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Webinar 
Mechanics 

  All sessions are Recorded and 
Archived 
–  You will receive a link to archive page 

by Monday  

  Post your questions or comments in 
QUESTION portal 
– We will answer as many as time 

allows 

Sales and Marketing Webinar Series 

Prospecting: The First 100 Days 
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•  Continually expanding our subrental inventory of audio, video, lighting & LED 
gear for Pro AV & Lighting companies 

•  Growing footprint across the U.S. and internationally – on the ground in Atlanta, 
Detroit, Las Vegas, Los Angeles, NJ/NYC and Washington, D.C. 

•  Freight-free ground shipping on standard shipping scenarios within the 
continental U.S. 

nationwidevideo.com 
1-800-935-2323 

detroit@subrent.com 
 

Contact us 24 / 7 
to book Pro AV subrental gear 

and for service you can trust 

Presenter Tom Stimson MBA CTS 
President of Stimson Group LLC 
Management Consultant to AV Communications Industry 

 

 

30+ Year Veteran of AV Industry 
Past-President InfoComm International 

Adjunct Faculty InfoComm University 
PLASA Business Resource Group 

tom@trstimson.com 
av-matters.com 

Facebook.com/stimsongroup 
Youtube.com/stimsongroup 

Linkedin.com/in/trstimson 

Today’s 
Goals 

How Plan an Effective Campaign: 
  How to jumpstart stagnant sales 
  How to make new “Sales” hires 
more effective 
  How to create continual growth 
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Themes of 
the Stimson 

Group 
Selling 
System 

  Selling is a Process 
  Do business as a Company 
  Develop a Brand 
  Extend Invitations 
  Know your Numbers 
  Make a Plan; Growth should be 
Intentional 

Sales Positions 
and 

Responsibilities 

  Business Development 
–  Executive Liaison, Marketing Role 

  Account Executive 
–  Develop prospects, develop clients, negotiate, 

close complex deals (ie: sales skills) 
  Account Manager (Production Manager) 

–  Process RFPs, retain clients, negotiate, close 
simple deals 

  Project Manager 
–  Execute Jobs, process change orders 

  Inside Sales 
–  Price, confirm the simplest of transactions 

  Outbound Sales, Marketing Admin 
–  For verification and prospecting 

The 
Invitation: 

Engage Your 
Prospects 

  Generate an “Invite” 
– Webinar, phone call, visit to your office 

• (calling on the customer in person is low-
value) 

–  Demo, Product Evaluation, Creative 
Solution 

–  Tech Fair 
–  Social event, Networking with other 

clients 

  Introduce an Owner, AE, or AM 
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Why Prospect? 

Because you are otherwise forgettable... 

Missed 
Opportunities 

  Thousands of past clients/contacts left 
untapped and hiding in personal 
address books, social media, etc... 
  Not asking for referrals or 
endorsements 
  Not seeking “Deeper and wider” 
relationships with existing clients 
  Assigning contacts to one person 
instead of your whole company 
–  Protected sales relationships reduce B2B 

interaction  

The Math Total Contacts in Database 10,000 
Usable Contacts (after culling) 5,000 
1% Referral/Revival  50 
Value of Core Customer  $150,000 /year 
Value of Mining Known Contacts $750,000 
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“My Sales 

People are 

Too Busy to 

Call” 

 

Challenges 
with Hiring 

Salespeople 
as a Growth 

Strategy 

  Tasked with Driving Revenue From Start 
–  Guaranteed to fail 

  Expected to Transfer Revenue 
–  Rarely happens and often takes 12-18 

months 

  Lack of integration 
–  Don’t know system, customers, products 
–  Will annoy PM’s, Operations, and 

Accounting 

Cleaning up Database 
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Contact 
Categorization 

  #1 Clients 
  #2 Customers 
  #3 Casuals 
  #4 Needs Attention 
  #5 Good Fit 
  #6 MIA 
  #7 Crash 
  #8 Burnt Bridge 

Contact 
Segmentation 

 

  #1 Clients 
–  Fully engaged, ongoing projects, no “dark” 

spots (we KNOW who makes the 
decisions) 

–  For a given type of transaction, you are 
first call 

  #2 Customers 
–  Regular communication with a primary 

decision-maker 
  #3 Casuals 

–  They call you when they need you 
–  Hidden decision makers 

Contact 
Segmentation 

 

  #4 Needs Attention 
–  Past the prospecting stage, now actively 

working on becoming an opportunity 

  #5 Good Fit 
–  Everything we know says we should 

pursue this prospect 

  #6 MIA 
–  We think they are out there at this 

address/email, but they won’t respond 
–  Not sure of the relationship status 



10/16/14 

7 

Contact 
Segmentation 

 

  #7 Crash 
– We know we messed up somewhere, 

but have not tried to resurrect. Needs 
special handling. 

  #8 Burnt Bridge 
–  Final resting place. This contact is off-

limits except to owner/biz dev 

Let’s Start Prospecting... 

