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USING SALESREADY® TO MAKE SALES

Overview

Community Event Coordination vs. Telemarketing

You are a Community Event Coordinator, NOT a telemarketer. As a Community
Event Coordinator, you are interested in LEARNING what customers like and don't like
and ONLY calling them with opportunities you believe they would be interested in
participating in.

The best way to learn about your customers is to build relationships. You can build a
relationship with your customer by asking them questions and letting the customer talk.
The worst thing you can do is start talking and not stop to take a breath because you
are scared the customer will hang up before you tell them about the opportunity. Just
start a conversation with him or her, and then get to the point after you've got them
talking and being involved in the conversation.

By learning about the activities in which they participate and learning about what their
kids like, you can better call them with events that they care about. If, by building a
relationship with the Bank President you learn that his daughter is the star of the
softball team, you can be sure to call him about the softball championship game
promotion. When you call him on the softball championship, he is more likely to
participate because he gains in two ways. He can support his daughter and her team
and gain recognition for his business name at the same time.

At the same time that you can use your knowledge to your advantage, you must not
ignore businesses that you are not so familiar with, when you are calling on an event.
Each and every business should have the same opportunity to get involved in
sponsoring an event.

Telemarketing is annoying people, by trying to sell people you know little or nothing
about. Community Event Coordination is LEARNING what people like and don't like and
ONLY calling them with opportunities that you have an inkling they will be interested in.
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How to get started each day

Start of each day

Log into SalesReady® with the appropriate user name and click the yellow Sales
Button (Alt-9 on your keyboard). SalesReady® will then ask you to identify yourself by
choosing your nhame from the list.

The first thing you want to do is to use SalesReady® to generate a list of today’s
callbacks (See SEARCH. Show Today’s Callbacks for... , Sort by... in the following
section entitled: How to use SalesReady® to best define your audience, page 9).

When you are ready to begin selling for the day, consult your events calendar by clicking
the Event Info button, or talk to your Sales Manager to make sure that you know
what you are selling. Consult with your Sales Manager if you do not fully understand:
The concept of the event

Why this event is important

Run dates

Sell dates--Start and End dates you should be selling this event (selling at wrong time--
too early or too late--will make selling more difficult.)

Understand who on your team is calling where so that you are not all calling the same
people over and over again for the same events.
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How to use SalesReady® to best define your audience

Figuring out who to call & in what order

The F2 (Show) button allows a user to display accounts based on specific criteria.
See the diagram below to find the F2 Show button.

15(x]

SalesReady32 File Programs User Window Help

otePad FileLog Wires 3 Player 4 dials Utilities Planner 74 | Record 8 Sales 9 utomate O On-Air ‘
YIS$ 983 TD#: x|
F2 73 4 Fé | Ctilll | View | Delste | Event
Showar AID| Add |Eeport| User | Record| Record| Info
I o] I Categor: | Sales Rep I Call Back I Last Pikch On I .J
24 Hour Svc & Repair TIRE-DEALERS-RETAIL o
2nd To Mun GLASS COATING & TL...
3 G Electric Inc ELECTRIC CONTRAC...
4 Pawis Pet Grooming ... 7520-04 07/10/2003
5-5 Distributars WENDING MACHINES
5-5 Trucking TRUCKING
7L Hunting Lic GUIDE SERVICE
84 Lumber Co LUMBER-RETAIL Wed 06/04/2003 11:30 06/04/2003
26 '8’ Quick COMYENIENCE STORES
& 8 & Advertising SIGMNS (MAMUFACTU,
A & & Body Shop ALUTOMOEBILE BODY-...
A 2 A Exterminating PEST CONTROL
& 2 A Roofing 2 Cons... BUILDING COMTRAL. ..
A 8 A Trading COMMODITY BROKERS
A & B Spirits LIQUORS-RETAIL
A 8 CRental APARTMENTS
& 8L Ark Gallery 8 C... ART GALLERIES & DE...
A 8\ Family Restaur... RESTALRANTS
A A Doerr Merc Co PAINT-RETAIL 06/04/2003
& Cuk Above BAREERS
A G Edwards & Sons Inc INVESTMEMT SECURL...
A G Liquid Systems Inc FARM EQUIPMENT (...
A G Systems Inc IRRIGATION SYSTEM. ..
A G Yentures 7620-03
A1 leasing LEASING SERYICE
A M Clevenger Amwa,. . HOME DEMOMNSTRATL. .
A M Heartland Invest.., INYESTMEMT SECURIL..
A Plus Appliance Svc WASHING MACHINES. ..
A R Supplies JANITORS EQUIPME. ..
ATET COMMUNICATIONS
A To Z Land Surveying SURNEYORS-LAND
A To Z Land Surveying SURNEYORS-LAMD
A's Counseling & Ref... ALCOHOLISM INFOR...
#-1 Custom Exhaust ... AUTOMOBILE REPAL..
A-1 Glass Co GLASS-AUTO PLATE ...
-1 Locksmithing LOCKS & LOCKSMITHS
A-15ign Co SIGMNS (MAMUFACTU,
A-1 Storage OFFICE RECORDS-ST...
A Rrndinn RONDS-RATI |
|MClose% 0 YClose®h 47 |User: Kris Heinze - Kris |Database: SALES \Records: 5375 5
| [version .803 SN: 9708 |zalest | [Test Serial &, [p9:z8:21 AM

When you click the F2 Show button, SalesReady® will ask you to choose the
specifications of your account sort. The following diagram shows the dialog box that will
appear after clicking the F2 Show button.
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Show spec R x|

Select Show Spec

Show all, zort by .

Show matching test... sort by,

Show call backs to be made from ... to ... for last caller...
Show today's call backs for lazt caller... . sork by

Show anyone who hasz bought ... . from ... .to ..., sortby .
Show anpane wha haz been pitched .. fram ., to, sorkt
Show anyone who haz not been pitched . from .. to 2
Show anyone not called zince ..., zort by

Show anpone called less than . sort by

Show anyone Undecided for Last Caller.... from... to... sort by
Show anyone with Pitch twpe... Pitched by Caller... from... to..

Ok I Cancel

Using the Search/ Sort functions

To display all the records at the same time, choose:

SEARCH: Show all, sort by...

This particular search is good because it is how you get back to the beginning. If you
do other searches, you can always show all the accounts again by searching with the
Show All, Sort By... option. When you double-click the Show All, Sort By... option,
SalesReady® will ask you again to sort your list of records. It really doesn't matter
which way you sort them at this point, whatever makes sense for you is best.
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To display records that all have something in common, choose:

SEARCH: Show matching text...sort by...

This search is the best choice when you want to view only those records that are in the
town that has been assigned to you as your call area. For example, today the Sales
Manager decided that the team is selling the local Blood Drive, and that you are
supposed to start in the town of [Ashland]. By double-clicking Show matching text, sort
by... , you can view only the records for the town of [Ashland]. See the diagrams below
to sort your records by town.

Double-click Show matching text...sort by...

Type in the name of the town from where the records are that you want to view, and
click OK. Or type in the name of a category of businesses you would like see (i.e.
florists).

Sales Text Search

k.
Search Test

|ﬂshland

Cancel

Advanced I Help

dlik
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Double-click Sort by City from the next dialog box to double-check your work.

Select Sort Choice

Sart by Account name
Sort by Categor

Sart by CallBack date

Sort by Lazt Caller

Sort by Account 1D

Sort by Amount earmed per call
Sort by Cloze R atio

Sort by MAX ves pitch

Sort by MIM ves pitch

Sort by Phone number

Sort by Fax Mumber

Sort by Salez Rep

Sort by Tatal calls

Sort by Total pitches

Sort by Total buys

Sort by Total amount bought
Sort by Zip

Sort by State

Sort by Contact Mame

Sart by Email Address

|

After sorting by city, the SalesReady® database will display only those records with text
including [Ashland]. See the results below:

le)x]
SalesReady3Z File Programs User Window Help
WTS$ 0 MTS$0 MOQ$:0 YIS$0 TD#:0 ﬂ
F2 | F3 | F | Fe | Ctbll | iew | Delete | Event |
Show |FmdID] 4dd | Report | User | Record | Becond| Info

Cit: | Account | n | Categor: | Sales Rep | Call Back. | Last Pitch On -
Ashland Alexander Kim 8043-14

Ashland Arnie's Car Care 753601

Ashland Arnold Computing 737410

Ashland Arrow Ministries Inc 5399-01

Ashland Artland Printing 275202

Ashland Ashland Abstract & Title 6541-03

Ashland Ashland Airport 4551-06

Ashland Ashland Ambulance 4115-02

Ashland Ashland Auto Supply 5261-09

Ashland Ashland City Light Plant a121-04

Ashland Ashland Elementary 5., §211-03

Ashland Ashland Family Clinic 8011-04 I
Ashland Ashland Feed & Seed 2046-04

Ashland Ashland Floral Inc 5992-01

Ashland Ashland Golf Course 7992-01

Ashland Ashland Health Ctr 8062-02

Ashland Ashland Health Chr Lo, .. a0a2-01

Ashland Ashland High School §211-03

Ashland Ashland Industries 2046-03

Ashland Ashland Library G2531-06

Ashland Ashland Mini-Storage 422503

Achland Achland Salac ©a Toe E1Edn
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To view all the callbacks you've ever scheduled, choose:

SEARCH: Show callbacks to be made from...to...for last caller

This search is good to clean up any callbacks that you have forgotten about or missed
from days past. See the following diagrams to view all your past callbacks.

Double-click Show callbacks to be made from...to...for last caller.
Choose the button Max Date Range at the bottom of the screen.

Date Range Entry El

Starting Hange

End Range

0140141330 |‘I 243172036

— Buick Fill B anges

Past Prezent Future
“resterday Taday T ornorro
| gzt Week Thiz ‘Week Mext wWeek
Lazt bMaonth T hiz Month M ext FMonth
Last vear . I et v'ear

b ax Date Hange |

v
K I Help Cancel

Page 9 of 55

Copyright © 2002-2003 WireReady NSI. For use by the SalesReady customer, their employees, and their advertisers only.
Not for reproduction, duplication or distribution in part or whole, to third parties outside your facility without the expressed written permission of WireReady NSI.

