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What information & resources can CEOs use to win more in 2025- S

Find 3 Ideas
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People. Performance. Profits.

Up-front
Contracts
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L.I.S.T.E.N Presentation

Budget Decision Fulfillment | Post-sell
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Your
Decisions
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Macro Economics Micro Economics

Understanding of Economy, Your Allocation of Specific

Industry, Competitors, Etc. Decisions Resources
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Art Science

* Subjective of Now Your * Objective (Facts) of Now
* Expression & Exploration Decisions |°* Evidence from Studies/Tests
* Telling a Story * Theoretical
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In-House Out-Source

Complete Control Your * Short-Term Needs

Long-Term Support Decision * Focus on OTHER Activities
Handling Sensitive * Need Experts

Information
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Ask 3 Key Questions to Build Pipeline

1. What do you buy?
2. What don’t you buy?
3. How do you buy?

EUUSINZSS AFRARS

Goal: What to achieve Plan: How to achieve it

» DEMOGRAPHIC | .
+ GEOGRAPHIC from Whatto How > 0 i
: PSYCHOGRAPHIC Baseline St:,-t

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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It’s not just what you know,
it’s also who you know...

(and sometimes where you go!)

Social Capitali
R
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What is the difference between making
contacts and having contracts?

Social Capitali
R
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What is the difference between making
contacts and having contracts?

R = Relationships




'{6 Networking | | | R N

\4 The process of making connections with SCES

v.é' iIndividuals, organizations, and institutions within a‘g “““““““““““
network.

“The opportunity cost of networking is lost social

capital.”
-Edward DeJesus

@)

Social Capital Building 6‘,,
Q

The consistent act of building, measuring and O
maintaining valuable relationships with a z@
select group of network members with the goal

of mutual economic and social wellbeing. i




Social Capital

Social = Building Relationships b
Capital = Money

Social Capital is Building
Relationships for Money

. s e e pan




What You
Know
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"Planned, Managed Growth”

Diverse, Centered Relationships
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"Only Can Improve What is Measured...and 4(' an
Only Measure a Number”

Measuring Who People Know
Not Only What They Know
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“In-Bound (Active) Out-Bound (Passwe)

They are They are
o In the market and - Your target audience
actively seeking - Able to buy your
> Researching, products or services, if ..
investigating, and buying their window of

opportunity is oper;;a;;::;i?.
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Unfunded
No-Go
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Goal: 10 Contracts for $200K Revenue

Suspects 15X

Suspects: (15X): 150 Contracts for $3M in 4 Areas

Pipeline (9x) of Prospects (A&B): 90 $1.8M

Proposals/Bids Submitted: 40 for $800K

PWIN: 25%

...........
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CAPITAL
Contracting Opportumtlessces

Organization - Agency Levetzgmasmr:

= Current Active Buying
SCORE: 1-6

= |[mmediate Past Active Buying
SCORE 1-6

* |mmediate Future Passive Buying
SCORE 1-6

Capital SCORE 3-18

NpR—. e Social Capitali
Lt e e . fBUILDERS ]
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Relationship with Contracting Opportumtlessces

5 Roles - Individual(s) Organization - Agency Leveks ®£ﬁ

= User: Program / Project Officer = (Current Active Buying o
SCORE: 1-6 SCORE: 1-6

= Buyer: Contracting Officer / Legal ™ Immediate Past Active Buying
SCORE: 1-6 SCORE 1-6

= |nfluencer: Supplier Diversity /PR ™ Immediate Future Passive Buying
SCORE: 1-6 SCORE 1-6

. s e e pan

Social SCORE 3-18 Capital SCORE 3-18  :iiiijif8




SOCIAL CAPITAL

Y HowARDCO
' %,
i
L

Relationship with Contracting Opportumtlessces
3 Roles - Individual(s) Organization - Agency Levetv; '
= User: Program / Project Officer = (Current Active Buying
SCORE: 1-6 SCORE: 1-6
= Buyer: Contracting Officer / Legal ™ Immediate Past Active Buying
SCORE: 1-6 SCORE 1-6
= |nfluencer: Supplier Diversity /PR ™= Immediate Future Passive Buying
SCORE: 1-6 SCORE 1-6
Social SCORE 3-18 Capital SCORE 3-18 e
Social + Capital = Total Score for Pipeline (6-36)

c= BOttOm 40(y ."‘-:.3::'::;;_ 2
"‘:& BN Sociol Capita

A=Top 15% B = Middle 45%



Social=Relationship
Capital=Money

Y a Social Capital is Building
= Relationships for Money

It’s not just what you know, it’s also
who you know.

Soclpl’rolﬁ

Entity Name: Notes on Purchasing Habits / Names for Relationship

Bottom

C=

lolololololololololololololololololololololololololololo]olololo]o Social+ Capi
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https://docs.google.com/spreadsheets/d/1mjPqPcBh7EAnflz9p2HbpEh3bVpvPqej/edit?usp=sharing&ouid=101557473564019870961&rtpof=true&sd=true

Social=Relationship
Capital=Money

Y a Social Capital is Building
= Relationships for Money
S oC | a | C a p ITO | ‘ It’s not just what you know, it’s also
who you know.

Entity Name: Notes on Purchasing Habits / Names for Relationship

COPYRIGHT © 2022 EDWARD DEJESUS - ALL RIGHTS RESERVED

Total Score (6-36)
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Bottom

C=

Top 15%;B=Middle

A=
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Entity Name: Notes on Purchasing Habits / Names for Relationship
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Total Score (6-36)
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Total Score (6-36)

879 Organization
880 Organization
881 Organization
882 Organization

Social+ Capital

Blelwle N[N 2o w[Nfe = e w
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96 Community Group
97 Community Group
98 Community Group
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Goal: 10 Contracts for $200K Revenue

Suspects 15X

Suspects: (15X): 150 Contracts for $3M in 4 Areas

Pipeline (9x) of Prospects (A&B): 90 $1.8M

Proposals/Bids Submitted: 40 for $800K

PWIN: 25%
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"We have two ears
and one mouth

so that we can
listen twice as much
as we speak.”

Epictetus

Greek philosopher
c. AD 55-135

Social Capitali
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4 Vehicles
5 Months
9 Exposures

Social Capitali
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4 Vehicles

5 Months
9 Exposures
Baby Boomers Generation Xs Millennials Generation Z
3 Vehicles 4 Vehicles 4 Vehicles 4 Vehicles _
5 Months 5 Months 3 Months 5 Months o
7 Exposures 9 Exposures 13 Exposures 19 Exposuregsz,iéggé'
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ANCHORING: the process of getting an industry stakeholder invested in dﬁ %
your business or professional development. $, nJd §

A. Anchor Intro 5:25
B. Signaling ey
O B. Amplifying

[ ]
B. Updating
STRONG TIE SOCIAL CAPITAL
0N SRR Social Copitalie
':~ ..:- R COPYRIGHT © 2022 EDWARD DEJESUS - ALL RIGHTS RESERVED : i b ——— G ————
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SO T Cold Outreach
- Chances of getting a response

'-r-—-e S ey from an Industry stakeholder ‘ ' i ) = e fnccinmal 5
WHAT? | ' . B -

=
SOCIAL CAPITAL

SMART {

SOMEONE’S
WAITING!

