _| [ _Backupimprovements | [ cONSULTING SERVICES _]

Compliance Concerns | { Compliance |
[ Cloud Concerns ] [__Critical Cloud Solutions _]
I Data Loss ] [_Deployment of Solutions ]
[_Expertise Constraints _| [ Disaster Recovery ] I MANAGED BACKUP SVCS I
W | Education & Tralning |

Legal Concerns | | Enterprise Vault | I MANAGED ENT VAULT I

mm%] I—Ex| Inlllatlves ! s:enarlos
[ MsAconcems ] [_
[ Restore Failures ] [ secibe ';T:l’::'.‘nz",’"::‘;ﬁu

EDUCATION SERVICES ]

! Start with this question to uncover
what the firm currently does and
what success metrics they use.

ure success or failure,

management of archiving to | critical, budget can be found, if not, ;
you and to your business? ! there may be no opportunity.

[ How important is proper ] Ask this to determine Budget. If

l NO

Veritas BDM 4 Services Playbook

aventigroup+601363.veritas-bdm-4@eltropy.com

Services Customer Fa

Aanaged Ei

terprise Vault uppaten

Managed Backup Services uppaten

b-understanding-the-value-of-symantec-managed-entery

-vault.pdf uppaten
veritas-mev-infographic-en.pdf uepaten
b-ad

vering_effective_backup_and_recover 008.en-us.pdf uppaten

b-whitepaper_preparing_for_the_storm_0 08.en-us.pdf uppaten
veritas-mev-ebock-en.pdf upparen
veritas-mbs-infographic-en.pdf ueoaren

36.en-us.pdf uppaten

O b-whitepaper_measuring_economic_benefits_of_mb:
veritas-mbs-ebook-en.pdf uppaten
Services Training Courses

IE] sales Skills PreReq Course

\ VIII. Building Credibility

Critical? YES

Ask this to determine

+ Authority. Does this contact 9

i have authority or access to

7 Customers and independent reviewers agree: join.me is the most intuitive, powerful, and easiest web conferencing solution
available. It's the join.me experience that differentiates it from the legacy solutions, and why join.me has so much momentum and

growth across all sizes of businesses. Here are some quick but powerful facts about join.me:
UNQUALIF
This prosj

may not

Autonomy

or Issues for managing archiving

With your cumrent IT staff? services to resolve

these concerns?

no needs, there's no

[ Whatare your top three concems
opportunity.

Have they
considered any

Needs? NO

qualified fo O
ol 20% 1009%
Needs related to this area. lf NOTE:

SOK &g

VES

Ask this to determine
Timing and urgency. If

resolve these issues; is there
there’s no urgency, (heve

an impending deadline?

consequences if

Who s ultimately responsible Who will evaluate,

for ensuring proper and and who will make

efficient archiving of your data? the final decision?
| not resolved?

[ How soon do you need to What are the ]

Ui ?
rgency’ VES

ity?
g Authority? YES NO

QUALIFIED

Based on your answers, we should talk about CUICKto proceed forward.
Managed Enterprise Vault, but first, | have a few

more questions and some potential concerns..

Copyright © 2015 Veritas TechnologiesLLC

k- | of Fortune 500" growth in 2014 new users/day
"""" Enterpri companies use fast growing salution
______ b | join.me for online
i | combinea meetings and
s | collaboration Best Value 1 SO |<_._
p— ey 20 1 5 businesses
Frost & Sullivan
—r.' SOM= @b LOCM
= . . ? NASDAQ
VERIT/ meetings in 2014 AT N LogMeln $1.4B

In fact, the 2014 Satmetrix report gave join.me a net promoter customer satisfaction score that’s nearly twice as high as most

others. No wonder our loyal customers rave about us.

LogMe@ 2



Neuron Personality Profile™

o ~ -

Neocortex Your Prospect s Primary Fears: e

+ He can't stand the thought of falling at amything, underachieving. or being thought of as inferior or -
worthless, This both haunts and motevates him, and Is the key to staying on his good side and avoiding
tha bad ana. Try to avoid doing anything that will triggar your prospact’s Primnaey Faars.

Your Prospect’s Primary Motivators:
+ He s motivated by a desirs to b recoanired for M.&ML\!"L*_“!. attaim poale and achieur siccnes. He
wants to reach his 2
and be thought of

—

% " DO know that your pret C—
Emotional Brain SR et E 8y Your Prospect s Typical Mannerisms: =l
Heart: ufeel i ngs!l DO be aware that yous, Confident, soniling, aasy going, spasks with naar-parfoct diction Bee a radio host {quickly "pops” some ‘>

%':'_: ::::L:;f:; pheases, B “lot's talk a Bethe bit m.,‘
DO T hangat ety et or o S e oy angaptzod bt it s —%
> a el a Marcedes st ata = or s ar- s A war, v nize I 00 —.il B =
DO know that your pr a ——
T § e
%': :w;':: ';:1[ :‘: Your Prospect Profile Overview -
DON'T forget that you Your prospect |s energetic and generally well-spoken, diplomatic and poised, but can al=o be ccmpe«itrte \
DO ramambar that e and may have 3 tendency to “over work™ At his best, be is suthentic, seM-accepting, charitable, and strives
DON'T ba sunised of 10 ba & role modal for othwr employoas. He has the ability to achiswe graat things i his work erndronment,
DO know that your pr and when genine, others may admire and respect his graciousness and professionsl accomplishments. He
DON'T forges that yor often strives 1o contribute the best of his abilities 1o his work, and snjoy motivating others to rise to thair
DO know thast your pr best and accomplizh more than they thought possible, As =uch, he is ususlly well regarded by peers who

DON'T gt angry v appreciate his desire and motivation to help the firm attain #s gools

Reptilian Complex

DO remembar that w
DON'T be afraid to ys T S very goal orlented, highly organized, extremely hardworking, and usually decisive. He will tend to

gravitate toward sxsoutive, leadorship, or management rolas. Free time is hard 1o come by, and he may

actually feel guilty when not working. When he does relax, he might enjoy phitanthropic volurteenng or >
hedping with a political compaign, He also Mees athletic actrvities 1o stay ft and increase endoephins, aNd -
working on various hobbias or intaresting projects. "

Key words to use frequently: ——
+ Goals, success, pasfect. momentum, accomplishement, confidertt, optimistic, achievement, recognition, )
driven, profassional, polished, expediant, fast ot
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