SalesReady 24/7 technical and sales support line (800) 833-4459.
R:\2007\web\wr\techsupport\newtechsupport\shipdocs\sales\CEC Handbook-LATEST .doc/Last saved by Kris on
10/11/2007



Choose your name from the list of users to view your callbacks.

£

Enter caller

Daan,
Scot

Geri

Jeff

To view your callbacks for today, choose:

SEARCH: SHOW TODAY’S CALLBACKS FOR LAST CALLER...SORT BY...

This is the best way to start your day. Why not begin by calling those whom you
believe are likely to buy? Start the day by boosting your confidence with a YES call!

Double-click Show today’s callbacks for last caller...sort by...
Choose your name from the list of callers.

5:

Enter caller

Daan,
Scot

Geri

Jeff

SalesReady® will then refresh with the list of callbacks scheduled for today.
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To view a history of past buyers of a particular event or group of events, choose:
SEARCH: SHOW ANYONE WHO HAS BOUGHT...FROM...TO...SORT BY...

After the SalesReady® team has been calling on a database for a year, you have gained
valuable knowledge through building relationships, as well as tracking sales history.
This particular search is useful for targeting past buyers of a certain events or group of
events. These are your best prospects; people who you know from past experience
were motivated and interested to buy that event. Most importantly, it is used to find
those who have bought events similar to the one you want to sell. Suppose you are
selling a soccer game for the first time. The Show anyone who has
bought...from...to...sort by search can help you find those who have bought football,
basketball, and volleyball in the past in the town where you want to sell the soccer
game. Follow the diagrams below to generate a history of past buyers.

Double-click Show anyone who has bought...from...to...sort by...
Choose a time frame from the following dialog box.

Date Range Entry _ﬁl

Starting Hange End Range

01,/01./1980 |1 203A1/20356

— Buick Fill B anges
Past Prezent Future
“resterday Taday T ornorro
| ast Week Thiz ‘Week Mext wWeek
Azt Month T hiz Month M ext FMonth
Last vear Thiz *'ear I et v'ear
b ax Date Hange I

K I Help Cancel

Choose an event from the list of events by using the event filter. To use the event filter
effectively, type the first few letters of the event you would like to find, and then click
once on the event when it appears in the window underneath the event filter. Click OK.
(See next page.)
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Event Selector

Ewent Eilter

H
s
[

lhu LCancel

Help

il

Selected Event

11 Hunters afebtwk.

Select Al |

To Filter the list of events, type some text from the
dezired event into the Event Filker. Only events that
have that combination of letters will be displayed The
list waill showe all events if the Event Filter iz blank

Choose how you want your list sorted. Sort your search by city if you would like to view
the history of past buyers from more than one city.

To view a history of anyone who was given the opportunity to buy an event, choose:
SEARCH: Show anyone who has been pitched...from...to...sort by

This search would be useful for finding out who was given the opportunity to buy a
particular event last year. Or it would be useful for a Sales Manager to find out how
many customers the team reached total on a particular event.

Double-click Show anyone who has been pitched...from...to...sort by

Choose a date range by clicking on the appropriate button. Click OK.

Choose the event for which you want information by using the event filter.

Choose your preferred sort. Sort by City might be the best option.
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To avoid bringing up the same accounts each day during a multiple day event calling
session, choose:

SEARCH: Show anyone who has not been pitched...from...to...sort by...

This search is great if you are continuing selling an event for the second or third day, or
even when you come back from lunch and you don’t want to have to try and remember
whom you have already called. This search will display only those records that you
haven't called recently on this pitch.

Double-click Show anyone who has not been pitched...from...to...sort by...

Choose your time frame by clicking on the appropriate button.

Click OK.

Choose the event that you are selling currently by using the event filter.

Choose your preferred sort, which may be Sort by City in many cases.

To find accounts that have not been called over a period of time, choose:

SEARCH: Show anyone not called since...sort by...

The best way to use this search is when a customer has asked only to be called once a
month. Every month, on the 15™ for example, you would perform this search and ask
SalesReady® to find all accounts who had not been called since the 15" of last month.
This method would catch most of those type of accounts, but there are reasons to call
an account besides event sales, and if someone from news or the outside sales
department has made a call to an account since the last time you called, the computer
will not find those accounts.

Double-click Show anyone not called since...sort by...

Type the date where you would like to start

Choose your preferred sort

To catch and call accounts that have been called infrequently, choose:

SEARCH: Show anyone called less than...sort by...

Use this search to find accounts that have been skipped, or not given the opportunity to
buy as often as others. Remember, someone who has never been given the opportunity
COULD be a buyer. This search ensures that people who haven't been given the
opportunity come up on your list.

WARNING- be sure to notice any SUMMARY NOTES or NOTES for these, they may only
have been called once or twice for a REASON.

Double-click Show anyone called less than...sort by...

Type in a number of times that the account could be called less than. For example, you
might want to find who has been called less than 5 times.

Choose your preferred sort
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To ensure that all your Undecided calls are followed up for a yes or no, choose:
SEARCH: Show anyone undecided for last caller...from...to...sort by...

Use this search at the end of the week to clean up all your undecided calls. You don't
want to leave any money on the table when it could be counting toward your paycheck,
so perform this search on Friday morning and call these accounts to follow up.
Remember that you never want to leave a ? pitch as is, you must always follow up and
find out whether it's going to be a YES or a NO.

Double-click Show anyone undecided for last caller...from...to...sort by...

Choose your name from the list of callers

Choose Max Date Range as the time frame. Click OK.

Choose your preferred sort

To display those accounts that were serviced with an OTHER pitch, choose:

SEARCH: Show anyone with pitch type...pitched by caller...from...to...sort by...

To view which accounts have been faxed, invoiced, sent thank you’s, etc, this search is
best. The OTHER pitch is used to log activities related to the phone call.

Double-click Show anyone with pitch type...pitched by caller...from...to...sort by...
Choose from the list the type of OTHER pitches that you want information on

Choose your name from the list of callers

Choose a date range by clicking on the appropriate button. Click OK.

Choose your preferred sort.
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How to log calls

After you have narrowed your list of customers to call using the SalesReady® search
functions, you are ready to start calling. On the following page is a sample
SalesReady®" database view of customers using the matching text sort.

L8]
SalesReady3Z File Programs User Window Help
otePad FileLog Wires 3 Player 4 dials Utilities Planner 74 | Record & Sales 9 utomate O On-Air
EDTS$0  WIS$0 MIS$0 MOQ$:0  ¥YT55$983 TD&O x|
2 | e} | 74 | F6 |cuw | Wisw | Delete | Event
Show |FindID| A4dd | Beport| User | Record| Fecord| Info
Account I D I Cakeqgor: I Sales Rep I Call Back I Last Pitch ©n I AJ
24 Hour Svc & Repair TIRE-DEALERS-RETAIL oo
2nd To Mun GLASS COATING B TL...
3 G Electric Inc ELECTRIC COMTRAC...
4 Paws Pet Grooming ... 7520-04 07j10/2003
5-5 Distributors WENDING MACHINES
5-5 Trucking TRUCKING
7L Hunting Lic GUIDE SERVICE
84 Lumber Co LUMBER-RETAIL Wed 06/04/2003 11:30 06/04/2003
96 'B' Quick COMYENIENCE STORES
A & & Advertising SIGNS (MAMUFACTU...
A & A Body Shop AUTOMOEILE BODY-...
A & A Exterminating PEST CONTROL
A & A Roofing & Cons... BUILDING COMTRALC. ..
& 8 A Trading COMMODITY BROKERS
A & B Spirits LIQUORS-RETAIL
# 8 C Rental APARTMENTS
AL Ak Gallery 8. C... ART GALLERIES & DE...
A & W Family Restaur... RESTAURANTS
A & Doerr Merc Co PAINT-RETAIL 06/04/2003
A Cuk Above BAREERS
A G Edwards & Sons Inc INVESTMENT SECLIRI...
A 15 Liquid Systems Inc FARM EQUIPMENT (...
A G Systems Inc IRRIGATION SYSTEM...
A G Yentures 7620-03
A Ileasing LEASING SERYICE
A M Clevenger Amwa, .. HOME DEMOMNSTRATL. ..
A M Heartland Invest.., INYESTMENT SECURIL..
A Plus Appliance Sve WASHING MACHINES. ..
A R Supplies JANITORS EQUIPME. ..
ATET COMMUNICATIONS
A To Z Land Surveying SURNEYORS-LAND
A To Z Land Surveying SURVEYORS-LAMND
A's Counseling & Ref... ALCOHOLISM INFOR..
#-1 Custom Exhaust ... AUTOMOBILE REPAL..
A-1 Glass Co GLASS-ALTO PLATE ...
-1 Locksmithing LOCKS & LOCKSMITHS
A-1 5ign Cor SIGNS (MAMUFACTL. ..
A-1 Storage OFFICE RECORDS-5T...
At Rrndinn ROMDS-RATI El
[MCloses 0 YClose% 47 |User: kris Heinze - Kris |Database: SALES  [Records: 5375 %
| |Version 3,503 5n: 9705 |salest | [Test Serial # |o9:28:21 AM

Double-click any record, or account, to view more details about that particular customer.
The Sales Entry screen displays the contact name, address, and past call information.
This screen is also a launching point for logging all activities that happen throughout the
course of the phone conversation. See the diagram on the following page to view an
example Sales Entry Screen.
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salesEntry x|

Account Hame
Category

Phone Mumber

IDesigns Etc. Account 1D I
|GIFT SHOPS Changs | Last Caller [ ks =l
|500-438-4435 Sales Rep | i Eiis Heinzs ]

Call Back Date |n?;15;2|:u:|3 Time: [15:15 Change | FaxMumber | 300-435-4439

Contact Mame

Summary Motes

IMicke_l,l

Pazition / Title IDWHE[.-" manager

Ihu:ulida_l,ls! lozal festivals, fairs! SIC Code |

[ __ Caller I Time I Len | Event#l Event I By | Fatrnt | Maotes I
K.riz 15:29 281 11 HunterS afetysw/k M 159 call Tues!
071403 Koz 14:45 nz 32 BoyScout_dnniy M 93
0714/03  Erig 14:.45 01 A BreastCancertdth 1139
0741403 Kz 14:45 01 11 HunterSafetyiw'lk. M 99
07A14/03 Kz 14:45 e 96 M othersDay i A9
071403 Kz 14:44 (IR 19 Chrigtmaz_Grest by 299
Change Pitch | Stats | Open Motez | Contracts |
StartCall | | I
: Cancel |
Contact [nfo | Wigw Old Eallsl Event Info | End Cal | New F'itu:hl
Event Materialsl Print | Scheduls | Record | Help |

Dialing a customer with SalesReady®

There are two things you need to view before dialing:
Check the call history in the large white window, and look at the top few records to
make sure that no one has called this customer recently on the same event you want to

call them on.

