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Mike
A Humorous Take on the

S & h m l d tmann World of Sales and Management

Dear Mike o

Isthere anything more pathetic than a salesperson blaming
their poor performance on economic market conditions? Rt's
like apoker player blaming the bad cards whenever they lose.

In poker, as in sales, the cards even out o .\'\\\\‘
Great players always find a way to win. He ‘\'\d(\\ 3
=~
Mike S. SL\\
AR
Play the Cards You're D gea“' T
. O 20
We can't control the econony, the market, the g " a“-‘i""'\r‘gma“’;"‘ 07‘ .
services we offer. Yet how many salespeople wh \g W g= : ‘;_ﬂO‘ b\;‘«\\‘"‘
things atthe drop o pdiw“ O\“e‘
g I}: fort .‘ A ; Card playersrun ty we a®®
James Bond in Casino Royale of hot and cold han

players weather the

and pounce when opportunity presents tself, asi ine
does.

Choose the Table First
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Data Network

Remote
Location

Primary Location

Remote

PR/
Evolutionary Path for Every Customer
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Smart thinking: improving
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Role-based work
43,000 !
environments help to boost : SO
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Accenture and Avanade to security capabilities,” s&
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“Opportunity must
be created”

Biz Stone — Founder of Twitter
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NATIONAL BESTSELLER

There are SHUT UP,
very few good ' ' SToP WHINIIFNEG

ideas in this E— o |

world, and not A, e Y b

one of them is |
a secret

z) e




Huge MRR Sales

- /
Large Accounts

Relationships
Expertise

TRANS4MERS




Influence Survey

Would you pay $5 to participate in a lottery
that offers a 10% chance to win $100 apd a
% chance to win nothing? (circle one)

00 for a ticket to see a con-
eld 40 miles away. A blizzard

is announced for that night. Do you try

to attend the concert in spite of the weather?

YES NO

ight o
or less than 1

tallest redwood tree more
feet?

TALLER SHORTER

What s your best guess about the height of
the tallest redwood?
Feet
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e Surprising
o Counter-Intuitive
« Hard to Believe




Influence Survey




< 300 Feet

.
® .O..

TRANSMERS

What is your best guess about the height of
the tallest redwood?
Feet

> 600 Feet



#1

#2

#3

TRANSI.'M'ERS

to lose $5? (cnrcle one)

YES NO

You were give see a con-
cert being held 4€ . A blizzard

is announced for that night. Do you try

to attend the concert in spite of the weather?

YES NO

Is the heigh ast redwood tree more

180 feet7

What is your best guess about the height of
the tallest redwood?

HORTER

Feet

#1

#2

#3

TRANS‘|MERS

icket to see a con-

s away. A blizzard

is announced for that night. Do you try

to attend the concert in spite of the weather?

YES NO

Is the hejg redwood tree more

or less tl@n 1 200 feet‘?

What is your best guess about the height of
the tallest redwood?

ORTER

Feet




Question

Team 1

Team 2

$5.00
10% Win
90% Lose

Yes

No

Concert
40 Miles Away
Blizzard

No

Yes

Tallest
Redwood
Tree

Taller

Shorter

Height
Guess

<3671’

>361°







N —————

N
Y S TA;D\S"E“GW

DANIEL
KAHNEMAN

WINNER OF THE NOBEL PRIZE IN ECONOMICS




Anchoring

Is the height of the tallest
redwood more or less

than 1,200 feet?




Anchoring

Is the height of the tallest
redwood more or less

than 180 feet?




Anchoring
Is the height of the tallest

redwood more or less
than ??? feet?

1,200 feet 844 feet

180 feet 282 feet




Anchoring

10% off
Campbell’s
Soup

NDENSER 3°
GRING

,,,,,
GREAT

Limit 12 7
No Limit 3
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Activities
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Elevator Speech
Qualifying
Objection Handling
References
Technical Expertise
Relationship

Persuasion

Prospecting
Negotiation
Presentation
Vertical Market
People Skills
Problem Solving

Project Management

Demonstration
Probing Questions
ROI Analysis
Applications
Storytelling
Cost Justification

Personality - Relating

Transdming Hi-Tech Sales
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Cold Call
Telemarketing Call
Demonstration

Deliver Proposal

D&A

ACTIVITIES

Network Meeting
Initial Meeting
Presentation
Financial Analysis

Account Research

Trade Show
Follow-up Meeting
Executive Briefing

Facility Tour

QBR — Business Review

TRANS4MERS

Transdming Hi-Tech Sales



You are
WRONG
WRONG
\ WRONG!
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Large Account
Expertise
What’s Important