Toward
Increased
Centrality

0-20% 30%  40-60%

Cold Outreach Advice Seeking Shared Connection
Typical Range: 0% to 20% Increases Rate by 50% Increases Rate by 2to 3

Enhance response rates by asking for advice and utilizing shared connections!




SCESPreneur:

C% Execution Period:

’\
soclnl CAPITA
SMART" |

Caoor Biuib

T EDmON

ANCHORING ASSESSMENT

Anchoring: The process of getting an industry stakeholder committed to your professional development of entrepreneurial success.

Signaling: The steps you are actively taking to build your career or business venture.

SIGNAL TARGET 1 2 3

//\
SOCIAL CAPITAL
1 SMART
2
3 SOCIAL CAPITAL
INVESTMENT PLAN

(SCIP)

Amplify: Highlight a stakeholder’s service, activity, or event.

AMPLIFICATION TARGET 1 2 3

w
[ [
—

by Social Capital Builders




SCESPreneur:

%
TV
EEXH Execution Period:

ANCHORING ASSESSMENT

Updates: Communication to the stakeholder regarding actions taken on the information or support provided.

*“"-~.~.~ﬁ
soclnl CAPITA
SMART" |

Caoor Biuib

T EDmON

& /\
SOCIAL CAPITA[
SMART

SOCIAL CAPITAL

INVESTMENT PLAN
(SCIP)

UPDATES TARGET 1 2 3
1
2
3
cade
Enhancement: Sharing valuable information, advice, examples and instruction that can benefit industry stakeholder.
ENHANCEMENT TARGET 1 2 3
1
2
3
[ ]
-
SCB Coach: PeriodRating: 1 2 3 4 5 6 Review Date: S -=--- mmmmmmmeameaes

by Social Capital Builders
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* COACHING EXECUTION HUB
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Top Posts  see more

Sign up at sl
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Members Near You  see iore
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Upcoming Events  see viore
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Training

Fulfillment | Post-sell
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Opportunities
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CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Sandler
Sales
Academy

Abridged Version by
University of Maryland SBDC's

CEO Accelerator R V%S LN ——

Presented by Russell C. Teter lll, Certified Sandler Sales Trainer

% Sandler Sales Academy - 8 Sessions -Virtual Training — NEXT SESSION
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https://www.neuberger.sandler.com/sales_academy

Finish this sentence

‘I could sell a lot more, If only

[ could... ¥




Sandler Download - Book: "Why Salespeople Fail... And What You Can Do About I
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89 49 1 53 81 34 82 46 66
13 97 25 17 65 90 22 70 30
77 33 73 45 93 38 78 2 42
41 69 85 29 5 98 50 62 54

N T g oI 63 7 70 39 15 76 48 12 16

Game 75 47 27 59 31 10 24 36 56
343 23 19 71 4 52 40 32
83 11 91 35 87 72 28 80 8
55 95 51 99 67 20 88 44 92

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.




Numbers
Game

9r 21 37 9
89 49 1 33
13 97 25 17
77 33 73 45
41 69 85 29

63 7 79 39
75 47 27 99

3 43 23 19
83 11 91 35
55 95 51 99

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.
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98 50 62 54
76 48 12 16
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Why Have a System

A Sales Process

* s a systematic series of actions that is directed at
achieving an end.

* Defines a course of actions.

e |tis a course of action that leads to a decision about a
sale.

* Provides the order of specific actions.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EEcuc?EnRaf'EB



Benefits of an Effective,
Efficient Selling System

* Maintain Control

* Save Time

e Stay on Track

* Duplicate Positive Results
* Debrief Calls

* Recognize Problems

e Better Communication

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. NEcUc?EnRafEB



I\ Buyer—5eller Dance

Buyer System

1. Withhold Info / Mislead
2. Gather Information
3. Enthused, but No Commitment

4. Hide or Disappear

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.
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Seller System

. Qualify for Interest

Present
Close (Stalls & Objections)

Chase (Desperation)



What happens when the
Prospectis in Control?

* There is NO understanding of
needs

e Solutions are presented to
UNDEFINED problems

* Closing efforts not helpful &
wrong time - quicksand

* Chasing wastes time & energy

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



The Sandler Selling System

T

@m Training,

Bonding &
Rappnrt

gﬂn';,’::,'}\ Pain \Budget \Declsmn\FulﬁIIment Post-Sell | e .

@2022 Neuberger & Co. Inc
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Your Cookbook for Success

P r'os pe Cti n g My Monthly Financial Goal

My Average Monthly Salary

Amount of Commission
Meeded each Month

Commission Earned on an Average Sa

Number of Sales | Need Each Month

You can't build a
prospecting plan
without first
determining what you
want to accomplish.

How many presentations does
it take to close one sale?

How many initial meetings does it take
to get one presentation opportunity?

How many prospecting contacts does it
take to schedule one initial meeting?

How many prospecting contacts
must you make each month?

Daily Prospecting Contacts Needed

[Diviche: the firal number 1) by the number of work days per monthy]

I= the number realistic?

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EECUOBEIRDfEB



Sandler Process — Bonding & Rapport

1

@m Training,

Bonding &
Rappnrt

NI D NP C PR N i -

@2022 Neuberger & Co. Inc

Learning Flexibility in
Communication

. NEUBERGER
. Sandler Systems, Inc. All rights reserved. '”5: & COMPANY



The Pattern Interrupt

Purpose

A Pattern interrupt is a technique to change a particular
thought, behavior or situation. Behavioral psychology
and neuro linguistic programming use this technique to
interrupt and change thought patterns and behaviors.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



The Pattern Interrupt — Disarmingly Honest

INTERRUPT

Purpose In Sales

The ultimate goal of a pattern interrupt is to get the person
you are speaking with thinking about something other than
you being a salesperson. The technique is to do or say
something unexpected which disrupts their normal pattern.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



The Pattern Interrupt

= Separate yourself from competition = “You weren’t expecting my call...”

= Disarm the Seller = “This is a Sales Call; | understand

If you need to hang up...”

= Avoid HAYT Crimes ¥ 15
= “I’m not sure if it makes sense for

“how are you today?” U ST

= WIMP Junction = “Perhaps we’re not a fit...”

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



The Importance of Bonding & Rapport

Why communication is important:

 People who are like one another, tend to /ike
one another.

 People who like one another, tend to trust
one another.

 People tend to do business with people they
trust.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



The Role of Active Participation

Strategies Include:

* Elements of Communication
 Active Listening

* Primary Sensory Dominance
* Transactional Analysis

- Behavioral Styles - DISC

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



The Importance of Bonding & Rapport

All things being equal:
* People buy from people they like.
 People like people who are like themselves.

* Therefore, people buy from people who are
like themselves.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



Primary Sensory Dominance: PSD

Each of us has a preferred

sense:
» Visual
» Auditory

» Kinesthetic

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.



Sandler Process

1

@m Training,

ﬂggﬁ'hn&\{';m';’g:}\ Pain \Budget \Declsmn\FulﬁIImant Post-Sell | e .
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Up-Front Contract: Definition

The Up-Front Contract — the mutual
agreement by which the salesperson and
the prospect agree about the goal(s) of
the meeting, before the meeting.




Components of an Up-Front Contract

PAATO

* Purpose of the Meeting

* Prospective Client’s Agenda &
Expectations

* Your Agenda & Expectations

* *Time, Date, & Location

e Outcome

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EEcuc?EnRafEB



UFCusing ANOT

P Appreciate
A Naturally
A

T Obviously
O Typically

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.