Check the Summary Notes bar directly under the contact name. In some cases, the
customer will request not to be called, and this is where you would find the DO NOT
CALL REQUEST. If you see a DO NOT CALL REQUEST, refrain from calling this

customer.
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SalesReady® uses a computer modem to work with the phone line and allow the user to
dial accounts or customers right from the screen.
Go to the bottom of the Sales Entry screen and find the button called Start Call. See
the diagram below to find the Start Call button on the Sales Entry Screen.

Categon

Call Back

Phone Murmber

salesEntry x|

Account Mame

|Designs Etc. Account D |
|GIFT SHOPS Changs | Last Caller [ =
[B00-436-4435 Sales Rep [ s Koris Heirze ]

Date ||:|:-';15,f2|:u:|3 Time: |15;15 Change | Fax Mumber |300-438-4439

Contact Mame

Summarny Motes

lMickey

Pozition / Title |Dwnerx’ rnanager

Ihulida_l,ls! local festivals, fairg!

SIC Code |

ate | Caller | Tim I Len | Event # | Ewvent Buy | amt | Motes I
[ IER Koz 15:29 281 11 HunterSafetyin'l. M 159 call Tues!
07A14/03  Kiig 14:45 nz 32 BoyScout_Annivy - M 99
07403 Kiis 14:45 01 A BreastCancertith Y 1139
071403 krig 14:45 01 11 HunterSafetak. M 93
071403 kg 14:45 ne 96 tothersDay Y 2]
0741403 Enz 14:44 0.5 19 Chrigtmas_Greet i 299
Change Pitch | Statz | Open Motez | Contracts | (
Start Call I |
Contact |nfo | Wiew Old Eallsl Event Info | Cancel |
: & EndCal | MewPich]|
Ewent Materialsl Print | Schedule | Record | Help |
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The Start Call button brings up a dialog box giving the user several options for dialing
customers. The four dialing options cover both dialing in the area & out of the area.

Accaount

IDesigns Etc.

Contact
IMiu:ke_l,l

Murmber to dial

{300-438-4438 |

[l 1+
LSres Eode

[al 1+ o
Area Code

. . [l withaut
[Mal azis o
= z firea Code

Coetine
[Modem Yill Hang up]
— ™|

Help |
To dial out,

click the desired dialing option once, and when the phone begins to ring, click the large
Talk button underneath the four dialing buttons. This will exit the Start Call screen
back to the Sales Entry screen for the customer. See the diagram above to understand
the dialing options and the Talk button.

Once the phone has begun ringing and you have clicked the Talk button, you are ready
to start logging the conversation that takes place between you and the customer. You
should be looking at the Sales Entry screen once again.

Logging calls into SalesReady®

It is important that, as a CEC, you learn how to correctly document the activities that
happen during each call. You must correctly log the results of the call and the time
spent on the call for reporting purposes. Not only does your Sales Manager need that
information for pulling sales reports from SalesReady®, but in the case that there are
any problems with your SalesReady® software, SalesReady® support technicians can
use the reports to troubleshoot the problem.

The first concept to understand is the idea of a QUALIFIED CALL vs. an UNQUALIFIED
CALL. A call only becomes QUALIFIED when you speak with a decision maker and that
person says YES, NO OR MAYBE to a specific dollar amount. If you give the whole
pitch, and then the person says they’ll tell their boss about it and call you back, it is not
a qualified call. If the person you're talking to hangs up when you say what radio
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station you're from, it is not a qualified call. The only time you ever get to log a YES, NO
OR MAYBE is when you have spoken with the decision maker long enough to talk money

and to persuade them to give you a concrete answer.

When you are to the point that the phone is ringing and you are looking at the Sales

Entry Screen for your customer, the first thing you need to do is click on the New Pitch

button. When you click the New Pitch button, notice the timer box directly above the
New Pitch button. When you hit the Talk button earlier, the timer started
automatically. See the diagram below to find the New Pitch button.

Account Marne
Categon
Phate Murnber
Call Back.
Contact Mame

Summarny Motes

|Designs Etc. Account D
|I3IFT SHOPS Change | Lazt Caller
|8EIEI-438-4438 Sales Fep

Date iD?£15£2|:||:|3 Tirne: |15;15 _Change | Fax Mumber

lMickey

Pozition / Title

|Kris

£zl
El

|Kri3 Kriz Heirze

|300-438-4439

|Dwnew’ manager

Ihulida_l,ls! local festivals, fairg!

SIC Code |

ate Caller I Time I Len | Event#l Ewvent I Buy | amt | Motes I
1403 S 15:29 281 11 HunterSafetyin'l. M 159 call Tues!
07A14/03  Kiig 14:45 nz 32 BoyScout_Annivy - M 99
07403 Kiis 14:45 01 A BreastCancertith Y 1139
071403 krig 14:45 01 11 HunterSafetak. M 93
071403 kg 14:45 ne 96 tothersDay Y 2]
0741403 Enz 14:44 0.5 19 Chrigtmas_Greet i 299
Change Pitch | Statz | Open Motez l Contracts I
Contact |nfo | Wiew Old Eallsl Event Info |
Ewent Materialsl Print | Schedule | Record |
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ALWAYS open the New Pitch dialog box to start the timer and give yourself the
opportunity to log a busy signal or a case where the contact person is not available, as

well as the qualified calls.

e To log the result of a NON-QUALIFIED call

(when you don't reach the decision maker i.e. busy, not in, etc):

Click the New Pitch button.

See the diagram above to find the New Pitch button.

Click the OTHER pitch type drop down arrow and choose X-non-qualified call. See the
diagram on the following page to find the OTHER pitch drop down menu.

Called Party Information

Caling Compary Mumber
|Mickey |Designs Etc. |BDD4384438
Ewent Filter [alt-1] ~ Did They Buy?
" Yesdn

Event Mame

) B Sure [F0%]
" No 7L = [5E]
j 7 5 Hope (2072
| Non-Qualfied Ca ¥ |

Dollar &mount Pitched

1 Diabetez_Month |«
20Get_Out_ & Mobe
FEducation_‘#eek

4 Baby Safetubdntt

5 BreastCancerkdth

E CrimeFrevention

7 DaylightS avings

2 Farms afetwesk

9 FirePrevention

10 Halloweens a[etﬂ

Event Inta 8 I

Call Mates [10 character limit]

oo [FASCop o\

# Mon-Qualified Cal
E Set Appointment :
B3¢l G COLD inial CaLL M

H Holiday Card
S Personal Yisit ar

_L_%ti_ Tmat; MMADD Ay
Qoo 7 d 1
Mext Week ;I'Klmell_-'nrr;at. ;HN,IIT

et bonth s

Mo Callback,

E\-'entMate_lialsl End Fitch I Cancel Pitch

| Fax | Help |

Noles: Record [alt-9] |
=
I

x|
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Make note of the reason the call was non-qualified in the Call Notes section (i.e. busy,
not in, machine, etc). See above.

There is no need to set a callback reminder on non-qualified calls. If you really want to
try again when you are about the close the event, you can search for a list of those not
pitched. Be jealous of your time; don’t waste your time chasing people who don't want
to be reached. Use it to find those who are willing to participate.

e To log the result of a QUALIFIED call:
There are 5 sections of the New Pitch dialog box that need to filled in on each qualified
call:
The Event Name
The Buy—Yes, NO, MAYBE, OR OTHER
The Amount of the Pitch
A Callback section in the event of a MAYBE
A Notes section

Start by clicking on the New Pitch button.

Use the Event Filter to quickly find the name of the event that you are selling.
Remember to click once on the event when it appears in the window below the Event
Filter.

Newpitch x|
— Called Party Informatian
Calling Company Mumber
i |Designs Ete. !8004384438
Ewent Filter [alt-1] r Did They Bup?
 Yeslln € B Sure[70%)
" Mo {7 7 Expected (5005 _
% Undecided © 5 Hope (202 Crollar Amount Pitched
) Dther [ NonQuslified Ca I
— Call Back
Callback Date Callback Time
_LaterToday | Date Format: MM/DD Ay
L NGy | Time Format: HH:MM
it [K.ew Leading Zern'z)
hext Month 2 Z
Ewvent Info 2 | _MNoCalback |
o Ewent Material EdF"thI I8 | Fitch
Call Matez [10 character limit) e Sl e E e
| Eax | Help |
Notes: Record [alt-3] |
=
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Choose the result of the call from the list of radio buttons. YES, NO OR MAYBE. See the
diagram below:

NewPitch x|
Called Party Infarmation
Calling Compary MHumber
[Mickey /_I,D,giQEtc. |2004384438
Evert Fiter (al-] - Did They Buy?—\
B = Yesdn 6 Nre [70%]
" No 7 > )
Ewvent Mame " Undecided 5 fope (207
 Other [+ Man
—
— Call Bacl
Callback Date Calback Time

Later Today | Date Format: MDD Ay

|l | Time Format: HH: kb
Mext Week o
_-_Ne:-:tMonth ey Leading Zeno's

Evert Infa 8 | Mo Callback

Ewent b aterial End Pitch [ | Fitch
Call Motes (10 character limit) e ae—”asl nd Pitc! Cancel Pitc
Ii Eax | Help |

Motes: Record (alt-3) |

The cursor automatically jumps to the Amount section, where you log how much you
pitched the customer, using whole dollar amounts, with no decimals. See above to find
the amount section.
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IF, the customer is undecided on buying the pitch, and you need to call them back, use
the Callback section to set a reminder for yourself to close the deal. See the diagram on
the following page to find the callback section.

