
“Why Traditional Methods Fail

in the New Economy”



My Goal for Today?



Challenge Your Mindset

About and How You See 
Yourself, Your Company, and 

What You Do with Your 
Products or Services



How Does Your Prospect 

or Client see You?



• VENDOR



• SOLTUION PROVIDER

• VENDOR



• CONSULTANT

• SOLUTION PROVIDER

• VENDOR



• BUSINESS PARTNER

• CONSULTANT

• SOLUTION PROVIDER

• VENDOR



• TRUSTED ADVISOR

• BUSINESS PARTNER

• CONSULTANT

• SOLUTION PROVIDER

• VENDOR          



• TRUSTED ADVISOR

• BUSINESS PARTNER

• CONSUTLANT

• SOLTUION PROVIDER (Price/Fees)

• VENDOR    (Price/Fees)



• 97% of people have a sales call 

with no specific plan, questions 

they want to ask or specific 

objectives to look for”



“It worked 
well…until it 
didn’t”





Process

TRADITIONAL

1. Qualify_________

2. Present_________

3. Close___________

Overcome Stalls____

Overcome Objections

4. Chase___________

1. Misled #1/Excite____

2. Steal Expertise___

3. Misled #2/Delay_____

4. Hiding__________

UPC

Horace

Hopa  
Hopa 
Land

1. Pattern Interrupt___

2. Mutual Agreement_

3. Reasons/Emotional Impact

4. Budget__________

5. Decision Process__

6. Fulfillment_______

7. Post Sell________
Buyers Remorse
Referral Process

Strategic Acct. Management

PROSPECTS NON-TRADITIONAL



Technical



Technical

Conceptual



Beliefs

Behavior

Feelings

Results
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Head Trash

Price/Fees

Mention Price First

Uncomfortable

Lowest Price

See no value

Need to be liked



“I”dentity “R”ole

I/R Theory
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Take responsibility
Don’t make excuses
Willing to fail
Goals not optional

I’m okay
Play defense financially
Take fewer risks
Make a “living”
Make excuses for not excelling
Justify status/results

Fear failure constantly
Constant excuses
Low self esteem
Little desire for more growth

Self-esteem
Self-worth
Self-confidence

Father
Mother
Brother
Owner
Manager
Etc.

Comfort Zone Whole Life
5 - 7

85% of 
training 

fails



Coffman Group

• Sales Force Development for Eight Years
• Selling and Sales Management Processes
• Executive Coaching
• NO quick fix seminars
• Nationally proven process from:

• OMG
• SSI 
• TTI

• Recruiting and Hiring Process

THANK YOU

QUESTIONS?

Karl Graf

TrustPoint Management Group
karl@trustpointllc.com

214-393-4281

mailto:karl@trustpointllc.com

