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Clutter
How do you define clutter?



Clutter
Breaking things into smaller segments can help you overcome 

anything and lets you celebrate the small victories.

Marketing 
Tools

Sales 
Presentation

Building 
Trust



Marketing Tools
Prospects are more different now than ever before:

• They do their own research

• Online search, your website, 

Yelp reviews

• There are more stakeholders than 

ever before

• Easy = Right



Marketing Tools
Prospects are buying differently than ever before

How do we know our audience and get to them faster…

Here’s Hector Pages to explain how



Marketing Tools
Prospecting and your target audiences . . .

?



Marketing Tools
Marketing Qualified Leads (MQLs)



A marketing qualified lead (MQL) is a lead who 

has been deemed more likely to become a 

customer compared to other leads. 

This qualification is based on:

• What web pages a person has visited

• What they've downloaded

• Engagement with content such as email

Marketing Tools
Marketing Qualified Leads (MQLs)

https://blog.hubspot.com/blog/tabid/6307/bid/30889/How-to-Expose-the-Best-Leads-to-Your-Sales-Team.aspx


Marketing Tools
Generating MQLs



Marketing Tools
Feeding the Top of the Funnel 



Marketing Tools
Example - SEM



Marketing Tools
Example:  Display Retargeting



Marketing Tools
Prospecting Rule #1 

Acquire

Leverage awareness tactics to

reach your target audience and

acquire data to build/scale a CRM

database and turn prospects into

qualified leads



Marketing Tools
Lower funnel conversion and hand off to sales…



Marketing Tools
Prospecting Rule #2 

Nurture

Capturing a lead is part of the

equation but warming it with

relevant content paves the way

for hand off to sales



Marketing Tools
Example:   Lead Nurture

Display / Facebook Registration Page
Youth Guide Email Drip

Nurture



Marketing Tools
Prospecting Rule #3   Measure & Optimize 



Building Trust
How to do it

1. You have to understand them and their world

2. You have to listen more than you speak

3. Always present with the client in mind. Focus on them and then 

prove you are the best option!



Building Trust
Understand their world

Successful Company

Good Employees

Good Suppliers

Good Products 

Great Benefits

Good Culture

Good Recruiting 

Good R&D Team

Good Maintenance

Wide Array



Building Trust
Why we don’t listen well

Successful Company

Good Employees

Good Suppliers

Good Products 

• We were never taught how to listen

• We get excited about our product

• We feel rushed

• We’re salespeople, we like to talk

• It’s natural to want to talk



Building Trust
Why we should listen more actively

Successful Company

Good Employees

Good Suppliers

Good Products 

• The better you listen, the better you communicate and learn

• The art of active listening makes the speaker feel valued and 

respected

• By being genuinely caring, your communication and conversations 

become deeper and so do your relationships

• Forgetting your own selfish ideas you want to share



Building Trust
Why we should listen more actively

Successful Company

Good Employees

Good Suppliers

Good Products 

• Someone who listens does not interrupt or change the 

course of conversation to allow them to make comments

• More effective use of time

• Better customer satisfaction

• Being on the same page more often

• Better opportunities to set the stage, negotiate and 

upsell



Building Trust
Listening skills

Successful Company

Good Employees

Good Suppliers

Good Products 
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http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwiV74zQh67RAhWE7yYKHeHlB_sQjRwIBw&url=http://www.lifehack.org/articles/communication/the-biggest-communication-problem-not-listen-understand.html&psig=AFQjCNGpT9Qt5RtMI-JWmm0xKN-P9jyFsg&ust=1483810665285496


Building Trust
Different Types of Listening

Successful Company

Good Employees

Good Suppliers

Good Products 

• Inactive Listening – just hearing the words 

• Selective Listening – only hear what you want to 

• Active Listening – feeds back what is heard

• Reflective Listening – reflect back to the person speaking what has been 

conveyed

• Competitive Listening – listen long enough to squeeze in something 

about yourself 

• Passive Listening – requires little effort of thought

• Attentive listening – intently listening and focused



Building Trust
Listening Self Assessment

Successful Company

Good Employees

Good Suppliers

Good Products 

• 1 point for “often or probably”

• 2 points for “sometimes”

• 3 points for “seldom or never”



Building Trust
Listening Self Assessment

Successful Company

Good Employees

Good Suppliers

Good Products 

Where do you rate?
10-18:  Below Average

You are probably a non-
listener who is 

characterized as 
someone who just does 

not listen.

19-23: Average 

You could be a marginal listener 
who is a so-so listener, at times 
listening a little more intently 

and displaying a few 
characteristics of the active 

listener, and at other times not 
really listening at all.

24-27: Good 

Your listening skills are above 
average, but there is still room for 

improvement. 

Many listeners on this level still 
have a tendency to not actively 
listen to the entire message, as 

they tend to hear only what they 
want or need.

28-30 : Excellent 

With a high-score like this, 
you already are an active 

listener. If you scramble the 
letters in the word listen, 

they spell silent. This helps 
you to see one important 

trait of this type of listener.



What does it mean to actively listen?
Comprehending

Understand the words 
being said, and listen 

to the words in 
context to understand 

the meaning of the 
words in each 

sentence. 