A

your invitation to

meet about your annual needs.

| Naturally,|you will have some

questions for me.

*| Obviously,|l will need to ask you

some questions, as well.

| Typically, |the way this will go

IS...

CCCCCCC



SALES T

“"Never make a move without a commitment.”

—David Sandler

The Up-F ract Builder Tool 3.2

Customer Name

* You're financially independent and you
Appointment Date: don't need the money.

ST * You can't lose what you don't have.
Start Time:,

Contact #1 Name/Title: Contact #2 Name/Title: Contact #3 Name/Title:
Buyer Type: Buyer Type: Buyer Type:
DISC: DISC: DIsSC:
Purpose of the meeting — Objective from your perspective: Does your prospect have the same objective?
Time:
Prospect’s Expectations My expectations:
a) a)
b) Pains
c) Pains
b)
End Result — next steps: Budget / Money:
c)
Biggest Fears: Decision Process:

Download a new blank copy of this tool at learn_sandler.com i q Sandler Trainin

et nding Power In Reinforcement

© 2006 - 2016 Sandler Systems, Inc. All rights reserved.

Sandler — "Up-Front Contract Builder:"



https://drive.google.com/file/d/1EaETLogWU8YBFZpHFwqWZxzLix-MEt8F/view?usp=sharing

Why we get permission... OUR Agenda

1

£ sandior Traiing
Cﬂ';.‘!}:},“,ﬁ\.‘iﬂ;ﬁ:::} Pan Fulfilment " Post-Sell | <= .

To ask the difficult
=al questions when qualifying!

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



Positive Results — Sandler Selling
Process

Clear Purpose & Direction:

> Get a Referral
> Learn a Lesson
> Save Time

e Get a Clear, Well-understood Future

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



@ Sandler Training,

Pre-Call Planner Tool

Selling Team Attendees:

Account: ‘ Date of call: ‘ KARE Designation:
Cast of Characters
Impact on Linkedin Existing
Client Contact Role This Deal | MetBefore? | .~ -4~ | DISCStyle | Relationship
(High, (Y/N) N : DlsSacC (Friend, Neutral,
Medium, Low) (Y ) Enemy) F, N or E

Selling Side: Have you pre-briefed?

Relationship issues:
Business issues:
Roles/responsibilities:

What should you bring?

*  Support materials + Delivery/service examples
+  Technical support + Reference materials

+  Demo capability e-files + Other

Goals for call:

Key questions to ask:

Questions the buyer may ask you: Your responses to these questions:

Planned Up-Front Contract:

© 2014 Sandler Systems, Inc. All rights reserved.
S Sandler Training (with design) is a registered service mark of Sandler Systems, Inc.

Neuberger & Co, Inc.

Sandler — "Pre-Call Planner:"



https://drive.google.com/file/d/12f2mPFfE-K2GzUXvZfllkPPmb5lHpimI/view?usp=sharing

Sandler Process—Pain

il

@m Training,

a:::;:\.“;mi*::: S P N e — -
il

Qualifying Steps



Buying Motivations
- Bndging the Gap

TWO CONDITIONS must exist before
YOU commit TIME, EFFORT, &

- Prospects buy for THEIR MONEY:
reasons, NOT YOURS

Two Rules:

1. You MUST QUALIFY the prospect.
 Not every prospect is

QUALIFIED to be your
customer 2. Your Prospect MUST be in a position to

say or

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EECUOBIEIRDCEEB



Buying Emotions

e PAIN in the Present

* PAIN in the Future

* PLEASURE in the Present

e PLEASURE In the Future

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



1. Business Impact: THE WHY

1. Personal Impact: THE HOW

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.

Tell me more about that...

Can you be more specific? Give me an example.

How long has that been a problem?

What have you tried to do about that?
And did that work?

How much do you think that has cost you?

How do you feel about that?

Have you given up trying to deal with the problem?

NEUBERGER
& COMPANY



Pain Words - Listen

FUDWACA Other “emotional” words?
* Frustrations .

* Upset

* Desperate

 Worries

* Angry

e Concerns

 Anxieties

. ERGER
@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EECUOBM PANY



Sandler Rules for Pain

~
,

Stop selling features and benefits.

Y=

@)@

<

If the Competition is doing it, stop right away and do something else.

No pain, No sale.

'Y

@@ @

The problem the prospect brings is never the real problem.

Y

People buy emotionally; they only make decisions intellectually.

r

.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY




The Sandler Selling System

1 “Ifl Qualifying Steps

@m Trainina

ot B () v e i — -

_—

IRy v

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.



Step 1: Summarize & Review

Summarize and Review what
you covered in the PAIN STEP
and set the contract to talk
about budget.

= 2 to 5 PAINS
= Agree on Scope of Needs

= *Anything Else”?

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.




» Did you have a Budget in mind
as you considered this?

» You probably haven’t
considered a budget for this
yet, have you?

» When you have done this in the

past, how much dld you
@2022rﬁb"ri(npf;)d| r Systems, Inc. All rights reserve




Step 3: How Much ?

YES NO MAYBE

How much money? Build it Stalls/Objections
T her
= Neaqgative Reverses Soften Reverse:oo ﬁc‘l;mmeon/Wasn’t TRUST or FEAR Issues
g sure /Not a problem = Just not ready
* Round Numbers = Bracketing - Bracketing
= Bracketing = Third-party stories = |t's Company Policy
. HiSnic - Bracketing & 3™
Party
precedence
= Theydon't trust YOU
= Metaphors - third party

- Address this NOW

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EEcUc?EnRafEB



The Sandler Selling System

Qualifying
il Stees

3 sentor g |
Cﬂg:::lrt&\gunirrgg\ Pain \Budget\ Decision \Fulﬁllment Post-Sell |« .

IR v | &

ARE
HERE




Elements of the Decision Step

e Whois involved?

2 2
e How decisions are made? B0y AR

e What s the decision process?

How? When?

* Where is it made in the organization?

e  When will decisions occur? What? Where?

* Why are decisions made that way?

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



Timeline ldentifier

What Happens (How)

Executive Committee to Understand
Product value, Specs, Reviews

Who is Involved
CFO, COO, CRO

3-4 Weeks

You (prospect) needs info prior to
EC

Mark

Now — 2 Weeks

Logistics: Availability, Quantities
needed, Research Cust. Base

Mark, COO

6-8 Weeks

Retail Customer Interviews

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.

Mark

4-6 Weeks

NEUBERGER
& COMPANY




—— SALES TOOLS X

The Decision Time Line Identifier Tool 7.3

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved.

Timeline Identifier

ViR

Dates

People Activities on
Timeline

What

Who

When

NEUBERGER
& COMPANY


https://drive.google.com/file/d/1fdpWG-5E1uXz9Uzb7AamJpFiZqYqkJz_/view?usp=sharing

What must you do before moving to the
Fulfillment Step?

Consider exactly what will happen during the

presentation:

 What type of presentation or _
proposal will be made? ASK:

If we do a presentation,
all your questions are
How much time is available? answered, and you
-  What decision will be made approve of our solution,
-a or what is next?

Who will participate?

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



]

@rs-ul-r Training,

Sandler Process — Review

(71N

i

Bonding &
Rapport

Up-Front
Contract

\ Pain \Budget \Beclswn\ Fulﬁllment\ Post Sell \-—- .