3 Campaigns A.  Verification Campaigns: Admin/
Outbound Sales 

B.  Referral/Resurrection Campaigns: 
Biz Dev/ AE’s 

C.  Retention Campaigns: Biz Dev/
AE’s/AM/Outbound Sales 
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Verification 
Campaigns 

  Companies vs. Contacts 
  First Level Culling 

–  Potential ALL Hands review 
–  Reduce 10,000 to 7,500  
–  Use Outbound Sales or Admins for to 

cull the remainder 

  Mechanisms for handling “live 
opportunities” 
–  Invitations 

Verification 
Campaign 

  #1 Clients 
  #2 Customers 
  #3 Casuals 
  #4 Needs Attention 
  #5 Good Fit 
  #6 MIA 
  #7 Crash 
  #8 Burnt Bridge 

Biz Dev, AE, AM, 
Outbound Sales 

Biz Dev, Outbound 
Sales 

Biz Dev, Owner 

Verification 
Campaigns 

  1. Phone call 
–  Larger companies where one contact 

can verify multiple items 
–  EG: They have a receptionist or 

accounting or purchasing department 

  2. Email then Phone 
–  Firms with auto-attendant or forwarded 

phones 
–  Give them a chance to reply by email 
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Verification 
Campaigns 

  3. Email/Social 
–  Use known email and Linkedin at same 

time 
–  Use InMail 

  4. Snail Mail 
–  “We miss you” postcard 
–  Highlight your expansion, new tech, 

new people 
–  Provide an invite to re-engage 

Verification: 
Confirm 

Contacts 

  Hi, this is <name> from XYZ 

Company. I am updating our contact 

list and would like to verify the 

company address, phone, and 

website. 

  Could you also verify that these 

employees are still with your 

company? 

Don’t 
Overthink 

This 

  Verification is simply to make sure 
you know where they are: 
–  Email 
–  Phone 
–  Address 
– New Title 

  These are not business development 
calls! 
  You will end up with a solid base to 
market to 
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Once Verification is Complete... 
Prospecting Begins 

Resurrection 
Campaigns 

  For categories 3, 4, 5... 
–  Casuals 
– Needs Attention 
–  Good Fit 

  This is the HIGHEST VALUE prospect 
  Conversation & Invite 

Resurrection: 
Engage in 

Conversation 

  My name is <name> and I have just 

joined <XYZ Company>. I know you 

have done some business with us in 

the past. Could you spare a few 

minutes to talk to me about that 

experience? 

  What could <XYZ> have done better 

to keep you coming back? 
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Resurrection: 
Engage in 

Conversation 

  Here’s how I think we addressed 

those weaknesses. <items> These 

efforts led us to a new product, 

would you like to come see how that 

system works (the invite)? 

Referral 
Campaign 

  For Customers and Clients  
  Your clients/customers love you, 
right? 
–  Get a referral or introduction 
–  Get a testimonial 
–  Get a quote 

  “Invite” to a video testimonial taping 
–  Show off some capabilities 
– Meet other customers 

Referral: 
Deeper and 

Wider 

  I’m calling because I need a small 
favor. Do you know who manages 
the meeting planning for your 
Chicago office? 

  Hi, Bob in the New York office is a 
longtime customer and suggested I 
call you.... 

  Don’t get discouraged: Verifying the 
contact for future reference is worth 
the call! 
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Referrals: 
Create a 

New Lead 

  You’ve been very generous with your 

time. Is there someone else at your 

firm or in the industry that you think 

might help me better understand 

what people in your position need? 

Retention 
Campaigns 

  Don’t take clients/customers for 
granted 
  Offer them something that they need 
(and is not completely self-serving!) 
  Coordinate with Marketing 
Campaign 

Retention: 
Extend an 

Invite 

  I think that <XYZ> has really changed 

since you last worked with us. Would 

you be interested in coming by for a 

visit, see some new tech, and meeting 

some of our newer team? 

  We are evaluating three new tools that 

could help presenters be more 

confident. Would you consider lending 

your time to help us review them? 
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Onboarding a New Sales Person 

Create success in 100 days 

The First 100 
Days 

When Starting a New Salesperson, AE, 
AM: 
  Generate a prospect list from your 
culled contact data  
–  Spend 30-60 days reaching out to 

prospects in Biz Dev role 
–  Casuals, Needs Attention, Good Fit 

  Transition existing accounts to new 
person 
–  Seed 50% of the new person’s capacity 
–  Having business attracts business 

Continual Effort Towards Growth 
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Fill the 
Pipeline 

  Business Development works 
continually 
–  Function of marketing, not sales 

  Redirect AE resources to prospect/
contact development only when 
pipeline is low 
–  Be better at forecasting! 

  As you acquire new contacts, put 
them in the system correctly 

–  Contact database compliance person 

Keys to 
Continual 

Growth 

1.  Move clients around when possible 
a.  Customer retention augments growth 

2.  Create capacity in your top performers 
a.  An AE can feed business to AM/PMs 

3.  Keep lowest level account managers 
and inside sales folks at full capacity 

4.  Oversell your operating capacity 
a.  AE’s can utilize strategic partners 

Recap   Existing Contacts represent 
substantial potential growth 
opportunities 
  Marketing campaigns have an active 
and a passive component 
–  Verification, Referral, Retention 

  New salespersons are more 
effective with seeded business 
–  Create capacity for your top performers 
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Discussion 
Points 

  What sort of marketing could you do 
if your database was cleaned up? 
  What are your contact categories? 
  Name ten things you could “invite” a 
customer or prospect to do 
  What will make your office ready to 
receive prospects? 

Stimson 
Group 

Resources 

  Assess your marketing resources, 
sales plan, and brand leverage 
  Develop reasonable expectations 
  Formulate action plan to remove the 
obstacles to those goals 
  Ongoing advice and support 

Questions? Next Webinar: November 14th 
 

Register at: 
AV-Matters.com/webinars/ 
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THANK-YOU! 

www.trstimson.com 
www.av-matters.com 