Retaining

You repeat aloud to 
the person what you 

heard when the 
person is finished 

speaking, or even if 
you use the 
information 
immediately

Understanding

If you don’t 
understand the 

meaning, just say so 
they can explain or 

repeat. They feel 
valued when you ask 

that!

Defer judgement 

Let them finish their 
point before asking 

questions

Responding

Speaker will look for 
non-verbal clues such 

as eye contact, 
nodding, facial 
expression or 

gesture.  

Building Trust
Listen Actively



Building Trust
Tips for Successful Listening

Successful Company

Good Employees

Good Suppliers

Good Products 

1. Prepare yourself to listen

2. Put them at ease

3. Empathize

4. Be focused

5. Listen to their tone

6. Listen for ideas instead of words

7. Watch for non-verbal communication

8. FTLOG stop talking and interrupting



Sales Presentation
Listen

• Listening is a disciplined skill 

• It’s time to put those listening skills to work

• From the first call until the deal is done



Sales Presentation
Present with prospect in mind

• Focus on the prospect

• Do not product dump



Sales Presentation
Typical Sales Presentation

Let’s look at how the typical salesperson sells. There is usually a big 
opening/presentation (a “product dump”). Then the salesperson 
asks a few listed questions, and then makes a big presentation with 
three options and tries to utilize one of the 187 prescribed closes. 
Examples are the “Ben Franklin”—where the prospect lists reasons 
why they should buy and why they shouldn’t; and the “puppy dog”—
tries it—you’ll keep it. The presentation is about 90% of the sale—
but it takes into account very little information about the prospect. 
Sales people have been doing this for years and it doesn’t work 
anymore. To compete in today’s market; we must look at the sales 
process more progressively.” Let’s look at how the typical 
salesperson sells. There is usually a big opening/presentation (a 
“product dump”). Then the salesperson asks a few listed questions, 
and then makes a big presentation with three options and tries to 
utilize one of the 187 prescribed closes. Examples are the “Ben 
Franklin”—where the

• You have nothing to present until you ask questions and listen

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwicwaWXwO7OAhWD6CYKHRn7C-kQjRwIBw&url=http://rosskingsland.com/lazy-sales-rep-method/&psig=AFQjCNH-aCjoSQo2rJMgTVk9JRjdI-d24A&ust=1472830694355409


Sales Presentation
Steps of Selling—Follow The Steps

Access the 
situation

Explain how it 
works

Handle 
objections

Suggest easy next 
step



Sales Presentation
Assess the Situation

• Goal is to identify the HOT BUTTONS

Introduce 
yourself and 

thank them for 
time

State the 
Agenda

Ask questions 
and LISTEN



Sales Presentation
Assess the Situation

Questions—LISTEN

• Asking questions and listening is the key



Sales Presentation
Assess the Situation

Questions

• Use Open-Ended Questions

• Get Who, What, Where, When, Why, How

• “Tell me more about that”

• “Go on…”

• Avoid Close-Ended Questions that guarantee short answers

• “Do you...”, “Will you…”, “How many…”, “Are you…” 

• Use to redirect when off track or ready for next topic  



Sales Presentation
Breadth of Questioning (amount of questions)

1. What do you presently do for your 
employees?

2. What activities do you have at the event?
3. Do you serve food?  What type?
4. What attendance have you had at past 

events? Is expected?
5. Give me an idea on the budgets you have had 

for past events?
6. Who else are you meeting with?
7. What did you like best/least about your last 

event?
8. Are you celebrating anything special at your 

company?

9. Who cuts your hair?
10. How long have you been at your 

company?
11. What does your company do?
12. Do you know how to spell Mississippi?
13. Who pays for your events?
14. Do you like Friends or Seinfeld?
15. Do people like your events?
16. When will you make a decision?



Sales Presentation
Depth of Questioning (specific information to find hot buttons)

Fo
o

d

What type?

Served how long?

Healthy choices?

Did people like it?
A

ct
iv

it
ie

s

Who ran them?

How many hours?

Was it a lot of 
work?

Did people like it?

P
la

n
n

in
g

Committee?

Enjoy planning?

What’s the perfect 
event?

What is your role?



Sales Presentation
Common Hot Buttons

Special 
Event

Good 
food is 
a must

Make it 
fit $$$$

Togetherness
Easy to 

plan

Something 
for 

everyone



Sales Presentation
Assess the Situation

You mentioned wanting an 
event with something for 
all ages, easy to plan and 
within your budget. Let me 
walk you through your day 
at our park.

Sounds great to me.

Translate listening to short statement using hot buttons
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Sales Presentation
Explain How It Works

• Start with the most broad category and then move to specific categories

• Paint a picture and use your sales material (ipad, paper presentations, etc.)

Explain How it Works



Sales Presentation
Handling Objections

• May need to ask more questions

• Use Competitive Analysis

• Common objections: 

• Do not want to be in a swimsuit in front 

of coworkers

• Your location is smaller than competitor 

park/attraction

• Price

• Togetherness



Sales Presentation
Suggest Next Easy Step

Sign 

Agreement

Create a proposal 
and set next 

meeting

Meet with 
Committee

Set Meeting with 
Decision Maker

Next Step
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Ask the Panel
Q and A
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Contact Information
Keep in touch

Marc Gran, Carowinds     marc.gran@carowinds.com

Chris Ozimek, Crayola Experiences cozimek@crayola.com

Hector Pages, Response Media hpages@responsemedia.com