What is Important
here?



'_;Sandler Training

THREE WAYS
T0 DELIVER
- AN EFFECTIVE
2 o= OALES
. PRESENTATION

ﬁ}' Airplane mode on

Sandler — "Three Ways to Deliver an Effective Sales Presentation:"



https://drive.google.com/file/d/1Yd1071Gp75JSqQnuRiRNl8Hou7Iz9V4r/view?usp=sharing

—— SALES ToOLS ¥

Th e The Presentation Creator

Oirty Asgredate Late D@Uver Lrvoicing Tssues

Presentation
Creator

Unacceptable | Reputation Wissed Not meeting Delay in Cash Flow
Ready-Mix Deadines sales goals Billing

Rock cones from clean soil Quarry close to_job Billing Process
Wﬂshm@ not rec'd Tucking process Communication process

Concrate meets strength There when needed Bills are right on time

Customers Leliove in co Meet sales goals Wake $$

Validation

(Add appropriate St party story or testimonials here)

Download a new blank copy of this tool at leam.sandler.com

4 Sandler Training

© 2006 - 2016 Sandler Systems, Inc. All rights reserved.
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https://drive.google.com/file/d/1wTtXVOe-r8xtXPaDfQgeWQCvLgvJp_92/view?usp=sharing

The Post-Sell Step

 Prevent buyer’s remorse and the Loss
of the Sale.

» Establishing Up-Front Contracts for
what happens next.

THE DANGERS OF
LLOSING A SALE
AFTER CLOSE.

* Discuss future business and referrals.

e Establish a Score Card.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. EEcUc?EnRafEB



Sandler Process - Communication

INTERRUPT

TH¢ PATT<CRN

Cﬂg:::;::grt&\:l:g;mg:\ Pain \Budget \Decision Fulﬁllment Post-Sell |« .

h-—.__ -

PAATO

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY



Sandler Philosophy SANDL=R’

* Sandler believes that Professional Selling is
a noble profession and deserves respect.

* Be sure to understand the prospect’s issue,
budget and decision process before you try
to sell them anything.

* Help the prospect discover the real Pain
and that you are the solution.

@2022 Neuberger & Co. Inc. Sandler Systems, Inc. All rights reserved. . D& &« COMPANY


https://www.neuberger.sandler.com/resources/downloads
https://www.neuberger.sandler.com/resources/downloads
https://www.neuberger.sandler.com/resources/downloads
https://reports.sandler.com/evolution-of-sales/d.html?cookieUUID=46640344-8599-4c30-8521-c351e3bd9c87
https://reports.sandler.com/evolution-of-sales/d.html?cookieUUID=46640344-8599-4c30-8521-c351e3bd9c87
https://reports.sandler.com/evolution-of-sales/d.html?cookieUUID=46640344-8599-4c30-8521-c351e3bd9c87
https://reports.sandler.com/evolution-of-sales/d.html?cookieUUID=46640344-8599-4c30-8521-c351e3bd9c87
https://reports.sandler.com/evolution-of-sales/d.html?cookieUUID=46640344-8599-4c30-8521-c351e3bd9c87
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https://www.neuberger.sandler.com/sales_academy

Building a Step-By-Step System To Win More State Contracts ‘I!;
=

Maryland

GOVERNORS CFACE
SMALL, MINORITY £ VACMEN
EIIZINZSS AFRARS

Sandler Sales Submarine

YOU CAN'T
TEACHAKID TO
RIDE A BIKE

SOCiOI Mo plTOl‘ AT ASEMINAR tav
o Sandler

Training

BO":"‘O Up-front

Fulfillment | Post-sell
Contracts

9X Pipeline

15X Suspects "
Opportunities

L.I.S.T.E.N

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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MARYLAN D

“We have two ears
and one mouth

Y
so that we can

; listen twice as much

as we speak.”

Building a Step-By-Step System To Win More State Contracts E}

Maryland

Look at Goal: Win-Win-Win

Interested: Lean Forward (Even Virtually) - Late-night Radio Voice

Silence: Seek to Understand — Mirror - Repeat as a Question

Thoughtful: Avoid Distractions — No “Why” Words, Use “How” “What”
Expression of Other’s Feelings - Upfront Feeling Audit; Them “NO”-Not Yes

lMu STREET JOURNA lIESIS[ L[l

NEVER
SPLIT THE
DIFFERENCF

NEGOTIATING AS IF YOUR
LIFE BEPENDED ON IT

No Advice (Presentation), Unless Requested

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




Building a Step-By-Step System To Win More State Contracts |

b |
Maryland

GOVERNORS CFACE
OF SMALL, MINORITY £ VAOMEN
EIZINZSS AFRARS

Allagash Pursuit Process Steps - Page 1 (Pre-development)

Forward SOW/ SO0
or PWS and Bid no
Bid document to
Business
Development Lead

Completes Bid no

Locztes Opportunity Bid Document

identify Partners
and begin

development of

NDA and other
agreement

Nominate Proposal
Manager
Forvard BNB and
SOW to iRB

Bid no Bid?

Business Development

IRB Reviews
Oppertunity and
documentation

Execute NDAs and
Assign Proposal TAs and any other
Manager partnering

agreements

Develop Proposal Conduct Kick Off B Develop o | Submit Questions to
Schedule = | Meeting Develop indhese Compliance Matrix Government

Proposal
Manager

Proposal Team

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




Building a Step-By-Step System To Win More State Contracts ‘:Eg
b

AMERI(,A WIVERS,

3 Y
¥ T AY ) EUSINESS AFFARS

SBDC @‘ Maryland
GOVERNORS CFACE
{ OF SMALL, MINORITY £ VAORMEN

MARYLAND

Allagash Pursuit Process Steps - Page 2 (Proposal Development)

2 X Submit Initial Draft i Id Ti WritePerfs and
Write Initia! Draft 9 Proof initial Draft & — Write Gold Team N ritePerfs an
to Mink Team Wrlta:Smaoth Deaft Hnal Doument Quals

Develop Changes to
initial Draftrcof
Initial Draft

Develop Changes to
Rough Draft

Assemble final
volumes |, 11, 11l and
Yy

Deliver to Client

Gold Team

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




Tk Building a Step-By-Step System To Win More State Contracts l!}

SBDC @‘ Maryla:wd

M A [ MARYLAND | A N D
OF SMALL, MINORITY £ VAOMEN

'y \t) 2o s S JEINESS AFFAIRS

et amion atisans LA™ ‘ Capabilities Statement ELIEINESS AFFAIRS
TRAT\;ISPAFIF[C ATV paiy STgEnOution by rensng

COMMUNIC TIONS

GOVERNORS CFACE

Certifications Services & Solutions (et

Demonstrate You are in
that 1% having BOTH e
Profitability & B

Core Capabilities and Benefits

Company Overview What our clients say about us

Sustainability

About the Founder
Doetie Li Paancer sre CED of TowaPac s

Line of Credit &
Bonding Capacity on
Capability Statement

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




SUMMARY PROPOSAL FOR 3125000 TO EXPAND WHOLESALE & LIMITED RETAIL

THE GOLD & SILVER EXCHANGE LLC

GOLD & SILVER

E X H A NG

Description:

Company Information:

xeharge L1

Dure Established:

Ownership

Carreor Ownens: Boscks Goenes 100
To Hire Ful

Expesience: Fronoct Lana;

S

Personal Financials
Totnl Net Weredy: §5.005 (58A Fon

Crodis Seores 008 (Varrageoos

Collateral Summary

Paor

Liens

The owner has neves been

wvolved i bankaprey o

msolvency pmoeedmgs There are
no pendng

wty; not under

wndsctment, prrole o¢ probation

Net Collaseral Value

10.