WY Activities

Focus

TRANS4MERS
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The Outcome
Application

Venue / Place

FOCUS

Account Size
Buyer Demographic

Value

Vertical Market
Industry

Professionalism

TRANS4MERS
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®aY Activities

Focus

Expectations

TRANS4MERS
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Health Appearance Peers

Trans4ming Hi-Tech Sales



<$> Skills “Micro Sales”

“Macro Sales”

f/._..f"h“‘“\_\ .
g3 Expectations

TRANS4MERS
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74%

Of B2B buyers
conduct more
than halfof their
research online
before talkingtoa
sales person.

5.4

people are now
involvedin the
average B2B
buying decision.

ECEB

75%

of B2B buyers
now use social
mediatoresearch
vendors.

=1DC

Analyze the Future

90%

of decision
makers say they
never respond to
cold outreach.

Harvard

Review

reality of the Modern Buyer

74%

of buyers choose
thesalesrep that
was FIRST toadd
value andinsight.

CoRPORAT € VISIons

Comversabions Thak Win*



) Consultative
< 5 /6 The Sales Rep IS the Value

wayl Aed noj

1,100 Corporate Execs

noj Aed Aayl

a Transactional
go /é The “Talking Brochure”



v' Annoying
v" Not Knowledgeable
v' Waste Time

They Hate
Salespeople






About Us Our Products Where to Buy Investor Relations Industry News Contact Us

Building Products.
Building Success.
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Are Our Business




Posts

Published by Bob
.

Bob Toupin
Chief Information Officer at BlueLinx Corporation
Greater Atlanta Area | Packaging and Containers

PaperWorks Industnies, Inc., Rock-Tenn Company,
Syntelizct
University of Georgia - Terry College of Business

Send Bob InMail ~

500+

M htosbawwiinkedincominbabioupin

) - ® I ('d ’-
:‘q~ o 4 \f\\\-

Looking for a Senior Desktop Analystto join Come to this upcoming Tag event with me!

May 18, 2015

% Summary

Management Expenence:

April 17, 2015

- Ability to align business objectives with Information Systems
« Mansged large teams of internal employees and external consultants (80+)
- Ability to forge relstionships across any level within a variety of departments

» Member of Executive Management Committas

a Experience

Chief Information Officer _
BlueLinx Comporation
March 2013 — Present (2 years 8 months) | Grester Atlants Ares

-Spearheaded a new customer facing Ecommerce website including a mobility applicstion

=Initisted and implermented groundbresaking “Cutside Sales Enablement” CRM software on portable tablets
Imiplernented & new VolP Phone System replacing 50 stand slone systems

-Developad and executad a company-wide Office 385 strategic plan and rollout

=|miplementing Microsoft PowerB| Business Intelligence platform

Reduced |T expenses by 40% in 2 years while maintaining & very high level of customer satisfaction

¥ 1 haonor or sward
= 1 recommendstion

Jeff Jones CSCP
Sanior Managser

I've knowm and worked with Bob for 20 years. In that time | have seen his intellectual curiosity, ability
to lead people, and mest of all, his predisposition to action send his career through the roof. His track
record is undeniable. Bob gets... View!

Chief Information Officer / Vice President [T
Paperforks Industres, Inc.
January 2010 — March 2013 (3 years 3 months) | Greater Philadelphia Ares

.-"‘::uﬁlhrks

Responsible for all areas of Informstion Systems (ERP, infrastructure, securty, support, etc), reported
directly to the CEO

=L=d, designed, and coordinated MPLS Solution for interplant connectivity and cost reduction, including
disastar recovery solutions

Managed all outsourced vendors in & cloud computing model; reduced vendor expenses by 5300k per year
within the first § manths

-|dentified and architected solution to outsource all ERP, Windows, and ancillary servers to a hosted
emironment

=Composed and issued corporate wide governance standards pertaining to security, computer hardware and
software standards etc.

Developad and designed WOIP solution as well a5 executive sponsor

-Developed and designed Sharepoint Intranet [ Extranet for collaboration, data warehousing, and Bl
analytics for financial and operstional reporting
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iSixSigma Metwork Women in Technolog. .. Chief Inforr

24 738 members 5,405 members 158, 2458 m

% Jaoin % Join % Join

B :

NETWIORHK /

TECHNOLOGY JOES. . Global Paper and Pu. . r %

112,228 members &,838 members .

