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What’s Holding YOU Back?





































“Opportunity must 

be created”

Biz Stone – Founder of Twitter
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There are 

very few good 

ideas in this 

world, and not 

one of them is 

a secret



Huge MRR Sales





Secrets



• Surprising

• Counter-Intuitive

• Hard to Believe















Is the height of the tallest 
redwood more or less 

than 1,200 feet?



Is the height of the tallest 
redwood more or less 

than 180 feet?



Is the height of the tallest 
redwood more or less 

than ??? feet?

Anchor Guess

1,200 feet 844 feet

180 feet 282 feet



10% off 
Campbell’s 

Soup

Anchor Bought

Limit 12 7

No Limit 3



Secrets





Skills

Activities



SKILLS

Elevator Speech Prospecting Demonstration

Qualifying Negotiation Probing Questions

Objection Handling Presentation ROI Analysis

References Vertical Market Applications

Technical Expertise People Skills Storytelling

Relationship Problem Solving Cost Justification

Persuasion Project Management Personality - Relating



Skills

Activities



ACTIVITIES

Cold Call Network Meeting Trade Show

Telemarketing Call Initial Meeting Follow-up Meeting

Demonstration Presentation Executive Briefing

Deliver Proposal Financial Analysis Facility Tour

D & A Account Research QBR – Business Review



You are 

WRONG

WRONG

WRONG!



Journey



Journey



Skills

Activities

Focus



FOCUS

The Outcome Account Size Vertical Market

Application Buyer Demographic Industry

Venue / Place Value Professionalism



April 21, 2018June 2015 Presentation54



Skills

Activities

Focus

Expectations



EXPECTATIONS

Lifestyle Income Success

Health Appearance Peers



Skills

Activities

Focus

Expectations



Secrets





Yo
u

 Pay Th
em

Th
ey Pay Yo

u

1,100 Corporate Execs

Consultative
The Sales Rep IS the Value

Transactional
The “Talking Brochure”



✓ Annoying
✓ Not Knowledgeable
✓ Waste Time













Dials 1,000

Conversations 200

Initial Appointments 30

Follow-up Appointments 20

Proposal 12

Close 4

Traditional Funnel



“Flip the Funnel”

Target Accounts 20

Hours of Research 200

Invitations + Offers + Solicitations 500

Executive Briefing 8

Proof  of Concept / Feasability Study 6

New Accounts Opened 4
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Spadework

Don’t Know 

They 

Don’t Know
Know  They 

Don’t Know

Know





M
• Money

A
• Authority

N
• Need

I
• Implementation Schedule

C
• Criteria for Buying



M
• Make Money + Spend Money

A
• Levels + Influencers

N
• Wish List

I
• X Year Roadmap

C
• Cost Justify Investments





What are your Strategic Objectives?



What are your Metrics to Gauge Progress?
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What are your Biggest Opportunities?

http://www.google.com/url?sa=i&rct=j&q=opportunity&source=images&cd=&cad=rja&docid=IBbTIDe0oNZlVM&tbnid=f8qvGCr6MbnKkM:&ved=0CAUQjRw&url=https://www.foreverliving.com/marketing/Page.do?name%3Dopportunity&ei=jn5AUYfzH6nkygG00oDwDQ&bvm=bv.43287494,d.aWc&psig=AFQjCNG9waDYytEPB84D7YuFUzRTFL9NGw&ust=1363267587243177


What are your Biggest Challenges?

http://www.google.com/url?sa=i&rct=j&q=challenges&source=images&cd=&cad=rja&docid=NgPyQEZV-Ox7-M&tbnid=T-aQ6yAPfL2CvM:&ved=0CAUQjRw&url=http://www.redeemthecommute.com/project/challenges/&ei=7n5AUaOqH86tygGx2YGwDg&bvm=bv.43287494,d.aWc&psig=AFQjCNFAEmO1936QWb6yjwA2XIFH710gTQ&ust=1363267647072329


What are your Desired Outcomes?



. 
 

What 

Are Your 

Clients 

 Strategic Objectives? 

 Metrics to Gauge Progress? 

 Biggest Opportunities? 

 Greatest Challenges? 

 Desired Results and Outcomes? 
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• Time

• Money

• Manpower

Resources

• Goal 1

• Goal 2

Strategy
• Priority #1

• Priority #2

• Priority #3

Initiatives

“Allocation of Resources to Achieve Strategic Goals”



Just give me the 

price, “Value Boy”





Dear Rich,

On average, companies are saving 8% of their transportation 
costs through implementation of Transportation Management 
systems.  Based on Iron Mountain’s transportation costs of 
$105M, the attached analysis indicates we could save Iron 
Mountain $20M over the next 5 years through:

Optimized Route Planning ($10M savings)
Fleet Dispatch Optimization ($5M savings)
Transportation Business Intelligence ($5M savings)

With hundreds of Oracle Transportation Management 
customers including UPS, DHL, Freight Star, Sears, GE 
and Coca Cola, the bottom line results are proven and 
quantifiable.

Can Iron Mountain achieve similar results?  While we’re 
not sure, we would welcome the opportunity to explore the 
possibility.  Given our strategic relationship and your existing 
investment in Oracle applications, we would like to offer a free 
analysis to see if the benefits identified are achievable.  
Together we can quickly discover exactly what the ROI 
possibilities are.

Sincerely,

Tom Gleich, Northeast Regional Manager
Oracle Corporation

Customer Benefit

Specific Areas

Credibility

Call to Action



Copyright ©2006, Oracle. All rights reserved. 

Oracle & Iron Mountain Confidential

Benchmark Performance
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BENCHMARK PERFORMANCE

PERFORMANCE OVERVIEW
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1-5% 6-10% 11-20% 21-30% x > 30%

Companies with Annual Transportation Spend > $10 Million Source:  The Logistics Institute at Georgia Tech

Savings Opportunity

Transportation Mgmt 

Solutions can Save Most 

Companies 5-25%



Metric % Improvement

Optimal multi-stop route 
optimization

2.00

Fleet dispatch optimization 1.00

Transportation Business 
Intelligence:  Cost to Serve and 
other trends

1.00

Note: Analysis Is Directional In Nature. Improvement Ranges Derived Based On Third-Party Benchmarks & Benefits Achieved By Customers. Access To Specific Data Points Will 
Help Ascertain More Accurate Results; Cost savings of US$15.2 Million – US$25.3 Million   (3% to 5% of estimated transportation spend)
Source: Oracle Customer Experience, Oracle Analysis

CUMULATIVE BENEFIT

Over 5 years

$ 20.24M Savings

( - ) Daily Route Optimization

($ 10.12 / 50.00%)

( - ) Freight Spend – Transportation 

Business Intelligence

($ 5.06 / 25.00%)

( - ) Fleet Dispatch Optimization

($ 5.06 / 25.00%)

Based on Iron Mountain’s transportation costs of $105M, we believe that 

Iron Mountain can save $20M over the next 5 years
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Influence 101

Current 
State



Influence 101

Current 
State

Desired 
Outcome



Influence 101

Current 
State

Your Course 
of Action

Desired 
Outcome



















Secrets











1. Anchor High

2. Focus + Expectations

3. Target C Level

4. Strategic Conversations

5. Sell the Destination, not 

the Plane