CEO Coaching: www.marylandsbdc.org/accelerator

Current Request

Company Information
Description

Owners & Team (Inside
Experience)

Personal Financials & Collateral
Pledged +

Owner’s Character

Project Uses (Past, Current,
Future)

Revenue Sources

Historical & Projected Financials

Professional Team (Outside

Experience)

Worksheet 19

<

b |
Maryland

GOVERNORS CFACE
OF SMALL, MINORITY £ VAOMEN
EIZINZSS AFRARS

s T L e
PR "N e ———
Eulking & Iroprovemn sts L e e
L wnd aact and YTy W gy e v
Inventoey 25 50 . 2 J 3wyt e v indr,
Weeking Capal pyshing o4 et &1 om0 04
Sl 5 e Susdng 00 N - §
TOTAL UsES: Rl e L
P wv, dned s s - Stuly M -
Huraik, NY

Gkt & Cam Esctavgy ocndel #p g
gy et B s i ol
il dfrmins v bk wrivew

g 3 % v cob taw gy o

& At and (R apwitions ond ]
v prlebemendt T ) agom’

Mikne - Ak, NY

New Equty lnvettocs

Gt wmponr Cowat irwnt W omommenisd, Sy madt oot aon a¥ o o oo my o iy
ot s w7 ol Ao oew £ gt pek VELAH W — Alan ¥ — Banghurceon, WY

TOTAL SOURCES;

Year 3 Yew Year 5
Prodgective Sdlen L3490 L4 14821 1783
Sellery 4 NS 5 a5
Avg Purcizced /Seller aN Gos 11,048 $ L B
Avg Trand/Selle RIND) 212 2% 2 92
Parchoses / loventnry  $352,05) 258 FALANS FU 723 §1.0737
Avg. Mude Up (RND 141 3% 9% 2567 169.5% 171.9%

Revenue 3584000 £TOE0 A 0HT  HWSETXT SZENLTT

Historical Financials & Projections (Coeated by Emeni Burness Secvions)

Proptions 5 yeans of finanang @ 17% (mirvest, poiste & fres) S 4% ongm ation fae Sevk o better offer.

2 p 1-A xo2 Year 2 Year s

Total Reveone 372 17783 | 364,719 | §1
Ciross Prefit 2 7
AL Axa_LE

Net lncome

Delst Expense

Minimal Owner Camgp

Total Assets

Total Lisbilities

Cash on Hund

Professional Services:

Precision Metal Deader License (NY): 37

Centificste far Weighing & Meanxing (NY) 0348757 Busimess Acceuntant: Emam) ©
Professdenal Asseciation: Coreliped Jonie & Aot [nsusance Agency: Cocpa
(S1A) graduate 2 dumni sembee Business Training: 1

Current Bunk of Bustoess: Tt Chamber of Commerce’s

Aeorenatoe

Vowntr Crmrres S pws Doy 4 s e (W75 e S T s B mpyagast B4 45 Py Suamecd |agme Posts - Sty ¢ e o o/ Brvwmas by Bumes | 0

Find YOUR SBDC: www.marylandsbdc.org/locations




Building a Step-By-Step System To Win More State Contracts

SUMMARY PROPOSAL FOR SXXNX,000 TO XXXX

) 0.0.9.0.9.0.9.0.0.0.0.0.0.0.0.9.0.0.0.0.0.0.9.9.0.0.¥

Description:

Company Information:
Tlegal Name:

EIN:
Diate Established:

Ownership
Carrent Ownerst
To Hires
Experivnves

Personal Financials
Total Net Worth: § Farn 413)
Credic Seovet

Collateral Summary

The ownes has never been

ibctment, preode or peobation

Nt Calbareral Vo

CEO Coaching: www.marylandsbdc.org/accelerator

Current Request

Company Information
Description

Owners & Team (Inside
Experience)

Personal Financials & Collateral
Pledged +

Owner’s Character

Project Uses (Past, Current,
Future)

Revenue Sources

Historical & Projected Financials

. Professional Team (Outside

Experience)

Worksheet 19

Find YOUR SBDC: www.marylandsbdc.org/locations

;=
Maryland

GOVERNORS CFACE

OF SMALL, MINORITY £ VAOMEN
AFFARS

EEINESS

TOTAL USES:

SOURCLS

oct Investiexin

Loun

TOTAL SOURCES: o

Yearl

[Targesed

Lends

Customers

Avg £/ s

Avg %/

Revenue

Historical Financials & Projections (o

nong YNYNNN ."q'_rl 2 better offer

AUNNNAN

2004 ‘ m22
{

R TYTD [Year ! [Year2 [Yeard ‘\«..4 [

2024

Year s

—

Gross Prodit |

Nee lncome

Detn Exp.

Owner Camp {~
Tonal Aswets | l

Lemal Liahiletion

Recehubles I
“Cash on lend -
Professional Services:

Prolessdonal Centificaions:
Advisors:

Currens Bank of Business:

Busenoa Lawyern
Bustoess Accountanty
Inswrance Agency:
Businiws Teaining:
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Building a Step-By-Step System To Win More State Contracts “E}

GOVERNORS CFACE

SBDC @‘ Maryla.:\d
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Strategic Business Growth to Win More! (Part 1) RSN
Create Systemized Plan to Earn More r—
(61% MORE MONEY Yearly) S A

[ ' Cless 93 Buowteglc Exscytion Gatting the MOST Profiahie Things Dote < RECONDING

(10 Minutes) Additional Videos lum 0 Mnu‘u

Your Acthvities ~ One-Paps Plan th Wiy Mors; Time & Mooey - &

Class #2: Increase Profits 61% Year Ovar Year (AFTER "NEW" BASE YEAR) - RECORDING (45
Minutes) Additional Videos Totaling 15 Minutes:
e Video: Job to be Dane

o Video: S Ways 10 Massive Profits with 8rad Sugars

NESOURCES MENTIONFD INCLASS 2

Secks NOTE: Velodity is tha Showed Last in the Visee

www.marylandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Sandler Sales Submarine

- E e U RE
YOU CAN'T
TEACHAKID T0

RIDE 4 BIKE tq

SOC]OI Ca ITal AT ASEMINAR e DALE CARNEGIE®
‘ B | rining TRAINING

People. Performance. Profits.

Up-front
Contracts

15X Suspects 9X Pipeline 5 “No Go” )> 4 “Go”

Opportunities
wtl 1 !

