£ TRUSTPOINT

Knowledge. Execution. Elevation.

“Why Traditional Methods Fail

in the New Economy”




My Goal for Today?
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Challenge Your Mindset

About and How You See
Yourself, Your Company, and
What You Do with Your

Products or Services
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How Does Your Prospect
or Client see You?
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* VENDOR
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« SOLTUION PROVIDER
* VENDOR
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« CONSULTANT
« SOLUTION PROVIDER
* VENDOR
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* BUSINESS PARTNER
* CONSULTANT

« SOLUTION PROVIDER
* VENDOR
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* TRUSTED ADVISOR

* BUSINESS PARTNER
* CONSULTANT

« SOLUTION PROVIDER
* VENDOR
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* TRUSTED ADVISOR

* BUSINESS PARTNER

* CONSUTLANT

« SOLTUION PROVIDER (Price/Fees)
* VENDOR (Price/Fees)
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* 97% of people have a sales call
with no specific plan, questions
they want to ask or specific
objectives to look for”
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Daniel H. Pink

author of the New Tork Fimox bestieller

A Whole New Mind

D

The Surprising Truth
About What Motivates Us

E “It worked
Ri\/ well...until it

didn’t”
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“We gef briliant
results from
average people
managing
brilliant
DIOCESSES.

Qur competitors
fall because
they have
prilliant people
managing broke
processes.”



Process

PROSPECTS TRADITIONAL NON-TRADITIONAL
C'Sled #}xcme\ 1. Qualify 1. Pattern Interrupt

2. Steal Expert|se~ 2. Present 2. Mutual Agreement

; > 3. Reasons/Emotional Impac
3. Misled #2/Delay a\*s Close C 1pacd

Hop
Horace ias Overcome Stalls 4. Budget
Overcome Objections 2 D&cision Process
4. Hiding < 4. Chase 6. Fulfillment

Buyers Remorse

7. Post Sell Referral Process
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Strategic Acct. Management



Technical
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Technical

Conceptual
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Beliefs i
r Feelings

— 1V Uncomfortable

See no value
Need to be liked

Price/Fees

Head Trash

- Z2mImOo0OMZ=-mMmZA

Lowest Price Mention Price First

\17

#13 TRUSTPOINResUIts Behavior




I/R Theory

Father
Mother
Self-esteem Brother
self-worth  “J"”dentity “"R"”ole Owner
Self-confidence Manager
Etc.
Take responsibility I
] 10 Don’t make excuses 10
winner Q | willing to fail o]
Goals not optionzi
8 8
7 |'mokay 7
6 Play defense financially 6 hol r
at leasters _ iGOMfgrt Zone c W §e7|-' e
Make cxcuses tor not exceliing B
4 4 85% of
3 Fear failure constantly 3 tra::ln_:ng
. [IConstant excuses alls
non winners 2 Low self esteem 2
1 Little desire for more grow 1
0 0
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THANK YOU

QUESTIONS?

Karl Graf

TrustPoint Management Group
kKarl@trustpointlic.com

214-393-4281
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