Called Party [nformation

Calling Caompary Mumber
IMickey IDesigns Eic. |enn433443e
Ewent Filter [alt-1] — Did Thep Buy?
|hun " Yesdn £ ESure[FOx|
* Mo € 7 Expected [505]

Exent Mame ¢ Undecided © 5 Hope [20%) Dollar Amount Pitched

[11 HunterSafetiwk & W |1 59
\

11 HunterS afetuwk ,ﬁ Back
Calback Date Callback Time
|III?H1 542003 |15;15

[rate Format; kDD

Time Format; HH:kM
[K.eu Leading £ern'z]

Mest WWieek
M et Manth

Event |nfo 2 I N Mo Callback

B i itch | LCancel Pitch

Call Natez [10 character limit]
I Ean | Help |

Record [al-9
Motes; L[a‘]l
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Use the Call Notes section to add more details about the event or the call. You have 10
characters to make notes and there cannot be any spaces. There is also a Notes section
at the bottom of the screen to write out any more specifics about what the customers
likes or dislikes or when is the best time to reach him/ her. You can also use the Notes
section to store the customer tag the way the customer wants it to read. For example:
Designs, Etc.—Everything your heart desires, 438 Gift Circle in Lincoln! Instead of having
to ask Mickey what she wants to say on each call, you can just check the notes box, and
ask Mickey if she still wants to say, See the diagram below to find the 2 types of notes

sections.

A

= Called Party Information

Calling Company Mumber
|Micke_l,l |Designs Etc. launq3s4438
Eent Filter [alt-1] ~ Did They Buy?
|hun " Yesdn € B Sure [70%)
{* Mo £ 7 Expected (505

Ewent Mame " Undecided £ 5 Haope (207 Drallar Amaunt Pitched

|‘|1 HunterS afetyiw'k. " Dther |>< Hon-Dualifisd EE‘L‘ i'IES

11 Hunters afetyial S EalEaa

Callback Date Callback Time
|nm 5/2003 |1 516
_L_%tiT_C_'QQ.'H_ Date Faimat MDD Y
{ogg sl (a5 E ; ;
Mest Week [TKlme [D[r;.at' ;Hh:”;l
Mext Month e

Ewvent Info 8 | Mo Callback

o EventMate_riaIsl End Pitch I LCancel F'itchl
irnit]
|u:a|| Tues! Eax | Help |
Record [@EO] ]
o

Designs, Etc.-Ewverthing wour heart desires, 438 Gift Circle in Lincolnl

07/14,2003 KMH
Customer zaps don't call her on hunting or zporting packages, but holidays would be
zomething she would like to participate in on-air.

05,/10/2003 KNH

he would like to zponzor the graduation meszages bic she gets buziness at thisH
pedr er kids are in arade zchaool, 20 the zaps nat to call her on hi ol zparts.
El
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Before you finish up a YES call, there are 3 things you need to identify or verify with the
customer.

Verify the billing address & get a fax or email to send the invoice

Add the tag at the bottom of the ad copy the way the customer would like

Modify the invoice to reflect the package that the customer purchased (see the
appendix to view the complete procedure when you make a sale).

Click the End Pitch button to finish up all types of calls. Remember to click the Done
button on the Sales Entry Screen to exit the record and save all your changes. See the
diagram below for the End Pitch button and the diagram on the following page for the
Done button.

pewpiteh x]
— Called FParty Infarmation
Callinig Compary Murnber
|Mic:ke_-,l |Designs Etc. !EDD4384438
Ewent Filter [alt-1] ~ Did They Buy?
Ihun " Yesdln £ B Sure [70%)
' Mo ¥ Erpected [505%] ,
Event Mame O Undecided € 5 Hope (207 Dallar Ammount Pitched
|11 HunterS afetyiwk " Othier [ Non-Dualfied Ca ~] 11 59
11 HunterS afebiak —Call Back
Calback Date Calback Time
Iu?n 542003 i1 516

_Later Today | Date Faimat: MMADD A

T omorraw : iy
Mext Wesk ;I'Kime furrg.at. ;Hh:”‘;l
-_-___Ne:-:t Momth ey Leading Zera's

Event Info 8 | Mo Callback
i B tMt'gl End Pitch ’E |F"th|
Call Motes [10 character limit]
||:aII Tuesl Eax | Help |
Notes: Recaord [alt-3] |

Dezigns, Etc.-Evemthing your heart dezires, 438 Gift Circle in Lincolnl ;I

07414/2003 KNH

Customer zayz don't call her on hunting or sporting packages, but holidaps would be
zomething she would like to participate in on-air.

05/10/2003 KMH
She would like to sponzar the graduation meszages blc she gets busineszs at this ime of
wear, but her kids are in grade school, 20 zhe zaps not to call her on high zchool zports.

&
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Click Done on the Sales Entry Screen. Double-click the next customer account and
move on to the next call using the enthusiasm and momentum from the last sale to your
advantage on your next few calls. See the diagram on the next page to find the Done

button.

Sales Entry

Account Mame IDesigns Etc. Account 1D
Category |GIFT SHOPS Changs | Last Caller
Fhone Mumber |EDD-438-4438 Sales Bep
Call Back Date Im Tirre: IW Change | Fax Number

I Kriz

IKris Fiais Heinze

E
E

|300-435-4439

Contact Mame IMicke_l,l Fazitiar / Title |/ manages
Surmmary Notes Ihu:ulida_l,ls! local festivalzs, fairs! SIC Code |

ate | Caller | Tirne | Len | Event#l Ewvent | Buy | Fhint | Motes |

07414/03 JeA 15229 251 11 HunterSafetyad,. M 189 call Tues!

07A14/03 Kz 14:45 0z 32 BoyScout_dnniv - M 93

07A14/03  Kris 14:45 01 4 BreastCancertdth % 113

0714503 Kriz 14:45 01 11 HunterSafetyw. M 99

071403 Kz 14:45 0e 96 MothersDayp 3 L]

07A14/03  Ens 14:44 05a 19 Chrigtmasz_Greet b 299

Change Fitch | Stats | Open Hotes | Contracts | ‘

StanCall | | |
: Cancel
Contact |nfo | MWiew Old Eallsl Ewent Info | End Cal | New F'itu:hl |
Event Materialsl Eritt | S chedule | Eecard | Help |
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The SalesReady® Shot Clock™

Smart Dialer is a positive reinforcement tool
The only thing that stops the clock is when the user starts a call and stays on it.

It's a very effective, game-like, positive reinforcement tool.

The default shot clock time is 60 seconds, not so much because reps need a full minute
in between calls, but because 60 seconds means that each penalty is exactly 1 minute
and the penalties represent the minimum amount of time that was wasted.

If the rep doesn't call someone else before the clock reaches 0, the P: penalty field on
the top of the screen registers a penalty. We track daily, weekly, monthly and yearly
penalties. Each penalty means they took more than 60 seconds in between regular
calls.

When they score a sale (Y), the clock counts down from 5 minutes, both as a reward
and for time to do paperwork

Reps get three 10-minute breaks and a 30-minute lunch. The on-screen codes show
how many breaks have been taken and if lunch break was taken. Once breaks and
lunch are taken, the Smart Dialer won't let the reps reset the codes.

NOTE: The shot clock system can be shut off in the INI if it interferes with your system
or you decide it's not what you want.

Improved efficiency with SalesReady Smart Dialer

Because reps can cheat by not ending a call in the software at the same time they
physically hang up the phone, we introduced another check. Right now, when the user
hits New Pitch, the length of the call is only the time elapsed from start of call to the
time the End Pitch button is depressed. We added in the time that occurred FROM the
time you pitched, to the time you hit DONE and move on to another record.

So if you see lots of 10 and 15-minute non-qualified phone calls, it means the rep left
the SalesReady account open well after they stopped speaking with the client.

To speed entry/logging non-qualified calls, we have changed the way the software
reacts upon hitting the DONE button. If the DONE button is hit and no pitch has been
made, we will automatically bring up the pitch screen displaying the last event pitched.
If this call is the same as the last call, all the user has to do is hit DONE one more time
and move on to the next call.

In this fashion, we will now start capturing the time (even when they haven't reached a
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decision maker), so this shows up on the call detail report. Again, if a rep thinks they
can cheat by making a 45-minute bogus call, sooner or later these “breaks” will become
noticeable on the call detail report.

Smart Dialer on-screen codes:

P = Penalties. Total number of penalties.

B = Breaks Taken. Total number of breaks taken.

L = Lunch Taken. Y = Lunch has been taken, N = Lunch not taken.

SC = Shot Clock. Countdown timer in MM:SS format displays the total time for the
current operation (shot clock, lunch, break). If in shot clock mode, the timer will display
the time before a penalty on the current pitch wait cycle. When taking a break, it will
display a countdown for the current break (duplicated in the ‘break’ dialog explained
later).

P:0 B:0 L:N SC: 00:41 Shot Clock Active

Shot Clock & Penalties

When smart dialer is active, the shot clock information is displayed next to the stats in
the window frame title. When the shot clock expires, a Penalty is accumulated.
Whenever a penalty is acquired, it will be saved to the daily stat file.

When the SalesReady screen is first opened, the shot clock will start counting down
from 5 minutes. This provides a 5-minute sign-in time to give users a little time to get
ready to start the day. After the first 5 minutes, the shot clock then follows its default.