L.I.S.T.E.N Presentation

Budget Decision Fulfillment | Post-sell

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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PROPOSAL
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(APTUIH

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Business-to-Government (B2G):
Best Practices in Sales/Business Development &
Access Opportunities (4 Part Series)

Virtua

Tanin

June 2, 2023: Best Practices in Sales/Business

Development to FIND & WIN CONTRACTS...with

Sandler Training — RECORDING SANDL-R
* PRESENTATION

catlemy: Abridged Version by Untversity of Maryland SBDC's CED dccelerate
od by Rumsell C, Teter 101, € d vller Seden Trainer — Provided by The Neuborger Group
Sasdler Downlond - Hook: * peopde Fail . And What Yoo Cas Do About B!
nexd-Sampl

artract Hloihder *

Nliver an Li¥ectve Sales Prosamation:®
Timding ldentiter”
The Presamiation Cremor
Sandbar - FREE OFFERS AND WWITE PAPERS — Click to Gownload
Serdier - YOUR LWTIASATE GLADE TO Tl NEXT EVOLUTION OF SALES - Clok tu Dowrioes for Sree

ociol Capital Bufding
Edward pg@recisamialbuldes com
Sociol Cageal for Entrepreneurs — KEX gins Swmw rdinnoeatioecenter comybirte!

Sate of Marytand Comracting: Fduarda! gduasd e mandand goy

federal Contracbng Resoorces; Theo: theo@\catapahbd com

Firsaneing
Twe:-Fage Loan Sumenacy i Word (Add af Uoderwr iter’s Questions)

Twi-Paze Loan Summary with Samp) f Underwrder's Questions)

Artcie: Private Fauity Recap - Selling Yous Business Twice
Private Equity/V re Capital/Angel krvesting: Tim
Keffer Tim KefferSvaymondizmes com PLUS Macro Economic Trends Repocts

SANDL=R

Sandler Sales Acndany - 8 Seccions « Virtual Trammnyp - NEXT SESSION

hg MNEUBERGEN

Access to Opportunities
Federal, State & Local Government
Contracting
TO WIN MCRE! {4 Part Series)

PART 1: Teesduy, October b, 2021: "Access to Opportunities: APG, State of
Maryland, and Locsl Goversment (Cecil/Marford Coumtivs] - Win MOREI™ -

b Dscenietdeisa et wa e

b TINS WoNT
pooveon [l O
GIANTS

Sumatn Ml L L e i iwertmtio: o4 1 Geasd.

M2 o 00y i 4 doeden b A r (Ow Peg PR P AT
|
I v

P
B s

PR T enfuetn e IELE Jfuited b S et 7] Saady LY,

At S St Areaed S Lttt A MORLT . WO

P

<

b |
Maryland

GOVERNORS CFACE
OF SMALL, MINORITY £ VAOMEN
EIZINZSS AFRARS

www.marylandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations
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Business-to-Government (B2G):
Best Practices in Sales/Business Development &
Access Opportunities (4 Part Series)

—

Manyiana

Virtua

Tanin

June 2, 2023: Best Practices in Sales/Business
Development to FIND & WIN CONTRACTS...with
Sandler Training — RECORDING SANDL-R
* PRESENTATION
o RESOURCES & EMAIL LINKS MENTIONED DURING
PRESENTATIONS

s Acatdemy: Abridged Version by Untversity of Maryland SBDC's CED Accelerativ

1o by Rumsell C, Teter 1 Tramer —~ Provded by The Neuborger Group
Sasdler Donnlond - Hook: "W speopde Fail. . And What Yoo Cas Do About it

Stawdler  "DISC A nexd-Sample "

Swndler - "Ulp- Fron act Hoihder *

Saodler - * x Nliver an Li¥ectve Sales Prosamation:®
Saedler - “Tamedine ldentifir”
Samdbec -~ “The Presaniation Cremor
Sandbar - FREE OFFERS AND WWITE PAPERS — Click to Gownload
YOUR LUTIMATE GLADE TO THE NEXT EVOLUTION OF SALES - Clok ta Dowrioes for Sree

Edward: pd@eocidcamalbuldes com

Socinl Cagdal for Entrepreneurs — NEX ol rainnoeaticecenter comdbinte!

Sate of Maryland Comracting: Fduard

federal Contracbng Resoorc

Firsane g
Twe-Fage Loan Sumenady i Word (Addre
Twi-Page Loan Sumenpey with Sampls (4

f Uoddenar itec’s Questions)
¢ of Underwrder's Questions)

Artcte: Private Fguity Recap - Selfing Yous Business Twice

Private Equity/Venture Capital/Angel krvesting: Tim
Keffer Tim Kefler @raymondizmes com PLUS Macro Economic Trends Reporets

SANDL=R

Sandler Sales Acndany - 8 Seccions « Virtual Trammnyp - NEXT SESSION

hg MNEUBERGEN

PARY 1: Teesduy, October 5, 202))
Macyland, and Local Government

> gfrdn oy
CMleasnond

PART 4: Wednesday, October 12, 2022: *Access to Opportunities-
Andrews/NASA, MDOT & Prince George's County - WiN MORE!" - RECORDING
» ORFSFNTAT Ok
Z50URCES ¥ ERIAL IN<S MERTIONED DURING PRESERTATIOMNS

nany

o na kLT
aren s HALY

e : E

vt s o fielitargefaciar ul?
ot M vl vd g bLsiness sou ConiRoverament conrsctirgl
ching at bort ends:
& anits Hunt]: juasitacher . 2005 at ol

Frivze 520 ge's 2o
S Prew e THassl 1 i) HE s e

a0 amerz i pRome.Ls

ot o Al Al ams 955 tor vrilme s Caoomtionn!
Asarmyy st sample 18 ddrsess of Underwritar's Juest ongl
Gntin: w: Dy icwt o Fugniite Bonnzag: = Sulin o ¥iumn 3 o coomss T
¢ Phate kgu ntur> Capltzl AnRS Invasting: Tiry
Kulor Tien KwlTuns@eagime e wiesvazen PIS dwciz Feamas oz Tommls Beperns

wrat mdptsc org

SLIELE Jtertet 13 SO «] Saady LY,
o S Lnamnes WO MCRLT . MDUOIN

www.marylandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator

<

b |
Maryland

Find YOUR SBDC: www.marylandsbdc.org/locations
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Tk Building a Step-By-Step System To Win More State Contracts ﬂ}
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MARYLAND

https://us06web.zoom.us/webinar/r
egister/WN 3t6DfulBQvCGxvkLhv1ji
gHt/registration

Anatomy of a Bid
for Prime & Subcontractors

Tuesday, May 20, 2025

10 a.m. - 12 noon

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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https://us06web.zoom.us/webinar/register/WN_3t6Dfu1BQvCGxvkLhv1jig#/registration
https://us06web.zoom.us/webinar/register/WN_3t6Dfu1BQvCGxvkLhv1jig#/registration
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:{ Components I

https://youtu.be/h8hHZDiQD3A

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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commercialization arsiuoecy.

Factors that Influence Pricing Factors Influenced by Pricing

Cost of goods Sales volume
Demand for product/service
Competition

Market pricing

Sales revenue
Market share
Competitive advantage

Customer Perceptions Company image

----------\

Margin standards Profitability

’
I
|
I
|
I
|
I
|
I
|
I
|
I
|
I
|
I
|
I

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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What is Your Market Price?