% Join & _loin +

= <

Continuous Improve. ..
101, 716 members £ See less
% Jaoin




E}' Honors & Awards

Active Member @f Technology Association of Georgia (TAG)

Active Member of Atlanta

Active Member of Society of Information Management (SIM)

Active Member of Georgia CIO Leadership Association (GCLA)

Active Member of The Kettering Executive Network (KEN)




Traditional Funnel




“Flip the Funnel”
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T

A Qualifying
A 101

* Implementation Schedule
e Criteria for Buying




 Make Money + Spend Money

Qualifying

1 + 1 N * Wish List

« X Year Roadmap

 Cost Justify Investments
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SUCCESS
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What are your Metrics to Gauge Progress?


http://www.google.com/url?sa=i&rct=j&q=measure&source=images&cd=&cad=rja&docid=ZvjV2_JlZX8lOM&tbnid=bamsF-KP9BfWJM:&ved=0CAUQjRw&url=http://www.financefox.ca/how-do-we-measure-succcess/&ei=V35AUZ6-NYLzyAGO2IH4DA&bvm=bv.43287494,d.aWc&psig=AFQjCNE2ApirHPOizYjPBb28sNg_UUzx-Q&ust=1363267516034745

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



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
A.Y..

Clients

Strategic Objectives?
Metrics to Gauge Progress?
Biggest Opportunities?
Greatest Challenges?

Desired Results and Outcomes?
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Budget:

« Time
* Money
* Manpower

~N

e REesources

-

e Goal 1
e Goal 2

. J

* Priority #1 A
* Priority #2
* Priority #3

“— B INEUYES

“Allocation of Resources to Achieve Strategic Goals”



Just give me the
price, “Value Boy”




e SUICIDE SQUADRONS |
MYSTERY MISSION! |




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 (510M savings)
Fleet Dispatch Optimization (S5M savings)
Transportation Business Intelligence (S5M 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
guantifiable.

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

11

Customer Benefit

Specific Areas

Credibility

Call to Action



PERFORMANCE OVERVIEW
sencHMARK PERFORMANCE [ | IIIC 1]

. Benchmark Performance

50% -
42.1%

5 Transportation Mgmt
< 40% - .
e Solutions can Save Most
[} .
é 30% - Companies 5-25%
8
=
S 20% -
£ 13.2% 13.2%
S
S 10%
X

0%

1-5% 6-10% 11-20% 21-30% x > 30%
Savings Opportunity

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

ORACLE

Copyright ©2006, Oracle. All rights reserved.
Oracle & Iron Mountain Confidential 6

A IRON MOUNTAIN'



Based on Iron Mountain’s transportation costs of $105M, we believe that
Iron Mountain can save $20M over the next 5 years

CUMULATIVE BENEFIT

Over 5 years
Metric % Improvement

$ 20.24M Savings

Optimal multi-stop route
optimization

Fleet dispa timizatio
(§
D) L

4 -) Freight Spend — Transportation
Transportat Iness ) ¥ : .

Intelligence: Cost to Serve and 1.00
other trends

(-) Daily Route Optimization

($ 10.12 / 50.00%)

(-) Fleet Dispatch Optimization

($ 5.06 / 25.00%)

Business Intelligence

($5.06 / 25.00%)

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
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Influence 101

Current

State




Influence 101

Current Desired
State Outcome

TRANS4MERS

ransdming Hi-Tech Sales



Influence 101

Current Your Course Desired
State of Action Outcome

TRANS4MERS

Transdming Hi-Tech Sales
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~ . e A Humorous Take on the
SC l] mi d rmann World of Sales and Management
Dear Mike
Isthere anything more pathetic than a salesperson blaming

their poor peformance on economic market conditions? Rt's
like apoker player blaming the bad cards whenever they lose

In poker, as in sales, the cards evenout o
Great players alwaysfind a way towin. He

Mike S. SC\\

Play the Cards You're D Dz

We can't control the econony, the market, the p
services we offer. Yet how many salespeople wh
things atthe drop

of hot and cold han
players weather the

[ X Card playersrun ty

and pounce when opportunity presents tself, as t ine
does

:

ompany Logo
1 oM

ISUAL ART B DES

Choose the Table First
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= W=

Anchor High

Focus + Expectations
Target C Level
Strategic Conversations

Sell the Destination, not
the Plane