When the user enters a record, the shot clock information will be duplicated on the
record entry dialog's window title. This timer may appear to be slightly behind the main
timer, but they are actually the same. Itisn't possible to sync them, but the Sales Entry
Dialog reads the values from the main timer.

When the user initiates a call, the timer will stop until the user either hits the End Call
button, or exits the record.

If the user enters a ‘Y’ type pitch, they will receive a bonus amount to their shot clock
based on the BonusYPitchSeconds setting in the ini file.
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Breaks
To start a lunch break, either hit CTRL+L or x|
select SmartDialer and Start Lunch from the
menu. This will launch the Lunch Active
timer. Also, the lunch indicator will be changed : o
’ - [00:29:51

in the daily stat file to indicate that the user has Fims et b,
taken lunch. If the lunch timer reaches zero, a

' End Break
penalty will be incurred and the daily stat file
will be updated.

Lunch Active

If the user has already X

taken lunch today, a
message box will pop to ! 'f,,- Lunch has already been taken, Only one lunch per day allowed,

tell them they can't have

another lunch.

To start a reqular break, either hit CTRL+B or x|

select SmartDialer and Start Break from the
menu. This will launch the Break Active
timer. If the user attempts to exceed the max Time Remairing: (00554
number of breaks, they will receive an error

message. The break timer Dialog works the

same as for lunch.

WireReady32 i |

L] E Total allokment of breaks has been used, Mo more breaks allowed
[ ]

Break Active

When a break or lunch timer is overrun, the clock is stopped to keep unnecessary
penalties from accumulating. The shot clock will resume counting down when the user
hits the ‘End Break’ button on the break or lunch timer dialog.
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Advanced uses of the SalesReady software

When to schedule a callback

There are only 2 reasons to schedule a callback: When you have spoken with the
decision maker and he/ she is undecided on participating in the on-air package, or when
a gatekeeper has given you a specific time that you can reach the decision maker.

In the New Pitch dialog box, choose one of five choices for future callback reminder
times. You may edit the time in the box, as long as you remember to log it in military
time. See the diagram on the following page to understand how to edit a callback time.

1. LATER TODAY—sets the callback exactly one hour into the future
2. TOMORROW—sets the callback exactly 24 hours into the future
3. NEXT WEEK—sets the callback exactly 7 days into the future
4. NEXT MONTH—sets the callback exactly 30 days into the future
5. NO CALLBACK—removes any callbacks already set for this customer
Newpitch x|
i~ Called Party Infarmation
Calling Compary Mumber
[Mickey |Designs Etc. |B004384438
Event Filter [al-1] ~ Did They Buy?
 Yesdn € B Sure 702
I " Mo {1 7 Evpected [G05] ;
Ewent Mame = Undecided ¢ 5 Hope [20%] Dollar Armaunt Bitched
| r*m]
1 Diabetes_Maonth = @ Batk SN

2 Get_Out_% Wote
3 Education_week

4 Baby SafshMnt Callback Date Callback. Time

5 BreastCaricer |07/15/2003 [15:18

B CrimeFrewventio

7 DaylightS aving _Li_tiT_D_d_@y__ Date Farmat: MMADD AT
8 Farms afetyisesl OFMOIoW : i

9 FirePrevention MHeut week TR Gk sl A

10 Halloweens afet ™ Mest Month [key Leading Zera's)
Event Info 8 | N Mo Callback

Event Material End Fitch C | Fitch
Call Notes (10 characte limit] SR ae—”asl nd Fita I Cancel Fitc
| Eax | Help |

Motes: Fecard (alt-3] |

Designs, Etc.-Everything your heart desires, 438 Gift Circle in Lincolnl ;I

07A14,/2003 KMH
Customer zaps don't call her on hunting or sporting packages, but holidaps would be
something she would like to participate in on-air.

05/10/2003 KMH
She would like to sponzor the graduation meszages bc she gets business at this time of
wear, but her kids are in grade school, 0 she saps not bo call her on high school zports.

E
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How to change a Maybe pitch to a Yes or No

It is important that you train yourself to always follow up on Undecided calls to get the
customer to commit to a YES or an NO. The goal is that you have no money left on the
table, and also that your records in SalesReady® reflect that you have no money left on
the table. Follow the steps below to change an Undecided calls to a YES or NO call.
Double-click on the customer account to bring up the Sales Entry Screen.

Click once on the date to highlight the call that needs to be changed. See the diagram

below.

salesEntry Ed
Account MName |Designs Etc. Aceount |D |
Categary |GIFT SHOPS Change | Last Caller [z 2
Phone Mumber [500-436-4435 Sales Rep [ s Koris Heirze =
CalBack  Dale [07/15/2003 Time: [15:16 Change | Fax Number |B00-438-4439

Contact Mame |Micke_','

Pozition / Title

|Dwnew’ manager

Summarny Motes Ihulida_l,ls! lozal festivals, fairs!

SIC Code |

Tl Date | Caller I Time I Len | Event#l Ewvent I Buy | amt |m I
I Kriz 15:29 251 11 HunterSafetywk. M 159 W
foor LR (1l 3 BouS ot fi hl =
07403 Kiis 14:45 01 A BreastCancertith Y 1139
071403 krig 14:45 01 11 HunterSafetak. M 93
071403 kg 14:45 ne 96 tothersDay Y 2]
0741403 Enz 14:44 0.5 19 Chrigtmas_Greet i 299
Change Pitch | Statz | Open Motez | Contracts |
Statcal | [ |
: Cancel
Contact [nfo | Wiew Old Eallsl Event Info | Erd Cal | New F'itu:hl 4'
Ewent Materialsl Print | Schedule | Record | Help |

Page 31 of 55

Copyright © 2002-2003 WireReady NSI. For use by the SalesReady customer, their employees, and their advertisers only.
Not for reproduction, duplication or distribution in part or whole, to third parties outside your facility without the expressed written permission of WireReady NSI.

SalesReady 24/7 technical and sales support line (800) 833-4459.
R:\2007\web\wr\techsupport\newtechsupport\shipdocs\sales\CEC Handbook-LATEST .doc/Last saved by Kris on

10/11/2007




Click on the Change Pitch button at the bottom of the Sales Entry Screen. See the
diagram to find the Change Pitch button.

Acocount Mame
Categony

Fhone Mumber

Sales Entry

IDesigns Etc. Account [0
|GIFT SHOPS Change | Last Caller
|EDD-438-4438 Sales Bep

Call Back Diate ||:|?£15£2|:||:|3 Time: |15;15 Change | Fax Number

IKri; ;I
IKris kiiz Heinze ;I
|300-435-4439

Contact Mame IMicke_l,l Fazitiar / Title |/ manages
Surmmary Notes Ihu:ulida_l,ls! local festivalzs, fairs! SIC Code |
| Caller | Tirne | Len | Event#l Ewvent | Buy | Fhint | Motes |
EE ks 15229 251 11 HunterSafetyad,. M 189 call Tues!
07A14/03 Kz 14:45 0z 32 BoyScout_dnniv - M 93
07A14/03  Kris 14:45 01 4 BreastCancertdth % 113
0714503 Kriz 14:45 01 11 HunterSafetyw. M 99
071403 Kz 14:45 0e 96 MothersDayp 3 L]
071403 Kz 14:44 ns 19 Chriztrmas Greet Y 299
( Change Fitch i > Stats | Open Hotes | Contracts |
StanCall | | |
: Cancel
Contact |nfo | MWiew Old Eallsl Ewent Info | End Cal | New F'itu:hl |
Event Materialsl Eritt | S chedule | Eecard | Help |
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Choose either the YES radio button or the NO radio button.
Be careful here, once you choose the YES button, you can no longer change the pitch.
Click End Pitch to save your changes.

Called Farty Information

Call Motes [10 character limit]

Motes;

Callinig Compary Murnber
[Mickey Mm. 8004364438
Ewent Filter [alt-1] ~ Did They Buy? N\
| & Yez/ln £ ENure [70%)
= Mo 7 Wepected (505 ,
Event Mame " Urdecided © 5 flone (205 Dallar Ammount Pitched
13 Chriztrnaz Gree " Other I / L‘ =
16 Fied_Ribbon_w = NSl ack
17 SchoolBuzSafet
16 eterans Day | Callback Date Callback Time
19 Chriztrnaz_Gres
20 Christmass afety Iu?n 542003 |1 516
21 ElectionT hanks
22 GrandparentsD & _LTa_tiTD_dc:-.v_ Date Format; bt /DDA
23 HS CrozsCountn, QMmoo : T
24 HSVolleybal Next Week TK!”"E LF D'Z.at' ;H'W
25 HelidaySafety 7| Mast Manth [K.ey Leading Zero's)
Event Infa B | Mo Calback

Ewent Mate;ialsl

End Pitch I Lancel Pitch

Help |

Fax |
Record [alt-3] |

07414/2003 KNH

051042003 KNH

Dezigns, Etc.-Evemthing your heart dezires, 438 Gift Circle in Lincolnl

Customer zayz don't call her on hunting or sporting packages, but holidaps would be
zomething she would like to participate in on-air.

She would like to sponzar the graduation meszages blc she gets busineszs at this ime of
wear, but her kids are in grade school, 20 zhe zaps not to call her on high zchool zports.

&

el
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Best way to use Summary Notes

(white box underneath the contact name in Sales Entry Screen)
Use this section to “Red Flag” DO NOT CALL REQUESTS (ABBREVIATED: DNCR) and to
identify a customer with particular event types (sports, health, holiday, etc). This is

information that appears every time anyone opens this account.

Account Mame
Categon

Phone Murmber

salesEntry x|
|Designs Etc. Account D |
|GIFT SHOPS Change | Last Caller [ =]
[B00-436-4435 Sales Rep [ s Koris Heirze ]

Call Back Date ||:|:-';15,f2|:u:|3 Time: |15;15 Change | Fax Mumber |300-438-4439

Contact Mame

ummary Motes

{pdicl
1

¥

Fozition / Title |Dwnerx’ rnanager

Ihulida_l,ls! local festivals, fairg!