CEILING PRICE SET BY CUSTOMERS

REASONABLE
RANGE
OF PRICES

PRICE FLOOR USUALLY SET BY COSTS
(Break-even point)

CEO Coaching: www.marylands e ie —o. ——_ _. ..ww.marylandsbdc.org/locations
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SALES - COST OF PRODUCT/SERVICE = | ' - OPERATING EXPENSES =

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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DRAWBACKS

Forces competitors to keep prices low ¢ Must be the market leader for the lowest prices or
best deals

Attracts customers to take advantage of special

or low prices ¢ Competes at very low margins

May increase sales and frequency of buying ¢ Attracts price-sensitive customers

Profit margins are high; fewer transactions o Attracts a small, niche portion of the market

needed _
Sales volume or number of transactions may be
Brand has a higher perceived value or image lower than other providers in the market

Customers think products/ services are better
than others in the market

Forces competitors to keep market prices fair ¢ Must maintain prices that are the same as other

competitors
Creates industry standards for costs and margins

Competes at low or fair margins

May not differentiate from other competitors

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Sweet G?zg,cwﬂs Baﬂuw?
123 Main St.
Cookisville, USA 12345
931-585-1212
amail: info@swsetregarda com

. = ‘h.

e

.
Layer Cakes 97 2 Layers Serves 12

97 3 Layers Serves 16

Carrot Cake 97 3 Layers Serves 12

Sdislice

Flourless

Sz -
Chocolate Torte Serves 10 530

$3.50/slice

Cupcakes 5250 each & _

$24/dozen

Cookies = Chocolate Chip $1.50 each
Cranberry Pecan $13/dozen
Catmeal Raisin

Double Chocolate

Cinnamon Buns Jumbo $2.50 each

$24/dozen

Price subject to change.
Delivery not included.
Prices vary for custom orders. Requires 50% deposit.

Order online at SweetRegardsBakery.com or call (123) 123-1234 Visa and MasterCard accepted.

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Pricing Strategy

Building a Step-By-Step System To Win More State Contracts E}

Cost-plus pricing — simply calculating your costs and adding a mark-up
Competitive pricing — setting a price based on what your competition charges
Value-based pricing — pricing on the perceived or proven value of your product or service

Price skimming — setting a high price to capitalize on a monopoly and lowering it as the market
catches up

Penetration pricing — setting a low price to beat a competitive market and raising it over time

Goal pricing — setting your personal financial & time-commitment goals and pricing your
products or services to meet those goals

. 1-5s urcﬁ from bdg.ca
CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Pricing Strategy

People tend to pick the middle option when presented with three

Pro Enterprise

£0 £16 oo Custom

For anyone validating Framer as For teams - that want to manage For organizations with 20+ users
a professional prototyping tool. users and work with developars. that need odditional control,
security, and support.
Unlimited viewers Custom templates and fonts

Up to 2 editors Unlimited projects ~ Everything in Pro
Up to 3 projects Private shore links v Enterprise SSO
Offiine aditing v Custom security
Desktop opp v Shared fonts
Local file occess Onboarding & training
v Centralized billing & teams

Design system consultancy

v Multi-team management

CEO Coaching: www.marylandsbac.org/accelerator FINO YUUK >BUL: WWW. marylandsbdc org/locations
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Pricing Strategy

“Anchoring” is an important psychological effect to consider

Bronze Silver Gold [ Platinum
Basic Forms features and Additional integrations. More advanced features for Advanced data collection
limited integrations forms. and customization growing businesses features and priority support

$19/month $50/month $83/month $208/month

1user/ 5 forms 1 user / 20 forms 5 users / 100 forms 10 users / 1,000 forms

Try It Free Try It Free Try It Free Try It Free

Price: $539.04
fith Deal: $51.99 sprim
fou Save: $468.00 (90%) J

[ze: 17-inch source: baremetrics.com

- All-Black

‘ $49.99
Dr AL

- source: buzzfeed.com

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Direct COGS

3 Hours Preparation for Every 1 Hour Instruction

6-Hour Event = 24 Hours of Instructor Time
(18-Hour of Preparation + 6-Hour of Delivery)

Instructor Time Worth: S100 Per Hour
24 x S100 = S2,400

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Pricing Corporate Training

MARYLAN D

Direct COGS Direct Cash Costs

3 Hours Preparation for Every 1 Hour Instruction  Instructor Time: $2,400, Milage: $600,

6-Hour Event = 24 Hours of Instructor Time Facility / Food: 51,000
(18-Hour of Preparation + 6-Hour of Delivery) Direct Cash Costs + Event Management
Instructor Time Worth: $100 Per Hour Multiplier (2.6X) + Profit = Total Costs

24 x $100 = $2,400 S4,000 x 2.6 x 1.10 (10%) = $11,440

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Pricing Corporate Training

Direct COGS Direct Cash Costs

3 Hours Preparation for Every 1 Hour Instruction  Instructor Time: $2,400, Milage: $600,

6-Hour Event = 24 Hours of Instructor Time Facility / Food: 51,000
(18-Hour of Preparation + 6-Hour of Delivery) Direct Cash Costs + Event Management
Instructor Time Worth: $100 Per Hour Multiplier (2.6X) + Profit = Total Costs

24 x $100 = $2,400 S4,000 x 2.6 x 1.10 (10%) = $11,440

Number of Participants Expected: 12
S953 Per Person for 6 Hour Event ($11,440 / 12)

Per Person: Market: $S0-S1,000 / True Competition Average: S575
Charge: $478 Per Person

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Greatest Fear

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations




Building a Step-By-Step System To Win More State Contracts

| don't have my diploma from the
University of Nebraska hanging on my
office wall, and | don't have my diploma
from Columbia up there either-but | do
have my Dale Carnegie graduation
certificate proudly displayed.

— (lJarren Bilé-édf S

AZ QUOTES

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SB3g: www.marylandsbdc.org/locations
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Conversation (High Impact)

v' Clear

v' Concise
v' Compelling
v' Consistent
v' Confident

CEO Coaching: www.marylandsbdc.org/accelerator

HOW TO
WIN FRIENDS
& INFLUENCE

PEOPLE

"y

Dale
Carnegie

{| S5

Dalg Carnegie
Effectiv PhtatonsSl\ll

A Workshop

For
The CEO Accelerator Program

q&—“ e

The Quick &
Easy Way to

Effective €

Speaking

MODERN TECHNIQUES FOR

DYNAMIC COMMUNICATION

25
Mgryla_nd

MERNOR'S CFACE
AL, MINORITY £ VACMEN
EUUSINZES AFRARS

How toStop
Worrying|
;, and Start
- Living -

“I TIME-TESTED METHODS
.5 FOR CONQUERING WORRY

DALE

[CARNEGIE

Find YOUR SB3G: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

b |
Maryland

Purpose e
Point of Conversation -\\!‘,_4‘\( S\

Person Dalg Carnegie
Plan Effective Préentations Skills
Prepared e T
P ra Ct i Ce The CEO Accelerator Program
Perform

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBR3G: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

}1,\\

Purpose

Point of Conversation , ] ]

Person — Long-Term Win-Win-Win

Plan \\v"l:\:(;'\l:l:ﬁ.:[).\‘ Not a Win-Lose

Prepared MELINEINEN * Add the People Not in the “Room”

PEOPLE
Practice Outy A
Perform Dale &

Carnegie

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBI3G: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose

Point of Conversation

Person Begin with End

Plan Be Realistic

Prepared LITECLIDE (e * Don’t “Close” BEFORE “Open”
Practice *

Perform

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRG; www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose

Point of Conversation
e About Them

e @G.0.Y.- Get Over Yourself
* But, Be You

Person

Plan
Prepared
Practice
Perform

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRg;: www.marylandsbdc.org/locations
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Out Going / Fast Paced

