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Turning Customers into Advocates:

Get More Referrals, More Sales, & Longer Relationships
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Hi! ’m Marie

15 yrs of sales, training and coaching
2017 WTF & Midwest Women In Tech
Leadership Award in Marketing and Media
CEO of @revenue

5’ of fury and sales power

Find me

T: @revenuechicago

I: @atrevenue
FB@atrevenue
#EnterpriseExcellence2019
#ProfessionalDevelopment
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Where are we going?

* Whatis broken in the current sales system

* How to leverage natural connections and
behaviors to increase engagement

» What the ‘heart’ of sales can be for your
company or facility

IMEC

2019 IMEC Conference on Enterprise Excellence, Presented by ACHE

Platinum Rule

Treat people the way that THEY want to
be treated.

Dr. Tony Alessandra’s Platinum Rule®
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Let’s talk about
sales

IMEC

2019 IMEC Conference on Enterprise Excellence, Presented by ACHE

What's Your Sales Perception?

A Necessary Evil

"Comfortably fits two turkey sandwri\t'h,e's:sfikx"
hammers, 70 packs of gums;=20 ruler3."s

A Masterful Sales Pro
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What’s broken?
The Seller Side

Discovery

Present

Trial Close
Overcome Objectives
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What’s broken?
The Client Side

Liel: GatherInfo
Lie2: [I'llthink about it
Lie3: Maybe
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The Breakdown

© Discovery

O Pr.esent Liel: GatherInfo
©® Trial Close Object

(® Overcome Objectives Lie2: Maybe
Lie3: Pllthink aboutit

O Discount/Bargaining
© Close

Disappear
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What’s missing?
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The Psychological
Foundations & DiSC
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GUARDED

TEMPERATURE
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Guarded

C = Conscientiousness D = Dominance

Indirect

S = Steadiness

Open
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Direct

I = Influence
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C = Conscientiousness
How people react to

Procedure and
Constraints.

S = Steadiness

How people demonstrate
Pace and Consistency.
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D = Dominance

How people address
Problems and
Challenges.

I = Influence

How people handle
situations involving

People and Contacts.

IMEC

C = Conscientiousness
Analytical
Systematic
Courteous

Focused
Precise
Fact-Finder

S = Steadiness
Calming
Loyal
Relaxed
Steady
Consistent
Patient
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D = Dominance
Risk Taker
Direct
Forceful
NAEE
Competitive

I = Influence
Influential
Trusting
Sociable
Optimistic
Friendly
Enthusiastic
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C = Conscientiousness

Be prompt, prepared, precise
Get comfortable with silence and
give them time to think

S = Steadiness

Let them contribute
Be patient and respond to their
questions and concerns
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D = Dominance

Be clear, specific, brief and have
an agenda
Stick to business, don’t force a
‘personal relationship’

I = Influence

Give them the limelight
Keep it fun, exciting and engaging
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How do they take in information?

« Audio
« Visual
« Kinesthetic
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How do we influence ?

O Words OT%
(O Tonality »38%
(® Body Language () 55%

IMEC

2019 IMEC Conference on Enterprise Excellence, Presented by ACHE

3/25/2019

10



3/25/2019

How do they make decisions?

Logic Emotion
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How do they make decisions ?

(OEmotion vs. Logic

(O3 Motivational Factors
o Pain
o Fear
o Gain
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Human Decision Model

Cognition
Divergence
Convergence

Decision Rules and the Search for a
Dominance Structure: Towards a
Proc

ess Model of Decision Making*

Henry Montgome!
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What is your
brand?
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1. Be Consistent

2. Be Authentic

3. Stay in your Lane (Niche)
4. Be Relatable

5. Be Extraordinary
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Does your team
embrace it?

IMEC

2019 IMEC Conference on Enterprise Excellence, Presented by ACHE

3/25/2019

13



1. Make it real and make sure humans can
understand it
. It’s not a bumper sticker, it’s a story
3. Invite your team to share their stories of
your brand coming to life
4. Measure it like you meaniit

N
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1. Empower them to own it

2. Fail fantastically forward

3. Make the hand off awesome (and clear)
4. Continue to make it extraordinary
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They need to know how much you care.

—

| CARE ABOUT YOU.
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Where is the heart?
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This is a study in...

e authenticity
e ethics
e professional love
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