SIC Code |

[1ate Caller [l Buy | amt | Mates
0714/03  Kns 15:29 281 11 HunterSafetyin'l. M 159 call Tues!
O714/03  Krig 14:45 nz 32 BoyScout_Annivy - M 99

07403 Kiis 14:45 01 A BreastCancertith Y 1139

071403 krig 14:45 01 11 HunterSafetak. M 93

071403 kg 14:45 ne 96 tothersDay Y 2]

0741403 Enz 14:44 0.5 19 Chrigtmas_Greet i 299

Change Pitch | Statz | Open Motez | Contracts |

StartCal | [aG0141 |
Contact |nf Wiew Old Call Ewent Inf |
ontact [nfo | Wiew a sl vent Info | EndCal

Ewent Materialsl Print | Schedule | Record |

Done

Cancel

Pl

Help
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How to deal with businesses that request not to be called

Many states have do not call laws that only deal with residents/consumers, but while
businesses are exempt from anti-calling laws, we ask that you respect their
wishes. Calling people who are averse to buying over the phone is a waste of your time.

One way to avoid calling those who have requested not to be called is to 000 out the
phone number. This leaves them in database (so you don't add them back) but
prevents anyone from calling again.

However, these folks may be FAX friendly. Do not 000 out FAX numbers, as these
people may be interested in receiving a fax brochure asking them to participate in an
on-air campaign. (Periodically through the year, a fax campaign can be done for do not
calls, that specifically says you will not be called, - please call the radio station if you
want to learn more, and be offered these exciting affordable sponsorship and nhame
recognition opportunities).
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Using the Onscreen Stats

The Onscreen Stats show you how you are doing at any given time. The Onscreen stats
display daily total sales, weekly total sales, monthly total sales, and yearly total sales for
your workstation. There are 6 stat totals:

DTS: Daily Total Sales
WTS: Weekly Total Sales
MTS: Monthly Total Sales
MOQ: Monthly Quota
YTS: Years Total Sales
TD#: Total Dials

£ WireReady32 =18l

SalesReady3? File Programs User Window Help

Account | | categor | Sales Rep | callBack | Last pitch on | :!
24 Hour Swi & Repair 553123

7536-01
1731-01

When using the Onscreen Stats to measure your success, you need to understand what
your Sales Manager expects from you in terms of quota. You need to know how many
dials you should be making each day, how many decision makers you should be talking
to each day, and how many sales you should be making each day.

It is common to call as many as 200 businesses -especially in a day where most are
busy, or not in, or not available to take your call. Non-qualified calls should NOT take
up most of your time even though you might make 10 non-qualified calls to every 1
qualified call. If your manager hasn't seen you talking to 25-50 decision makers in a
day, you will want to show your boss you made the attempt, and 200 attempts in a 7
hour day is easy.

You should expect to have no worse than a 7-10% close ratio on a new database. If
you are less than 7%, ask your Sales Manager to listen to your pitch, or suggest how
you can become a better seller. Also, you can hurt your close ratio by not calling the
right people at the right time, and that comes back to building a relationship with your
customers.

If you are using SalesReady® correctly, your close ratio will grow to between 10 and
20% in the 2nd year and approach as high as 30% in years future. When you have
educated your business community and trained them to say yes to your call, and you
know who to call, when to call, and what to pitch, selling will be much easier!
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Procedure to open Event Materials

From the New Pitch window, click Event Materials.

NewPitch x|

Called Party [nformation

Calling Caompany Hurnber
|Miu:key IDesigns Elc. |BDD4384438
Event Filter [alt-1] ~ Did They Buy?
| " Yesdn € B Sure [70%]
" Nao €1 7 Erpected (505 ;
EEEHt Name r:" undecided r"' 5 Hl:ll:":".- [EL'IE;] D':lllar n":"-muunt EItChEd
" Qther | L‘ I
1 Diabetes_Month o
2 Get_Out_b Vote LalBack
3 Education_w'eek :
X By SarMa Callback Date Callback Time
5 BreastCancertth Inm 5/2003 |1 516
B CrimePrewentian
7 Daylight5 avings _LTa_tiTﬂ_dé.'r'_ Date Farmat: MDD
3 Farms afetywesk QAo : gy
9 FirePrevention Meut Week Trémelfnrrg.at. ;H'h:IM
10 Halloweens afet = | Wamt Manth [Key Leading Zero's)
Exent Info 8 | Mola —

~
Ewent b aterial >E|:|F"thl [ | Fitch
Call Mates [10 character limit] CmihiiSeit Ll =L

| Eax | Help |

Mates: Record [alt-9] |

Deszignz, Etc.-Everthing your heart desires, 438 Gift Circle in Lincalnl ;I

07/14,/2003 KMH

Cusztomer zayz don't call her on hunting ar sporting packages, but halidays would be
zomething zhe would like to participate in on-air.

0510/2003 KMNH
She would like to gponzor the graduation meszsages bic she gets business at thiz ime of
wear, but her kids are in grade schoal, 20 the zaps not b call her on high school zparts.

12
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Use the Event Filter on the left side of the screen to select the event you are pitching.
See the diagram below.

Click once on the document you would like to open in the right side window.

Click the Launch button in the top right-hand corner. This launches Microsoft Word and
opens the selected invoice or brochure. See the diagram below.

=
Exent Filter Showing: Kids<tremeR odeo Launch )
| Tl
Ewent e Fil=z i
l'IEE FidzstremeR odeo s Brochure-b azter-Buffalo. it —lEﬂ s
167 Showshinerun | a] | ¢ DiderFom Ad-CopyKids<TremeRodeott  Edit SE|~9':tecl|
158 Freed am (o Broadcast Order Form.itf
153 Freelam 2amp Brochure-kd aster-B uffalortf Help |
160 WestDesignCont " Ad-Copy Order-b aster-Buffalo.rtf
161 CCSummerFest el Scriptz. rif
162 AntiquT ractPul LHpts
163 KidsitremeR odea " Objection
164 ChickzFun

165 JCClassGolf T our " Brochures
166 3R odens

167 TrikerParade © Info

168 westB alloonFest " ToDo
169 StamD ay

170 IndianPaintdusic J

171 SheridanF air ‘e 2l Filez

172 JCFairkRodea
173WestMusiclam =]

Event Infa 1 | Launch az Copy az |
Form T emplate
View Notes 2| Edit Notes 3 | _
Print Al az Form I

Browse to file
[ Enable Browse

Path/File:

| Brotwae I

Make your desired changes to the document.

Delete any pricing packages that the customer did NOT purchase. (Normally, there are 3
choices to choose from, and you must edit the invoice to reflect the outcome of your
call).

You might also choose to type in the tag the way the customer wanted to be mentioned
at the end of the message. See the diagram on the following page.
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o
P --""f'_ ; A%
LT
KIX 93 PN e B
i B R -

Dhesignes Bt
Ficteyp, Owney manage:
43 G Sk

Linmln, K5 G7455

Tel: (@E-a45E
Fan: (UIHFF 4459

KIDS X-TREME RODEO
July 19, 2003

[Personalize by having representative give facts or pointers, etc. to be more ‘honvetovm’]
Youve beanwatching rmuttan b?ggm’all surnrmer and the sarme 2 kids win it every time, Kids rodea is just
the halftime entertainment For the real radea action, right? WROMNGE, The 2003 Kids X-tremne Roden at the
Sheridan County Fairgrounds in Sheridan is an oppartunity For our area youth to showcase their equine
skills frorn barrel racing to pole bending to jumping and pok, IFyouwant to see some tough kids compate
For the top prize, stop tI'P:e Kids ¥-tpenwe, Rodeo Satur-:lpa'g.r Juby 19, This irvitation was made possible by :
Designs Etc. and others.

For the radea promation, Moose Radio will run this and similar announcements, ¥our business’ nane wil
be rmentioned alongwith ather businesses as a sponsor of this promation that will run anMoase Eadiol.,

during. Juby.

As a Sponsor you vall receive:
» 10 sponsorship mentions on Moose Badio_ for $99
» 15 sponsorship mentions on Moose Badio_ for: $ 169
+ 20 sponsorship mentions on Moose Radio_ for $ 199

Thark you for your suppot,
Ktis Heinza, Cornrmunity Event Coordinator Maose Radia

To aredit card, please call Kris Heinze at (553) 666-7777 or Toll Free SI0-E66-7778.
To ﬂ:?bil , please Fill out the information below:

Buziness Mamne Autharization Crabe

Address ity State Zip
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Faxing Event Materials to Customers

Procedure to fax an invoice directly to one customer

With the desired document already launched and corrected, click the “Print to
Winfax” button in the Microsoft Word toolbar. See the diagram below:

Print to Winfax button

i Bro er-Buffalo 050 ord -8
File Edit W A=\t Format Tools Table Window Help

_D &[4 W‘ * E|?5°fo - ’,’JNormaI v Tahoma

&) ponralaa

[]
igr. 2
| KIX 93 PM

4 Paws Pet Grooming & Sup
Lyrda Harper, Cwner
1609 M Wha Rd

Garden City, K5 67846-7049

i Tel: (B20)275-4543
Fa: (3001833 4459

i Kids X-Treme Rodeo
: July 19, 2003

o [Pet lize by having rep ative give facts or pointers, etc, to be more hometown]
“You've been watching mukton bustin® all summer and the same 2 kids win it every time. Kids rodeo is just
the halftime entertainment For the real rodeo action, Fight? WRONG, The 2003 Kids x-treme Rodeo at the
Sheridan Counky Fairgrounds in Sheridan is an opportunity For our area youth to showcase their equine
skills From barrel racing to pole bending to jumping and polo. IF you want to see some tough kids compete
i for the top prize, stop by the Kids %-treme Rodeo Saturday July 197, This invitation was made possible byt
4 Paws Pet Grooming & Sup and others.