¥y MALL MIORITY £ ¥A00
T AT EJZINESS AFRARS

D

Purpose Dominant

Point of Conversation

Person gheowck&
fo
Plan E#e}étwaey

Prepared Smaﬁ"g " Steady

Practice e
Perform CARNEGIE

Task Oriented

)

People Oriented

Reserved / Methodical

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBI3&: www.marylandsbdc.org/locations
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Out Going / Fast Paced

Brar Influential
Direct Inspiring

Demanding Inviting

Determined Interacting
Decisive Interested

Purpose
Point of Conversation

Person

Steady
Stable

Supportive
Shy
Status quo

Plan
Prepared
Practice
Perform

Task Oriented
People Oriented

Reserved / Methodical

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBi3g: www.marylandsbdc.org/locations
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Out Going / Fast Paced
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Maryland

Dominant Influential

Purpose
Point of Conversation

Person

HOW TO

PIan WIN FRIENDS

& INFLUENCE
PrEparEd PEOPLE

Practice prchih ey ey Safe Activity

Perform Dale

Carnegie

Jump In Fun Activity

Steady

Task Oriented
People Oriented

Reserved / Methodical

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRg: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose

Point of Conversation
Person  10-20-30 Rule (10 Slides, 20 Minutes, 30 Font)

Pla n HOW TO e 20 Minute Attention Span
WIN FRIENDS
& INFLUENCE e Use 5 Senses (Sme” Power)
Prepared PEOPLE

Practice
Perform Dale &

Carnegie

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRE www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose .
Point of Conversation Pull-In Point Proof

Person Open Begin with c A

Plan S Grab Attention! Close e B
: i.e Question e C

Prepared
Practice
Perform

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRG: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose .
Point of Conversation Pull-In Point Proof

Person Open Begin with c A

Plan S Grab Attention! Close e B
: i.e Question e C

Prepared

Practice o
Perform - Pull-in Point Proof Point Questions Point

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBR6: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose {;} o @ A
Point of Conversation Hecklers! 5| Major
Person Physical or Disasters

Technical Mishaps
Plan

Prepared = -
Practice m— s ..
Perform

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRG: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Words

Purpose 77

Point of Conversation . | Sl
Pe rSO n 3 8 A) https://www.youtube.com/watch

?v=8SO0FDjFBj8o&t=44s

Sound of Voice

Plan
Prepared v'In-Person
Practice | .. - | vVideo
Perform v'Phone (Use Mirror) 55%

v Email / Texts / Posts Dr. Albert Mehrabian, UCLA Professor

10 year study of non-verbal communication

Look/Act

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRG: www.marylandsbdc.org/locations
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https://www.youtube.com/watch?v=8SOFDjFBj8o&t=44s

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

b |
Maryland

WSJ: Motivational Systems survey of 200 large company V.P.s

purpose woring I <%

Point of Conversation
Person e “Sleepy” B 20%

How to St . .
Plan p%),.(; ,?fg) “Stimulating” I 3%

Prepared \and Start
Practice | .f‘f‘?ff’gn YOU are the Message

‘1,5: R CONQUERING WORRY

Perform | | Overcome Fear

Principle of “Entrainment”

Educate, Energize, Engage & Entertain
CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBR;: www.marylandsbdc.org/locations
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Conversation (High Impact)
Clear, Concise, Compelling, Consistent, Confident

Purpose N
Point of Conversation | £ 58

Dalg Carnegie
Person Effective PréentationsiSkills
P | a n A Workshop
For
P re p a re d The CEO Accelerator Program
Practice

Perform

Workbook Manual — Click to Download

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBRE: www.marylandsbdc.org/locations
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Ackerman Negotiation System
Offer 135%, 115%, 105% (65%, 85%, 95%) NEVER
100% of realistic target in odd numbers SPLIT THE

Include some non-monetary compensation
in final offer to show them you’re

committing all of your available resources

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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eammercialization arsisaecy.

Sandler Sales Submarine

— 2 CAPTURE
— YOU CANT
TEACH AKID TO

RIDE 4 BIKE tq

Social Ca plTOl ‘ ATASEMINAR e e — DALE CARNEGIE®
Training = TRAINING

People. Performance. Profits.

Contracts Budget Fulfillment | Post-sell

15X Suspects 9X Pipeline 5 “No Go” > 4

Opportunities

-
!

L.I.S.T.E.N Presentation

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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el Virtual Board
Al (i.e. ChatGPT) — About Asking Best Question

Google: (Topic) PDF .edu
Google Scholar with Librarian
“Audible”

Trade Association

Mastermind Group (Social Capital)

Ask to “Clear the Path”

5 Degree of Separation

411 NEVER 911

Accountability vs Subject Expert vs Numbers Expert
Advisor (4-12x) vs Coach (12-26x) vs Consultant (26-52x)
vs Employee (52-250x)

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Use FDR’s Decision-Making Strategy with Al

Franklin D. Roosevelt’s (FDR) unique decision-making approach involved
asking the same question separately to three different advisors, sometimes
phrasing it differently, to get diverse insights. This helped him detect biases,
cross-check facts, and make well-rounded decisions.

1. Ask the Same Question to Multiple Al Models (4" Grader)
2.Compare the Responses

3.Synthesize the Best Insights
Why This Approach Works for Small Businesses

*Avoids One-Sided Decisions 7% _ | l
- N Ilh

eSaves Time

*Reduces Bias

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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BUSINESS OPPORTUNITY CENTER

Counselors
&
Subject Matter Experts

SME
“4 Minute Pitch” &

“Application of 8-Page Business
Plan”

MARYLAND

~ Innhovation
-~ center

Events
&
Entrepreneurs In Residence

Accelerator Participants:
Approved: 4 TOTAL Hours

Membership of Amplify
International, Empower
($300-$500/Month)

SBDC, SBA Emerging Leaders,
VBOC, Appex Accelerator. MBDA,
WBC, SCORE, GOSBA, TEDCO,
Commerce

County Programs, Community
Colleges, Chambers, Banks

Private

CEO Coaching: www.marylandsbdc.org/accelerator

Find YOUR SBDC: www.marylandsbdc.org/locations
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A

100RS J{
Dreams are reached by building or
'.}Bportumtles addressing

Obstacles utilizing
| Resources to take courageous

S Steps

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Create more
time-=to

generate more
money-to
buy more time

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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Tuesday

COMMITMENT 1

COMMITMEMNT 1

COMMITMENT 2

CEO Coaching: www.marylandsbdc.org/accelerator
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< . , (4 s ”
Tramme 85%
Attitude rg
ommunica’iion Skills «q

“q 5%’-" . AI titude (IQ)

Technical (Industry) | Business (Ownership)

Source: Carnegie Foundation & Studied by Harvard & Stanford

Find YOUR SBDC: www.marylandsbdc.org/locations
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Building a Step-By-Step System
To Win More State Contracts
T.I.P.S. Webinar Series

A
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Maryland oo

Think about...\Write down  orsil e siovex Wes Moore

BUSINESS AFFAIRS

POWERED BY

3 Ideas to Apply NOW! S'_Il\
—
QU EST' O N S ? g

www.marvlandsbdc.org/accelerator

CEO Coaching: www.marylandsbdc.org/accelerator Find YOUR SBDC: www.marylandsbdc.org/locations
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