For the Kids %-Treme Rodeo promotion, KLGT--KBES--and-KZZ5 wil run this and similar announcements,
“our business’ name will be mentioned along with other businesses as a sponsor of this promotion that will
run on KLGT--KBBS--and-KZ25 during July,

As a Sponsor you will receive:
+ 10 sponsorship mentions on KLGT--KBB5--and-K225 for $59
* 20 sponsorship mentions on KLGT--KBBS--and-KZZ5 for $99
+ 35 sponsorship mentions on KLGT--KBBS--and-K225 for $149

JD[aw.v [z € | agoshapes » > W [ O 4_|&v£vA —

Brochure-Master-Buffalo. rtf: 1,314 characters (an approximate value),

Zma.
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Fill out the required information (i.e. contact name, phone number exactly how it needs
to be dialed, subject or reason for faxing, etc.) See the diagram below.

Add a short note thanking the customer—an example note follows. See the diagram
below.
Click the Send button. See the diagram below.

Close your Word document window to return to SalesReady®.

Step 2: Fill in the required information

(make sure phone number is typed exactly as it needs to be dialed)
Step 3: Write a thank you message.

Step 4: Click the Send button.

# WinFax PRO Send

e Ed iew Inzert Fecipient Options Help

={Eend 9Ereview HlEmal g | B v | K2

|l

KT

¥ I Ig qu ?_;‘I Cover Page LI ¥

To |Kris Heinze [ test import from 'WH32 :_I
. "W astebasket
Murber: [1-800 GOFAXME - Q Dutlook
Company:  [wieReady el |2 DEEJM
Y | 1'Wastebazket
£ pad o List Schedue 7% & i
Sl AE ,._n Name /1 | Compary [Fax =
el KRRY - 5101 KRRAY - Y101 e
Krurnm Lumber Co. Krurnm Lumber Co. 5|
Subject: ILincnIn County Fair ﬂ | 3 |
Iﬂuick Cover Page j I _Ll I ll B 7 U | @énnntate ﬁ e
= FACSIMILE COVER PAGE =
To: Kris Heinze From : Mickey Suelter
Sent : T1/03 at 09:20:28 Pages : 2 {including cover)
Subject:  Lincoln Couss ——
Cover Page
Kris,
Tharnk you for taking the time to speak with me this morning, Thiz is the mforrnation we spoke about in regards to the Lincoln Cou
Fair. If you would lilke to participate, or if vou have any questions for me, I can be reached at 800 833-4459 or email at
mickeyBEwireready. com .

Thank you agait,
Mickey

Cormmunity Events Coordinator]

| © Rizady.

| 2Pages
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Procedure to fax multiple documents to one customer

With the desired document already launched and corrected, click the “print to
Winfax” button in the Microsoft Word toolbar. See the diagram below:

Print to Winfax button

18] x|
J’E\Ie Edit T Ans: Format Tools Table MWindow Help
Jaﬁ:ﬁ]@@} SRY| % B[n5e 2| Hom + Tahoma cw-lpruEE==s|EEEE O-2-A - =]

[x]
W
| &‘mli"‘

4 Paws Pet Grooming & Sup
Lyrda Harper, Cwner
1609 M Wha Rd

Garden City, K5 67846-7049

= Tel: (620)275-d543
Faxt (S00)833- 4459

7 Kids X-Treme Rodeo
: July 19, 2003

22} [Pet lize by having rep ative give facts or pointers, etc, to be more hometown]
“You've been watching mukton bustin® all summer and the same 2 kids win it every time. Kids rodeo is just
the halftime entertainment For the real rodeo action, Fight? WRONG, The 2003 Kids x-treme Rodeo at the
Sheridan Counky Fairgrounds in Sheridan is an opportunity For our area youth to showcase their equine
skills From barrel racing to pole bending to jumping and polo. IF you want to see some tough kids compete
i for the top prize, stop by the Kids %-treme Rodeo Saturday July 197, This invitation was made possible byt
4 Paws Pet Grooming & Sup and others.

- For the Kids %-Treme Rodeo promotion, KLGT--KBES--and-KZZ5 wil run this and similar announcements,
“our business’ name will be mentioned along with other businesses as a sponsor of this promotion that will
run on KLGT--KBBS--and-KZ25 during July,

As a Sponsor you will receive:

o + 10 sponsorship mentions on KLGT--KBBS--and-K225 for $59

- * 20 sponsorship mentions on KLGT--KBBS--and-KZZ5 for $99
+ 35 sponsorship mentions on KLGT--KBBS--and-K225 for $149

ElA

JD[aw.v % c-j|ngt05hapes' N w DO‘|&'£'A - = EE :. m'

Brochure-Master-Buffalo.rtf: 1,314 characters {an approximate walue),

Fill out the required information (i.e. contact name, phone number exactly how it needs
to be dialed, subject or reason for faxing, etc.)

Add a short note thanking the customer—an example note follows.

Minimize the WinFax window.

Close the Word Order-form that was just attached to the fax document.

Use WireReady32 to open the second Order-form you want to attach to the fax
document.

Click the Print to Winfax button the Word toolbar. The attachment will be added to
the fax document that is already open and minimized.
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Continue launching the documents you will be sending to this customer for the
additional events.

Maximize WinFax

Once all files are attached, click the Send button.

Close any open Word documents and return to SalesReady®.

To Email using Microsoft Word and SalesReady

1. Using Event Materials, open your desired document (brochure or invoice) and
make your edits.

2. In Microsoft Word, go to the File menu

3. Choose Send To

4. When the list of choices pops out to the side, choose Mail Recipient (As
Attachment)

5. If you do not have this choice, please call 800-833-4459 and ask Kris to fix your
email configurations

6. Your document will then attach to a blank email. You'll have to enter the email
address and click the Send Button.
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Procedure when you make a sale

Log a yes and a dollar amount
Verify the customers billing address/ fax number or email
Click Event Materials and launch the order-form/ invoice

Click Yes to save a copy of the form “with WireReady tags” to the correct folder.
Make corrections to the order-form
Amount sold

We can mention your business at the end of the ad—for example: “Betty, Susie Mary
and Jessie at Betty’s Hair Flare congratulate the ladies volleyball team on their state
championship.” Always give them an example, rather than asking “how would you
like your business hame tagged.”

Fax or email the invoice to the customer or print out a copy and mail it to them.
Follow in-house instructions on how to get that same invoice to Traffic and Billing.
Click the End Pitch button and click Done when finished with that customer account.

Move on to the next call, using the enthusiasm and momentum to your advantage.
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APPENDIX A: WORKING ON YOUR PITCHING SKILLS
Explanation of the 4-part pitch

Event sales is not telemarketing. One thing we all hate about telemarketers is that they
just start talking and they don't ever stop. The idea behind the event sales pitch is to
get to your point quickly, but by also giving the customer a chance to talk and
participate in the conversation. Customers will buy your event because they have an
opinion or feeling (emotion) that is tied to your event. They want to do something good
in the community and be known for their thoughtfulness among the community
members. Always include, in your pitch, an emotional element. You cannot read a
canned pitch and be successful. You should collect ideas and create your own script
based on your own words so that your delivery is your own, i.e., the cadence, choice of
words, and style is natural to your way of speaking. Talk to the client like he/she is one
of your buddies across town—that air of informality helps persuade your emotional buy.

If you can make the pitch your own and believe in what you are selling, you will be
successful. Below are the 4 elements that need to be a part of your pitch, and below
that is an example of a pitch that includes those 4 elements.

Introduction

Emotional pitch

Close (ask for the money)
Answering the objections

Example sales pitch

[The idea is that instead of just being a telemarketer asking for money - you are, in
essence, their PERSONAL CONSULTANT — who, for free, will make sure they know
what's going on in their business area so that if there is something that interests them,
we can PUT THEM ON THE AIR.]

Introduction:
Check your notes to see if this person has bought before

IF YES, use the following pitch:

Hi, It's <!-- wr current rep long --!> from <!-- wr evnt brand --!> - YOUR community
event coordinator.. I'm calling to let you know about <!-- wr event name long --
I>...(tell them more).

IF NO, use the following pitch:

Hi, this is <!-- wr current rep long --I> at <!-- wr evnt brand --!>. T am one of the new
community event coordinators and I'm in charge of letting local businesses know about
all the events happening in <your town> every month <or your turn, i.e every two
weeks).
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Emotional Pitch:

I wanted to let you know about <event #1>. Give a short emotional appeal. Would
you agree <event name> deserves some extra recognition or attention on-

air? You can listen to a sample message right now —let me play it for you.

We are also going to be promoting event #2, event #3, and event #4 happening soon
in your area too.

Close (ask for the money):

$<!-- wr evnt price low --!> will get your business name mentioned <!-- wr evnt freq
low --1> times on the station, associated with <event>.

_Or_

As one of the <town name> businesses who will be participating on-air promoting
<event>; we can get you on the air for an investment of $<!-- wr evnt price low --!>.

If they say yes... By the way, if you were interested in getting your name on the
station more, we have a double package for $<!-- wr evnt price med--!> and a triple for
$<!-- wr evnt price high --!>

YES-

—

Verify the billing address

2. Add the tag at the bottom of the ad copy the way the customer
would like

3. Modify the invoice to reflect the package that the customer

purchased

Answering the objections:

MAYBE- ask to call back tomorrow for a decision.

Example: “Great I'll send you some information and you can go over it. Would it better
if I call you back tomorrow morning or tomorrow afternoon?”

NO- Never give up on the first no. Find a way to offer them a half package or throw
out another event that they might be interested in. Thank them for their time, letting
them know you'll be in touch again to keep them informed of what is happening locally
and promise to give them the same opportunity to participate in on-air coverage and
promotions that we give the other businesses in town.

HINTS:

Another talking point - I think that x and y would be a great opportunity for your
business to get exposure as being one of the businesses participating in this event.

Find ways to ask them questions that they have to say yes to...."Would you agree
that....?”
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Participating and event and SALUTE are much better words than "sponsoring"
Note: Bigger spenders will feel prouder buying a "double" or a "triple."

Make your station’s messages more emotionally appealing to your audience by getting a
local authority, kid, or team to voice the message. SALUTE the team or person in the
message. AND make sure you use audio playback as a selling tool while you have him/
her on the phone! Now wouldn’t you want to be one of the businesses bringing this
salute on the air?

Logics about the pitch:

Think on your feet, and LISTEN to the customer. You must be able to adjust your pitch
a little for each individual customer. The same pitch will not work for everyone, and
that is part of building a relationship with your customer. Learn how to push their
buttons and have stimulating conversation with him/ her.

Master these Three Advanced Closing Techniques

The way in which you ask for the order is extremely important. All at costs, you must
avoid asking a yes or no question such as “would your business be interested in any of
these packages?”

Double Question Close

Design double questions that will work well in closing your sales. The questions will ask
the prospect to make one of two decisions, either of which will result in a sale.
Sometimes this is called the “Either/Or” technique. “Which event package would your
prefer?” “Would you prefer the $59 package or the $99 package?”

Direct Question Close

This is used on prospects who need help in making the buying decision. By using the
direct question, you actually ask for the order. “Most people are choosing the $99
package—is that the package that you would prefer?” The $99 package is the best
value—is this the package that you would prefer?”

Subtle Question Close

The opposite of direct questioning is the subtle question. Make a statement that implies
that the prospect will buy your product or service then ask a simple question of
agreement. “People will really notice if your business is associated with this type of
message on the radio.” “Supporting this cause will boost your business image in the
community.”
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The answers to these questions will help you go right to filing out the order if they are in
agreement. The prospect may be agreeable to your questions, however, and still balk at
signing the order. When that happens, you simply ask, "Why not?” to get the objections
out so you can handle them.

How to handle the objections

You will encounter several common objections in radio telesales. The important thing to
remember is to listen to your customer and provide a real answer their questions or
objections; not just regurgitate a pre-fabricated rebuttal.

No money, no budget for advertising

--This is not advertising...this is supporting (what ever the cause is) for the community.
Would you like for the people in the area to know that you support (blood drive or
whatever)?

--I can understand that, but these are not advertisements. What this does for you is it
solidifies your business in the community whereas all the other hundreds of businesses
that may or may not do advertising....this gives you a chance to keep your hame out in
front of public. It's simple—if you are out of sight, you're out of mind...and your
potential customers won't think of you or be able to remember your business name
when they need your services.

--"* We are also sponsoring this and that this month. Would you prefer to participate on-
air with this event or that event?”

--"It's a shame you can't participate this month, but can I give you call once a month to
keep you informed of all the events happening in the community that you can support
on the radio with us?”

We already bought advertising from the newspaper or another radio station

--"Are you familiar with our radio stations and our programming?” Our listeners are
(these type of people). Wouldn't you want these types of people visiting your
business?”

--"Well I thank you for your time and I will call back next month with more opportunities
to participate in causes we are supporting on-air.”

We tried radio before and didn’t have good results

"I understand that--I can appreciate that. Radio works off of frequency. The more
people that hear your message or business name, the more people that are likely to visit
your business. The amount of listeners doesn’t mean squat—it is frequency.”

“It's just like school...people are just programmed to have to hear things over and over
before they comprehend it and remember it.”
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Can I think about it; I'm busy--do you have some information you can send me?

--We don’t want you to miss this opportunity, we only have limited air time available—TI'll
need a decision in 2 days. Can I call you back for a decision on Wednesday?

--"Let me send you a brochure. T'll give you chance to look at it and talk it over with
your wife/husband. Should I call you tomorrow morning, or after lunch?”

-- Okay, that’s fine, I would be glad to call back tomorrow or in two days. Would that
give you sufficient time to reach a decision / find a way to participate?

--Should I call you tomorrow morning, or after lunch?

This steers the person toward a decision quicker. Always set a reminder callback and
follow up on the call!

How to handle the “"no” answers—don’t take it personally

You are going to hear many no’s, especially when you are first starting, for two reasons:
You are still learning how to make your pitch your own.
You are learning about your customers for the first time.

If you want to be a successful Community Event Coordinator, you have to learn to roll
with the punches and not take the no’s personally. You must smile, and let them know
you'll call them again. When you first start calling businesses, they might tell you no 7-
10 times before they finally say yes. But if you keep calling, and they get used to
talking to you, eventually you will find their hot buttons and learn enough about them to
only call on events they would have an interest in buying. If you believe in what you are
doing, you will find the yes calls, and you will be successful.

Page 49 of 55

Copyright © 2002-2003 WireReady NSI. For use by the SalesReady customer, their employees, and their advertisers only.
Not for reproduction, duplication or distribution in part or whole, to third parties outside your facility without the expressed written permission of WireReady NSI.

SalesReady 24/7 technical and sales support line (800) 833-4459.
R:\2007\web\wr\techsupport\newtechsupport\shipdocs\sales\CEC Handbook-LATEST .doc/Last saved by Kris on
10/11/2007



The importance of enthusiasm in your voice

Enthusiasm is essential when making and closing telephone event sales calls. A voice
that conveys enthusiasm and a sense of urgency is sure to convince customers that they
need to get involved. Unlike other forms of selling, telephone event sales do not take
advantage of the visual. The seller’s voice alone must paint a positive picture in the
mind of the buyer. With this in mind, voice, tone, and physical positioning are the three
aspects of a successful telephone event sale.

Physical positioning of the seller starts with comfort. You should not be fidgeting with
your chair or pen and paper when the prospective buyer picks up the phone. You want
to be comfortably set before dialing, so that you can smile. The buyer can hear that
smile as soon as they pick up the phone, and smiling is the first step toward generating
enthusiasm and a positive feeling in the mind of the buyer.

The next way to generate enthusiasm is through your tone of voice. Using a
conversational tone conveys the message that you want to make the customer a friend.
A calm, low voice sounds most friendly and natural. Most people’s voices sound higher
on the phone. While your voice needs to be conversational, it also needs to be a little
more enthusiastic than the person whom you are speaking to. Don't be afraid to come
to natural stops in your speaking to breathe, and also to give your customer a chance to
speak and contribute to the conversation.

Finally, voice is one of the most powerful ways to create positive enthusiasm in your
selling. Used in this paragraph, voice means the use of words, rather than the sound of
your physical voice. Add some spirit to your sales talk, and speak in such a way that the
buyer feels emotionally compelled to become involved. Use specific instances when
explaining the events and motivating the customer to buy. Do you convey excitement or
a sense of urgency with words such as great, help, increase or now?

Each time you make a telephone event sales call, use tone and voice to convey
enthusiasm, and make sure that you are comfortable and ready to SMILE when you
start dialing. There is nothing more important than creating a positive energy and
painting a vivid picture in the mind of the customer.
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APPENDIX B: WORKING WITH AUDIO CLIPS AND THE

PHONE

Procedure to play audio over the phone to potential clients
From the New Pitch screen, click Event Materials.

Use the Event Filter on the left side of the screen to choose the event. In the list of file

choices on the right, double-click the file with a .wav extension or an .mp3 extension.

Cool Edit 2000/ Goldwave or similar audio editing software will automatically launch the

file.

SalesReady ltems
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Not for reproduction, duplication or distribution in part or whole, to third parties outside your facility without the expressed written permission of WireReady NSI.
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On your Virtuoso, move the slider from position #2 to position #3.

400000

T 1
©1592-2000 Syntrllirm Software Corporation

[22050 - 16t Mono [712811  [771.41MBhee

Adjust the Volume 3 wheel on your Virtuoso to make sure the client can hear the audio
at a comfortable volume level.
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When finished playing, move the slider on your Virtuoso back to the #2 position and
click the X on the audio editor screen to close the audio software and return to the
WireReady New Pitch screen.

Procedure to record audio from clients
From the New Pitch screen, click the Record (alt-9) button.

Mew Pitch
i~ Called Party Information -
Calling Compary M urmber
| innn innnnnnnnnnnnn
Ewent Filter [alt-1] — [tid They Buy?
I i Yesdn £ B Sure [
" Na 7 [ Erpected (BUE] _
Event Mame & Undecided © 5 Hope (207 Crallar Armount Pitched
" Other | LI l
1 Diabetes_Month [ _
2 Get_Out_t_Vote el
3 Education_‘wWeek :
4 Baby. 5 afetyMnth Callback [Date Callback Time
5 BreastCancertith | I
B CrimePrevention
7 DaylightS avings dL_;'-_tﬂIQ.cJ_c‘-iJ Diate Farmat: M /D0 ACY
2 FarmSafehweek QTS : Vel
9 FirePrevention Feut Week T}({me[urrg_at. ;H'h:lM
10 Hallu:uweenSafet_:j st Manth [Key Leading Zero's)
Eventinfo g | _Mo Callback |
Ewent b aterial Eu:IF"thI C | Fitch
Call Mates [10 character limit) Sl eyasi el SR
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l =

Page 53 of 55

Copyright © 2002-2003 WireReady NSI. For use by the SalesReady customer, their employees, and their advertisers only.
Not for reproduction, duplication or distribution in part or whole, to third parties outside your facility without the expressed written permission of WireReady NSI.

SalesReady 24/7 technical and sales support line (800) 833-4459.
R:\2007\web\wr\techsupport\newtechsupport\shipdocs\sales\CEC Handbook-LATEST .doc/Last saved by Kris on
10/11/2007



Enter a name for your new file that includes the business name of the client you are

recording. See diagram below:
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Click on the appropriate location folder for your new file.

Double-check to make sure that the radio button for Audio (1) is indeed highlighted
before clicking OK.

When the audio editor opens with a blank recording file, double-check to make sure
your Virtuoso is set on slider position #2.
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Click the Record button on the audio editor screen. See the diagram below:

¥& Designs Etc and Back to School.wav - Cool Edit 2000

R
FEile Edit “iew Transform Generate Analyze  Fawortes  Options  Window  Help

A = |
toro | [FPO12MB hee

E1992-2000 Sytrillium S oftware Corporation |22DED - 1B-bit -

When you are finished recording, click the Stop button on the audio editor screen.
Click the X to close this window. When prompted to save your file, choose Yes. When
the audio editor closes, WireReady’s New Pitch screen will be in view.
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